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'M.B.A. DEGREE EXAMINATION, JULY 2016
. Second Semester
MARKETING MANAGEMENT
(2015 Admlssmns—Regularl2012 bo 2014 Admxsmons—SuppIementary)

Time:'l‘hreeHours : . .. Maximum Marks : 60
: ' : Part A :
Answer all questions.
All questionscarry equal marks.
1. (a) Discuss the recent trends in marketing mahagement.
7 Or

‘ (b) Enlist and explain the macro-economic epvironinent in marketmg }
2. (a) Define market segmentation. Discuss the methods of segmenting markets.
= ' 5
(b) - Discuss the factors influencing constmer behayiour'with refefence to FMCG.
3. (a) Discuss the steps in new product development.
< Or
(b). Explain the pricing policies and strategies.
4. (a) “One can eliminate a channel but one cannot eliminate its functions”. Elucidate.
. : ‘ = : :
(b) Explain the markeﬁng challenges in the globalised oxa -
: e : (4 x 12 = 48 marks)
Part B - 5
; : Compulsory :
5. "Advemsmg sells the product”. Do you agree with this statement ? Gwe reasons for your answer- :

_and explam the ﬁmctlons performed by advertising.
(12 marks)
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M.B.A. DEGREE EXAMINATION, JUNE 2018
Second Semester
MARKETING MANAGEMENT
(2014 to 2016 Admissions—Supplementary)
Time : Three Hours® Maximum : 60 Marks
Part A
Answer all questions.
Each question carries 12 marks.
1. (a) Define marketing information system ? Explain the different forms of obtaining information

(b)
2. (a)

(b)
3. (a)

(b)

4. (a)

(b)

for efficient management ?
Or
What is marketing environment ? Explain its main dimensions.
Discuss the factors influencing consumer behaviour with reference to laptops.
or
Explain the concept of product positioning. Illustrate with suitable examples.
Exf)lain the phases of product life cycle.
Or

What is meant by skin-the-cream price policy ? State the reasons for adopting this policy and
explain any three methods of pricing.

What channels of distribution would you institute for marketing the computer software ?
Explain. :

Or
Define oven marketing. Explain its need and-significance to a firm.
Part B

Compulsory.

5. A manufacturer was offering laundry soap at Rs. 5 a large cake and perfumed toilet soap at Rs.
10. Market research showed him that there was need for delicate baby soap at Rs.8. Would the
manufacturer be wiser to (a) concentrate on the laundry and toilet soaps, or (b) complete the
product range and make the baby soap ? Give reasons.

(5 x 12 = 60 marks)
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M.B.A. DEGREE (REGULAR / SUPPLEMENTARY)
EXAMINATION, JUNE 2015

Second Semester
MARKETING MANAGEMENT

(New Scheme—2012 Admission onwards)

: Three Hours Maximum : 60 Marks

Answer all questions.
All questions carry equal marks.
(a) Explain the role of marketing as an instrument of economic development in a developing
country like india. =
Or
(b) What do you mean by marketing research ? Describe its Scope and importance.
(a) Discuss the elements of marketing plan.

Or

-

(b) Explain the process of consumer buying decision. What are the.implications of this process to
a marketing manager ?

(a) Explain the concept of product life cycle. What fector affect the life cycle of a product ? Briefly
explain the implications of product life cycle to a marketer.

Or
(b) Discuss the importance of price as an ‘indicator of quality’.
(a) What is a channel of distribution ? Describe the objectives of distribution channels. é
Or :
(b) Discuss the role of personal Selling in the merketing mix.

(4 x 12 = 48 marks)
Compulsory.
Case Study

Praveen, a post-graduate in chemical Engineering, invested a small capital to start manufacturing
and selling a new detergent under the brand name “DET”. Hailing from a middle Calss Family
himself, Praveen decided to price his detergent much lower than other detergents available in the
markets at that time. His pricing strategy paid rich dividends and “DET” became instant Success.

Turn over
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Using his new acquired Financial Strength, Praveen developed a premium quality bathing soap
with a unique colour and perfume combination. Although the cost price of this soap was high,
Praveen price it Substantially lower to comparable products in the market by maintaining a low
profit margin.

Questions :
(a) Suggest an appropriate marketing plan to Praveen.

(b) Do you feel Praveen has committed a pricing mistake this time ? Give reasons for your
answer.

(12 marks)
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M.B.A. DEGREE (REGULAR/SUPPLEMENTARY) EXAMINATION

AUGUST 2014
Second Semester
MARKETING MANAGEMENT

(New Scheme—2012 Admission onwards)

Time : Three Hours Maximum : 60 Marks

1. (@)

(b)

2. (a)

(b)

3. (a)

(b)

4. (a)

(b)

Answer all questions.
All questions carry equal marks.

“Marketing has been described as a process of adjusting controllable factors to uncontrollable
factors. List these uncontrollable factors”.
Or

What is marketing system ? Explain the interaction between marketing system and marketing
environment.

~

Explain the process of consumer buying decision. What are the implications of this process
to-a marketing manager.
Or

What are the bases for market segmentation ? What will be the suitable base for the
marketing of Television ?

Examine the role of packaging in the overall marketing strategy. What factc=s account for
the increasing importance of packaging as a tool of product promotion ? Briefly explain each
of them.

Or

Discuss the different alternate pricing strategies available to a firm while launching a product
which is completely new to the market. Explain the merits and demerits of the above
strategies.

What factors influence channel decisions ? Describe the channel most used for services.
Or

Enumerate the advantages of arranging training facilities for salesmen and state the types
of training you would recommend for salesman of a company manufacturing medicines.

(4 x 12 = 48 marks)

Turn over
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5. Compulsory :
Of late, the Indian economy has opened up as a result of liberalization policy of the
government. This has resulted in the entry of many products brands. Some of which are
international. These brands protein to fast moving consumer goods / (FMCGS) consumer
durables and consumer semidurables. The competition among the brands has further become
intense on account of improved communications channels. The consumer, to day is far more
informed than hitherto.

Under these circumstances, a company engaged in the manufacture of washing machine,
would like to know the performance of its brands. In this situations to significance study in
recommended and you are asked design the study :
1 How do you propose the plan study ?
2 Explain the proposal with budget, tools study team.
(1 x 12 = 12 marks)
~
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M.B.A. DEGREE EXAMINATION, JUNE 2018
Second Semester
MARKETING MANAGEMENT
(2017 Admissions—Regular)

: Three Hours i Maximum : 60 Marks
Part A
Answer any five questions.
Each question carries 6 marks.
Define Marketing. Explain briefly the functions of marketing.

. Explain the elements of marketing plan.

Define CRM. What are the dimensions of relationship marketing ?

What are buying motives ? Spell out the relevance of buying motives at various stages in the
buying proeess ? : S

What are the methods with which the product mix could be altered ?

Indicate the guiding principle for fixing product pricing. Why is price discrimination
permitted ?

What factors influence channel decisions ? Describe the channel most used for services.
Explain the advantages of social marketing.
(5 x 6.= 30 marks)
Part B

Answer any two questions.

Each question carries 10 marks.

Explain the role of marketing as an instrument of economic development in a developing country
like India. :

What are the major stages in the consumer buying decision process ? Are all these stages used in

all consumer purchase decisions ?

Turn over
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Why the firm’s productbpolicy is of great importance to its continued growth and dévelopment 2
Explain how the product life cycle concept is-of prgctical use to the marketer ?

“Selection of advertising media should be preceded by an analysis of all factors involved in the
total marketing sifuation”. What factors should you consider in such an analysis and why ?

(2 x 10 = 20 marks)
Part C —

Compulsory Question.
The question carries 10 marks.

You are the marketing manager of a firm manufacturing and marketing consumer electronics
pi‘oducts. Prepare a plan of recruitment, selection and training the sales force.
(1 x 10 = 10 marks)

~
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MBA DEGREE EXAMINATION, JANUARY 2021

Second Semester
Master of Business Administration

Core Course - MB010202 - MARKETING MANAGEMENT
2019 Admission Omwards
FD228592

Time: 3 Hours Maximum Marks: 60

Part A

Answer any five questions. Each question carries 2 marks.

1. Define marketing as a top line function in the organisation.

2. Distinguish between ‘drive’ and 'cues' related to learning of consumer. Give an example.
3. What is a speciality good? Give two examples.

4. What is multichannel marketing?

5. What do you mean by 'channel power'?

6. Define the term marketing control.

7. What is green marketing?
(5%2 = 10 Marks)
Part B

Answer any five questions. Each question carries 6 marks.

8. Analyse the role of environment scanning in the light of challenges faced by business
enterprises during the pandemic situation.

9.  Distinguish between corporate level planning and business level marketing planning.
10. Discuss the major tasks involved in market segmentation.

11.  Distinguish between individual and family branding with examples.

12. Briefly explain the different modes of marketing communication mix.

13.  How will you evaluate print ads? Take any one print advertisement in your memory and
evaluate it.

14. Explain the emerging trends in marketing.

II" ﬁﬁ@%ﬁ@” |" Page 1/2 Turn Over
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(5%6 = 30 Marks)’
PartC }
Answer any two questions. Each question carries 10 marks.

Question number 17 is compulsory .

15. A multi-speciality hospital in your State has developed a unique treatment package for
COVID 19'. Can you create a marketing campaign which is socially responsible in this
context?

16. Take any two FMCG products or brands from your usage experience. Critically comment
on the emerging trends in the marketing of the‘products in terms of value delivery to the
customers.

Compulsory Question

17. Distinguish between product mix and product line. Take a consumer product company of
your choice, and discuss its product mix and product lines. Critically evaluate the
management of products citing reasons.

(2%10 = 20 Marks)

| [feseisesia page 22
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M.B.A. DEGREE (REGULAR) EXAMINATION, AUGUST 2013

Second Semester
MARKETING MANAGEMENT
(New Scheme — 2012 Admissions)

Time : Three Hours Maximum : 60 Marks

Answer all questions.

All questions carry equal marks.

1. (a) Explain the major marketing challenges facing Indian business and Industry in the context
of the liberal ecocnomic policy pursued by the Government and suggest measures how ®»
tackle them.

Or

(b). What is consumer behaviour? Explain the importance of consumer behaviour in marketing.

State the factors influencing it.

2. (a) What are the major stages in the consumer buying decision process ? Are all these stages

used in all consumer purchase decisions?
Or
(b) Discuss the significance of market segmentation. What are the requirements of effective
segmentation ?
3. (a) Why the firm’s product policy is of gfeat importance to its continued growth and
development? Explain how the product life cycle concept is of practical use to the marketer.
Or ‘
(b) Why is new product development becoming increasingly important? Why do many products
fail in the market? Discuss the test marketing stage of product development process.
4. (a) What is a channel of distribution? Describe the objectivés of distribution channels.
2 - == 0r

(b) Describe the characteristics of a successful sales person. Discuss nature and importance of
personal selling.

(4 x 12 = 48 marks)

Turn over
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5. Compulsory :
The marketing manager of a loading brand of readymade shirts wants to introduce a sales
promotion scheme to boost the sales. He proposes an offer of ‘Buy two shirts and take home
three’, with gne shirt given free for the purchase of two. The General Manager of this company
feels, since the shirts are priced in the range of Rs. 600 to Rs. 900 each. It will be better if the
ik

company offers a straight discount of 335 % on any shirt purchased. His view is that people who
have the capacity to buy only one shirt will be attracted by the offer.

Questions :

(a) With which of the above two schemes do you agree? Why?

(b) Can you suggest an alternate, better scheme ?

(12 marks)
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M.B.A. DEGREE EXAMINATION, JUNE 2019
Second Semester
MARKETING MANAGEMENT
(2017 Admission onwards)

[Regular/Supplementary]

Time : Three Hours : Maximum : 60 Marks
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13.

Part A
Answer any five questions.
Each question carries 6 marks.

What is micro-marketing ? How does it differ from macro-marketing ?
Explain the importance of marketing intelligence market strategic planning.
What are the advantages of CRM ? Explain the causes of failure of CRM.
Distinguish between emotional and rational buying motives. What is the use of classifying buying
motives ?
What could be the objectives of pricing ? How do they differ from pricing strategies ?
What is a channel of distribution ? Describe the objectives of distribution channels.
What are Departmental stores and multiple stores ? What are their merits and demerits ?
Explain the advantages of Green marketing. :

(5 x 6 = 30 marks)

Part B

Answer any two ques.tions.
Each question carries 10 marks.

Discuss the various tasks of marketing management.

What is consumer behaviour ? Explain the importance of consumer behaviour in marketing. State
the factors influencing it.

Examine the role of packaging in the overall marketing strategy. What factors account for the
increasing importance of packaging as a tool of product promotion ? Briefly explain each of them.

“The basic objective of advertising is to increase sales and profits.” Elucidate, pointing out other
objectives of advertising.
(2 x 10 = 20 marks)
Part C (Compulsory Question)
It carries 10 marks.

Under what circumstances would you recommend price discounts against similar price reduction ?
Tllustrate with an example how sales promotion can be used as a tool for product positioning.

(1 x 10 = 10 marks)
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M.B.A. DEGREE EXAMINATION, JUNE 2017
Second Semester .
MARKETING MANAGEMENT

(2016 Ad;niésions—Regular, 2013 to 2015 Admissions—Sui)piémentary and 2012
Admissions—Mercy Chance)

Time : Three Hours Maximum : 60 Marks
Part A :

Answer all questions.
All questions carry equal marks.

1. (a) “Marketing begins ‘and ends with the consumer” — Elucidate.
Or
(b) Explain the evolution of marketing concept.
2. (a) “Personality traits and attitudes are important guides to consumer behaviour” — Explain.
Or

(b) Give the meaning and benefits of market segmentation. Point out any three kinds of
segmentation.

3. (a) Discuss the elements of product policy.
Or
(b) Trace-out the reasons for product failure. Explain with your own example.
4. (a) Explain the objections against advertising.
Or
(b) Discuss the impact of on-line trade in Indian context.
‘ ! (4 x 12 = 48 marks)
Part B
Compulsory.

5. Advertising is essentially a process of evolving a series of decisions. Make a risk of specific decisions
that would have to be made for a national advertising campaign for water purifiers. How will this
differ from an advertising campaign for life insurance products ?

(1 x 12 = 12 marks)




