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IBPS SO Exam 2013
Marketing Officer

Professional Knowledge Question Paper

1. Distinction between marketing and selling is

(A) Marketing relates to producing or creating goods or services needed by the customers while in
selling the objective is to sell whatever is available.

(B) Marketing is operational activity whereas the selling is a total management concept.

(C) Marketing is product focused while selling is customer focused.

(D) Marketing is oriented to the needs of the seller whereas selling is oriented to the needs of the
buyer.

(E) None of these

2. Which one is true in respect of bank marketing ?

(A) Bank marketing deals with providing services to satisfy customers' financial needs and wants.
(B) Bank marketing has to discover/ascertain/anticipate the financial needs of the corporates.

(C) Bank marketing may be required to satisfy the corporates, and institutions, other related needs
and wants. '

(D) Bank marketing means competitive element, efficiency and effectiveness in the process.

(E) None of these

3. CRM is a short form of:

(A) Customer Relationship Management
(B) Company Resource Marketing

(C) Consumer Reaching Marketing

(D) Customer Relationship Marketing
(E) None of these

4. The objectives of pricing are

(A) Profit optimisation, adjustment of prices due to competition, increasing the market share,
improved cash flows to avoid cash crunch, stabilization of demand and sales, improvement in prod-
uct quality, communicates an image of the value.

(B) Understanding with price cartels, bargaining power of suppliers, government controls and
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regulations, buyers' behaviour, customer demand and competition.

(C) Price elasticity of the demand of the product, cost of manufacturing the product, characteristics of
the product.

(D) Combination of (B) and (C)

(E) None of these

5. Segmentation of consumer markets is based on
A) Consumer characteristies

B) Consumer responses

D) Both (A) and (B)
E) None of these

6. The stages of the product life cycle in chronological order is:

(
(
(C) Consumer challenges
(
(

A) Introduction, growth, maturity, decline
B) Introduction, growth, maturity, stagnation, decline

(

(

(C) Introduction, maturity, decline

(D) Introduction, maturity, stagnation, decline
(

E) None of these

7. The key to competitive advantage is differentiation.
(A) Position

(B) Product

(C) Conformance

(D) Customer Consulting

(E) None of these

8. The functions of the distribution{marketing) channel are-~

(A) To gather market information/ to promote and spread persuasive communications/ physical
proximity to consumer/matching the buyers' needs/ negotiate and settle the final price.

(B) To provide the consumers with the required technical information about the products /physical
distribution to consumers /acquire and use funds for financing the channel/intermediaries provide
the deposit or buy the goods on cash basis./Assume the risk of carrying out the channel tasks.

(C) To bring the product ownership to the final buyer.

(D) Combination of (A) and (B)

(E) None of these

9. Which of the following is not a "market follower" strategy?
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(A
(B
(C
(
(

Counterfeiter
Adapter

Initiator

~— = N

D
E) None of these

Cloner

~—

10. is registering, trafficking in, or using a domain name with bad faith intent to profit

from the goodwill of a trademark-belonging to someone else.
A) Email marketing

B) Cyber squatting

(

(

(C) Web scraping

(D) Web spidering

(E) None of these

11. Features of channels for banking services are

A) Intangibility/inseparability from the seller/variability in customer experiences.
)

B) Perishability and non-storability/personal contacts with clients.

(
(
(C) Banking services have no physical and personal channels of distribution.
(D) Combination of (A) and (B)

(E) None of these

12. The client of an advertising agency is called .

(A) Customer (B) Major (C) Corporate (D) Account (E) None of these

13. The components of Promotion Mix are

(A) Advertising; a paid form of non-personal promotion/personal selling; personal presentation to
prospective clients.

(B) Sales campaign; to encourage sales/public relations; for building good relations with clients/direct
marketing; is making direct connect with individual customers.

(C) Sampling and coupons

(D) Combination of (A) and (B)

(E) None of these

14. The main features of Marketing Information System (MIS) are —
(A) Creation of master plan for information flow, coordination between functional departments and
specialist executives, future orientation for anticipating and preventing marketing problems and

solving them.
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and services that are closely related in the minds of consumers but arc spread across a diverse set of
industries.
A) metamarket

B) vertical integration

(
(
(C) horizontal integration
(D) Betamarket

(E) None of these

30. Conversion means_

A) meeting a prospective client

B) interacting with a prospective client

(
(
(C) converting an employer into an employee
(D) converting a seller to a buyer

(

E) converting a prospective client into a buyer

31. Customisation means_
(A
(B
(C
(
(

acquiring more customers

~—

regulating customers

~—

special products to suit each customer

~—

D
E) All of these

more products per customer

~—

32. What is a 1ogo?
A) Pictorial representation of what the company stands for
B) Graphic or emblem used by a company to trigger instant recall

(

(

(C) The short form of the name of the company

(D) All kinds of advertisements used bythe company
(

E) None of these

33. Diffusion of Innovations is a theory that seeks to explain how. why, and at what rate new ideas
and technology spread through cultures. The adopters of these innovations are categorised in five
categories. Which of the following is incorrect?

(A) Early adopters
(B) Early majority
(C) Late adopters
(D) Late majority
(E) None of these
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