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--Note: (a) All ques;zons are. compul—sory e~

Jor.solving problems

(b) The candzdate is allowed to make Suztable numeric assumptzons whei'ever ?*eguzred
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Define the marketing information ecosystem and chscuss 1ts a bl

Using examples explain - e
» Selective attention
+ Selective distortion
* Selective retention
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Q3

Discuss how online, mobile, and socia me
to-business marketing,
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Himalaya Herbals, a well-known Indian pé onal care brand, positions
itself as “Safe and Effective Ayurveda.”™ Recently, the company has
faced competition from brands that use similar herbal positioning but
focus mainly on affordability. To strengthen its market position,
Himalaya plans a new. campalgn highlighting its sustainable sourcing
practices, eco-friendly- pa*é:kagmg, and commitment to community
welfare through Wﬁmen-led cooperatlves for herb cultivation.
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Question: .
Using the coneept-of Societal Marketing, analyze how Himalaya can
balange its three objectives — company profit, customer satisfaction,

and soclal weélfare, Suggest one new initiative the brand can introduce

.?_to further allgn with the Societal Marketing concept.
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.| ‘Explain the terms — market offerings and marketing myopia
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