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BUSINESS TO BUSINESS MARKETING
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Answer all questions.
Each question carries 12 marks.

Explain the reasons for the increase in the demand for industrial goods.
Or
What is the role of CRM in business to business marketing ?
Explain the organizational buying process in detail. :
Or
What are the methods by which supplier evaluation is conducted ?
What is a product line ? How can industrial product ﬁnés be managed effectively ?
Or
What do you understand by Product revitalization? Give an example.
Explain the functions of sales force management.
Or
What are the different strategies that can be implemented to ensure post sales service ?
What are the strategies that can be adopted to brand industrial goods ?
Or

‘Explain the need for Industrial marketing control in India.

(5 x 12 = 60 marks)





