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NOTE: Q.1 is compulsory, attempt any four questions from the remaining. All questions carry equal marks. Phone and other electronic gadgets are not allowed.

Q.1
Objective 
1. Outsiders like technical consultants can play a key role in the purchase process of a large buying organization. (      )

2. A company has to revise its pricing strategy when competitor changes his price and new rival enters the market. (      )

3. ‘Quick Kill’ is the bidding strategy of selecting an offer that the recipient will accept without further negotiation.(      )

4. A broad and definitive statement that covers an organization’s purpose, values and distinctive competencies is called __________. 

5. Large industrial companies realize substantial cost savings is by having ______.

6. Which of the following is not one of the current trends in Indian industrial market scenario?

a. Shift from the seller’s market to buyer’s market in most of the products.

b. Increased focus on extending the application engineering concept.

c. Increased awareness of consumer.

d. Insulation of Indian market from foreign imports.

7. By pricing the product at a very ________ level, management can have substantial gross margin.

8. Advertising and promotion expenses, as a percentage of total sales, are usually more for industrial products than for consumer products. (     )

9. The industrial marketing research department helps the company to take informed decisions regarding marketing strategies. (      )

10. Tariffs & quotas are used by the Govt. to protect indigenous business from foreign competition.(       )

11. ‘Bill to vendor' & 'Absorbed by buyer' are the two possibilities under rework. (      )

12. The message of well-designed advertisement for an industrial product should generally consist of a short headline, an explanation of the headline, and distinctive features of the product. (       )  

13. Profitability of any potential segment is measured by following criteria market share and market growth. (      )

14 Advertisement and public relation campaign project a positive image of the Co. (     )
Q.2)
Discuss with the help of suitable examples the difference between the Buying Decision Process of Industrial Buying and Consumer Buying.

Q.3) 
Explain in detail various determinants/factors in Pricing of Industrial Products.

Q.4)
What is the role of various strategic business units during the industrial marketing strategic planning process?

Q.5)
What are the major buying center roles in an organization?
Q.6)
Industrial market segmentation and its requirements for effective process?

Q.7)
Decision Support System and its use in market segmentation.

Q.8).
 “Industrial advertising and sales promotion are support activities for personal selling.” Compare and contrast the role of advertising role in the consumer and industrial markets.

Q.9) 
Write short notes on 
a) Industrial market segmentation b) Industrial market positioning c) Target marketing
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