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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) SWOT Analysis e) Retail management
b) GE Business Screen f) Mission
c) Customer delight g) Direct marketing
d) Product positioning

Q2 a) Discuss the elements of strategy. 10
b) What are the factors affecting resource allocation. Explain. 10

Q3 a) ldentify and explain the sources of competitive advantage vital for success
of a firm. 10
b) Enumerate the various steps in marketing planning. 10

Q4 a) State and explain the micro environmental factors which can influence
Company’s marketing strategy. 10
b) Explain the benefits of market segmentation. 10

Q5 a) What are the reasons for failure of a new product? Explain with suitable
Examples. 10
b) Define branding, Discuss the different methods of branding a new product. 10

Q6 a) Explain the factors influencing channel selection. 10
b) Define Integrated Marketing Communication, Explain the elements of
Integrated Marketing Communication. 10

Q 7 Case Study:

Deshmukh Datta 60,a Successful marketing manager in Jay hind Food Ltd, located in
Ahmedabad GIDC Area, ignored recommendations of Mr.Ramesh, a young and dynamic
research officer to change features and qualities of products.Mr Deshmukh denied his
recommendations stating that it was meaningless to change when company was leading in the
market and sales volume was increasing .the company had a strong position in the market.
Current performance was quite satisfactory, he stated that without internal need if organization
and external pressure of the present market to make any changes in the products was foolish act.

Mr Ramesh argued that he recommended on the basis of the market trend measured in the last
month by market survey of 100 customers and 25 dealers .The proposed changes were required
as precautionary measures. Mr. Deshmukh was not ready to disturb marketing activities without
any current needs. Mr. Ramesh disappointed, he worried for the future challenges, but was
helpless to protect the interest of his company.
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After 6 months, dealers started placing less number of orders of less quantity than previous.
When asked ,they stated that customers were demanding different features ,more substitutes of
varied features and superior qualities were available .They were not interested in the existing
products .Mr. Deshmukh Datta highly shocked to know it. The company was loosing customers
.now it was too late to meet customers expectations.

Questions:

1. How would you evaluate the decision of marketing manager not to change product quality
and features? 05

2. What made Mr. Deshmukh to continue products without any change & why was

Mr.Ramesh insisting to modify existing products? 05
3. Do you think that a firm should always implement recommendations to market survey fully?
Why? 10
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