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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.
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Section-A / Gls—d
(Long Answer Type Questions) / (€T SR 7%)

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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“Industrial Marketing is much more than just an

extension of Consumer Marketing.” Comment.

g7 fewft forRau |

Write in detail about the various steps involved in
Industrial Product Planning and Development.
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What factors influence the pricing of Industrial
Goods ? Also highlight the various pricing techniques
commonly employed by industrial marketers.
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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.
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Section-B / Yrs—Yg
(Short Answer Type Questions) / (e ITRII Je)

Note : Section ‘B’ contains eight (08) short answer type

qre :
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questions of eight (08) marks each. Learners are
required to answer four (04) questions only.
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What role is played by the gatekeepers in Industrial
Marketing ?

e fquoe # gRUA (TealR) & F7 e 2l
g °?

What are proposal solicitation and request for
proposal ?

UG AR 3R A Ry (Reaee BR yuroTel) &1
gl g ?

Appraise the role of personal selling in Industrial
Marketing.
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What are Industrial Goods ? What are their defining
characteristics ?
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What are the various segmentation variables used in
Industrial Marketing ?

e fquoE # dF-o qoR ffaaeer @
ygad B & ?
Explain Industrial Marketing Research.

AN U S @1 uRHIY ST |

Formulate a marketing plan for a newly founded
fictitious company of your choice.

fon=dl 1 21et 21 # RenfUd FIdd H & o’ T
U ST TR BT |
You see so many TV advertisements promoting

consumer goods, but hardly any promoting industrial
goods. Why is this so ?

amg A ST Sl @ B! AR S &
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Section-C / GUvs—1T
(Objective Type Questions) / (@IS T)

Note : Section ‘C’ contains ten (10) objective type

qrc :

questions of one (01) mark each. All the questions
of this Section are compulsory.
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Indicate whether the following statements are True or
False.

A BN & MR $o Je € A1 | |
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Buyers in industrial markets are fewer and larger in
comparison to consumer markets.
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Industrial purchases are professionally made and are
more time consuming than consumer purchases.
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Industrial marketing involves less number of
intermediaries than consumer marketing.

et fauod  Iudigar fquoE @ ouem &H
feiferal @ FERIaT o SRl 2 |
Long-term contracts and stable relationship between

the marketer and customers are characteristics of
industrial markets.
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Industrial markets involve high value transactions
between the marketer and the customer.

3t fquo # a1 9 fasbar & wed g5 g &
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Fill in the blanks :
R Tl o qﬁ I

Customer size iS @ ..o type of segmentation
variable used in Industrial Marketing.
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............... is the most commonly used element of
Industrial Marketing Promotion Mix.

e fuve Fag wged (e ) 31 |9a9
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B2B, the term used to describe industrial marketing
transactions, stands for ................

ﬁ@ﬁwﬁwé—gqﬂaﬂwﬁwﬁmwszsfﬂ
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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.
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............... 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.
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