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Attempt all questions. 

All the parts of a question should be written together. 

Marks are indicated against each question. 

1. (a) Discuss the marketing management orientations or philosophies that have guided the 

marketing strategies over a period of time. 7 

fqqOH .~~ an~fq•=<:ufil 3l~ ~ CfiT fq~oq1 Cfllf-l1Q; Fl!...gjq Cfil1fi1 ·~ 

"B" fqqOI1 {uloflfcP~'j Cfil f-1~~ld fcl:i7:n % I 
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(b) What is Marketing Mix ? Explain the concept and scope of expanded marketing 

.. 
miX. 8 

Or 

(~) 

(a) Why should a marketer be sensitive to the environment under which he operates'? Explain 

how some recent changes in the economic enyironment had an impact on the marketing 

decisions of some companies. 7 

(b) Briefly explain the stages in the buying decision process. Do all consumers pass through 

all stages in buying, say a double-door refrigerator and toilet soap ? 8 
I 

. I 
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2. (a) Distinguish between the concepts of market segmentation, targeting and positioning by 

taking suitable examples. 7 

~ fq@s1Cf1<ol, ~ ~eACf1(UI ~ ~Cl')Cf1(UI CFft ·fiCf1<?"Y11 if aqgCRt aGI~<on 

~ fcf<o/!: ct>lf\ill( I 

(b) What is meant by Product Life Cycle (PLC) ? What strategies may be adopted by a 

· marketer to lengthen the period of maturity stage ? . 8 

~ ~ ~ it cp:rr a:IT~ ~ ? ~ ~ CFft alC!f~. CfiT ~ "Cf1B ~ 

ffi"l( fqqoi1Cf1"dl IDU cbl1ftl (011lf<P=ti ~ \ifT ~ t ? 

Or 

(~) 

(a) What is product mix ? Explain, with the help of suitable examples, width, length, depth 

and consistency of product mix . 7 

. ~ fi:r~ cp:rr ~ ? ~ fi:r~ CFft ~~ ~~ ~ ~ fiJiddl "Cf1) aqgCRt 

d~l~<ofi CFft fl~llldl if ~ ct>lf~l( I 

(b) Distinguish between : 8 

(i) Differentiated (Segmented) Marketing and Concentrated (Niche) Marketing. 

(ii) Packaging and Labeling. 

P.T.O. 
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3. (a) How does pricing policy of a product affect the other components of marketing mix of-

a firm ? Distinguish between cost-based pricing and value-based pricing. 7 

~ CfiT ~ R~ ';:ftfu ~ >fCfiR 1:filf ~ fqquJ1 fi:T~ ~ ~ ~ 

CfiT '5fcqrfcffi ~ ~ ? ffiTffi 31lmfui ~ f.:f~ 3lh: ~ 31lmfui ~ 

R~ if fq~ ~1 f-l1 Q\ I 

(b) Differentiate between : 8 

(i) Push and Pull Promotion Strategies 

(ii) Advertising and Personal Selling. 

(i) Ch~Tqct;t;ful ~${ 1f2R1'4i 

(ii) fq~l41 am oqfc.Riq{q; ~ 
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Or 

(3WCrr) 

(a) Discuss the factors affecting pricing decisions of a product. 7 

~ ct ~ R~ f1~(q4j q;) >r~ ~ cr-rB Cf)I{Cfll. OfiT fq~oq'i 

Cfl1f~q: I 

(b) 'Sales promotion acts as a bridge between advertising and personal selling.' Explain. Briefly 

discuss the benefits and limitations of sales promotion. 8 

~~ ~$:[ fq~l4'1 alR oqfcRiq{Cf) ~ -ij ~ ~ CfiT1.f ~ % I' ~ 

Cfl1f~q: 1 ~ ~$1 ct "ffim afu: ~an qjf m~ fqCl"i:l'i ctnr~q: 1 

4. (a) 'Despite its growing popularity, the organized retail in India has its own share of 

problems, whereas Kirana Stores (mom and pop stores) continue to offer many 

advantages.' Discuss. 7 

~~ Slfuf..s: ct qlq\lL~ 'llmJ -ij 'l"iJifdd ~ ~ Cfft a:r:R ~ ctt flliflll~ 

% ~ fcFiu;rr ~ (mom and pop stores) ~ . "ffi'q ~ ~ ~ W % I' 

fqCl"i:l'i Chlf~Q\ I 

(b) Differentiate between intensive distribution, selective distribution, and exclusive 

distribution. 8 

•· 
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Or 

(~) 

(a) Write a note on Store-based and Non-store-based retailer~. 

(b) Explain the following trends in marketing channels: 

(i) Vertical Marketing System 

(ii) Horizontal Marketing System. 

fqqoH '!:Hful?<i1 ~ f1t:r1f~ns~ ~~f~4i CfiT ~ Cfllf~Q> 

(i) ~~ fq4UI1 ~on@ 

(ii) fll'"lffi fqqU11 !>IOIIctJ I 
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7 

8 

5. (a) How are rural markets different from urban markets? Discuss some of the major problems 

and challenges in rural marketing. 7 

w:frur ~ 'mft ~ 'B ~ m f~ ~ ? ~ll•ilol fqqoH Cfl1 ~ 

~ fll"H"41aTI alR "if!{t fct 4i Cf;l fq ~ "CI 1 Cfll f~ Q> I 

(b) What is social marketing ? How is it different from profit-oriented marketing ? 8 
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Or 
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(a) Why is rural marketing growing in importance in India? How should a marketer change 

the marketing mix to suit rural markets. 7 

m«'f "# 1WfiuT fq q OJ~ CfiT ~ "CFff ~ Wf ~ ? ~ )ICtiR ~ "IDlftor 

~ ~ ~ ~ fqqOH fi:r~ CfiT qf<qfcfd Cfi1: ~ ~ ? 

(b) What is online marketing ? Explain its benefits to buyers and marketers. 8 

aTI'"tfll~'"t fqqoH cp:n ~ ? €Hl~l\T ath fq~dlaTI Cfll ~ W«q ~ 

Cfll f-J~ l{ I 
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