Important Note : 1. On completing your answers, compulsorily draw diagonal cross lines on the remaining blank pages.

50, will be treated as malpractice.

2. Any revealing of identification, appeal to evaluator and /or equations written eg, 42+8
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Marketing Management ¢
Time: 3 hrs. “_Max. Marks:100
Note: 1. Answer any F OUR full questions from Q1 to Q7.
2. Question No.8 is.compulsory.

1 a. Explain the 3V concepts in mark ting. (03 Marks)

b. “A marketer should try; to. understand the factors= that influence consumer behavior”.
Discuss. o (07 Marks)
c. List out the components of the marketmg env1ronment Examine the factors you consider
while mtroducmg an onllne tutoring service. « (10 Marks)
2 a. Distinguish ';etween cause-related and so (03 Marks)
b. “Consumér value propositions are essential part of a company’s business strategy”. Explain.

Also, list the components of consumer value. (07 Marks)
c. Explain the stimulus-response model of consumer behavxor How do you apply the model to

a laptop purchase? (10 Marks)
a. Classify the means of exterrding a product line. _ , (03 Marks)
b. Examine the Kotler’s 5 levels of product. - i (07 Marks)
c. Discuss the stages of aiproduct life cycle wlth relevant marketmg strategies. (10 Marks)
a. (03 Marks)

. 07 Marks)
G Explam ‘the various segmentmg ‘methods used by marketers in consumer markets. (10 Marks)

a. «~‘*‘@Expla1n the term ‘Cogmtlve Dlssonance (03 Marks)

07 Marks)
onstitute a brand’s identity. Also analysie various
(10 Marks)

a. Distinguish between conventronal marketing channel and vertical marketing system.

(03 Marks)
b. Explain the AIDA model in marketing communication. (07 Marks)
c. Discuss the steps in development effective communication. (10 Marks)
a. Compare the push and pull marketing strategies with appropriate examples. (03 Marks)
b. Explain the components of a marketing plan. (07 Marks)
c. Discuss various elements of the sales promotion mix and their relevance in the marketing of

new products (10 Marks)
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CASE STUDY

Jio Mart, an e-commerce venwure of Reliance Retall Limited, the retail.arm of the leading
business conglomerate in India, Reliance Industrles Limited. Jig“Mart, launched in
December 2019, aimed to integrate dlgf%a ‘and neighborhood physical retail stores to help
customers get easy access to household essentials. The Jio Mart platform aimed to connect
local grocers through an ofﬂ1ne-t@~or§hhe business model that.would help consumers to
place order online and get grocemes delivered from a store nearby. Reliance started signing
up small Kirana stores (mom— _pop stores) to empanel them. Jio Mart acted as the digital
storefront, representing a bIendﬁof Reliance Retail’s distribution centres, Reliance Jio’s
customer base the nelghbarhood mass- and-pop stores;.and other orgamsed retail outlets

April 2020 to pllOt 1ts onhne food and grocery éﬁénnel Jio Mart. Jio Mart expected the
partnership to lead'tp WhatsApp being used by small businesses to connect with customers.
Later, the online; grocery platform extendec} 1ts services to 200 cities and towns across India.

established thefnselves in the Indlan e- cOmmerce market. However, 1t remained to be seen
whetl%er Reliance Retail would b“@ble to revolutionise Qgp -e-commerce industry with Jio

(10 Marks)
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