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Please check whether you have got the right question paper.

N.B:1) Question no 1 is compulsory
2) Attempt any four question from question no 2 to 8
3) Answer to each question must begin on fresh page
4) Figures to the right Indicate full marks

Q.1 Explain the following concepts in not more than eight lines (Any Five) 20
a) Macro environment
b) Privatization
c) Product Positioning
d) Sales Promotion
e) Cost Plus Pricing
f)  Marketing Audit
g) Sales Forecasting

h) Services
Q.2 a) Define Marketing. Explain the importance of marketing. 10
b) Explain the impact of globalization on the current marketing environment in India. 10
Q.3 a) What are reasons for the failure of a new product? 10
b) Highlight the factors affecting promotion mix decisions. 10
Q.4 a) Discuss various pricing strategies that can be used by the marketer. 10
b) What are the different methods of Sales Forecasting? 10
Q.5 a) Critically evaluate the BCG model. 10
b) What areas are to be focused, while analyzing competition? 10
Q.6 a) Suggest some ways to improve the productivity of Services 10
b) What are the various factors responsible for the growth of rural markets in India 10
Q.7 Write short notes on any Two of the following 20

a) Porter's Model of Industry Attractiveness

b) Service Marketing Mix

c) Traditional and Modern concept of Marketing
d) Organizational Buying Behavior

e) Product Differentiation.
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Case Study 20

Sales at the Indian unit of the world's largest consumer products firm Procter & Gamble has seen
a fall of 14% during the year ending March 2017, its worst performance since it entered the
market more than two decades ago. This is the second consecutive revenue fall by the maker of
Tide detergents, Pantene shampoo and Olay skin cream after it started its concentration on several
brands, products and product sizes in an effort to increase its market share.

The Cincinnati-based parent has now started defocusing several unprofitable lines of business in
India, a move which will negatively impact short-term top line growth rates, but will lead to more
profitable business later. "Companies such as P&G and Reckitt have indicated that it will target
gradual expansion in margins but have not articulated a firm target. With P&G's past trend on
margins, the company is now under pressure to accelerate,” said a recent report by Credit Suisse.
P&G's India saw sales decline of 8% during fiscal year 2016. P&G has invested more than Rs
2,000 crore in India in the past five years, mainly to set up manufacturing units' to reduce
dependence on pricier imports. Yearly sales at its unlisted arm P&G Home Products stood at Rs
4,890 crore during last fiscal, compared with Rs 5,671 crore in 2015-16.

P&G's three entities, which sell an array of products ranging from detergents to razors to sanitary
napkins, posted combined revenues of Rs. 9,097 crore, an 11% decline from Rs. 10,208 crore a
year ago.Sales were also hit due to demonetization. P&G is struggling to hold on to its market
shares across categories due to intense competition and internal focus on profitability.

Questions:
a) Highlight the problem faced by P&G India in the last two years. 5
b) Do you recommend discontinuation of certain brands to P&G, looking at the current scenario? 5
c) What strategies would you suggest P&G to revive its current falling situation? 10
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