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First Samester M.B_A. Degree Examination, February 2018
{CBCS Schemea)
MANAGEMENT
Paper — 1.5 : Marketing for Customer Value
Timea {3 Hours M. Marks [ 70
Instruction © Answaer all the Seolions:
HECTION - A
Angwear any five of the following, sach guastion carriea five marks: (ExS=25)

1

What do you maan by SWOT anaiyais ? Why 't important for 8 marketing
from salling product or service 2

2. Brietly expizin the concept of Iife finte valus for cutlomors. Give BN sxampie
3 What am the distingtive charactenstics of ssrvices 7

 \WHat-arms somes of tha factons that pramote the fruits of E.Commarce players

in the market 7 1t the patential growth of E-Conynérce players In i futlre:
susisnsbie.

5. Descrite the mis of integrated marketing communication ? Why is it iImportant ?

- DHecuss the importance of using soctal media (n proamotion of 4 protduct or
-sanvice 7 What are some of the advantagss ?

What Is cause ralated marksting ? Cite an axample.

SECTION-B

Answer any threa of the fallowing questions, each carries ten marks,  (3x1 0=30)
B Brigfly axplain the need for and importance of wndarstanding the marketing

emvironmant 7 SEpparn your answer with an example.

o Explain the basss for segmenting consurmsr marksts. How is segmentation a

useful ool tor markatar 7
T
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10. Critically axamina the Influsnce of various dightal cormmunication on todays
dynamic markat

11_ 'Whiat ls ghanne! canflict ? Explain tha different types of channal contiict wih
exampla.

SECTION -C
Cass study (compulsary) - (15x1=15)

12. Rahyl started a new retail shop, Tha plan s 1 establish a retall Bhop wilh less
physical space and more on homs dalivary. In ordar to incraase the buginess
he has bean using tha soclal media and jocal frisnds cirle excssaively. The
modal i 1o take ardors through felephone calls, Whats App or thfough an app.
Howirvar, alter three monthe of these elfolts, the rdsporse from the customers
have nit boan vary encolraging. This made him worried the was discussing
the matter with his professor from the college. The professor has suggestsd
to pay attention to both visual merchandising and the anline marketing
simultantously since he j8 working on the concept of nelghbourhood store.
The Ides, hia professor explained |8 10 make an impast in tha minds of the
customars In The noighbourtod and henaffer tham the facility for tha: home
dalivery, Rahul took this advise and made changes in the |ay out of his siore,
pald attention In arranging the goods in = battar waty. In ordsr to popiutatise his
stats, he stansd pdming and distributing pamphists. He personally spake 1o
Ihe clistomers visiting hig store @nd offersd tham the sarvice of hamie delivary
using the online facilites, Cver a parlad of six manths ha found Wig business
growing manifold.

Questions :

a) ' Colld Rahul mix traditional and modém marketing stratsgles in marketing
nis business. Supnort your views with justification.

b I this cass, wiolld an intsgrated makesting communication approach he
used to popularise the ehap 7
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R S PG -916
| Semester M.B.A. Degree Examination, February 2017
(CBCS)
MANAGEMENT

Paper — 1.5 : Marketing for Customer Value

Time : 3 Hours Max. Marks : 70

SECTION-A

Answer any five of the following questions. Each question carries five marks.
(5x5=25)

1. Define and explain the concept of marketing management.
Explain the meaning of Michael Porter’s value chain.
Explain the terms brand personification and brand visualisation.

What constitutes the marketing research process ?

o &> 0 M

What is meant by a marketing plan ? What are its contents ?

6. Explain with appropriate examples, the concepts of core competency and
competitive advantage.

7. What is packing ? Why is it necessary ?

SECTION-B

Answer any three questions from the following. Each question carries ten marks.
(3x10=30)

8. What is meant by market segmentation ? Explain the different ways in which the
market may be segmented. Why is segmentation necessary ?

9. Explain with an illustration, the stages of the product life cycle and discuss the
strategies employed by marketers at each stage of the product life cycle. You
may use examples of your choice.

P.T.O:
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10. lllustrate and explain the SERVQUAL model. Why is it useful for marketers ?

11. Explain the following concepts :
a) Role of marketing channels
b) Market challenges strategies.

SECTION-C

This case study is compulsory. (1x15=15)
12. You are a manufacturer of smart boards for classrooms. You intend to sell them

in Bangalore city. You are required to :

a) Make a market plan.

b) ldentify your market segment.

c¢) Decide on the communication strategy through suitable advertisements.

d) Decide on the media for communication.

e) Explainyour sales targets and your sales promotion techniques.
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| Semester M.B.A. Degres Examination, February 2016
(CBCS) (2014-2015 and Onwards)
MANAGEMENT
Faper — 1.5 : Marketing for Customer Value

Time.: 2 Hours Total Marks 70

SECTION-A

Answerany flvequestions. Eachquestion camissfivernarks. (Sx5=25)

1.

@

boo IS

What are the major societal forges that aftact marketingin tha current scenario 7
Nustrate your answar.

What ls meant by relatlonship markating ? Explain using suitable examples,

Whal are the phases of value creation and daiivery in marketing 7 Disouss
briefly.

What is a gore compatency 7 How can it be maede sustainable 7
What are different buying situations faced by Organizational Buyers 7
What |s brand pus&lﬂn[ng 7 Explain with {llustrations and examples.

Whatis green marketing ? Write briefly on graen marksting myopia.

SECTION-B

Answerany three quastions, Each question carresten marks. (3x10=30}

10.
11.

Explain the concepts of () Defanss strategies, (b} Genera! attack strateglas.
{¢) Markst challengsr strategies, (d) Market follawsr sirategiss, (a) Market nichar
strategies,

What |s strateglc brand management 7 Explain the steps In strategic brand
mgnagement.

What is a product ? Explain the differant product levels with suitable examples.
What is meant by segmentation ? How arg consumer markets segmented ?

P74,
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SECTION—=G
{Case Study)

Thig Section is compulsory ! (12x15=15}

2. Storage boxes for kilthen storage, that are of different eizes, and are avaitable in
sats, are tobe marketad by a Marketing Company. They may be used mainly for
stering food and are made from food grade plastic. Given the arguments against
the use of plastios, the Companyis finding 1| dificult fo market the product. You
hava baen |ust employed by this Marketing Company. You are challengsd ta
{g) Find a target market for the produci, (b) Gons|der suitable segmentation and

.. posfiion the product for this segment, (¢} Disouss the markating communication
for the product along with the salection of media.
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First Semester M.B.A. Degree Examination, January/February 2015
(2014 - 15 & Onwards) (CBCS)
Management
Paper — 1.5 : MARKETING FOR CUSTOMER VALUE

Time : 3 Hours Max. Marks : 70

SECTION-A
Answer any five of the following questions. Each question carries 5 marks. Answer
to each question should not exceed 250 words. (5x5=25)

1. Elucidate the importance of marketing mix in the present context of Indian
Marketing Environment.

2. ‘Competitive Dynamics are very critical for achieving competitive advantage'.
Justify.

Explain the factors influencing consumer behaviour in Marketing Decision.
Define Pricing. Advocate various pricing strategies used in business.
‘Advertisement is a wide range of promotional tool'. Justify.

Discuss the importance of CRM in globalized scenario.

N o &~ W

Assume that you are aMarketing Manager of a Television ManufacturingCompany
and design various levels of distribution channel for wide reach of market.

SECTION-B

Answerany three of the following questions. Each question carries 10 marks. Answer
to each question should not exceed 500 words. (3x10=30)

8. Explain the stages and strategies involved in Product Life Cycle (PLC) with
relevant examples. '

9. Discuss segmentation, targeting and positioning with the help of real time example.
10. Briefly explain the steps involved in New Product Development Process.

11. “‘Promotional mix strategies are shaping company’s marketing efforts’. Explain
with relevant examples.

P.T.O.
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SECTION -G

Case Study (Compulsory) : (1x15=15)
Coca-Cola’s Failure in Thailand Market

12. For many years that Coca-Cola is known as the world leader in carbonated soft
drink especially in Europe and South America. But in some Asia markets including
Thailand, Coca-Cola still trail its biggest rival, Pepsi Co.

The company is recognised by the importance of adaptation localisation in
overseas by responding to each target market's need and want, focusing more
on the market, economy, culture and region. Moreover, Coca-Cola tries to
approach the target consumers by decentralizing the operation and marketing,
trusting more on the ideas and decisions made by individual local outfit not from
its Atlanta head quarter. These are the ways to reach every target consumer in
the world as the mantra of CEO and Chairman of the company, Doug Daft opines
“To be within an arm’s search of desire.....Always, everywhere Coca-Cola” “think
local, act local” “people don’t buy drinks globally” “We need to make our advertising
as relevant as possible to local markets”.

With mixing these two components (global brand and localisation), Coca-Cola is
still found to lose connection with Thai consumers. According to Sasie
Vadhanapanich, a chief ideation officer of a marketing research company in
Thailand, Thai's expectation for Coca-Cola brand is that it stands for ‘youthful
spirit’, ‘cool’ and ‘hip’. But for many years now the company had not excited the
market or consumers anymore whether through new product innovations or
impactful breakthrough campaigns. Although many attempts were made to
reconnect with young consumer, the impact was short-lived.

Coca-Cola said it has applied adaptation/localizations strategy but their advertising
campaigns in Thailand before 2007 still were global advertisements, the company
still adapt one global advertisement and does not develop Thailand specific
appeals. Product development was not considered for the local market.

Questions :
a) What are the key reasons for Coco-Cola'’s failure in Thailand Market ?

b) Suggest some suitable marketing strategies to Coco-Cola to succeed in
Thailand Market.






