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a) Discuss the various marketing philosophies. Give suitable example 
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lb)Explain the controllable factors of the marketing environment. Discuss these factors with help 
of suitable examples. 
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a) What do you understand by consumer behavior? Discuss the 

Even Semester Examination 2022-23 
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|Various steps involved in buying decision process. 
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b)Discuss the importance of market segmentation and also discuss the major segmentation 
variables for business markets. 
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a) What is product mix? Discuss the different elements of product mix 
with help of suitable examples. 

|b)Discuss the factors contributing to new product development and discuss the new product 
development process. 
a) Price is the marketing-mix element that produces revenue; the others produce costs. Explain with 
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b) Discuss the different levels of channel of distributions. Discuss the Function of Channels of 
Distribution with the help of suitable examples. 
a) Discuss the concept of PLC and explain strategies for each stage of PLC with the help of 
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with the help of suitable examples. 

b)Explain Rural marketing. How rural market is different from the urban market. Give suitable 
examples to support your answer. 
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