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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. In Cost-plus pricing or full cost pricing or markup pricing, fixed costs are ignored and prices are determined on the basis of marginal cost.(T/F)

2. Penetration pricing is the pricing technique of setting a relatively low initial entry price, often lower than the eventual market price, to attract new customers(T/F)

3. In pricing industrial goods, the most important factor is : (Cost / Customer / Company)

4. The demand for industrial goods is __________.

5. In customer market a ________ price increase will shrink demand.

6. Service rating is judged by following factors __________. 

7. Manufacturer & customer in industrial marketing are affected by _________

8. Methods to measure market ________ can be classified into Qualitative and Quantitative methods.

9. The effect of the economic environment is not ________ across industries.

10. Advertisement and public relation campaign project a positive image of the Co. {true/false}

11. A repeat purchase decision will generally involve changes in product
specifications from earlier supplies. [True/False]

12. A relative ________ product life span is a favorable condition for charging high price.

13. An organization that is structured to serve the customer is the most
optimally designed organizational structure. [True/False]

14. Tariffs & quotas are used by the Govt. to protect indigenous business from foreign competition. {true/false}
Q.2) 
List and explain various factors affecting Industrial Demand.

Q.3) 
What do you understand by the term Reseller’s Market? What are the typical characteristics of this Market?

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

Q.5)
a) How can an industrial marketing manager anticipate and influence government actions as far as his? her organization is concerned.

b) Outline the strategies that an industrial marketing organization can apply in order to counter the industrial marketing environment factors.

Q.6).
What is Industrial buying? Discuss the Buy grid Model.

Q.7).
Define the role of the different publics in the industrial marketing environment?

Q.8).
Is determination of optimum price levels a difficult task in industrial markets?

Explain and illustrate. How are pricing decisions taken in industrial marketing?

Q.9).
Explain the following

a) Role of different publics in the industrial marketing environment.
b) Industrial marketing manager make use of the changing technology to increase the industrial firm market offering?
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