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Part A - Answer Any Two Full Questions (16*02=32 Marks)
1(a) List out any four E- Marketing costs
(b) Describe the Creation of E-Marketing Plan
(c) Explain in detail the Seven-Step E-Marketing Plan?

2 (a) What is Digital Divide?
(b) IHlustrate the Digital Properties in E-Marketing
(c) Summarize the Country and Market Opportunity Analysis in E-Marketing

3 (a) List out the types of analysis for marketing decision
(b) Explain the typical Research problems for E-Marketers?
(c) Analyze: Technology Enabled Approaches and Real Space Approaches
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Part B - Compulsory (02*04=08 marks)

Nokia N8 in Social Media

Amidst several other mobile handset launches, it was observed that, when it
came to handsets, most campaigns were centric to the form factor and social
networking apps. The idea was to cultivate mobile photography as a proposition
amongst travel, photo enthusiasts, young explorers and position Nokia N8 as the
choice. It did not aim to just establish N8 as an alternative, but the device for
picture taking. Aim was to build anticipation and tempt active picture takers,
heavy flickers users and travel enthuaiasts to explore the N8 for mobile
photography and videos. Generate positive word of mouth and referrals for the
N8 as an imaging device.

The idea was to have explorers (mobile, travel, photo bloggers) divided in
multiple groups not on a fun field trip in three cities. Their task was to capture
the essence of their city using the N8, by clicking pictures, capturing videos and
sharing them, planned in 3 cities Bangalore, Mumbai, Delhi. The teas were split
based on each city. They were asked to explore city and click pictures based on
the theme and twitpics and upload on twitter. The teams with most number of
Twitpics and Retweets were to be named winners. Campaign generated good
response as an out of box idea, platform to explore photography skills. Nokia N8
Mystery tour was conceptualized wherein some of leading bloggers on twitter
were selected to undertake this activity. Bloggers credited the picture taken using
N8, talked about their experience. The campaign generated buzz and the same
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was shared with several markets globally by Nokia 7000+ Tweets, 1000+
Retweets, 2000 twitpics were the result. Winner each day was selected on the
basis of correct and consisitent answers to clues left by the explorer. Responses
were generated from consumers who have appreciated the Nokia N8’s picture
and videos quality uploaded by explorer. Over 10000 conversations were
generated on N8 and its features as a camera device. The Nokia N8 generated
over 8000 referrals from bloggers and consumers as a result of the campaigns.

(@) Explain the strategy used for campaign. [04] CO3 L4
(b) What is the role of social media in E-Marketing? And future of E-Marketer? [04] CO3 L1
Course Outcomes 3 S 3 S 8 o 5 S 3
o o o o [a [a [a o o
| Recognize appropriate e-marketing a1y,
CO1: e 2a, 1c
objectives 32 2D
co: Appreciate the e-commerce framework and 3c ”
technology
Illustrate the use of search engine a3
CO3: | marketing, online advertising and marketing 3b b
strategies
Cognitive level KEYWORDS
L1 List, define, tell, describe, identify, show, label, collect, examine, tabulate, quote, name, who, when, where, etc.
L2 summarize, describe, interpret, contrast, predict, associate, distinguish, estimate, differentiate, discuss, extend
L3 Apply, demonstrate, calculate, complete, illustrate, show, solve, examine, modify, relate, change, classify,
experiment, discover.
L4 Analyze, separate, order, explain, connect, classify, arrange, divide, compare, select, explain, infer.
L5 Assess, decide, rank, grade, test, measure, recommend, convince, select, judge, explain, discriminate, support,
conclude, compare, summarize.
PO1 - Knowledge application; PO2 - Analytical and logical thinking; PO3 - Team  work;

PO4 - Leadership; PO5 - life-long learning; PO6 - Analyze and practice aspects of business; PO7- Personal and Societal
growth;
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ANSWER KEY:
PART A

1 (a) Technology, Site design, Salaries, Other site development expenses, Marketing communication & Social
media communication

(b)

Legal-Ethical
Technology t
E Competition Inte
Other Factors Markets
—a-| E-Marketing Plan |
E-Business T ‘L
S Strategy/
Model E-Marketing Implementation
" Strateqy " | E-Marketing Mix/CRM
P Ferformance Meirics
Two common types of plans
e Napkin Plan
e The Venture Capital
()
Step Tasks
1. Situation analysis Review the firm's environmental and SWOT analyses.

Review the existing marketing plan and any other informa-
tion that can be obtained about the company and its brands.
Review the firm's e-business objectives, strategies, and perfor-
mance metrics.

2. E-marketing strategic Determine the fit between the organization and its strategic
planning planning changing market opportunities. Perform marketing
opportunity analysis, demand and supply analyses, and seg-
ment analysis.
Tier 1 Strategies

* Segmentation
+ Targeting

+ Differentiation
+ Positioning

3. Objectives Identify general goals flowing from e-business strategy.
4. E-marketing strategy Identify revenue streams suggested by e-business models.

Tier 2 Strategies

Design the basic offer, value, distribution, communication,
and market/partner relationship management strategies to
create a competitive edge.

Modify objectives as warranted.

5. Implementation plan Design e-marketing mix tactics:

* Product/service offering

+ Pricingfvaluation

+ Distribution/supply chain

« Integrated communication mix

Design relationship management tactics.

Design information gathering tactics.

Design organizational structures for implementing the plan.
6. Budget Forecast revenues.

Evaluate costs to reach goals.

7. Evaluation plan Identify appropriate performance metrics.
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2 (a) Digital divide: Is that between countries and between different groups of people within countries, there
is a wide division between those who have real access to information and communications technology and
are using it effectively, and those who don’t”

(b) Digital Property
Copyright
Trademarks
Patents
Licenses
Trade Secrets
Data Ownership
(c) Marketers in emerging economies must find market similarities in order to be successful in selling
products
Market differences are ways in which two markets exhibit dissimilar characteristics.

Ermerging Economy Emearging Economy

'* _— ——
= Understand Market Differences

m———

\

Understand A::Ierstand
Market Similarities - Market Differences

72 __
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\ &

P—

Developed Economy

EXHIBIT 4.2 Market Approaches Between Emerging and Developed
Econormies

3 (a) Data mining, Customer profiling, RFM (recency, frequency, monetary value) analysis & Report generating

(b)

Online Retailers Web and Social Media Sites

Improve online merchandising Pages viewed most often

Forecast product demand Increase customer engagement

Test new products Increase number of comments posted 1o a blog
Test various price points Path users take through the site

Test co-branding and partnership effectiveness  Site visit overall satisfaction efficient?
Measure affiliate program effectiveness Social media conversation sentiment
Customers and Prospects Marketing Communication

|dentify new market segments Test social network application
Measure loyalty among registered users Test new promotions

Profile current customers Optimize site usability and revenue
Test site-customization technigques Measure display ad clickthrough

(c) Technology-Enabled Approaches
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e C(Client-side Data Collection
e Server-side Data Collection
Real-Space Approaches

UPC Scanner or iPOS

Product Database

|
&

Transaction Database

—

Data Warehouse

—

’

Customer Offline or Online

Customer Database

Part B

4 (a) Open ended answer. However, the answers which they present should be justified

with the relevant illustrations.
(b) Open ended answer. However, the answers which they present should be justified

with the relevant illustrations.
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