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Time : 3 Hours   Max. Marks : 80 

Note : This paper is of eighty (80) marks containing three 

(03) Sections A, B and C. Learners are required to 

attempt the questions contained in these Sections 

according to the detailed instructions given therein. 

uksV % ;g iz’u i= vLlh ¼80½ vadksa dk gS tks rhu ¼03½ [k.Mksa 

^d*] ^[k* rFkk ^x* esa foHkkftr gSA f’k{kkfFkZ;ksa dks bu 

[k.Mksa esa fn, x, foLr`r funsZ’kksa ds vuqlkj gh iz’uksa ds 

mŸkj nsus gSaA 

Section–A / [k.M&d 

(Long Answer Type Questions) / ¼nh?kZ mŸkjh; iz’u½ 

Note : Section „A‟ contains four (04) long answer type 

questions of nineteen (19) marks each. Learners are 

required to answer two (02) questions only. 
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uksV % [k.M ^d* esa pkj ¼04½ nh?kZ mŸkjh; iz’u fn;s x;s gSaA 

izR;sd iz’u ds fy, mUuhl ¼19½ vad fu/kkZfjr gSaA 

f’k{kkfFkZ;ksa dks buesa ls dsoy nks ¼02½ iz’uksa ds mŸkj nsus 

gSaA 

1. “Industrial Marketing is much more than just an 

extension of Consumer Marketing.” Comment. 

ßvkS|ksfxd foi.ku] miHkksDrk foi.ku dk foLrkj ek= ugha 

gSAÞ fVIi.kh fyf[k,A 

2. Write in detail about the various steps involved in 

Industrial Product Planning and Development. 

vkS|ksfxd mRikn ;kstuk o fodkl izfØ;k ds fofHkUu pj.kksa 

ds fo”k; esa foLrkj ls fyf[k;sA 

3. What factors influence the pricing of Industrial  

Goods ? Also highlight the various pricing techniques 

commonly employed by industrial marketers. 

vkS|ksfxd mRikn ds ewY; fu/kkZj.k esa dkSu&dkSu ls dkjdksa 

dh Hkwfedk gksrh gS \ vkS|ksfxd forj.k esa iz;qDr ewY; 

fu/kkZj.k ds fofHkUu rjhdksa ij izdk’k Mkfy;sA 

4. Based on your understanding of the various stages 

involved in the Industrial Buying Behaviour, suggest 

some effective strategies to be employed by the 

marketers to maximize customer acquisition and 

retention.  

vkS|ksfxd Ø; O;ogkj dh viuh le> ds vk/kkj ij blds 

vyx&vyx pj.kksa gsrq dkjxj j.kuhfr;k¡ lq>kb;sA 
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Section–B / [k.M&[k 

(Short Answer Type Questions) / ¼y?kq mŸkjh; iz’u½ 

Note : Section „B‟ contains eight (08) short answer type 

questions of eight (08) marks each. Learners are 

required to answer four (04) questions only.  

uksV % [k.M ^[k* esa vkB ¼08½ y?kq mŸkjh; iz’u fn;s x;s gaSA 

izR;sd iz’u ds fy, vkB ¼08½ vad fu/kkZfjr gSaA 

f’k{kkfFkZ;ksa dks buesa ls dsoy pkj ¼04½ iz’uksa ds mŸkj nsus 

gSaA 

1. What role is played by the gatekeepers in Industrial 

Marketing ? 

vkS|ksfxd foi.ku esa }kjiky ¼xsVdhij½ dh D;k Hkwfedk gksrh 

gS \ 

2. What are proposal solicitation and request for  

proposal ? 

izLrko ek¡x vkSj izLrko vuqjks/k ¼fjDosLV QkWj iziksty½ D;k 

gksrs gSa \ 

3. Appraise the role of personal selling in Industrial 

Marketing. 

vkS|ksfxd foi.ku esa O;fDrxr fcØh ¼ilZuy lSfyax½ dh 

Hkwfedk dh foospuk dhft,A 

4. What are Industrial Goods ? What are their defining 

characteristics ? 

vkS|ksfxd mRikn D;k gksrs gSa \ muds D;k izeq[k y{k.k gSa \ 
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5. What are the various segmentation variables used in 

Industrial Marketing ? 

vkS|ksfxd foi.ku esa dkSu&dkSuls cktkj foHkfDrdj.k pj 

iz;qDr gksrs gSa \ 

6. Explain Industrial Marketing Research. 

vkS|ksfxd foi.ku vuqlU/kku dks ifjHkkf”kr dhft,A 

7. Formulate a marketing plan for a newly founded 

fictitious company of your choice. 

fdlh Hkh gky gh esa LFkkfir dkYifud dEiuh ds fy;s ,d 

foi.ku ;kstuk izLrqr dhft,A 

8. You see so many TV advertisements promoting 

consumer goods, but hardly any promoting industrial 

goods. Why is this so ? 

vki Vhoh esa miHkksDrk mRiknksa ds dkQh foKkiu ns[krs gSa 

fdUrq vkS|ksfxd mRiknksa ds ughaA ,slk D;ksa \ 

Section–C / [k.M&x 

(Objective Type Questions) / ¼oLrqfu”B iz’u½ 

Note : Section „C‟ contains ten (10) objective type 

questions of one (01) mark each. All the questions 

of this Section are compulsory. 

uksV % [k.M ^x* esa nl ¼10½ oLrqfu”B iz’u fn;s x;s gSaA izR;sd 

iz’u ds fy, ,d ¼01½ vad fu/kkZfjr gSA bl [k.M ds 

lHkh iz’u vfuok;Z gSaA 

Indicate whether the following statements are True or 

False. 

bafxr dhft, fd fuEufyf[kr dFku lR; gSa ;k vlR;A 

1. Buyers in industrial markets are fewer and larger in 

comparison to consumer markets. 
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miHkksDrk foi.ku ds eqdkcys vkS|ksfxd foi.ku esa [kjhnnkj 

de fdUrq cM+s gksrs gSaA 

2. Industrial purchases are professionally made and are 

more time consuming than consumer purchases. 

vkS|ksfxd Ø; is’ksoj rjhds ls fd;s tkrs gSa o vkerkSj ij 

miHkksDrk Ø; ds eqdkcys vf/kd le; ysrs gSaA 

3. Industrial marketing involves less number of 

intermediaries than consumer marketing. 

vkS|ksfxd foi.ku esa miHkksDrk foi.ku dh vis{kk de 

fcpkSfy;ksa dh lgk;rk yh tkrh gSA 

4. Long-term contracts and stable relationship between 

the marketer and customers are characteristics of 

industrial markets. 

yEch vof/k ds lkSns o Øsrk rFkk foØsrk ds e/; lqn`<+ 

lEcU/k vkS|ksfxd foi.ku dh fo’ks”krk gSA 

5. Industrial markets involve high value transactions 

between the marketer and the customer. 

vkS|ksfxd foi.ku esa Øsrk o foØsrk ds e/; cM+s ewY; dk 

ysu&nsu gksrk gSA 

Fill in the blanks : 

fjDr LFkkuksa dh iwfrZ dhft, % 

6. Customer size is a ............... type of segmentation 

variable used in Industrial Marketing. 

xzkgd vkdkj ¼dLVej lkbt½ vkS|ksfxd foi.ku esa iz;qDr  

---------------------
 Hkk¡fr dk cktkj foHkfDrdj.k gSA 
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7. ............... is the most commonly used element of 

Industrial Marketing Promotion Mix. 

vkS|ksfxd foi.ku lEo)Zu leqPp; ¼izeks’ku feDl½ dk lcls 

vf/kd iz;ksx gksus okyk rRo 
----------------------------

 gSA 

8. B2B, the term used to describe industrial marketing 

transactions, stands for ................ . 

vkS|ksfxd foi.ku gsrq iz;qDr ikfjHkkf”kd in B2B dk 

foLr`r vFkZ 
----------------------------

 gSA 

9. The volume of Steering Wheel Assemblies (SWA) 

bought by Maruti Suzuki from Sona Koyo Steering 

Systems Limited depends on the Maruti Suzuki‟s 

estimate of car sales in the coming year. The demand 

of SWA is called ............... demand as it is dependent 

on the demand of Maruti Suzuki cars in the market. 

ek#rh lqtqdh viuh dkjksa ds foØ; iwokZuqeku ds vk/kkj ij 

lksuk dks;ks LVh;fjax flLVe fyfeVsM ls LVh;fjax Oghy 

[kjhnrh gSA ,sls esa LVh;fjax Oghy dh ek¡x
 ------------------

 ek¡x 

dgyk;sxh D;ksafd og ek#rh lqtqdh dkjksa dh ek¡x ij  

fuHkZj gSA 

10. ............... Rebuy is a situation in which the buyer 

reorders on a routine basis from existing suppliers 

without any significant changes in product 

specifications, prices, delivery requirements and other 

terms. 

----------------------------
 iqu[kZjhn esa Øsrk eky ds fofunsZ’k] ewY;] vkiwfrZ 

o vU; ‘krks± esa cxSj fdlh mYys[kuh; cnyko ds fQj ls 

[kjhnnkjh gsrq Ø; vkns’k tkjh djrk gSA 
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