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D58, ¢eEd Brecd d» 7P DO He®IeNES 6EE t5TRBH BT VO.

FeEIMOD) ®) FEDWD) SoMES

1. B8ene» esom@ese (Production Concept)
NBVOQ LRHDDG o) B ctdG i VD @ 9REE OE) OB B CALHGB 68
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BENBHEE @INSODRD FHINdOSOGE ) EI8EN O QAR &) HO8® D
CDDBNGB 6D

3. Bé® esom@se (Selling Concept)
O518300, Er0BT BEBeNCHE OB @ NFHR) DG DEX DB 5HHE HO®
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6. 63 FeED™OM o (Holistic Marketing Concept)
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ENAIOl6)

2. Oé® HcmOEB

IR BEencHnn BHOD), HIBBD &5t 6R16HID0 HPBNBT eHIcens i BSOS
6mEOH GOMHMDGB 6IE DOB. 608 ttmEE gbdn OREE e MDD DB
NODEHRS, KL DE® 6ckn DNE® 6wmwempd DDB ® DO

3. B8nE» HEDDOGB

BB 30OBRDG 6EOH FONHBDG 6(NE DOH) @REB. £&): BEeNEDHEO (IHIGBO), HD
go® WESE) 0. eER D) Endn DG BEeNED, 61 D) go® HRIMHEES (1 BEeNED
eNBeIBmEE B3 ¢l 6@t DD DD &S Bxeen B 6O 3ed®mE BeH® 68.
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6DEEENED EPD0® DO gdms) ®) OO0 B8 ®rBe® ®iEdE OGO OB O ©HDS
(Potentiol) BEE GBS ©OSOD 65. 6OSCELNR DDEXDS DM €3 6RIGHICOD
8®@eH8i (homogeneous) eNDHEHIBDHEEE®S ey DeGS 5 6mOLOHRD 6RE) Crdd®
BRE GOSEENR RIOHEH HHODNG WE BT

0B 6DecesNE RFDHB BVe® scn®

1. Re®IBH 6636663 (Geographical area)

. D3y D (End use)

. B8 ®Xner ®»Bd® (Buyer behaviour)
. 590e5®w (Demographic) @58

. ®ex)Dems®m (Psuchographic) @58
. 363w/ e58@ (Benefit) @ Qe
. 8Da 6O (Lifestyle) amd De3demcs.
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230063 B®ES D506 3D gHd VB eDEeeeNEDAE (Industrial Market) @#38G
DG DD, CEBOLN,

- C0® BEIEHE DOBDS), DB CNo® 33BH @D HEIHKB GBI WHEHSDEE
CeN0® E33EBDS 6@ DeEBDOLNG & &rm

- ®HMVDOTOS €52 BEEDGTS SBHO 3068 &) 5120 dV®ED Dewdwodenc & &8

6DeEemNE DO Oo® NOG
6OCCENR VFDGBE dDo® VDS o DSes & ew® Medem § gD By

BvEngns SO0 6] 6®DBOO ®wid § B0 508N, REDED doo® O® seH) DG
@D @B (Substantial), @e&Bm 28 (Measureable) &% ©edm i ®/ DG BT
(Accessible) &S B s

DB Dre®Bie (3 BB BHOO, 39 LBEMR) 36 Die®D 60

1. 8DEEEIR DHIB Br&BK HTHE?

2. GOECEMR RFIDBO DG BoHe?
3. eDEEENE RIIDEG &5OHIBNDSE?

\ 4. 6OBDO BEN®D HTBE?

> 5. §50m Brmee? .
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\/(éé)g@@m@ Qe pubegncs (Segment Attractiveness)

eOECENR DFDED D@o® DDA € @ 9Bed® BN @D Do ®d & OB
HDVBF  (Attractive) &@I®EE @R 6@MEIEE OKE 6DCCENE DBR6E FO®BM
£3e30BB BB 6 9RR®, DB @WEBHD ®) OVDG BERAED ®O® 360TWODESS

(Forecasts) &89@ &) >wb (Favourable) ®8, geg 6DEeeeNE DG pHOBLB DD
BRE TR

edeeemNE RHDHEE 58@®

1. e0e)BD FO®S) DED 6ER BB HO®
2. eEIEED 5% @WEE DVBAMDEG

3. 9OBBD BBBDEDEDCS

4. ®OBDOHG/ HEEIDENEHE

5. eNDe)Bn gdGEMMO@ DM, BBenc® 65¢ (Product range) DBS @nd BEDE)
OE.
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02. edeee>IR 9™ HB® (Market Targeting)

QR GOSECEENRW 3% De®ed OINNG 6(NE) BVO® ¢6ces) t30DNMBE B3 eDIN®E @D
COECECENED 6] RFEMDEHE) 6D.

6DeccemIR DD BHe® gecdBmdsn cer@B®

1. @8> geEBwdsnn (Besicmws emmE) Mass (or Undifferentiated) Marketing

D BEeBonm ool 65z® eNOeIBmnmO® B ®rS®0 9f) ©EEOB. 6DSCENE
RFDG 3BVENEHESE 6a0E3EM) HT0 H6d

2. Smeon geedmd#ne (Concentrated Marketing)

D) OEEENE DIBGED 6L e® BBeBmn BEecmnes SO ¢t 8 082
8ced. 608 g B O, D 6DECENERD DG OE® D 6DSECELIR
RERHGE O & 806® De)on®

3. Befenn wg geeBmdsna (Differentiated Marketing)
90 6DECeeNE REBGS e 880 § Bdendmnns 5ecd® e®Bs e 68. 608 o4rs
gEEne DR FeEdmOSN &) BBeNcHw WOED BEH) GO BBBTGE D HOE.
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03. edgees)1R SNsNE/SNHBHD HBO (Market Positioning)
WD DO®MD NEFIE) 6] 35HBORD 3065588 eNDEIBWEBS B3 DO G 6]

DB BB PINOB DIDEENE OB ®HRD) EXDOB GOGEEENR E3MNBHE 68 END®D
OO et ®wESOB

6DECENR VHFODB ®) SNHBHE BEH) 6D Ve D Bz MMPHO Bl eDH3wd

1. 6DECEMNR VFDHEE FOBL Gxd NDeWIEDBE DG wE G VDD &gt BOBH®
OBO®G BB

2. eN0e®IBD e ®RE) DwedBLNrn Ew) DV trESRED BeR. DEE v DB
#eE eMOROT e35e3B® B gewesd QR DD & 5ol

3. 0B R © GO®BI) & BD» 6O EHG eH) OBABE O
DEOHDDOD 635K O

4. c5 eDECeNR AFDHES  (sub  segments) e®) ey 1EI®GS  (hybrid
segmentation) & 086G 9B H®

\ 5. eN0eiBm GO&HSMMO@ 6Dnes, HBdenc®m 6c5¢ (Product range) EBS ®and BEDE)
OE.
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FeIMOH Bmcs (Marketing Mix)

/

56

- BdsEd gewen

. @chﬁ'é)csg - eSS D¢ 8
6®3e3m0G - 508

) - B8
RE3E/ QEN® - 0®®® o

- 5558 OB i o

- qreot®mosnc ‘

- 5®EED

- et

- De8® nensd(Warranties)
- oy 90 EB(returns)

\
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geed Byn

\

[slRlelAl] SN®E
- Bnd® dbDG - eRe) ®Hed® ANV®
- ErDBOMB - OO DEISH
- B e - B@es
- Py HBIVSO - BNHES
- &g eeBmONG - e®
- D®HEG

38058 geed Bga (4Ps)
&8 (Product)

8@ (Price)

e®c (Place-Distribution)

OBA®@ (Promotion)

B3806énn g goed Bmen 7Ps

20 000 Do e ®w. (3Ps)
BE®EBs (People - 58 P)
8@ (Processes)

e95m )0m (Physical evidence)

Sode ge@d Bma

wO®S, C O 6060 3@mBD HESE) &8
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2001 8 8 &3 (C. Ace) O axnd, DiE8b® § epdwmdsn Bred D Ps w, &encwen) X3
GE38)) €385 eNEW BIMNOE®D &S VDD VD WE®. OB & grrn D3R eNVEWIBWE) e
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St /Sdoicomn nen emdmnsd
oBons

8deoBoa (Product)
HdenEom/et3D) Bgo tren® BB

enbeniBoman/®necmmord) &em
emOes obons

e30® (Choice)

SewiBnes 68 moDes) emetic
(Y] B REB. (CRLN RG]
DEHSe 8ds, e wised So&nn
(purchasing decision) ®&@0 e3e00d®

8@ (Price)

Br Bged Bog 506X S D
©eR.

B8z (Cost)

sbeiEmEs BB Brd sbe®
D05HD@ 5EL) DED P@IOB

éo@e (Place)
eRe) mrded Oens DEPMDOLH
alelc)

soad (Convenience)

oeniGmis, DI omg e
Lenes nBne GE® BeE) ide:
D88 Omencs B8s 88 oboue®
o8 BED Ve e mded Endbema
(ce): guiobehHen) deIBmmO ey
e eNd® Bo, 80 godcd 5.

SdeZo/Bdeemm sen emded

otons

enBeniBnn/onecnndt® eeD
emOns mWmn

£O%®e (Promotion)

58Ens s 006 gdenm)
6550OE® 00 ®10eIBRBBO crEds
8500 e eocRde.

©58e8exm (Communication)

) 0eiBDE) 8506 oend 8588
eSed S0 @SB ©e®) emOntt
B0 6 comd BHOR. 88
[e[2/e/A) Q6O ) QLo
20eiB0BS 6NERDR0 66) 6O®
@880 ®0un DO D 8y eNESD
D0meeD 80.

S&en2o (Product)

BB f) (g 60 6638)) FDGEMOGE 665 OBDS DB ®OEH @R®
D0z® 6cHH. DB QENo® HEHED 58D L 5B 620, BE® BBMGE DROE.

\
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BB 8O» O (The product life cycle)

Product Life Cycle

1. weSnecsm ¢dRc (Introduction stage)

2. OBBB O dic (Growth stage)

3. eOECeeNE 30D gdn (Market maturity)
4. esDen&i/Bdem® gdi (Decline stage).

Maturity Decline

3N (Place)

ESNHE DB, NS eNDEMWIB®E) 6D REHDD EIIIOG 5 eNVEIBWE) g0 DB SOD
PO BBRED OB 66N DOE

- ®B® (Channel)
- 6303@® ) 6RE) ®TdOB 30D BB® (Logistic)

>@JMCvLearning ‘

830b®®»e (Promotion)

6RO 6cNVHEBRDD ®) D€ 5OHH 6RIGHNBBE ¢PEHIBD HEHIMODB HOVMGB 8N
0R506D. 608 HOBANEE GOBEN MG ®D WO CHOB BNBDO PWOGH 6@ AIDA G®
6IMBGB DB B

- Dh®e (Attention) S DOS®

- D@ (Interest) s HO®

- D (Desire) 5630 OO

- §m®0O (Action) epd®®EE @IED. (EE) : NG BRD ®8®)

b crdBmdgned / gtrdsned §Bmio®

1. 6ER t50RE® DO ) HrHDOD w6 BD® (wel — planned)

2. ©5556De®» HOGD 6@ DD O

3. 8@ edEe)B (overall effective) 3OBR® B 620D 6@ D

4. e5®)%68 @3 DTMDB ) BEND (mission) 5B® BNeEe GRS 5D®.

\
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5OBR® BrEO geE $H® Go®

1. 60392®Bw Dw#n® (personal selling)

2. t3agd e@BDmOSN (Direcct Marketing)

3. crdBOsNe / 5Ed#ne (Advertising)
4. Bp#n® 3OBDG

5. @®es® @RI (Public Relation)

5. e85 (Branding).

®@ (Price)

Br B0%nn BBEO 3ihd VEed® 3 & crwdn ®rw. DB BB (cost), ®O®EG (competition)
&5t e00eIE®BS (customers) . & 3Cs 6@ & HEDDB. BO F@DHOD Br BHesd & eN®
BeE BB e @recd DOOB, e @10 (credit offered) €3 emd® H® & rRES 8.

\
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SS88B0gms me ge@d Bmes (Extended Marketing Mix)

NHE) 8 6L3NDQ 6DN HEDMOTEOD) O®R 663D e®) 46D Bmns V@G .
3D s oedesasstNdn 5t 6®® g®@mO PS 3, 9 ie®d 68. E®mi3e,(People)
OB (Processes) e3¢ 698w €300w(Physical Factors)

1. 8€®@8s (People)
6t30) FeEDMOLNGE & 6638 5358 B3EG®ERBIEE DIVHBENOEB @) De®D 68. Bw&EEeNe
(58 63D €365 BIE®REBSEE GE3ND BOSWO ETDB 6N DB

2. OB (Processes)

FeRIDOMEE & D) ONE 6MM BEH BEHRH 6ERE MIVHRHB® HENOBS i BTHED
3. 698D e0n&@ (Physical evidence)

6t3) epedesarss 68. DB 619D 5t 6NOD. 6BBS el Oxed
232063EmEI0 O aBBGE ¢ 8B cd®m RORB. & Hex) 6®BS 63 e3otsReHB BHE®

59830 EFeBO® 6 eNDEWIEWEN0D 63D sdemiesnc BO® BEH) QTeRD
ED®rBDO ¢ Gh) 68

\ ereSesads RO 39 EBDSOB 63NOTS DD, 695D 306wEHD (physical symbol)ee]
> QBDBE O® 6t3eNed 63 DK BEMHO@ BeIsHHE DES B®HOD) BB HTD.
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Thank You!




