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1. (a) Explain the concept of marketing mix. 4
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(b) "The main task of a marketer is management of demand." Discuss. (6)
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(c) What is marketing myopia? Give reasons. (5)
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(a) Distinguish between marketing concept and selling concept. Support your
answer with some examples. e ' (10)
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(b) "Changes in the socio-cultural environment create adjustment problems for
the marketer." Explain this statement. (5)
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What is meant by market segmentation? What could be the suitable bases for
segmenting the market for the following products: (i) toothpaste (ii) car (iii) shoes
(iv) diamond jewellery. (15) _
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What is target market? What are the essential requisites for effective market
segmentation? (15)
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(a) Explain the concept of product life cycle (PLC). What strategy should be
adopted by a marketer to delay the entry into the decline stage? (10)
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(b) Discuss the various advantages of branding to manufacturers, resellers and
consumers. (5}
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(a) What is Branding? What are the brand decisions, a marketer must take
before a product is offered to the target market?. (10)
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(b) Write short note on packaging vs. lebelling. (5)
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Write short notes on any two: ' - (1.5+17.5)
(i) Penetration pricing vs. market skimming pricing

(i) Psychological pricing vs. value pricing

(i) Factors affecting price determination

(iv) Pricing objectives
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(a) Discuss the importance of channels of distribution for a marketer. List the
factors to be taken care of while selecting a channel of distribution. (10)
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(b) What is adverting? How is it different from publicity? )]
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(a) What do you understand by middlemen? Discuss different types ot middlemen
and their functions. (10)
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(b) Explain briefly the various tools of promotion used by a marketer. (5)
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