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QUESTION ONE

a) Industrial market intelligence is important if an organization is to build its competitiveness.
With reference to the above statement, evaluate how a B2B marketing manager can
improve on the quality of an existing marketing intelligence system (6 Marks)

b) Suggest the powers a manufacturer can use to elicit cooperation from uncooperative
distributors (6 Marks)

¢) Examine the buying situational types businesses go through in making their purchase
decisions (6 Marks)

d) Summarize the implications of emergency of ecommerce platforms on business to business
marketing (6 Marks)

¢) Analyze SIX purchasing obj ectives/buying motivations of a business to business customer
(6 Marks)

QUESTION TWO

a) Summarize the key issues that should be addressed in industrial marketing planning (10
Marks)

b) Analyze FIVE factors influencing business to business pricing decisions in a competitive
environment (10 Marks)

QUESTION THREE
a) Examine the criteria industrial marketers should consider in evaluating available channel
alternatives in business to business marketing (10 Marks)

b) Suggest the key types of industrial intermediaries found in business to business marketing
(10 Marks)

QUESTION FOUR
a) Assess the implication of the product life cycle (PLC) concept in business to business
strategic marketing planning (10 Marks)
b) Discuss the key differences between Business to Business (B2B) and Business to
Consumer (B2C) markets (10 Marks)

QUESTION FIVE

a) With reference to business to business marketing, describe the classifications of business
to business (B2B) goods (10 Marks)

b) Analyze in details the phases of business decision making process in business to business
marketing (10 Marks)



