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N.B.: (1) Question No.1 is compulsory. 3 e '_ R
(2) Attempt any three questions from remaining five questions. - &
(3) Draw neat and labeled diagramswherever required. ' RS Lo

(4) Figures to the right indicate full marks. S S el 3

Q.1) Write short notes on the following: - 20 o Tl : ’*
(a) Marketing plan and implementations; = 7=~ 0 RS doske '@
(b) Retailing. £

(c) Buying decision process. 2 -
(d) Different product policies adopted in marketlng

Q.2) (a) cost of lost customerandtotalcustnmersatlsfactmn "".’"“'"%'-‘_., g 10

(b) Discuss product features on new pmduct developmenta. e S _5 o 10
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Q.3) (a) Explain forecasting and demand measurement w1th e:{amples in detalls 10
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(b) Highlight the promctlonal value Df advegﬁsmg Ea;plam sales. prumnmn in brief. 10
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Q.4 Explain the fnllc}wmg |n hrlef J A 2 (5x4)
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(a) Drgam;atmnal and Gnuernmeut bﬂyars
(b) Assessment of market.lng uppnrtumtles
{c} Aud:t nf custnmer sattsfm:;inn

{d} Marketmg mtelligenne- nnd marketlng perfcrmance

oo

: El 5" I;ai E:u:plaln marketmg‘cnncepta and tanls, Explam major drivers of the economy. 10
{h] Explam 4P aﬁ‘bﬁpmduct marketmg ann:l 7P's of service marketing. 10
Q6. Explamthe fo in‘wmg in hrlef S (5x4)

?} Cus’tarner percewed value
C ih‘j Market resean:h :
Q‘ {cl%electmn nf marketmg staff.

Td} Segmentmg and targeting.
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