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bdkbp17
(Marketing Strategies and Techniques)
( _ )
Ul \{XYHl (Lesson Structure)
17.0 SE¥T (Objective)
171 uReay (Introduction)
17.2 fqUUE @1 SGURTT (Concept of Marketing)
17.3 fauvm @ ar (Functions of Marketing)
174 fauoE & o (Strategies of Marketing)
17.5  fauor= fAs1 (Marketing Mix)
17.6 9OIR GUSIHRY (Market Segmentation)
17.2  9INIR WUSIHIYT & fAv IoTHIfqaT  (Strategeis for Market
Segmentation)
17.8 ¥R (Summary)
17.9  HISd Y1 (Model Questions)
17.10 YR<Ildd 9IS (Suggested Readings)
. J

17.0 SEIT (Objective)

U U1 H BHRT Ieed JRIBIC & T IG Ud ATl bl IHD HLRINTT Td a8y
SUANTHAIS T IOTaITYl AegH | U Bg U QYU IAre & wu ¥ ffed ad 8¢
o &) faf=1 xoifaal v de-Nfdhal 7 H TANT fhar S, 39 R YHTel ST | 39 d<Y
H B9 AU 1 ol AR Td BT DT FH DT T BT | fa9or oI & et Fwarfaa
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@ oM arell =1 BT vd g1 wfafaftal W uerer St | fueE § Hetd @e decy
Tfafafer) SRt TR fagves (Market Segmentation) TIT dTSTR fa¥etsoT (Market Analysis) TR
Eeiicaul

174 URTI (Introduction)

qRABTCT Yoh AHITh AT &, SHPT Se3 ITIRTHASI PI HAY Y& BT © | I8 U
IR ™IS aTell AT & | F™ad: S8l BRUIT A Y dTd | JRdedl H uaie w5 |
fIUor &1 AT DI T AT TAT AT AR T B ARY fbar | fbeg oS & iR
IRge AR H JRIBTerd Ud FaT GF &1 IR dI A= SReq1el Ud S1al & ave S<d J[oTa]
TR W B 9T © | QABIGA] H fJUUH & WART ¥ 7 dhddl Harsil Ud Icaral B Joradr qeril
ST Aol © a9 39 ARl Ud SHIG] &I STARTGRARI # 1fte Faferd & SaTel SUARfl g+
ST FHAT 2 | §AN Gl H AYUE B aerail Bl YRAderiig Harell Td Iadral # R & |
STRTRAme # A @ W & e g 2

17.2 TaUU & ATURTM (Concept of Marketing)
fihfera dfcer 7 fauvE udem & f real oMYA fHam 8, “The analysis, planning,

implementation and control of programmes designed to bring about desired exchange with target

audiences for purpose of personal or mutual gain. It relies heavily on the adaption and coordination
of product, price, promotion and place for achieving effective response.”

oo & eria faspa, fasuq, IR, e wwe anfe wfafafR)l Fecqol w0 |
qHferd & | fauore & &3 § e 9fdsy 3§ o Jgayol gafd gs 2 | R S9Rd gl f=ferfaa
erETelt &1 faerT gam 23—

1. FAH=A® f4UoE (Relationship Marketing)

S I [JUUH B IRFRTTA GRCHIV DI U 5T SUHIKIT bl 3Ted A faar 1
2 | e fre SuviadT & Haell & MR IR ST Fdfe T SR & | T [qor Ko
& /U ¥ (AU & 4P (IS, o3, AT U FReiA) Bl JAfaRa ulharsdl, Safdaal vd YRecAD
SEEIESIISCIEIIR IR A

2. Key Customer Management

SHD I SUHTGITSI Td IATGl & MUl GATh & oIy SUHIGRIISI & A1ef Fw=ei Bl
SITeT AEed T AT & aifs SISt T IuHIadT gd A IUeTdd 31fie uRedhd Ud deqgdqd (Tailor
Made) Samil qT ITTGT &I Y&l HRaT 2 | s aRom Wawy SUHIGT $I Y& &1 S+ dTell
Jarstl &I PHT g Sl 2|
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3. Supply Key Management

9 UfhaT & JegH Y IUFIRT U JAMYfIddial & A &I Db Gl Pl SATET Hacd
o ST & | S UaA @1 Ufhar | Sfs g Ayfdddl, fadR® Ud IuHiadT & Heg e | HUR
Ud W I A Y QM & A=l Bl 39 d)g I e A far orer g o 68 anTd #
ST DI AfADH AT TS BT ST A | 37T & FHI BT ITEIEAT AT & AFel H SATGT YT
IEAT 8 Y4 HH SAGR ST A1edl 2 | e SR Suetel Amfil & SareT #gd fierdm €, =
DI T AL FUSH AU B |

4, Loyalty Marketing

TG ATEYH W I AT GRAT B SYHIGISN IR SATST €017 bi~gd b1 Srar g, S fafed
IS BT FFAfd YT B B, T B gS] AT Bl SYATEISN BT Sil SHI—HA IS BT TART
PR T |

17.3 fA999 & PRI (Functions of Marketing)

el qRATer AT GAAT D H GAAT AdRil Td IAR] & [Juue g |qeanfad fad S
el faf=T Bl GAT & IR & 918 H DR I IUAIHRT dP Ugd & (99 & AR B M
2| I wU A Quoe & ereta faweyor, e, fharaa v e uge e 2

17.2.1 fATAYOT (Analysis)

Ig fAUoe Use & UUH TRUT BT BRI & SHD Iid STAIET, dToiR Ud 9roiR § SuRerd
gfig=<idl UR eI T ST & | 93 ©U 9 §9 A8 @ AU 2 Ua fagelyor &l gfshan
=l fafre IR & e vd fafted Suwiadmelt @ smaeadarsit & \xs &g fhar Sirar 2
9% AfARed Halftres Sugdd ITFIHRIBH & A8 & oded DI fAfEd HR Vg aoR 3§ IS Bl
Jefifa Rerfdr fReriRor g SusTeaT favms™ (Custumer Segmentation), SIférd &=AT (Targeting) Td
Rerfar erRoT (Positioning) & &R FwTfed fd ST 2 |

e Bl aaAE RIfa den s IRfd SR Ud aigd dR&I & Jedidhd ol FHIE
gRReIfd faeelyor (Situation Analysis) | @81 &l WG &1 wfdd (Strengts), HASIRIAI
(Weaknesses), 3@ (Opportunities) Td @RI (Threats) ¥ wafd Rerfodl @ fawemor &g
SWOT faeetyor fam SIar & | Il wfad’ | Ao il |red & IHS ITHIE1e bl AT
TR B AW B | HAARIT F Aqd S IMRIRS HRBT H & Sl IOk BT ART BT YRT B
H wdprac UaT A & | @R’ UHh VT argd aRRefa & ST fodll e @ SHa SUHIadT &l
AT HRA D) AW F TR AT el Bl IR B 8 | I8 TR’ S argd Al
HT IR FRA &, S STHETS BT T B DI TS Bl A Pl BN UgaKd ¢ |
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17.2.2 fAAYSTE (Planning)

9 TRV H J& WU A Il BT (FEiR0T, AR qISIR BT A1 T 9o oIl Sl
2| S% 91 WIS Bl SHdiiold Q9o ol & fabrg, 3 Sd1g /Jasi & derT ud
TRITTT Ugd= &l fadbrd g ¥ 31 R0 § 31T & |

17.2.3 fohar=aa+1 (Implementation)

D AT DHATRIN DI TIR DHRAL, B 3fawe, goic FuRo Ud g7 941 bl &l
AT BT 3T 2 |
17.2.4 95T (Control)

9 TR H I ®Y ¥ U8 RN 4 {60 T T BRI o1 I & JeAidh gd Feika
el Ud Il & Frad H bl ST & | $9 RO | Sfaedahdl Us+ R GoIRAS g A1 {5
STd 2 | fauor smenRa fe=r qrea: @R @R @ ufear ©

e  UGIH BT AFG I HRAl

o fIUUN & W& TG W BT oAb BRAT

o U YROUTH BT AFDBI A JAAT BRAT

o IJEYIHAT U W I UUTell H IR HRAT 7@l 318 uRvms & Refd # gg
gfhamell & SRy @A

17.4 AU & ONAA  (Strategies of Marketing)

oo v T T © Td gRT AT AeEl & 98aR UeEE Ud SUHTRIRT BT gTuTll
Td JaTIHARIT & MR W d8dR 341G Td |aT Y™ &I 9T & | 39 e dl gfdf & forg fauors
RO & i fafi YR @ fIeeiyor vd IuaHer YT # o Od § | 39 & 9 fre g

1. 9IR fd%el9or (Market Analysis)

R fITeyor & vt &1 B YR TG TR BT GIRATT e | Bt 2,
e MER R Faad Ha1 ST 9 | (R & I<4 H doiR A dad S89a 941
SURINTHATS A & | 79 AHRI SUANTHATS & ATl JRIDII B HREHI0], U3 FeH, HUe
UG R dTel WS FAY Td 9 FI 310 FRIU el &, [o8 Gl &l a1 faedaar 3
fhg ST ¥ & GIBITI BT 3T & | JRIPI & IRV H GBI & SUINThAIA &
ATI—TT g1 BIVST AN BT oI fAgelyor # it far SIrar & | 96T & 9ga= & 99aTq
I 3L © [ U TR BT AR T fhar S Ud Ua<l Harsil &l /T Bl YHTad bR
el BRI B Fafed fhar o |
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IR fIeeiyor & =ifd IR BT fagusIdRer SUARThRdRl & fafr= szomwri vd
JAMITIRATSN B AR TR BICI—BICT SHTSAT § B AT AT & | W4 H A= Gosl § F91 uspfa
P STANTHATS Bl AT fhar Srar 2

2. SYINTHAT fAgeyor (User Analysis)

& IR 9IOIR &I Y29 81 o7 & G 39 IR H SURIT ITIARTHATA &I Ugard dI
ST & | aq9eand S9 9ok BT SUARTdhdl [d¥elyol fHar SIrar & | STarTahdiRl & 39 IR @
fI%eoT & MR W 39 I STIRTHATST BT Udh HaT AqdT IATE & =¥ # A= sfvmr o
gHTdT SUANTET, FOT® STIRTHRAT, sal STARTHAT 3Mfe & w # ff~ed fdar Sr 2|

3. HiedrH® fd¥elvul (Organisational Analysis)

IOIR ¥ B HTed & U= SIS TG dT Bl UG B & Ugel I IMMITIH BT &
5 e W 3ruq Il WAl Ud HAGIRAT &7 fA%elvo oY | 39 -8 & [d9elyol § e
H SUel G, gfeel, PeER BT FaER, GHARA]  fONysdr, Wied & GYaHr e
B AT / fawerard enfier € |

4. Hfoouferd faveivor (Competitive Analysis)

gfereicds fagetyor & Jra Fauer qroiR H IuRerd A= fad ufawafeiiy @ ggam @t
ST & | RADTed & & H I Ufaeed] SR YRAdbIerd U ol s, YRidbierd §e, Jusd,
SIh] AT JERIBTed fIem= & Aefirs | I 8 | 59 &3 H fawel =1 Gl & a9 H
B Wahdl B, S faf= Aedl 9 WU U dRe H 9 B 8 | JRdIed &1 dore faa-ufafed
®H B & BRT, AT 59 &F H Uil &7 vy wue ol Uit gd e ol yfiueicis adid
A FUfRd Ud gAIRT BT © | faf= ufoRafeil &1 g &R # S YRadbierd] &l Harsi vd
STRT BT [0S AT T SR 2 |

17.5 TauoE &% (Marketing Mix)

fauor %1 & Ares ¥ AddIeld MRS & AI—A1 dgDiicld M & R W)
IR # el Har gd Icure & fAaRoT &l gIfad favam 511 |ahdT & | §9a Ja9id 4 P (ST, o3,
I UG Hae) BT g fhar S § 1§ [9gell R {Usd eurg d AR ¥ auie fear
TATE |

17.6 dISTR WUSIHRUT (Market Segmentation)

ISR GUSIHRYT fJUU 61 Ueh MR UishdT & | $9H JRIBTerd & Icdral IT Harsf Bl
T8 = WU W STHEAIS R &4 dbfvad fBar Sar & | fJuee &1 0 & o 9R U6 d8a
IOIR § ®3 U BIC—BIC IUFIGIIR & F9IE B &, T8 SUMIEdrsil &l aeadhdny, S8R 14
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feerad M Bl | 99k WUSHIUT H g8l ¥4 f&al arel Sudiadel & aal &l f&fed ax
IISTR BT GUSIHRY T ST 7 | IquedTd S fafed @vsi 31 faltre Rafial @ MR wR 396
Qe & TR 9, faaRa fear Srar 21 57 faft= |gl srerar @vel &1 fauvE fas & fafs
faftre gl @ Aegw @ FRRTT vd SR fear S 8 1 T R 9 9 dad STl al
U Idel SUTE UTK BT 2 dfcds IcdTad |l Bl IX II6iR H By Fiel & w@wy 3 A=
IUARMT IATET DI TIR B UTEDI DI VAR d8! F&AT YT 8l Sl 3 | JEIbIerdl § AR
SUANTHAIRAT BT AT A B 89 3l TRE D TITH DA © | IR D FUSIDPRYT & F=foriad
™ B

1. 3 fagu=

2. U S Bg el Bl R g8

3. e gHdT IR

IR & WUl Saf RNt # Sfud 2, S8t aoiR &7 & 9gd favga & ud
IUHFRAT BT HB WU H W AU AFY =TT TR AT RE! 81 | qIOR FUSIPROT G Wd A
INIR & &l =i (Variable)— a3ffaRor =R Td faaromaie o) | aiffexol TR & MR W qIoTR Bl
o1 wTl # @fved fear S Aadar g

1. HrTifeld @USIHRvl (Geographical Segmentation)

2. SHifh® @AY (Demographic Segmentation)

3. HAlIER WUSIHR (Psyshographic Segmentation)

4.  IGER IAEMRT WUSIHRY (Behavioural Segmentation)

fIRTTHAS TR & IR R A= @i & S fAaRor & MR R 3l Ugar o
ST 2 |

17.7 dOIR QGUSIHRI & f%'I'Q SUEIIGRI (Strategeis for Market Segmentation)

Pl P & T H IHD JIOIR BT IUSIHRUT IAD SUANTRATS DI fHdT 7 fha
TRE @ fARTETr & AR WR BT 2 | $21 f[ARNedRil Ud 39 WR SIRd Wus! &l Aaeadhdrail
@ AR YRGS U1 AT AT IUE UG PRall © | SAOY I8 AP 8l Sl & bl
s W fafdre SuanTadielt of te wve & wu # fafed o, R a8 yvrdl JaT yeM @
AHAT 8 | FIAT & TR dIoiR GUSIHRN $I UHE A O 77 8—

° Undifferentiated Marketing

39 YT B I d I AT 31T & FTFd] ISt A= 81 Ud Gie+ 9] &l Uh
ol ITSR & ®Y H /v gU HaY U B | $9 k8 & [quur H Al STARTHIsN & ATl FIa
BT ITb ST T IR & A<y § JdeR ATEH aidl ¢ |
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o Differentiated Marketing

SHD ST JRIBT AT YU IIolR AT SUANTRAISI & FHE DI BIC—BIC AR
H GUEIH BR ofdl & Td YD BIC WIS T JAP HATU Al ITQ UaH fHd S & |

° Concentrated Marketing

S AR AU & U YA 9 B, O QR Iad @ 98] 9E W 9 Bo [ARTe AR
& P BT e fafed &, I ARre Ja] yeM & 9 | 39 I | 9 d W69 & 99
SUIARTHAISAT DI A FAER Y& B! Sl & 3R 7 & ¥ d%a g6k Bl BIc—BIc GUe|
# fafed R IS Tve & W STIRTGANR Bl U+ Jos H FH G Y& &I Sl & |

17.8 IR (Summary)

ORI UTS H g9 AU 1 SEURCT IR FE Y TRATIIT & el Gebrel STall | faor
D THRI UREISH BT S BT JATE (6T | TRIbTerd Ud Ga1 b=l 3 AU & YA U9 I8
B dTcl BRI WR =l & | RABTed & Fwa # [JUvH & U@ Sl & auie fdbar | o &1
W VMR UR YehTeT ST | RABTerd & e H Ao 381 iR =l &7 | fauore & fafi=
fehamall T TR R gU T899 ABTH o™ o B ISR TUSIDHRYT Bl FGLRT TR Y2
ST TAT IIOIR GUSIHRYT B YfehAT Ud I Bl dlel AT Bl <=l d |

QDI U GAT sl § Yo ol Harg Td TR b T ol IeTa DT SUARTH 31
DI ATDHTH ™ UgA b oY I8 AaeIS & fdb yded o faf=1 Raglial &1 fu=rd gy |di<H
T oy SRl | g9 famm o fquvE yeed @1 98 "yl &F ®, Sl Ydledl Ud S
STANTHARN BT AT GREHITT | T U™ HR Feha 2 | fauor a1 fafa=t qa-ifesat vd
RO & AT UART & SR UR YADIerd F ddel IOTaiIRe HATg U&TH B DI aRT
QUGN T ga< Harsi I Afhad o YT HR Tl |

17.9 HAied U¥H (Model Questions)
1. fauom @ €7 s wilikwia &ifog |

What is Marketing ? Define.
2. 9IOTR GUSIHRU T 87 O AT oW B |
What is Market Segmentation ? Discuss its benefits.

3. fuom & ug@ sl &1 9vfa @i

Discuss various functions of Marketing.
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4. fuoe @ yg@ oEfoEl W ogeEr I |
Through light on various strategies of Marketing.

5. fauum @ fafr=1 wament &1 guia AT |

Explain various brances of Marketing.
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