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2. 

3. 

4. 

1. (a) Examine th • . . e significance f process of o marketing m the . persuadin customers p . g and acquiring · rov1de an new that ach. . example of eff . ,eved substantial e a corporation echve custo • xpansion b mer acquiSf ecause of . 
l ion strategies? • (b) Discuss th • • (8) e way p r • a d o itlcal and l . omestic or global egal alterations at d · · scale c • ecis1ons Ill . an impact • 

· ustrate a marketing successfull . case when a c • 
y manages 1 orporat10n fresh legislation. egal obstacles or exploits 

(7) 

Or 

(a) Examine the in 
• 

on fluence of technol •• marketing tacf . ogy advanceme t ics. Prov d n corporation that ut·1· i e an instance of . 1 ,zed a revolutionize it nascent technolog· s marketing st. ies to rategy. . (8) 

3 
3008 . (b) How can ntarketing give_-• business ati edge over its competitors? oescribe a contPanY that used marketing tactics to set itself apart from • (7) 

contpetitors ihat worked well- ' 

2. 

(a) In wbat ways can age, ge~der, and income, antong other dentographics; be u_sed to segntent a market? Give an example of. a product· that successfully 
appeals to a certain group of people. (8) 

(b) What strategies can a corporation employ to effectively handle its product mix as it progresses . • through various stages o(the product life ~ycle? (7) 

(a) What roles do psycbograpbic factors, such as , attitude and way of life, plaY in market · segmentation? Give an example of a brand that . • targets a certain psych_ograpbic type. (8) 
(b) Discuss the increasing relevanCe of environmentally friendly and sustainable products 1n product . . (1) 

mix. 

-P.''f .O. 
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3. (a) Explain how fluctuations in market demand affect 

price decisions. Give an example of a corporation 

that employs dynamic pricing depending on demand 

changes. (8) 

(b) What is the impact of discounts and sales 

promotions on consumer behaviour and sales 

growth? Provide an instance· of a corporation that 

successfully executed a discount or promotion 
strategy to stimulate sales? (7) 

Or 

(a) Analyse the i_nfluence of arrangin~ promotional 

events on the visibility of a.business and the level 

of engagement ~ith customers. Provide an instance 

of a corporation that executed a successful 

promotional event. (8) 

(b) Explain how the brand image and positioning of a 

company influence pricing decisions. (7) 

4. (a) Discuss the benefits and drawbacks of using 

wholesale distribution channels: Give an example 

of a business that relies on wholesalers to reach 

out to retailers. (8) 

3008 5 

(b) Discuss the opportunities and problems of retailing 

in rural India. (7) 

Or 

(a) What impact has the rise of e-commerce had on 

distribution strategies? Give an example of a 

• corporation that relies heavily on internet 
distribution channels. (8) 

(b) Explain the franchise retailing concept in the Indian 
market. (7) 

5. Explain any of the two : 

(a) Services marketing mix 

(7.5+7.5) 

l 

(b) Social marketing with example 

( c) Sustainable marketing challenges 

(d) Social and cultural factors affecting consumer 
buying decisions 

(cfi) ;w ctr~~~ 
ctr ~~'il-11 ~I qiT 3~16{01 

-~ lllp"qi {Ul-ltffi1.fl cfil<UT 

~? (8) 
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m •. 

(~) ~qo,.:i (Otoi1Rl 1R Sf1Bl[ltc6l "ctt fcl~iAT 
"cfit1 f.t1PT cfiT '3Gl6<01 1fil 

'lltfif2°JI ,t:01;:i}fd Sf1atfllfctiqt cfiT 

3q4lJ1 ~,. • (8) 

(~) it,clR"41 .M <4i'Htl4 cfil 

~~ti qif qUf.l 1fit 
cti1' 3ffilf~~~ 

•11clR"41 {01-i)fa cfil ~~'tlcl Ml (7) 

2. (en) \Jl--ttiil<c4€6l 3IBlqf ~, 3ft{ 3TI1:f cfiT 3qli)41 

"ij{s"ij'~ cti1' M 7jff 

t? M cfiT 3i::16<u, "\J1T -c=t 

Pl llicd cti1' titfi ii1 d I q 4c:fi 3t I c:fi fitd cnfflT 61' I • ".... c-. c-. , 
(8) 

(~) dim~_ j. 

--q'{~f.:t1rlf3TtA"~~cfil~~"ij'~ 

m <o,4lfa4i t? (1) 
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3. 

(en) iJNJR ~~chlOI 11~a-ii,Acfi 

cflRcfi t? gftg cfiT JC:i6(0J 

Affli.4ct .. ~~ittAc:ti "SicfiR cfil cfi<"fil 

t, ~) 
("<cf) qqJq(Oj Qq-;,a, J~lcif "ctt . 

SIH1Plc:fictl -q'{ ~, (7) 

(cJ>) "ll6~~~ctl'"1fTlfl"3'ffR-Wfcf"1fc-lf~w 
• c-

qiffl' t, ~~f.mirq;f Jc;i6(01 

~- ~Gl"Uq 3tJUR -q(' 4lfa:lilcl f.rtmur 
t, • . · (8) 

, • (~) <4q51( 3IR ~-q'{-~ mffinM • 

q)f cflJT t? M f.:mlr qif. ;c:;ltHUI 

cfil mffl1ffia -m-'1l~ 
c-. 

(7) 

(cJ>) M <4cHt,4 ctt- ¥lffil 31R 

-q'{ c:fillfsn'fl· "ctt qi' cfiT ~~i-)1:401 ~I 

cfiT Jc:;16{01 

c:fil%'t A15q1Ra M, (8) 
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("ftf) fc'1 "iis 

f.ttlkur~cnl"~~~t, (7) 

4. (q)) ~~~cfil~-cfi'B~~ ~~tl( 

.cfi .. :{°I oq q ij lq cfiT -rc: 16 <'OT 

~3TT cfcn ~3TT "CR f;lm 

t, (a) 

("ftf) lWltuT mffl~~~~ ~~3TT"CR~ 

cfltl (7) 

m 

(q)) -{- cfiT {014\~in· "CR 

t? f.!wr cfiT J~li;{OI ~·c<~c fc@'{UT 

lR 3TTUcfi AA{ ti (B) 

((Cf) GffijfR ~-'tl,~~ 3fcmRUTT ctl" o!.il<&rr 

cfltl (7) 

5. fas;tl°Gl'~~~: 

(q)) fctqoH 

("(Cf) J~f6{01 ijl'fl~cfi fctqoH 

(1T) fctqo,~ 't1~@q1 

(7.5 + 7.5) 

(er) cn1" clIB ijl+ll~cfi 3lt{ 

ij f~@ qi 

(10,000) 


