P.G. Diploma in Marketing Management Examination, August 2009
(New Scheme)
Course — 1 : MARKETING MANAGEMENT

Time : 3 Hours Max. Marks : 80

SECTION - A
1. Answer all the sub-questions. Each sub-question carries 2 marks. (5x2=10)
a) What is social marketing ?
b) Define branding.
c) Differentiate between publicity and advertising.
d) What is marketing information system ?

e) List the different media of advertising.

SECTION - B
Answer any five questions. Each question carries five marks. (5x5=25)
2. Explain the various variables of marketing environment.
3. Explain the various factors affecting consumer behaviour in India.
4. Critically evaluate emerging issues in retail marketing.
5. Explain the role of marketing research.
6. Explain the process of new product development.
7. Explain the various factors influencing the selection of a media for advertising.
8. Discuss the role of internet in marketing.

9. Discuss the significance of branding and packaging in marketing.
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SECTION - C
Answer any three questions. Each question carries ten marks. (3x10=30)
10. Define marketing. Explain the various concepts of marketing.
11. Explain the steps in determining the price.
12. Explain the various components of marketing mix.

13. Discuss the various pricing strategies that can be applied while determining the
price.

14. Explain the importance of various types of channels in distribution of products.

15. Discuss the emerging trends in marketing.

SECTION - D
Answer any one question. Question carries 15 marks. (1x15=15)

16. Discuss the various stages of product life cycle and the marketing strategies
appropriate in each stage.

17. What is promotion mix ? Explain the various components of promotion mix.
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P.G. Diploma in Marketing Management Examination, August 2009
(New Scheme)
Course — II : SERVICES MARKETING

Time : 3 Hours Max. Marks : 80
SECTION - A

Answer all the sub-questions. Each question carries 2 marks. (5x2=10)
1. a) What do you mean by marketing medicare ?

b) Define hospital. State its different types.
¢) What do you mean by consultancy marketing ?
d) What is service quality ?

e) What do you mean by quality circles ?

SECTION - B
Answer any five questions. Each question carries 5 marks. (5x5=25)
2. Explain the main services included in the consultancy services.
3. Write a short note on the pricing decisions of hotel industry.
4. What do you mean by the behavioural profile of insurance users ?
5. Explain the importance of segmentation to the banking organisation.
6. What do you mean by product port folio ? Explain the product portfolio for the
banking organisation.
7. Explain the importance of quality control to the service generating organisations.
8. What do you mean by hotel marketing ?
9. Throwlight on the behavioural profile of hotel users.
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SECTION - C

Answer any three questions. Each question carries 10 marks. (3x10=30)

10.

Define Marketing of services and point out the reasons for the growth in service
market.

11. How are service markets usually classified ? Explain.
12. Distinguish between product and service. Mention the peculiar features of services.
13. Throwlight on the formulation of marketing mix for the courier services.
14. Discuss the formulation of marketing mix for the entertainment services.
15. Discuss the present trends in hospitality business in India.
SECTION - D
Answer any one question. Question carries 15 marks. (1x15=15)
16. What do you mean by marketing telecommunication services ? Justify with
suitable examples the reasons behind implementing the marketing principles in
the telecommunication organisation.
17. “The marketing of services is one of the fastest growing areas of marketing and
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P.G. Diploma in Marketing Management Examination, August 2009
(New Scheme)
Course — I1I : INDUSTRIAL MARKETING

Time : 3 Hours Max. Marks : 80

1.

SECTION - A

Answer all questions. Each question carries 2 marks. (5x2=10)
a) What do you understand by industrial marketing ?

b) What is Industrial Marketing Environment ?

c¢) What is B to B Marketing ?

d) What is meant by differential marketing ?

e) What is the meaning of Positioning in Industrial Marketing ?

SECTION - B
Answer any five questions. Each question carries 5 marks. (5x5=25)
2. What is the concept of buying centre ? Explain.
3. Explain buying phases in Industrial Marketing.
4. How do you distinguish Industrial Customers ? Explain their buying
characteristics.
5. Who are the middlemen in Industrial Marketing ? What role they play in the

process of buying and selling ? Discuss.

. What is environment analysis in Industrial Marketing ? What is its importance ?
. How do you assess and analyze demand for industrial products ?
. What is the role of a sales representative in Industrial Marketing ?

. Explain the objectives of Industrial Marketing Research.
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SECTION - C

Answer any 3 questions. Each question carries 10 marks. (3x10=30)
10. How industrial marketing is different from Consumer Marketing ? Discuss.
11. Do you consider Industrial Marketing Logistics as a short term strategic issue or a
long term strategic issue ? What reasons do you attribute for your opinion ?
12. What is Supply Chain Management ? What are the objectives of Supply Chain
Management ? Describe Supply Chain Management frame work.
13. Do you think negotiations are essential in Industrial Marketing ? If yes, what
strategies can be adopted for negotiations ?
14. How Product Life Cycle concept can be used in Industrial Marketing ? Discuss.
15. Explain the business buying complexity.
SECTION - D
Answer any one question. Question carries 15 marks. (1x15=15)
16. What factors are to be critically evaluated while doing Industrial Market
Segmentation ?
17. How do you evaluate a Industrial Supplier ? What are the different methods of
supplier evaluation ?
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P.G. Diploma in Marketing Management Examination, August 2009
(New Scheme)
Course — 1V : SALES AND LOGISTIC MANAGEMENT

Time : 3 Hours Max. Marks : 80

1.

SECTION - A

Answer the following sub questions. Each question carries two marks : (5x2=10)
a) What do you mean by sales tactics ?
b) What is transactional selling ?
¢) What do you mean by buildup approach ?
d) What is a combination quota ?
e) What is EPBS ?
SECTION - B

Answer any five questions. Each question carries five marks : (5x5=25)

2.
3.

What problem does a manager face while fixing sales quota ?

Discuss with examples how ‘order takes’ sales position is different from ‘order
getter’ position.

. How sales people understand prospect’s needs ?
. Differentiate between a market forecast and a sales forecast.

. What is sales territory ? Why is it necessary for companies to establish sales

territory ?

. What is the difference between marketing audit and sales audit ?

. What is meant by logistics strategy ? How is a logistics strategy linked to the

marketing function ?

. What is the difference between logistics and physical distribution ?
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SECTION - C
Answer any three questions. Each question carries ten marks : (3x10=30)

10. Explain different levels of listening skills and identify the most important stage
for a sales person.

11. Explain various situations and timings used for negotiations ? How will you
develop a bargaining strategy for a business-to-business customer.

12. Describe the methods of handling customer objections.
13. Distinguish between products features and consumer benefits.

14. What are the components of a logistics plan ? How are a logistics plan and a
marketing plan related ?

15. What do you understand by Selling By Objectives (SBO)? Why is it treated as
scientific methods of fixing quota ?

SECTION - D
Answer one question carrying fifteen marks : (15x1=15)

16. ‘Our objective is to increase the sales in all the territories next three months by
making aggressive sales calls through improved relationship with customers and
better communication with potential customers’. Is this a good quota ? What will
you do to improve the quota definition ?

17. Assume you are appointed as head of marketing of Saragam, Aluminum Company,
which is a new company, manufacturing and marketing aluminum extruded
products, such as door, window and partition aluminum frames, heat sinks, and
control panels. Customers include household and business organizations. The
factory is located in Hosur district of Tamil Nadu, about 38 kilometers from
Bangalore. You have discussed with your CEO to initially focus sales and
distribution efforts in southern region, consisting of Karnataka, Tamil Nadu,
Andhra Pradesh, and Kerala. You are required to design sales territories to cover
the four southern states, describe how would you go about your task.
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P.G. Diploma in Marketing Management Examination, August 2009
(New Scheme)
Course - V : ADVERTISING AND SALES MANAGEMENT

Time : 3 Hours Max. Marks: 80

SECTION - A
Answer all the sub-questions. Each sub-question carries 2 marks. (5x2=10)
1. a) Distinguish between advertising and publicity.
b) What is a full line advertising agency ?
¢) Define Advertising Copy.
d) What is personal selling ?

e) List out the components of promotion mix.

SECTION - B
Answer any five questions. Each question carries 5 marks. (5x5=25)
2. State qualities of a good advertisement copy.
3. How are the advertisement budgets prepared ?
4. Distinguish between advertisement and sales promotion.
5. State the principles of copy lay-outing.
6. Distinguish between advertising theme and appeals.
7. What do you mean by integrated marketing communication ?
8. List out the objectives of advertisements.

9. What are advertising aids ?
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SECTION - C
Answer any three questions. Each question carries 10 marks.
10. Define Advertising and explain it’s various forms.
11. Explain the process of personal selling.
12. What do you mean by advertising ethics ? How can it be ensured ?
13. Give profiles of any two advertising agencies in India.
14. Explain the process of Message Visualisation and execution.

15. Discuss the various types of out door advertisements.

SECTION - D

Answer any one question from the following. Each question carries
15 marks.

(3x10=30)

(1x15=15)

16. Discuss the role of advertisements in the socio-economic development of a country.

17. Define Media and explain the process of media selection and planning.
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P.G. Diploma in Marketing Management Examination, August 2009
(New Scheme)
Course — VI : INTERNATIONAL MARKETING

Time : 3 Hours Max. Marks : 80
SECTION - A

1. Answer all sub-questions. Each question carries 2 marks. (5x2=10)
a) What is international marketing ?
b) What do you understand by communication extension strategy ?
¢) What are the objectives of EXIM policy ?
d) What are regulatory documents ?

e) Define Globalisation.
SECTION - B
Answer any five questions. Each question carries § marks. (5x5=25)
2. Give a brief account of the advantages that a firm can derive by going international.

3. What are the factors that need serious consideration before selecting a particular
market for export marketing ?

4. Enumerate the various factors to be considered while designing a product for the
International market.

5. What are the factors to be taken into consideration for setting a price in overseas
markets ?

6. Describe the pros and cons of standardization in product planning for exports.

7. What should be the basis of pricing for international markets in a developing
country like India ?

P.T.O.



8. How are India’s exports financed ? How far has ECGC helped the exporters in

obtaining finance ?

9. Define a multinational company. What are the benefits the host country derives
from MNCs.

SECTION - C
Answer any three questions. Each question carries 10 marks. (3x10=30)

10. “International marketing has become indispensable in the economic

development of a developing country”. Elucidate the statement.

11. Describe the impact of foreign trade on the economic development of a

country. Illustrate your answer with examples from India.

12. Explain in detail how can knowledge of changes in Product Life Cycle be used

by International marketers in developing their product market strategies.
13. Describe briefly the main channels of distribution used in export markets.

14. State the particulars and explain the significance of any five documents used in

export trade.

15. What is the nature of the risks faced by the international marketer in financing

his operations and granting credit to his customers ?

SECTION - D
Answer any one of the following. Each question carries 15 marks. (1x15=15)

16. Critically evaluate the importance of a written export marketing plan in the

planning, organization and marketing of a company’s export operations.

17. Bring out the importance of documentation and explain the various documents
involved in export and import.
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Time : 3 Hours

10.

P.G. Dip. in Marketing Management Examination, August 2009
(Old Scheme)
MANAGEMENT

Paper - I : Marketing Management

Note : Answer any five questions. Each question carries 20 marks.

. What is marketing mix ? Explain how it helps the marketing manager to reduce the

marketing gap.

Define new product. Explain the stage gate system of new product development.

. At what stage of the product life cycle would you place each of the following

products ?

a) Cigars

b) Cricket ball

¢) Amusement park
d) Television.

What are the key elements of retailer's marketing mix ? Explain with an example.

. Explain the factors influencing in selection of channels of distribution for fast moving

consumer's goods.
"Promotion mirrors the values and life styles of the target consumers" Comment.

What are the pricing objectives ? Explain the techniques of price adjustment in the
competitive market.

Explain the importance of modern marketing concepts to global marketing manager.

Define market, marketing and marketing management. Explain the role of creative
marketing in keeping and building relationship in long run with customers.

Write a short note on any four of the following :
a) Marketing research

b) B to B marketing

c) Consumer satisfaction

d) De-marketing

e) Sales mix

f) Green marketing. P.T.O.

Max. Marks : 100
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Post-Graduate Diploma in Marketing Management Examination, August 2009
MANAGEMENT
Paper - III : Agricultural Marketing Management (Old Scheme)

Time : 3 Hours Max. Marks : 100

Note : Answer any five questions. All questions carry equal marks.

1. What role do the Regulated Markets play in the Agricultural Marketing system in
India ? Discuss the Regulated Markets Contribution to the economy of the region
in which it is situated ?

2. Evaluate the promotional services provided by A.P.M.C’s and explain how far they
have improved the efficiency of marketing.

3. Do you agree that the market functionaries should be Licensed ? What are the
procedure followed to license them ? What are the implications if the functionaries
are not licensed ?

4. Discuss the role of marketing co-operatives in solving the marketing problems of
farmers in marketing of agricultural commodities.

5. Do you agree to link credit with marketing in co-operatives ? Justify your answer.

6. Critically evaluate the role played by NAFED and NCDC in the field of
co-operative marketing.

7. What is Buffer Stock ? Discuss briefly the major objectives of Buffer Stocks in
India.

8. Critically examine the working of public distribution system in India.

9. Whatis a Janatha Bazaar ? Do you agree that the Janatha Bazaars are effective retail
outlets of goods and commodities in the country ?

10. Write short notes on any four of the following :
a) Defects in agricultural marketing
b) Dispute committee
c) CAMPCO
d) Rural markets
e) Milk producers’ co-operative society

f) HOPCOMS. PO,
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P.G. Diploma in Business Administration Examination, August 2009
MANAGEMENT
Paper — III : Marketing Management
(Old Scheme)

Time : 3 Hours Max. Marks : 100

10.

Note : a) Answer any five questions.
b) All questions carry equal marks.

. ‘Customer-orientation is order of the day’. Why and how marketers follow this ?
. Define marketing-mix. Explain its components with suitable examples.

. Why marketers believe that unless they stimulate customers, they do not buy the

products ? Explain.

. Why market segmentation is necessary ? What are the scientific bases would you

suggest to segment a toothpaste market ? Explain with illustrations.

. Explain the systematized procedure of conducting marketing research.
. Explain the various stages of new product development.

. What is sales promotion ? Explain the dealer-oriented and customer-oriented

sales promotion tools.

. What are the methods adopted in evaluating the performance of sales personnel ?

Explain.

. Explain the internal components which influence the marketing environment.

Write short notes on any four of the following :
a) Sales forecasting
b) Media selection
c) Packaging decisions
d) Motivation research
e) Mass marketing

f) Price determination.
P.T.O.
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