U9 1: fa9uE (Marketing) 9 3119 IT AH=TA 272
fauor &5 snglfes sraemmon &1 fawaR | awgd
§Y, fauur 31k fawsa (Selling) # 3iar T
SifSql

K i3 K&

faqurE (Marketing) 6T 31t

faqur U arTfoTe Td vt ufthar g, fSad
SIRT SAfcRd dT |Hg 3IcUTGl & Yo aat fafwa
(Exchange) & ATEIH ¥ 319+t 3TARIBAT3N
(Needs) 3TR @131 (Wants) &1 Ifd &3d B

frfera SieeR (Philip Kotler) & 3AR: "fauue
Ueh TSI Ufohan §, forads gk & a&gan 3k
Qa3 &1 faf g H3% 9 U HId ¢, [Srah! 3%
MGTHAT gl g 1"



W U] A, fague # 9 |t fafafer enfae g si

3CUTE & IcdTe A gl Q[ gicl § (ITMia b
STEIA Bl SIHAT) 3R facht & 9 i ST |t &
(TSP TP 3R Hisdd &) |

faqur 1 3TEgfIH TR (Modern Concept
of Marketing)

3nelfAe faUUH AGLUROT UTgeh-3=4T" (Customer-
Oriented) gYet &1 STHBT H HA & 'IIE 9T Tt
dfees TTgd ot STl Bl GRTBIA | Ig SITEROM
fAeferfad w w fedht &

1. Wférd STSIR (Target Market): &0+t T
3 §TSTR WS (Segment) &7 T Bl &,
ST SMaTH AT Pl a8 a4 3 b 4
I B THdl gl

2. UTEH &l ST 3R WY (Customer
Needs and Wants): UTg®I1 &1 3Ta9TH 131

o1 YA BT 3R 3¢ THSHT [a9ur &I
e




3. WSl faqur (Integrated Marketing): T

& Wt foTT (Ieute, form, ATFe T, anfe)
g S &b (18T Pl UTH B & ol e
PHTH B ¢

4. WHGIIST (Profitability): TTg® IdfS &

HIETH | gl 6T BT SIdT 8, 7 5 Had f§eh)
ol ATAT d@™ A

9 TR, AP fqUuH &1 &9 IUTg 91 4

Fe TTgeh & foTq o (Value) 3R UGP s9R R
Bfgd giar gl

faquE 31k fa®a (Marketing and Selling) & 3ieR

JRPHr  fauoE fasda (Selling)
3R (Marketing)

URY SSIR/UTE® DI PRAME/IATG
A TTgeh Dl I wTH T
T g&aiaru (faeht)



faqur 3R fassa (Marketing and Selling) # 3R

37T BT fquu=
MR (Marketing)

TR STSTR/UTE® B

R gD DI HE

e

36T g DI e
TP GHBIA |
W BHTT

YT AU (3T gd
¥ faehl IWd d&b)

T Yohblgpd fauur
TR UR €T
Hfed BT gl

LI | etd®Tee (Long-
Term) fI=TA

fa®a (Selling)
CARECIG AT L[

WA BT
gaaiaor (fSsht)

PHad fagpl I HEAT
TGTHY ATABTA §
W AT

Hopfdd (3G &b
d1c o1 o)

Hae 3R gamayyf
ICEAGERIC I RE
& Hfed Bl &

oTdIai (Short-
Term) e




79+ 1: faqur & " & '3dTe’ (Product) &I
faifia Sifer| fihfed Sicedr gRT §d1¢ 1Y
IaqTe & fafi=1 w3 (Levels of Product) 51
TR | Rt Hiforg|

3l

3IATE (Product) 1 IQEMRUM

faqura & e A, Ieure foadt i Tt ag, dar,
fIaR, T 7 Aford B BEd g ford SR & &,
fERTZOT, IUANT AT IUHNT &5 T U R =i
HHdl ¢ 3R S fadt 3Maeadhdr a1 71 Bl TP B
gHal gl

3dTE Bad Hifd® g%y (Physical Goods) & 7Tgl
gia, Sfces & gfaemsii (Services) 3R 3rqHdl &1 UH
gfeier (Bundle) g1d g1 ITg 3cIE Bl 39P Hifds
Tull (T, ATHR, [ & Fo71g 394 fHeq ara
T (Benefits) & foiw WSAT €1




faferas Y. Tdest (William J. Stanton) & 3HR:
" 31 299, 32T 3R U BIcAP faRIsdran &1
U qfeial (Bundle of Attributes) §, ST g &1
e 3R gfaend ye@ sar g l”

3T &b 9ia &R (Five Levels of Product) -
T BITe’ & ATAR

31 DI Ueh faUU 3UeHUT & ¥Y H YHEM & (AT,
fthfeTg BlceR A $UP U TR Bt TR €t g
T f[qUuEsdl &1 Td® TR R Fufg aArgar g
difcs UTgehl & ToiT ifersad g (Value) gfora
fomar s gdb:

1. o1 T4 (Core Benefit):
Ig IcUTE BT Ha4 Hifcid TR &1 Ig Iarar e i
UTgeh dRdd H o1 Wie 8T ¢

* JGTEIUL: TS Blce & B BT Yo T+ AR
3R I & 3t g )

» fauur fAofa: fauures &Y o8 sga e

i =




N
YD DI Ut THRIT §o BT ATedl

2. GHT/IfATE IATE (Generic/Basic
Product):
Ig ol ™I I Tb Hd ¥ (Tangible Form) ST £l
SHH 3CUIE ot A 3G GV onfiet gieht
gl
o JCIEIUT: BlcH Bl BIRT—FIH U6 feidy, IR
dlaR, T S1FH 3R difer St i
gfaems anfae g
o fagur fAofa: Jere & wifaes TN (Torem,
festrs, 3nfe) &1 fHeEivor B

3. 31dféra 3eaTE (Expected Product):
IE 9 fNATd it o € et UTges fadl 3are ar
4T B WEd THI JHI FY 31087 HIdT 2|

o JICTEIUL: §lcd &b HH H ATH-JRT fa&, darsi
dtferaT, BT B T faera ik a6
gfger araféra g



o faquE fAvia: 3aure & Hifae Ton (T,
f&siTed, 3nfe) &1 fHeivor ST

3. 31dféra 3cure (Expected Product):
Ig 9 fAAwdmd 31k rd € fSih! g fpdt 3T an
TdT 1 WEd AT JATHT T T (U1 BT 2|

o JCIGIUL: GIco &b HH H ATH-JRT faeR, arsm
difora, B B TS faotelt 3R Ut &6t
gfaer srafard g

o faqur fofa: Tge! &t =JAaw srdest o @
B W T dbigd BTl

4. Hafga/SS/T 7T 3e4TE (Augmented
Product):

Ig 3198 4 31fee glda1 g 3R UTgd] &) 3hiNd
B & o1y fafRaa Qard 3R @ e H3dT gl
gfage | 31 A & I 398 53 T R W
g gl



99 faqur ygtaror (Marketing Environment)
| 3T 7T gHSId 27 fadt Wt srrawifas v &)
WITfad S+ aTet faaor gafazor & 9ga (Micro)
3R IS (Macro) TeH! &1 fawaR | qufT
Hiferg|

3T

faque gafarur (Marketing Environment) 5T 312

faqure qaiaRur @ 3R HUHT &6 9183 6t 39 I

QIfTRTdT, BRI 3R AT A § 5 Ffed ugdl &
1ol e Ge€ fasfid &3 311 3= §91¢ WG Fi
faqor Ud e &1 erdar &l yTfad B3d |

g U T (Dynamic) 3iR 3rfafeaa ufiaer g
U® 9%hd HU- 98 §ldl § 911 5 URad-l &1 aRih!
¥ ¢h Bl § 3R 3T IR 31U+ Il ot
eIl gl




faqor Taferor &1 e 9 § & Y9 geHhl |
foifSrd fosam <irdT &

1. F&A 9ITaR0T (Micro Environment): 4 @
a1 B B &HdT B Ued el 3R debTel yHIfad
B 1 A PRB BT & =07 F 9783 T8

HGAC

b HUH1 5Tb 1Y 3ia:feear

(Interaction) & $5 UHIfdd % Gbdl g

2. SII9% YgTaruT (Macro Environment): 99
ST AmHATfeTe QIfehTal gidl § o1l ¥ gad gafavor
(3R W) BT TUIfId Bt §1 3 BRS AR
W AT (Uncontrollable) g1a § 3R
BUHI Bl §7d IFEY ol ISl g

HIT |: Y&H 9101 &5 g2 (Components of
Micro Environment)



B9 § 3R TEH! B Hod UG B ol 3T &
oI JIfad Bd 2|

1. ©U-I (The Company - Internal
Environment):

HUHT & WidR & fafi=T foamT S i w€eM (Top

Management), fa<, 3THeM U4 fasrA (R&D),

%9 (Purchasing), IdTa (Operations) 3R

wRaiBA (Accounting) faqur Aol o1 wMTfad

B &

o JCTIGIUN: IJHEM Td f[Amr faHIT I8 ag &Hdl

¢ o5 3cue § &I It 7 gfaand sist s gwdl
g

2. 3Mqfdwdr (Suppliers):

A B 3R AfT BId € il HU bl IcdTed & foig
9IS 1M (BT AT, FHoif, 94H, faw 3fS)




_
B9 § 3R UTEH! B o UG B 1 3T amar
&I YHIfId B &

1. Y-t (The Company - Internal
Environment):

Ul & Htar & fafi= foamr <19 ot weerm (Top

Management), fas, 3HE Ud fa&r_T (R&D),

9 (Purchasing), §dTd+ (Operations) 31X

®di®A (Accounting) fauur fAufaf &t wnfaa

B gl

o JCIGIUN: I Ud fahrg faHmT I8 dd Hdn

& foh 3aure & 3 It < gfaend Siidt s gt
gl

2. Agfdwar (Suppliers):

49 B 3R TR BIA € Si BU-1 &I e & AT
TARY D JATEA (Sl HIA, Jll, 9, fa 31f)




.
o YMTG: 3TYfddbdl ot ITAET 3R BIHd § BIS
1 SEeTd HUHT & IeUTE o5t AT 3R uraET
Pl YHTfad B ol &, fS/ad fauuH uees ot
Hed TEROT (Pricing) 3R 3edTe &t T[ura= &
faofg AT U=Sar §1

3. f9UuTT weawer (Marketing Intermediaries):

39 BH gld ¢ Sil HUl B ITP IdTE) b 9T,
YR B34 3R fadiid &3 & Aee Hid ¢

e YCb:

o Y-fddsdr (Resellers): Ui fadsdr, e
fagedn (S faQmet dieT a1 R T

eracdl

o Wifde® faazor sufaT (Physical
Distribution Firms): e 3R ufigga
HUfar|

o f3Uur dar T HAT (Marketing Service

i . i_r- ﬁ ww




o fo<ita Aegxel (Financial
Intermediaries): §P, bfec HUf-AT, il

A A Heg Bl 2
4. UTgdh (Customers):
UTge fauur vafarur &1 9ed Agcdqul dad | $U-
g Bl GHSHI gidl o

e YHR: IYHITT §ISIR, ATIHITSH ST,
QAfdehdT TSR, TXBRT 919X 31 SiaRiga

dTSTX|

5. Ufa<aeff (Competitors):
Th BT B 319 Ufafeia & 9gaR e Jed 3R
S UeH B & i 397 3 s glar |

o fauta: fauur vees &Y ufage) &t Iurifaat,
g1 fAafon, 3care &1 Uil 3R faaror del

EﬂﬁQﬁ'ﬂWWﬁl



6. SI9dT (Publics):

STIdT ag BIs i 99g § a1 Su-l & @&l &l
UTH B34 B &HdT IR Idiad g1 GHTfad JHTa Usdl
gl

o YHR: o<1 Sar (d6, RRERS), Hifsar
ST (FHER 94, ¢ldt), TRBRI ST,
ARG -BrRIarg! SFdT (NGOs), TATHIT S+,
ATATI ST 3R 37idfie 4T (GHTR) |

HTT |1: ST9e YITaR0T & e (Components of
Macro Environment)

FTYP YITaR0T & Q 92t 311 A a1t ifawrar
QM E Sil U+t 3R HYUT eH ararasol &l YHIfad
Bt 2l

1. SIS 19 9g1a’or (Demographic
Environment):




1. SRS I 9Iia’ur (Demographic

Environment):

I AT SIS BT AT § (3BR, Bed, T,
311y, foiw, Shifd, =ramy, 3R 31 @S] & deH A)|

o TAUUM W YHTE: SHIRAT H SGTd, 31 FIE
(JAT ST gg, SHEaT), URAR Ged, 3R
Yfeie Seora faUuH & 31aeRi 3R gAtfaal
B ST & g

o ICIEIVN: YR | 81 JaT H1EIEl (Gen Z) &
SR fEfSed Icarel 3R Tarail (S5-3I,
3iTeTrs W) # it 9f§ €5 B

2. 311fefes YATaRoT (Economic Environment):

IE d BRS¢ ol UTgh] i g AfTT 3R [T BH
& e & yIfdd B £



