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INSTRUCTIONS: 
All questions are compulsory. 
1. Question 1 to 4 carries 10 Marks each.
2. Apply the concepts studied in the class and answer accordingly.
Questions.1									        			(10 Marks)
Think about your grand - parents, parents, peers, and other friends and acquaintances. Interpret, do they fit into BMW’s segments? If not, how could BMW have segmented differently to capture them?
Questions.2												(10 Marks)
Sagar is a store’s manager and head of the distribution centre in an Indian company that’s located in one of the developing cities. His family includes his parents who have retired from their respective banking professions, his wife who is working as a librarian in a college, his twin sons who are now eligible for primary school admissions and an unemployed younger sister whose marriage is fixed. Sagar belongs to a middle class segment but more or less, the income level and family saving is good. 
Sagar’s parents are conservative in nature. They prefer to spend on the basic necessities and those essential things that make up a living. However, Sagar likes to have a comfortable lifestyle and spends most of his earnings on furnishings and interior decor. Recently, Sagar had bought two air-conditioners but his parents didn’t let him install it in their room. So, he had to put the second one in the children’s room. Sagar often ignores his parent’s advices and does what he feels like doing. He is also planning to purchase a car within a year. His wife doesn’t mind Sagar’s spending habits but she is very particular to ensure that her salary is spent only on the household expenses and the rest goes to the Fixed Deposit of her Bank. 
Now, since Sagar’s sister is getting married soon, his parents have insisted on Sagar to spend less and save more so that the marriage ceremony takes place in a splendid way. Sagar’s marriage was a small event because most of the relatives and friends had already informed that they could not attend the occasion for personal reasons. And so, Sagar’s parents wanted to invite all the relatives and friends for their daughter’s wedding and make the occasion a grand success. Due to this reason, there are small fights happening in the house and Sagar feels that his income is not enough to meet the requirements. He is getting irritated over small things and he has lost concentration on his work. 
Then, one particular working day when Sagar was carrying out his usual routine work at the warehouse he gets a sudden call from the Vice-President (VP) of the company asking him to meet within the next half an hour. He is surprised and at the same time nervous about the meeting wondering what was the meeting about. He delegates some work to his assistant and then hurries to the adjacent building block. The top authorities of the company had their offices in this block. No sooner he enters the building he is called inside the VP’s chamber and after some time when Sagar comes out of the room he realizes that he has received a cash reward for a record work he had accomplished a long time back. The top management even presented him a Certificate of Excellence and a personal letter asking him to lead by example. When he comes back to his office he also realizes that a copy of his certificate was put across the company’s internal e-mails and notice boards. He is very happy with the recognition he deserved especially with the Cash amount he received and commits himself to solving more complicated tasks at the workplace. 
Realizing the need for a car before his sister’s marriage, he even decides to purchase a car without wasting much time. He takes a friend along when selecting the type of car, the brand, the features and other attributes. Sagar is not particular about the brand but he prefers to have a big, spacious car which also is convenient for long distance traveling. He has an unclear budget above which he is not willing to pay for the car. His friend tells him that while deciding the features, color and other aspects, he may have to spend additional amount as well. At the end, he and his friend list down the three suitable brands that meets Sagar’s considerations. After thinking for about a week, regarding the three car choices, Sagar finally selects one among them. In the next two days, he completes all the formalities and payments with respect to the purchase. He also tells the showroom executives to deliver the car to his home. He already has a driving license but then he decides to keep a driver till he gets the confidence to drive a big car.  His parents are also happy seeing that Sagar, his wife and kids are excited about owning a car. Sagar manages to convince his conservative parents that savings are important but spending on finer things in life is not bad as well especially when you are in a position to do so. His sister’s marriage takes place with grandeur and Sagar gets the opportunity to display his big car in front of the guests. 
After recognizing Sagar’s family background, status and situation, 
Question (1) What do you think are the factors that influence Sagar buying behavior in general? According to Maslow’s need hierarchy theory, what are the needs of Sagar as a consumer and as an individual? 
 (2) Identify and analyze Sagar’s decision-making stages when he purchased the car. 

Questions.3									 	 		  (10 Marks)
Mr. John & Mr. Keen (J & K) are two enterprising youth. They are management degree holders (PG) from national school of importance. They want other people to work under them rather than they working under other people. So, they will launch fresh vegetable in Indian Markets. Having learnt of future conventional foods, they decided to venture into cultivation of mushrooms. Mushrooms are known to be the best alternative food for vegetarians. For John and Keen, fund raising was a serious handicap for mass production. However, the first trial batch of mushrooms that they produced was brought by star hotels in Metro City. Further, the hotel started placing orders for supply of 20 kgs every day. Now the Mushroom Industry is run by small entrepreneurs. Another big player M/s Mosh Mushrooms, equipped with cold storage facility was more interested in export market. J & K have set their sight high now. They aim to sell mushrooms in a very big way all over the country. Mushrooms have a great market potential and is a perishable food.
Questions: (1) Demonstrate, in what ways can J & K mushroom seek to gain better understanding of its marketing environment?
 (2) What would be your suggestions for distribution channel for mushrooms?
Questions.4									    	  		(10 Marks)
Assume that you are a marketing manager of a company manufacturing fast moving consumer goods(FMCG) and illustrate, a plan for promoting the products of the company using traditional and modern tools of promotion.
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