Principles of Marketing
Answer Key
PART- A (10 × 2 = 20 Marks)
1. “Marketing is the activity, set of institutions, and processes for creating, communicating, delivering, and exchanging offerings that have value for customers, clients, partners, and society at large.”
2.  Geographical area : Local Market, Regional, National, International market
3. Product, place, price and promotion
4. Need recognition, Information search, Evaluation of alternatives, purchase decision, post-purchase       behavior
5. Demographic:  Higher prices for younger, affluent segments; lower prices for budget-conscious    groups.     Psychographic : Premium pricing for status-seeking segments; value pricing for eco-conscious segments.   Geographic : Price adjustments for local purchasing power or distribution costs. 

6. Easy sales forecasting, Competitive advantage, defined strategies, decision making, Targeting and positioning.

7.Objectives of Pricing :Revenue generation, Market leadership,profit maximization,customer attraction and retention
8.
	S.No
	Basis
	Consumer goods
	Industrial Goods

	1
	Channel 
	Direct :  Manufacturer to Consumer
Indirect : Manufacturer -Wholesaler - Retailer -Consumer
	Direct: Manufacturer to Industrial Customer
Short: Manufacturer - Industrial Distributor/Agent -Industrial Customer 

	2.
	Focus
	Maximum market coverage, accessibility, convenience for individual buyers. 
	Efficiency, technical support, bulk handling, strong manufacturer-buyer relationship, elimination of retail. 


 9. Facebook, instagram, Linkedin, email, mobile apps

10. E-tailing stands for E-retailing also known as e-retail as “sales of goods and services via the internet or other electronic sources, for personal and household use by consumers.

11. Data collection, Data processing and analysis, identification of opportunities and threats,support for strategic decision, tactical decision.etc.

12. To protect consumer trust and company reputation, Improves brand and reputation, legal compliance, ensure consumer satisfaction,social responsibility, sustainable growth.



PART - B (5 × 5 = 25 Marks)
13.Role of marketing :      a) Role in the firm : Identify target market, Identify appropriate strategy, understand competitors, develop new products.
    B) Role in society : Enhance society’s life, Create competitive environment. Develop product distribution system
         Importance : 1. Increase sales 2.Builds reputation 3.Helps in planning and decision making 
         4. Builds relationship 5. Effective consumer engagement.
14. 1 )Advertising : ID Appeal  (ad should highlight desire, elegance and indulgence) 2) Personal Selling (Ego appeal) ( balances desire and rationality- justify luxury purchase logically) 3) Public Relation ( Superego appeal) – Appeal to prestige and social responsibility 4. Sales Promotion : Use subtle promotion to show exclusivity.
15. 1. Need recognition : Gap between the current state and desired state Implications for marketing : marketers uses ads, social media etc to create awareness and stimulate needs 2.Information search :Consumer seek information . Implications : Marketer should ensure availability of information in all medias 3.Evaluation of alternatives : compare alternatives  Implications :Marketers should focus on differention.4. Purchase decision : Consumer decides to purchase Implications : Convenient distribution channels, easy mode of payment ,point of sale promotion and sales person interaction 5.Post purchase behavior : consumer evaluates satisfaction level Implications : Marketers should provide after sales service, warranties, feedback mechanism etc
16.PLC of consumer goods 1. Introduction stage 2. Growth stage 3. Maturity stage 4. Decline stage
17.1. Advertising : use search engine ads, social media ads, display ads, video ads.performance can be measured through click through rate, impression and conversion 2.sales promotion : promo codes, e-coupons, online contest etc.3. Personal selling : chat bot, live chat, AI based assistants 4.Public relations :online press release, social media engagement, 5. Direct Marketing : email marketing, app marketing, SMS marketing
18.Producer  ------------ Industrial buyer ( computers, Aircraft, heavy machinery etc)
      Producer--------------Industrial distributor ------------------Industrial buyer ( Trucks etc)
      Producer--------------Agent---------------------------------------Industrial buyer (Industrial food products)
      Producer--------------Agent-------------Industrial distributor-----Industrial buyer (Electronic 
      components  from foreign markets)
19. Benefits of MIS : Continuous access to market information, storage of important data, Improved decision making, cost saving, adaptability,
PART - C (3 × 10 = 30 Marks)
Answer any Three questions
20. Production concept, Product concept , selling concept, marketing concept, Distribution of goods and service concept, creation of utility concept, social marketing concept, Delivery of standard living concept
21. Geographic segmentation : Based on location and climate : Location : urban, semi-urban, rural, Climate : Hot and humid region , cold region, Demographic segmentation : Age, Gender, Income Psychographic segmentation :Life style, personality and values Behavioral segmentation: Usage rate, benefit sought, loyalty status
22.Idea generation , Effectiveness : creativity and innovations, Idea screening , Effectiveness : eliminate weak ideas early, concept development and testing , Effectiveness: reduces risk by assessing consumer acceptance, Marketing strategy development , Effectiveness : provide roadmap for market entry Business analysis , Effectiveness : provides financial viability Product development : provides information if the product meets technical and consumer expectations. Test Marketing : Provides real feedback about product , Commercialization :determine the ultimate success of the product
23. Coupons, samples, rebate, loyalty programs, free samples, free products, demonstration, etc
24.Influencer marketing, content marketing, generative AI, AR and VR, social commerce ,quick commerce, sustainability marketing.
