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Fourth Semester MBA Degree Examination, July/Aug ttst 2022

B2B Marketing:Management.-'ill*t''" 
Max. Marks:100

Note: 7. Answer any nOOR{ull questions from Ql to Q7.
2. Qu e s tio n N o; 8",:i*A o mp u ls o ry.ao
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a. Define derived demand. "' 'i,;1" 

i:"

b. What are different types o$isterinediaries in business marketing?
c. State the user of advertis,iii&ih industrial market. ;,.,11.,':

2 a. Define SIC in Business Marketing.
b. Discuss how indtlstriti'products are classified.
c. Explain business selling process.

3 a. What is marketing channel?
b. Explaintlie:requirementforeffectiveribgmentation. 

",,,,,",,,,'.,..c. AnalfSe.industrial product life cyCle-'.

Time: 3 hrs.
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CASE STUDYtpompulsory) .,,.,,i, "
Risen energf:syitem in India secciird'largest manufacturer of photo voltaic cell and modulus.

Photo voltaic' as the namg..............., indicates light and electricity, converts sunlight directly in
electricity, solar cell on calerilator and satellites are photo voltaic cell on modules. Modulus
are a group of cell elecfig,flly collected and packed in one frame. Solar energy is the most

readily available source of"bnergy and for free. A study tells that India receives solar energy

equivalent to over,9000 million KWhi year. Which is more than energy consumption of the

country. As a mpfk€ting head, answer the market opportunities.

a. How would yor+;dqsess market opportunities?
b. How would yau iilan deployment of sales force for solar energy companies?

c. How would ybu organize the sales force?

d. How wotld'you control the sales force activities?
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