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Code : 1P1202
M.B.A. II Semester Regular Examinations, July/August 2014

FINANCIAL MANAGEMENT
Time: 3 hours                                                                                     Max Marks: 60

Part A
Answer any Four Questions (12 Marks each) 4 x 12 = 48 Marks

*********

1. What is Financial Management?  What are the key activities in Financial
Decision Making? 12M

2. What do you mean by Time Value of Money?  List out the techniques of Time
Value of Money? 12M

3. A project needs an investment of Rs. 1,38,500. The cost of the capital is
12%. The net cash inflows are as follows.

Calculate Internal Rate of Return and Profitability Index.

Year 1 2 3 4 5
CFAT 30000 40000 60000 30000 20000

12M

4. What is weighted average cost of capital?  How is it determined? 12M

5. Define capital structure?  Discuss the important factors that should be
considered while determining capital structure? 12M

6. Define the concept of working capital and what factors that determines
working capital? 12M

7. What is inventory management?  Briefly explain various tools and techniques
of inventory control? 12M

Part B–Compulsory Question
Analyze the following case and answer the questions.

CASE STUDY 12Marks

8. From the following information compute market price of the company share as per
Walter’s model, if it can earn a return of (i) 20; (ii) 15 and (iii) 10 per cent of its
investments.
a) Earnings per share Rs.10
b) Dividends Payout Ratio are (i) 25; (ii) 50 (iii) 75 (iv) 100 per cent
c) The company’s capitalization is 15 per cent.

***
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Code : 1P1203
M.B.A. II Semester Regular Examinations, July/August 2014

MARKETING MANAGEMENT
Time: 3 hours Max Marks: 60

Part A
Answer any Four Questions (12 Marks each) 4 x 12 = 48 Marks

*********
1. “Marketing managers face a host of decisions in handling marketing tasks” Justify

the statement and brief up the marketing concepts in detail. 12M
2. What is the company’s marketing environment, describe the factors that affect the

marketing environment and marketing plan contents in brief. 12M
3. What do you understand by STP, and state the methods of segmentation, targeting

and positioning strategies in detail 12M
4.1. What are the primary differences between products and services and discuss the

product management decision (product line, product mix, PLC stages and new
product development process) in brief. 12M

5. Define pricing, the factors influencing on pricing and make a detailed note on broad
categories of pricing methods. 12M

6.a) “A company’s channel decisions directly affect every other marketing decision”
Justify the statement and discuss the channel design decisions, type of channel
members. 12M

7. Explain the total marketing communications mix (promotional mix) of a company in
detail and brief upon the tools and techniques of marketing control. 12M

Part B–Compulsory Question
Analyze the following case and answer the questions.

CASE STUDY 12Marks

Atari is a division of Warner Communications Inc., and makes home video games.  The video games
are on cartridges and can be played on the home television screen with a little adaptation on the
television screen with a little adaptation on the television set. The market started as a novelty toy
market in the late 70’s. The video games soon became a big hit. Initially people just bought them a
gift around Christmas and soon the sales increased exponentially and it no longer was just a toy for
Christmas. Atari was first to enter the market and now has nearly 75% of the market. The game
sales are estimated at Rs.1.1 billon.
As the markets grow many other companies entered the market. Its chief competitor, Arun Inc.
introduced in television and has about 15% of the market. Since Atari is the industries giant, most of
the 20 video game companies are attempting to hitch a ride on Atari’s success. They sell game
cartridges that can plug into Atari’s game machine. Even Arun recently decided to put some of its
own games on a cartridge that fits in Atari units. This is almost a tacit admission that Atari’s edge is
as large as to unbeatable.
To fend off the competitors, Atari has doubled the pace of its game introductions. It is introducing
one new game about every two weeks until Christmas. Atari is also very diligent in prosecuting
imitators who introduce similar games.
To keep its market share Atari spent Rs.75 million on network TV commercial in 2013. The television
advertising budget is triple its 1997 level: the company is spending more per month on advertising
than most of its competitors earn in one year. In addition Atari is being radio advertisement for the
first time and take out magazine spreads in such magazines as better homes and garden, good
housekeeping and sports illustrated-more widely read periodicals. This has non-pulsed the Atari’s
rivals.
8. Questions:

a) Assess Atari’s marketing strategy regarding promotion in order to increase market share.
b) Is there a risk of an over skill (excess) in Atari’s promotion campaign.
c) What should be the strategy of competitors in order to raise market share in an every

expanding market?
d) Does Atari need to spend Rs.75 million only in advertising? How much should it spend and

where?

***
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