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1. (a)
(b)

(b)
(©)

3. (a)
(b)

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

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.

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%.

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

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

Discuss the many positions that emerge based on market shares and competitions.
Examine the marketing tactics used by the market challenger.
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1. (a)

(b)

2. (a)

(b)
(©)

(b)

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.

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

Specify the product. Elucidate the distinctions that exist between services and
products.

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

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.

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.

Note: Submit your assignment to the Coordinator of the Study Center you are attached with.
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