
Paper / Subject Code: 460L6 / Elective: Marketing : lndustrial Management.

Duration: 2rlzErs. Max. Marks: 75

lnstructions:
1) Q.1. is compulsory
2) Q.2. to Q.5 are compulsory with internal choice

3) Figures to the right indicate full marks

Q.1. L. State True or False (Any 8) (08)

l) Industrial Marketing is a primarily B2B sake which means business to business

2) Buying decision is made by one person

3) E-commerce reduces the paper work

4) Wallet is a form of prepaid account that stores user's financial data information to

make an online transaction easier

5) The primary purpose of business nefworking is to tell others about your business and

hopefullY turn them into customers

6) Persuasion is a method by which people settle differences

7) Product has many intangible as well as tangible attributes

8) Market research is the process of dividing a total market into groups of consumers

9) Target market is the end consumer to which the company wants to sell its end products

10) E-suvidha strengthens relationship with buyers make it easier attract new customers

Q.1. b. Match the Following Columns (Any 7) (07)

Column A Column B

Nehvorking Intermediary action

Market Segmentation Commercial Transactions

E-Commerce Choosing new Vendor

Niche Market Studies Competitors

EDI Intermediary action

Market Research Electronic Data lnterface

Vendor Rating End Consumer

E- Procurement Buying and Selling online

One level marketing Dividing Market

Market Research Connecting people
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Q.2. a) Explain the criteria for selecting the right vendor
Q.2.b) State the job responsibilities of an Industry Marketing Manager.

OR
Q.2. c) Explain the Webster & Wind Model.
Q.2. d) State & explain Classification of Industrial products.

Q.3. a) what is Market segmentation? state the bases for segmentation.
Q.3. b) what is Product Positioning? State the advantages product positioning.

OR

9 ] ") 
State & explain the factors to be considered for Industrial Marketing Channel.

Q.3. d) Explain Levels of Market segmentation.

Q.a. a) Explain the marketing channels of Industrial products.
Q.4. b) Def,rne Negotiation. Explain the stages of Negotiation.

OR
Q'4. c) Discuss the factors to be considered while selecting the Industrial marketing channel.
Q.4. d) State the role of Advertising in B2B marketing.

Q'5. a) Define Business Networks. Discuss the benefits of business networking.
Q.5. b) what is E-commerce? State its advantages to organisations.

OR
Q.5. Write Short notes on: (Any 3)

a) E-Procurement
b) Electronic Data Interchange
c) Macro Environment
d) Vendor Analysis
e) Industrial Product life cycle
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