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TIME ALLOWED: THREE HOURS 

PART-I (MCQs)    : MAXIMUM 30 MINUTES 

(PART-I MCQs)  MAXIMUM MARKS: 20 

(PART-II)   MAXIMUM MARKS: 80 

NOTE: (i)   First attempt PART-I (MCQs) on separate OMR Answer Sheet which shall be taken back 

after 30 minutes.  

 (ii)  Overwriting/cutting of the options/answers will not be given credit. 

 (iii) There is no negative marking. All MCQs must be attempted. 
 

PART-I (MCQs)(COMPULSORY) 
 

       Q.1. (i) Select the best option/answer and fill in the appropriate Box      on the OMR Answer Sheet.(20x1=20) 

        (ii) Answers given anywhere else, other than OMR Answer Sheet, will not be considered. 
 

1. Services’ intangibility is best addressed by: 

 (A)   Physical evidence and cues   (B)   Overbooking capacity    

 (C)   Strict price controls     (D)   None of these 

2. Multi‑channel conflict often occurs when: 
 (A)   No intermediaries are used   (B)   Online prices undercut retailers 

 (C)   One exclusive distributor exists   (D)   None of these 

3. Integrated Marketing Communications (IMC) mainly means: 

 (A)   Paid Publicity     (B)   Lowest advertising cost 

 (C)   Only digital channels used   (D)   None of these 

4.  If IRR > WACC and NPV < 0, then: 

 (A)   Accept the project  (B)   Reject the project  (C)   Use payback instead (D)   None of these 

5. A zero‑coupon bond’s duration equals: 

 (A)   Half its maturity   (B)   Zero   (C)   Its maturity   (D)   None of these 

6. The primary goal of financial management is: 

 (A)   Maximize firm value (B)   Maximize sales (C)   Maximize market share  (D)   None of these 

7. Systematic risk is best measured by: 

 (A)   Standard deviation of returns (B)   Beta coefficient  (C)   Sharpe ratio  (D)   None of these 

8. A firm’s dividend payout ratio increases. Other things equal, its: 

 (A)   Sustainable growth rate falls   (B)   Sustainable growth rate rises 

 (C)   Retention ratio rises    (D)   None of these 

9. The payback period ignores: 

 (A)   Time value and cash flows after cutoff   (B)   Only tax effects (C)   Only initial outlay (D)   None of these 

10. A project’s NPV profile crosses zero at: 

 (A)   Crossover rate (B)   Internal rate of return (C)   Break‑even volume   (D)   None of these 

11. A mechanistic structure is characterized by: 

 (A)   Decentralization and flexibility  (B)   Organic, team‑based design  

 (C)   Both (A) & (B)    (D)   None of these 

12. In Agency Theory, managers are the: 

 (A)   Principals   (B)   Agents    (C)   Owners   (D)   None of these 

13. Under MM with taxes, more debt: 

 (A)   Raises WACC (B)   Lowers WACC (C)   Leaves WACC unchanged  (D)   None of these 

14. Working capital is best defined as: 

 (A)   Current assets minus current liabilities (B)   Cash plus inventory only 

 (C)   Fixed assets plus current assets   (D)   None of these 

15. A firm has capital structure: 60% equity (cost 12%), 40% debt (pre-tax cost 6%), tax rate 25%. WACC is: 

 (A)   8.4%    (B)   8.8%    (C)   12%     (D)   None of these 

16. A leader who inspires a compelling vision and drives change is using which style? 

 (A)   Transactional  (B)   Laissez-faire   (C)   Transformational   (D)   None of these 

17. Which is NOT one of the original 4 Ps of marketing? 

 (A)   Product   (B)   Price    (C)   People    (D)   None of these 

18. Launching a new tech product at a high price to recover R&D costs is called: 

 (A)   Penetration pricing  (B)   Price skimming   (C)   Bundle pricing  (D)   None of these 

19. “The safest family cooking oil” is mainly: 

 (A)   Segment description (B)   Brand mantra example (C)   Value proposition  (D)   None of these 

20. When price is set above value: 

 (A)   Skimming   (B)   Penetration pricing  (C)   Price gouging risk  (D)   None of these 

           **********       
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NOTE: (i)     Part-II is to be attempted on the separate Answer Book. 

 (ii)    Attempt ONLY FOUR questions from PART-II. ALL questions carry EQUAL marks. 

 (iii)  All the parts (if any) of each Question must be attempted at one place instead of at different 

  places. 

 (iv)   Write Q. No. in the Answer Book in accordance with Q. No. in the Q.Paper. 

 (v)   No Page/Space be left blank between the answers. All the blank pages of Answer Book 

 must be crossed. 

  (vi)    Extra attempt of any question or any part of the question will not be considered. 
 

 

Q. 2. Pakistan has repeatedly considered the privatization of electricity distribution companies (DISCOs) 

as a strategy to reduce fiscal losses and improve sector performance. However, evidence from past 

reforms—including unbundling, IPP policies, and management contracting—shows mixed 

outcomes. 

Question: Critically evaluate whether privatizing DISCOs is likely to address the core structural 

problems in Pakistan’s power sector. 

In your answer, address the following: 

i) Assumptions underlying the case for privatization.  

ii) Key risks and constraints specific to Pakistan’s institutional context. 

iii) Alternative or complementary reforms that could be implemented with or without 

 privatization to ensure sustainable improvements in distribution performance. 

(20) 

Q. 3. As an Operations Manager of a Pakistani firm exporting mangoes to high‑value markets (US, 
EU, Middle East) that demand strict quality, cold‑chain reliability, speed, and food‑safety 
compliance, explain how you would redesign and manage the firm’s operations to stay 

competitive in this global environment, focusing on one or two key areas such as process 

design from harvest to packing, cold‑chain/logistics, or quality and waste reduction. In your 
answer, apply relevant principles and tools from Operations Management and show how they 

guide your specific decisions and trade‑offs. 
 

(20) 

Q. 4. Explain the concept of 360-degree Performance Evaluation. How does it differ from traditional 

supervisor-only appraisal? Briefly discuss the main advantages and disadvantages of the commonly 

used rater groups (supervisors, peers, subordinates, customers/clients, and self-ratings). Finally, 

identify key challenges in using 360-degree Evaluation and suggest how HR can manage or reduce 

these issues. 

 

(20) 

Q. 5. A mid‑sized manufacturing firm in Karachi is considering installing a 100‑kW rooftop solar system 
to reduce both its electricity cost and its carbon footprint. The system costs PKR 12,000,000 today 

(including tax of PKR 1,200,000) and has a life of 10 years; the firm’s current annual electricity 

expense for the relevant load is PKR 2,400,000, which would be fully eliminated by the system, 

and it expects to earn an additional PKR 320,000 per year by selling surplus electricity to the grid 

under net metering (total annual benefit PKR 2,720,000). Assume no salvage value, no 

maintenance costs, and ignore inflation and income taxes; the firm’s required return is 12%. 

(a) Compute the payback period, NPV, and IRR of this investment, assuming current net‑metering 
rules and tariffs remain unchanged over the project life. 

(b) Now suppose the government eliminates net metering (so the firm cannot earn PKR 320,000 per 

year from exports) and doubles the tax on such systems from PKR 1,200,000 to PKR 2,400,000 (so 

the total installed cost rises accordingly). Using approximate numbers, show how these changes 

would affect the Payback Period, NPV, and IRR. Briefly discuss whether additional incentives or 

policies would be needed to encourage manufacturers to adopt solar to lower their carbon 

emissions.   

 

(20) 

Q. 6. You are the channel manager of a Pakistani FMCG company that wants to expand nationally but 

faces problems with limited product availability, retailer resistance, and high distribution costs 

across urban and rural markets. 

a. Explain how you would design the basic channel structure (e.g., choice and number of 

intermediaries, level of intensity, length of the channel) for this FMCG product in Pakistan, using a 

relevant channel design framework. 

b. Describe how you would select and manage channel members (distributors, wholesalers, modern 

trade chains, kiryana shops), including how you would create channel incentives and support 

programs to gain retailer cooperation. 
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c. Using relevant Theories of Channel Power, Conflict, and Vertical Marketing Systems (VMS), 

explain how you would prevent and manage channel conflicts (e.g., between traditional retailers 

and modern trade, or between online and offline channels) in the Pakistani context. 

d. Briefly explain how you would use technology and multi‑channel/omni‑channel strategies (e.g., 
B2B ordering apps, e‑commerce platforms, logistics partnerships) to improve coverage, efficiency, 
and coordination in your distribution system. 

 

Q. 7. You are the brand manager of a Pakistani FMCG company planning to launch a new national 

brand (e.g., tea, snack food, or personal-care product) in a highly competitive and price-

sensitive market where many brands appear similar. 

 

a. Explain how you would design the brand identity for this product, referring to a relevant 

Brand Identity Framework (such as Kapferer’s Brand Identity Prism or Aaker’s Brand Identity 

System).  

b. Define the brand’s value proposition and positioning by clearly stating the target segment, 

frame of reference, point(s) of difference, and reason to believe. Apply relevant positioning 

concepts and illustrate your answer with Pakistan-specific examples.  

c. Using either Keller’s Customer-Based Brand Equity (CBBE) model or Aaker’s Brand Equity 

dimensions (choose one), explain how your branding decisions would help build strong brand 

equity over time.  

d. Briefly explain how the brand elements (name, logo, packaging, and slogan) would reinforce 

the intended positioning and appeal to Pakistani consumers.    
 

(20) 

Q. 8. You are the marketing manager of a Pakistani textile and apparel brand planning to launch a 

new clothing line for younger urban consumers in cities such as Karachi and Lahore. 
 

a. Briefly identify and justify two or three key consumer segments within this younger urban 

market (e.g., by lifestyle, social class, or benefits sought). 

b. For one chosen target segment, analyze two or three major influences on their buying 

behaviour (e.g., cultural values, reference groups, family, lifestyle, personality/self‑concept) 
that are especially relevant in Pakistan. 

c. Describe the main stages of the consumer buying‑decision process for this clothing line and 
explain how you would try to influence the chosen segment at two or three of these stages. 

d. For any two of your recommendations from parts (b) or (c), explicitly show how specific 

Consumer Behaviour Theories or Models (e.g., cultural/social/personal factors, buyer decision 

process model) guided your analysis and decisions. 

(20) 
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