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Note ;—- Answers may be written either in English or in Hindi;
but the same medium should be used throughout the

paper.
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Attempt all five gquestions.

All questions carry equal marks.
Attempt all parts of a question together.
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1. (a) “The selling concept takes an inside-out perspective, while

the marketing concept takes an outside-in perspective.”

Discuss. g

(b) Discuss the elements of marketing-mix in brief. Why is

it important to have the right marketing mix ? 542=7
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Why is it important for a marketing organisation to regularly
scan’the environment ? Discuss the impact of technological

environment. 4+4=8

“The present day marketing is customer-driven.” Comment.
To what extent is this orientation followed by Indian

companies ? ’ 3+4=7
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Why is it important for marketers to study the behaviour
of their customers ? Discuss the role of psychological

factors on a consumer’s purchase decision. 4+4=8
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With the help of an example, explain the meaning of

segmentation, targetting and positioning (STP). 7
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Explain the difference between individual branding and
umbrelila brandiﬁg. Discuss their advantages and

disadvantages. ’ 4+4=8

Briefly discuss the classification of consumer products

on the basis of :
(N Durabiliry and tangibility and

(i) Shopping efforts. 3at3%=7
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Briéﬂy explain the concept of product life cycle (PLC).

What strategies should be adopted by a marketer to

delay the entry into the decline stage 7 4+4=8

As the marketer of a high definition TV, you have to

decide between penetration or skimming pricing policy.

‘Explain the factors you would consider in making vour

choice. V . 7
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Briefly discuss the main stages in the new product
development process. Why a large number of new products

Jaunched into the market fai} ? 6+2=8

“More transfer of urban products to rural markets does

not help in rural marketing success.” Discuss. 7
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A Fast Moving Consumer Goods {FMCG) company is
going to launch fairness cream for men. Suggest the

suitable promotion-mix for the company, giving the

reasons. 8

Differentiate between intensive distribution, selective

distribution and exclusive distribution. 7
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With the increase in the share of organised retailing in
India, will the *Kirana Stores’ (mom and pop stores) be
affected ? What strategies should be adopted by them

to withstand this onslaught ? 4-+4=8

Briefly discuss the salient features of Consumer Protection

Act, 1986. 7
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5. Write short notes on any three of the following : 3x5=I5

(@
®)
©
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(2)

The holistic marketing concept;

After sale services;

Customer Relationship Management (CRM);}
Services Marketing;

Social Marketing.
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