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	JAIPURIA INSTITUE OF MANAGEMENT, INDORE
Post Graduate Diploma in Management (Batch 2024-26)

	Course Title: Marketing Management II (Course Code: 40102)
End-Term Improvement Examination, Term - II (February, 2026) 

	 Time Duration : 2 Hours                                                                                                      Total Marks: 40



General Instructions:
1. Answer the questions as directed. The break-up of the marks is given wherever necessary.
1. Marks against each question is indicated to its right.
1. Answer all the questions of a ‘Section/Question’ at one place in continuation.
1. Answers should be brief and to the point. 
1. Do not write on the question paper except your roll number.

Question 1: Seema makes homemade ladoos (fresh) and sells them through WhatsApp orders in her colony in Indore. She sells 20–25 boxes/day. Now many people are asking:
· “Can we get it in nearby kirana store?”
· “Can you deliver in other areas?”
Seema tried giving boxes to one shop, but the shopkeeper kept them in a corner and sales were slow. Some boxes returned unsold.
As a marketing strategy consultant, you are required to create a comprehensive distribution strategy for Seema (where to sell + how to increase reach) so she can sell 40 boxes/day without too much return. 				 							 (Marks: 10)
Question 2: A young startup in Bhopal is launching a new biscuit brand called “Crunchy”. The biscuit is tasty, affordable, and made for tea-time snack. The product is priced at ₹10 per pack.
The startup is new, so people don’t trust it yet and most customers buy only well-known brands. The startup has a total promotion budget of ₹1,00,000 for 30 days and wants to increase:
· awareness (people should know the brand)
· trials (people should try it once)
· repeat purchase (people should buy again)
Design a 30-day promotional strategy for Crunchy biscuits.   			               (Marks: 10)
Question 3: A new startup in Bhopal starts a monthly “snack box” subscription for college students (chips + biscuits + small juice). They must decide one fixed monthly price per student.
The problem is:
· Some students will consume daily, some only 2–3 times a week.
· Competitors have different prices and different box sizes, so comparison is confusing.
· If price is high, students may not subscribe. If price is low, the startup may lose money and brand value.
Formulate a monthly subscription price and write the reasons for your pricing decision. Mention what factors you considered.  					  		                (Marks: 10)

Question 4: A small stall “Maggie Corner” near a school in Indore became famous for one hero item: hot, tasty masala Maggi served quickly. Students loved it and it became the stall’s identity.
After becoming popular, the owner added many items like pasta, burger, sandwich, fries, momos, cold coffee, shakes, and multiple Maggi flavors.
Now customers are complaining that the original Maggi taste is not the same, service has become slow during peak hours, and the menu feels confusing.

As the marketing manager, develop a 6-week product strategy to bring back Maggie Corner’s identity and improve repeat purchase? In your answer, explain what the stall should be known for, which items you will keep, which items you will remove/limit, and how you will ensure consistent taste and fast service.  									                (Marks: 10)
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