Marketing Strategy

September 2022 Examination

Q1. Explain four Ps of marketing using example from any of the Parle products. (10 Marks) 
Ans 1.
Introduction:
When developing strategies for marketing, promoting, advertising, and positioning your product or brand, you consider the four Ps. Product, pricing, place, and promotion make up the four Ps of marketing. These are the primary components of marketing a good or service.
The four Ps are designed to assist marketers in considering all aspects of a product or service when determining how to advertise it for their company. By framing your marketing around the four Ps, you may understand what the competition is doing and Its sample assignment only
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Q2. Consumer buying behavior plays an important role in marketing strategy & is affected by various factors such as characteristics/behaviors/preferences. Explain major influences on buying behavior for the following brands: a) Nyka (e-commerce beauty portal) (b) Dell laptops (c) Urban Company (d) Dominos (10 Marks) 
Ans 2.
Introduction:
Consumer buying behavior is the ultimate consumer's purchasing habits. The individual in what he is and the customer in his decision-making process, buying habits, purchasing behavior, and the brands he buys or the retailers he visits are both influenced by a variety of factors, specificities, and features. Each and every one of these criteria contributes to a purchase decision. A person's culture, subculture, social class, membership groups, family, personality, psychological factors, etc., as well as his social and societal environment, all shape who he is 
Q3a. For an online apparel e-commerce platform, explain their consumer’s buying decision process. (5 Marks) 
Ans 3a.
Introduction
The way that consumers behave online has changed quickly. Due to the COVID-19 pandemic, there have been significant changes in ecommerce that have led to this progression. COVID-19 ushered in a new era of retail by launching ecommerce in a time well beyond any logical or 
Q3b. What do you understand by the term – Market leader? Explain any 2 competitive market leader strategies (5 Marks) 
Ans 3b.
Introduction:

A product, brand, company, organization, or group with the biggest share of the market's overall sales revenue is said to be the market leader. Market leaders control the market by their impact on client loyalty, distribution, pricing, 

