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Instructions to the candidates: .

n Al questlons carry gqual marks - 10.

2) Al questwns are compulsory

3) Suppo& ydu answer with suitable example.

4) Drajy d{gram"nhd illustration supportie to you answer.

\\ ’ :\
QI) Answer thefollowmg (Any Five) [10]
a) The: ‘customer is when He /She feels the performance of the
product in more than expected?
1) Satisfied ~» 1) ~ Dissatisfied
i) Delight . 4v) Natural

b) Washing machine & Te]evmon\are what kind of products?
)  Speciality product A D
i)  Electronic products \:‘
iii) Shopping produdts., ,Q'/
iv) Raw material \ A A,
c) List down the 4 slope of.Marketmg
d) What is customer satlgactlonV

e) State the 4 bases for Segmentation?

f)  Define the word customer loyalty? Y N
g) Define the term consumer. ! ks >
h) What are FMCG products? 4 & f\";'
B
02) Answer the following (Any two) Q : NG [10]
a)

“Explain the concept of market positionié h e()(girhple of your choice?

OR ,\
1€ various phases for purchase’of &ﬁdusmal goods.
\

OR

‘ smg Enx&onment‘7
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03) Answer any one form the following. [10]

a) Develop a marketing segmentation strategy for EV2 wheeler in Indian

market? (
b) Illustrate the inlgs}"lanc;e\)[; 'Digital market in Today’s Globle competative
market. SN A; 4
04) Solve any oﬁe from the following. [10]

a)  Analyse the importance of consumer buying behaviour process for online
shoppingapplication?

&

My OR Q
b) Develop a PESTL Analysis for coﬂ“g\e shop?. . ?
ey N
el
: U
05) a) Design marketing min strategy\fsi"falfn{éss cream? [10]

Q%‘ A
NG
b) Mr Anand is staying pug hg”fmnily he is planning to buy life Insurance

policy for his family: pla.@various factors which was impact on his
consumer buying prot es§?\')‘

S
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Time : 2% Hours] ~ \ , [Max. Marks : 50
Instructions to the candi Zttes:é >
1) Draw nea led diagrams and make assumptions wherever necessary.

2) Figures fie ri’glit»ihdicates Sfull marks.
3) lllegi swers dare liable to be unassessed.
4 All onsare compulsory.

5) Ea&}uesﬁé}t carries equal marks.

.

Q1) Solve anyﬁve- [5%2=10]

a)  Which of the following is not a pex;sbnal factor affecting the consumer
behaviour- ~ ~

i)  Ageand stage in the ]1fe c.yETe

ii)  Occupation and eco cm\o‘u;lstances
iii) Personality and se@_&bncept
iv) Reference group—" ,
b) Customers are N f\-" |
i)  The buyers but r.r@};xor may not be the user of the product

i) Consumers

A

iiiy They are the end users of the product Q ’ K
iv) (i), (ii) and (iii) SN
¢) Which company owns the brand-Maggi? QZ\ S
) Cadbury iy D S ~:’"f\
iii) Nestle 1v) n;n“'@
d) Good marketing is no accident, but a re%;.l‘t of@eful planningand
i)  execution i) fsélfi}ng
i) strategies iv)xi:\résearch

PTO.



e) The oldest form of exchange - trading of products is known as

1)  Credit i) Buying

™\
}

i) Purchasing %" iv) Barter

/

f) Chimney sweeps fm\lploys;pééple to clean chimneys in homes. The firm
is primarily the marketer of -

N !

)y A serv@_‘cé\% A i) A good
i) AnidDd iv) A physical enti
) 3@8 0 ) Aphy ty
g) List tQ&PS of marketing mix.
4‘\:\‘ N’
h) The‘-iéf"m {P§ of marketing was given by and extended 3 Ps of
m}keti;r\tg‘; was given by
i) waL_\I\/IcCarthy, Booms & Bitnerii) P. Kotte_r;K. Keller
iii) ™ P. Drucker, W. Stanton iv) Al R\lé%, J. Trout
“:x\’ f\
02) Solve any two ,\:’\ | [2x5=10]

.z) «,& b4 : ~
a)  Explain the terms market poteritial and market share with suitable example.
aNY N

b) Outline the difference ,b:Et,‘Vs;éeg\fr\narket places, market spaces and meta
market. RS

N 7
b 4

c) Illustrate how individual bqymg behaviour is different from organizational
buying behaviour. g'” ) .

,,
“-\_ B N ;
N

03) Solve any one N ’" [10]

a)  Anational T.V. channel is hosting a food show., Bosej’bggegmentation
N
strategy for having a good TRP of the shoK@pfoss‘_ﬂ}e country.
G'“'-u;: Y N Y )
b) A company producing detergent is planiting toJaunch a liquid fabric wash.
Use suitable micro environment analysis for the same.

[

Ny
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04) Solve any one [10]

a) Appraise the consumer buying process for selection of coffee shop.
OR’

b) Analyse 3 Ps of marketmg{éﬁs a company organisers of adventure sports
for teenage customers. _
M, [

< \2
Y N\

LY \
. S

05) a) “Inthe mqéembusmess world, the significance of marketing management
has 1ncmased10 a great extent due to the constant changes in
macre;m‘hronment Critically evaluate the statement analysing the
comgbnenfgof macro environment in Indian market context. [10]

" OR

Ny

b) Todayls the era of digital and online market. M&ny organizations have
opted for the same over a physical store. Takmgua product of your choice
discuss the new consumer capabnhp.%‘&and IQW company capabilities for

online marketing. A A, [10]
*\’ v \J
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Instructions to th{ ca;zdzdat s o
1) Drauwzgea q,gled diagrams wherever necessary.
2) Blac wurés the right indicate full marks.
3) Iflagtble ynswer.s are liable to be unassessed.
4) AttemlellI the sections.

)
SECTION-I ,\f}\'%}
Q1) Solve any five : | Q?" N
a) Tabulate the difference betweex;t@m@?%r Satisfaction and Customer
Delight? (2 points each) f«&@% R v _[2]
b) Match the following : gx ';C* [2]
a) Need == ,fif«f> Desire for a.specific product
b) Want ﬁx “o)  Something backed by buying power
¢) Competitors ,\;&&*‘: iii) ~ States of felt deprivation _
d) Demand (:\ iv) Rivals & substitutes /\'N.\\/
¢) Define the concept of Macro environment. N q [2]
d) The target group for Education loans is_ &,8 @Q [2]
i)  Students seeking higher education Q

i)  Students willing to take higher educatlo an“&ally weak
i)  All parents

c) 2&4

~ PTO.



¢)  Amit thought he had received the best deal on his new car. Shortly after
the purchase, Amit started to notice certain disadvantages of his new car
as he learned more about other carsavailable. Amit is experiencing 2]

i) selective perception .
i) information évaluation’
*m}-% o

iii)  purchase decision

iv) postpql*cﬁESe LQéI‘llthC dissonance

f) Nitais a@@i:éfkctigg‘*manager of a large consumer foods company. She is
studying’the price, promotion and the distribution of the company’s
pr cm@t I)Iit?;\is studying the [2]
1)4%Mgifk§mg strategy

i)  Marketing mix v
iii) . Marketing plan ”i:\ ‘
: .. A S
1Iv)  Market offering w;v o
2) Enumerate the various demogra,p%var@blés. [2]
i e
h)  What is PESTLE Analysis? ® \\fy\}} 2]
78 QY
02) Solve any two | ‘\i;;\& \’\\"5
S
a)  Outline the need for lyéng the marketing environment. [5]
AN

¥ a
b)  How mass marketing i@iifferent from segment marketing? ,\-’,\(5]
N, )
¢) Howis variety seeking behaviour different from habbimabbgym&géhaviour.

\E’)c\« [5]

DS
03) Solve any one " ' Q O
QD
a) Explain the segmentation and targetin@ Titab watches for urban
customers. = C’r;y\ [10]
b)  Explain how changes in the demographic &ggi’)%omic environments affect
the marketing decisions of Consumer Dpfable manufacturers. [10]
O
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04) Solve any one

a)  Indian consumer durable industq;\has been witnessing a radical behavioural
shift in the past few years. Co 'Syifner spending has rapidly evolved from
necessity-based purchase to"planned lifestyle purchase to the next level
of impulsive lifestyte pur@ée. Discuss the criteria that might be used by
MICROMAX rma(%s India in deciding which market segment to

target for thir\SMg\@ TV brands. [10]
v

b) Buyini @%ig\@r an Organization and Consumer s different. Compare

Organi '0nai\§uying behavior & Consumer Buying behavior and state
(\
their Gifferences. [10]
Y -
AY Y
05) Solve an\y\one (\{}\
a)  Evaluate the targetting & positior@strateg%.s of DOVE shampoo for
Qy
the urban & rural markets. NN [10]
 UMIPAN

b) Identify product in the Matﬁty stg%e}(/)f PLC from Eleétronics/White
goods sector. Develop a ingix strategy for the same [10]
Tting

5
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