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The figures in the :5_6_: indicate

full marks for the questions.

Answer any five questions from the
following : 3x5=15
(@) What is a bullion market ?

() What is a product mix ?

(c) What is a Un_md.m ?

(@) What are buying motives ?

(e) What is extensive decision-making ?
() What is trading up ?

Contd.
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* Increase dealer

I
mprove after sales service

. .
Use different media for men and women

as well as for different income groups.
Review Questions :

1. Identify the major issues in this case. D

2. In your opinion, can recommended
actions take care of problems faced by
Elaska? If not then give alternate

_ wonoBEnnamaoum. ’

Should "the  marketing research
have covered any other areas of
information about consumers or was it

sufficient ? : '

| SEM MCOM (CBCS) MM300(N/D 6 )
: > |



T

M.Com 1% Semester Examination 2020 (held in June, 2021)
Course Title: Marketing Management
Course Number: 10300
Nature of the Course: Core
Full Marks: 30
Time: One and Half Hour

Maode of Examination: Online (Open Book Examination)

[The figures in the margin indicate full marks for the questions. Word limit for Question No 1
is 150 each and for Question No. 2 is 100 each]

1. Answer any four questions from the following: 4x5=20

a) Bring out the importance of Marketing.
b) Statc and cxplain two features of modern marketing,
¢) Explain the factors influencing price determination.
d) Write a note on product-mix strategies.

p e) Discuss about the functions of packaging.

' f) Explain the needs of studying consumer behaviour.

g) Illustrate the importance of promotion in Marketing.

2. Attempt the following case:

ANGEL’S DIVERSIFICATION PLANS

INTRODUCTION
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In a recent meeting of market strategists, it was emphasized that Angels cannot
survive on baby foods alone for long. The company must intensify its efforts in
other areas. Two such areas, which so far were never taken seriously, are of
general merchandise and accessories for babies and children and a broad line of
packaged health food for different age groups. Angels general merchandise line
includes medical aids such as band-aids, feeding accessories and gifts. The
company plans to include lotions for children and kids wear in this category. The
marketing plan includes a separate deal with dealers and retailers to put all these
products together with baby food and sell these items through department stores as
well. ed

Another strategy is to introduce packaged health food for different age groups.
Angels’ strategists hope to generate around 50 crores annual sales from non-baby
foods in the text 2-3 years. Presently, they feel, as much as 10% of their food is
consumed by non-baby customers. Accordingly they see a huge market, sensitive
to quality, which is waiting to be tapped.

To start with, the company plans to test launch a fruit based snack in two cities and
see the results after one month. Based on the response it receives in the market,
further plans will be made on whether to modify the product, marketing strategy of
go ahead with a full-fledged launch. If this product is successful, then a series of
food and snack items will be launched in a span of six months. The launch will be
supported with media advertising, retailer promotion, etc.

The market watchers, however, are skeptical about the move of Angels to diversify
into adult food market and accessories. One analyst has expressed his views thus,
“The company may not be able to reach its sales target in 2-3 years because it will
take longer to establish themselves in a different market. The competition is plenty
and so far Angels are associated with baby food very strongly. General perception
of healthy food being tasteless and clinical will dominate the decision making of
teenagers and youth, which is a major clientele for ready-made food.”

QUESTIONS

L. Apart from declining birth rate, what other trends can have a significant effect on the company’s

market plan?

2. ‘A highly successful baby food company will surely be successful in adult food segment.’
Comment,



3. The decision of getting kids accessories and general merchandise will be in line with their
existing markets. Evaluate the decision.

ok
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(@) Discuss the marketing functions given

the growingly complex marketing
environment. Draw reference to at least

(five) S environmental variables to
Support your answer. 3x5=15

Or

(b) Analyse the influence of consumer

behaviour in each stage of the buying
decision Process. 15

Contd.
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1. (a) With the rapid growth of non-store and
virtual markeﬁng tactic_s; the face of
modern marketing has changed both
conceptually and in practice. In the
light of the given statement, -classify
markets and explain a few modern
concepts of marketing. 1%t7%=15

L Contd.



(b)
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(D)

(b)

1:SEM MCOM (CBCS) MM 300/D

Or

.E.W.mmbm Mix. Critically analyse
the practical validity of the Marketing

7+8=15

\ Wﬁobﬂ €xplain the (4+3)=7 elements of
e

w_mm_.owmﬂma\ discuss any two theories of .
Oobmﬂﬂ.ﬁma Behaviour with special focys (e
on their practica] implications,

7%+7Y%=15
Or

products. T%+7Y%=15

Enlist and explain the various types of

branding. Suggest the primary

conditions favourable to branding.
8+7=15

Or .

Pricing is much more ‘than profit-
making. It is a process of relationship
building with customers—Take cue
from this statement to explain the
objectives of pricing and kinds of
pricing. Exemplify your answer well.
7%+7%=15
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