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MBAG623: Marketing Management

Time: ThreeHours Maximum Marks: 100
Case Study:-
PART A (1x20=20Marks)

1. India is among the hottest growth markets for ACkems, just like other consumer goods
companies. Daikin entered India in 2000 an as 80\2With Siddharth Shriram group company
Siel. In 2004, it bought out Siels's 20% stake takenthe Indian firm a wholly owned
subsidiary. All these years, Daikin's sold bulkitefACs to offices and factories and served only
the upper middle class homes.

Since entry-level products are driving volumes asrcategories, the company could not afford
to stay away from that segment for long. Daikimighed 14 models for homes last year and the
starting model was only 10-15% costlier than simifedels offered by the competition. Earlier
the price gap used to be 50%.

Changing lifestyle, increasing disposable inconadiniy prices and wider availability have all
contributed to the rise in air-conditioners salBemand is also rising in smaller cities and
towns as well as more households join the buoyirdylla class segment.

With introduction of cheaper products, enhancedtridigion network and aggressive
promotional activities in the last one year, thenpany claims to have already increased its
market share marginally which is encouraging amndaits to become one of the top three room
air-conditioners marketers. The company planstt@duce more mass products, which account

for more than 80% of the country's room AC market.

Questions :

Develop suitable promotional strategies for the pany for the following segments :

a) Home segment

b) Offices and factories segment
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Answer all the Questions:-
PART B (10 x 2=20 Marks)
Differentiate between Customer and Consumer
What is Marketing Myopia?
What is A Priori Segmentation?
Differentiate between Niche Marketing and Midfarketing
State the different types of econometric foreegsnmethods
What is Customer Life Cycle?
What is Target Pricing?
lllustrate Product Width and Product Length tigio a simple Diagram.
Expand DAGMAR.
What are ‘Vertical Marketing Systems’?

PART C (4x15=60 Marks)

a) Briefly discuss the different methods okigeing a marketing organization.
Suggest a marketing organization set up for midspgtgarma company dealing
in OTC drugs and having a countrywide market. fugtur answer.

(OR)

b) A multinational FMCG company known for its dectionery products is
planning to launch a new brand of organic chewiaggn the Indian markets.
This chewing shall be made available nationwidenwegular and new fruit
flavors. Design and illustrate a suitable STP pmogne for the above product.

Assume your own brand name and clearly specifyatget markets?

a) You are the brand manager of a new lindightt weight, autofocus, and
economically priced digital cameras. Describe how w@nderstanding of
consumer behavior will help you in your segmenta@émd promotion strategy.
What are the consumer behavior variables thatrai@at to your understanding
of this market?

(OR)

b) Office Needs, is a small chain of distributofsgood-quality office furniture,
carpets, safes and filing cabinets. Within eaclegaty, the company offers a
wide variety of products with a great many variatioof each product being
offered. For instance, the company currently offmsund 42 different designs

of chairs and 23 varieties of office desks.
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14. a)

b)

The company keeps in touch with contemporary add@made in the office
furniture field worldwide and introduces those prots which commensurate to
the needs of the market in terms of design, worlghigm value for money and
technical specifications. Office Needs trade onlaldy furniture which is
sturdily constructed.

Simultaneously an important feature, the compa®ysf is the availability of a
complete list of components of the furniture systdimis enables the customer
to add bits and pieces of matching designs anducdalo the future. Such
components are available for sale separately, Sgsége maintained in stock by
the company for a number of years, and spare fmarthairs and other furniture
are always available.

The trade is currently witnessing a downtrend duestession and players from
local unorganised sector. Office Needs has alserexced the same over the
last two years. In addition, it had to trim the fgranargins. Last year, it barely
broke even and this year it is heading for a shaak for the first time in the
company’s ten year history.

(a) Explain the term Product, Product line anddBod mix in the context of the
above situation.

(b) Advise the company in relation to its Produetidions and its effects on the
company’s image

(c) What strategy would you recommend to countenpetition from the

unorganized sector?

Define the usage multidimensional scalieghhiques in marketing research.
Develop an attitude scale , or a battery of atétitdms to be used by a beer
manufacturer inquiring about the product, its image the following items:
taste, costs, preference, calories quality andwoer expectations
(OR)

Mohan and Shyam are two enterprising youtheyThave passed out from a
premier management institute. They decided instdadoing a job, they will
launch fresh vegetables in Indian Marketing. Haviegrnt of the future
conventional foods they decided to venture in tdtivation of mushrooms.
Mushrooms are known to be the best alternative ftmydvegetarians. For
Mohan and Shyam, fund raising was a serious hapdmaMass Production.
However the first trial batch of mushrooms that peyduced was bought by star

hotel in Pune. Further the hotel placed ordersstgply of 20 kgs every day.
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15.

a)

b)

Mohan and Shyam want to sell mushrooms in a vegyway all over India.
How will you guide Mohan and Shyam to a) FormulateBrand for their
mushrooms b) To position their brand c¢) What heedifferent brand strategies

that you could recommend to them ?

What are the objectives of Sales Promothm@ Sales Manager, you have been
assigned the task planning the Sales Promotiorramogf a ready-to-go meal.
Discuss the steps that you would follow for effeetplanning and management
of the said program. Suggest suitable sales promég¢ichniques that would
boost the sale of the above said product

(OR)
ABC is a well-known brand in the cement indystt has a large distribution
network of around 8000 plus stockists and 20 C Rrapents. During the last
decade the company's market share has gradualipeteto 15% from earlier
30%. About a couple of years ogo, the brand opéisefirst company-owned
retail outlet called "ABC Ki Duniya" (World of ABC)The outlet reassures the
customer about the genuine material, and encouragesaction besides
displaying a range of refractory and aluminium blapeoducts. This type of
outlet is also likely to enhance the company's idgking into consideration
the cement market and the commoditised natureeoptbduct, comment on the
pros and cons of an outlet of this kind. Would saalets alone enhance sales?
Justify
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