DSE-1B
PRINCIPLES OF MARKETING
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“Marketing is different from selling.” — Explain the statement. You are also 5+10 =15
required to discuss the challenges faced by the marketers in the contemporary
business environment.
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Briefly discuss the different stages through which a consumer passes while
buying a consumer durable, say a computer or a nondurable, say, a shampoo.
Explain why psychological factors are important in taking a purchase decision of
high involvement product.
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When a firm develops a new product for the first time, it has to set a price. In this
context you are required to discuss the factors that are to be taken into
consideration while setting the price of a new product. Also discuss the pricing
strategy that you recommend for the new product.
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Explain the different tools of promotion used by the marketers for promoting their
products / services. You are also required to highlight the unique features and
significance of Direct Marketing. Personal selling and Public Relations in
Marketing.
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