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 Part A -Answer Any Two Full Questions (20*02=40 Marks)     

1 (a) 
 
Ans. 

What is SIC? 

 The Standard Industrial Classification-SIC system classifies the economy into 11 major 

divisions: 

• Agriculture, forestry, and fishing 

• Mining 

• Construction 

• Manufacturing 

• Transportation and public utilities 

Standard Industrial Classification (SIC) codes are four-digit numerical codes that 

categorize the industries that companies belong to based on their business activities. 

Standard Industrial Classification codes were mostly replaced by the six-digit North 

American Industry Classification System (NAICS). 

    [03] CO3 L1 

(b) 
Ans. 

Explain the scope of industrial marketing research. 

  
 

[07] CO3 L2 

(c) 
 

Ans. 

Illustrate the different bases of segmenting business markets. [10] CO3 L4 



  

 
 

2 (a) 
 
Ans. 

What is perceptual mapping?  [03] CO4 L1 



 

 
(b) 

 
Ans. 

Describe the requirements for effective B2B market segmentation. 
 

[07] CO4 L2 



 
 

(c) 
Ans. 

Outline the steps involved in customer acquisition process.  
 

 

 [10] CO4 L4 

3 (a) 
Ans. 

What is SEO? 
 B2B SEO is simply a strategy used by businesses that sell to other businesses and want 

to improve their ranks on search engines. The result of that could be a boost in sales, 

visibility and reputation. 
 

 [03] CO4 L1 

(b) 
Ans. 

Outline the role of personal selling in B2B marketing. 

 

 [07] CO4 L4 



 
 

 
(c) 

 
Ans. 

Briefly explain target market selection strategies in an industrial market 
 

 

 [10] CO3 L2 

 Part B - Compulsory (01*10=10marks)    

4. 
 
 

Ans. 

Discuss how will you carry market segmentation for a new company manufacturing and 

marketing aluminum extruded products to households and commercial enterprises? 

Justify. 
 Students are expected to apply the concept of effective market segmentation in B2B 

context. 

 

 

 
[10] 
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CO1 

Understand significance of B2B marketing.  

L1 
 

0 
0 0 0 0 

CO2 
Ability to create an integrated marketing communications 

plan which includes promotional strategies 
L2 0  0 0 0 0 

 

CO3 

Effectively use marketing communication for customer 

acquisition 
 

L2 
1a,1b,1c,3c 0 

 

0 
0 0 

CO4 
Define and apply knowledge of various aspects of 

managerial decision making related to marketing 

communications strategy and tactics. 

L3 
2a,2b,2c,3a,3b 0 0 4 0 

 

 

 

Cognitive level KEYWORDS 

L1 list, define, tell, describe, recite, recall, identify, show, label, tabulate, quote, name, who, when, where, etc. 

L2 describe, explain, paraphrase, restate, associate, contrast, summarize, differentiate interpret, discuss 

L3 
calculate, predict, apply, solve, illustrate, use, demonstrate, determine, model, experiment, show, examine, 

modify 

L4 classify, outline, break down, categorize, analyze, diagram, illustrate, infer, select  

L5 
grade, test, measure, defend, recommend, convince, select, judge, support, conclude, argue, justify, compare, 

summarize, evaluate 

L6 design, formulate, build, invent, create, compose, generate, derive, modify, develop, integrate 

 
 

 

 

 

 

 

 

 

CI      CCI      HOD 

PO1–Theoretical Knowledge; PO2–Effective Communication Skills; PO3–Leadership Qualities; 

PO4 –Sustained Research Orientation; PO5 –Self-Sustaining Entrepreneurship 

 


