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Institute of ManagEment Studies
Devi Ahilya Vishwavidvalaya, indore
May-June, 2023 Examination
MBA (Financial Administration) Semester - 11
Marketing Management

Time: 3 hrs. Max. Marks; 60

Note: Attempt any three questions from Section A. Questions in Section A carry
14 marks each. Section B is compulsory and carries 18 marks.

Section A

—

1. Do you consider segmentation a useful process? Can all markets be
segmented? What is positioning?

2. Select a brand of your choice and spell out the elements of its marketing
mix in detail.

3. Compare the societal marketing orientation with marketing orientation
Which is more appropriate in your opinion and why? Establish your
argument with the help of ah example.

4. Explain consumer needs, wants and demands with a suitable example. How
. Is this information useful in designing financial products and services?

5. What are the tools that an organization may use for promoting its product?
Explain with examples.

Shiksha Forum www.ShikshaForum.com Shiksha Forum



Shiksha Forum ngw.Shiksh F*ogrﬁ.com Shiksha Forum
CTIoN

Anabise, o o, e ——

P.K. Mehta, Ph.p,
nght aﬁer comple
went into this ven

8 is an econdmist who set up a cpnsﬁlﬁng_ﬁfm in Ne,w gelg;néﬁt
ling four years g5 g high-level official in the government.

ture with the h ad\(ic?. analysis and testimony

Prospective clients had not allc n in t ame and mix of clients he ha
hoped to have by that ot allowed him to obtain the vol

: : - . t ho had beer
tume. He therefore retained a markefing consul@t et '
retommended by a friend to give him some direction for his marketing efforts.
.The

consultant and Mehta immediately agreed that a marketing plan should be
de_velpped_Mehm needed a careﬁxug\:lilipg:d Iirarketing program to help him build hi
Practice. But both agreed that before such & plan tould be written, a more carefu
examination of Mehta’s external environmerit and- his past marketing actions: should b
made. Hence, it was agreed that the consultant would. first perform a marketing audit o;

. Mehta’s firm. - e =

The marketing audit mainly involved a lengthy interview in which Mehta was probec
by the consuitant for information about potential markets, competitors, legal trends, distinctive
competencies, fees, promotional efforts, and so on. Documents and data that Mehta hac

" available in his office were also reviewed. The consultant offered much advice during the
course of the interview and also wrote a follow-up audit ‘report containing additiona
comments and suggestions. : LR T e ' _

_ The consultant’s report acknowledged that Mehta did indeed have valuable service
to offer to law firms and other prospective clients. His gevernment background, his eigh
years as an economics professor at'a major university, and his academic credentials clearly
differentiated him as someone uniquely qualified to provide economic advice, analysis, anc
testimony in government regulatory matters. But the-report pointed out that prospective
clients might not immediately recognise what someone with Mehta’s unique-skills coulc
do for them. The report therefore emphasised how important it was for Mehta to ry ¢
ediicate prospective 'clignts about how he could help them win cases.
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- The consultant recommended that Mehta should aim his educationl effott at only
limited number of narrowly defined target tharkets, The report urged Mehta to do sor
exploratory research immediately in order to identify some initial target markets. Additional,

more formal research on the potential of various markets was recommended for the ne
future. Mehta was advised 1o ©

: : onsider a variety of approaches for carying out t
educational effort, including the use of seminars, a newsletter, the direct mailing of
;;:;l:s;e wrote, and cold-calling, followed up (where mutually agreed to) by @ writt

- ?

_ Mehta found ghe\audit report to be very-provocative and sef out to implerfient sor
of its -Suggestions. "He'" trm‘-g_é_d_iately began. talking to various experts-he knew about t
potential of working on different types of cases. He also began to gather statistics on hc
frequently different-types of cases were arising. After several weeks of implementing aw
recommendations, he felt, ready to write his marketing plan for 1993. In the plan
established. marketing goals for different target miarkets. Strategies for educating a

‘appealing to those markets, time schedules, for conducting seminars and implementi
mailing, and a marketing budget. =~ -~. . . -0 - o omta L

Questions for .DL{éusS_ion_.

1. What exactly is the service product being oﬂ'e;ed\'by Meéhta? Cin Slch & 'préduct
defined in terms of core, tangible and augmented product components? W
“suggestions do you have for Mehis, o augient his service product? -~ - -

“ > Do vou think the.marketing approach of *educating’ the prosnartive ot

2 ?u‘;c):;d in the above -case? Give reasons F°F ybmgmsw;ft‘hspestwe clients \‘n‘m

3 What constitutes the target market for Mehta? What

’ expectations pf such'cpstogl}em? D :

-

are uk¢1y‘ io;bq. the ;mm.l
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