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10.

13.

14.

15.

16.

What are the factors influence industrial pricing
decision?

What are the hierarchy of marketing strategic
planning?

SECTION B — (5 x 10 = 50 marks)
Answer any FIVE questions.

Explain mem&omio: of industrial products and
services.

What are the differences between industrial and
consumer marketing?

Briefly explain the industrial buying-decision
process.

Explain the scope of industrial marketing
research. .

Explain industrial product life cycle and
strategies.

Explain the tasks of physical distribution.

xplain the role of advertising in industrial
marketing.

Describe the industrial pricing strategies.
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. detail of the proposal stated the following splitting
up of the expenses Rs. 40,000 towards salaries and
Rs. 30,000 towards travelling expenses of 2 sales
personnel who would be transferred from
Bangalore to Chennai.

Questions :

(a) What decision would you take if you were in
place of Mr. Nathan?

(b) Do you feel the proposal of New sub-office is
economically justified against the stated
-policy of the company? If yes, why? If No,
then how could it be made justifiable?

7 MBMM 3003
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the regional headquarters, the “distribution
network was closely controlled by the regional
office. The company have general dealers covering
sales and they all purchased goods directly from
the regional office. All the dealers got a fixed
discount. The ultimate price for the customers
were fixed by the company. Each dealer covered a
specific area, which was generally one to several
districts and the company discouraged the
inferences of one dealer in another’s territory.
However, in the cities of Bangalore and Mysore,
there were more than one dealer. They collectively
covered the sales in the city. The company
salesman regularly contacted the dealers and the
.office maintained good marketing information.

In the states of Tamil Nadu and Kerala,
however, the arrangement was quite different.
Due to some historical reasons, all the sales in this
territory were channelled through one distributor.
This distributor in turn had appointed his our
dealers to cover the cities of Chennai and Kochi
and other district in these 2 states. The regional
office, therefore, had very little information on the
exact marketing set-up in this territory and the
distributor operated almost independently. On
general occasions, the regional manager had
attempted to bring the distributor under closer
control. He had the impression that the company
was not able to exploit the full potential of the
region due to the authoritarian rule of the
distributor.
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He occasionally received reports that the
distributor  was not even aware of certain
important tenders floated in the region and that
on other occasions he had not bothered to submit
quotations in time. There were also complaints
from dealers that they did not get a fair deal and
would instead prefer to deal with the company
directly. The sales and service personnel of the
regional office used to visit the states of TN and

"KL only when requested specifically by the

distributor. -~ Their independent visits were
generally objected to by the distributor, as it
would mean by passing him. The real problem
behind this was that the distributor had, in the
initial stages, given considerable financial help to
the company. He was also an important
shareholder and thus had connections at the
highest level. This did not mean, however, that
the top management was prepared to sacrifice the
company’s interests. But at the same time they
preferred to leave the distributor undisturbed.

The regional manager felt that the little
prices of negative feedback he had received could
be tip of the iceberg. However, in the absence of
any information, he could not put up a convincing
case against the distributor. He had always been
helpless wherever some dealer working under the
distributor complained to him. He felt it would
seriously affect their morale if they realised that
the company could not control the distributor.
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