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Fourth Semester MBA Degree Examination, June/July 2023

'keting Management

Time:3 hrs. Max. Marks:100

Note: l. Answer any FOU,,.R'fi'll questionsfrom QNo.l to Q.No.7.
2. Question No. I iSiiompulsory. :':,,,:'r"' '

a. Define Derived Demand with example.

b. Differentiate B2C and B2B.
c. Critically evaluate the ftotors influencing Industrial 

"Ctistomers.

a. Define B2B Marketing.

b. What are the challenges of B2B Marketing?""'

c. Illustrate the Organizational Buying Process.

a. Write a note on B2B online buying.
b. Explain the characteristics of B2B Market.

c. Exempliff the types of organizational customers. ,. ':

a. Define customer value

b. What is the significance of 3C's in pricing?
c. Expound the bases of segmentation in Business Market.

a. Write the importance ofpositionin$ in B2B Market. .

b. What are the responsibilities of sales force in B2B':Market?

c. Explain the key Account Managers to manag€'the accounts.

a. f)efine value based selling. 'rl

b. Explain the strategic tools for managing product.

c. Exhibit the stages of Relationship Life Cycle.

a. Write a note on Bid-Pricing.
b. Summarize the chart of the main forms of media.

c. Explain the role of Marketing Communication in B2B Market.
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Case Study: (compulsory)
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a.

b.

JCB is a UK company that is the European markbtiileailer in construction and earth moving

equipment. Following a period of systematic lelf appraisal, the company realized that the

prevailing organizational culture was essgr"tidly product led. Their marketing department

was based on product categories (for,g6adplb, back hoe diggers) and cuitomer sectors (road

construction, public utilities). Hovy As more products and morg customer groups became

established, so the business E$&ffed and prcduct lines.,and customer groups became

complicated and confusing. 
,$<pever 

customer seeking a variety of products had to liaisc

with different sales tea.q},*,J product groups) and. A result, received multiple marketing

communication messag$s'6nd has to deal with an increasing number of internal departments.

If you "r:#r marketing manager of'fte company, what strategies of rnarketing to bc

(10 Marks)implemgfi*1d.fl .*;;;_' ,,

Justiffipptr segmentation techgffi.b solve the confusion of channelize the products.
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