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Instruction for candidates

Write your roll no on the top immediately on receipt of this question paper.
Attempt all questions by selecting two parts from each question.

Part of the questions to be attempted together

All questions carry equal marks
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Q.1 (a) In the present day marketing is.customer driven. Explain with a suitable example. (9)

(b) ‘Modern marketing is an integrated process of identification, assessment and satisfaction

of human wants’. Comment in the light of importance of marketing. (9)
CR
a) Define marketing mix, what are its elements, explain with suitable examples. (9)
b) How changes in technological and demographic environment affects a firms’ marketing
decisions? Support with real life example. ' 9)

Q. 2 (a) what is Market Segmentation? Explain the various bases used for Market Segmentation. (9)
(b)What is Product Positioning? How does it differ from Market Segmentation? (9)
OR

{a) ‘A consumer undergoes a process while making a purchase decision’. Explain the
Consumer Buying Process with the help of an example of a product. (9).

-(b) “Packaging is an important téo| of Sales Promotion”..Comment. (9)




Q. 3 (a).Define the term Product-Mix. What types of decisions need to be taken by + -

marketers regarding Product mix? (9)

(b) Define the term Branding. Differentiate between individual and umbrella branding.  (9)
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OR

(a) Explain PLC (product life cycle) with the help of a diagram. Briefly state strategies to be
adopted to delay the entry into decliné stage the entry into decline stage. T (9)

(b) Distinguish between penétrating and skimming pricing. In your opinion, which of th:a two is
better and why? (9)
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Q.4 (a) Suggest the best suitable pricing policy for the following products:
(i) A new home security system ¥ <

(i) A health-drink N s ; & ' £ (9)
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(b) What is a channel of'distri?ution? Explain its irﬁ‘portagce in'marketing of goods. N?me

N

Various types of agents and middlemen. . (9

> “t
OR

(a) Exblain the various factors ivailable to’a marketer that affect the choice of a particular
. -+ channel of distribution. . e . s 9)
(b) (i) le'ference between advertlsement and publluty :
(ii)Difference between packaging and labeling . o - (9)
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" (i) Social marketing
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{ii) Socio cultural environment

(iii) Marketing environment interface
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e (iv) Telemarketing . AN P
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(v) Sustainable marketing
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