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Note : Ten questions shall be set in the question paper with at least three
questions from each unit. The candidates shall be required to attempt five
questions in all, selecting at least one question but not more than two from
each unit.

Unit-I Introduction : Nature and scope of marketing, Importance of
marketing as a business function, and in the economy; Marketing
concepts-traditional and modern; Selling vs. Marketing, marketing
mix; Marketing environment.

Consumer Behaviour and Market Segmentation : Nature, scope,
and significance of consumer behaviour; Market segmentation -
concept and Importance; Bases for Market segmentation.

Unit-I  Product : Concept of product, consumer and industrial goods;
Product planning and development; Packaging-role and functions;
Brand name and trade mark; after-sales service; Product life
cycle concept.

Price: Importance of price in the marketing mix. Factors affecting
price of a product/service; Discounts and rebates, Pricing
methods.

Unit-III  Distributions Channels and Physical Distribution : Distribution
channels-concept and role; Type of distribution channels; Factors
affecting choice of a distribution channel; Retailer and wholesaler;
Physical distribution of goods; transportation; Warehousing
Inventory control; Order processing.

Promotion : Methods of promotion; Optimum Promotion Mix;
Advertising Media, their relative merits and limitations;
Characteristics of an effective advertisement; Personal selling,
publicity; Sales promotion and public relations.

Recent trends in marketing; Online marketing; Changing retailing
scenario.
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Nature, Scope and Functions of Marketing

Structure (TU@T) :

1. i
2. e

3. fawa =1 e
3.1 fouum w1 s

32 fauom =t gfd
33 Ta9om o1 & steer w
34 fauor fa=mem
341 ToquE &1 qUAt faemem
342 Toauum &t 78 fa=amrama
3.5 fa9uE 1 AEE
4. HW
5. gEifae T
6. T & faT g

1. 9qfteht (Introduction)

3T ST © Tor SR SRt o1 ScaTs T o ST & forw et i afesr safae
 for S S o9 HHET ST Weh | Teh T 1 Gherd] Us he R S S
1 O ® Tl dfesk 59 91 | S S € 5 STkt oRgd IR o fRg Toheran 9 faw
T B SRS Ht Ha 1 MR W A SShY STHIFAT Tk Hied YL h1 T€ HE
faIUr et 1 STehel fIqU % e i <@d g faque S 1 gen | sifus
g & @ R

2. 3239 (Objective)

9 IS 1 3TFA A S UvAN 39 qAA b fh—
m fauoE R
n  faoom =t yefa
n  fO9H # & e wE
m foguE fo=mem
m {9 1 9B

Principles of Marketing



Principles of Marketing

3. fawa &1 UEIAeRIOT (Presentation of Contents)
3.1 fouur @1 219 (Meaning of Marketing)

fauor s1eifq Marketing 9153 1 T4 o1 9gd § @M d © W 9gd B9 AN
fouur & oref ol ST ©1 B Tl @ fere farsha € farqom €, Stefer qadl & fore sod
s fopard afmfera 71 faaum fawmoei & orar faqum wa faswa 7 & difga e
% afew 3ud fasha o @ 1 Jeu # et i ot it fhen s 21 sverfq fagum
Had faa & B 98 T fagga uron © food, 3 e, sar fawm, aife,
Yapfsirr, waife, sima et el w1 el fammm, st fawa, fawa gogq,
TG 3Tk eI - TRt 1 wther fehen s 21

fauur =it aft9m™Td (Definitions of Marketing)

faqum & 31w W FH b AU omw fagml 4 gHE-ue W 39 fawa &b
oo TR &1 €)1 99 Wit fauor ueh fashrasiier fawa ®1 39 999 S9HT SIS Th
T R 3 ot wied 1 A & glawn & forw, fafv= fagel g §
RIS i A 9l o " S o

A. QU 31ET Wehiol gRernd

B. T sl SMefTeh qRemnd
A T 3TeraT Wehtut aftwrSTd (Old or Narrow Definitions)

75 fauum = A Fhivl, S T faaRor ¥ gt uimd §) 3 SR
SIS (Product oriented definitions) #t ad 2 A TR & STER e o
3 fomansti =1 wnfaer foman a1 € feht Tl SURAfTAT 1 Goi hET Steqar oRqet
% TN B W BN Bl T8 TRAME fuuE i 1o % T % w9 § wegd st
HETE: =R cauiiit iRk i

L W UES % ATER, “TauvE § e ud fawa g g e wntee e 21"

"Marketing comprises both buying and selling activities." -Prof. Pyle

2. FHad ool wd feia % orER, “fame ® o e e & S € s
aEgetl iR Aarstl % IR T U T % e ¥ Hrafea 7

"Marketing inciudes activities involved in the flow of goods and services from

production to consumption." -Converse, Huegy & Mitchell

3. STHRERA WihfeT THIMUYH & TR, “ foque o1 31ef =maiiies fsRensti =61 Q@
FW Y 21 IE fohar axgetl iR Uaneti i Scss ¥ IR q%F  qeTd !
e e 21"

"Marketing is the performance of business activities that direct the flow of
goods and services from producer to consumer."

-American Marketing Association



Tehtot Ufeamensh & 1w (Defects of Narrow Definitions) Principles of Marketing

1. I% IR 3cas furgeEt € o faqum & &= w1 Hifrd St 1 Hifn T
TG F SARA TS A a1 € HIoE § Wit et €)1 Sef Seared
Y Tt IR faspa & 1% it fopad «ft fauom & wnfe e =few

2. 98 RUME SERA W AE o 36l €, Sfeh fFquE § Sy gfie
sifer o fean S =fed)

3. I8 RYVE SR STEYH TS Wesh AT &l fa9oH &1 fewa 781 At

4. 7% IR Shaet fTIUE & e Tec] i e wI § 1 UFHTT Uee] w1
U FA T

5. 98 R fauoE % & 1 Hepfea widl €1 3 uRATTet % STER awel
F IARA § R fohT ak @ feraadl &1 fawom § wifter fean @ S e
% yufaeiiel el | fouuE & Hee %1 ®H Sl o

B. = areraT fawga uRwmEr (New or Modern Definitions)

fouur st =€ 3eran farga aReme SustierT SRS (Consumer oriented) TReTa
off el B Fifh o8 TR Wi i agd ierh Tacd 3l 21 HS T A
WIFR AT -

I W U TSR % STER, “faque Hu i SiasR YsH i g1

"Marketing is the delivery of a standard of living." -Paul Mazur

2. 9. oy FhTR % SR, “fauvH @ sy Sfae WX R g9 w T
S SUerST HET e 21

"Marketing is the creation and delivery of standard of living."
-Malcolm McNair

3. 9. fafead 5. =mwed & STER, “fauvm #1 STRE 39 IRERE AEEas
foranait Y weqol yomeht @ @ it foR duH 9 e Aeehl i SRT STEEhdl
Tgfe =1 aegetl iR Yanetl & faug o A 599, 9o i &, gaga
F AR fawor & faw w1 S 21

"Marketing is a total system of interacting business activities designed to
plan, price, promote and distribute want satisfying products and services to

present and potential customers." -William J. Stanton

4. wfvew, fod T M & AR, “ faque T JearsT ufehar 8 fogs g
TSTRI 1 SAETIH F AR SE S ST 2 3R Sk Tl oh1 B0l
e S &1”

"Marketing is the managerial process by which products are matched with
markets and through which transfer of ownership is affected.”
-Cundiff. Still and Govani 7
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E URWTETRT & TUT (Features of Modern Definitions)
. 8 YR faque i gearehTE fmar gt )
2. FE YRAE Sukie g=qite & faquE s @1 SHn wed ®)

3. I qR faque & fae™ & wg-w Siaq < Ui 99 1 Jfs W
Sl

4. = URWWE % SITER fauvE S0 o § i T TR 76 © afess T ore
e el w1 i 2l

5. T IR % STER fauvH frad 3ok fo=R & 5 @d &1 gE o St
2 3R 79 7k Jodt Wl € 5 % ST O e ¥ T e e S

I RSt § T g ® R faque weh ok amon ®1 fauvE oy i
B S S T UE SUENT | YRl e Tt hidl B oRqE d SensA i
UEhi 1 STEATTHATIR SR Ml © F58 S -9 o Jfg &1 aun st
e ¥ gfg F a9 W fopan s wehl

3.2 TaUU™ &t Warfd (Nature of Marketing)

fauum 1 ¢ wk Foar afterm 76t ) fafe= fagmt 3 favom 5t fafe= gar
W R F| 37 Ta90H &1 Y & 1emae | 79 = fagr & fafa= wa & e
HT A I
1, TGl UF wansh & fawwur giewr

(Distribution of Goods and Services Approach)

e TIqUH o1 TRERITd SfEhio 81 36 AR fauue § S5 st fpenet o« wthe
feran ST © TorenT Tt Scqifed orqgenl T Hanehi shi Scarseh 9 Ueeh e TEaT erdl
B SRR | (&7 THTHUIH i YRATST THehT &7 S 21 56 i & 3R
fawom o afae it fawrsm, e aun fasma fpard wfte B &) 59 gites &
IR ScaEeh S o o1 W81 € o Suie & ford Sk R

2. Su=ifiEar 9o gfeshiur (Utility Creation Approach)

39 IRV & HFTER fAUvF STARTA & Yo & 5 SR Steferewen i S+
Bl F=d, TS U TRl & orgER, “fauve stefem 1 o' 9 € faud wom, wHe
Td AfRR SYAT T ST h1 St fohar a1 217 39 ekl & ER haa
fomior wrredt fopamed faqom & wfee gt @)

3, Tad &R gfeehiur (Standard of Living Approach)

faur & =9 gfewiv & fomm & W. el TSR 9o W. Hohd Heh-aR &1 st
3 T Fe fean Howa Seher & e, “ faqure o1 27ef Sfee T ol g s
Ta Y ST U W 1" T8 SRRl fquM & T i A < € iR fawa-wmeh
o1 e ohe <1 B Tk W SN0 & STTER foqur 1 forehr Sio & & g
B 39 sftesior % SER foqum & 37 fHaneti 1 wnfier e =ifed i shem &R §



GUR ol &1 S T e 1 FTEf0r e, T S o @i e, Yt g
HUR HET TR

4, 3T 3T gfeahioT (Revenue Generating Approach)

78 SMEhI0 e S1ere % Y 81 T9 SREehIvl o SHR 31 Wi & 3299 9
* WM el w4t frar fauue § wfer it €)1 it o % S9E | e &
a1t &1 @ o Ug Heha © o1 Sfed anmal g fSta sk S =nfed ) 3| gfesi
% IR, FH hl IARA o {01 §RI MH HHAMT A6 T HH T Tkl a1 Teea
3 fowd f wd & [l =@ 1 oM Y & 9% 99 7E0 ¥ &Y 99 WG

5, AN gfeehiut (Institutional Approach)

STfe M 98 T ITHEA BT I 7| AR KT & HTHT ST & IR ¢ TEH
39 fow & ®el B €| SHieIT fouvE 1 QU i & T o HeEwell i sqavahl
BIt B1 78 Hemwen sreiq Seyr feteRt S foRal el et © SH foque shel S B
€ TR0 SR, HETEN o 31 Toqur Heensti a1 372 i 2l

6. Terareren gficahiuT (Functional Approach)

Toramees gftehior S fehanel o fauum & il #3ar 8 S Scae i SR w5
T AR % TIH qF AW T FEld F T TE IR FE B W R A
Al TETA T TIYATor STl € A1 THA 1 e FA Hidl Bl 7€ Bl & eddd
T Thell B

7. ol WS fagm= gfieamur (Art and Science Approach)

T, S, S & SFEN, T famm @t 91 @ w59 faee e =ied | w97
TauoM Y WepTd & T o Wepivl gfteshior 8| arkad o fauve e wd famm ] )
el & B9 W fuue Wi Wl & foeRon S qEeE % G S €, SR Afusa
Tt 9 e o TEEh Bl ©1 I8 greeshion gfd il Wi b STHR SHH TS 3
2l AT 39 ek AMTHET (Consumer Oriented) S0 Hed Bl

8. WUt gfteehur (Marketing System Approach)

T Sfteshivl & SFIER fauuH ® sre frar st &1 <t € S weh S ol gt
F B T S0 TR, hiHT, sreforawensti, gfaergl SHemrl i THeH 1 TR
@ 2

T YR fauum &1 ypfa 1 men fodl uh Ifeshion & SR W ST Hicd
?1 T8 SWiw fafe= giehiol &1 aMfesd 317=m oo gu ot fauom &t wehfa 1 99
Bl Fhdl 2l

3.3 Tauum @t ?33[ ITaT (Scope or Functions of Marketing)

oM e e TR el w1 fHYT © e St yRite fa=g 9 af=m
weg off 71 fauom % & °§ S fEeH (Product Planning), 3caT% fash& (Product
Development), STE 9R@dT (Product Change), iHd R0 (Price Determination),
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Yerfetm (Packaging), T9a10T (Selling), forauM T7&¥M (Marketing Research), fosma=
(Advertising) 3T forenati =1 snftrer feman man 1 feiferm 1. Roen (William J. Stanton)
% AR, “ fauH fFar o Seae ¥ Ued € W € S €, SH YehR o i fareht
% 1Y & 98 qEw T Bt 71" gafae faque w6 favg & et faega #)1 fagoe &
&5 T ST I % fau fauue & wwEf w9 § e S 2

fauurs & @1 (Functions of Marketing)

A USRS Gl B. Towarres i
(Managerial Activities) (Functional Activities)

1. f9sM (Planning) (@ aforas S (Merchandising Functions)

2. HTST (Organising) 1. 3 fraee e faswm

(Product Planning and Development)
3. HIfHT (Staffing) 2. %Y Td ThATRIT (Buying and Assembling)
4. 3™ (Directing) 3. oA (Selling)

5. &= (Controlling) 4. YHTONHRO T U
(Standarisation and Grading)

(b) ifaer faavor (Physical Distribution Functions)
1. 9SRUT (Storage)
2. Farard (Transportation)
() W&k T (Supporting Functions)
1. T =@ (Financing)
2. oifeT (Branding)
3. Tt (Packaging)
4. fo= (Advertising)
5. Sif@EH (Risk Bearing)

6. @SR 3TTHYM (Market Research)
A. Tauur & ysrueta wE (Marketing Managerial Functions)

Yerereh1d 1 9 B0 © S Gaeia] %1 T B & fauum yar o6 e 39 fhanett
1 TRy & g 2, T foqom wteelt &8 e foren s wep) W faform 9. wivees
3 faoom = YareT T i faueE o Yerenta afsmen w1 A fTan 7 S et
T -

1. fauur st @t FESE (Planning of Marketing Functions) : 7@l FoisH @
AfrgrE 39 Tl @ 7 e Awream @ fauoe sl & wra fhan s € S
IR & G T 3R 1w, feseT qoa offs &1 fuRe e 3@ &1
Yanst Freifd w3 1 fosha for AR | R S R, geRt i
Easil



2. Touur st T WIS (Organisation of Marketing Functions) : 7Tl TTe ¥ Principles of Marketing
i 39 wishen § & form fafim sl wa 37 el o wor e =1 famansit
%1 TH Y e AT 8 b o8 R & Wi AIhad SR H Teh | BT
Teemett | e € faaum o1 e off de §) W & |- fafe famom
Toponetl | W wnfyd e o fauvE % %l | wnfier g

3. fauur =t @ =itk (Staffing of Marketing Functions) : fosraspdieti st
frafea e wd aam onfs o1 Freior s off fauom ot & e
S

4, Tauurs =Tt @1 1S9 (Directing of Marketing Functions) : T&i& Ja=+1s
T ST 3Tl FHH=IE BT R % 9% o TR % FE9 39 7=d € den
3= B 9T W 3 B 7, 3 ot fagoe st e e s 2

5. fauur @t @1 == (Controlling of Marketing Functions) : 3SR %t
Temetl § URe, ST hT A 7o 9 § UierE, 39 i fE sreen
o ufted et foqum dieet § whee IO Hid B T8 BehEe faque
Torenal & Tt =01 g Aokt < Tehdl €1 5 ot forqur femensdi & wnteer
fepen e €1

6. Tauurs sgval et feifa % (Determining Marketing Objectives) : o8
faqum sl %1 eMuR foren Jidt 71 faqum Siva Tl q sTeTshTea @
T ¥ faom siwa v v fafere B9 wifed) fauvm sgval o frafoor o
faaum & sl & wfge frar s )

B. ferameter w1 (Functional Activities)

fre off SR 1 SUR SURA & WM W SUNET qF A & forw s fafa=
Torarl w1 St € ST ol Tavor e shet Sian ©1 fafa=1 feorgmi = fafor=t wepm =1 fopansti
1 ST H § O oA [HaH 36 TR Y ¥ -

(@) aTforeE @ (Merchandising Functions)

SO it § S Temanati w1 vt fepen San @ S fenelt =R foreia st i
F IR TE A B gy | fuifd w qen weEfed wE ' STevash
B 1 S A HE 39 TER 9 € -

1. S T e faeh™ (Product Planning and Development) : 374
ferqur feremeRr | SysierRT Sgfie Taii 21 o fauvH i qhor 56 o
R f1lt Tt © 56 &9 wel ook S 1 w9, fomR qer 9 1 S
H gl B € 91 SHP ATHR SR 1 T Ue o i €| -
AR 1 @S, S, fTh™ T IR A1 a9 %1 99w FwE T

2, T TE THAHIUT (Buying and Assembling) : 553 THeT T 85
T %A 1 14 HIAd R 8 T 71 FF T TR ] faqoe
% 37 | Hemell & g i gl o sk 39 SEeE 9 fhen s
% foF To9 el 1 SR 999 | o wl 1
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3.

farshaoT (Selling) : gd @ i forsha i € foqom A € =i foswa
T fauuE =1 1fe= of © @R fam fasar = Scarea =1 oft stfuss w9
Toh o1c] TRl 1@l S Gehd1| 37: T o Teehl &1 Od @, k! |
i eI HET I FAlE 3A1 AT AEhT hl 3T Hal UM HIAT %
odl o STHe fehen ST 1 s ford =1 37 e @ieft st ®
FY Feeht A st Heraa oft St €1 far fosha = fauom &6t sewn
& =9 2l

YHIUTeRIuT Wa SIUEe (Standardisation and Grading) : FHTOMRIOT e
Soiie & GRI UTeehi & ToTT oI g1 a1 ST A 81 Sl €1 e fepard
ICIEh| 1 UMEHI = oIS o S &1 AR 5 ThHAH o a8 32
- SR & SER sicd W T 3EH B S €| 3Tl ’re
%9 HT AT Tell HITd T HA Ha HL AN € Selfeh Tl hd i o
1 Bk |l 5 STl 1 FHIOeRT & fordl Searg & T, fohe, 3R,
w1, fested onfg & o) & goror e fovd s ® ) afeadt srem o fomqoe
HT I8 HE FE HEOOl 59 S

b) Wiferer faravor @t (Physical Distribution Functions)

ifereh faawor § woeRw qen FrrEE forart wfre et ¥ S SeaeT = @
LS T TR & M qF T B TEEdl H §1 98 T % SR e
S § T afrer it 21 sifaer faaeo & wret @ 39 gl 6 W R St
T TR AT TH YRR T T o

1.

2,

WUSHUT (Storage) : & T4 SUANTA T FoI hidl & Scaie a1 fersha
o T ST=RIel Bl 81 SR i I & wH a% qefer W@ % g
Sfed YUSRYT 1 e et 81 fquH yerereh & fow e s e we
1 B &1 YUSR & R e whi SATereiicl ST S Tkl € e shiT
H feoran o ST Wehdll B1 WUgRYl Tl foaque sl 1 gea 31 2

grarETd (Transportation) : 3T i ICIRA & TF H 3T & FIH T
WA % oI AT F sTevashar tgdt 71 R feord somi § Hiet <1 gfid
FH & T FT % U I A S WA B9 Sed | e e
AN 1 G HIAl B SAHE | 5ol o6, 99 5 gR A & forw
Il , Zonl, AT TS Setell 1 STANT fhar S €)1 gafe 58 o faque
|t feren e 2l

(0 TETTeh &t (Supporting Functions)

Y 37 Tl k1 e fhar S & S fauum St w1 qu R ¥ eant <4
B Th! A& 36 WHN € -

1.

fauur fa warsra (Financing) : fa9om el %l 90 %% & faw st
¥ h1 SRl Bt 1 S dl Tt T Fer T whean ® TR oft faqom
=1 fauue ¥ wrafa fafa= fRaneti © o are =@ &1 e = &
Bl 1 Tehe SHR foeha e €, fohad 99 1 SUR &1 ® @ ol




foraurerdt g ford s ®1 fagom vt faqum & foro weerw i gM,
TSR gfasfa Al gRr fod eRen e @

2, WTfET (Branding) : T ScUReh 3T 3K &l FRANT & IAE ¥
AT HH % TeTq T 2@ © TG o wEd 2| THY IUERT il =
Sl € foF i W S R HEE T ® AT AT i STUAT ST
TR oM | Eerd B Sl 2| witen fota ot fagom st | wnfhe
o wma €

3. UafSi (Packaging) : SRl 1 STel-3TeRT oig 3 & g qen <
AT % A S % forg sfea ARt s gidl 81 Yehfs % forw
IR, Teadl, diaal onfe Wl o a1 SAEvIhdl Bl 81 aaHH T
o Yspfst ol foque wEf & stfv= o qm S 2

4, Toamus (Advertising) : IUTEMS H IER H ITeT IR HT A
SR 2T Bl 5 foIT fermmo o1 Sfageshar gl | T siehe
fauom &1 sife= o e s T 7)1 fomr fofa o faaumeRd w1 o
T T

5. Heg YT (Price Determination) : T&& 3Rk i ST TESH
e Fauitor e g @1 58 Tk df Scues R v A § o qen
TR YA o 3T T F FF I & {0 IR 311 39 ST=wid Taehi
w1 § T el fafe= far 1 frfor e o wnfirer S 2 e SRt
% fou gor fuior s faqom wafsti 1 TF 9@ @ 7 S gl

6. ifEw 3BT (Risk Taking) : SRA &1 fI90H &5 B amet 9RewdHi
3 TR S S Ser Tedt $1 qe § wfadd, 7 ¥ U B wo
off SifEew Sc= el 21 36 SREW i %A HE AN THE B A
forqurehl <1 T AT ST )

7. STSIR STHA (Market Research) : sTHf7eh w0 o I foque =1 T
YO T S T € ST FEEd W A€ S S Wehell € Teh SUNIeR
e %, fhat 7 A = §, TR T R = €1 3@, 31 99 ot
1 ST SISTR ST o W Bl 21 of: 38 off foque & %t o
wfet femen S 21

TH YR I8 T Bl B o foaue ueh faga umon € fowe smaia sen ferque
fopen & wnfiret Bt €, S Seare ek o Y el foshal & oI% @k =rordt Tt € o
SuieRT W= ¥ gig e 8

3.4 fauom s (Marketing Concept)

feraur e favor foem oo 21l o visg et €1 o ST § ikt 3w 2| Terferm
S, WA % AR, “fauue fo=R T 39 (Philosophy) 1&r@T Smadiae fa=m
TR B Seifeh U0 Teh Wisha AU AT e i o1 qlehl 8| T€ THieeh
% T d=n & 7% 9 S S 1 Al (ia g 21 faaue % 9gd qew & Hro
e o= 1 T R e foa @ #) N9 fawor faer o ae T s 2l

Principles of Marketing
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Touur faom st uRemerE (Definitions of Marketing Concept)

Hfeh foet T Mart & R, “faquH fauR o9 gerd 39 € S 39 faen @
A el e & fauor yar & gae S geedigds gt s g1

"Marketing concept is philosophy of management that strongly influences the
management of marketing efforts in those companies who are adopting it."
-Cundift. Still & Govani

3melt Ot hered & SIER, “ faque foeR geen @ frofa € S we fauom fenett
% TSI Tel GH=F T & 3l € ik T2 faqor framd ween & 3= ol § 9afa
B % IR e et Sifshan el it S % g AeF HI I HL b |

30 YR Torqur ferem, forqum feenedi o1 @t <9i= o aren Oer g 39 € St
TEHFIE ¢ 3R faque geen #1 ga= el 1 Thiha i g3 sfea s ™
o1 31 €1 9 ToER i S A T 2

fouur faom =t fagigar (Characteristics of Marketing Concept)
foror ForeR 1 e P s A fre ¥ o
1. fauor foeR sraEm wMeT @i fHaquE wTeT § a5a <
2. Touue foeR wesw w=fie &1 fauom giwan &1 @ fo=g A/ 2
3. fauum fomm fasha Y A0 W M T IR ANTRRY faha R e < g
4. fToquuH foeR Thipa fauM R oot <1 2l

5. fouom fa=m fouom sifuepit =i Heen o Tdi=g s I8 T8H & T
EGRCIR

foqur foaR &1 ST aTelt Hear Hagem IUET Sl aOHM a2 Sl STavashdrsti
1 RN T Tl €| SHE o5 AU e Te WeHl ol A W W gy et
AR T @IS B T THER G & A 0 el e Yenedi 1 faque feren s ©
Sod weehl 1 g it e W 9o WH ! 3fud A6 ¥ @19 8 9|

frfera shicer = aR fauom faem frefafaa armet = enerfa © :-

1. §Ted &1 FE fedl M= aewl & 9 & AeRaShqA a1 Teie &
Tt T Bl 2

2. S HeAH el 1 Afhad T YEH Hd € Skl A hord! 8l
3. G ] THIHd fauqur = ) steveehdl Bid 2

4, T H T & fore Giewa Fqom wrEiEn w1 SAEvEshd gt 1 S e
1 gotell % AN W WHHH Hdl @l

3.4.1 TauorT a1 QAT fa=r® (Old Concept of Marketing)
. UEd &% AR, “faum o %o wd fasa <A1 fRaent s wnfaer feren s 21

Marketing comprises both buying and selling activities)|” ST, HeAlch TS Hicish &
g p ying g




STER, “faqum o o8 T+t yorcT wnfer & <t ageti 3R Haneii = it g&d=ioT !
T Hd € SR ST Wifcreh oo i sHeee w8 (Marketing consists of those

efforts which effect transfers in ownerahip of goods and services and which provide for

physical distribution) =9l goft el el = 1@, “ faqum stefomes =1 @ Wi @
TSTEH T, T T AT SUAINTAET shi Scara b 21eare femen el 21" (Marketing

is that part of economics which deals with the creation of place, time and possession
utility).

TG YR T fTamam o ScasA e1fd ST 9o Td 3R % S W
Atk o1 Teon ST © s@fery forque & qUe fomR i Saas stiaee W S @)

3.4.2 71 Tauur &1 =T fawm (New Concept of Marketing)

W, Hewhd HeheR & AR, “fauvE @ iy, Sfe ®R R ge e TS Sd
IUeT= I W B1" (Marketing is the creating and delivery of standard of living)
FHivew, fed wd Marf & ER, “ foqoE T et giwa 2 fas g o &1
STEYIhdIst o STTET Tgd SR Sl € ST Sk LA T T&aT=RoT fehan S &1

(Marketing is the managrial process by which products are matched with the markets
and through which transfers of ownership are affected).

T8 TR 78 T frshorar @ fon foqum =61 s1ef Ui Y STavashdl & ey
SIS ST TS SU SHAN & oty wafia e € e o SHEHRT % wA-wed &
R o gfg 8 & I IuAED A Fgie Jd g AT W fmA S T

Touur faem & @1 (Pillars of Marketing Concept)

anyfren fauor foem oeqa: U@ wgsh e i & 59 i fawom =6
THeA 91 € AR TSGR 1 e T & 5N WSS el i wiid 81 39 fomn
o I SR T B i

1, W E;"ﬁET:l—ﬁ'UT (Consumer Orientation)

3Mf7eh e ekt o1 WaluR Tl © i Feem =l Weehl &1 3 | <63 T o
T B TR TR 1 A arelt e fauue e ue et @ el
TEh! 1 5 fag THHL HIA & q1 Teeh! 1 Tl T sTavasharsti § gfied g
R AW IER AU (Product Mix) | off qitEdT S 2l UEhRE! 3SR H
Fretfafea o &

() THY A SARA FEEAEA HT U o FErEd e 2

(i) G ud ga & feal o sifess gHFQr o1 W )

(iii) T TN o HNOT UTEehi h a1 st & TSl o™ i i sedi 2|
2. Teied fauur gfeanior (Integrated Marketing)

TH YR W & IR 91d doh ot & Tt faam faee fosht & fafime
SATHFN o Aga | B &I BT, T T (OG0 AL T W TET 71 TR 3HAT
faor et & A ® € Heen % o faar, S9 %A, Saared, faswa, foam, famm,
it STIEHM Ua Tt TS &1 FE ST M| qich Aeeh e hl AfHEw HH
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ol Wt TReneti 1 Tohiha ®9 § HE HE 1 Aot el el Sevd Wit g T
e gl

3, g e gfeenlur (Customer Satisfaction)

fauum faem 1 A STuR W Tes G ®1 991 S 81 39 Sfew &
STER TEh Tt & GeTad qedi &1 fd U5 onure &mar 1 MR ¥ 9oy
faaor form STaA aTelt SEensti =i =g foh o8 U =i g HE w9 SR 39 Bu
Hfe UM i At ¥ 31 T TR T | aad ¥ fuvE &l Tee ¥ YR gl
TeF W & O B S

4, IUMIERT HeaTuT gieehruT (Consumer Welfare)

snyften foque TR &1 98 Sien Ud Tdiad W §) 59 U ShaaHS
YR 1 Gt € v Tl © i ST & oAt s i eA W =ied i
ISR Aol 8 T | fhfad Sieer ey foar & gmise faaom four sAm
1 TROM 3d €1 S SFTER 38 TH U € Uk WH A & Fiqant SR § o wHe
T ook TRl B

Torgur fo=m 1 garfaa s o Teeh
(Factors Affecting Adoption of Marketing Concept)

1, Aekstent YIfa (Technical Progress) : T8-7T4 STIE-H IRl & FEIAHLT
(Introduction) TT 195 (Decline) & aiel THATEM i S hed ST @ T 3T
Hier BRI FH-T4 SR SR ¥ A ¥ 3R e UHY 9% 9N ¥ 82 9
%1 78 feafa fommm qen 7 weanet & fauom fo=r =1 garfaa w2 w1 2|

2, uRafdd SR (Changed Market) : SiorTfd @ e g% oI ot fauum fa=m
1 gHIferd Y © T SEE ¥ ghg, 9 § gy, o=d § ghg, S aiierfaE
i SR @ g AR uRafdd SR aRferfaat foque Hfifaal qen wrEima
g T @ #

3. uRafda faavur wream (Changed Distribution Channel) : ada™ wva &
foreRo Wream ogd oSt W a9l W@ | T9-T4 Hiemsl 1 S 81 el g wiaen
Toror & e ® ot At 3 © 1 uRoRerey o o wweE T fauor st
w1 9 % W 7 s FwRo A fawe faer vafad @ @ 2

4, fSd SUMWET (Organised Consumers) : ST TR0 AR = ST
1 GSd i IR AT FRR F gl ST W e €1 wRemeeEy
SCUTEeh! ! TEHGE! g =R e M STevas & e 2l

5. faefaa Wa WeA (Developed Means of Communication) : e 50
TR 97, e, 2fafest, Tefifiy, 3=t FF, Aard B A & gu
ST AT BT I H TR S S bt §1 T wRFefei 5 famom foer
=1 st yafem e B



MY Td YA fauur faum o o
(Difference Between New and old Concepts of Marketing)

1. sy fauue f=m wes =gEl! (Consumer-Oriented) €, STeifeh JUAT farwor
faaR STRRIET (Production-Oriented) T

2. TR ToquH TSR St =9e @ e S ER faquH fweanst & sac 9
et a1 fama ® a1 w1 fepaneni w1 off e feren wmar ®1 wEfe g
T HenTol € St STUIR o BedwyT 29 Ha-faha gt fpanet i €
foqum &1 3T A/ R

3. smfr foquM foem Ted S| SR Aed @ o Safid B TR SN Il
& alfer GO ToraIRem o STTER W S IcTE SMEA o o1 Fehdl el ST i
T I o wEdt @ S fh aaH wHg | sfad T2 sl

4. snyfte foER SustiT =1 GElqi Al § Sefh R foem & wm e}

5. iR foaR URE ST ¥ oH HHA T o <1 € St g faemn fawa
T HEHT T A FAN HT 96 FHEdl B

6. 3Mefieh ToreIR faqor =l Whisha faauH & w9 # war © o erer fauom

3 I fHael 1 99 ® Stefe WA fer | tar | T, 7 fawa
& fauom A s #)

T R SAYfTeh TaquM fomR dSIR STIEHM, SHE™ hl HHISeh ITEII,
3 fasig, s, dofsm, fammm ok i sft weeyt Ara € sefe geet fagom
fommym 57 923 1 Hed el faan T

3.5 fauum T 7&= (Importance of Marketing)

TRE 9§ O ST Hiftd off A sTeeha orEifia savasRand, a8
YA T SR SeTg FF=Tal 8 & HROT SqwierT foreR (Consumer oriented approach)
=1 erfereh e fierdt ST @1 & fEs RO f99uE w51 wee o8q eI 9g W@ 2
forauE o1 g & foTT gd Hec §1 SHE GRI ISHIR G W& i STl &1 SHEremo
H T T IS B FL I @A-Ged ¥ gfg Fa € faE 1 Aed
rrefarest Susret % fou aga i 815U faie qois <9 H1 39od saewen §
I o1 ST Heed BT €1 A 291 S TR i R 9 @ €, Sl SRt 81 @l
& ol foraue @t -7 wneard qree ot € 3R wie-w faue o Hew off e
el S T

4.0 |

oo o Wihen B S SeureA o o SuHiT | URedie S T S 2
TSN TS Yastl I Weh! ! STATAHATHR A1 <1 © FoFqd 37 l-Te o gf g
Bl qe IudiRT e H ghg wH A qra fRa S weh|

oI 1 ST Sehio o Hieaw W o4 el ST Gehell | 98 3TIeh SO ek
fopaeraml 1 fagor 21 fqomE & &9 & SR FEisE Sk fawE, Sairg i, wied
Frufzor GebfSi fashar, fauvm, stqgam, famm enfg foransti 1 wnfae fwen s @)
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W frERe # fquE @t Se et (Product Oriented) HFT STl € ieteh
smefTeh foremem o faque =1 areeht SIRTE (Customer Oriented) HHT ST &1

5.0 yEdTfad Y&

L.

T TH . S : U YeeE-iee We gy S|

2. Sf TH 9. A : faUvH gre-uead 1 9fadfei st el fafaes

3.

= feeet
2l A T TES : fIUvm yer-weua T W Fwe oL fafiee (7 et |

6.0 T & ToTg wod

1.

fauom fra wed 82 fauom &t 7 wd QO uronett o 9% e
What is marketing? Distinguish between old and new concept of marketing.

“forqur T 319 T EY B2 SHET A TF RS & Scrd @ 21" 39 HUd
T TIEHI0T HITST T T Y IdHH STTHRN k1 foar J 907 i)

"Marketing does not mean selling? [t means the creation of a customer." Clarify

this statement and explainfully the modern concept of marketing.
forqure o o e €2 fa9oM ) Yepfa W& Sl w1 9o sifa)
What is marketing? Discuss the nature and functions of marketing.

“forqur 39 eiies fafafiEl w1 e @ S A R Yenslt % yare
IR W ST i SN T st 81" == Sty

"Marketing is the performance of business activites that direct the flow of
goods and services from producer to consumers or users." Discuss.



B.Com. - II

Paper: BC-205(i) (Principles of Marketing)

Lesson No. : 2 Writer : Dr. Manohar Goyal
TR farufeertor
(Market Segmentation)
Structure ( TU@T) :
1. i
2. e
3. fawa s e

3.1 AR fasfemertor 1 e
32 aR faufsasior &1 329
33 aeR faufeasto & €7
34 gumE gl &t avaha
3.5 fawufeaertor qen faqom wrHifa
3.6 o faudieRt sk aeR faufwmes
3.7 AR faufaasior & memR
3.8 SR favfsrieRTon 1 A

4. HW

5. gl i

6. T & faT ge

1. 9qfueht (Introduction)

TSR S BB WUSI H FieA AR fgufamaor €1 aeR faufaaso ¥ e
AR 1 FHSIA = e fostdta e 21 e stmaia fenelt areg & weeferd saneit
o quiey o Tard & g 3 e o fer, o, onfk w1 gfe 9 fue v #) safer
HAAT Pl TR THA THA SFGA o0 TH AELIRAA B SR T TASTAE THRI
o afer 1 ghal ¢ food TR W gamEgel g ¥ fEem e s ww

2. 39T (Objective)
9 IS h1 3TEFA A & UvAN 39 qAA Th Th—
(i) =R faafFso @ =0 aed €2
(i) "R faufemeor & =T
(iii) SR fawfeeo & g
(iv) FuTet faafaehIo St sTavasHang
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(v) Taufeaszor qen famom wrEifa & ar o
(vi) =g fasiieRtor ok areiR fasfaasyor
(vii) SR forsfemenor &g feman St 82
(viii) SITSTR forwferehTor 1 A8

3, fawa &1 yegdiaRor (Contents)

3.1 SR TaoferentuT @1 319 (Meaning of Market Segmentable)

G <TE 9T ST ¢ fon el oreq o @eft wmeehi ® WA e Bt B STHE
% I §1 SR ] HHSAE, 37T T o o avffed feran T 81 gHsidig e
A fRet 3R A oG P Y HARN A qEATID wared § G " § @ W@
TEMA W S €, S1eiq T, 07 iR Uhfd 1 3 ¥ J w9 T W e ©) e
FR faemda SR § 1, fhe a5 & weTfaa sharedl | 99 Al | 4O €9 9
UG el B SI7 har TS F UG T U T I W TH TG OB T HRO
Tk T T YRR % WEhl & THIAE % fOTU Ush YRR hi og ST € 3R TR WhR
% TEH & TUEE & ¢ T THR F| 36 FHE 9 T aR &l fafa= gvel §
fauisTa oh< oidl B 1 39 WUl i ‘aSIR Ta9ieReheor’ hed €| 39 @USIhITl i 3R
314, 3g, o, fonen, wa-"ed &1 WX/ oNfE B Fhal B

TR faufaaeator @ ifum fordt s%g & aeR &1 fafy= @vel e Su-aem @
39-@uel ¥ died | 7| T8 hE UEH Bl GUH THfA, N, Savashanst, Sfaa &
I e S R
DEFINITIONS OF MARKETING SEGMENTATION

WU & AR, “ TR faufaaeror 9 s fod a5 o wvol fosmda ek &
3% ST-ANR A1 I9-@uel ¥ 39 R fawfed e o ® % g 39-eanR @
39-GUs H Wl Hewqul qeqs & WA il

fRfeTT Ficer & AR, “ ISR & ®dist 1 TS ST o dier a1 faamfer

FT R AR Fheand ©, e s=id frdt ff Suar &1 9 a8d AT
fafere faqum fagor & =1 39 a&% 9gn ST g+ 1"

Hfveh wd ficad & e o, “SudiEmeN i IRl favimare, W9 e, 81y,
TR w1 feift, sufa = ifq-anfferzor, Gmfas frafa o fen = o @R 9us@ o o0
1 R e sed 2

According to Stanton, "Market segmentation consists of taking the total,
heterogeneous market for a product and dividing it into several submarkets or
segments, each of which tends to be homogeneous in all significant aspects.”

According to Philip Kotler, "Market segmentation is the sub-dividing of a market
into homogeneous, subsets of customers where any subset may conceivably be
selected on a market target to be reached with a distinct marketing mix."

Cundiff & Still, "Market segments are grouping of consumers according to such
characteristics as income, age, degree of urbanization, race or ethic classification,

geographic location, or education."



TSR TarfeRmeeor § ek oq o TSI ol Tl = SY-aSTR) | =il ST €1 fervraii
I IT-aSR 1 e & UEH! 1 IOl KTl A Fiar 57 TEehl 1 T8 TN
STERLUT Y Th-Th THRIE o1 3 T 56 YR o THIE i SR a9 a1 39-aR
2T TW THR IR I 9= queri o 9l #1 aeR faafaaso Fed €1 aeR
fauferenol a9 @Ue # 3= 21 oSIR faafaaenor uh T € fSoe g/ ook ol
fafy=1 @vel o sier S §1 IR @S F 99K 1 TE 90 @ {99 99w e &
HI-=TFER ¥ THMFA e S 2l

3.2 IR TaerfaaertuT @1 3894 (Objectives of Market Segmentation)

TR FAfRFI0T 1 3299 Harstl & i St 3= 91 ST & ST 9l o 2
78 TR TGS & T kI JAIT B §1 3Tq: IH IS & AR & UF faswen
g oo fafirl s s 7

frferd ieer & SR, “ AR faafasor 1 3899 ®wasll & o= T 9 9
=R T T oA € TS o S W e Rl A1 ST [uuH he e g sl

TIIUE T & STTER, “9NR fanfaasior %1 353 el & &g 37 </ !
i e ® St o =R &t = T faferel & e o gt o wehd €l

According to Philip Kotler, "The purpose of segmentation is to determine difference
among buyers which may be consequential in choosing among them or marketing to
them."

According to Esmond Pearce. "The purpose of market segmentation is to determine
the difference among purchasers which may affect the choice of market area or marketing

methods."
31a: 9ok faufeaeo % yq@ 329 frefafad § o

1. SR AR & SN HarAl i STl GHH FHiq Sladl & a1 o
& SR T GHSE o o «iel N1 § @ifh ok ot o ferg sfea faqum
ST S S Hh | SE- e o, e a qen e ot & susiemet ® fog
STETT-STeTT 9IS 1 IQ B

2. HARA H TrE, WS Ht A, AEIARATS qUT SR WAt w1

T SRI

3. fafe=1 a1 el & SRS T TRTEET 1 A0 HE TaquE aeal i fifa
AT BT B

4. ISR faufaaaror 1 <o Seva I8 © fF fT & ° yoe 0 @ 769 Tew
T T GHS B

5. @R faafaqenior &1 i< Sega T i Meeh - ITgel a4 7 959 e
T T TR AT FHHAT ST Feh |

TR fauferdentor & @1 (Advantages of Market Segmentation)

FER faafeo § T e @i f&afa= o9 o 2 © -
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Hge fauuE e dOR ST : Fegu ISR i fafve @vel o fave s
T Tl Ggg faUuH HEwH AR i | Uhel B STl B | 39S 3w gt
FRIfo AMEahi i STR{HA T & foTT T 2 fIavM FRiRA 1 T3 7 Hh
faf=1 @vel 1 sTavasmarstt & IR fafa=T faqum swriwe =1 7@ fea
ST Gehe 2l

[T hT ST SU=T : fafa= IR @uel @t avaRdiet % ATUR 9%
ST fa<isr T8 fauoe el &1 TN FE T ¢ T 9 @vel § fagom
HEEATE A B © Fel 990 = &H W@ S e

TEUUT TR T UaT AT : SR fawfadentor 9 foaum staedl & gwe
o eiferh SR W 1 ST Hehdll 81 o Feford gfaedef shi 3@ent Teoish @ve
T YIRS 1 S BT ehal € AR ST 1 Wed S T qar &
ohal €1 5 @uel § fagha &t Aen %4 Bl B, 9el R R gis @ fou
faqur gfaensti o savesh TiEdT w1 Tk B

yfaarfitar ot 3Tfies UHTaee €T ¥ AT Hr W fafa= e
wuel % fau yfaerdt & e1ey fy=-fa= fagom dfa-fifa =1 v s
gfaeayt K1 HEeIel 1 9 9o oA S "R 21

TiT H e T RO : IR e {9 gemereht st A= TR
TUEl T G ! THS H FeTadl il 8| TROTHET FEll & Taweidh
ST g & O SR AR % grgof @uel & et i AT ¥ 3t S
T R g €l

Sfera Saaren ufem & e &6 ® e %13 foea T 9w aeR
¥ o ¥, S HD Bl TS HT A SR B IS Bt & g o=
HaASA FI SAERIRA HT G T8 BT THY hdl AL Dl 3e¥F YU T
BreT| THfATT AR farferderior & R YT shell THE i o Ha=il STewasha
1 1 T ST weha B 31X W fershan Scareet i o S oeqet v Wit
F Rl & S Gk Hell GYE HT AEwARARA I I F TR

Tomma= ® were : fafv= shar wel &t w9, @a, steavaswdst aur 7o
T T AR YA oA Hew w1 foreprd fomen S wehan 7

3.3 IR fawfermertut & fafi= g (Different Methods of Market Segmentation)

AR | faufm & 2 fa= g0 &

1.

2,

YA Shal ol Teh T HIFAT : IS TSI aahor & 36 G % STUR U o]
% SSN i Sad € @uel | fawifsa feran <1 wenar © TS el S9 o &
Iueted €1 T8 39, fgid W emefia ® foh shal @d H T 9K B, il Tk
Tk 1 STERTHA Ta B! STeT-37er et 81 W 78 e Tl ¢,
Fiifeh WE: Tk o o 3 el B & AR S Faleh folU STem- 7o SeIR
Gug ST TR el Bl el W 9] % et 9gd A BN € del oqurehd
T 39 @ 1 YA GEE €, - BATE SN A1 HHT hREH i w9

ATl & ST S ST ¢ STReRie fashal T8 &7 i &1 3T ©1 399 Th
YT & shalsll 1 Tk oFl § Tl Sl © S 371 Tk STl arSi HHT STl
B ST & o, =fg whig fashar sharetl ot S, g&0 o gl | T Han




7 0 3T IR & I @e 7 B e o sifq, o, 9aee 9 s w5 =
7 Bl 3Eh! Bt At 7 H 2 L@ S|

3.4 et fauferentor st 3Tavaehad (Requirements for an Effective Segmentation)

TSR h1 %Rt e W 1Y ST THA T Uehell € STelfch SSTR @USH okl ST fogur
FHRIRH I 9 I Topart-ad o | fohan 1 5eh | gl aeiR fawfaaan & fau swg
e faeaet &1 FAe w0 4 fauured w1 fafafea sl e e < -

1. HIOW AW : fasdl i e ¥ grafea T 7§ e e wifeT ek
g YA Ut B TSRt ST @ A ST wew, fSes aeR @vef &1 i
e ST Wen | T 3T EIet 1 faeoaretl sl TR | T T8 S Hehail

2. WM UES : g faufame & foau o8 stravas § o fasar & fow a8 gem
B =Ifeq fF 9% %0 ¥ w0 TS ¥ o7 T 99R @vel § 1§ T SR
=AqH = W 90 FEEHA Bl GAET G W AR B G|

3. UHwdr : T 96K WUE 1 SRR T 81 31 Afet, e T&e |
s % U 379 fFu S° ot fa9om Yo avsEE B 9 qen T §
faUom SEEY ST ST 9|

4, QUTEYMET WUSHHRIUT : GHELCT WUEEHI ST o o g o o foman
ST TRl 7, 98- fRE &9 ° R &t fawt o 9fg & faw fauwom vt 9 o
o1 R ATl T T&AT A Dl STH T T A OH W IR g1 SE S foR
%R % HIA TEd Bl T YA U @M hl ATeeh I A HH A A A
T Fie fezn S o1a sifyeh o At ot & foru svavaes fauoe garEi g/ Sri
1 fasha § gfg 1 1 gl 2B

T faqorehdl & feru oo fasfedentor =1 e Sae 9T 9 AT arel Weehi
1 FHSTAE o | wie € e ¢ 3fuq seR-@ve i e e oo b
=1 9ral &t ot e W gnm-

1. SR @Uel %1 i a% % Y ¢ A1 T
2. SR @Uel 1 T faverwur R st gwe B A T

3. @ve H uitvfad SAfsaal sl 99™ &9 9 ga4H fafea @ gafea fean s wem
1 TR T I WUl B T Tga o fog foaae wd HaEd & @l qe fom
FaEel SUIH € A T

4. SNI-EUES] sl AT el | Shalsli ol TATHRarsT W & 1 hish , i
SRt G2 HILAH el & AHN W i w1 =)

3.5 Taufeaertur aom fauur Tor-itfa (Segmentation and Marketing Strategy)

Tk o @ sharedl § T Wi S 21 aRoTees Y U o] SR H qHSTd
T A9TE BT B 3T: sharstl 1 Rr=Aar = &y Uk fashar stot fauom dfa-Afa o
=R HL Fehall 2
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1.

a19fEa fauur Gfa-=tfa (Undifferentiated Marketing Strategy)

79 fifa-Hifa & rwta foshal Ush &1 oq 1 SR Hl § 9 Teh & forqoe
T o g W Wi i ST AR AT hear €1 39 foqum dfa-=ifa
& oTia fashdl harstl & o g =R T&T Har qen It Haet » fow s
fouur i Tk forTaa Hifd, o] 1 T € sl qen Tk Ui 1 WENT
B THH UEeh! i GHM Toreioarail W e o S @ oIR oeq el s s
® for weft wreant o1 oresl ol WA § arferepier e gelt Hifq 1 g )
T HH Y -

o STRA AN HH Wl €, ik Th € o 1 i fohar S #)

o fommm @ st w9 = R

o TUT TN S2e T ik Uh & YN ht =I%] hl SIS Bl 8, SE a%]
o1 Sferd =1 1 WUE fhan S €1 4 v A e S Al gk 9w

&1 3fad AT TR w6 e U @ et Afe UeR 9 e
BT de 37 W@-T@E W AT g HE B

o TR NG den faque STgHUM v off FH STl T

o TN B UHH YaH FF i FH @A

Trerd : ww frfan aew | 39 A 1 o © afed Se-S wfefa
wgdl Wt @ et 5@ Aifa o gem % forw e 8 9 2

dgurayui fauur dfq-ifa (Differentiated Marketing Strategy)

39 faqum fifa-+ifa & st<rid SR &t et &t eTavashaet den favraey
o fo=TaT & SMUN W 3IY 3% @uel | fawe fohan S @ 9o gk i
T & Iy eterm-eterm axgeni w1 fmio feran Smar 81 UE R 1 SR
stferes st e el @ e oy sifereh & T 99 Wedsh SN qoh T
T | 3N - fegEaH wier fafads, awaE &1 wF 3THE oS & T/ &
I SR ToIhal il €, S oo, ST, aghe, Tetiter, diee, oo
gitm| sifea faom fifa-Aifq =t v favward fr= & o

o TIF ISR WU & ITEY TN STel awgeti &1 fmior fhan s 7
o =d foqum Afa-Aifd & srwrla s dfem =<t wiedt )

o foa o2 YuH W e S B

o 7% faqum Gfa--fifa e -erfage T

o IT® el I T AE-oie! 9 # w3 | uid 3R ana eIt
It B1 gtk ®9 W 7 -t e € foheg oHeeiies g o @8 3fa
=1 YR &1 eI A o gis R ® -

AT
Treerd : 78 ifq W srfagel ® Afeh o8 w1 € n9- i e dEn T

TET &1 TEeRT A StfaE B e o W FeR ® o emat w1 qern o Tt
forw srgama # =t 1




3.

iga oo dfa-ifa (Concentrated Marketing Strategy)

g frfar St 9ot Ao ¥ U @Y ge T9s TE B 9 39 wfEd farom
At 1 219 €1 3 SN & Tohel T 9 W g faque vt sisa
T W ® 3R SEH 9N o WEHT ] T B BT G A ST 1T
ifq 57 weenaAt & g ot U S wehdlt © TS anfefer e Wi e
%1 20 TR e Afd 38 Tua f STOART S Wehdll § Selfsh oq 1 fargoanen
H TR AR B 9RA § TH YRR hi ggd-Hl G € S 59 WA hl
ST &, - 3Tk Tah1ersh Heft fawall 1 T&aeh TeRifema 7 F3h k2 & fawai
H T % WeRTY 1 T4 hd €| HiTeeT W, 3R A =t urgashy g
% FRH W I, 1S, HHSIY o T T R & g for 7

Treerd ;3@ fifd i SR A wEen w1 9fae Tw g IR W R e R
I HEl 37 TSR A1 fawad 1 ga fhel YR T 81 T A SEen w1 itk
& TR § Ug WA ® AR SUg IAE B W Ay ot afues g 2

TauurT {fa-fifa @1 === (Selection of a Marketing Strategy)

Suger i Sehteqes fauur Gfa—ifaal &1 7 Hd & 9% 98 ¥v sedl © T
T | SE-E fauwom Gfa-fifa sifus St €1 ema: o Hifaa ¥ 9 fee ifq
YA STE, g T i o He] & oM § Wl e e S Sk o-

1.

2,

3.

4,

wfe=ifimar (Competition) : wfig=st frafar fme forqum Tor-+ifa =1 oM = @
#1 =g giig) SR fauur To-Hifd o1 e o © € o o o o
=g ifd 1 ST F Tohal T R ST SMIH] el o1 Hehell T

%] Teh&Udl (Product Homogeneity) : I STeT-3TeRT IcIReh! GRI a8 ST
el el § I TET B A1 31K 7 o SRIeR © e URe i TSl e
& O Wt gl = for erafea foshar Afa-ifa 1 s sfea g S9- o
G T M H T, Wie K| gueh st i seqd i afteds @ s
T T, S9- e, FR, o Hiem onfz & o afsa faswa Afa-ifa =1 g7
o ST Tk 2

%] @l Site @igh (Life Cycle of the Product) : SR &1 *f T St =k Bl
Bl TOF SCR-TRIAIHL0T ToehrTE, URYeedr, Wi o o i reeenet o
ToRel 21 faaur Gfa-Hifa =1 527 59 9@ ) ik € 3o <9 w1
AU e o i ToRd Foe | 1 ST IS T We, BH A1 HET 1ot
TS ! AR A Tl IR FHferd I § @ I8 9% Hi IRMETH ST St
® 3TN 3 SFOE | W 1 Y@ Seyd %] i Wi H gig S B 81 s’fern
Tt <o ® sv9fed faqum dfa-Hifa w1 g F =few) S9-S 9% w6
W gfg & 9fig e 3 =8 =i | gfg T &9 uRor w1 fashal w1 dtgd foque
Hfq-+ifq 1 TR 1 FAH FE =AM

gk THEUAr (Customers Homogeneity) : oo Gfq 1 9@ 56 9@ o
ot gfo Bir © o TMEhi hY THM He qF B2 A AEHT BT STERFHAT,
TH= o faeand, Jond e § wHEar ® Al AewrEE i st Suge §
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Tehell B1 TH Yo AR 38 foreia feerfer © v oreehi 1 vl o Srerveeharsii
K § T T A 37 HAfa Hisd S12@n dIAE - IUgET & Fh ¢

. fa=itsr " (Financial Resources) : @t fmior & faxiar = = fofar

el w1 Ha fifa w30 71 Al foxia wee e § @ wRweel @
AL ATl oh1 STIAET ST Hehall B il Afg eqfeier |rem Hifed & i
wfzd Hifa =1 & ST S Hehar B

. W& Hifd (Government Policy) : %™ =ifq «ft foaom or-Hifq fruffa

FT H TR TTer 1 W & o, Ak TR R ong % 3 &1 3faa
fomo & & fau w5 sfusr o 2 o af Fmfa #1 s9® sIRel *1 e
Fh Bl ISl & TIUUN T ZET A BN, ST IFh f9%g HEAR! Al

STRATH

3.6 a% faddieRtur 3t sTor fawfaaertor

(Product Differentiation & Market Segmentation)

aeg [ 1 1o 5@ T foshar o1 H O o%q A SR A foa w H wga

Afereh WREIFTA 1 T 6T B © a fashar 1ol 9%g & oAl § R kI © @
Seurg, faddieRtor st dfa-ifa 1 sToemr 81 Seur faudieno & er=wia fesbar 2ty
F-Y- Tk TR e el § A SR W e 9 AR GHe 1 4
Tl € T U o Tl g @ 7 heret 3N € Sieeh shalel o foru TeRAS %]
B S SRt B, THS@st e STevERarel wt T w 2

o fa=Tar = & e fashar sTot o1& & U1 § h1E GRedd J81 shar g o

1 YRR, SRR 31a 1 H YRed e a1 €, - Fegead™ ofior et 3 3o 3rem
T G SAHR & T & WA s B

g faddtetor qar ster fawfadantor § s
(Difference between Product Differentiation and Market Segmentation)

g faadieror

IR faufeaexor

3D AN T IAW SIGR HT Th
AYSTAIT ghls ATIHY Uh B ThRR
&7 fauo wRiea o] far Srar 2

EXSE2 A UhH  IOTR EUS
A=A dINR Wos HHET SIrdl

=

TG e T fIRE IR BT o=
TH D AT BT B |

TART 92T Udh HINT IR Bl
TGl 1 gfd W it e
T B

TG NG g%y fdME AT [ATR

§O® id a%g ufdd @ fawR

f~=ar agg ¥ T TR Bad
A S IR TR BIA & e 9%
YfdT ©IeT B 2

fopar omaT & | e 6 od@ war
B AAIIDRATAR AT
gegeTt @ AT far S 6w |

s o @ O B A F Ay

AIAT B BT U AT ST & |

S g @1 A/ wd g § Fge
BT § |

yfaar famaret & g wat 9 999

T&] @ fam gem @& fou Aguem

@ fay a%g v &1 WERT oA g
=

o fufaaexer o1 A o

KiciR

SAPT LT IURTE T |

gD I TRHIE & |




3.7 ST TaufamieRTuT & 3T (Basis or Criteria for Market Segmentation)

% 1 fauuE FrEsE gfee & erala aTe fafRes Tk yHE 92T ¥ W
FfeTE 78 ? % 39 aoR faved & vewm 9 SU) aeR S fEaf s w5 R
ff T oT=81 &7 el THfAT faqu arie Jgd § SMHR & TR 39 TR !
SeAfereh WA § ol @ S SEeht SieTR feivar st Ry w gk | S i fase
FH H1 T g famerd € 1. Sy faerar foaramr iR 2. SusE faamrem

faUUE  Yaerer g U 3 g1 fIaReTeT shi STITehT JeR fayfarenor fman Srar
B SR ATt & MR ogd @ 8 Wohd B | v T Tzl 3 ok fqufaeno
F SMURT ] 74 YR Sa@n © -

1. Basis for Consumer Market

2. Basis for Industrial Market

Basis of Consumer Market Basis for Industrial Market
1 Income of the Consumer. 1 Kind of Business
2 Age of the Consumer. 2 Usual Purchasing Procedure
3 Sex of the Consumer. 3 Size of Uses
4  Degree of Urbanisation of the 4 Geographical Market
Consumer. Segmentation.
5 Education of the Consumer.
6  Religion of the Consumer.
7 Geographical Market
Segmentation.

fafy=1 fagmi & gR1 T 7T SR fawfeaenon & fafi= smuR #) 3ra: ed =@l Philip
Kotler & g €T 70 oo/ fasiferaenton & e SR k1 019 i)

1. «irifereR 3™ (Geographic Base)

R fafafsaeror 1 9ad Tgel qe1 Y@ SR ANl i e faevar 2
U HT IeARI W G HROT & fafa=rar ¥ en weit-wita gited €1 5
SR & ST Amiferss &l a1 Feior foman S €1 e Feiar e 9o vl
& 9 U &, T &7 F 3Uel &, g9 uived, SR-Iv feen H ot anfieha
Hehdl Bl T@ TE Wfcish YR faquM Yerershl bl 310 TaTH el T, ey,
ForgA e oo WEl w9 § §AT i & fou aret s €l
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2,

3.

4,

TSRkl TS AR 3Tk MR (Demographic and Socio-Fconomic Base)

99 fHid oT9H UEHl & WHE W AR oI, Iy, adwE, T, U,
e sfd, o, 9RER R Mg & MR W S Gohdl & SHifHRT, He
SHHEA 1 SR T 9 Tt 1 eI ®| TH qXE SHifhshl o HEISeh
afier faaferRertor T i el € Th whin W UTesh oq Je Wl i @eAT =
&1 W 78 wie favwd & R ¥ o Wt yehe T Hedl| iR Tel agd S
T qoh SIS TSR0l o TRy R ® € o

() 7= (Income) : T ATK 1 3T SHHT Ha-Vfer i Fifd Hedt B St
3T STt AT i YT HH T I S i S Wi foeqa fa=1 g
Tfery fashal 1 1 I a7 & SATHTl o ToTQ Ao IEqstl 1 gAE 9 3T
e T9 KT =1l

(i) 2T (Age) : 3T & SM&R W +ff TR fasfamanzor fban 51 e 71 FAfH
3G & AR P FHRO hardl w1 9G=<, &, 01, AEvghand fg=-fa= gt
& S-S Fwfan o fashar ST STerT 1 & Shelell & foTu STenT- STer
fesmet T i & S IR 36 YR foshdl 1 TRT- 2T SNk @vel §
ITH SEATIHATER B FIH H =1feT

(iii) T&T 9T (Sex) : fofm & 3MUR W o faferaror foran 1 weran 21 AR
S IR 2w 1 Afaew, AHiGs, THEHS Savashdet 9o SRdl ¥ agd
=R I @ R

(iv) Tt (Education) : & & o W o Ueshl & o ST ST Whd B
SO-Hifge o 318 wiw, Tae (Graduation) ek 421 Swd T¥I& W Aw
FARRR (Post-graduation)|

) =TEEE (Occupation) : I9R faufaaaiol 950 3 =TI & ®T T A
efd e €, iR e HHHE o % Al 1 wA-Ted e
3R feraRA <1 &7 q @ H F qh H Tgd TR BT §, 99 I qe
R HE et w1 o )

TSR 3T (Psychographic Base)

T2 TN T ARRIHTOT 1 Teh T = §1 Feireh T qut foramemy
T TR G WY T SR ®9 §, T8 T fafer= foamemy 781 %1 7% faamem
USRS BT WA AR 1 AU HA | AR AT &
A, foaRem iR SieT deftl ST favivand g+ & HR0 Wehl & 98R
fafy=1 seqati #1 R fa=-fa=1 2 2

Y hl MR (Basis of Profit)

YT T Tk 9T AR & A Bl @ g SUAEASA w1 fafe= gforer o
Su-fater ferean sar €1 3 oy fafe= Sl | fa=1-fa=T &1 wehar 81 9 e B -
FHTIRICI 1 Tae], T, i 1afer Tk FA e ot S 3R O fasha sentw
7 o 1 31 I B 3T AN W 7 S SN I 3 A B TN F H et



&1 - TR & 3 SIS IO H U S €| KB Sl Al Bl THF, G B
AT, il Bl RA @ Yok, SR A1 FH HIEd A o9 HT 0 @

5. URHETOT &1 MU (On the Basis of Quantity)

TS At 1 HA-H R T AR 1 faTReR 8 W 81 T
foeI9 ICUE 1 TR T AEN ® SR W fa=-fa=1 Tk favea T i SR
TN ST Fehdl B | 39 MR F =i Ul a% i ST AGN § ha A a1l e,
TEAH A1 H A HI A TSk a0 At AT H A BT A1 UGH hl a% hl
T WA T G TEF F AHR W SSR B a9 fFar <1 e 2l

6. T&-9qg (Productspace) or (Brand Loyalty) or (Loyalty Response)

T Taafeaerior i1 e SR 7| 30 3Tid Teh T foviy | Tehi § sTE
o <t ® T o 39 Froian =61 og 9 o= Frofarett =1 awgeni © qorn 3 fomm
T 3ThT SIGAT 1 TA1 ST ST W | 3H SAATN S SMHN R ARHI & TR I
TSR Fafeeheor 1 o SeEn < Hehal 2B

T e ISR faafre & fafe= R @ f9= swar-fagmar o1 Sevashd{ar 3@
o o Heha

3.8 SR Tawferaahor &r W& (Importance of Market Segmentation)
o fawfeeato & Ae 1 f19 TR § Hogmen T 8-
() fouoTT srerERt T uar e (Identifying marketing Segmentation)

SR faufoertor & wrezm © T i 370 o oo i FrIEeT b1 udl
o Wehell €| 19 oo § or%q W Tkt A ® Tl W fedur giernsd | 2e-w
T, TUFHNSA ] T HT faoh] @ S Fehel T

(ii) Taour s<e =T sfleanT (Allocation of Marketing budget)

TR faufaaentor & suR W faqur asie 1 ey ifusman ane s S
ok 21 T o1oTRl ® oAt & fersha bt qeeATd 6 € S T ol ferqoe
5 S F ATYR FH @1 S okl T

(iii) Wi iTaT & woTEeRT € ¥ e (Fight the Competition Effectively)

R faufeaetor & aeem 9 fofar o9 gfagfeat 9 g9es™ &1 3 f9e
Hehall B

(iv) o%g UF fouurT o7diet o WHSEA (Adjustment of product and marketing
appeals)

TR faufaator 9 a9 &t Hfa &1 3faa S AH ek faqum stdtet st
SE TR ST S Hehel € e T ardied 3tferes geet ue SweErE €
T AR AT § Aforr WEeR! 1 T AR ST T TR

() TS fauur wEisA (Effective Marketing Programmer)

TR faufeertor & mrem 9 fafv= @si & fou - fam g faqom wesa
TR S GHA © 3N WEH! FY FH AN T TS Fa w1 S HehAl B
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4.0 |IYT

THEIA & AR W ISR H DR-BE Tl | e 1 Hehan IR faferenor
FEART §1 TS F14 UEh! ! TAM FHA 0N STIvahareti Td &2l & &7 fha
ST €1 ik WA i Ueeh ATTHEN S ST Teh 3R WEehi ohi Tqee T@ehT T HHmel
S Heh | TR faafaastor gr1 faqum yewae fafr=1 9k @ei 1 Hog-Riiad w1 99
Thd §| IR TEY GEI F FeRh AT g% & YO 3R SR P gl @uel &
waeli i W § Sfed Ser Tt S Fehd B

FHEYU SR AR & AU SSR @us! 1 ST fauoH wrEied oA o 39
foranfad & H T AMfEW q 59 YT foaquE Tor-Afq off aR fawfadeo
W AR FwA T FAE Faet w1 o SR Tk faa e fawom o i
(Marketing Strategy) H 3T=<R &Y Tehdl T| 19K %! BB THe! (@Ul) H a1 &
foru wga 2R € S Aiiiferss WS il FETR Sl T @ foque yeeed
SAEATAHATHR b a1 Toh U Sifefsh STYR 1O Tehell B

5.0 yEdTad Y&
1. 3 T SEel f9uvE Yary @ o9 I U R dEde faffes 8 fae

2. W . A TIYUH Ye : ¥F9d 79 WS hiH] YEae fafdfes 78 e
3. wE H SH fIUE gy ; uead g Tue el yiEee fafafee 98 faet

6.0 T & Tow uvA
1. oK faufaeto g #ed 27 39 fFd 3R W SR & o9 &1 fave
2

What is market segmentation? On what basis shall you segment the market for

car?

2. AR favfeaesto & 1 32vd B2 Sudie 9l o favufedeio & fau fea
SR &1 ST fme S 87

What are the objectives of market segmentation? What criteia are used for

segmenting consumer markets?

3. fm= m e fafau-
(a) AR fawfemeror T oxg faveie o o
Distinguish between market segmentation and product differentiation.
(b) fawfaqerzor qen fagum TorHifa
Segmentation and marketing strategy.
4, ¥R fawfadeao vd faqom wrfa ® e fawga e fafa)

Write a detailed Note on market segmentation and marketing strategy.
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Paper: BC-205(i) (Principles of Marketing)

Lesson No. : 3 Writer : Dr. Manohar Goyal
hal HAER

(Buyer Behaviour)

Structure ( TU@T) :

1. i
2. /W
3. fawa s e
3.1 hal SEER ¥ 379
32 %l FAER & STPH H1 Hed
3.3 %l EeR TS Ha-fama
3.4 hal HIER S Y H oA FHh
35 %l A1 %A FEER & HE
3.6 ohal FAER | IREd TF IHeH! faquH W g
3.7 YR YIS 1 %a FIER
4. W
5. gEifae T
6. T & faT g

1. 9fteht (Introduction)

fauum & Saysusiear 1 fiwmt w1 g€ Hed | AT WS HI HT GHHT Bl
g e et S 1 A B 1 g A 9 s e fauee et g
FH % ToIU ST EER H1 T O W @I 21 hal & Sed "eel & HRU
Bl o1t farque, SuseRT TR (Consumer oriented) & 3R TR =1 T HFT STl
2l (The Consumer is King of Market) %hdl Se8R 1 TAT HIAT 9gd hicd Tk
MY h1d B s g0 fore e shar SHeeRr 0@ =afwal st q9H e, sTgww,
T € WHEE, S o o W € o1 off Fe-fae 2 €1 31iehet Uoh UeR % e St
T TE= ST ST Bl 71 e 1 AT 78 § foF ol FaeR 1 $FHAFG ard a1 I
woIer e €

2, SE9d (Objectives)

TH 13 1 STHTT A o TN ST THH Fh T fh—

m Sl SHEER T 3

B %dl FOER & AT T Hed
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m % SRR T8 Ha-fawa

B %l ISR HI GHIGA T Al Tehl H TR H
B Fd FEER | URadd U9 3EE faUvE W gae
B RS SUHENSA HT hd HERRI

3.0 fawa =1 YegdteRtoT (Contents)

3.1 Thal 9T SUHTST STEER | 31ef (Meaning of Buyer or Consumer Behaviour)

Hl SHIER AT 1 T &5 2| Hl SHIER FTA haisdl o SUHFNS g

Tl T HelrsT % hd Rt ol st gefaa i At deal Ue RO 1 Iam o,
YHSA A1 S &Y [II0M FIHhH TR e 1 Tk G &1 hal 98N hl AR
eI 1 HA TIE, A ST 9 HA WS HT Tl T 1 TH WA el A1
SYHIRT, STIER & A= §7 =R Sl ol Gl @ STl 8- (1) ST el e hdl
82 (2) ®9 HF B 82 (3) ST HA HI HEN 7 (4) STHF FEl FI
&2 3 =N ol 1 foaegd @i e TR 9 R -

1.

2,

IYHTET el v hd & (When Consumers buy)

fordlt oft o =1 Ta1 & fa9UH wdl S FEYLH TE AT HT FAH HIAT AN R
Hdl I& A1 Y H Fd %I HW ¢2 39 91 K1 T M & oA Fauom gemen
o e | 7% wee e =feT fo Sy fhy dem § wiiga 827 e i wdea
22 &0 o Fore W @diwan 82 57 Wi o ST T fI90M § agd we €1 hy oy
U Bl © TSRt AT W Wl S T GHH B 8 S U U gt § et
T ferdt faem e o o qen o diem W 9gd ®H A1 1 % ael el g
SR, SMEl H T HUe d Ble, THA § 9@, FHer, 3EHhM, Mo 9 a0
@@ & T o o onfe) 32 yHR R 9 gaf & Al § w favw awget w1
A B € S el W AEsRh, s % fen, Ter, @ T W O 9 gt
T T, et aen f=srl e

RO FE <@l STl € o e & sl & @ T8l @ Wid: & W0 e
& wiifer 99 1 SeR] ST TH T UE= 1 fae wdl € Safer vy § «n 9@
I 1 T HET TH< F 2| T TR 78 ot <@ | 3 ® o Al o
% M g A T o e ) e fos e g A e 4 e
ool & A Bt e ST W 1 A =ifeu) 1a: fouqu i o6t faaem ifg
frafoor & o 9 B SR fauiy wAe A ved B

T i AT &2 (Who does the buying?)

99 faUUE e i f Il b1 fower e wI =men -
() s =9 G % M B €2

(i) 9 HH 1 FOFT B w2

(iii) g T JANT IREfa® F9 H i B 7?2
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ITH! HA H BT HE URER & FFE ff g5@ % g/ R S Hehar €1 3 IR

& B A B 1 00 IR, S o ufq Gt et o wehd €1 36 W A

i T HT A SHPT AT STATERT A €l 3 TUHT STANTRT R 3T

e Bl SAHAR T el o fore Amar-fien g % e sman 21 wek fifera aiem

o oht ot faw, ufa & foaw 9 9= & fau it %9 F 71 oIS 1 fewmA

9 §UE TAE § oed ot Tl e 1 AeR A ) EER <9 H H1 o uiEr o

U H1 FE AR A w )

a0 W 3H WG 1 9 US4l © Th %A B H 87 TAUUH gareh sl &
STTEY € %] Sl ©, 99 € H19d a9 il §, 99 € T weam s © e
TorTom HIeA 1 AT Al | A o] Seel 5N A i St § o Qe o o
3 gl T B wIfET W a=e wEd 2

3, SUHET ¥ T A 22 (How Consumers buy?)

IUHIEKIT 1 STEA To HER 1 S Shd FFeN T THE TSl B heaishl =i %a
AR T FERN ® AER %] w1 qod, U, 9ve IR W g9 vedl Bl |9
USRI FH T dTell a&] i TE= hid © TR ST U IS F B Tl o
%A o Tl dfeh fret T Sve wt 9% 1 A HT e 8| KD shell AT
TR H o & o st 9o g % fau et @ IR § 9. 2

3T FeeR f9=-f9= TR 1 BT ¥ HS ST ThE RIS TR H
& 0 hD SUR| TH THR KD ST Gell I Bl ST T9= W € a B
Uk 1 g2 I & TE= I & Th [Tehdl I I8 3T AR T FoRat 2o W SR
ST A © AT T 3R S STER E o1 SuR Hifa fuifia et =ifew Ak
TSR W Grarsi 1 sieterell & @ =€t A sTaR foshal Thet B & swifen @t
AR A Tpid & fede o qfag 8 Sd € e fasdl & 9| 1 e %
e e if i w e

4, 3UNATET HET T I 82 (Where consumers buy?)

T I e i ag fasa @ gwafa Hifee o Fuiia s w5 ga o
e & (i) o & Ha F 1 0 el W e S 872 (if) Stk w9 hel
W feman ST 87 (iii) FehT Toshar o T § %9 el =ed €1 3 dR W T
3@ S € Tk SusieRT sgd W oqat & s o1 ol S0 qRaR % wEEE & W
FIHT SR W oA B S e, IefifeeH, wTe, fasTelt & sie] Sy i)
T o ekl g T SeE T U A & | foren S €, 36 Ry ae-ue
Eecll & Hifeleh WEX i HIH YR BH ol TM W S8-98 a1E o 8 o 3e
% TM &1 SFHR < €| SuGEnA a1 i o i o gt & fowa
T wrEel ol we o Wt ot i gt e 2

Thal SHAER ohl TIRATHT-

“Hd HEER 3T I BA B THK FAISAA TR, TSR R Gifeh HRr
FT A ¥, S oA, %A IR 39 % fava o SE B S 7 SR I et
1 gerell qen Qenstt @ foma § wdem 1 33
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"Buyer behaviour is the study of all psychological, social and physical behaviour
of potential consumers as they become aware of, evaluate, purchase, consume and tell

others about products and services."

SRR TRATH § I a1d T2 § T (i) shal SRR SATRITG Ta ISR shansti
Y HEfed € (i) Hal IeR o] 1 TR ¥ AR ST F 9% e arel Jqfe w1
SR T B (iii) STHITN EER I FAR-7a6 e T SUGN & AT hl
Gimferd el 1 (iv) T SUHsRT qe s $hastl & =EeR ¥ el 2

3.2 Thal HAER & TSI &l U (Importance of Study of Buyer Behaviour)

YN FIER ST 1 1 & 7| 5 foveds % wwg 7o et usie
%1 T @ Ao 81 adl o foshal ®1 9% 9RO Bt oft fop =ig o W@ a1 9% 9k
o STEE W S ST ehdl § TR 39 9% hl A AR W IR FH FH HIET R
A S| TR ASTohet I8 RO AL 8 T § Hiten wefl SuseRnS Hi $9, 3,
ot o enfefer weeh Tl 9 T O B g W TS HUER | = el B A
W TS &l TR G- €, 9% 9 1 THT IO B, WA TS i A e B
HIE I T T ST HT NATHRT I 7 O HIE HIE il HD A Sl HEG A
a&] e =ed & o S HH Hiud arel| R Rl T W wEs @ R Bl s
1 fordlt 1 bl o TS ORI © Ot feRlt ht feaelt o1 Wed Hur w a%g U
1 501 WAl €, e 1 AN g € o AN & SR § fafEar €, SudieRn 1@ |
fafarmn © qen svs fafaemn €1 Suiaa w4t ol @i 3@ gC faqurehal 59 1 i
HEATIHA Hegd HH ol © o SYHIRT RN F1 31277 feoran S|

™ fava W %3 s g § =i 9% fag R & & fo Suviea 9w =
qlgam =afem eid g o s1olt HHgfa o A=At T @ e aRummeET s e
% FENE o 9% R T 9% 1 R T T 81 S HIeR e fauvehat
1 e it @ Feifa e, goa e w, oo & <Fell 1 g w6 S g
Tl B 5 Afaia foond yorde wrarelt il fifa e, dar wfifiman s gereren
FHE TN ISR bt FF=Iareii 1 27e2Rm i ot hal FeRR 1A vl fag g
B A foaqurTehal shal AR 1 1&g TEl Al Al SHAT IR Aferh T qoh el
= Hehdl|l THh I W T o7l 99 €1 1 ST Gl ©, Sk Tasha fehamd 39
IR oME S Tehell ©, 9% 1 fesled, T1-& 9 STHR-YhR el Hi I531 STTET RN
ST Hehdl 1 39 YN THH IE TIE el R hal-oHoER I GHIH F HE! Hed 2

3.3 hal TER TS sha-Taehd (Buyer Behaviour and Buying Process)

TSR e H ool ¥ TRISH i U SUHITT Th Ha-Uihal § TSl 8 312fq
Y %A I STATIHT TegH BH § AT I o ITAR % a% w1 7 feafa wr wE
T S N Y BIRL ToRAT Ul &1 FHEIG: %a- T gfskan & sr=wia Frefafea
Freeed ol § o

1. STEVAHRAT i HT HC (Need Recognition) : FF AfH ht £ 3«
AEYIRA 3R TSI Bl € TSeh hROT HSA oA A1 AR W el S
S-S ¥ S AETIHAY Yool Bl STl € WA $h1 T A B FAE
URE T X1 §, A€ W -0l Uil 1 Wem wROT ®| shal W og i
STETIHAT 1 T fiadl qen ARy Wons | g ¥ W q@, @, g enf |
Fraf-eid STaIeRand Sfiadt TN T ST BT &1 STevashdl w1 STd S8l el
T off B ST B1 S T R GehM W At 5O <@ o He § a1 off 3



2,

3.

4,

e e @M & T=81 1 SR B0 37q: fauueesdt o1 fafa= yem aredt 9
JUSTl I TG SN U BT € o TR TF A% I AEAYAHA B

Tafir= faercat @t STMeRRT W &3 T (Indentification of different alternatives)
: A % TR =1 | hdl N K] & ATKIOH A o [T T~ YT I A
1 JAE TR ST €1 36 TR0 H Ged YEel Ui i St (Product) 1 TS
FHT B T T THF Td IR 39 SR H A0 KT T A5 HE TS e
F MU R YU & Thel 71 A 70 91 § fhEt TR 1 o o1wd i © N g
3T9a T Y § qf 9 fafv= Sidl ¥ SHed o< S ©1 3 | fefated
eI

() SAfFTTE & - IRER & 9=, {9 it

(@) I i - el a1 UL qoihd )

(1) gdierer w| - fquE W@ @ adhee & g

(&) =T & - Fmioesie, faawes!, gerwei @ fammm onfg)

T RO H fosharetl Fl shal T T HIZ FTT AT ST I8 STHHSH H T
ST 2

Toereul ot UeaieR (Evaluation of Alternatives) : T+t fashedl st SIHRI Iret
F T II, STHH hl ST JoAdT FoRT HLA A6d| qodiwd & fag
AT fhHl SR 1 FHHE i 7d Fia ¢ forae fawg fafu= faswedl & o
Tl T W@ S T GeAHA R HHE ST fIwe e, RaR & "=t qen
T A Fere W Tl B 71 R ST 1 ST e HifAa B © aen
o= den el @ 9 SRR 9STAIaqUl € Tehdl 21 S9ferT Fel W ot fofg
foran <1 gehar 21 faqurest 59 gy ® ogd weequl it 1 R Tehd © 9o
SYHET ] TE SHFN ST FUH SHH! TAd U | o9 T B T B
Y Syt fershal & SR 9 SvS R a9 it o © a9 el doh STkt
e (Loyal) &1 ST €1

™ T (Purchase Decision) : 394 Wl =R0N ¥ oA & T9=q SUHET I8
ol o1 ® T SO Tt TR 1ot STEvesharett i qf| w8 59 T §
YN T TES F€ HIA 2 o o A W08 WA & A | i T H
Heeaqut fofa 21 wF o Tk afed hew TR TRl € 3R 39 e § e
e SR & MR TR Thed o i srvet w1 gt ot 3 forn 81 TR
%4 ¥ Tecl & SUH! Tl Heel 7 fR g o TEel HhH ST § S9% 9% & TheX
T T T ST H U TheX 1 T € Biel Usdl € A e fvig o
? o et el @lia 98 gufe g © it Tet <9 | shel Y A ST HHN
Ug S ¥ 3R B WA § 3N e did TEl el o 9 Sl W=jite 1 WAt
&l w1 I TH UE o § TR SU Sl Bl e Tl w1 5es1 9gd Fed §9
ST T FohT | U ST § 8 ST Todl ol FHSAT- S HT A1 o qel WheR
T 1 fofg @

S €T 9% A The TR 1 R o A ST W 35 Iefd 9gd § o
T 3 @R eI (1) S T e WA 22 (2) Fel ¥ |l 27 (3) TR
UG & A1 SHR W @A B2 (4) 6@ W1 o1 Wl 82 (5) T WA ® A
AT S| o SYHHA ST Fe G| BT € G ol € °l o8 o A B el 7
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5.

AT IY ITART | A §| ST UK 9% H AEITAF ST T b1 el §
o A1 d agd g e A fRren fRen a9 2@s i ferd § Al o sgewt g
Torfaq eTemetl & A& 7 o

Y @ o1 T AGER (Post Purchase Behaviour) : SUSTSRT &1 78 2199 S 59
Terdll g =1 SHh SIUS 1 SN H B SR W el © S9 Ao & e i
FT JNfad AT 7| WAL TH faUERTt ® fAU g F ST A Hi
ST BT JeATh ST HEIY0! BT T, Fifeh ST 1 IH IR a1 Tl
T T: T 1 ol Iustiaar 1 39 SR A a1 § Hgfe ) el )

3.4 Thal IT SAHGT T THTTGA HIT a7 92k

(Factors Affecting Buyer/Consumer Behaviour)

Hdl AR Hi Fuifa H et 9gd W W2k 71 5T 9o < ol | afeat

foran T 9T B -

@

(i) o7 T (Economic Factors)
(ii) T qe (Psychological Factors)

anfofer a (Economic Factors) : %l S9e@R i Teqed =ared stefentoat 3 <
off| sl FER 1 ST THGT 3TN & e HTER Tl THS 9 JATHM I
o e Bil ©| WHIE: STE Tl ST teled qodl sl Witerd fwan
ST B

1, SfeaTa 3 (Personal Income) : SUHIKT F1 3T 3qF HF (019 9 9
IR i i o H Hewel gt S Fw T Al SO o R
T H iRt a9 AR B § (i) SYHT A ST (i) TEd| T8 S A
FI T AT FH I8 Fgd G 3T a1 R R FEar g1 - 9o o gafea
N T, ST STAYIHANE F fIfanT & TR oMfK| ST hil SR Afoes
H ool 7 wgH 1 SEE ® Al oF SR TUE R B IR 8 S €l

2, URER agr URar & 3T T 3TMHR (Size of Family and Family Income)
: IRER T 3T 1 3MHR T TREAR % T 1 F&SN Fod & SIAA D W
i guTford I €1 F 9 STGNT q1 3T d o= H S Gy € 39 faug
R HwS M HE g3 T A 399 HE o7 ke T& Freherar 1 Ad:
78 3 1 Toel ® o 1 31 ot o uRem o1t e | etfuesh @ i
& QN S-S SR 3@ | ghg Bl € S9-od S99 hid i qeRdl HH el
STt ©1 ST q qRER 1 SR | Ui o faqur fovervurrat & forg aifa
e Bl

3. Suiadrell st 3™ el (Consumers Income Expertations) : Tsh SUHiT
1 3T% IRER &1 fiehe afaer o 1 | 3 areft gfg 21 S 39& odqH %
IER 1 TS il & S Al foret safem 1 omen § fF 39 o7 e |
Stert st T S faer o e S S W S @ % fore dan
B SR

4, IYNTEAT @@ (Consumer Credit) : ST =i SHR THerdr € a1 &l de 3R
SUR Giaen 9t € df fohae wea & for 7 giaen Syt € 59 99 9l @
Hd F IS W Tgd IR TSl



5.

6.

e 31 (Discretionary Income) : T TRER & W 319 4, wUST o
THM | Tl STavashaist i Ufd & o8 % | 9 o Sl § @ 39
A A & W W YRGB 1 G ST shar @i fafvre a&qd @died % fag
IRa FA R

SUMERT @t Wl Fiaat (Consumer's Liquid Assets) : = IR0
ST M T & AR T i 7, TR oft gefaat S e 39 o W
g TS Bl B WA I8 $@H i el § o St aifereh weafet e s
o B &= 3 g eI B

TTHR G ST ST oot Fedel 3IR 3THIel Y shall i e Yokl bl Fqifera
#W ¢ 98 9 AR W 99 TS Bl

(ii) wArT A (Psychological Factors) : Sl SAER Hi 9gd ° R CRIIEER e
TIferd e ®1 T Wl o Higw ool T weRR W B

1.

W@ (Learning) : AT oA SN %d STER &l G93H | 950 T8HH
& wiifeh TEeh 3T W BW wgd W YTl o1 SW fHel ST § S fawa & fog
T SRl k1 STHS ! FHHN U fHerd 22 3 %9 T ST e fhe
YhR GEd €2 TH @ B STER ST w1 S a1 99 e qel o
wofer gt 2l

(i) TTEH (Repetition)
(i) SIFTIOM (Motivation)
(iii) TEGREIfd (Conditioning)

gD foRdl a5 i FRR <@ 3H& R H AR IR & F99F H 3T
9 T (Learning) ® Ii5 el 81 56 WehR SR o sqierta o =reeR
1 genfed st B

JMERYA MAYIhRaTd (Basic Needs) : HAIS=ehi o1 foom © fF ek
AT ST STHRYA STavashal &1 It & AU 9gd Taet w1 & 3T 98
I MY I T Tl HT Tohell| TUE, HECA & AFER 37 A@vghaet §
et wfmfera €

() YRR Taqm MavTeRamd : 3 3 AEvahan € S sAfwR Sied @A & fore
SMEYTH ® oW T, g, WS, Hig s

(i) T MEAVARAT : TS H YOk Al UHIE GR&T & -1t
arifeler o |mISrER TRen of =mEd 2

(iii) TTATISTR MAYARATY : Tk o &N =it Aewgehdl i Ufd & 1%
T &1 A § T 9 IRaR & 95501 9 @R e 1 avaehd &1
9 EH o 2

(iv) T F ST S STAvHehdT ¢ 3 STl S ISl i FHT
9 9§ FEE W g § gt gl el
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() TATHATE H JAMAYART : TUH T SATK HI AT AM I F
1 STETIHAT 1 TS BRI B

(vi) |r=d amavasdar (Aesthetic Needs) : 37 Sfewasharsti o S ae
T Hreel STeavaehaietl s wiwmferd femar s )

3. Bf (Image) : S %1 379 56 TR W € S Uk =tk & Afeash o fordlt fome
F AR H a9 ST 21 39 B9 W Bl 1 FEeR HIH W a9 THII B B
e T WehR T B Wehell Bl (i) 3ATA B (ii) =% Bfa, 79N (iii) o0 S|

3.5 ohal dT ohd HaEN o THg
(Theories of Buyer/Buying Behaviour)

Tl IR % fawa ¥ 3T FagT= a1 T3 9 &1+ 7 iz W fagra qaam=
& B erefenfordt | A TR € Seqed Hrae wHenet i i e faan § ok suwm
et THENS HT UL I T THH T HRU AT T § fF 3= a8 A fon f
ST U el saf € 2R SHeh! SR %1 Ul 9 21 AR I aredferehar et
B THICIT STl SUHIHKT e Hid THT Tooreh 19 e a1 ol SEh! Tal oM 1 HH
T HgH STENAE ¢ TEH wAeRe, SHRreh sefire o 3 e s
IR ¥ FHEt-d B fagm 1 5 e o9 o7 7@ 8 9 6 s o favm
TR W AaER F il 82 9@ g fefafea §

(1) 9relceHeh oA ﬁﬁ%"‘{ﬂf YO (Emotional v/s Rational Motives) & JXOTI3Tl <!
e 9 faerehgul gRonstt | wier S €1 e Wonest @ | e %
& § GHE el ol iR T SHe o ° el W R T e i 21 56
Bl Fostengl Somil 1 A Sl 5o Bod T e e 3 s a0
% 91 ¥ gg "9 foer # fofa fomn s R aens Romst ¥ I, 9@,
ga-gfaen, guan, gfasn onfx winet eid € Safw fadayel wonstt & fewrem
AT, faaeaaar, wyer NS Sgd W a1l ol 2" | Wht hd H hl o
foran ST 21 g T 9N e i fonw § A semrHe o fadhqel w sewE
% 9 F 1w 2

foqU Ye=ush 1 59 A1G 1 @d FHE o 16T foh hal 1 HGER Hs WS
1 G IROMT Il § A1 Uk & &g 1 S /) oAl - STehT A I ©
A TR HF TROMG St STeRT-3Te &1 Fehell & AT ST HIgeR o SToRT-oTer
& e 2l

(2) Tnifas I Gt g8 WROME (Inherent v/s Learned motives) TaTHTEe IR0 9
9T S Wone | € S ot @l @ S @M @r %, O i w6, T § s
T U T 1| FaW T8l 3 UONSH o ShR0T geT A1 Gl Fdld Bl €,
R 3T sTrawaehar &1 Ufd ¥g TS fha Sl € SIR o7 § SHT U T e W
2 e S

Y | 98 WM Sl o T shal 1 oAeeR ST Wil T SeIRd ® 3R T
wate st safeEl § wuE et € oiferd 9 fasr 59 a1 %1 SwR el | uren
o < yafaar 9eft afaqal o Tk M € @ 9eft st TR W T S SRR 4
TE HW? 3UH RO ® TR GG g G @ § eI U T Hie Sush
BN T TR ol 1 §| G A Sl € o sl w1 sha-o1ewR yatadi i et



HiEm W ek Seiid § gafert fauum foauivgl S 9% S w1 Yae] R =T
o dEt g2 Wong A o ¥, f5Ea 5 s e1gey € faque wrien s
Siksca

(3) YN =& SHM %] 9 (Consumer variables v/s Product variables) T a%q 1
TlIE H Shell 1 AR 7o g ! Frwamd Heerqol Jet 31e1 H ¢ Selfeh YRome
77 (Secondary) Wﬁﬁ%lé@@@ﬁﬁ@ﬁaﬁmmﬁﬁﬁm
§ iR SHR! WG T € TR 9 39 W i I H & A 9% BE @0
a7l TA § S e YO § Freled TE €, diceh SUHSR i STEd, WA-HE,
TE & 07 R W i 2

3.6 ST TAER | UREdT Ua SHeRT TqUur W g
(Changes in Buyer Behaviour and its effect on Marketing)

Hl o FER § T IR i Yo 9gd & i wrd 1 SUNI i o U
el 1 HF HH | agd Wl e YT JIiea hidl & Foe THa-gHa 1 uRed e
T®d B GO SUHh WA-TN Hal & HGER H H IRed g war € et foqum w
wgd Al Jue vedl 81 sEfere fauue faeivs oraen foqum s i s o
%l % EER § AT IRexA Sl A | W@ g

3.7 W SUHTSRTST o 79 S9ER (Buying Behaviour of Indian consumers)

9Ra fafa=Taetl &1 39 ® 9 saysedie fafa= s, o, a9, e e
TSR @RI W 5 gU B 370 ST 3 S8R T O el B Afch e ot S e
eer ¥ e foeioand o s ¥ -

() T™a &1 9gfd (Tendency of complaint) ¥R-+R WRAE IqTraa o SHAERT

SRR % TR ek B oRl § THfeT W 3= 9] 1 Faierdt god, Tehfe omfg

W 1S TR Bl © o 8 T ufreRet enTdt TS, W % W T qen s

Y- IUAH TRl o o HwHEAT TR B B

(i) FIRaTSl (Bargaining) STerRe IR shalstl & %3 HaeR H Hikarsi shi qgfa areit
STt & 9 foashel g1 SIATC god Tl FH E T H T BT TIR B ¢ AfRA
319 € o foqur faeiosl 310w goa Hifq o1e 9 1. foe safeat =t wen
¥ gfg e ¥ T8 Ygfd w9 Bt S @ R

(iiiy SMUE A1 TSH < (Brander Trademark consciousness) R sl FIGER i
T Toeio 7 € R o1 ae ove o1 Senr & uid stfreh ST fREn 3 § SR
I T I&gel 1 favasa g 9 S=9 fRE %1 A o R

(iv) o=t =t fFshT (Role of Women) 37d 363 &3 o e fofi o forai =1 qffen
stferw T @l R

(v) JRadt g8 UM STRd (Changing consumption habits) &l g fred, &4, @A
T ] T 9 3H i T=J0 b HRUT 37 IRAT SUEISAT THi STAT 3Tl §
fgdT B @1 B

(vi) foeR S T (Quality v/s Price) STRATT SUHERT %] i fhed W 3 =AM 7
TP God R fush & < T W 9 Rl 38 yafa ¥ s Ifedq farh
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31 € AR IR, SusieEt g off e fohe Y aege S qod R 'l
I T B

4.0 4TI

Sl SHOBN 1 1A Y I8 o ¢ foh STk faf= TR & Scarl e Henet
1 o, S, HE, FEl A Rt 9N Hd HTd €| Tl FFER AT W THhT 71
BT € o Sulier a1 Tt fofg o =t fefa o fhg yohm wg € aen S i
F YA A Tt BHA-HI W HF ©, Aok 90 Ta=eh Tk 3751 forqui sded
fauif & 9|

F S THET STUR ! WHRA & T W q9E s+ a1t Seehl i g&F ¥ 9 ] O
o e T B (i) SNl qe (ji) ARG A : Hdl SIgER & fav o ereh fagr
AT T ¥ g A ao B ot g weAr e 21 srefenfert 3 @ ww € seared
Trareft FEEret Y SR A R ® SR SU Trarelt queret 3l %1 1 hfey
o fag & 5= K T 599 o8 919 8 ¥R R shal Th ARy YRR ¥ AR
R A 7 T HHY A B HY-TY el B FaER ¥ UREdT S @l © FfH
€ TR W@l §| SHS oATeR § AT URed il GHSHI 984 € hicd & Bl W
oo fowrg 1ot foque reiswe fuifa #d T99 hal & HaeR | ST afad i
o | @ g

5.0 Ut Uk (Suggested Readings)

() . IR FF : GUUH yerI-saRER fHae med

(i) TH . S : AR yer-wiee Yo qfesh I, SN

(i) 2. T BEST : TIE YA oHId T TS HEA TS el

6.0 T & foT wvw
() Shal FEER W o1 AKqd 82 hal AIEN B HE Il FHIAEA

What do you mean by Buyer Behaviour? Explain the importance of buyer behaviour

in marketing.

(i) Shal BN %! THFH 1 HicATEal 921 &2 hal deR = uitr a1 e
Fifsu)

What are the difficulties in understanding buyer behaviour ? Discuss the

determinants of buyer behaviour.

(iiy T T AR A fTEEYU WOone % W9 =R wiSC qu fagoe
3feenio 9 T T5 i GHAEA|

Distinguish between emotional and rational buying motives and explain their

marketing significance.
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Paper: BC-205(i) (Principles of Marketing)
Lesson No. : 4 Writer : Dr. Manohar Goyal

fauur arareror, fauur fhgror wd axg e =ik @ ITEERun
(Marketing Environment, Marketing Mix;
Concept of Product life cycle)

Structure (TW@T) :

1. g
2. A
3. fom= 1 gegdR
3.1 Tauom SR (qieen) @ R
3.1.1 fouom ameRn & T@
3.12 foquMA SrdERe w51 Ae
32 fauum fagor =1 fo=mem
321 faugom fagor & a@
3.3 o] S ek hi STTHRUN
3.3.1 A% Sied = hi STaeT
332 T Siad 9o i JAIfad H a1l T2
333  Sg-Siad = & 99 fauoe wor-ifaat
334 TIUF ee & AU oRq-Siad =i i STAnT
4. W
5. gEifae T
6. T & faT g

1. 9qfuehT (Introduction)

Qi TraoM s foquH aTaERT % st foRd STd @1 fauer S9eet s g
AR & foereq Td Tefasror § & o €1 faque fasor 1 ey = el 59
foor oft R H e o € @R T S €| Tty e gt % faw faeem
SR 1 e affefaa =1 feifsa &2 o e @1 ® R o 38 W fofg o
TH T A ¥ W@ ugal €| fawor et fuifa s wma faaue gt % fo
TR i THHR AT fag g

et o1& 1 SISTR H AR o Aol 396 o1 W R S € b s fogom
g fFg TR ¥ THS STid SR Mg, Toa fagon, gaga fagor wo o fago
1 fretor o st & 9w fagom dfg-Hifgwr fsik st €
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Wi S%q 1 S A S shi aiE W B 81 Wed Tee a%q S g
TR H TR Hdl § ST AR -+ F7 faehr o qftusadr soenstt ¥ B 3¢ A
H AR W Bl s well rerenetl & forw fquvM gereshl g eter-stem feque
To-+fifaar s S €

2. 39T (Objective)

9 18 Hl UgT & 9% T GHH TR -
() a9 Am@ER F e vH THh TR 9 e "ed
(i) foaum ararERw 1 "e™
(iii) Ta9om fhagor &t foemam
(iv) faqum faso & 7=
(v) a& SfeF <ok i SEHROT To ey
(vi) o] ST Tk w1 o i ael B2 Wd faaue Tor-ifaen
(vii) T8 Ta9oH Jaru & foe a%g e =k &t STl

3. fawa &1 uEgdiatoT (Contents)

3.1 fauur arareroT T 319 (Meaning of Marketing Environment)

oo SdeRTT 3 TR STed! F2ehi i AN B T Sa@E Wo fauun esi/eTcs
w9 G guerd gl Bl A Wl ek ferqur/sHeE & e € sl e 8 gHe SAfaiea
fauom % oist ft @ W 7% e 7 S foaque ud e % fiht v genfad w
&1 3 SIZehi I NS TH Hed B

qR9TEIE (Definition)

WW@W (William Glueck and Jouch) & ¥1&| ¥, “ararenel & %H &
AL % T Ahmferd B ©, @ EH % f AR e a9l @l 30 i §1 T
[T, ST, Sreifea T Temtae < wge gl

= qen o (Richman and Copen) & 3R, “ el § T J&19 TS =101
B T S kR W TS Wl % FrEEw § 9w B g

S foa)l o o @ T favom arameror fafa=r iasier, sifeet & aifeEtm sed
AfefeR | ISR, TsHTeh, Wifdeh o qeh-ien! S2ehl =1 A &, foren stwia faaorend
F1 FE BT Tl B AT FTIUH B T SRR WEY T G F=@e g &
Yo 3T i d1e7 hidl | 3Tk URiEfadl o T4 STaedi i @i o ardmerer ¥ fauum
! WieETe o Teh T Sl W €t €| SHeErE a 7o e iaeiier SRt e
o T@HT a1 Bl 3G: Th TS TS S [quUMehl aTareo] i Syel el i €,
At STeRoT Y ST, W STeed T T i iR ik € fuu w1 fofg
o 2l



3.1.1 foUoT™ SmaTeRuT & 9 (Components of Marketing Environment)

oo STreR T | F% weft o e € S w wH & foe 9w B ¥ qen S
fauur ismen w1 goferd whed ©1 TRforT shieer & SFER, YoM SRy eEr T2
ST et ¢ edAsTl Rl ST a1 Wl 1 a1 B 1 7o fauu famard father it
TS A €| THAT EH o oAU Foreeh il oRTAR serd Toqu §99 W SR W@t
TfeT T foqur STTH g FRerd SeRe i SAYae a@dl =feq| forqur armmere
# o8 AAfEfea qo wiHd € S hEAT S SISIR e A i e B 2

AT=aes ST & 9 : 3% A0 A 9 ff #Ed § 3 g HE
T § B B 91 S IR & STHR IOr/FHEST el S gl g1 3 oo
e en foqom & <@ U= wiwfera €)1 faqum ifaat T Seeam Yo w1 iaa
& e foqur < U= forehfa e HeA-gare i RTRR R

T F faer SrdeRer 9o w9 8 faqoe fago €1 e s 1 g, fagom
W& qon fauue Frmm 3 e g o € S fauoe i s A geEe B €

faqo= s
e ATSTR 1 A — SR
- Com
— Pt — e
faqom <=
fauom 3=va faqore freEm
— B — it AR
S CEE
— o
= @y o

ATEA ATATE0T o O ¢

Fr=I01 2 T i ST SIS & TEH 9 Yoo fafa= st amere qw@t g
B eI = A q@i & 1A fafv= 9w Heen qen ot fauum ifaa i
e S €1 AT A SRy § QWK Wit €1 S St SR e
FHFEITT STdTeroT|

T

R e =)

9o geawey
ATF=TT-90] SHTIT SIaTeRoT a7
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I FTATeR0T O :

THY € qwd e Viskadl Hiterd € S forquM ki Hiel w9 § g hidt &1 gEe
afdert, fawor feeiferd, Treeh, wi@ih qen wremen SHar dfufed 2

TffeRe ¢ S HET BT HEH IR S S U § RiE off S faaum e w1 gefaa
Ft ® gfery foRdt T W Frel @ e e

forqur fa=ifer : o o= & @ € S T SYATaT, S99 SYANT 99 q0 S
S H €1 ST ifaes faaor wH, uReed st faqum-auwsiear wd aen
faor Fa HrEier afmfad € o1 9, SAR #1 9 IR | W w3 ¥ He
1 HEEd H 2

e I aeR F 9 f9ha NI 9, ST 9k qei 3197 81 01 el FhRT
TSR @ G W B

AT : fouuE ol Tai w9 |, 9 SR, EE Tifad, e, faum guear
qA1 S ST g YA B 2

U TAeRoHs < :
(i) < Fifers ardER
(i) FTHIRSIh iR STdTeRo
(i) 3TfeieR STaTERoT
(iv) Afcer SR
(v) IR STeRo
(vi) “ifeer amareR
(vii) TRt SATATERT

() iR wfeaar
ToH witfer fafe= v 39 YR B - SHEE | qhg, 3 o | ufiedd, foee,
IRER T STHR, AR 61 92 IR0 9 Wl B IR T SR ST, TS 99 STHET,
TERA AN 29 A 31 GASH 1 TGN & U seves §, SS9 whes
faqur fasgor TR w6 o Feme dar §1 Tk HAe % STER, STHE 1 59%
ST T T @ A 15 | 59 o T 3 S| SEieTT Yok faquehl S0 SeIe,
4 ot & foru foenfad aen Uicatfed shed1 21 39 Sfeten favores Sit o 5 foh
S HT 50% © § off woferd €1 siferer @ sferes ferqum <R qen fagom w1
forl =1 o] afed B €, =R 9% 9l 9EH 8, SRR, IR A fae 8| oraE

T WIBRAT 1 wq@n o faqor i s goifad w81 Te QA a SuHR
1 Sftar Sieht genfaa d §, forgent e efR 9RR T T 2l

(if) wTTSeR TifeRat

HATS YT o : ST Fifen Gt ol € safere st stem et goiaan
HrITSIR AT § g Bt 21 WIS Sa e gt grRierfa w5




AT T Tl qen T, Stae qe - HWed W Tl YA Sil €1 SR Principles of Marketing
Tl AR, TTIRT, SRS e Aecarhienet fhd TR i THAT TETH
B B

TSR, : SFaER, A, Tere, aHfahal aen =i & T § 7
YT G T8 ST i A9 € o Sh1 S0 A St [hd YR
IS & W G 8 Wl B

AT : 78 a9, ARG qe &g A, GEpiaar au SugEhiaa S ser @
2 S B f sTavas B

(iii) TrfefeR vrferen
ATefeh SR 391 % SAIfefeh €1 1 Yehid © ol © a2 Terdl oY SE 372 3ars
1 T T b1 qIferd il © 1 afefer uRfeerfaat o fafe= afteds, foqum-s

i T TG e snishTet w1 3NN U §| fafu= enfefew qo st He-w9 o
fofer=1 <fife=i =1 gwifed ot €, it af=fEa v ™ 2|

TN

[ ot afe | sostm | ofwfmn | T |

aferen
st frarfaat o faaom = gy
THT F IRt : TWER 7ot foiia fifae, sieifme fremi snfelew fra=mn

e, anfe @ fovqum 1 wga guifaa Hidl €| TR i Aigeh qen I Aigew et
off anfeier faepm w1 Tfa Feifa ot 21

IUTERT : fIqUH HTIhH S THT ST i ells qe S & fed = o
TG =feT| forqur Fdl s o At SCR STad hivdl W, T 5 | siosd 9hd
W SUCTS HIAH BTN FqaEiiTer gi-ehReh & T AR =7l sl sl <t 2|

o : fRt off SR @ 9 @ frafes wiaa B 21 A wiEa aga e 8
o SYHERT T SUMM HH Tl ® A AG HiAd wgd HH e d Scieeh al
fauorehd qeea o 78 W €l

(iv) Jfaes wrfear

sifire @ fHes o9 AN FT 8IS H SR AN AR H | i Jedl 1 S
F W T 78 faemae gon wfear ok 1 5= a1 ¢ foee aRommeey 7 qen
e § T A 3o e 2

() TSR e R vTfeRar

foraur frofa & fore st SR 1 =i Foson S steen w=dia Thri 3T
el sk foh T weeE g I T A HEA 9 B €1 o o Te e
faaum-fasmn &1 garfed #@ € 45
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TR e, TR Tof, Tome ot qe i faqor seiel & fore sga gem
T TS U1 A | 3T FTIU Ferereht 1 Wl o2 Afask <A qer wI
ATEROT 1 YUl T A HS B WIEU) TSHfaR Sell B qoHiae qeE qe
TorIRemT 1 o BT o eavess B aelt fauom e qen =R % faem
Wreares el weRar 2l

(vi) TRITeR srferat

YR qol | oeqatl e Wensd il YN e 3 €1 T SRl % SdRd
U a5 IR famor 1 afshan o wfaw arm qen giaen & T s
HI I 2

(vii) TeReiteht vTferat

Aeheiieh | Ue 1 31 © Seae  URerde| Skt FTHior geman ST qen Torer
T aftad| 8T i deheilsh IS &1 9fosr ¥ 9w 81 S| faaom gfsan =61 =
FQ GHT T8 TR URed fervede faeamig 2

I Y TRl € qel fE ST ¥ IR SUEN R € - W WA
Stta-stelt fafaftad Bt 21 deie! Wi SqHieRet 1 St Yeft | aferdal &l
Faferd HH  TEEE B 1 IRafdd 8§ ® SHearE % A 9 Fa ¥ o
T SHT T € qe TRt fasiy SoR @ve § deheieh 1 oW (T e |
e o ZE T w2

3.1.2 ToUUT STara}ur st WEw (Importance of marketing environment)

9o STaeRoT w1 foquH & Sga At Hew € 9 el qel @ e e s
kel Bl

(i) uftaed= ot SR 39 W Vg (Importance of Marketing Environment) :
faque & eTafish aTaerRel ® g ot qiEd # SFHR 31 o 9w 2

(i) TR TS FHASINT Sk ARRT 34 § Ggr@ah (Helpful is providing information
regarding strength and weakness): fT9U SR § ZEEE FT A8 SRR I
Bt B SUHT SHAGE AT HT WEA FA H a1 TSig A0 HESIK 2

(ifi) 3=t forgurs =ife= ot <A (Helpful is selection of good marketing policies):
fIqur STaTeRer S A W W] § ks ge =8t fauvm Aifaet w1 g R
T T

SRFARET T2 § I8 T ¢ T 99 Saenon &1 9He U 98 & fau 1t
STETIF 7| THfeT fRel Geer 1 Woherdl %] 8% d 29 ard W st et = fo fog
T B ST | YREdd B W1 T S9! I § e Gt W 39 279 w1 gRatdd
Excilke]

3.2 Toaura-fasgror &t fa=memT (Concept of Marketing-Mix)

A, ISR T S T A S ST g fwiar 3= agent #
frmfor e @ St Suwie TR 21 SN 51 ki S Aell 169, $Uh 5N T FH



1 7, Tondll %] % SCAA TS ey i i S 81wk FEfd a1 Seed oy
TS ST Bl 1 T8 A IY SIS T U B SIR Suide ¥ I8 A a9 W
BT 56 SAReh U hl TR & AR & H1 SR Hh 3Tl ATHHAA
T STt T B| 59 ThE fohd o sh1 ScAIR Tk Icaseh g fehall ST g&eh
Ferieor SusiieR g feran ST §1 U9 wEE fawoE fuia St iR s w1 gedred s
&, foamom fagm sean §) 9 Tewet € & fagom fagw mew sifaget e =ifew)

fosha # Wwe W i & forg ferhar Tt Aifaa w1 fasor s 21 9'
faror-fag weea 21 arxd ¥ fawom ffq-Hfa & srdra < a1 st g 2
1. SR @& i IRYa e 2. fouom-fasor &1 Haem) sefe faaum-fagon
IR T HAT B T wieEm | faqom Seval i ara fwmen s @)

fagur fagror st aftareTd (Definition of Marketing Mix)

According to R.S. Davar. "The policies adopted by manufactures to attain success
in the market constitute the marketing-mix."

Tl AR TE. PR & TR, ' FH@st 5 98K § 9% < & & g Jam
FT I At it fauom-faser w5 fwf s

According to Philip Kotler, "The firm task is to find the best setting for its marketing
decision variables. The setting constituted its marketing-mix."

forfers sieer & 3TER, “T& ®H & @& 319 fauuM =el & e waiay oreeen
FI ga 2| FE e farvE-fasm FEan 2

According to Mr. Jerome Mc. Carthy. an American expert. "Marketing is the pack of
four sets of variables namely, product variables, price variables, promotion variables
and place variables.

1 v § faquH-fagor gt foagom g s gaeE § e T 3, @M,
Ted o Hels|

3.2.1 fouur fastor & @< (Elements of Marketing Mix)

Y ATEAT ¥ Tl Tl ¢ T oo fasmor =R fasor o6 w@m € 98 fasm g,
AR, T 9 Fagd g 31 famom geres & foaR ¥ o7 =) fago ¥ gt fofa
fauum faofat & &5g 99 S ¥ STsie & foeR W T 9R 'C's F S | e @)
A UK HI e T STEvIhad &, oo, SUAH & o avd, Fag,
TR T T SUHiRT & fau graen 2

1. C's — Consumer needs & wants

2. (P) — Cost to the Customer

3. (P) —» Communication

4. (P) — Convenience

G | forqur fasor-wree fasmn € wa su-fason w11 f5e =M s fason, go
Tagor, gdg fagor, wom fggor zenfz) 3 fagom frofar = o & e g/ o frasmr
FA © 276 BH 37 HAUl H fawR ¥ e S
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(A) T fagm1 (Product-Mix)

3, foravr $iR faqom yar w1 s fag ©1 Seaea weft o $iR weewt
T %1 Sig & S fF TF &l H T8H FEE A F)

1.

2.

3.

SaTeq Ufer 3fiT Sarg TR (The Product-Line and Product Range):-

SR fed STUE o T SRl 1 Uk UHE € S fF U o % IR
T STIHAS FT TG HIA 2| S T ST TYE FI A=, FEE
famw WM iR UM god W IUesd FEET WM €| UO® WH i
ST ST Seared i Bt €1 ScaR foR SUsiERT TS (Pocket) TH
oo sTavashdet W i fafor<ieTo &1 T T

Ianad fesrET (Product Design) :

U T AR o FTET fauom fofa 3R =+t fesda @ 3& B
#1 3 fesmen fofa fafo=r Sal 1 faskl & © weeget fofa 21 scag
fofa 3Rt ORI, STRdT, TeETeH TS WA H oM, GRA S o7 i
G B | 3T SCAEA Tashl b1 W1 ohl &IgTd &1 IcUTg TosieT o ITep1 401, 9,
TR, SYAITaT, stafy, feerar w=ife scnfs wnfiet &1

IaER @ (Product Package) :

YT, SR hT GrE= TE HY TRl 1 lad #1 fma 81 98 T el
(Container)ﬁﬂ'{%'aﬁmamél WW@WHW%@W
G YSH T 1 SUNie & A SR 9E S0 e § gl weere
ﬁ?:WFﬁEFIWW%IW@mw,Handlingﬁgﬁm,W
| G o ¥ T o, SeRA = # giaen i) T A SR SR g
3R 1 GF fese e 99a T fafar & fafg= sehl &1 =m | w@
EC - =& H YHid, IHiET F1 o0, e gk, fomm goa, R
R oeg 1 e TR




o T (Product Quality) :

frfar & gra fafe=r Scarsl & i & wm 1 e o g i w5 e e
E YA TSR & YK i AETIRAST o TTET AT AMETI IR T[OT
TEI fesie gifafan, gl =1 e, frofor gfewan, Sefem @ fek 2

IATET SafeT (Product Labelling) :

ICIR, el Ui, T, A T1&fTor 21 SRt JanT & Hehal 21 oiaa
SCTRl HI TEHH, S AT BT qUH, O, T IR 7= i@ w1 aoi
FIA T TUIHF T 3K T ki fUiT BT T GIAHF S
H I I 1§ 7 SR 1 fhg gl v R yeR s T 7 3R
SusERsTl 1 fR TR WA | @ Smom| %A frufr S0 e w g
2 = foF S & ey €

IS oS (Product Branding) :

3Tk =Ed™ | SRS 1 STl i 3@ U TS ST H HH H
At Sifed fhan 81 sie Th AW, b, fore a1 R Tfmso 31wk s
T oF 7 S SN H EH W AR @ T, A Y THN ST G, SARF
I TIRT I HT ST IR O TAME ® fowd § Sww F)

et < o1 st War TS =T (After-sale Service & Guarantees) :

o g0 TR IR A A F AR T FXS YA YIH HAT A MR B
foama ® qof fwiftd & o =ifew) o o U Yard R S e €1 St
YZA HH H SRR fFawt grf a8 e Fea fasmar, o fasa,
i 6t & TRt R

(B) Hifeer Taavor fagror (Physical Distribution Mix)

ST o TS/ SeIHl g W T § axgel o Warstl ! YIM HLEH hi
el B T THH0 B1 T8 UM 1 TR0, 997 SR e ST § grate
T 21 3= foao & weag & 49 9§ ot S S 2

(0]

@

grarnd (Transportation) :

7 yHfafe € fof FmamEm, @ ST S s 21 St R @ & Sal #
TR SR AR A o1 fIeaR T 1 e 1 o1 39 9ol wee stefq
o, g, T, 99 99E, TEY o, o1 o uEd 9 € e g aege
T AT R ST T TG Sl | AT Greet Hifa-q Teeht
Y guifaa et €1 S wt =, fom, e fefa, ow, gue gl
i@ T 3R gl

WUSRUT (Warehousing)

qUSH THY ITANTAT ki =g €1 foEs g A ud gfd o wmee faerm
ST €1 ekeh Torien g S el 1 Seared feher St € @t Fe e el
o St Tm foht 81 S gafery SIferenisr & WA YUSHOT S W ST B
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(3) T&faam =X (Inventory Levels) :

TEfaan smavashang snfefs v, g o, T gem s, faere = e
fasha Faga R eefid 8| Ao i FUio HTd T, ofed i S
BU 9[d ICAE 9 wfawd 1 st 1 3@ g, 39w § fofg o =few
e IR i WGiad W W FuRer % gu Aifadl o1 fo=r § @ =fsu)

(4) faavur & wremw (Channels of Distribution)

A% FHid 21 Scase 1 3T IRl & T foawor & mreay 1 gAE S
& T fafe=1 2iemd T il =61 oI | TEEnst 1 qe w ued 2
A A Td Hifer w1 gem w5 fuifa w9 gafa e @)
SIS 1 S g IcaRe THiar @i fafa=t et &1 = o @A 9oy
G- IR o YHT, Yehid, ST k1 TR il = g 9o 8§ g Ty
faaRoT & A1eg, IS 1 IS fIawor o W™ & o1 Ud qIa1, I U
RIEERIH

(c) =Ha,/qea fasroT (Price Mix)

aegstl St HIHd q9 HET TF HeqUl H5H §| TF IS %! F1Hd I8 g © g
R & e e S Teh| hiHa § shal TS fashal 21 @1 et A €1 i,
IYET HT TN & A ¢ 3R STRMT S, T, 3R, fashl & @€ =1 Hard
%1 7% fauvH oy & foru uw qea wHen €1 Yo fauue gere SO hidd
Hiferl, SRt Treior o o T, T i wgd € " el 7

1.

2.

3.

wHa St ua Tor-=itfeat @1 el (The Pricing Policies & Strategies)

FIad Hifadt Ariae 1 FE B E SR T % g GRSt
% STET S Wt | Aifqal foegd 9 o oefiehd 1 S Hehdl € HIHA TA
Td YT TR & STria ged Hifaar sl

IUW &t 91 (The terms of Credit)

IR M TS TRl o % H1 Giaun Iqered i fam1 &iE W =@y,
YO T o=l i U &l B Gehan S T gdfafza ® % SuR o w5
ST B SR, ISR k1 foedR 3 o Fereh ©1 h1E off wH SR & o oo
3] TR TET @ Fahdll a8 B 60% to 95% T IUR 1 Hlaen
SUIRIIST *h1 Y 1 S §| SAGEE % g g8 Ui fashal i, @i faghar
BN FehT faghar i, ek fohdl SR ST 1 U&M 1 Sl ©1 W fospa
o, SUR IuA I fh a1 fhen % ugfa & &9 § wsE %7 I 2

feferatt &t o1t (Terms of Delivery)

aegetl w1 fefaadt =i ot weawedl &1, IUaEdast & & 9gd &
Teaqul dea T fefaadl &1 um, 999 ok wom o gmtyg g Aifaet
HIh - ol &1 S =8y




4. dwia (Margin)

THHT 31 ITEI h1 T AT Tl IS HEH H Rl ARG, ITAET §R
i Tea 3 % 3R 9 B 98 G, i faghar, g faswdr oIk SaRs
=i STt e &1 a&qe, e Suam fohrs o IR-fewres o mifsh &w
B TR tferm STHT S TEG SR iR Seasl § =i fawt & 51
H1 Hel 3K W@ T S SR qiisa sifies @ S

(D) Harg fagror (Promotion Mix)

Herga oo g=y are fago ® s for Fofar =61 S = gen 9 oAt w
TR-SAeRTT TSI § Hrefea 8| SR W=y, SHA-HH 1 S e
3R FAE= clientele (WEH) F HeA 2| AT GG IMFA HLT § -
oA, fasha Haga Te AESe qe |

1. Jafeder faeha (Personal Selling) :

T FH 3R SuuiE % ot S fawa 9gd € Hewyl Ut 31R1 e B
eyt JoAl & SW-TE W1 § Aherdl- dafdas fawa R Tewgel @7
feraqum s & oo syfrert €2 wefl S wfereron, sifgeon we e 9 fasea
R

2. fammu= (Advertising) :

fomTe, e S=vEre #i 9gd € yafaa fafu §1 fommm & w6 & fou
frmter gru faf=1 weael =1 g9 Rl ST §) 3 e sr<ga, STergE,
T qe Sus w9 | B g € AR e | seed ol u| e @
frofar fere s =few) fomm & gR1 fafv= SRl &1 fafv= fomoastt & foma
H SHH{ S S S 2

3, fasa-Hag (Sales-Promotion)
4, AN B T gt (Trade Fairs & Exhibitions)
5. resie JFeh (Public Relations)

ST T F AHR W eH 39 okt W g B o fauom fagor =R fagon w5
Sirg g1 fauom fagor su-fagon 1 aree-fago 8

3.3 IEI-S{a =k sl ATLRUT (Concept of Product Life-cycle)

eIk o 1 STt o W e bt TRE WHd Bl § A e o hi Se STt
B ® SI et foelt & SRM o o fafer sraenetl @ it TR 31 R a%g
1 Sfe a2 98 € o eH S o%q o i el o Wehd 2| iR
forhar, Ffar o797 3R o1 o © fafv= Tl W 3 GUR & 91 STITEH 5 STH]
TUTERT A TG AT AT STE o S § Fheg h Fehell T oq H1 faia= srareenaif
T R o O TERI IR © foF U g % fash! 399 9k | wow & 9He, fasr
& THT o qiudedr ot § fafe= W) gl B aeg-Sied = & HhRoT € gt
fasharett o Scaert, Froiarett & foru o7 st eMavas @ <l ¢ foh 7ot og & gom
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F, T SR P WIS HLh SAHT SARA L, TATH SRS H |9 IR 98 HW ©,
TAAH T H T SR WS 991 HH T 9T SR, SR ¥ g2l ol 39
s & T mavees € for ue i =1 faehar wHa-w9a W ol aeg-fhason Hifq
REd T Bl

Teh T 1 e SH GHG Y Bl € ek STl TEAH g9 % foIy SR o

TN I | SR 999 & 91 g R 39 ong & ek ® 95 el € oIk ww wme
T T € b SWep! Wi TRA-WIH qoF UgH S 1 U] $6h 918 S9 oq 1 SN
o ORI € Fifeh | | FHH o1 S {1 og-Sfa-<h 1 afearwn fafq= fagmt
J - v § B, T 9 g 59 TR B -

1.

31Tk UeT (Arch Patton) : “ T o 1 Siio--=eh e a1l § AHE Sta =i
& WY HEE @Al § - %] 1 SH Bl ¢, TR g §, 9 Yool IReear W
gt € iR Ry e hT steren W W et 81"

("The Life Cycle of a product has many points of similarity with the human life
cycle. The product is born, grown lustily, attains dynamic maturity, than enters in

declining years.") (Arch Patton)

IR & I H TR § TR TER-TeAaed Th IR, 95k I I8 HA
LM =% el S T

“ftRfeTd iceR % Ha o, o 1 S =g 5§ 1A i TR A 1 T € T
I & faa sfrem o fafv= T i € - fawa sfoem =) @) 9 ora ©1 9%
i, g IRusear 9 9o & 79 ¥ gHRd 21"

("The product life-cycle is an attempt to recognize distinct stages in the sales
history of the product.... the sales histories pass through four stages, Known as
introduction, growth, maturity and decline." Philip Kotler: Marketing Management,

p-429)

TSk Wie S{Tee & A €| TS50 TR Aie Sfed w1\ qed steeend
§ (arcaraR, Jarawe, e SR o) U YHH oa&-sied &1 9 =R
et (i, g, aRyeEar 9 et o1 ) €

3.3.1 ST Sfia-<1h hi TTET (Stages of Product Life Cycle)

Teh ST 1 Se T =1 Sfeeeefl § gt ol € -

TSI Y(IaRT0T 31T (Market Introduction Stage) : SR 32 ¥ 3R
e ok ! TEYH A SIS i T H W O 81 56 STl | Jieraiti
F Al 3 Frnd el Bl € AR Weeh TS SUTIST i SR T Ul ue
Y% SR A 8 % HROT A e § Gohi™ wd 2| A: q% HI A el
B 81 @l i =1 =i a9 e % forg fomre, foasha Sags 9 o= Wt
TEN O TSl € $H STl | W Eifi &5 H oot s it © AR forht sy Ann
-+ Tt 71 fasht =1 O 9e & fau Susisrett 1 9% 1 Sufefd, og %
WA TS T % ol ] S HT ARl Bl 1 SEAR W HH h SIS F
TF Rl B o A A B & T ¥ A SR o B ot € A 5)gd 9 A W)




3T & SR TE(TRTT Dl 3TEEAN § 90 okl ol Aewqul qfHeT e
TSl © iR T STl § IUR HT ThoHdl A1 ST U Bl T

. 9MR gfg (Market Growth) : St S =k H STSIR forehTd 1 TE 278 /M
T B 39 oo H 9% W HI H gfg B € AR wy & gfaaifr gre @
TRl T 3R -3 Tesed i owqy S § 1 S € Afehe R ot qu =t
S e e SSIR | o] o, Fmfer 1 faet o ot fa o 9fg B9 o 21 T
T fosha oS JATEl W WEh! hl SR ki SRR SATE THH W L S @t
7 91 3 ] THR T o &1 39 T ¥ fIehg 9 o S aed §1 59 stee
T T el % =, IR foar ®q A9, famram fifq onfk & wwfa o s
et fofa o ued #)

. SR uftgear (Market Maturity) : 98 a%q 1 SAIE & S(o-<sh &1 qrad
3TN B | D fagM T8 Wl sfeen (Saturation Stage) i &d &1 39 syorwen
WA =X W q% wEe St § N 56 Rl fafa= fetas w1 fame 9
farep! Haga W et =9 T vear € TEd f St Sve w5 i o @ dAfed
AU AT % HROT ST FUS Ht AT FR € St 21 90 Ht A4 kA
T o & o R od ¥ 59 oroen ® qiafiar & %Rl ged ot iR 9§

faf= yR & IR *T M H TR IRuderd w1 sTERen & gHg (Faf) o
STOTT- 3TelT BIdT &1 STEL0NY o Th Gl SRl (Convenience goods) T <21
H ISR gRoerrar 1 3t ol e Wehdl € 576 Hed 6 @H-9H w1 aeqd, fame,
TG NS 1 AfAfea fohar S ear €1 S5 TR TR, Heil, foem-suw,
wtgal g & Ser-=e | 5 7ereel i Sia ety fa=1-fa=1 el 81 59 sfeen
1 ot § 9fg F B fera PR 1 SR SR AR, T e,
SR, G, T ST w1 WS A T w1 B 2

. STSIR UaE 379eT 3Ta-ta (Market decline) : STIIE SHaF-<1sh b1 3= STeRelT <t

FISTR-TATER 272a SISR-F STALAT 3197 SISIR 3TFAf STl & A ¥ ST S
?1 79 o1 © o5 1 fash! w2 S ¥ FifeR B T 9 310 oEq¢ AR 81 SRl
B THeRT URUTH I8 il € o ogd 9 FEide & gR 9+ e i w s
ST € Sefeh 2 T o Telferd aegett =t i ohe fR ootk o o1 Wi € 59 eraen
H, ST 01 1 STEvaehal HiT % %H 8 S % HRO 9 S 1 TE T sfoh
Goft TR T IR ATl R Hufed R W ey 8 S |

TH e § IqUH Ykl & foTT g% e el € fh 9 3794 ScuTg i o |
39 I T I T, 56 T 3T 7T § HH T ITUIE AR § AR ST S
AR IR & FHheId T Hih [t TF 99K gig ht e § 599 0 ol 39
FH & T T2 ISR T @, IR o T3 START i @IS, FHH Gdiel [ wE
T HIE FAEANT S SRER ST ST Hehd €

o1 7.1 % =% fe@mn e § T SR & S we ¥ faw! fmg ia @ wgdt € aen
I ol ¥ g IR aiads a1 © 91 31 SH U gy 71 o] fEse
# us fomiar g1 oRq-SeA-= &1 =AM | Wl S WA € il g
A A1 At I % STHR a1 W B
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ITAE e T & A0

N

Fa fowa 3 o9 F A (FE)

1. ISR 2. ISR 3. AR 4, ISR
R o frorerdt 1=
o3 (7.1)

"The length of the product life-cycle is governed by the rate of technical change, the

rate of market acceptance, and the case of competitive entry."

-Joel Dean: Harward Business Review;
Now-Dec. 1950-P 28

3.3.2 IE-Sa9-Tsh i AATTEA H T TEh

(Factors Affecting Product Life-Cycles)

S € (Joel Dean) & ST9R, “ IR & SHoH-<eh o TR 1 F4IR0T qeheitent

R &1 71fd, IR 51 TR TR ST &6t 1fa den o g st gadar gry fwan
ST 1“8 eH T ek Tentel Tehd B foh aeg-Sfae-eh i ety e aml W
ek et @ orefq I%g-STam- =k 1 Tfad T 91 A A B: ¥

1.

2.

Aerritent UTtae ot Tfd (Rate of Technical Change) : Tehieht IRad T T
IR e = 1 s1afy R Hren gard ugdr 21 fot o Tfa o deheient ufted
B Salt €1 A T W g 1 Sfer-ueh DI el =l S AR A 78 gRew
offeit I o BT G TG AT S S € o B SRR % fore fasRfaa dw s
FTdFT, €9, foeq, S, ST o7 <90 § 9gd o Td § qeheAieh! IRek 8l ®
& Tore qitormeeey ol Sl @1 Siad ei-+ B g S w1 8 BUR 3w o
TS 9 STEHH Giaust & T 7 F % hRU qohAieh] URadd agd HH B
&1 A v/ @ enfefen Qo o1 foetfaen i o e gan & avft o 981 T k!
g et oy Wi ® e uRoms | g9 o i € T wga el gER
9 H E dieh foehfad BT iR WRdta Susiieret o1 € § 7¢ 9 dfgan ¥ afean
Tehiteh W AR o T

AR Wihfa @t fa (Rate of Market Acceptance) : aSTR Sishfd @i Tfa
- SHE-Th HI A Bl SIS T TGN B Tehdll B ATeh Ta A BT Saq o
Tipfa Y it g @ o Sho = B S §1 ISR TRt ST St
w1 ateer ST, Sfem &, ren &R, TsHifas o siviferss aeReT 3 3w sl
T 9 e 2



Wi it ST waeT (Entry of Competitors) : St Jf=ifiTar diet gidt & o ot
o=k 3TUeTehd BT BT 71 S1eifq A% T4 3% & oSN Ui % 9@ € o
wH =7 i 9 SR ST o SET SR Y S Al SOAIR Sie-as i STy
&Y B AT iR Tt wfaanit T gl o U | R A o ST she
faudia afk TR w3 e wH F SR v ? R suw faw v gegfaer §
STy 999 T ¥ @9 B[ H GEEA] © 991 IS dehtes! Sigerdl fag &
giqaifiar da fa & T @M1 IROTAEEY IR 1 Sied-=sh e gl

anfyder vrfemat (Economic Forces) : JoI¥d sTfeiss wifaal «ff 9%g & Siaq-=ih
T gl B €1 T U H oMk e F St 7o A fm B

Y= gHT Wifea Sane (Products Protected by Patents) : 57 awqsti &1 9e=
TSitepa o Toran ST 8 SeRT Sitaq-=igh 3177 SRl ! qorl | 31Tk orwa Bhal
B

Afgadd Tor-ifa (Personnel Strategy) : TeN & UG S SAfH FEE € SThR!
Ao off SIS Sfe ek et i gefed hidl €1 A EH Sears SRR T
I I § € ATHIH FEH AR H X TH 39 HHE & AU A At
X & S ¥ @ T B SR Sfe = gefer g

3.3.3 IR-SHa=-=Ish @ w0 Tauur Tur-ifeat

(Marekting Strategies During The Product-Life-Cycle)

T S © TF U oafem S aed SR § BN © d S9 UH foav YER &

A -UIeH =1 SATThdl Bl © Sl 98 Il B Tl & al SHeh! STavasharstt o ufiad
B S B W o W% oA o @H-H, ©A-He 9 HE Hi el gt § 6o a5 36
T Tyt 81 Uigraren H SHeh! BTeid facehet f1=1 Bift €1 S 1 o & ST b1 off o
ST S € SR § 1% SR & Siie shi fafi sterensit # fafi= geR 7 famom
Hfeat 9 wEien Tavan € TR dia avi swifafad TR 9 )

1.

2.

SR WRAIeT0T (Market Introduction) : S/ & 3o o=k =1 fafa=
eI & & U HY b § Tob SNIR W o IR o W Uleeh! o SusieRia
1 oG F 9N H 9gd Y A A P T I e g1 TH WhR faeRer % wren
S TS, ok Tershal o P Tahar ot =g i Tkl & wgd %H o9 od 81 A we
e forshdl o1 ScuTEeh % Ty I8 SR Y °d © Toh 9w o T, fasa Haga
A W oS YA W R Y alieh Gt ] o STl 1 SR Sedl & Sedt
et | T & e St it 9% S % fAU 4R e 1 O 3w W o
H W T 1 AN o Sl 2| ;%] 1 Hod ot S € W@l vl B

R foremta (Market Growth) : 39 STael & o 1 fash! siedl © 311 SHehT F@m
off ST @ wGH o 2| ToRa Te ferhe Terg o1 S € o @ © Wik fehl
% ST | HThT T T I §| TY TR H I& F1 oI SH THT OF 39 W
W @l ST Ghdl © W e b Wi SeTT oS § 7 o1 6| faeh e w1
g forgioan © T s wfeanht weensti o gfs et €, a5 o GuR e g, fafa=
foefar ISR # T9-T4 U8 w1 A WH FAN B B

Principles of Marketing

53



Principles of Marketing

56

3. UftueEET e (Maturity Stage) : SIS SieF-=ih ! 78 THad e B1 39
STET ¥ IR H1 Tkl ITURA ARG 9 TN 91 3] § FIaRTar ==_F o |®
vgE Wl 21 T qen faena-shell W RTET "1 H 55 hiA USd €| 39 e
T fIIUM e $T9 IR i Wi 9 UEeh! H Bfd S 91 @ T YA fRa S
B1 fawom &9 § ©A U e fagH SH STTell STae Wgha (Saturation Stage)
T B TH ST H Uge T o shi Wi o TRerar o1 St ¥ S fmiar gw sterwen
o 7o ot Sl YRR Y o (S08) ISR W A Al o A § A1 wgd Sedl An
T TEF FIT L B

4. UaTERem (Decline Stage) : W Steq § ST % 1% S ggm & @0l Ked
T T IR -+ o7 a1 & 1 7 Sk IH YER SR SHemshied 1 A T
1 Wig e BT B 3 o] | oq k1 farshl h1oh! o2 Sl € AR Frwfan & o
o off SHTRT FHH T A T TR HRO AE ¢ 1 T oFaen ¥ T wF 3q gl
TR H ST T Te0 HT Al B

%9 fauvE fag TaTaeen & 915 79 1 o U sTore Ard € e STER
TH S7ae H o i ekl o Y B S ® AR faiar 59 e b1 uRedn e g
B SToe 1 A BN TaTeE w1 Sif<rd =01 e dl e Terd el e g gae
T 3 I € rereene § w-Aifq & weAw | oo gl 1 sted gam der s @
S T Sog W Wog 39 gl ¥ gehn el W i B W a= S W)

3.3.4 Tquu yereaer & ToU Same-Sia=-orek @t SudimEar
(Utility of Product Life-Cycle for Marketing Manager)

St o &A1 Tl € o g ® o SR off 79 & Aifa S o €, gameeen §
o1 A § g5 Bl §, S o7 § Jog 1 WK Bl B | 5 fafe= steeneti % Wy g
oM FHESE S Wid Werdl 1 R i €1 HiTe i aE 9 SR 3T
froforerrer o wifsd SR & S99 W Il € GRusedl shiel § SEehl Woherdr
Hrferha &9 | WeEYE € Sl 2l

TR SHaA-= 1 STAIA faUUH Yawaiahi &1 3Ted SRl S9aed i |
TEAT S €1 T AT U G & S i Tfaeiierd YSH hi S Gehdl 1w
o gt feafa 1 9@ T 51 g1 §1 S 389 faudia #o favest #1 5 § f%
e oo =19 B 9 THHI HRU I8 5 B o oegenl & sfoer fo=-fa=1 g € oiR
o1 o=t sroeeneti & fawferg = g € Ban &) W19 € 59 W o off @
A Tl T U ® fon o o e © TR W@ 2| AfeR 9 Ue ATl % e
B i foquM Wk o T - ien =k W1 9 e YRR ST €

1. Touur wor-itfa & few amam (Base for Marketing Strategy) : foqum yarer®
&I ford T 1 H5H SSMT AT 9P fOIU SR Saq-9h 1 AFT oT8H
Jfgert Fam ®, iR 3 % ST fauve SEisy 9 S €

2. UATHM IUHIUT & WU H (As a forecasting tool) : fTIvM Faweh IR SoH-=5h
w1 fafg=1 staEenetl o o arell SEEst 1 Jarga §RI U1 R 39 3o
A & foau g R fauum dfa-Afet w1 fmion w5 g 2




3. THIISH SUeRUT &% ®U ¥ (As a Planning Tool) : sq-Sia-ae & aisH &
IUHTO B B W UGN ¢ 59 fafae serenet o wioeafgal g etRh S
el forqur ot 1 9 81 S @) e SHR W HquH e s
frrer & FErErar faerd 7

4. Y gig & AT (To Increase Profit) : fqum Temeh 3eqg TSR 9f=r i s7afy
I W FHH Flh o aNR T S SR IRused i erafy i ol el
At a9 A T T 2l

5. e STl o faetd it 3T &9 (Attention Towards Development of New
Product) : fUvM Yarieh i ST Sia-=sk & 378494 9 39 &1d 1 FH &1 Sl
& fop waTeren e ST B S W €1 38 SN & SUR W e T IR
1 Trehed T 1 HIRTY AT & ek G SCUTE 1 TG ISR § Tl oo
T T ST Heh |

6. TEUT SUShTUT & wU H (As a Controlling Device) : StIE STa9-=1%h &1 31207
FoToM il g =T ST % w9 § o STAnT g B 81 T STHR W AR
forsra ramdt Aifaal ! THtET F SR foe™ 39 999 W HE UG T o
el Bl

7. TGN W U e ¥ R fauu wrikw i smavaeRar (Need of
Different Marketing Programme in Each State) : 315 Siia-=ish T} fa=X
TA9OM Yareeh o T S © T oeq ot - eraeenet | fy=-fa= forqum
TG TS Hfadr ST S ¥ S v v Hfaar o % 9eR e S st
H ool S € S o i oHER § el {9 S gl §

8. fafi= Scel it W= wwg™ & f&w (To Know the Importance of Various
Products) : T& T %H S Tk © 314 SR] 1 IR HId! & AU Th & 3qE
o 2 YN HT U S §, I 59 91 B T STA9T ST <A1 B B A IR
Ser-=sh ! TEell e |, B W ghg el § qel hiT W A Hi e
T & W % Ted & SMHR W fa9H qen o= faswa Fags Hifa o = iR
Sfed T W SR T A i e 1 FEem w2 g

4.0 QI

ifeieh o qR-IeRT SIZehl 1 AN B| YU Yearrerehi o1 S ST=iid €1 i heAl vl
B THH B Tk S ST JiqanT FehR HEE e SR Ferehi @ e
¥ oY B €| Wik TEH B ATt URed & SR § f9uE e sgd wed @ g
Tl fort Tl shY Aot T 85 deh 39 o1 W R s @ fon forg wifa @ arrero
o ufRed B @ ® SE A W oAt W f 30 39 ) uRetdd sl ©|

T WY IR § I 1 THeIdl HIHT 8% qs faqur g W fik &
B YN SRR 1 GEditHE T w9 21 faguE fagor @ feRer axd wHe
IudiRIS 1 e, =, A, W9 w1 h A S H oA § @l S g
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IR 1 S ot Tre S @1 atE Wi a1 © A0 8 SR i Siaq srafy gt
& SR et foreht o SR o o faf= staeenetl @ BT el B S TR
S7ereen, TohTe STeree URYeadT STaren & Uae 3taen onfs| 39 faft= stawensti # faqom
el g STe-STelT TorquE Tor Fifden SToE S 2

5.0 gEaTfaT qeeh (Suggested Readings)

() = T\ . S faoE ged-wifec e e

(i) S 3R FHE : faqH ye=-forae 75 saRER

(i) . TE. . SFEE : faUuH gar- gAY 1 afeaten s 18 feeet
6.0 T & forT wvw -

() ToIqUR SdmeRer ¥ 319 A THEd €2 oraeret ° 39 fafa= seehl w1 auiq wifee
e g faque gafaa & 21

What do you mean by marketing environment? Describe the various components
of environment by which a marketing in influenced.

(i) faqum fasor o #o1 Afqga ® 2 3@ ST=Hld - W T WA B
What do you mean by marketing mix? Explain the elements of marketing mix.

(i) =% ® SoF oh G AT 1 GEI 22 ThE o B Sed wh B g =W
HHA-HH )

What do you understand by product life cycle? What are the stages in the life
cycle of a product.



B.Com. - II
Paper: BC-205(i) (Principles of Marketing)
Lesson No. : 5 Writer : Dr. Manohar Goyal

Product and Product Strategies

Structure (TU@T) :

1. i

2. 3T

3. fawa =1 e
3.1 O A SR WK HT e
32 SR I Heo
3.4 TN aEge o famm
3.5 % YOHaE

1. 9qfieRT (Introduction)

7 fusd sl & faue wahfa, &9, fauoe Frered qoieror aei) @ S0 sl
SRR AME & aN | 3777 L b | 96 hig Tohal 3701 T Y& Hl € al 59
gd | et TAfaRuiE vfeat 1 AT BT el 7 IR A v Heen & =i
T Bl gl et €1 90 FareeR 39 vifREl o1 Al e @ fow ue feque
R 1 i e € f99 fauom fagor (Marketing Mix) %81 ST 21 59 faaom
g 1 T H =R 9 wiae B9 € S9- Ses fasn gea feier fason, Tom s
Td HaeA g 39 we W 89 IR fHYU (Product Mix) & aR | 3199H 1| e
ST S I T, ST HEe, SIehol, el g2l o1 foehe Uei ar%q Wit 31fs
wfge fwa S 2

fawoE @t 3fie @ SR v tfueh S 3 H WA B © 9 =i gl
SIUE Teh Yk IcUTE BIal 81 Th foshal oreqd o ferefl S a1 forqur 7l shtan afesh
SHH WEAH W 3 A T T =il o1 fauuE e 21 ST g wHE fauue
fopanstl 1 % fa & T R TIIUM Yerrersh % o107 HaE whi Aol & farg oo
SYHT & AR F N TF fawivaed | aifue @ oIfuw sam < wifew) SaRi &
AT faTU HRIH 1 HIHT S 9% TG HIA 7 SEAT IO S e
T GHI TIIUM YareIh i I SUHH P IS NI hl 37T T8 HHSHAT dMeul
e et fauom worifa & faftor & st e fierd 1

2.0 29T (Objectives)
9 I3 1 AT FH & T8 AT

() UK % 31f TAT THS B hi ATEAT HL Heh |
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(i) Tof= ¥R & SORl ® o9 AW H qD |
(i) T aEge & fom™ & IR ° du
(iv) a%g WAl ® IR | T o

3.0 fauw=r &1 UEdteRtuT (Contents)

3.1 9K 1 ST 9T Rl atef : (Meaning of the Word Product)

fopddi oft o W K UH qd B © TSR RROT SR 1w et 1 g@iery
forqurTehal 3o g Sedttea = foaiia =% =1 Wel § TR GHR I @l ® qlieh shal
TH! At 9 SIfue O Y T 9w F fOu a8 TeveaE ¢ 6 IAR & fae
TSI kT ATRTeT a1 3=01 © fohan Su) areqa o foshan 319t =g a1 ¥an € ot &l
ST O, TE S o ol we=an, ggfte, faunh w9 om w1 fosha wRa T
TH YN TS ek 1 98 HoM fooshe 9 9 9&l ¢ for “Scar et wgfea

+1 TF g §1”
% BT HD ARAT 7 FFERE

faferm o, @ved & #a ¥, ‘o 999 Ud 31ged faearst o wfmyor © s
TN S WM Aot o Farg off e €, 5 Sy 19 STevEeharel % g B
& forQ wiehr Y Tehar 31"

("A product is a complex of tangible and intangible attributes, including packaging,
colour, price, manufacturer's prestige and Retailer's Prestige and manufacturer's and
retailer's services which the buyer may accept as offering satisfaction of wants or needs".)

William J. Stanton : Fundamentals of Marketing

TqUr 1 MR TRy S foh e A el € o | Sue difae o W
g &) wnfger T& S 7 Afesw 399 aga sifus et Ffmferd FHad 81 ST ®
foru Sefifee s1eren eal wes & foiT JAReH 3R HHMIR ST 61 Ush |IeH el Fehdl
% o1 9% 3T A &1 fafy ¥ goia wfifed B wewar €1 A Soffasm &9 TmE S
® IR oM & T oM & o ER % S €, 7€ T Tl SuHeR & S a|
% oIk 7 & S B T ©) T I8 9 T Bl W § R S ek i A
TR R ITY W B o Sl i Suifar, gHfas g=fte, S wfaser g
o T TR HE B

TEEWA % IUR, “ S STANTEIA %t Tl 7 e s & oty o
iR et e aftmfaa g 81"

R, TH, TR % IER “faque #1 3fie ¥ SO o ol w1 g @ S TR
AN H FEqd feman S 21"

fRferT Tieer & 19 o, T o sl i Gl s1al AU Y3E i art
iferer We T FareTedsh faeon @ e §1”



TH YR ST URATTEH & T 277 HiH W EH 39 fehd W o € T A
ST SR Tgfeeal &1 T g T

fawor Wi & Seag & < 21ef @ WK ® - (i) W10 (Narrow) T (if) Terega
a1 (BroadSense)lW@W&ﬁﬁﬂﬁwmamwm
&, S, T, S, T, fohame anfR) T8l W ¥0 Yot SeUI ki oM o WA € Seh
forega o1ef o T A0S 1 ST o WG B S 79 o dier, ST, ifuue, war
e fafe=1 svg 8 fS1= Sfer-1enT og o1 Scg 9HE 2

3.2 3dIE <ht #g (Importance of Product)

eI S | ferdl e SUhH 1 TR SUH Yo i 59 AR TR
1 T hT H LA BT ST AT IR BT G AHIGE ST T AT FET ST HbA
%IWﬁmﬁm%ﬁaﬂﬁﬁﬁéaﬂﬁmw(Product)@ﬁ's:‘Jﬁ
oo foran Fefed &1 ht ST Hehcll| Teh h3el TIIU Yaereh ohi AT Hheldl
W FH & A0 AT TR % 3R B 0N T foioanesn w A @ sifer v
A =few) qem 3 ST IeAR Wi S g ST T, Seai b s yoa fruifa
AR S T e § frEe 9 2 <

grIfeh Ffeshio ¥ ft IR %1 921 Ao §1 T 3R <81 ScA% o SUARsti w1
AEvIRArA 1 T el & Tt ud SR SRl % S, fom, T wedg T
faaro fpeneti | Sl @ 1 UsFR oFf fem gam 7

‘ol IR T T A ot et Seensti & Sted | Sl & He & Sel
e &1 b STefozrereen o1 WUTE Id1 S 1 &1 TR Wi SHehedrt] T8 | Sitad
T ! SR 5 i 2F § W@ gY i AHEash S8Rl W Hg! T’ @
ot € IR ST Uk o forw vl s e et €1 e wEr | el % agge
SferTesl i TeIeh T ohiTl TR o Torell € AR safery 3Tt Sarevarananadl st |=gfee i
stfereham w1 % foTw agsti & 97 1 oiiche el T ST 3 ol 7)1 fhe
Td o€ & Ufd Tgdl g8 ekl 3 9o garsi & fau Sl R weifis «am e
vifer shfsa o 1 STavashdl =1 Tg@ o1 %41 B1 39 TR o i qor o ot
AT el & Siod § Seasl 1 Heed S T Al 9 T 1 37: Uk fauue
Yoo IR SUHA & Foied Fa-ewhl i T AR TR Fag ifesh &M <A1 =fsu)

3.3 Sare-afientuT (Product-Classification)

ot oft oreq o1 TIqUH HrEiwd SE % HI Thia W IR war © Al a%g w1
FI9d, foRor & <7a, faam & et &1 g, e oawe, fawa 9o # odt 9
wivteror 3nfE weft forqur fepamd =g & Ta9T 1 WA S Td U HE i Sl 2
fauom =1 3fie § Il 1 3 v i ST ScuR Ud SR S o fasre fehan
ST ekl B T FffehYol foquE Heenm & IAR-§al |y (Product Service Mix) &
fraftor & enweh Tear B1 SR 1 3 A A MR R faswa qrerelt, sared
e, fereor wwedt onfe Hifaal iR wrEieha S S Weohd B 1 Seg ool o farega
g foet 5. 5.1 W fean @ )
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SETE-THLIT
|

v Y y

A RN gfewvi§ B SUWE giedmi d C. O % Sianee STER

[ TIeE 3R I gfaw 3R I T 3arR
(Fabricating (Convenience (Durable
Products) Products) Products)
1. SUHT SR 1L e 3 Il &0 STTHR TR A
(Equipment Products) (Shopping Products) (Non-Durable Products)
1. 3MYfd 3= 1. faferear 3R
(Supply Products) (Shopping Products)

D 3| ©&10T (Products Characteristics)

o3 4. 5.1

oo # vl T SR aiteRTr @ avi frEfafed R © o

L 3ifEnfes sare (Industrial Product)

g ICAE AT HIA ST TN 3179 IEU I Aa §ad 98w & fore
oo ST & ST SR hEenal 71 ST WhieT THIAWH % $TER,
“ ST HTet, 9 AIe ¥ S WHEd: 31T SRl A1 oAl B Scared 1o anett
1 IUCfe B AT T B

(Industrial goods are those destined to be sold primarily for use in producing other
goods or rendering services..." - by Committee on Marketing Definitions in. "A

Glossary of Marketing Terms.")

TH AR W I8 T 8 Wil € o Sl asqet § Freferted Saamei o oeqet
1wt fran ST waar © (i) AT STFTUT (Accessory equipment) S
fave, 2, food efRi (i) W@ Seen o S o e1fea Scars skt ofifere e o
% oI 59 9aR 1ot a9 qan Taf= gieenedl @ TR qgar B (iii) 9 99 e
(Services) il foh T i1 fopaetl 1 G T YaumuR <A 21 (iv) T Gl 9o
TISI-THM S ek ol 1id qoh 19 | A € oifehe S 3AT=8 Seaig o1 feeen
&l eI B SrEifiTes TRy HRUE: =N TR 1 G Sl € - (1) TEE ooy
(2) ST Y (3) W ey (4) Feed ol

1. @IS T WWM 91 T:l'@li (Fabricating Materials) :

3 o oRqy Bl € S A1 A I aE AR T gE ® A1 S SEt e § SuwieR
3 AT T o T 3 e S A e e R
stferen 3frEfieh Siha oY SATavaehal Bl & 12T Sl ST Feeen o qEd
TEge ° STe f&an a1 o K S 21 SR - ¢1g & 2, 9, B o]
1 & TN | e fhan S Teohel 1 SHAR T TGS o1 WEM AU Brell
Bl o IR Froiar yaforg =mm 7 foem ® wE o o1 % | o At O



A S T S srer Pl A S A R 81 59 g A R A Principles of Marketing
T ol B " (direct) 1 W € T B HR@M #1 aKQ AT

1 HTH S-S HETEY SR hid B | h® s uHl o et € frent faent

FHREM T SH SUNF A BT BT S 7, - TR, TG 7@ [

2. SUHOT SAE (Equipment Products) :

=g 90 | 3 I&gel ki Afmfed fmen S @ 5= wrar § o 9 etean
Tk o et @ forT Weenfie (Instalied) e ST 1 9 e oRqU qf UE
BRI ¥ S @ i a9 sravashdst #1 gfd i 3fe 9 fowe I w e
St € 3R T et € S St g8 Herdt 1 Wi, S HeTHdh SuhIl
3% 39 hife o ot €1 “ forstelt = T & STehRtoT STfuehar fawiy sTrervasharstt
1 g 1 3fe ¥ WEdR @ 9@ 9§ AR Fel ol SRR R 9EE, A
T STevashdiet &1 Ifd & U Teet § o9 99 oo €1 w@iea § % e
el I 31T 1 THE oL YAH W ! STl 8 AR THe0) & &% Ht Sl
?1 zHfere 3 ogetl Y faet & forw ot wael e w1 kORI oY @l B

3. Wl S (Supplies Products)

T o ScUTE 3T B TSeht Werrn o Has w1 ferard w1 St € SR S
A= Searg 1 fewe el ol 1 Sl & AR T iR $eA (e,
e, SfE T 3R sher-goil) = farqen™ aet Tered S5 YRR T gl €1 5
Tl F wiE T Y W I S R e # g e e
®q fauureRdl &1 e Tae1 B S B B

4. HoT q TG AfHd Sae (Raw and Semifinished Products) :

g ST el @A 7 o W WS g § S fafe wehR % we-awed, 1,
T, R, T, ol Bl Ak, WS usred -, ", =i o onfel 3
LG 1 STAN AT T & forw gieteEE W e ggdr 2

IL SUerT a&q¢ (Consumer Goods)

F gl S ST §H el S % fo @il S € oI R o faRed
e gfafaa™ o T TR BT ¥ ST 9&E hedrd €1 3 54, B,
e, QreH, foeté aei 9 e & Sqdi o) owqd wnfee &) smie Je e
THIFGUH & TTER, “ S HIet, o8 |l © S 31 Soeiierrent =1 ufen) =
AT &% AT S ST ® R e vget | © T s foen et gfwen & wan
o o ST gt B1" (Consumer goods are those destined for use by ultimate

consumer or household and in such form can be used without commercial processing.

American Marketing Association) IUIRT &G i IUHGT H1 LAl R
TG & SMUR R A o sffer 1 §; (i) GraHee aEy (i) 98 SR
(iii) fafre sem=|

() Wfaem 3R (Convenience Products) : JfAHT ITIRI § 3T 37 a&g3tl | ®

5 Sustiert =em o & W1 IS wE A Tl 9 Tl € 4R fSee
foraror off =amaer W) W A ST B 3T oRqen i stavashdr fea-ufa wedt 63
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% 9IR gea off % T ?1 9eA, e, i, RKawerd, ifae, o w1 @,
F, foeape, BT zaral, ofk aeqe 39 Hife o ot €1 5T agen &
oA 1 T UE: G T B ® qon ek aEge w1 fast e & 3R
W B BT el & fasha -8 o srerfuen wfaemdl et ® aen Scehl we
forRehl w1 AT S B & fTU foeee S SUE 1 Wew ol el ®

(i) HraT-Seare (Shopping Products) : SUEIT-SRgeT i T8 S0 & ST 1
@ gad € 9= Tled § Susier s9e qod AR o W e s 9 €
e F e WA, T, S e, Yo mfe, S @ A onfy A
TI-SR T4 Sl €1 37 ol i Weeh SN | [ fhY T e e Sie
o IR 01 1 foe T & qvE & T B e w3 €1 3 aeget
o okl & foIT W Teies -Bi TR # oy M B B, f wifum-weed
T 9 €1 57 el 1 fawl & fau e v 929k TN A fave e
B ¥, T wifo-Sed el STl ©1 37 oRq 3l ol Scaied i arell i 379
Tl 1 fas! % o S8 99 e TEAH T sTavashdr 6l gt e R o
= AT Aol % ToTT =t €A W AT Bl © STl S9 WehR hi aeqat
TR F 5

(iii) TafyTee a&qd (Speciality Products) : 59 Scursl & ufd Sustiaaneti &1
gty sTeReur 9 @E B € qen R @iy & forw 9 favw vem w1 9
TR Ted ¢ faferedr Sag 1 #ife § il S 71 59 goa 1 afed, Weskey,
efiforet o1fs faferedt SRl & %2 S 81 39 YR 1 foh! THas T
o Wfehee =1 Toater & WIeTH W Tl €1 39 Wb i SAfeshal sl bt SUS
Bt € ok I fomram off @a fRan S 7

L fewts: 9 31fehts TU (Durable and Non-durable Products)

IR} T SRR I SHTehTd o TR TR & S0 | fopen <1 Heha & oo
ol 3TfehTs: aRqu| TR Wik (S TEIFqUeH i Ui 9ifd & 6, “ fohrs
T 3 T U © S IEROAT S T W ST €1 5 oeqen w1 S o
7% fehts SRl ® Aimferd fre < wehd 1 ST Tefen TEfauweH & STER
&, “ arfehrs oXqu 9 999 o%qQ ® S fop W U A S §A & 9% SHw
B W 71" S % g ASH, =, g9, @ o1 9EE, fame, et onfk sifers
T HET ST Hehdl 2l

IV, SAE-A0T Sl (Product-Characteristics Classification)

IR i ST Al | fawfsa s 2 Fod PA-AGER HI THSRR &
oot i B it €1 T, € SeAg aiiehNoT shal i @i qighan AR ferque
Hig & ot % W S et e o ermef el 1 . ol waftare
1 IR, AR TG 38 WHEA 1 T B 39 fHgr § W, THiaEere |
IR oRTTeRT0T B el SIS A&TON =h1 = Fehall © (i) Tieioe =, (i) Wehel 1=,
(iii) FHEISH, (iv) ST FTA, (v) TR el faae ve erfan 3 scms-asmoi
1 =i H A Ao w1 Aferd R 8- (i) SR F1 98, (i) %A e § sl



TN @ TRT ST =Tel 999 TS Al 1A, (jii) Seg IRed, e o Wi
T T, (iv) ICTR HT ThATH] e, (v) O & 9% o 999 51 a9 qad,
(vi) SR 3 T FAN T TREERAT I, T (vii) STIE 1 o a1 fawar ua fafs=
ST

TS YR ot a%q BT foquE FRishH a1 3 3TIER BT qen Tk fifa & o=
famur <fifeEt ot S5 erqER feifa e vedt €1 Seew & fau, 9k sifewrs a&e
& Ol SRl TAF-TM W S i e G B, oY St e T SR qe S
EﬁﬂﬁfﬂW(BrandLoyal)ﬂﬂﬁWWﬁFﬂTﬂﬁTﬂlQﬁmﬁﬁﬁlﬁﬁﬁﬁﬁm
Y § IRE 1 S AT ¢ ol g i A Sed T W @ US| e H T
T G ifas T w2 ey

3.4 & a‘@aﬁ T fa@wr@ (Development of New Products)

oSt o THa o o 8 o i ufafed 79 enfaehr Su i e §)1 e wh qw
fereptea 81 =1 fpamsiiel gft § u-9u fashR o & % g o o W@ | A e
Tl 391 SN Geltd it SR S @ € @ AR § stfueh el B % R o 9 ®
& ke ¥ wedt @it o Frafareit g7 fRd S A sifasrt & wRorrees =
IR GOR § I ¥ T 3R & faua A 75 SHE fahmE #1 stawenstt #1 9 aga
S 2l

3ca T ww Hifaa ot e v 71 SR faw o ored © feRelt fwian g
AT S Soft @ FeRelt 7€ g 1 SgA, ved § & ffHa 1 o1 @ aeget & fese,
SR, ITANTAT, A0N q 01 WR | GUR w1 |19 o5 AR fawm #1 =
e o B| S IER ST T § T i e witwfera g €- fopedl 2 g i
AT AR G H S stufq TR, e @ ffda #1 51 @ 9 o € R eiR
] b Haed H GHR HEAT

3R fIahmE 1 9fha SR F1ieH & &9 o T Hewdqul forall 71 S Scaaeh
A AU T SUHH F W, 3G § ghg, SHR e 1 gren o ferar =wed 2
I8 THR! STUST TR Y TRl

VT & W H SR SHUH et ud feeet grreft aehsl fwmar,
ScuT, TorehTe et €1 ("Product development encompasses the technical of product
research, engineering and design.") 9 9ftrar EY SIRRSIES A IR H YU, 3Teh1
YA G T el o1 Tkt e SaaR Tk # witAfera e 21

TS e o TaeRTH i STaRATT (Stages of New Product Development)
el oft 7€ o & Toen@ =1 Wiowean o T ©: STeeeT o ®

(i) T fa=r (i) fo=mi &1 ®MaH, (i) e faveo, (iv) a&g-fasm, (v)
THemes ToqUH, (vi) R o1 SITUHehTol| §9 SRS 1 oui 36 YR © -

() = fa=m (New Ideas)

U 3R & oT@ 272e SAE FaMR i Fiehdn U fo=mi &1 St § WRE gl
B T g T & forg 7% 1 ovawesh ® T 7913 TR od @1 3 fommi
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(i)

1 € o M % T H qRiad fhen St 81 e Fw areweEs e ® T e faem
STIANTCT IAR | 98 € S| hael Ha o7=s fa=R g1 3R ¥ uRfve e s
Bl UE e | o © T o stferes fomm et sait 81 siferes S T 3T
fooR & 4 S 5 B 2

T eI HH i =T o Te e R Tl w0 % fau wE sl e

STavT | TRl U oHae T Bl g6 agd ¥ SyAnt faem fmiar 9w T g

T orq: o Tt St el i Tt wd €1 56 % & Ty uw At e

T 3d § TSrEent 1 (i) fa=mi =6t e e (i) fa=mi & fore sd=niar a9 o=

1 WieHITEd T 3R (jii) ST R S wwetE f9n i SsE )

T ffar i = A QT G F T Ui & faio % faw T2 faem fafy=

Gl @ fierd € oifer Su =1 7@ © -

(1) hareft § (From Consumer) : o] fo=R %1 9o Hewqul Hiq o &
e @ SUMIRT & &1 HEA B Bl o SHB! T B UG H @@ €
A IR S ST TN § STHR! A HET B ferw tfq ITARtt ¥1 w6
379 TMEeh! o eI o FIhTd TR ! AMfeU qe 378 germal &l quhd
ot foman s =nfe=

(2) Tmiar & faeraeRat (Manufacturer's Salesmen) : foharedl 1 Hienm T
TMEehi W BT 8| ST UEehi GRI o o el i EFaeht R &l fepan Sfrn
% <l SEH §N TH 91 1 T O 1 IS {hA1 STl € foh Uresh 0 =
B W = gara Tl o wge 3 W )

(3) wfemrert (Competition) : TN FHt & SR 99 H Wqd foha S @ STARI
1 o IR W STE AT =Y i 350 fa=R 39 YR off I & SN
2l

(@) Tavafeene™ Ta WTRRT TTHA YEFEETE (Universities and Government

Research Laboratories) : Ffi-a 76 foam favafomme o TRt Tarmmenst
* g0 ft S o Ufva A S )

(5) warer (Management) : Sh¥01 & Yok off FH-=0 ot o Fao & fow
T fomm 37 ® Tmed € iR o HeA w1 g ¥ o= YR ¥ uRfea g
% 3N 3T WA & IR W I8 T L Hehd ¢ Toh Hedl SO e7Hal b
ST HHE-HHE G T IRl & o § g €

ToemY st BTET (Screening of Ideas)

fafe=1 fommi & GoM & & ST STh! DA i STl 81 7t o =1 3R
¥ IRV T Wehl WA bl A o hRoT TRelt ot Fmia o foe s =& =
3T Ferrehi o et gRT ek fomR T geishe fohan St B S fomm =t =ree
FEd €

foeril & goaidd & o< fourl it wE % e, HareAl aor deheiehl
S 1 HHRE T HE €, N SR foR 39 FEE WL Sa €, S Ao
% HAMER T <9 Gl gR1 SToh1 ST Fl @l Sl 71 SII0 % foru,




Iz g foram tar € e sifire goft A1 orerwashan @ ¥R fmfar sat 4ot e Principles of Marketing
o emamed ¥ O T fouR B i W €1 w5 veR af e 9 % foem o
Tehiteh! T 1 ARl © S fob Suete =Tl € af U T off sig o s

(iii) =TT fag™UT (Business Analysis)

ST THYeTToT 1 S8YE 30 o1 1 UA ORI € Toh 74t o & T A (i)
ATt faeht, (ii) N9 @ (i) ST Ufawe 1 yfawrd fhan gmm? afs ag fofa &
IR T T T SR H1 TR o1 IR TR w1 Foig femn s 2

et faeht 1 TgAM o & faw S faskt 1 qU sfaer 9 aem wEaor
TR T4 ! HER o ST Fehell 21 ATl foieh! o1 AN M &SI 9relt @
T ST T & A el Tl HT AN TS Toigy, SeRA & T T Felk
R et TSkl o ST k1 SAM T % oK 9ol AT Sh1 SHM A Sgd AEH
g I T

A § AR fveivor o1 g SE99 Ueh U9 At 1 foshr & € fomd fon
7% 9 8 H% T w ffvad sty § sy owg foaR o, ol iR fasma
9 YR 99E Sl

(iv) =g fah (Product Development)

TR & HTEHIIE fTeersor & a8 F8 foar A7 9 fowm™ faam (Research
and Development Department) Eﬁl’ﬁ'{ﬁﬂﬁmﬂ'ﬂ%l 718 fa9m =18 qar o §
o =& T qetent-aturtsareh gfte @ ey | qRivr fehen ST Tehar & 272 =&l
5] fosh™@ & IR TRl € - FI TeS AR 99N ¥ Hied S § @ik
forelt T gireeR Aige H TAT ST Hh | U Feee o Sysiaan e qdend a1
St 81 ZHeh Toru Susieret w1 eafE foRar S @ SR 3Rt wfE W sifed R
ST €1 %t wden & fere sgqolt ®1e (Multiple Choices) & %8 xR fafy
(Ranking Procedure) fafer STOTRR S B 1 SRS hi Felifersh o= oren Higel
<[ ot S 81 e feren | a%] S1vE A1 YIve A1 hidNEe A1 eHh vl §
FEIM & T fopdt o €1 o o UshfSI oht o ot ® 5 fian @
T *

() udeTEeR fauaurT (Test Marketing)

fopdt ofi o <1 92 M R IA U Id 98 9gd AG9TH ¢ T o] il HH
WET | SR 3R 9H gT WA SR H o ST qlenes eauE & g e
I & Ufd SharsTl T T a1 GURT 1 TEATA Y ICAEA i FEATSATSH 1 Tl
T ST

ek faqur 1 s1ef ¥ o T AR % Tk AT H WA i UTeehi shi Fdfehar
1 U ST THT hEAT ST ATk € dlfeh =% § Wesh! i &9 3TUR o
Feh A hicAEal I L foRar ST H)

TtRfera whieer & aR, “ wieias oo @8 st € fSod T a5 a1 sus

faTor i H1 = 3Tt YR T gC U Afvd fasha ardrerer  wevew 61
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1 ST 1" G o % IEN,  Tdieleeh v @ e o % o A W
T 9 Ud, G @ 995U RS &E B Tl & dR W SueEret il ot
1 fa9oE HET B

ST qRaTIe % S1emd W 79 7w ot T wehd ® fR s Susie g
SO SR S1ereT TET $6 ST o1 qal o & T =g wherr feen s 217 wer
Bl fauor s &t off St 1 S € 5 98 aEemi B st e | 39 TR
THemess foque Sifaw o % fag fean s 2

(V) It aTfuTliehtuT (Commercialization of the Product)

TH LT % I ] H] SAHIGE AHR W SRR A S S €1 3e
% THE I8 YT 3o € FoF a5 1 SR 9 3T Tkl 1 S AR 33 fman
T v ScurE i feorivaredi, stvs +m, U, fawa waga, o fommee 8g #rwe Tan
T Ted B | T il & wwier a1 geti 1 rEeH fahen s €1 98 fawan
AU IR H TH |1 AR 7 Flh afodh (aod aeiR fored) ifd sTomet st
B @1eiq U W o T9E a9 97 g AR o Wn] H Sl § i R oo
I SN | qg S 2
T Tl it STHEEATST & T
HAM T aXgel 1 STEEl & & wRU FHefared 7 -

(1) T3 3R T TGl % ford a5 ¥ graf-ed SR S TR fese, T
@, e SR, TUE IR, fehea o1 si9E g aga | s
TR 2

(2) ¥TF F TGS Pl @A Y 3w AT

(3) g YfqEaet 1 FEAT 7 T a0

(4) FroE foUUH Yl R g

(5) a% 1 3Ifad THT W INR H 7 A

(6) STURA AN et B9 W off T 9% Het @ S R
(7) TeRRdl @1 3fea e g q g

3.5 a%q Wt (Product Strategies)

ST & SR I F T SART g7 § 9gd I 37 T €, frae wror fwiar
I TN 1 ST TG & T § HT-HHI T 3T IS BT HIT 1 JHE0 g
¥ o W B o8 W Tl o ved B TR i wH, 39 Wiaeasl & S H, 3T
IR | FrEta Ofq Afa 9 S giadd T8 w9 o8 o 999 a9 9 H St
&A1 & W= R G GHE ST RS AN o s/ i R S e g
o 1 i fopan Smar ® 9o S9 S W 0 Sigd A1 I UK eI i STavashdl
&1 wedt off| B9 ST € Toh UTeehi w1 B, |T, HYM, ThR i AT Hfifd T TRt
H, SfrEfTeR i, sreforaen #1 WA oNf% I 9Red Wd €1 T8 IR & HR
forefar ol oTae Scarg W W g = ot § off afteds s Tgar B



“uw FEia % g AT SR B g 4 w5 ol o o E R e e
Frerd ol wed B wmea: A 3arg ok, 3ar e, Sar-uf, Sar-fagor,
IR HHeE U, AR o™ v fEeE ok &5 & fau 9. B

I@E-9E (Product Item) : T& fmiar =1 foshal ®1 3c0E = H TH 3I9R & IR
# fafere foeror a5g-w% weaw 21!

3T Ufa (Product Line) : “ ot deen g faufor v = et 399 Samsl =&
forega |EE € S STERTd R W gHE SYERT T qeE i et ot g g1

T Hdcrd 98 gaT ok frfan ush o sifu agedt =1 fmio i € wifer 3 oy
T | Tl Bl 21 SO § T B 9 AN 9E § TR A 9l a%qu U wehR
% FIE I STATIRAT HI T HWA T A A Th-TW P W FME T A F A
o Ueh YhN o SIS ki o=l STl € A Uk SIY HEAH @ o= S g A1 d Uk S
T &5 | STl T

ST —fasIuT (Product Mix) : Teh SEdIaeh d¥e a1 ®H g faeh! & fore ywqa
fafa= orqett & wug ®i o faew =1 SR fagw #ed €12 & FE o faaue
T SRl & fauoE & fofg o € @ u ol w1 serg-fag e fofg wed €

IS "aeeh e (Product Component Mix) : wAifier I, IS S, 9ve
T Y37 Hl Th WY WH [hd T 59 fafdre wasm w1 < @i IR § et
HT SIS ! T HL © IS HoIeeh 09 Fhed o

g -fEe ue fae™ (Product Planning and Development) : 3R faeH o
T oAt ot € S i 3R HeAewe i 3 A At € 4 e @ o ww R
FHO Y o e | - G Ty g =1fE Afer SR fEieH e faeE @
TAN Ay ¢ T SRl o fTT @IS, W qen AT, adae SeRl § gHR a9
STTHRN IRl & faero st + €17

SR GRATNSA F 77 ¥ eH 39 YhR HE hd € 1o “@ T i wh
Bl o 1 ST € 1 SH oI (Product-item) TEd § IR v 3@t Fwfar & g <&
R 1 3 gl 1 off fmfor fepen ST © df S g iR hed € 3R 5 9% T
TR 1 el 1 fmfor 7 Feh fafa=r g 1 aeget w61 fmion w=ar § @ 34 faf=
TEA F GE ! ScUA Tagor a5 A1 aeg- Ao wed 17

IOy

ST T HEHT T8 Rl WA AT € @ 9% 9] AR § Ak 9 98 AT A8
F T FUE I H WA F T @ € A T a%g 9fw a9 et © IR e, 5

1.  Product-Line : "A group of product that are closely related either because
they satisty a class of need are used together are sold to the same customer
groups are marketed through are same types of outlets, or fall within given
price ranges". Committee on Definitions : American Marketing Association

2. Product-mix : The comprosite of products offered for sale by a firm or a

business unit-Committee on Definitions : American Marketing Association.
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T d HUSI U P G F TI-F DA H oy oF w, T8y, fafufes,
TATH 3R oA ot ® o 98 o o Fear 2

TR 3N sifueh gHeH & forg <fdl & HSH 1SS o Tehd §1 il b1 HoH
T o] ® R Tk hET ki Ho i Y SUsh! Tk I UY €1 3R I T TSt
9 U= SHT T § 1 98 SThT o -dferd o SR AR S IR T T, T,
A, B i, % 1 off Fi S € @ A8 W HEET w1 o s seemam)

SATE -8 (Product-Mix)

T AEEsd G 91 FH g famt & fau 3cafea fafa= srqeti & 95 !
a&]-fago #ed €1 A wE G, T8, =ie, W, TR A, AT HE, 299w,
T TR, I T, Afgen- o onfs el w1 IcuRA steren faswa wd § @ faht 7y
T 3 GHE el k1 gl gE teer gug Scais-fager sheedn €1 owg-fase %
ey ¥ fF qewgel g9 ¥ Sas o %1 famr, uaan, o e

&g Tasror ot feRar (Width of Product Mix) : 78 STl & T oo wee &1
fopertt Sers Y@t ¥ faeme S YEett w1 e SaR-fag & fawr & A3 d e
B S fergeam Wi oew fafe it %2 sams- i € Afeat # 3w fifdn
e T, dE S Y e =ieh fasiell % S T w1 T © 5 Scurg- s w6
forR st =S 999 39 91 1 ST <1 © foh G fopat Sl o =aen
F B

IaE-Tast @ T (Depth of Product-Mix) : IE Weh a1 i SATHTR L ©
& wd =t 7@ oag-ufed o fhat aqd Afmfera €1 fafr= gor & SusiEmet w1
ST ST 1 TGHT TH TS 1 FoRaR fohan ST Tehal & IR sifersh oot shwrn <
kel Bl

| (Consistency) : ScS-fast &1 Saar &4 I8 oardt € & “gwen it fafa=
SO TEetl | Wy, IearaA, faaRr sreran o fawiarsti & oMuR W fha wHMG
% SR fopert srawar 81 o1 WISl W, Wiaan o sifrgra: € T fafve o ifsran fora
TR TF T G grafud 71 9Ra o e, sfrear fafide ame w1 aga- aegeit
T T T S fastelt & e, e, 2ferer, 2 o1 o, 2 @Ee, Jefifas enfsi oifer
1 99 o FEMAT © e 9 g fmdt T frddt w9 o faselt @ g €) safed 33
faroar =1 HTad ®Ed 2

ScaR- T =t =S, TeUE T WA 7SS § e g S g ol
TR FHET fastedt & HmE | A TFR S Ty GaR I € S (i) foeelt & oo,
(i) TosTelt & W& T2 (iii) TosTe 1 Aied| A 3R dfe eamnt| g+t faselt & Tt
T BH % R 9gd & W4 &1 5 o e 1 o 9 fafaa € weelt of o 5 o), 3@
o & 3 9 O Ufed o 4 JRR T IEU 7| ST THHRT TEAE 5 W AR ofied e
(5+3+5)+3 =g




SR T3 I FE&n 5+3+4=12
I dfeaa sl HEen 3
3R Y # TTw 4

ST fasror @l wurfad A aTet Wewh (Factors affecting the Product-Mix)

IR g # fquom gamre g7 999-999 R SAavasharaR Iiadd &l 18
B i favorehdl sTaet g dfer o1 e =1 Wee wEelt fofg o Tear B
ot =1 sgd @ w2k g G wd © S frefotEa § o

1. T % uftae™ (Change in Demand) : Tt o ot SR | | gfg =1 Heper ot
gora frfer = g fasior W e |1 6§ e FROT | Uied o S ® S
Al 3T H qREH, SHEe | 9ied, ST S 79= 9 e H giads
AfFaTa o H 9fg ¥ F1 goF el ovg H T FH B S © IR TR T
7€ Bl © Toh SISk i A1 Al SH %] 1 SR &= HTT YAl € A1 T SHRT
e B GuR R 9% fagor § g3 R g ¢

2. YT (Competition) : 3R Hfait gt =1 foghar = 379+ Scarg-Tasimn # i
T 1% foem <t & S S=3 T Al W Sfea god areft € @ o uE wd fa=ia
T & fohall SA1S1 ¥HF O ST | 781 38X Tehdl| I8 HH shearel 319 Icarg-Tagor
o oftadT w3 & 10 gfaantt 1 gebraen HL ekl

3. Ta=r (Finance) : fFet T & ot foxitar wror o scag fasor o aReds & &
U AR R <4 TSI & forw g 3k R w1 H =t w1 % 9@ A
B A a2 & foru sae-fago § yftedq fean s g 2

4. S@MEA (Production) : I5- g0 & IRadHl Sl UIfad ¥ ael ¥l | TH TeHh
IeqEA B TR-TR W IAEA § AN FH Bl ¢ THAY S N FH FE
% foru oft Fo1 SR oA oaeg-fago § Sier S Tehar €1 W % 9% S
IATE A GRS R S Hehdr 2

5. SISk sl 9@ (Goodwill of Manufacturer) : - ICRH TTT ! TG o
g F 2g off SeaR fasor & oRerA R fen S §1 S & fau Ak w1
fashar fr=1 o ot & STEM I 3R fAfdd R W@ R, 7@ 9 Ao 9w I
¥ AW A F F IS IR W A IR fagor # wieds F weha

Principles of Marketing

71



Principles of Marketing

72

6. WK T&=uT ud Hfifa=i (Government Control and Policies) : TRRI =101
ue it o et wH w1 Sar-fasmn § Rada s @ forg are g €

Y@ aiq-ufe Hfifaet wa Wi-Hifaar (Major Product-line Policies and Strategies)

YA SUHH AT HRTE A bl Wi 3 SR Uiod | SEvaesh FHESH
F1efe UREd Shidl Wl §, SN0 i WM H I G | HHESH A1 qed B el
I dfe I o SR wEl S B

T |t fasharetl v fafaett & g/ fa=-fa= axg-vfea worifae 1 ST
fepan e 9 ottt @ foreqga foeror f= yeR € -

1)) aﬁwmwﬁﬁgw (Improvement in Existing Products) : 5/ foshar &1 o8 &l
o o AT T SR B i TEd GUR 6 UM e W o gehdl €
IE T IR H R T WRAT H F ST T SR Ui THREISH B T8
W 9 T Tt 21 sud o o SiieH %E © qe ol i GEeT St )

(2) a%g-Tasgtor @1 fo=ar (Expansion of product-mix) : S SIE T T TR T
aeqell @ = T YRR S oRqT S oA € A THeRl BN aeq-uieEl | faen
Fed ¥, 99 fesmm 9 o), dTelR o vt "fedt s ures fman, e fufan
w1 AR 379 39 HE A ST 9 fasell @ wed ot T yE w1 R € e
379 TOh! a5 Ui ] W 98 T 9R § R T 9%g e famn § v ufem
1 gl T A AR S S w21 fER e weie we,  E fioed,
I Tect Faems Wi s, fRR fastelt % 7@ o9/ IR 31 8 /2 99f ¥ NELCO-
IC-12M 9T &% et "9 (Calculating Machine) #t aAwiT Bl I TR
&g g, fomR 9 TewE S YRR A @1 Gkl B

(3) awg-fusTor 1 Hepe (Contraction of Product-Mix) : SR Tferd 1 &€ i 7
T A1 SR Uikl hi W@ | HH e S THHUT 1 Hepe Tehel ST B
e e & ufterd ¥ 39 oty =1 v auft feven S B, St ot oq w1 Seaed
AT WA SR AT 1 GOl H 34 W61 81 AU S I SaT-ah 1
i< sraen # 1 99 IS fag & Gep= 1 foia foran S € aifer een 51
AN A W &g fOodd 996 7 98 T |

@) faemm a@ﬁ % g IUART T faw™ (Development of the new uses in
Existing Products) : 3% WI-ifa H % A 319 5% o T3 T3 ST hl TR
AT S ¥ T8 A R 9w § R T v aw § afE  ae
F @ & fau gg R s e 2

(5) =@ AR T EH%ﬁE@'T MUR (Trading-up and Trading down) : S
=R fifd e w-+ifa ¢ fed ue i o oeg-ufed |t 99 god Sl o
+1 39 32T 9 g o1 § % faemm 7 goa-ww &1 axgetl %1 %9 w0 It
1 gig et 7o foha S| TeHE! SATuR Seeh faoaret faodia wfdfwan © i
S Tk ITHH AT SR Ul § FETehife Y Scug 8 i *ar © drfer e




ot % IS HI ST IR I W SAHIT F T T T8 STUE AR
AT e 1 w1 o Ffa 57 S AT w1 T e gE T8 w1 wehd
21 7 e w1 v Sife aren 71 3 Hife weew § 9w 91 w2

(6) =g Tafr=ianvor ua s fawfemator (Product differentiation and market
segmentation): o faf=ferzor 1 Afa-fa 39 YR 1 St © 5 el i
Ty &1 U o U Torshan &1 a&g 3 wiaant faswaredt @ f=1 81 o o s9@
faehar =1 o iR wfaErdt o gl 1 fa9w emR Tl g #1 aw o
AR SHR W o o forha Wag & Ter SR Sl 39 & forg
T, 29 T 9 g9, Fame onf] g i STer-STent oiE A I, I UfhT
H R Tk A1 ST U1 A AR | hiagel Hhich o (9=l o1 < ¥ehell T

AR fafa=iiento g o-Hifq § fomes stm & fog fafe=1 9R = el =1
feranat & SER fa=-fa=1 wohR 1 el o1 T foren ST 21 59 +fifd o1 7o
T foshal 718 Tl ¥IR0T R T © fof S BT Scfed o h1 SR 9 T 39 711
H W ST Gohdl € el W SHE Wehl § THsadal 811 i aeR T o s
Y T 7 SN ST YU T FT B ST, o & SMHR W, foren & omR W,
A & SMHR W, T 36 YHR &g 3T U W TH HKA a8R 61 fauferanior &
Thd B a1 TIqUH Y & IEIAT 1 WK Y Fehd &1 8T 98 91 €A <3 A © R
TaufeRIen<or 1 SET Ueh T SIS 1 oIS e el Bie @ oifehl stk ferf=ientor
1 ILTF FHE R HT GEE Yol HE

4.0 QI

IR | T Tkt 1 RIE oFf < o9 & Tehdll © et Wl S weh o frwen
YA TR S Weh | Aifeh el dfereh e HAISE B W Tt W HL Hh |
3R € T faqum fpanett 1w fag & fws &g wom fawom seiwn w5
T B SR B I e @ enfied fhar ST Wepal @ S SRl itk
YA 3RO, o & S el ST{IR 9 3K & &0 31|

TH S & Y- TR § A el g % e off 5y @ €1 ’ifhe § wedt
gfqeifirar 3 fraiastt g fra M are SifashRil & IRvMIEe®Y 78 3R IR | 3T
& U SRl § R, ST THiESTEHT 9o T SRl 1 fawr s s faw
o wftaferd g1 81 oS % 0 § 9o § 9gd 31 Tquf g % Rl U frHfdn
A SR F T | i o o e € R e oeg Wit Folg hed €1 e
¥ 3rg fofa, SR oy, Sas e, S fagor s foee e faee enfs e o
# for S €1 & Fof € g T et 2

5.0 YT gEeh (Suggested Readings)
() TE . suEe : fquE e ; ¥ead T afetyi e, T et

(i) S IR FH : FFUUH ya= : frae 7ed, sARER
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Principles of Marketing (i) TH. . S : fqoF gk : Qe o ufssh e 3
6.0 T & foT www
(i) SCIR BT IRAT T U AR T Hew THAE |

Define product and explain the importance of product.

(i) 3R fohmd @ o9 7 THe €7 Tdias] % fasr i stawenstt w1 auid
HifS

What do you mean product development? Explain the stages of new product

development.

(iii) TEGSH H TR HT FT=R F FHE
Explain in detail the classification of product.

(iv) & SR STHFRA BH & RN T THN ST

Throw light on the factors responsible for the failure of new product.
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