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Attempt A/ questions.
All parts of a question must be attempted together.

All questions carry equal marks.
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1. (@  “There is one and only one valid definition of business
purpose; to create a customer”. Discuss this statement
keeping in view the nature and importance of

marketing. - 8
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(b))  What is marketing environment ? How does socio-cultural

environment affect marketing decisions ? 7
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(@) Distinguish between marketing concept and selling
concept. 8
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Why is it important for marketers to study the consumer

behaviour ? Discuss the role of psychological factors on

consumer behaviour. ' 7
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Distinguish between the concepts of market segmenta-
tion, targeting and positioning by taking suitable
examples. _ 8
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What is product-mix ? Explain with the help of

suitable examples product width, product length, product

depth and consistency of product-mix. 7
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(@)  What is market segmentation ? Suggest suitable bases to

)

segment markets for the following products : _8v

() LED TVs

(i) Soft Dri‘nks.
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Explain the marketing étrategies adopted by a firm in tile

growth and maturity stages of a product. State the

" limitations of product lifé-cyéle. 7
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Your company is going to launch a 3G smartphone.
As a marketing manager, you have to decide between
penetration pricing and skimming pricing. Which of the
pricing policy will you recommend for the smartphone

and why ? ‘ -8
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Describe and differentiate between push strategy and

pull strategy in promotion of products. ' 7
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Discuss the factors that influence the marketing decision
about price of a product. 8
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Describe the following : 7
(/)  Advertising appeals (the?mes of advertisement)
(i) Integrated Marketing Communication.
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Discuss the various strategies of distributing a

product. 8
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Whé_t is retailing ? What are the reasons for the growing

popularity of organized retailing in Irllc%ia ? 7
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“Channels of distribution add convenience for consumers
and help make the product available at right place.”
Examine the statement by suitably examplifying the

answer. 8
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() Compare and contrast the following : 7
() Speciality stores Vs. e. tailors.
(i) Stofe-b'ased Vs. Non-store based retailing.
| frefafed § wEEA SR SEEEA ST
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Write short notes on any three : 3x5=15
(@) Concept Testing and Test Marketing

(6)  Consumer Rights under the Consumer Protectiom

Act, 1986
(¢)  Marketing Ethics;

(d) Direct Marketing.

P.T.O.
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(@) Why is rural marketing growing in importance in India ?
Discuss the types of product decisions and pricing

decisions appropriate for rural markets. 8



( 11 ) 5802
nmﬁuﬁmﬁﬁmmm%amm
@R ? UHT SR % fae sa fofE st
Fia- ez ﬁvf?ﬁ-ﬁ fee =t fad=m
HIfST |

(b))  What is services marketing ? Explain the marketing mix

for services. ' 7

Yar-faque 71 31 & ? Janeh & forw forqom-fag
| & A HifST

5802 11 8,000



