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Note :— The maximum marks printed on the question
paper are applicable for the candidates registered
with the School of Open Learning. These marks.-
will, however, be scaled down proportionately
in respect of the students of regular colleges, at
the time of ‘basting of awards for compilation of
result, . :
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Note :— Answers may be written either in English or in
Hindi; bur the same medium should be used
throughout the paper.
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Attempt all questions. ANl questions carry
equal marks. AN the parts of a question

should be attempted at one place.
- P.T.O.
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1. Briefly explain any three of the following : ¢

(a) “Smart marketers look beyond the attributes of
the products and services they sell”. Explain.

(b) Discuss how the digital age has provided marketers
with exciting new ways to learn about and track
customers and tailor products to serve individual

customer needs ?

{c) “Marketers are always trying to spot cultural shifts
in order to discover new products that might be
wanted”. Comment about the statement highlighting
the role of culture in consumer behaviour ?

(d) Explain word-of-mouth influence and buzz
marketing used by the marketer. to reach opinion
leaders ? .

(e) “New product development starts with an idea
generation”. Discuss. (3x5=15)
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2. (a) Diagrammatically explain the Product life cycle

(PLC) ? What are the marketing strategies to

be adopted hy a firm in the growth stage of the
PLC? . (8)

(b) Explain how channel members add value for

manufacturers and consumers ?’ : (7)
OR

(a) Contrast the, selling concept with marketing
concept ? Why is the societal marketing concept
considered as the best orientation to be used by
the marketers ? ' (8)
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(b) What are the various stages which consumers go
through while adopting a new product? Also
explain the difference between innovators and

laggards as they adopt a new product? OB
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3. (a) What is a product ? Explain the various levels of
products and services ? Also through suitable
examples mention the width, length, depth and
consistency of a product mix ? - (8)
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(b) How does motivation and perception influence a

person’s buying choices ? ()

OR

+

(a) Explain the major basis of segmenting the following
products :

* Insurance Policy
* Two-wheelers for women
* Adventure sports

+ Automobile tyres _ i (%)

(b) “Poorly designed packages can cause headaches
for consumers and lost sales for the company™.
Explain. - (7)
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4. (a) “When putting' the message together, the marketing
communicator must decide what to say (message
content) and how to say it (message structure and
format)”. Explain. (8)

(b) Define market skimming and market penetration
pricing policy used by companies to launch new
products in the market ? : : @)

OR

(a) “An aware consumer is an asset to any society.”
Explain the statement highlighting about the

steps taken by government to protect Indian
consumers ? (7N

(b) Discuss the nature and importance of marketing

logistics and integrated supply chain management ?

(8)
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5. Write short notes on any twa : )
(a) Promotion Scene in India
(b} Rural Marketing in India
(¢} Service Marketing in India

(d) Integrated Marketiﬁg Communication (15)
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