Q.P. Code : 11717

( 3 Hours) [ Total Marks : 100

N.B. : (1) All questions are compulsory.

(2) Figures to the right indicate marks.

1. Define Business Policy. Explain its nature and scépe.

2. (a)
(b)

(b)
()

(2)
(b)

(2)
(b)

What is Business Environment ? Explain the components of Internal .

Environment.

What is Growth Strategy ? Discuss its types
OR

Write a note on Human Resource Strategies.

What is Mission statement. State its advantages.

Explain the importance of Merger Strategy.
Explain the strategic choice process.
. OR
Discuss the meaning and steps'in Strategy Implementation.
‘What is Resource Allocation. Explain the problems in Resource Allocation.

Explain the meaning and features of Business Ethics.
Explain the steps in the process of Management of change.
‘ OR
What is Strategic Evalution and Control ? Discuss its features
Write a note on 'PERT" and 'CPM'.

‘ Dlscuss the various Export Strategies.

Co) |

Read the following case carefully and answer the questions given below:

- Ramesh and Suresh, both Graduate in pharmacy started a new
pharmaceutical company named 'Alpha pharma' in 2010. They. both
developed a new multipurpose cleaning Agent liquid. They decided to
manufacture the same and market the product with the brand name 'Clearall'.
This was similar to the existing brand 'Collin'. The customers were well
versed with its use and advantages. The product was useful for cleaning
the Metal and Glass ware and was also resistance to rust. It could also be
useful for cleaning fragile electronic appliances.

‘Ramesh and Suresh decided to fix the price of ¥ 52/- per litre. For
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Retailers on bulk purchase, the price would be ¥ 42/- per litre. Along
with this, the retailers were also given credit facility of 45.days. But
because of lack of marketing techniques, Ramesh and Suresh suffered

losses.
Question : ‘ ‘
(1) State the reasons for failure of the new product. 5
(2) As amarketing consultant, suggest suitable marketing techniques for
'Clearall'. ' ‘
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