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	Question No.
	
	 Max.
Marks

	1.
	Your company is planning to launch a premium plant-based protein drink in India. As the marketing head, how would you design the marketing mix (4Ps - Product, Price, Place, Promotion) for this product to ensure successful entry and differentiation in the market? Justify each element with reasoning.
	10

	
2.

	A fitness chain with 50 gyms across metropolitan cities wants to expand to Tier 2 and Tier 3 cities. As a consultant, identify the key segmentation bases you would apply. Which segment would you recommend targeting first and why?
	10

	3.
	An established budget airline wants to reposition itself as a “reliable yet affordable” airline in the face of intense competition. Suggest a positioning strategy and create a sample positioning statement. How would you ensure the repositioning does not alienate existing customers?
	10

	4.
	A consumer electronics company with a strong presence in India in refrigerators and washing machines wants to enter the smart home appliances market (smart speakers, smart security devices). Should the company extend its current brand or launch a new brand? Discuss the advantages and risks of your recommended branding strategy.
	10

	5.
	You are evaluating the attractiveness of entering the electric vehicle (EV) charging station business in India. Apply Porter’s Five Forces to analyze industry competitiveness and recommend whether your company should enter this market or not.
	10

	6.
	An Indian company has launched a mid-range 5G smartphone in a competitive market. Sales are rising, but customers remain loyal to global brands like Samsung and Apple.
Identify the current stage in the Product Life Cycle and suggest two marketing strategies to ensure growth and sustainability.
	10

	7.
	A customer is planning to buy a smart home speaker. They are motivated by convenience, voice-assistant features, and price affordability. The customer is comparing brands, reading online reviews, and discussing options with peers.
Explain how the stages of the Consumer Buying Decision-Making Process influence this customer’s decision.
	10
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