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Instruction : All questions carry equal marks.

1.  “Within each business, marketing management must develop marketing data for
strategic planners to use, develop marketing plans and carry them out.” Discuss. (20)

OR

‘To prepare an effective marketing strategy, a company must study its competitors as
well as its actual and potential customers.” Discuss.

2. (A) “The increase in scope of international marketing is the joint result of several
factors.” Explain this statement. (20)

(B) “There are no reasons for difference in Internal and International Market.”
Critically evaluate this statement.

OR

What is Market Testing ? Why do companies undertake market testing ? Describe
some major methods of consumer goods market testing.

3. (A) “Marketing Research means clarification of marketing problem.” Discuss in light
of Marketing Research Process. (20)

(B) Discuss : Price participants in International Marketing.
OR

Explain :

(A) Ethical issues in Marketing Research.

(B) Cultural attitudes and International Marketing.

4.  What is Services Marketing ? Explain the difference between physical product and
service. Also state the important characteristics of services. (20)

OR
Write short notes on :
(i) Strategies for managing demand of services.
(if) Uses and steps in developing a services positioning strategy.
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Explain the meaning of Marketing Management and describe its process in detail.

‘X’ Co. wants to invest in a big way in “Retailing Business.” Verify the decision
of the company on following grounds.

(1) Identification of Competitors’ policies.

(2) Evaluation of competitors’ strength and weaknesses.

(3) Types of competitors.

(4) Estimating reaction pattern of competitors.

(5) Selection of competitors to attack-avoid-compromise and to absorb.

Additional Information : (Recently, ‘Reliance’ Industrial group has decided to
invest several thousand crores Rs. in ‘Retailing Business’ in five years and have
started implementation also) (20)

OR
What is Marketing Plan ? Explain contents of Marketing Plan.

From last few years in Gujarat State, Bharat Sanchar Nigam Limited (BSNL) has lost
many its customers because of their competitors’ strategies. But from last few months,
after considering strength and weaknesses of their competitors, BSNL is increasing its
number of customers every month by changing its strategies.

Discuss the above issue with reference to strength and weaknesses of competitors.




