per / Subject Code: 66646 / BUSINESS STUDIES (MANAGEMENT) : MARKETING STRATEGIES & PRACTICI

Duration: 2 Max. Marks: 60

Note:

All questions are compulsory carrying 15 marks each
Figures to the right indicate full marks.

Q 1A. Explain the essentials of an effective Marketing Plan. (15)
Q 1B. Explain the evolution of Marketing Strategy.

OR
Q 1C. Describe the concept of Guerilla marketing with suitable examples (15)
Q 1D. . Discuss the steps in formulation of Marketing Strategies.
Q 2A. Explain defensive marketing strategies. (15)
Q 2B. Explain the importance of SWOT analysis.

OR

Q 2C. Discuss profit, people and planet as alternative marketing mix propositions (15)
Q 2D. Explain the concept of Strategic Business Units (SBU’s).
Q3 A. Discuss the features of consumer behaviour (15)
Q3 B. Explain PESTLE analysis

OR
Q3 C. What is CRM? Explain the techniques of Customer Relationship Management (CRM) (15)
Q3 D. Discuss the concept of customer loyalty.
Q4 A. Choose the correct option from the following: (5)

1. IS a strategy that engages the customer and creates real life experience, which

cannot be easily forgotten.

a) Green marketing b) Social marketing
c¢) Experiential marketing d) Viral marketing

involve push-and pull strategy

a) Product b) Pricing
c¢) Promotion d) Place

3.These factors influence consumer behaviour with respect to attitude, learnings, motives,
perceptions, etc. is

a) Psychological factors b) Personal factors
c) Socio-cultural factors d)-Marketing factors
4. According to the marketing practices should consider social and ethical
considerations.
a) Production concept b) Selling concept
c) Marketing concept d) Societal concept
5. refers to all those factors that influences marketing decisions.
a) Marketing environment  b) Customer Loyalty ¢) CRM d)
Benchmarking
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Q4 B. State whether the following statements are True or False: 5)
1. When product performance exceeds customer expectation, the customer is delighted.
2. The letter R in VRIO analysis stands for Repeat.
3. The Five forces competency model was developed by Peter Drucker .
4. . Opportunity of new entrants is not possible especially in a profitable and growing industry.
5. Brand evangelists are brand loyal.
Q4 C. Match the following: 5)
COLUMN A COLUMN B
1. Customer Loyalty a. Engagement Marketing
2. Offensive Strategy b.” Alliance marketing strategy
3. Profit c. Strong Recommendation
4. McDonalds & Coca Cola d. Frontal Attack
5. Experiential Marketing e. Economic Value
OR
Q4. Write short notes on: (Any 3) (15)

a) Importance of Social Marketing

b)  Social Media Marketing

¢) SWOT Analysis

d) Green Marketing

e) Emerging Trends in Marketing practices

% 3k % 3k 3% kK *k 3k 3k k %k *k %k %k k k *

54573 Page 2 of 4

X279Y8C5EBOX279Y 8C5EBIX279Y 8C5EBOX279Y 8C5EB9



per / Subject Code: 66646 / BUSINESS STUDIES (MANAGEMENT) : MARKETING STRATEGIES & PRACTICI

5 AT TUT:€ 0
EREIAILEREEREIRTRIL IR O
?) ITeltehelet YU Uy ERiadrd,
7.2 3 ufunHeres fauue RS sTcTawes et wE o 24
g fouue fagmEe Sohidt T8 .
feRar
e F  THICH (U HehouT IaTEUUTETIEd U 34

T (o SETET RO I AT < il

TR A TEETCHS [ 0T T FH, 2
g SWOT fasgwum aew T78 1.
e
T3 & HOTcHoh STTE el Heho Ul TI8 o, 24
T vt fomor Ty wEaTe RS A% A 9 U 3ATRd J1a == .
T3 H IYMIH AU TRTE ATEL == . 4
§  PESTLE fasgwor Tug .
feRam
T3 & USH YA TAEAUS FEUNS hid? UTeh ol T d T hl. 24
T UTEF Ueh{-IST HehoUHT T8 T .
T 7 WietAdehl I yTiy e, G
g, R LT US| UTehid SRdfdreh St ¥ JTH & odl  af
Feft foraee] el v1eha.
3T)eia fauue &) armErfsieh faque &) TTerferes foauue )seriet foqum
S — @Il o 1G] AT L= AT hLdTd,
3yaeq )fehHa h)STied €)feeRr
C Y CA— HIZoh & SUMITHI SeIU[eh AT it o ST AT TR Shdrd.
37) TR o) QTSI ) |THINT ) faaur
54573 Page 3 of 4

X279Y8C5EBOX279Y 8C5EBIX279Y 8C5EBOX279Y 8C5EB9



per / Subject Code: 66646 / BUSINESS STUDIES (MANAGEMENT) : MARKETING STRATEGIES & PRACTICI

¥ o

£ X W

¥

T4

)
)
)
)
3)

54573

................ TuTor fergurT g wrTteen o e ST utfes,
3T Tehed T &)feshl HeheudT  &){IUuE EeheudT  8)dmTISIh
HheuHT

- U © gaEeeh S forqur e aftoms s,

3o varteyr )yuree T ) eI ) semtiehT

QT forem s foh <[ o |, Y

STeET SRl HHRRT T TTeshT=T SUEIUAT SITed STHd deeT df 3l STrard STeal
VRIO frsduume 37&1 R 8T Repeat 3168 g3iadl.

Ul ST &THT Tgid diel SR i1 Torehferd shed.
THER J e hREMFERId daid sFadriiehtg e ﬁ-log\alohd EIF
I S=IGh © Id fHsTed STedrd,

SIESIRSICIA y
T was

3TyaTEe fBT 8)ysifererga ferdor
ST)SATEIUTE IR R) It oo et
)R 3)HSTed R

) HFSIS SHTIOT hlehT Bl %)l Bl
3)STIHATCH, ferqura b)3Tife e

D

o feret. (o ) 24

graifSTen fao-ome e
grTiSTeh AT fogur
SWOT fasgsur

HIGACELED

forur ETeT 35AE o

Page 4 of 4

X279Y8C5EBOX279Y 8C5EBIX279Y 8C5EBOX279Y 8C5EB9



