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DMDE/M-20 4064
MARKETING MANAGEMENT

MC-505

Time : Three Hours] [Maximum Marks : 80

Note : Attempt Five questions in all. Q. No. 1 (40 marks) is

compulsory. Attempt four more questions (10 marks

each) from remaining seven questions.

dqy ik¡p iz'uksa ds mÙkj nhft, A iz'u la[;k 1 vfuok;Z

gS (40 vad) A 'ks"k lkr iz'uksa esa ls vU; pkj iz'u

(izR;sd 10 vad) dhft, A

1. Write notes on the following :

(i) Buying Motives

(ii) Brand Equity

(iii) Labeling as a promotional tool

(iv) Consumer Promotion tools

(v) Wholesalers vs. Retailers

(vi) Instances of green marketing

(vii) Service Marketing mix.

(viii) International vs. Domestic Marketing

(ix) Sales Control

(x) Marking Myopia
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fuEufyf[kr ij fVIif.k;k¡ fyf[k, %

(i) [kjhn izsj.kk

(ii) czk.M lekurk

(iii) mUufr'khy midj.k ds :i esa yscfyax

(iv) xzkgd lao/Zu midj.k

(v) Fkksd foØsrk cuke iqQVdj foØsrk

(vi) gfjr foi.ku ds mnkgj.k

(vii) lsok foi.ku feJ.k

(viii) vUrjkZ"Vªh; cuke ?kjsyw foi.ku

(ix) fcØh fu;a=k.k

(x) foi.ku ek;ksfi;k (fudVn`f"V nks"k) A

2. How organisations gain from practicing relationship

marketing ? How is it practiced ?

laxBuksa dks laca/ foi.ku iz;ksx ls dSls ykHk gksrk gS \ bldk

iz;ksx dSls fd;k tkrk gS \

3. Throw light on prominent elements of an advertising

campaign.

,d foKkiu vfHk;ku ds izeq[k rÙoksa ij izdk'k Mkfy, A

4. Under what circumstances price change makes a sense ?

Give examples of companies gaining from initiating a

price change.

fdu ifjfLFkfr;ksa esa ewY; Hkko dks cny nsrk gS \ ewY; ifjorZu

izkjEHk djus ls dEifu;ksa dks gksus okys ykHkksa dk o.kZu dhft, A
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5. Discuss various marketing mix strategies generally adopted

during various stages of Product Life-Cycle.

mRikn thou&pØ ds fofHkUu Lrjksa ds nkSjku lkekU; :i ls

viuk;h tkus okyh fofHkUu foi.ku feJ.k j.kuhfr;ksa dk o.kZu

dhft, A

6. What are the impediments in New Product Development ?

Discuss the entire New Product Development process

taking the case of probable Covid 19 vaccine.

u;s mRikn fodkl esa D;k ck/k,¡ gSa \ lEHkkO; dksfoM&19

oSDlhu ds ekeys dks ysdj lEiw.kZ u;s mRikn fodkl izfØ;k dk

o.kZu dhft, A

7. What are the various stages of consumer decision-making ?

What clues are gathered by marketers from these ?

miHkksDRkk fu.kZ;u ds fofHkUu Lrj D;k gSa \ foi.kdksa us buls D;k

iz'u ,df=kr fd;s gSa \

8. What bases can be used to segment the market for mobile

handsets ? What are the imperatives for a successful

segmentation ?

eksckby gSaMlsV ds fy, cktkj dks foHkkftr djus ds fy, fdu

vk/kjksa dk mi;ksx fd;k tk ldrk gS \ liQyrkiw.kZ foHkktu ds

fy, D;k vfuok;Zrk,¡ gSa \
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