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Instructions for Candidates
1. Students need to answer either (a), (b) or (¢), (d).
2. Each part carries 9 marks.
3. All questions are mandatory.
4. Answer may be written either in English of Hindi; but the same medium should be used throughout the paper.

Ql.
a) Define marketing and explain its relevance in a fast-changing, technology-driven business environment. 9)
b) Analyze the interplay between micro-environmental forces and a firm’s marketing strategy.  (9)

OR
c) Examine the major elements of the marketing mix. How does it vary for goods vis-a-vis services? 9
d) Compare the societal marketing concept with the traditional marketing concept. Why is the former increasingly
important today? 9)
Q2.
a) Why is understanding consumer behavior crucial for marketers? Discuss with reference to digital shopping
behavior. 9)

b) Explain the cultural and social factors influencing consumer behavior with relevant examples. (9)
OR
c¢) Define and discuss the concept of target market selection. What criteria should firms use to evaluate and select

attractive target markets? 9)

d) What is market segmentation? Evaluate the effectiveness of various segmentation bases used by marketers.
)

Q3.

a) Discuss the dimensions of product mix. How do companies use product mix decisions to expand market reach?
)

b) Explain the significance of packaging as a strategic marketing tool. Provide examples from the food and beverage
industry. 9)

OR

c) What are product support services? Illustrate how they enhance customer satisfaction and build loyalty.
)

d) Explain the importance of branding in differentiating products in competitive markets. (9)

Q4.

a) Explain the objectives of pricing. How do these objectives guide pricing decisions in different market conditions?
9)

b) Discuss distribution logistics and evaluate its role in ensuring product availability and customer satisfaction. (9)
OR

c) Describe the various types of marketing intermediaries. How do they add value to the supply chain? (9)

d) Explain the challenges faced by firms in designing an efficient distribution channel. (9)

Qs.

“LearnSphere, an EdTech platform, offers personalised Al-based learning modules for university students. Despite
positive feedback from early adopters, the brand suffers from low trust among new users and limited awareness
outside metropolitan cities. Market research reveals that students prefer relatable communication, peer
recommendations, and short-form digital content. The company wants to build credibility, increase app downloads,
and position itself as a reliable academic companion”. In light of this case answer following (5.a. and 5.b.) questions:
a) Develop a comprehensive promotional plan for LearnSphere, using both online and offline promotional tools.
Justify how each tool can influence student engagement and trust. 9

b) Explain the concept of sustainable and social marketing. How can LearnSphere incorporate these ideas to
strengthen its brand image? 9)



OR
c) Discuss the role and characteristics of advertising, personal selling, and public relations in service marketing.

9)
d) Evaluate the effectiveness of influencer marketing and content marketing for a youth-centric digital brand.
)

Ql.

a) AThTeT ol TRRTSH ¥ T A9 | FaoAd, STl 8§ FoA a1l TSao+d ATaid § Tl T&Ld &l GHaATu] (9)

b) ATSHI-UAATILAH IS qTehdl 3T UF B 1 AT [T Tl o oo ATTYT qATAH T TATATSH F2| (9)

q7

¢) HTehieT THEF & q&T UleHed il 6| Tg HTHTT 3T afad & oI F# 3R Zrar 82 (9)

d) T HTH ST e ee il TAAT ST HTh ST Fhleelee | HL| AT Tgol ATAT AT Tt #4182 (9)

Q2.

a) ATehed o0 Fogwe fagfeaw & awamT 1 sedt 82 efrea onifiw faefeae % an # ama #31 (9)

b) FgAT fagfaa® % o167 TTe aTel Foa? AT AU FFed Tl HIH & 3TV 6 a1 GHATU| (9)

qT7

¢) ETIE HThe FA o6 hieeve il SIS 7 3T IT T2 a7d He | AHUH TS HIohe Tl AYUE FTA AL I
forw wt &1 o e FT TEHTer FEAT ARu? (9)

d) ATehe TRTHELT FT 82 HTehed GIT SEqHTe (R ST a7l STeRT-SToT SRTHELTT o & Y i TdeqUe HY| (9)

Q3.
a) e [0 % STEHAT I7 F971 F2| HAMIAT Gehe § T T@T (o7 TS T F FEai w1 Teda T
FAT 22 (9)
b) T TS ATHIST &f o AL T ARToT ol ST (HAd THATU| FE 3T da<ST SSeel & a8 &l (9)
q7
¢) T qIIE qiAe 4T &2 aard foh o Feaqy FTeehaer Fa deTdl g Sfi¥ AlFeel el aa1dt 2l (9)
d) FwiTrafefes ATehe § TIeae Fl AT fQ@T= § AT 6l AgHIT 9=l (9)
Q4.
a) TSR & HoheS AT | T HFHE AT-T HThe e 197 § TTS IR o el ol el TEE Hd 32 (9)
b) REsgem ASTeaa T2 F=7 &Y 3T TSHS 6T AGATATET ST FESHL HTSEHFT THT FLA H T I
T AT A1 (9)

0

¢) STET-TET qLE o ATH(AT SXHITSIT o 1L | TaTU| o TS = § 9o ¥ S=d 82 (9)

d) TF =T REESIeM = [R9Ted Fed § BHI & FTH 3T aTeAl AT 6 a1 H Farv| (9)

Q5. “LearnSphere, T& EdTech Wle®hiH g, ST AAATHET % FSad & (0 THAATZsE Al-a%€ AT AL adT &
STESATAT STOATH ATl F et aiforted Figa & aTasE, Sie 90 To18 & S1= FH T AT Haiered gl & a8
FH SARTEHRAT | [ YT 8| Hehe (V0= § IqT 94T ¢ 1% Teeed Noead HFgaHher, aIiagi &l derg e orfe-
wiH RfSea Fide mie F2a g1 FOt wfafordl aqmT Aredt 8, U9 STeqadle a@mT Aedl 8, ¥ I H TH
THHE Uehe e g1t 3 1 9T I9E=T FTgdt 271 30 € & a@d gu, {1+ R0 0 (5.0, ¥ 5.b.) GETAl F SaTa
@

a) AAATST ST ATFATS QAT AL & THIAAT A FT TEAATA Fh LearnSphere & T U& 27 sHI9MS w19
FATE| FATY, T BT T TE2€ TISTHE ST FLH Tl el TATTAT T ThdT gl (9)

b) TECSA ST T HTHIST o hieewe ] GHATU| LearnSphere AT FTS THI il HSTGd FIA % (T 37 AT
Tl ST T FhaT 82 (9)

q7
¢) AT ATR{ST § USALETS T, THAA HIeT 3T Toddh ererd il et 3 @rieaal 9¢ 7491 #2l (9)

d) T-Hfew RS aie % O Trrquay ATn{eT Sl Fde ATnied +hadT G &, THH oaThd Hil (9)




