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Instructions for Candidates

1.

Write your Roll No. on the top immediately on receipt of this question paper.

2. The question paper consists of 5 questions, each with an internal choice.

3. Each questions carries 15 marks.

4. Answers may be written either in English or Hindi; but the same medium should
be used throughout the paper.
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(a) Discuss natue and scope of marketing in business.
(7.5)

(b) Outline the differences between segmentation, targeting and positioning.
(7.5)
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(c) Discuss the different bases of market segmentation in conventional marketing.
(7.5)
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2, (a) Discuss the concept, nature and scope of e-marketing. State drivers for
growth and need of e-marketing in the current scenario. (7.5)

(b) What are the challenges and opportunities faced by an e-marketer in India?
Explain with the help 6f SWOT analysis. {1.5)
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OR

(c) Discuss the issues and challengers faced by the e-marketers in the India
context. (7.5)

(d) What is the difference between e-marketing and traditional maketing?(7.5)
(1) wra @ "ol ¥, $-fadhar g wrEn fhy S ot R v gAifEl @t == st
(a) E-wafew (Someie faum) ik wake faovm & @9 =1 dw 87
3. {(a) What do you mean by e-marketing mix? Explain wtih the help of suitable
examples. (1.5}

(b) What is E-CRM? How does it differ from traditional CRM? Explain benefits
and limitations of E-CRM. (7.5)
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Discuss types of communities and social networks and highlight the differences
between the two. (7.5)

Suppose you want to purchase a branded mobile pﬂone online. Briefly explain
your buying process in this situation and what drives you to make this
purchase? (1.5)
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What are the key consideration that an e-marketer should keep in mind
while designing the website? (1:5)

What are the issues faced by marketers while moving from an offline business
to online business? (7.5)
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Write short notes on the following:

Internet marketing vs. e-marketing (5)
Domain name branding (URL) (5)
Process of Search Engine Optimisation (SEQO) (5)
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(31) FeaRan w @y Rfort fofag:
(i) Seie WRET W § -A@ e
(i) SR+ = =¥ (URL)
(iii) & 9 nfecwrEaiem (SEO) &t wighan
5. (a) What is the role of “Social Media” in e-marketing? Comment on merits and
demerits of any two social media of your choice. (7.5)

(b) ‘Online promotion must be intergrated with offline promotion.” Discuss.
(7.5)
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OR
(c) Write short notes on the following: (7.5)
(1) Issues in E-mail Marketing. (7.5)

(i) Tracking of Return on Investments in PPC marketing.
(1) frafkian w dfera Rwfiar fofae:
(i) £ TRRT B T

(ii) ¥-w-fdmsw (PPC) WafeT W fovy w¢ fAaml & wfdwar = 2w wem

(2500)
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