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Please check whether you have got the right question paper.
All questions are compulsory.
Draw neat labeled diagrams wherever necessary.
Present the answer with relevant examples.
Figures to the right indicate full mars.

N.B:

PwnNPE

Read the case and answer the following questions.

[ Marks:

The success story of Haldiram is also a success of Hindu United Family business. The history of the brand
begins form Bikaner in 1937. From a small corner shop to a brand worth Rs.1500 Crores, Haldiram has hit
the right Chord with its customers over the past seven decades. To the success story of Haldiram chronicle ,
The tale of this much loved brand, Haldiram story began in 1937 when Gangabhisan Aggrawal started a
shop selling ‘Namkeens’ In the town of Bikaner, Rajasthan. It was really this gentleman’s father Tansukhdas
who originally started the Bhujiya business but a new found popularity was gained by Gangabhusan’s small
setup. The name Haldiram, as the hear-say goes, was his another name which was taken forward by his
youngest son Rameshwar Lal who epened a shop in Calcutta, West Bengal by the name, ‘Haldiram

Bhujiawala’. This name was thé stepping stone to the later success story of Haldiram.

Despite having competition from Bikanerwals’s, Nathu’s and Aggrawals, Haldiram retains a market share of
25% With a total turnover of Rs. 400°Crores.-Credit goes to its USP of serving authentic Indian snacks
prepared with unmatched hygiene and standardized quality. Also it has built the entire empire around the
core of Namkeen and sweets which has added to its portfolio of achievements and serves as an important

chapter in history and success story of Haldiram.
Q.1) According to you, what made Haldiram huge success'in India?

Q.2) Suggest a brand ambassador for Haldiram. Justify your.suggestion.

Q.3) Suggest some of the integrated marketing strategies that the brand needs to adhere for becoming an

international leader in dry snacks industry.

Q.2 A) “The customer is not to be treated as one time purchaser, but as a person who will patronize the
brand for life time.” Examine the statement and explain the importance of CRM in today’s highly

competitive marketing environment.

OR

Q.2 B) “Itis said that mother India lives in her villages”. With reference to this statement explain meaning

of rural marketing and features of a rural market.
Q.3 A) Discuss the features of marketing?
Q.3 B) ‘Packaging is a marketing necessity’. Explain.
OR
Q.3 C) Discuss the 4p’s Marketing.

Q.3 D) Distinguish between traditional marketing and modern marketing?
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Q.4 A) What are the essentials of a good advertising?

Q.4 B) Discuss relationship marketing in detail.
OR
Q.4 C) With appropriate diagram discuss the stages in product life cycle.

Q.4 D) Distinguish between skimming and the cream pricing strategy and penetrating marketing strategy.

Q.5) Write short notes on(any 3)

(a) Product line and product range.

(b) Brand equity and brand Loyalty.

(c) Qualities of a good salesman.

(d) Enumerate various buying motives.
(e) Features of service marketing.
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Please check whether you have got the right question paper.

Ty Afard 3ed.

39T dY IAfEUd ool 37shIc! SIaul.
AFEdcR 3eTe0HE AleX T foieT .
3STdiehs JTehsary I[oT geifad.

N.B:

P W N R

9.2) Wrellel YOl aram 0T ATl WeaATe! 3cal G- 15
geaIHT A IS, fgg JTAsTFd Fgd ATHI TR NS 38, 15 3fderd ¢330, faweR e
YE FATCI.Ueh TTETel HITNT Gohlel HYSA,Ueh ¢3o0 I 55 fhaAd Fofael e, FeaRIA el A
CAPI AT ATEhIT AT Sidl el 3. & T 3 T JRAIMeAT, Teh IPMTRGT 3733rarel
el [qhTaT, TSTEATA IMATT FHeAIT, fashrel Teh gehrel €230 HET qearcd hell.

TR Il oIl ATGEErd Jieih ST SYGE & ol Bl FTeaRIHA credl GaRT #A1d glel.
HIThTCIT, ATRTH Il HEY Ueh gehlel SUSel TATEdT Falcl HTehel Hefdll THER ATl Flell GeaRIH
AT AT 4 HUATET AT Fel. § AT FAAHATET &S AT GeaRIHGT I IS IS,
fSrehreaTelr =T, Y@raT 30T Haararer =T 98T A IHTET. FEaRIH Yoo HIET TUITHT THUT
JellaTel 6% e AT AT 3ad. T hele o SIBUIRT Faeadl 0T HAlelsh Eoll TIR 3EE
HRA @i Yerd a1 arar e BT 3Te.daT @l $hed oaredl GEHIfa3h Sisel 30T geaRTe
TRl TRENSE Ueh HEedT=l LAY 3Tg.AHGIA 1T I g HqUT HHST 387 Sl 378

T.2) 3997 HAJ,HT geaRIHT ARAIT Ush YO8 IJRRAT dhol ? 05
.2) BeaRIH TS Teh 55 3FAsT FaIdT, AUl I TATAFS. 05
9.3) 5 PRSI TAFH 3NN Ueh TS AT FoAdrell fauorer wcdl e Faara? 05

W.R 37) “UTEHIT TRl dbl ATEFATITS M3 oATe], AL 3T SFFAl S FYUT Sfiaet 55 313 e 15

femer odietor &1 3NfOT 3rTe=aT 3cda TuTcHS AU ardreRona E.3R.UH. Agcd TOSC ol
forar

g ) ‘3 Fifde I fF ARTATET € IrET FREnT a8 A1 [Ue JeHia AT fagor 3nfor 15

ITHIOT STk afAsed 31 Tae,

9
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7.3 37) fauore afrsed =ar awT.
) YhfoldT Uk fAUUTST IR 3HTg. TISC .
far

37) Ui ¥ =Ir Tt #a.
9) URUIRe fqUue 10T 3meffaren fauore e Fuse ?

T.8 37) Teh 3MTehcll Il TN Sculest Siiael Hshred] eodTel, =l .

¥) THAT Fag Fad R § e AUUA gROMN 39T FA? Teh TISC .

fopar
T.Y 37) TPl AT SATeLdredT HAgcdredT INSEr Tar .
§) gaY Qo quidemafed o=t &

7.9) F@fgica T TogT (FIUTedTEr 3).
(31) 3cUTeaT 30 30T 3cUreeT Aof
() s sfFadr nfor s Aser

(%) TRTAT fashdrr [oTaCr

(3) & W& fafayr aroren

(3) @ar fauoreTar dfrsed.
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