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Attempt all questions.
AWl parts of a question must be attempted together,

All guestions carry- equal marks.
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I. (a) What are various marketing philosophies or concept
that a company may follow for marketing its
products ? (8)

(b} What benefits would accrue to a marketer when

he studies the relevant marketing environment for

a firm? (7)
OR

(a) ‘The selling concept takes an inside-out
perspective. while the marketing concept takes an
outside-in perspective’. Discuss giving relevant
examples. (8)
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(b) Explain the various stages in the consumer buying
decision process. How can a marketing manager -
benefit from the study of consumer’s post-
purchase behaviour ? (7N
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(a) Why is it important for marketers 1o segment their
target markets ? Explain with suitable examples

the basis of psychographic segmentation. (8)

(b) Distinguish between Concept Testing and
Test Marketing. What is ‘new’ in new product

development ? (N
P.T.0.
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OR

{a) What is market segmentation ? Suggest suitable
bases to segment markets for the foliowing
products :

(1) Housing Apartments

(ii) Cars (8
(b) Briefly discuss :

(1) Packaging and Labelling

(il) New Product Development Process

(i) After-sales service (7)
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3. (a) Explain cost-plus pricing and value-based
pricing. (8)

(b) “Sales promotion is an important tool of promotion
which supplements personal selling and advertising
efforts™. Explain. Discuss the benefits and

ltmitations of sales promotion. (7

OR

(a) "Pricing is an important element of marketing
mix of a firm™. Comment. Explain the various
factors influencing the pricing decisions of a
marketer. (8)

{b) Differentiate between :

(i) Push vs. Pull strategy

(il} Advertising and Personal Selling (7N
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4. (a) What is logistics management ? Explain the

objectives of logistics management. (8)

{b) "Despite its growing popularity the organized retail
in India has its own share of problems, whereas
Kirana stores (mom and pop stores) continue to
offer many advantages’™. Discuss. {7)

OR

(a) Define and differentiate between intensive
distribution, selective distribution and exclusive
distribution,
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(b} “Store-based vs. Non-store Based Retailing is the
ncw buzzword in retailing of products.” What are

new forms of retailing in India. (7)
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5. Write short notes on any three:
(a) Consumer Protection in India
(b) Marketing Ethics
(c) Online Marketing
{(d) Rular Marketing Mix

(e) Growing importance of Rural Marketing in
India (3x5=15)
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OR

(a) Of all the recent developments in marketing, green
marketing outshadows all other forms of modern
marketing - online marketing, social marketing and
relationship marketing. (8)

(b) How are rural markets different from urban
markets 7 Discuss some of the major problems

and challenges in rural marketing. (7
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