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1. a) What is AIDA Con

b) Distinguish between '*rrd'rj,u',f**m!rr#dand 'Market Penetration'pricing
policies.
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Answer any four questions in thls section. Edch question carries 1 mark for

Part (a), 3 marks for Part (b) and,.,S m6r e ilr:Par't (c).
,

c) Evaluate the significance rsfr,Agri ltural Mfriketing in lndia.

Compare a'Core Pqodt@ andBn '2. a)

b)

c)

3.a)
b)

c)

'with an example.

event".

Evaluate the effectiveness of Event Marketing in the recent scenario.

4. a) lntroduce the term, 'skywritingi as an Outdoor Advertising method.

b) Compare and Contrast Public Relations with Publicity.

c) lllustrate the Unethical issues in the field bf Marketing.

Comment on the terms: (a) Product.Fange (b) Product Linei and
(c) Product Mix wrth,exgmpl 
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o u tI i n e t h ejea{u res,irn gertyilBffi'%ctive sdve *i s i n g'cg py.

Wh at is m eant' b y' D i ff ei rer)tiptQ d, Markefi'd{i: 8t rat e g y' ?

Analyse the features of strong brands with valid examples.

"Toyoof users become potentialcustomers after an experiential marketing

P.T.O.
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5. a) What is the basic difference between 'Habitual-buying behaviour' and

'Variety seeking behaviour'among consumers ?

b) Give your comments on 'Ceiebrity Advertising'as a Marketingstrategy with

examples.

c) "Vernon (1966) discussed five stages in the Product Life Cycle". Enumerate.

6. a) What are 'Jingles' and'slogand in Advertising ?

b) Enumerate the elements in Green Marketing Mix.

c) Analyse the Cqlturalfactors inf'tuencing Con;umer Behaviour with examples.

{;..:: ,.? ..' ,. ,,.... ' : (4x9=36)

] 
SECryION _ B

".:qa 'i1;

8. a) Picturise tl1,q challengeg,I?cqd"iiyffiNes d.ur'igg.RurqlMarketing in lndia and

describe what promotioiiiif tools could be suQgested to overcome this issue.

OR , i.,l :.., :

How are the functions of Wholesalers different from those of Retailers ?

Explain. (2x12=241
b)
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1. a)

b)

c)

2. a)

b)

c)

',t'ii.,l1,,,ig,; ,,.,,,,i'tii,.,'t't '

Define'MarketingNiche'. , . ,,.tff
Tabutate the differences behnueefi 'Marketing' and'Selling' Concepts'

Outline the factors governing prlciffieci#s in marketing.

:,:,:,:n r,,:,.i,,,:il:,r..,r,'.,,'''t'ti"'" 
lllfr'l'::'

D iff e rentiate'S h op pi*tgpibduots ffi$# Pffir,prod ucts' with an exam ple.

Discuss the challengeo in e3 Marketiffi'ffn lndia' 
.i

"Consumers expect Wetoy brafiiBr,ls'be Sociatly responsible". Justify the

benefits of ea-u5e-relaled-marketing with an example'

What does 'Marketing Myopi'a' pean? '

compare salesmanship from Advertising with an example.

Evaluate your approach as a Marketing Manager toward ensuring 100%

customer delight for an online food delivery segment.

Give the essence of Emotional Appeal in Advertising'

Outline the factors driving customers'satisfaction at shopping malls.

Distinguish between Print Media Advertising and Electronic Media

Advertising with examPIes.

I
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. SECTION - A
"' , '

Answer any four questions in this Sectibn. ECch q:uestion carries 1 mark for Part (a),

3 marks for Part (b) and 5 qpfp for Fart$). 
:,,.:::l

3.a)

b)

c)

4. a\

b)

c)

P.T.O.
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6.a)
b)

K22P 1441

5. a)

b)

a)

Who is a'Copywriter' in an Ad language ?

Evaluate the psychological factors affecting the buyer's decision-making

process.

Summarise the different forms of Outdoor Advertising with examples'

What does'Flank Attack strategy' mean in Marketing ?

As a Marketing head, recommend the criteria to your subordinates for

hiring the best salesperson in your company.

(4x9=36)
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(2x12=24)

c) Sketch out the different elements of an Advertising Copy.
j::.' 

... 
.'

'','"SrOTloNi- B ..., .-

Answer the two questions in this Section. Effi question carries 12 marks.
:,::

T. a) Analyse the challengeg:and opportunities b.e=.la.;ffilRural Marketing in lndia

with suitable cases
ORtJn ,iffi 

-.;i..,-iiL rAii' .(ft
b) Why do new products fail i#={he t ? PF€pare a New Product

Develooment plan outlininffie vdF6us steffis for an Energy drinDevelopment plan outlininffie r an Energy drink.

8. a) Give an overview of ls of Distribution.

Examine the reasons I6i ffinii-- -- t

give as a Marketing Managdfi to solve thdffi ?
buggestions would You

limitations of Social Media Maiketing. thvestigate the ethical issues

involved in it with valid examples.

oR-........'.......
b) "Recently, Social Media allows 1!*e!9is to.cqnnect lnd enOage potential

customers wherever th.ey ar€". critically q\/qtuqte the irtlportance and











r ittLl W l lllll

Reg.No.:

01J6326 K19p 1138

Name: ,,,...,,.,.,....., ... .. . .. ,

III Semester M.Com Degree (CBSS-Reg/suppl /lmp.)
Examination, October - 2019

(20l4Admission Onwards)
cOILl3C11 : MARKETING MANAGEMENT

Tlme : 3 Hours Max. Marks : 60

SECTION -A
Ans$,erany Four questons in thls Secion.
Each queslion carries l mark for Pari (a). 3 marks for Parl (b) and 5

marks ior Part (c). (4x9=36)

1. (a) What do you nean bY market ng?
(b) Expa n lhe nalure or markeung
(c) Dlscuss lhe process of malkel ng managemenl

2. (a) What do you nrean by consumer behavioLrr'

\o) Elpla - has( areg. na kalrnoold ing

(c) DiscLrss the Producl Life Cycle.

3. (a) whal do you mean by markeling?

1b) Exp ain lhe characterlstics ofconsurner behaviour'
(c) Whai are the lactors nfllencing buylng behaviour.

4. (a) whatdo yoLr mean by relaiionsh p markeling.
(b) what is the diiierence belween conslmer sausfacton and consLrmer

dellghl?
(c) Whal arelhe d lferenl price adjusimenl slrategies

5. (a) What do you mean by saes prornolion
(o/ f) plair rrF co-cepl n "tke( co_1-L ca.01
(c) What are lecent kends in chan.e managemenl
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6. la) Whal do yoL r"ean by cr€€n l\,4arheting?

(b) Explain the leaturos ot rurat marketing.
(c) Explain lhe problems of ruralma 6ting.

SECTION. B
Answer the two questions in this section, Each queslion carrjes t2 mafts,

12112=24)

7. a) Discuss the major advantages and disadvaniages ot b€nding.
(oR)

b) Discuss lhe important channels ot distribution.

8. a) Discuss th6 emerging trends in maketing.
(oR)

b) Comment on various iactors alfecting the choice of a distribdion channet.

I
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SECTION A

Answer any four questons in th s section. Each quesiion carres 1 markfor
Part (A) 3 marks lor Parl {B) and 5 tuarks for Pad {C) :

1 . A) Wlral do you ! ndersland by Macro Env ro nnrenl ol l,4arketing ?

B) Why I is anayzed ?

C) Expa n the malor macro environment of ma(el ng aiiecllng modem

2 A) Wlrat do you mean by percepiion ?

B) Expa n the sleps in perceptionalprocess.

C D.. q\"e dclorsr-'..n ing on{1F b"ha\o

3 A) What do you mean by rural markeling ?

B) Whal are ihe characlerlsiics of rura markel in lndla ?

C) O scuss the Darkeling slrategies iolowed by markelers in ruralmarkeiing

4 A) Wrdldo yor npa by r "rlel.nS 1a_-e -

B) Exp a n ihe d iiere nr iypes ot channe arrangemenis used by markelels in

C) D scuss the tacloG aifecl ng channe chorce

5 A) Whai do you mean by market ng promolion mx ?

B) What are ihe major sieps n rnarkel ng promolon managernenl ?

Cj Dlscussihe malor picins straleg es followed by F[4CG product marketers



K18P 0913 I ti[ lff] llt

6A)
B)

c)

W5ar do you nea'b, realonshio ad'halino

Exp ain ihe sieps in silaleg c markel ng planning

Whai do you mean by customer based ma eling organization expla n

SECT ON - B

Answerlhe lwo questions Each qlestion carres 12 marks.

7 a) Desgn an adve.tisement copy iora newly sianing premium sogment
hoie I n Kochiwhich is focus ng on cornlon care and staie olart fac lles

OF

b) Dei ne markeiing conkol syslem Exp a rT differenl lypes oi control systems
Discuss ihe rcle of stralegic markellng controlsyslem !n modern rnarkeling
Give suilab e examples

8 a) Whal do yo! undersland by personalse ng ? Whal arethe difterenl
lypes ol personal sel ng ? Expla n the steps in persona selling.

New Product Development

Fo vFdr.. people ha/p u,eo so d bar sodps'or bdrhing wa5h'rq hands
and other creaning chores B'r1 in 1980 M nnelonka hc, developed and
iniroduced ils Soflsoap qud handsoap in decoralive paslic boille with a
pump d spenser ll became an inslanislccess Minnelonka qu cklygained
substantial markel replac ng solid cake soaps

Rober Gou€i got anoiher idea wh ch lre lhoughl would yleld subslantial
lodune He goi rhe idea when his l0 year old daughler and her playmale
pou.ed loollrpaste and walor inio the empty soap botttle ior seruera
decades, loothpasle has always been rnade in squeezabe tubes
The pump'dispensed loolhpaste wolld certainly be a revolulionary idea,
rv4r Gouler thought Mr Goulet founded a company called Cerlaab, lnc.

. and began to maikel Pressd€ni ioothpasre in canada. The roorhpasre
was a modest success in Canadian markel bui had no majo. mpacl on
toolhpasle jndustry
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Mr Goulel decided to markei Pressdenl n U S. markel and sei a goal
of 3 5% ot U S markei share $25 m I on in sales wilhin one year. i,4r

GoLrler wanls to mass markel h s lootlrpasle first in Soulhern Ca torn a
backed by a 1O-week, $350,000 TV ad campaign

Proiessonals n ihe personal care producis lnduslry are dlbious aboul
Pressdenl's chances 10 ach eve ihe markel share in one year Soflsoap
itsell recenily began 10 lose ts market share and prolls as conrpelilive
brands entered the markel. l,,lany oi lhe consLrmers wenl back lo lhe od
bar of soao as lhev were nol persladed by lhe lquid soap d ispenser.

Arhough pump loothpaste is nealerlhan the k nd thal comes in tubes, il
makes a bl of mess too. To get Pressdentlhrcugh lh€ pump rnechanism,
Cerlalab had to warer down ts laolhpasle Peop e who wei lhe r looihbrushes
ailer applying Pressdenl may tind it wash nq down the drain Mr. Goulel
thinks thar even though Pressdenl is higher per unil cost, i cosis less per
brushing than convenlional loolhpasie Eveniually, he says loothpasle n a
lube wi golhe way oishaving crearn in alube lnslant shave cream sthe
rnodern pop! ardevice torselllng shaving cream The conlents are packed

1) Whai do you ihLnk are chances lhai Pressdeni wilL slcceed in
achieving ts goa ?

2) Old habits and l€d I onal ways ol doing ihings js uslally hard to break.
Habits d e hard Whar advedlsing and promolional straleqy should the
company use to gei peopie to try the loolh pasle ?

3) Do you thrnk Pressdenl needs more markeling research on cons'rmer
attilodes and behavio. beiore being a successf! produci t
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SECT ON -A
Answeranytourqueslionsinllrisseclon.Eachquestioncarr€s1 markio
Parl (a) 3 marks lor Pa'1 (b) and 5 marks ior Pa.r (c).

1. a) Defiie market nq concept

o Dr'I _o-. i. o-lsp n tu ldl _g adnJop_r Fnrar I rl", .d_a ler'
c) Dscuss lhe majorobsiacles n the developmenl oi market ng n lnda

2. a) Whatare buyino nrolives ?

or Dc r. , -la'lors I a-c ocoac-lp'r6na iorl

c) Explain lh e mporlance ol siudynig consur.er beh av oL.r r In rnarketing

3. a) What do you und€rsland by r.aikel rgrnvopia?

b) En!merate brei y lhe funcl ois perlormed bv brancllng

c) Describe llr e var ous e emenls oi brand equilv

4 a) Whatdoyou !ndersland bycapuve producl pic ng ?

b, L/- ro1 h- l.p rnD. d o 19 ad eoi6

c) Discuss ihe picing strategles ior determ nrng lhe price ot new producls

5. a) Ditlerentiate between physical d silibut oi and channel or dlstribulion

b) What are the lact.rs lo lre consider ed wh e se eci ng a suilable chan nel oi

c) What are the receni treids n channel oi distibulion ?
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6. a) Whalare regulated markeis ?

b) Whal slralegy would you suggesi ior ihe successiul rural rna*eiing ?

c) Discuss the prob ems ol rural marketing oi cofsumer goods. (ax9=36)

SECTION-B

Answer lhetwo quesrions in thls secl on. Each queslion carries 12 marks.

7. a) Whal is marketing m x ? Discuss ihe irnporlance ol marketing. mix and the
variols laclors iniluencing t.

OF

b) Whal is lhe lmporlance ol ma et segmentatjon ? Discuss the various bases
ol nrarket segmenlation.

I a) "Advedisemenl brings onglerm beneUlsbllsaes promoion sforq! cke.
res- ls Drscuss.

oq
b) Deiine €iailirade andexplainlheva ous modern lypes of relai enterprises.

Izxt2=24)
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SECTION _ A

Answer any four questions in this Section. Each question carries 1 mark for

Part (a), 3 marks for Part (b) and 5 marks for Part (c).

1. a) What is Lean Supply Chain Management ?

b) Describe stages of identifying market segments.

c) Explain benefits of Branding Products.

2. a) Define odd even Pricing.

b) What do you understand channel managements'?

c) Discuss objectives of sales promotion.

3. a) What do you mean by Brand Architecture ?

b) Describe different levels of distribution coverage'

c) What are the advantages and disadvantages of direct distribution ?

4. a) Define Approach.

b) what are the three Rs of environmentalism ? Explain.

c) "Marketing satisfies our needs". Briefly explain' 
p.r.o.



K1 5P 0200 tffililllllilllllllillllilll lllllllllllllllll

5. a) What is psychographic segmentation ?

b) Elucidate Peter Drudoer on portfolio planning of products.

c) Discuss importance of sales promotion.

6. a) What do you mean by position the brand ?

b) Distinguish between individual consumer behaviour and industrial consumer

behaviour.

c) Discuss important aspects to be considered in strategic supply chain

management. (4x9=36)

SECTION - B (2x12=24)

7. a) Discuss the role and types of an advertising agency.

OR

b) What is a distributions channel ? Explain the benefits wholesalers offer to

members of the channel.

8. a) Discuss the relevance of selling to the modern marker and briefly explain

selling steps.

OR

b) Elucidate the reasons for the growth of the service sector in lndia.


