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candjdates are required to give their ansu,ers in their oun u,ords as far as practicable
Question Paper is divjded into Four parts -A, B, C & D
Part-A is compulsory,

Part- B contains sIX questions out ofrvhich FOLR questions are to be ansrveied,
Part- c contains sIX qriestions out of u,hjch TIIREE questions are to be ansri,ered.

PARr,\
Q1.) AII questions are compulsoq,:-

A] Objective Ansn'er Tl,pe (5r 1=.,5)

i. Which One of the follorving statements b5,a compani'Chairman BESTreflects marketing concepr '.)

a) We have organized our business to satisfy the cusromer needs
b) we try to produce only high quaiiry, technicaily efficient products
c) We believe that rn*keting department must organize to sell what we produce
d) We try to encourage company growth in the market

ii' A carpet manufacturing company develops new carpet that is stain resistant and durable, it must educate customers
about tJre product's benefits. This activity calls for which one of the follou,ing marketing mix ?

a) price

b) Promotiou
c) Distribution

r d) Product

iii. Demographic Segmentation divides the market inlo groups basect on u,hich of the follouing variables?
a) Size, Location, lndustry,, Cusromer
b) Size, Company, Industry, Technology
c) Location, Size, Oocupation, Race
d) Custorrrer, Technology, Company, Industry

iv. A li"" has decided to locaiize it products ar:d services to meet local market demands. Whjch one of the follorving
approach is a good approach for its segmentation?
' a) Geogaphic

b) Demographic

c) Psychographic

d) Behaviou

Bu1;ing process starts ri,irh

a) Need Recognition
b) I:rformarion Search

c) Ei,aluarion of .4.lremarir,e

d) Purchase Decisjon

B] Short Ans*'er Tvpe
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a)

b)
c)

d)
e)

Define lr{arketing.
\\/hat is S\\'OT ana11'sis?

\\/hat is the difference betveen \{arketing and Sales ?

\\/hat is a marketing mir u'ith respect to Sen'ice lndustries ?

Define Product.

PART B

Answer any four:Q2.)
(1x5=20)

a)

b)
c)
d)

e)

\\ihat do 1,ou Mean by Product Life C1'cle? \\;hl'it is Important for a \{arketer?

why Segmenration, Targeting and Positioning is imlloitarlt 1or \{arketer'l

How \4arketing Research is lnportant for a \'larketing \'lanager?

List out Qualities of a Good \'larketing lt{anager,

Develop a \{arketing PIan '

P_AR C

Answer any Three: (3110=30)

Q3.) Is Pricing important for marketer? How the Price is determined?

q+.i Select an tmaginary Product. You have to introduce this New Product in Market. Please explain

Qs.)
Q6.)
Q7,)
Q8.)

how you will approach towards the same'

What'us the concept and theory of Consumer Behaviour and why is it important for marketers? Explain.

what do you understand by IIr4C? Expiain with some successful examples.

Define Marketing Research. \\itrat are different fypes of Marketing Research explain.

You are given an opportunity to launch a Smart Phone in 1'our Town. Develop a Cornplete

N{arketing Plan.

PART D

case - (5xl'-5)
-Ti.,"ra 

are a number of products designeci ro consurnpti,tn trv chilrlrert bLtt tlle L'ulcilasls ailc llriliic l'r lr^ I rrr\ \i''

products must appeal children ancl must h3r's tnolher's app:-olal too'

Enenit, amalt chocolate miik dr,irLk, ri,as nan,lllctured anrl markcted l-.r :i larss ntl:lii:la'illtllll .i':llir'llll' I'llr: :': .ll:'l
was launched in the lndian market in 1989 after a successful test market in Delhi ard Chennai, It uas availab]e bolh

i, Jars and refill packs of 500 gms. Custorner acceptance of the Brand *'as good and sales went uP till 1994 and then

reached piateau and then started deciining,

A thorough analysis revealed that the positioning as an energ)'l corect, with good advertisement showing a speedinu r .

train to communicate the energy theme. Now the mass objective of the company is to restore sales to the peak level of

1993 rvith a effective sales promotion.

Qe.)t

Questions:

a) ln u,hat u'ay product positioning plays an important role of marketing?

b) Has the advertisernent influenced the sales?

c) What type of sales promotion u'ouJd I'ou susgest - Same ;i'i' less i:r \'lore lor Sar:le')

d) Suggest three effective sales promotion tecilriques that can ach;ei'e the oblect:r'e.
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