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Q.l a. Define Marketing Management. .flffi 3 L1 col

b. Discuss the stages of ConsuiffhiB{rying Decision Process. ,, ''r.,+ ,$,,

'' ''L i1::" d' '

7 L3 co2

c. Explain the
business.

Micro & Mfero
'ril:l:! n

.:::.

Environrnental factots'*qhd its impacts on 10 L4 co1

Q.2 L. Defi ne S ervices.i. }[hat are the characteristieii.bffi ervice Marketing? 3 LI co3

b. Briefly,'ffiffithe Core concepts o'f Mgketing. 7 L3 cor

c. Exp* j;g tlie factors influencing G$iffier Behaviour. *#qI*' : r' 
*', -t-1, 

'
l0 L4 co2
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Q.3 a. Define Market Segmentqtiffffiwith examples.
-,: ,:

'El:i.i..l
3 L1 col

b. Discuss in detail the ffibsof Buyer Behavidtffi. ",
.t!r j -'1...,.. .i! .llL

7 L2 c02

c. Explain in defa+l,fue New Product Degelef;rEnt Process. *4-i.'
.a-.'

10 L4 c03

i

Q.4 a. 3 LI co3

b Assiune-'that you are give

D A high technology chimney high-
ii)" A high fibre enri X Of COOkieS. ri+1i;itril::l

.'.,Analyze whether,' pricing {.*1,r&ehetration
llr/

.#"
d:".

pricing should be

adopted. Justify..,-.r,1=
lii,ri .!::;

7 L4 c03

c. Explain 
T.4*f,**t

t0 L3 c03

Q.s a. Define Distribution Cna3g!,1,
,,1 

_t,t " -'

3 L1 co4

b. Explain the factors afHthi channel choice.
.t

7 L3 co4

c. Explain the steffi Marketing Planning. l0 L5 co5
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What isJhe ffiteria of affective market segmentation?

pxptain push and Pull strategy with suitable examplo

igital marketing.Discuss in detail the advantages and disadva

What are the features of Marketine Au4i

3. Give examples.
keting iir) Gree.kpqa,$ketin8.

Write a brief note on any 2 of the

i) Neuro marketing it)

Explain the concept of Cycle. Discuss vari6l$ marketing

strategies used at differeril
,*u*fl.r. 
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of PLC with tlre ffielp of suitable
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CASE STUDY : (C.d\PllsorY)
fl"ii"' -W

Healthy food-iq*ai.,+Sgional manufacturer ffimllc based hgalth drinks. The

Company wat ptanning to .*p*d and rqcru'ited an experienced Marketing

tvtanagei to*,AJhidve thii goal. Mr. Rakegh,'She new Marketing Manager found

that h-ealthv'f"od, had now execut@rnarketing programs-in a systematic

wav. H3 6it it *ut necessarv to idenii& the right segmentati@ '

that healthy'f"odr had now executq{in@rnarketing programs-in a systematic

way. HE 6it it *ur necessary to ideniifuthe right segme"ili*
+ ,ri.i,*.f,

a. What is the possibte segme4tati.bn approach that RS&'&n adopt, Why?:';-'

b. Select on. ,"g*.rt *g *qrya, the-marketing {hpf nis segment. '1,= ''
.+-.
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