Instructions : 

The Assignment will consist of two parts, A and B. Part A will have 10 short answer questions (40-60 words) of 2 marks each. Part B will have 6 long answer questions of 5 marks each.

The syllabus of the subject is divided into 3 sections I, II and III. The Assignment will cover the entire syllabus uniformly. Part A will carry 3 questions from Section I and II and 4 questions from Section III and Part B will carry 2 questions from each section.

Note: All questions are compulsory.

Course Code:MBA-502

Course Title: Advertising and Sales Management




Part-A
1) Integrated marketing communication

2) Benefits of  multimedia strategy

3) Sales quotes

4) Brand positioning

5) DAGMAR

6) Purpose of sales contests

7) Outline social implications of advertising

8) Mass media

9) Elements of promotion mix

10) Advertising layouts.

Part-B

1) Outline the various steps involved in planning and managing an advertising campaign
2) Outline the structure of advertising agencies. suggest methods for improving client agency relations.

3) Highlight important steps involved in the selling process with suitable example.

4) What are the features of different methods of compensating the sales personnal.
5) Describe various techniques of controlling and monitoring the performance of sales force.

6) Write a note on

a. Laws governing advertising in India

b. Sales territories

Course Code:  MBA-503

Course Title:  Services marketing






        Part-A
1) Service failure and recovery
2) Customer4 expectations

3) Skimming prices

4) Front end planning

5) Service triangle

6) Relationship marketing

7) Service cape

8) Discuss the concept of delivered value to the customer’s w.r.t a supermarket.

9) Cost orienting price

10) Waiting line strategies

Part-B

1) Focus on the salient features of services which complicate the task of marketing services effectively.
2) Explain what is meant by position mapping? How is it beneficial to a service company?
3) Discuss the various methods of pricing services.

4) Which are the services employees critical to the success of service organization?

5) What is a ROQ model? What is its significance?

6) Name three high technology services that the customer resisted in the early stages of introduction but than expected and used
Course Code:MBA-504

Course Title: Consumer behavior 

Part-A

1) Unethical marketing

2) Significance of consumer research of market

3) Cognitive dissonance

4) Subliminal threshold

5) Role of reference groups for patronizing a new shampoo.

6) Opinion leader

7) Extensive problem solving

8) Differentiate between a drive and a cue with example.

9) Significance of social classes in consumer behavior 

10) Diffusion process.

                  Part-B

1) Discuss maslow’s need hierarchy and explain how markets can employ this hierarchy in their marketing strategies.

2) What is meant by attitude? Discuss the principle source that affects the formation of consumer attitude.

3) Which model of consumer behavior is considered to the besting studying consumer behavior?

4) Describe some important sub cultures that exist in India .are all sub cultures equally important to the marketer?

5) What is classical condition theory of learning? How does this theory apply to consumers?

6) What is meant by consumer perception? Explain the factor which affects consumer perception?

Course Code:MBA-506

Course Title: International marketing





Part-A

1) Objectives of UNCTAD

2) Letter of credit

3) ECGC

4) Direct exporting

5) Overseas market research

6) Free trade zones

7) Multi national company

8) Shipping bill

9) Scope of international marketing

10) Commercial invoice

            Part-B

1) What are the various functions of export promotion councils?

2) Explain the various stages involved in processing of an export tender.

3) What is the economic basis of international trade?

4) What ar3e the various ways of tapping foreign markets?

5) What are various export incentives? Discuss in detail.

6) Explain the concept of PLC in international marketing.

Course Code: MBA-507

Course Title: Rural marketing




Part-A
1) Pre capita income

2) Rural market structure

3) KVIC

4) Thompson rural market index

5) Agriculture housing

6) Land distribution

7) Consumer groups

8) Marketing channels

9) Marketing of seeds and pesticides

10) Seasonal demand
Part-B
1) Explain issues related to rural market environment?
2) What is the rural credit institution? How is the credit pattern changing?

3) Define scope of agriculture marketing and challenges faced by it.
4) Explain rural market for consumer goods

5) Explain with example marketing of cottage industry

6) Explain the role of cooperative marketing processing societies.

Course Code: MBA-509

Course Title: Product and brand development



        Part-A

1) Product mix
2) GE nine cell

3) Porters generic strategic

4) Positioning

5) Portfolio analysis

6) New product adoption process

7) Penetration strategy

8) Concept testing

9) Brand image and brand equity

10) Brand personality

                                               Part-B
1) Discuss the various stages of brand building process.
2) Discuss in detail the test marketing program for a new brand

3) How is the offer priced in market? Discuss in detail.

4) Discuss the various stages of new product development process.

5) Why do new product fail or succeed?

6) Discuss the various marketing strategies followed by market leaders, challengers, followers.

