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(All questions carry EQUAL marks)

Explain the term 'Strategic Marketing'. Distinguish between strategic marketing and marketing
management.

OR
Why does strategic marketing fail? Can it be prevented? Explain.

Explain how companies can improve their competitive position. Substantiate with suitable cases.

‘ OR
What do you mean by Market Leader? Formulate strategies for protecting and expanding market
share of "Moon Lit', a Market Leader in Lap Top business in the Kerala Market.

'In marketing warfare, the leader employs a defensive strategy, the challenger adopts an offensive
strategy and a Nicher indulges in guerrilla warfare'. Elucidate with appropriate references to Indian
Companies.

OR
Discuss the various factors to be taken into consideration while devising strategies to win in hostile
markets. Cite appropriate experience of Indian Companies,

Positioning can be successfiil, leading to brand success. It can also be unsuccessful, causing brand
failure. Discuss with reference to appropriate cases.

OR
‘Marketing without strategy is equal to distribution'. Substantiate in relation to the role of sales
promotion strategies in Competitive Marketing.

Compulsory Case Analysis:

"Most traditional marketing strategies are developed for normal market conditions or boom time and
are not designed to suit unusual market situations like slumps or recession. Companies require a
distinct strategy for recession marketing because boom time strategies do not work during recession.
Even if those strategies are applied, they may be only partially successful. To be effective during
tecessions, a marketing strategy has to be unconventional or more innovative.

During the period of recession — economic show down or down turn — the market parameters change.
Consumer priorities also change. Instead of consumers chasing goods, goods chase consumers,
Corporate organizations have to revise the rules of advertising and marketing. Periods of special
promotional measures begin 'special discount!, 'buy now, pay later', ‘new for old’, and 'real value for
money', etc. So, the rules of recession marketing should be different from boom time marketing”,

You are required to;

(i) Give a suitable title to the passage.

(i) Analyse the passage in the context of present day economic slow down citing appropriate
experience from business.

(i) Highlight the various factors or areas that need re-examination or re-assessment during
recession.

{iv) Recommend strategies for sustainable competitive advantage,

{v) Do you think Recession as Opportunity? If yes/no, give reasons.
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