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Seat No.: ________                                                           Enrolment No.___________ 
 

GUJARAT TECHNOLOGICAL UNIVERSITY 
MBA – SEMESTER – II - EXAMINATION – SUMMER 2022 

 

Subject Code: 1529506                                                             Date: 03/08/2022 

Subject Name: Functions of Management - 1 

Time: 10:30 AM TO 01:30 PM            Total Marks: 70 
Instructions: 

1. Attempt all questions.  

2. Make suitable assumptions wherever necessary. 

3. Figures to the right indicate full marks.  

 

Q. No. Question Text and Description Marks 

Q.1 Define following terms and exemplify if required. 

(a) 360-degree Feedback 

(b) Management by Objectives (MBO) 

(c) Social Security 

(d) Direct Marketing 

(e) Word of Mouth 

(f) Consumer Buying Behavior 

(g) Positioning 

 

14 

Q.2 (a) Explain importance of Marketing Management in modern era. How 

4P of product and 7P of service marketing defines the organization? 
07 

 (b) Describe Distinctive Characteristics of Services exemplifying three 

service offers. How does intangibility remain challenge for service 

marketers? 

07 

 

 

 OR  

 (b) “RAHAT CHURNA” is a locally famous ayurvedic laxative brand in 

Rajkot. The owner Mr. Varun Shah wants to establish the brand and 

create demand Pan India. Make a note for creating and managing 

Sales & Distribution Channel preferences. 

07 

    

Q.3 (a) How Social Media, Viral Marketing and Affiliate Marketing for WOM can 

be the most economical and useful tools for Managing Personal 

Communication?  

07 

 (b) Describe Factors affecting Human Resource Planning. How best 

practice of HRM can be the growth tool for any organization? 
07 

  OR  

Q.3 (a) How can Performance appraisal Plan be the best tool for the 

organization where attrition and sales performance remain major 

problem? 

07 

 (b) What is Compensation Management? Explain types of it. 07 

    

Q.4 (a) Describe significance of training. Explain Steps in the training 

process where front line are sales representatives. 
07 

 (b) How complete package of 5M s of Advertising becomes the roadmap 

for advertisers? 
07 

  OR 
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Q.4 (a) Explain different bases for segmentation of consumer markets. 07 

 (b) Differentiate Business Markets and Consumer Markets. 

 
07 

Q.5  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

CASE STUDY: 

 

Bernie is very interested in buying a color television. He tells Sam, 

the salesperson in the discount store where he feels he can get the 

best buy, that his old color TV recently died and he really misses 

seeing his favorite shows. The sooner he can buy and get a new TV 

delivered, the better, he explains. Sam knows that the particular 

model which Bernie seems to prefer by far to the others will go on 

sale for 15 percent off in three and a half weeks. However, he 

assumes that Bernie is not willing to wait that long and might look 

elsewhere. Also, Sam will not make as much commission on the 

reduced price. Therefore, he reasons that it would make little sense to 

inform Bernie of the pending sale.  

 

When Sam tells Bernie that the TV set he is interested in is currently 

out of stock and will not be in for another week, Beanie is dearly 

disgruntled. Fearing losing the sale, Sam goes out to the back room to 

ask his sales manager, Michelle, if anything can be done to speed up 

delivery. Michelle says that this would be impossible, and she 

suggests that Sam could tell Bernie that the store can get the set 

within 24 hours and simply sell him the demonstration model. 

Michelle explains that the demo is in as-new condition and Bernie 

will never know the difference.  

 

Sam feels that selling the demonstration model to Bernie wouldn’t be 

on the level. Knowing that it will take five working days to have a 

new set delivered to the store, Sam thinks of a different sales 

strategy--tell Bernie he can get a set to him in two days, then call 

Bernie tomorrow to say it will be sometime next week due to a flood 

of orders at the factory. Sam wonders how he can lock in the sale 

today. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

   

 

                

(a) What are the practical constraints? 07 

(b) What actions should be taken? 07 

  OR  

Q.5 (a) What Are the Possible Alternatives? 07 

(b) 

 

What actions should Sam take? 07 

 

**************** 


