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Assignment Set – 1

Q.1. Define Marketing? Explain its core concepts. (2+8 = 10 Marks)
Ans 1.
Definition of Marketing
Marketing is the process of finding, anticipating, as well as satisfying the needs of customers as well as wants with profit through creating, communicating, delivery, and exchange of worth. It is the American Marketing Association defines marketing as the activity, set of processes, institutions and structures that are used to develop, communicate exchange, and delivering products that are beneficial to customers, clients along with partners and all of society. 
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Q.2. Define Marketing Information System? Explain its advantages. (2+8 = 10 Marks)
Ans 2.
Definition of Marketing Information System
The Marketing Information System (MIS) is a structured and interconnected system of machines, people, and procedures designed to generate an orderly flow of accurate and timely data gathered from external and internal sources to usage as the foundation of decision-making within the specific aspects of managing marketing. It constantly collects, processes analyzes, disseminates, and provides the information about marketing to managers in order for effective plan, execution, 

Q.3. Explain the stages of Product Life Cycle. (10 Marks)
Ans 3.
Product Life Cycle (PLC) is a marketing concept that describes the phases a product goes through from its initial introduction to the marketplace, and then its final decline and removal. It is analogous to the biological life cycle that a living thing goes through and offers marketers the framework to understand how competitive environments in terms of volume, sales, profitability and the necessary marketing strategies shift with time. The PLC has four distinct stages which 


Assignment Set – 2

Q.4. Define consumer behavior? What are the steps in buying process for a product? (2+8 = 10 Marks)
Ans 4.
Definition of Consumer Behaviour
It is the study of how individuals or groups of people choose, purchase, utilize or dispose of products, services, ideas, or experiences in order to meet their desires and needs. It analyzes the psychological social, cultural and economic variables that shape buying decisions. This includes what customers buy, their reasons for why they choose to purchase it, what time they buy it, where they shop for it, how frequently they purchase it, and how they judge their purchasing decisions following they have made their purchase. Understanding how consumers behave is 

Q.5. What is CRM? Explain its forms. (2+8 = 10 Marks)
Ans 5.
Definition of CRM
Customers Relationship Management (CRM) refers to an extensive business plan and set of technologies employed to analyze and manage customers' interactions and customer data over the entire life cycle of a client in the hope of increasing customer satisfaction helping to improve customer retention and accelerating sales growth. CRM combines business processes, technology, and people in order to comprehend customers better as well as to maintain long-term 


Q.6. Explain the Fundamentals of Sales Promotion. (10 Marks)
Ans 6.
Sales promotion is an important component of the marketing communication mix that encompasses a diverse variety of incentive programs as well as activities that aim to spur immediate or increased purchase of products or services by clients or other trade partners. In contrast to advertising, which creates long-term reputation for the brand, and personal selling, which helps build individual relationships, sales promotion creates urgency and motivates 

