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Semester: Spring, 2011
Level: BBA
Total Marks: 100

Pass Marks: 40
ASSIGNMENT No. 1
Note:
Attempt all questions.
Q.1
What is marketing management? Discuss in detail, the functions of Marketing Management.
(20)

Q.2
Differentiate between the following:


(a)
Selling oriented company and marketing oriented company.
(10)

(b)
Product manager organization and marketing manager organization.
(10)

Q. 3
(a)
Explain the use of budget techniques as a tool of planning.
(10)


(b)
What would be the functional responsibilities of marketing division? (10)
Q. 4
(a)
Explain the steps involved in establishment of marketing department. (10)

(b)
What would be the functional responsibilities of marketing division? 
(10)


Q.5
Explain the role of marketing audits, their applications and their short comings.
(20)

ASSIGNMENT No. 2
Total Marks: 100
Pass Marks: 40
Q. 1
Describe the importance of computers and computer-based information in modern marketing management.
(20)

Q. 2
Explain product Life Cycle theory and also discuss its application to real situation.
(20)

Q. 3
Define whole selling. What does a wholesaler do? And why he is an integral part of any marketing system?
(20)

Q. 4
(a)
Discuss the various types of distribution channels. 
(10)

(b)
Why a company should select a particular type of distribution channel?
(10)

Q. 5
(a)
Explain the types of people required for selling operations and basic selection criteria for the sales force. 
(10)

(b)
Discuss consumer behavior by reviewing some theories of learning and other related concepts.
(10)
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