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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
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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


