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ABOUT US 
 
Anujjindal.in is an educational platform to help students prepare for some of the most 
competitive and esteemed government examinations in India. 
Set-up in 2016 as an online education platform, providing guidance for the following 
examinations 
 
- RBI Grade B 
- SEBI Grade A 
- NABARD Grade A & B 
- UPSC Management 
- UGC NET JRF Paper 1 
- UGC NET JRF Paper 2 (Commerce & Management) 
- CTET & DSSSB 
 
The company has an impressive  YouTube outreach of 1.20 Lakh Subscribers. 
We also publish books on UGC NET JRF, RBI, SEBI & NABARD examinations. 
The aim is to help increase access of education using high-end technology, while 
maintaining excellence in quality of education. 
The company combines the two most important factors behind a successful education 
System - Access & Quality using it to create a portal that is unparalleled.  







 
 


KEY BENEFITS OF OUR COURSES 


 


 


 


 


 


 


 


 


 


 


Our course structure includes a lot of perks that are otherwise 
unavailable elsewhere. 


It is a comprehensive guide to help you crack the paper & secure your 
dream position. 


 
 


We provide personal solutions all queries using a Telegram group wherein Anuj 
Jindal himself will clarify your doubts. 


 
We curate the learning strategies of past year toppers to help you learn from the success 


of the best 
 


	







 
 


Marketing Strategy Formulation: 
 
• Goals indicate what a business wants to achieve; Strategy is a game plan for 


getting there. 
 


    Porter’s Generic Strategies : 
    Michael Porter has proposed three generic strategies which are listed below: ` 


	
Strategic Alliances : 
• Many strategic alliances take the form of marketing alliances. They fall into four 


major categories.  


Cost 
Leadership :


• Lowest production 
and distribution 
costs 


• Attempts to 
underprice 
competitors and 
winning market 
share.


• Less marketing 
skills needed


• Problem is 
competitors might 
do the same.


• Example :  Aravind 
Eye Care, Madurai, 
follows overall cost 
leadership


Differentiation:


• Concentration on 
achieving superior 
performnace in an 
important customer 
benefit area valued 
by a large part of 
market share.


• Firms seek quality 
leadership and 
effectively 
communicate: 


• Example : The 
hospital Narayana 
Hrudayalaya with 
focus on Cardiology 


Focus :


• Business's focus is 
on one or more 
narrow segments


• Gets to know them 
intimately


• Pursues either cost 
leadership or 
differentiation within 
the target segment. 


• Example : 
Bangalore-based 
Sparsh Hospital, 
which calls itself 
hospital for 
Accidents, 
orthopedics, & 
Plastic & 
Maxillofacial 
Surgery, pursues a 
niche strategy.







 
 


 


Product or Service Alliances : 
One company licences another to 


promote its product, or two 
companies jointly market their 


conplememtary products or a new 
product. 


Example : Credit Card Industry and 
affinity companies Myntra 


Promotional Alliances :
One company agrees to carry a 


promotion for another company's 
product or service.


Example : McDonald's 
collaboration with Disney


Logistics Alliances :
One company offers logistical services for 


another company's product.
Example : Gali Limited, a leading supply 
chain services provider in India teaming 


up with Meridian Mobile Pvt. Ltd. for 
providing supply chain services like 


procurement, warehousing, inventory 
managemnet, distribution and many more  


Pricing Collaborations : 
One or more companies join in a 


special pricing collaboration.
Example : Hotel & Rental Car 


Companies offering mutual price 
discounts.







 
 


• Well managed alliances allow companies to obtain a greater sales impact at lower 
costs. 


 
• Corporations have come to view the ability to form and manage partnerships as 


core skills called Partner Relationship Management (PRM). 
	


  Marketing Plan : 
• A marketing plan is a written document that summarizes what the marketer has 


learned about the marketplace & how the firm plans to reach its marketing objectives. 
• A marketing plan usually contains the following sections: 


	


						 		


 


1. Executive Summary & Table of Contents : 
The plan should open with the table of contents 
and brief summary for the senior managemnet of 
the main goals. 


2. Situation Analysis : Relevant background 
data on sales, costs, the market, competitors and 
the various forces in the macroenvironment.


3. Marketing Strategy : Here, the marketing 
manager defines the mission, marketing and the 
financial objectives, and the needs the market 
offering is intended to satisfy as well as its 
competitive positioning. 


4. Financial Projections : It includes a sales 
forecast, an expense forecast, a break-even 
analysis. 







 
 


 


 


Check our website www.anujjindal in for enrolment, Course details and other 
updates! 


Or 


Log on to our mobile application. 


 


 


  







 
 


 


 


 


 


 


 


 


 


 


 


 


“HALL OF FAME” 
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550+ Students cleared RBI Phase 1 


300+ Students clear RBI Phase 2 


48 Students got selected in RBI 
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NABARD 


  







 
 


 


 
UGC NET JRF 
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