(REVISED COURSE OLD PATTERN)
Q.P. Code : 10098

Revised Pattern and IDOL
(3 Hours) [ Total Marks : 100

N.B.: (1) Question No. 1is compulsory.
(2) Attempt any four questions from Q.No. 2 to Q. No. 8
(3) Answer to Each questions must begin on a new page.
(4)  Figures to the right indicate full marks.

1. Explain the following concepts in not more than eight lines : (any five) 20

“"(a) Supply chain

(b) Service

(c¢) Customer satisfaction -
(d) Direct marketing

(e) Product mix

() Marginal cost pricing

(g) Corporate mission

(h) Pull strategy

2. (a) Define marketing. What are the various functions of marketing? 10
(b) Explain the impact of globalisation on the current marketing environment in India. 10

3. (a) What is product positioning? Explain the steps involved in product positioning. 10

: »(B) Explain ahy two stages of product life cycle.' 10
4. (a) Elaborate on the various elements of promotion nﬁx. 10
(b) Describe various factors influencing pricing decisions. : 10

5. (a) What are the factors affecting organisational buying behaviour? - 10
(b) Discuss the steps involved in strategic marketing pfocess. 10

6. (a) Asa market leader, how would a mérketer design competitive strategies? 10
(b) Discuss the main problems faced by marketers in rural markets. 10
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7. Write short notes on any two of the following.
B. C. G. Model '
Service marketing mix.
E marketing

()
(@)
(e)

Sales forecasting
Demographic environment

8. Case study.

Smitha Enterprises is in the manufacturing and selling of shoes in the Indian
Market. They are in manufacturing of shoes ie; casual wear, sports, formal, fancy
shoes for specific occassions for tenagers. The company has been doing well in
this category. The company wishes to diversify its portfolio and now is planning
to launch watches for the teenagers. It also plans to launch various other products
for teenagers, especially trendy wear for teenagers, which include T-Shirts and
Jeans for young boys and girls. The company is also looking at selling the shoes,
watches and clothes to the teenagers in international markets and is undertaking
research to study various factors influencing consumer purchases.

Questions:

()
(b)
()

Which other products, would you recommend to sell to teenagers to Smitha
Enterprises?

Analyze the various factors influencing buying behaviour of teenagers for shoes,
watches and clothes. _ :
Is it a right strategy for Smitha Enterprises to make products only for teenagers.
What is your opionion on the same?
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