Marketing Management
Q1. Apply the concept of buying decision behavior to recommend how a new brand entering the snack food market should tailor its marketing strategies for consumers exhibiting variety-seeking behavior. Justify your recommendations using relevant consumer behavior theories.
Answer:
Introduction:
Consumers do not always behave the same way while making buying decisions. Depending on how involved they feel with a product and how different they perceive brands to be, they may buy out of habit, careful comparison, or simply for a change. In the snack food market, many people show what’s known as variety-seeking behavior. This means that even if they’re satisfied with a particular brand, they often switch to another simply for the sake of trying something new. This tendency poses both a challenge and an opportunity for a new brand trying to enter the market.
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Q2. Analyze how changes in economic conditions, such as inflation or recession, can influence a company’s pricing strategy, and evaluate the steps a company should take to maintain profitability and brand value during such periods.
Answer:
Introduction:
Economic conditions play a major role in shaping a company’s pricing strategy. Two key economic situations that can impact pricing are inflation and recession. Inflation refers to a general increase in prices across the economy, which reduces the purchasing power of consumers. On the other hand, a recession is a period of economic decline marked by reduced consumer spending, job losses, and lower business profits. These scenarios directly affect how customers behave and how much they are willing or able to pay for products or services.

Q3(A) Design a product mix strategy for a company seeking to expand its market presence by introducing new product lines and variations, while maintaining brand consistency and customer loyalty.
Answer:
Introduction:
A company looking to grow its market presence often turns to a product mix strategy to reach new customers while keeping existing ones loyal. The product mix includes all the different products and variations a company sells. By carefully designing this mix, a company can expand into new segments, introduce fresh product lines, and offer more choices without confusing customers or weakening its brand. The challenge is to ensure that new products align with the brand’s image and values so that customers continue to trust and recognize the brand. A well-designed product mix strategy balances innovation and brand consistency for long-term growth.

Q3(B) Design a customer value-driven marketing plan for a mid-sized organic snack company facing increased competition from larger firms, ensuring the plan leverages digital marketing, product differentiation, and customer relationship management for long-term success.
Answer:
Introduction:
In the fast-growing market for organic snacks, a mid-sized company is feeling the heat as bigger brands enter the space with aggressive marketing and broader reach. To stay competitive, the company must create a marketing plan centered on delivering real value to customers, rather than just trying to outspend rivals. A customer value-driven marketing plan focuses on understanding what customers truly want, building unique products, and keeping strong relationships with loyal buyers. By smartly using digital marketing, differentiating their products, and managing customer relationships well, the company can stand out and build a long-lasting business even amidst heavy competition.
