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ill.B.A. (Semester-II) Examination
MARKT]TING MANAGEMENT

PAPER-205

Time : Tkee Hoursl [Ma:<imum \farks : 70

N.B. :- (l) Anempt ALLqucslions.
(2) Figures to the ight indicate mark.

SECTION-A
L (,A.) Explain fie Natue and Scope ofMarketing ivlanagemcnt. Elabomte in derail various functions

ofthe Marketing Management. 1,1

OR
(B) "Ma*aing is MaDaging proEtable Customer relatiorLship." Jusd& the slatement by considering

the orienlation to\aards the MrLrket place. l.l
SECTION-B

2. (A) What is Marketing Mix ? Explain in briefvarious components of jvlarketirg Mix. '7

@) Use the extended '7P's' Markeling Mix to produce a checklisr o1 the headings for a Markeling
Plan for the New Project launched by the Municipal Corporation ofyour cir1. i.e. Theme aad

Entertainmcnt Park like Imagica and Esselworld. Design a suitable blend ofthese mixes.T

OR
(C) What is STP-Segmentation, Targeting and positioning ? 7

(D)'PRO-KABADDI'isapopulareventformalinitiatedbytheMaharashtraKabaddiAssociation
to popularise the game like IPL among Kabaddi loverc. Cornrncnt on the strategic Marketing
Process adopted by the Association- 1

l. (A) Define the term 'Brand'. Whar are the esscntial features ofthe Branding and Dccisions ?

7

(B) "Vidarbha Educarional Trust-VET' is a leading educational group in the Maharaska. They
are actively engaged in the professional insitutions to impa( services since 50 years. Recently

VET decided to diversifu in the primary education. As a consuhant to the 'VET', suggesl

suitable pricjng strategies to the fiust by coDsidering lidarbha region and narure ofeducational
sen-ices. 7

OR
(C) Explain in briefvarious Product luix Decisions \rith suitable cxample. 1

(D) Comment andjustif] the product life cycle srages ofthe following Brands in lndian }larket.
(i) Tata-NANO

(ii) KingfisherAirlines. 7
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SECTION.{
(A) \l'hat do ]ou understand b) the tem Prcmotion lvlix ? Enumerate various components of the

Promotional lUixes. 7

(B) What are lhe dilierential ieattues ofAdvertising ? Explain \\'ilh suitable example. 7

OR

(C) Defin. the term Nlarkeling Rcsearch. What is the signillcance ol l\{arketing Research 'l

7

(D) [hat isAdverlising ?Discuss differences bctween Advenising and publiciry. 7

SECl'ION_D
Mr. Rakesh K-hanna is a successful business ma.r ofthe A\IRA\AII CI l'\i He is activel-v engaged

in lhe garment, sport accessoriss business. His Aiend Mr. Satish Chanda.k advised him to diversi!
into the fast food relail chain by sceing gro\ath prospects and food loving AnTa\ f,lr citrzens.

lbgethcr they ha\c sraned a quick senice fast lbod Restaurant in the residential area ofthe ci!"
and named it as-"FOOD O\ CAI-L"

FOC got a huge popularity llithin a 1eu becatrse ofthe fol]orving attributcs :

()) Clearll dcfined and communicated sen ice dclivery standards

(2) ElTective implem.ntation of Direct Markeing StrdtegJ'.

r'l) ( ustomer Relarionship \,4anagemcnt prac,,ces.

They ha!e used the Direct Nrarketing strategv to reach out to cusromers. l'heir advertiscment

inilially showed the telephone numbers oi thejr outlet and promised ro deliver the liesh cooked,

hor items ar the Cuslomer's doorstep in 30 minulcs. This slrategl_' is simjlar to leading Pizza chain

in rhe nation. l)omino s.

IOOD ON CALL dislributed the prirted Menu cards among the prospective segments in the ci!v.

lhis ensured that FOC is $i1hin eas) reach ofthe customers at home.

Today like FOC. Dofiido s there arc many local, regional and National food chaln companies

using lhis straleg) ofchannel ofdistribulion lbr eflictively reaching oui to their customers.

Questions:-
(A) Analyse and evaluate the ph)'sical dislribution strategy used by FOOD ON CALL. 7

(B) l)iscuss various i'aciors that ma)' afiect doorstep deliver] system. Suggest somc inno!atir e

\r ays o f Direcr iuarketing for the lood firm . '7

l
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