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-: MANAGEMENT GROUP :-
MARKETING STRATEGIES AND PLANS
9 (OLD) (pEC- 2018) y Total Marks : 100

N. B. 1) Question 1 is Compulsory.
2) Attempt any four questions from Q. Nos. 2 to 7
3) All questions carry equal marks

Q.1 Explain any four of the following terms 20
a) Economic Environment e) Skimming the cream pricing strategy
b) SBU f) Integrated marketing communication
c) Customer loyalty g) Niche marketing
d) Product levels
Q2 a) Explain Corporate strategies and their importance. 10
b) What are the problems involved in allocation of resources. 10
Q3 a) What are essentials of a good marketing plan? 10
b) Discuss the guidelines for setting business objectives. 10
Q4  a) Explain Michael Porter’s Five Force Model. 10
b) Define Customer Loyalty and explain its importance. 10

Q5 a) Discuss the marketing strategies adopted by the firm during the introduction

and growth stage of the product life cycle. 10

b) Discuss the three Ps (i.e. 3Ps) that require attention in service marketing. 10

Q6 a) What are functions of a retailer? 10
b) What the merits and demerits of Direct marketing? 10

Q7 Case Study:

Shri Shanabhai Patel, an NRI, owing two chemical units near Baroda and three ice factories,
also owns one mushroom unit named MASIKA AGRI- TECH PVT LTD situated near Itola
Railway station on Bombay- Ahmedabad highway. He grows mushrooms and prepares
mushroom powder and capsules which are supplementary food and not a medicine for any
disease.

Mushroom powder is useful as nutrient agent and works as anti-oxidant agent and also
restricts ageing process in human body. He also manufactures tasty biscuits with rich
nutrition and high fiber contents, from five grains such as soyabean, wheat, bajari, nachanee
and jawar. Mushrooms capsules, powder, and biscuits are new products for most of the
people. Mr. Shanabhai Patel wants to introduce such products in central Gujarat and
Saurashtra regions. He has not formulated systematic marketing strategies to introduce these
products in the regions.

Mushroom powder is sold at Rs.180 per 250 grams bottle while biscuits are sold at Rs.20 per
100 grams packet. The company offers 20% and with 25% discount per bottle of powder and
a packet of biscuits respectively. 20 capsules pack is sold at Rs.40 and no discount is offered.
A company sells all products directly to customers and also through dealers.
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To promote his products in Saurashtra area, Mr. Shanaabhai Patel applied a novel strategy.
He visited several colleges to appoint students and members of non-teaching staff as
salespersons and distributors at district level. He visited a number of colleges thrice for the
purpose but was highly disappointed with response. He is confused. He needs experts
conseling from you.

Questions:

1. What are the strong points and loopholes of company’s marketing strategies? 05
2. How would you evaluate Shanabhai Patel’s plan to distribute novel products via

college students and staff? 05
3. If you are appointed as a marketing manager for the Saurashtra region, what actions
would you initiated? 10
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d%: 3 dN TPHUT TUT:00
AT Q) U . § SHHar 31Tg.

2) UM . 3 d o A HIUdE! IR UY ST,

3) 4 YT THM 07 3MTed.

4) SIS YYUEST UHTO HHTE!

.  Weiicdeh! HIUTATe! IR b e WY D, 0
31 3Mfes ggfaor %) Hals S®BIAUMR (skimming) faa eior
§) SBU ) Thlidid fquu I3
) Ugh g ) NichefdgurH
8) I gTden
Y Q 37) HIURCS YR 30T i T WY B 20
§) IGIY AU T URT U= GHWT HIUTAT 3T8d ? 20
Ty 3 31) I fAUUE TIo-T3] S0t TP TaRgdhdl 3ed ? 20
§) IIIITE It SRIquaTE HRiGRI% dd . 20
U8 ¥ 3f) FRre Ui urd Yt fRIGid (Five Force Model) TF &R, 20
§) Ureh ! fayrg < SarRsAT 0 A Hed Ty . 20

T Y 31) T Si1a- FehTedT, HARMTRIT 1101 976 ST, GRb g WIhReT Sl

fauurE ¢iRuraR ==t B, 20

§) a1 f[quuHMel deaTd naarT diF M aR (U 3 Ps) T &R, 20

Uy & 3) fPpies AR BRI SN 3M8d 2 20

§) el faUuHr e ool dic. SIvrd 3ed? 20
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PERCERG (BRI

. IS Ucd, STt YR I Jeleeae aH IS gfRcy il diH awia
PREM AR, T Tadhe Hus-3HEHGEE AGHTAIA Scidl Yed W-oae Ud
TR HNY-d3H Wi Ao T ARRFH gHcedd e, d RRH diedd ATURH
HARREH TTaER 30T Hogerd daR HRald, o R 3 31Tg SHATIOT HIvTTe! JATRITST Sy
e,

B ST AFa TRRIATS gha Tfehar ufasfid drd. o Jrarei=, T8, SToR, Ar=on s
SR JRARBAT UTd YTRURA AL URGR QS 10T I BIIeR gchiig ddaR
fafepe ¢Eld TR oA, dgdd AH ST R Had, yrds Sfor fafene 8t
A1 ST 3R ot AFHTE U Hed T[oRId MU GRTY SATHL 1 ST 3w
o) & 3fesara. uur a1 JareH a1 aFEE AUl Al UgaiR fauuH
&R0 IR il A8l

ARREH UTaSdl U 40 UHE! dicdl 940 JUTHT fadbat wid @R fafend
YA 200 T UIDHICIHTS! R0 JUTHT fade! SiTdTd. U+l Urae=dl Uddh Seaidn]
3f1for fafreran e Uifscam 0% 30T 4% Faed gd. 0 HPRAY Udh 3. ¥0 T
famd T ST Sorchel Faaa faat At Al Hu=l ¥d Sdle I AgHiAT Sfor
fadhaigRy<T fddd.

URTY &3 AT STl g5l HRudrerdl, it EHE ued gl Fdi= gk
] Pl i FofegT UTaesiar fdehar ofor fadRe o faemdf 3 Riedar HHar=ai]
Fgad HRugrRdt 3He  Helfaereadi-r 9d fowr amdl &l dF del eFe
HeIfdaaa Ye et g ufdreq IF U R &, d Musdd sied. &

Ul g1 a3 el HTaRID \}ﬂ%

U

Q. DU [quUH YR Tored e, 3707 3T DHIvr 3fgd 2 05
R. FdH IdTeAr, Helfaereadiq faaraf onfdr eHar=amdhd faavur sHruar .
MAYTS UCd T Aloi-d i Jral HY HRIA? 05
3. SR QT YRIY UCRTHTS! e ol TR Rl BIUTt HRaATS HIa? 10
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