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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 / GUls—d
(Long Answer Type Questions) / (€78 IR T2

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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1. Considering the Industrial Marketing landscape in

India, how can the knowledge of Industrial Marketing
benefit a student of Business Administration ?

uRd H 3iEnfie AU uRgw @& AqeoR SiEfie:
faque &1 39 fod IR a9 Y & faemieial @
for START & Adhar B ?

2. What are the various segmentation variables used in
Industrial Marketing ?

e faum # ygad qoiR ffadaRo & SmeR
B g 7

3. Compare and contrast the various sales forecast
methods used in Industrial Marketing.

e UM 4 gy B qaigae & faf= Tl
P! JATd fd=T BT |

4. Describe the various stages involved in Industrial
Buying Behaviour.

e HI FIgR & A= ROl Bl fRRyda®
forfRau |
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Section-B / Yrs—Yg
(Short Answer Type Questions) / (e ITRII Je)

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

e

1.

questions of eight (08) marks each. Learners are
required to answer four (04) questions only.

gre ‘@ # 36 (08) g I T A M E
A% Y @ forv e (08) o fwiRd €l
RIERidT a1 37H § dadt IR (04) YAl & IR o
gl

How is Promotion Mix in Industrial Marketing
different from that in Consumer Marketing ?

el e o Hags wqead 59 @Rg SyMia
faUoe & Hagd Fqed | = g §

How is Straight Rebuy different from Modified
Rebuy ?

At geie (we N9 fra ave | e eRie
(AifemIge JaE) | =T & @ ?

Intel Inc. manufactures components used in computer
hardware and sells to customers like Dell, Acer,
Samsung and not to retail customers. Still, unlike other
industrial marketers, it advertises on mass media and
TV. What could be the logic behind this unique
promotional strategy ?

STl HPYCY SEl H SRAA B dTel g\_rﬁ I T,
TER 9 AT e Bl gl B g, |dnvg TG
QYIRS Bl el | $Hd daug gcd A TarD et
g Il anfe | Ao <ar 8| S9! §9 JFIl GG
WG & 4% F7 I8 & 9l g 2
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Discuss the determinants of Industrial Product Pricing.

3lefie SRl &1 9 fog MR W FEiRa fban
e © 7

Describe  Industrial ~ Product  Planning  and
Development.

NN SIS T 7 fadrT & gRYTRE B |

What could be the various buying roles in an industrial
buyer firm ?

5 enfiie Har FE § AMAR W BIH-dIF Al
P IEI <& Bl e § ?

Comment on the use of Sales Promotion in Industrial
Marketing.

dEnfie fauvm & afdara fom (wiFa dfem) &
T R fewol AT |

What critical success factors should be considered
while selling to government organisations ?

WHR] TR DI AheIdIgad el 9o & fo1g b
T 481l &7 eI G MRS @ 2

Section—-C / GUs—T[
(Objective Type Questions) / (a¥fS Je-)

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

questions of one (01) mark each. All the questions
of this Section are compulsory.

(A-33)
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Indicate whether the following are True or False :

3T eifoe f6 fwforRad v € a1 oy -

1. Buyers in industrial markets are smaller and more
numerous in comparison to consumer markets.

(True/False)
SUHIE fqUvH & qardel siefiie [uoE # @deer
BIC forg agama # 8 2| (W / 31c)

2. Industrial purchases are casually made and are less
time consuming than consumer purchases. (True/False)

ARSI SFTERG T | [FI T & 9 AR
R ITAIET HT & Jbael HH T o ¢ |
GRVASR)

3. Industrial Marketing involves more number of
intermediaries than consumer marketing. (True/False)

et fauoe o SudEd oo @1 e aftd
fyiferat @ ARRaT o S &1 (A / 3rc)
4. Long-term contracts and stable relationship between

the marketer and customers are very rare in Industrial
Marketing. (True/False)

ARl Y & Wie g war dr famar & A Gge
ey Senfis fagem # 9gd &w g o g
SRVELNS)
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5. Industrial markets involve ultra-low value transactions
between the marketer and customer. (True/False)
e fquoe # @ar 9 fbar & #= B o= NI
BT B oF-<F B B | (A / 37)

Fill in the blanks :

R Ml & g SIf :

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

variable used in Industrial Marketing.
TEdh AR (F¥eR drdeH) sienfie fauoe
q_gzm. ....................... Iﬁ-% aﬂ. W ﬁ'HWUT %l

................ is the most commonly used element of
Industrial Marketing Promotion Mix.

siielfie faqor ag wea (e few) o1 we
SRF TINT B e de 5

B2B, the term used to describe industrial marketing
transaction, stands for ................

drefe fduM &g W@ TRWING 9e B2B @I
faeq 1o gl

The volume of steel brought by Tata Motors to
manufacture car frames depends on their own sales
estimate. The demand of steel is thus ............
demand as it is dependent on the demand of Tata
Motors cars in the market.

(A-33)
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aarheﬁwq:ﬁmzﬁﬁmwmmtﬁwuuw
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10. The person who controls the access of sellers to the
members of buying committee performs ................
type of buying role.

E\’Iﬁﬂ' ....................... W Hﬁﬁb—[ IQ*PTI?H %l
S-589 30
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