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SECTION-A 4x8=32 Short Answer 

Note :- Attempt any four out of 8 questions. 

1. What is value chain analysis ? 

2. Explain Marketing's role in strategic planning. 

3. Identify the steps that companies go through in analyzing competitors. 

4. Define core competence with an example. 

5. Write a short note on key competitive pricing factors of any consumer product that you are  

familiar with. 

6. Discuss how market nichers find and develop profitable corners of the market. 

7. Write a short note on the strategies for declining and fragmented industry. 

8. Elucidate the role of sales promotion tools in competitive marketing. 

 

SECTIONS-B  Essay type questions 3*16=48  

Note :- Attempt any three out of five questions. 

1. Elucidate the competitive strategies that market challengers use to increase their market  

shares and profits. How can the market challenger best attack the chosen competitor and  

achieve its strategic objectives ? Explain with an example in Indian context. 

2. The goal of the marketing concept is to satisfy customer wants and needs. What is the goal  

of a competitor-centered strategy ? Discuss whether the customer orientation and 

competitor centered strategy are in conflict. 

3. Define differentiation and brand positioning. Explain how companies can create competitive 

  positioning of their products for maximum competitive advantage in the market place. 

4. Discuss the role played by competitive pricing, competitive advertising and competitive sales 

promotion for the consumer electronic items in India. (In consumer electronic items, please 

restrict your content and examples to television, washing machine and refrigerator only.) 

5. An organization manufactures car for all types of consumers. Using Porter's Five-Forces 

model. 

(a) Analyze the threat of new entrants. 

(b) Analyze the bargaining power of suppliers. 

(c) Analyze the bargaining power of customers. 

(d) Analyze the threat of substitutes. 

(e) Analyze the competitive rivalry. 
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