Sub: Marketing Management                             
Chapter: 2  
Multiple Choice Questions:
Q.1 The aim of marketing is to meet and satisfy target ______ needs and want?
(a) buyer’s 
(b) Seller’s

(c) Merchant

(d) None 
Q.2 In which year, consumer legislation created special interest in consumer behaviour?
(a) 1970

(b) 1960

(c) 1980

(d) 1950

Q.3 Consumer _________is the process where by individuals decide what, when, where, how, and from whom to purchase good and service?

(a) role 

(b) Psychology 

(c) Behaviour 
(d) None

Q.4 Consumer behaviour _________ both mental and physical activities of a consumer?

(a) Comprises
(b) Concert

(c) Concise

(d) None

Q.5 What given an insight into the various factor or attributes in a particular product which prompt a consumer purchase that product?

(a) Production policies
(b) Price policies

(c) Buying role 
(d) None

Q.6 Information can be utilized for deciding the price of that product which is low cost or social status by?
(a) Product policies

(b) Sale policies

(c) Price policies
(d) None
Q.7 What help the marketers to know the buying motives of the consumer to make purchase?

(a) Price policies 

(b) Sale policies

(c) None
(d) Both
Q.8 Gross Personal income consists of –

(a) Disposable income

(b) Discretionary income

(c) Family income

(d) Both a and b

Q.9 ________ income refers to the balance remaining after meeting basic necessaries of life?
(a) Disposable income

(b) Discretionary income
(c) Family income

(d) Both a and b

Q.10 In which kind of economy, consumers have economic freedom and freedom to spend?
(a) Controlled economy

(b) Free capitalistic economy

(c) Both a and b

(d) None of these
Q.11 Which factor does not come into social factors influencing consumer behaviour?
(a) Family

(b) Reference group

(c) Social class

(d) Role and Status
Q.12 If a husband in a family decides to purchase a bike, so he plays the role of-
(a) Initiator
(b) User

(c) Buyer

(d) Decider
Q.13 In which kind of behaviour, buyer will pass through a learning process?

(a) Complex-buying behaviour

(b) Dissonance-reducing buying behaviour 

(c) Variety-seeking buying behaviour 

(d) Habitual buying behaviour 

Q.14 Which kind of behaviour includes brand switching characteristics of consumers?
(a) Complex-buying behaviour

(b) Dissonance-reducing buying behaviour 

(c) Variety-seeking buying behaviour 

(d) Habitual buying behaviour

Q.15 Which kind of behaviour follows both passive learning and classical conditioning theory?
(a) Complex-buying behaviour

(b) Dissonance-reducing buying behaviour 

(c) Variety-seeking buying behaviour 

(d) Habitual buying behaviour

Q.16 _________ process starts when buyer recognizes a problem or need?

a) selling

b) losing

c) buying

d) earning

Q.17 _________ source performs the evaluation function and is the most effective source?

a) personnel

b) public

c) experiential

d) commercial

Q.18_________ is a public source?

a) family

b) dealers

c) mass media

d) handing

Q.19__________ are the persons who have the power to prevent sellers of information from reaching members of the buying centre

a) gate keepers

b) approvers

c) deciders

d) buyers

Q.20 Which is the 3rd stage of consumer purchase decision process?

a) post purchases 

b) evaluation of alternatives

c) purchase decision

d) information search

Q.21 A consumer develops certain routines for reducing________? 
a) stress

b) risk

c) dissatisfaction

d) purchase

Q.22 ________ faces many decisions in making a purchase 

a) business buyer

b) regular buyer

c) irregular buyer

d) gate keeper

Q.23 ___________ distinguished three types of buying situations, which they call buy classes

a) Robinson

b) marshal

c) Keynes

d) Shakespeare

Q.24 A person who define specifications and provide information for evaluation alternatives-

a. User   

b. Influencer     

c. Decider    

d. Approver

Q.25 Purchase of ‘cookies’ is an example of-
(a) Complex-buying behaviour

(b) Dissonance-reducing buying behaviour 

(c) Variety-seeking buying behaviour 

(d) Habitual buying behaviour 
Q.26 Which of the following is not a major influencer of Business Buyers?
a. Environmental factor   

b.Organizational factors   

c. Interpersonal factor   

d. Financial factor

Q.27 MRO items stand for-

a. Maintenance,  Repair and Operating 

b. Maintenance, Right and Operational

c. Main, Reflexive and  Opposite

d. Major, Right and Optional

Q.28 Following is not the emotional buying motive..
a. Pride   
b. Emulation   
c. Affection   
d. Suitability

Q.29 A buying motive which prompt a buyer to buy the product from a particular shop.

      a. Emotional   
      b. Rational    
      c. Patronage    
      d. Economic
Q.30 Which of the following is rational patronage buying motive?
a. Wide choice    

b. Suitability   
c. Economy    
d. Safety & Security 
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