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PGDM Program 
Semester: 221 (3rd Level) 

 
†Kvm©:  evRviRvZKiY e¨e ’̄vcbv (Marketing Management) Rgv`v‡bi †kl ZvwiL : 17 †g, 2024 

 

 (G¨vmvBb‡g›U -Gi DËi A4 mv`v KvM‡R wk¶v_x©i wbR n‡ Í̄ ‡jLv Avek¨K) 
 

1| (K) Ôwewµi KvRwU ¸iæZ¡nxb bqÕ  evRviRvZKi‡Yi nvwZqvi wn‡m‡e weµq GZ e¨vcK cÖfve wKfv‡e 
we Í̄vi K‡i _v‡K? 

 (L) evsjv‡`‡ki evRv‡i, wewfbœ †kÖYxi †µZv‡`i K_v †f‡e n‡iK cÖKv‡ii c‡Y¨i mgvnvi NUv‡bv 
n‡q‡Q| 

†µZv‡`i Avq-e¨‡qi †hgb †kÖYx‡f‡` ˆemv`„k¨ we`¨gvb, †Zgwb we‡µZv‡`i `i`vg ev g~j¨m~PK 
AbymiY Kivi †ÿ‡ÎI ˆelg¨ `„k¨gvb| 

KwZcq Amvay e¨emvqx ighvb gv‡m `ªe¨g~j¨ ¯^vfvweK mg‡qi Zzjbvq AwaK g~‡j¨ wewµ K‡i, wKQz 
we‡µZv bZzb ÔBdZvwiÕ e¨emvq wb‡q evRv‡i c`vc©Y K‡i, nVvr K‡iB wKQz c‡Y¨i `vg ûû K‡i 
e„w× cvq A_ev cY¨¸‡jvB evRv‡I Avi cvIqv hvq bv| 

g‡b Kiæb, Avcwb evsjv‡`‡ki `ybx©wZ `gb Kwgk‡bi GKRb g¨vwR‡÷ªU| evRv‡ii wewfbœ ch©v‡qi 
GBme LyuwUbvwU welq m¤ú‡K© mg¨K aviYv Av‡Q e‡j Avcbv‡K `vwqZ¡ †`Iqv †nvj †hb evRv‡ii 
mKj Pvwn`vi ch©vq Ges Zuv‡`i mwVK evRviRvZKiY e¨e ’̄vcbvi KvR n‡”Q wKbv Zv ch©‡eÿY 

Kivi Rb¨  Avcbvi KvR¸‡jv wK n‡e Ges †m¸‡jv wK Dcv‡q m¤úvw`Z n‡e Zvi wek` eY©bv 
w`b| 

   
2| (K) Rvg‡m` GÛ †Kvs eZ©gvb mg‡qi GKwU cÖwZwôZ d‡ji ivm Drcv`bKvix cÖwZôvb| 

g‡b Kiæb, Avcwb Rvg‡m` GÛ †Kvs Gi evRviRvZKiY e¨e ’̄vcK| we`¨gvb A_©eQ‡i †Kv¤úvwbi 
†gvU wewµi cwigvY 10 †KvwU UvKv| cwZôvbwUi evwl©K weµq e„w×i nvi 10% Ges AvMvgx 
A_©eQ‡i AbywgZ ev m¤¢ve¨ g›`v 5%| Ryb gv‡m wewµi cwigvY Mo wewµi 25% †ewk n‡j GB 
mg‡q (Ryb gv‡m) wewµi cwigvY wbY©q Kiæb| 

 (L) weµq c~e©vfvl ej‡Z Kx eySvq? weµq c~e©vfv‡li aiY¸‡jv m¤ú‡K© we Í̄vwiZ wjLyb| 
 (M) GKRb evRviRvZKiY we‡klÁ wn‡m‡e weµq c~e©vfv‡li †KŠkj Aej¤^‡bi †ÿ‡Î Avcbvi 

cQ›`bxq †KvbwU? †Kb? 
   
3| (K) evRv‡ii †kqv‡ii Ges cÖwZØw›ØZvi wfwË‡Z †h wewfbœ †kÖwYi D™¢e nq Zuv‡`i m¤ú‡K© wjLyb| 
 (L) evRvi P¨v‡jÄv‡ii M„nxZ evRviRvZKiY †KŠkj¸‡jv Av‡jvPbv Kiæb| 
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ENGLISH VERSION 
                                                                            Due on: 17 May 2024 

  
(Assignment script is to be presented in the student’s own handwriting and A4 size white paper) 

 
 

1. (a) 'Selling is not insignificant’ - How does selling become so influential as a marketing 
tool? 

 (b) In the Bangladeshi market, a diverse range of products has been curated with 
consideration for distinct buyer categories. Similar to the existence of income-
expenditure disparities among buyers, there is also a noticeable gap in the seeking 
of discounts or pricing by sellers. 

Certain corrupt retailers engage in the practice of selling products at outrageous 
rates during the holy month of Ramadan. Additionally, several sellers introduce 
new 'Iftari' ventures to the market. Unexpectedly, the prices of certain products 
escalate substantially during this point of time, or they become unavailable in the 
market. 

Consider yourself as a Magistrate responsible for overseeing the Anti-Corruption 
Commission of Bangladesh. With a comprehensive comprehension of these 
particulars at various market phases, your responsibility is to oversee all stages of 
market demand and their effective marketing administration give specifics about the 
duties you will be doing and how you plan to do them.  

   
2. (a) Jamshed & Co. is a well-established corporation engaged in the manufacture of 

fruit juice. 

Imagine yourself in the role of the marketing manager of Jamshed & Co. The 
company's entire revenues for the current fiscal year amount to Tk 10 crores. The 
corporation exhibits an annual sales growth rate of 10%, with a projected decline of 
5% in the next fiscal year. Determine the sales volume for the month of June if it 
exceeds the average sales by 25%. 

 (b) What is the definition of sales forecasting? Elaborate on the many categories of 
sales forecasting. 

 (c) As an expert in the field of marketing, what are your recommended tactics for sales 
forecasting? Why? 

   
3. (a) Discuss the many positions that emerge based on market shares and competitions. 
 (b) Examine the marketing tactics used by the market challenger. 
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Bangladesh Open University 

PGDM Program 
Semester: 221 (3rd Level) 

 

†Kvm©:  evRviRvZKiY e¨e ’̄vcbv (Marketing Management) Rgv`v‡bi †kl ZvwiL: 07 Ryb, 2024 
 

 (G¨vmvBb‡g›U -Gi DËi A4 mv`v KvM‡R wk¶v_x©i wbR n‡ Í̄ ‡jLv Avek¨K) 
 

1| (K) c‡Y¨i RxebPµ ej‡Z Kx †evSvq? wP‡Îi mvnv‡h¨ †d«m wgbv‡ij IqvUvi A_ev †gv‡Rv Kve©‡b‡UW wWªsK Gi 
c‡Y¨i RxebPµ we‡kølY Ges Gi wewfbœ Í̄img~n eY©bv Kiæb| 

 (L) c‡Y¨i RxebP‡µi wewfbœ Í̄‡i evRvi‡K wbqš¿‡Y ivLvi Rb¨ evRviRvZKiY e¨e ’̄vcK †h e¨e ’̄v ev †KŠkj 
Aej¤^b K‡ib †m¸‡jv Av‡jvPbv Kiæb|  

   
2| (K) cY¨ Kx? cY¨ Ges †mevi g‡a¨ we`¨gvb cv_©K¨¸‡jv eY©bv Kiæb| 
 (L) †mevi †kÖYxwefvM I Gi wewea ˆewkó m¤ú‡K© Av‡jvKcvZ Kiæb| 
 (M) evsjv‡`‡ki †Uwj‡hvMv‡hvM †mev wecY‡bi †ÿ‡Î †KŠkjMZ Kvh©µg †Kgb nq Zv eY©bv Kiæb| 
   
3| (K) g‡b Kiæb Avcwb Avn‡g` MÖæc Ad †Kv¤úvwbR Gi gv‡K©wUs Gw·wKDwUf| Avcbv‡K `vwqZ¡ †`Iqv nj bZzb 

GKwU c‡Y¨i e¨emvwqK m¤¢ve¨Zv hvPvB I we‡kølY Kivi Rb¨| GgZve ’̄vq, Avcbvi Kibxq Kx Zv eY©bv 
Kiæb| 

 (L) Avn‡g` MÖæc Ad †Kv¤úvwbR Gi gv‡K©wUs Gw·wKDwUf wn‡m‡e Avcwb †h c‡Y¨i e¨emvwqK m¤¢ve¨Zv hvPvB I 
we‡kølY K‡iwQ‡jb Zv M„wnZ n‡q‡Q| GLb GB bZzb cY¨wUi Dbœqb cÖwµqv wPÎmn e¨vL¨v Kiæb| 

 

 
ENGLISH VERSION 

 Due on: 07 June 2024 
  

(Assignment script is to be presented in the student’s own handwriting and A4 size white paper) 
 

1. (a) What does the term "product life cycle" refer to? Provide a detailed study of the 
product life cycle of Fresh Mineral Water or Mojo Carbonated Drink, including a 
breakdown of its various phases, accompanied by appropriate illustration. 

 (b) Examine the tactics or approaches that Marketing Managers utilize to establish 
dominance in the market at various phases of the product life cycle. 

   
2. (a) Specify the product. Elucidate the distinctions that exist between services and 

products. 

 (b) Clarify the categorization of services and its diverse attributes. 
 (c) Provide an explanation of the strategic steps used to sell telecom services in 

Bangladesh. 
   
3. (a) Consider yourself the Ahmed Group of Companies' Marketing Executive. It is your 

responsibility to examine and confirm a new product's viability from a business 
standpoint. In such an instance, explain your course of action. 

 (b) As the Marketing Executive for the Ahmed Group of Companies, you have 
examined and confirmed the new product's viability from a commercial standpoint. 
Now, using appropriate illustrations and diagrams, describe the new product's 
development process. 
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