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Instructions to the . tdatgs%
1) Al ques@ aré"igpmpulsory

2) Fi ig thmght indicate full marks.
3) Ma ece,s.g;i)jr assumptions.
N7 O
Q1) Answerany Five (2 marks each): \’j\ " [10]
a) Define the term ‘Marketing Myopla ’
b) What is the ‘Zero Moment of NT?(Z@F)"?
¢) List down the ‘four major f@ of Nt,l‘acro environment’?
d) How showrooming is di t fré?m Web rooming?
e) Define ‘Forrester’s o' Tegimographlcs segmentation’.
AN N
f)  Define the ‘Customé\rSauQ’actlon and Customer Delight.
o,
g) Recall the componentgqf Holistic Marketing’. /\52)’
h) What are the ‘Four C > of ‘Connected Marketing MiK ,\;\
Q&
Q
02) Attempt any Two (5 marks) ';\ Y [10]
4

a) Explain how Indian festival like Diwali mﬂ@ eting strategies.

Support your answer with examples. ? &
b) Outline the concept of ‘Market Potenti M{%e t share’ with relevant
examples. \ N
f\->
c) [Illustrate the concept of ‘Omni channel Qg'}rsumer Behaviour’ with real
life examples. O ’
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OO g
nswer any Orie [10]
a) YA%A fast-food chain’ is planning to expand in the Indian market. Identify
—suitable customer segments, explain your targeting approach, and propose
="aneffective positioning strategiz‘”tailored to the Indian market.
b) Asamarketer, anal,gse thgrn@ii’keting environment for a ‘New Travel and
Tourism Company in the Indian market. Provide relevant examples to

illustrate you@y&%gx’
NIEAM

$

4

N

QO
04) Answer $ [10]
a) /EVisits, g‘}two-wheeler showroom with her family and realizes the
ced-io up@%ae her vehicle for better features and fuel efficiency. Explain
tl?é*vn:gu; stages of consumer buying behaviour she would go through
in choesing a two-wheeler. ~
O,

0

B

b) Hi@nshu is planning to buy a real estate propetty for his family in Pune
city. Describe the stages of consumgr buying behaviour that Himanshu
will likely go through in making thi@ chgéé: ’

(\ /
N S
Q5) Answer any One D N y [10]

a) Every product goes thro distis \i stages of the Product Life Cycle
(PLC), each presenting e challenges and opportunities for marketers
across the Product L%ycle&ﬁentify and formulate the strategies for a
company launchingﬁ& ﬂgr'ﬁable Android based Dual screen Flip Mobile
Handset’ in Indian Mdrk@f} d

!"y.x
b) Designa comprehens@ marketing mix for a company that promi{%s to
deliver ‘Beauty and Personal care’ products to customers \(yithin 30
. . . . J "
minutes. Make assumptions to justify your approach0'3\ ¥
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Instructions to the candidates:

1) All questions are compulsory.

2) Figures tothe right indicates full marks.

3)  Give suitable examples wherever necessary.

Q1) Solve aiiy five: - [5x2=10]
a) Define ‘Customer loyalty” with example.
b) List down the ‘5 A’s ‘of customer adaption process.
¢) Identify the major forces of ‘Micro hnv1ronment
d) Recall the meaning of ‘Consumer 1sat10n W1th suitable example.
e) Define the term ‘Market shar_e__"'wnh example.
f)  Memorize the term ‘Nicl1e~M5’1;keﬂtin g’
g)  Explain ‘Brick & Click"Model’*
h) Recollect the mean,i,n‘gvdf ‘Mo’nvqent of Truth (MOT)’.

02) Solve any two: ~" [2x5=10]
a) Compare and Contrast ‘Show -rooming and Web- rooming’
b) Illustrate the ‘Functions of Marketing Manager’ w1th“%1tablgexample

¢) Demonstrate the criteria for effective segmentdtlon"‘wﬁl sul‘table example.

11111

03) Solve any one: ”” ) [10]

a) A company is planning to launch ‘A new c;l:gt'hingiiﬁe for festival season
develop a Segmentation, targeting and posmomng strategy for Indian

| S

market. Nt

b) As a marketer, analyse the marketingr‘"éhvironment for a company
introducing an ‘Electric vehicle in Indian market. Make Suitable

assumptions to justify your approach.
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04) Solve any one: [10]

a)  Explain the buying Behaviour-process for a traveller buying a Vacation
Package via popular Online Portal.

b)  Shankar has visited Online Store of a famous Electronic goods Retailer
to know about various brands of ‘Noise Cancellation Headphones’.
Discover the various stages of consumer buying behaviour he will go
through while choosing a Noise Cancellation Headphone.

05) Solve any one: [10]

a)  Every product goes through distinct stages of the Product Life Cycle
(PLC), each presenting unique challenges and opportunities for marketers
across the Product Life Cycle. Formulate strategies that could be employed
for-‘Sports bicycle’ in Indian Market. to ensure the product’s success in
India.

b)  Formulate the Marketing Mix strategy for a company planning to launch
an “Online Food delivery app’ which will“ensure food delivery in
10 Minutes time. Make Suitable assumptionsto justify your approach.
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