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i, r'”t'hfr!mg Question No. 1 which is compulsory and
«ach Unip,

selecting one question from ¢
X-X=x

Attempt any four the tollowing:-

(a) Marketing environment in today's time,

(b) Process of marketing.

(c) Pricing strategies.

(d) Elimination of intermediaries.

(¢) Challenges of rural marketing. (4x4)
UNIT -1

‘Marketing does not mean selling. It focuses on creation of a customer'. Clarify this

statement. (16)

Discuss the importance and difficulties in understanding buying behavior. Explain the

techniques to understand buying behavior. (16)
UNIT - 11

What is Product Life Cycle? Explain New Product Development Process in detail.

What is branding. Explain various brand strategies with examples, E: g;
UNIT - 111

Elucidate the factors affecting Promotion mix. What is its role in modem day

marketing? (16)

Advertising is a double edged sword. Comment. (16)
UNIT - 1V

'Marketing has lead to exponential increase in Consumerism'. Do you agree? Justify
your answer with relevant examples. (16)

What are the most effective online marketing tools? Give reasons for its growth and

(16)

advantages v/s conventional marketing?

X=X-X



