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Write your Roll No. on the top immediately on receipt of this question paper.
Attempt all questions.

All parts of a question should be wrltten together

All questlons -carry equal marks.

Answer may be written either in English or Hindi; but the same medium should
be used throughout the paper. '
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(a) “Marketing involves satisfaction of consumers needs” Elucidate this statement.

(b) Why is it necessary for a-marketer to scan the marketing environment?
Discuss how some recent changes in the India socio-cultural environment
can have a bearing on the marketing decisions of some compan1es'7 '

OR
(a) “The aim of marketing is to make selling supéfﬂuous”? Comment.

(b) “The Marketing Mix is a mix of mixes” In the hght of the statement explain
the components of marketing mix. (7+8)
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2. (a) Why should marketers study the behavior of their customer? Explain the role
of psychological factors on the consumer purchase decision.

(b) “Market Segmentation is important for target markets and target markets are
important for product positioning.” Elaborate with examples.

OR

(a) “With the growing similarities of product between the companies, after sale
service provides the cutting-edge” Discuss.

(b) What do you understand by Marketing Segmentation? Suggest suitable bases
for segmenting the markets for the following products:

(1) Watches.
(i) Car ~ (7+8)
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3. (a) “Distinguish between Market Penetration Strategy and Market Skimming
Strategy”. In which situations are these strategies suitable?

(b) “New Product failure is the most common phenomena than success”.
Comment on this statement and briefly discuss the main stages in the new
product development process.

OR

(a) “Advertising brings long-term benefits but sales promotion is for quicker
results”. Comment and briefly discuss the benefits and limitations of sales
promotions.

(b) Explain the concept of Product life Cycle by taking an example of a high

technology product. (7+8)
(%) IR ¥ gEx A AT 3R o 9 g A A siox srgg) foeer Rafedt % 2 vl
Iugad B B 7

(@) “AT IE F A, Tl ¥ HfF IR HeA B 217 W A W oot
FR 3R Y Icare ol fawfm w9 afthar § 7@ sraenst 9 wa ¥ fadw

Aqdl

() ﬁamﬂaﬁ%mwm%wgﬁaﬁmﬁwmqﬁmmwaﬂ%%ﬁw
HRIR B 21 ool Hifig sk ot wael & ard siik Amsll A gaw A e
el

(@) I 3fie Jee & ISE AT ITE G-Ik Al Gehed T d AR
EAEL

4. (a) Examine the role of middlemen in the present day business scenario. Is it
desirable and feasible to eliminate them? Explain.

(b) How changing scenario of retailing in India is affecting the small retailers?
What strategies should be used by them to remain competitive?

OR
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(a) What factors are responsible for the popularity of companies like flipkart.com,
amazon.com and snap deal.com? Discuss.

(b) “Rural Markets is the hot spot for consumer product companies”. How far
do you agree with this statement? Explain the problems that India marketers
face in tapping the rural markets? (7+8)
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5. ' -Write short notes any three of the following:-
(a) Green Marketing
(b) Social Marketing
(c) Service’s Marketing
(d) Value-based Pricing
(e) Packaging and Labeling ‘ - - (5+5+5)
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