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	Course Title: Business to Business Marketing (Course Code: 40133)
End-Term Examination, Term - VI (April 2026) 

	 Time Duration : 2 Hours                                                                                          Total Marks: 40



General Instructions:
1. Answer the questions as directed. The break-up of the marks is given wherever necessary.
1. Marks against each question is indicated to its right.
1. Answer all the questions of a ‘Section/Question’ at one place in continuation.
1. Answers should be brief and to the point. 
1. Do not write on the question paper except your roll number.


Q. 1 A mid-sized Indian industrial firm, HydroTech Solutions, manufactures water treatment systems for manufacturing plants.
The company currently sells standardized systems but is facing increasing competition from:
· Low-cost Chinese imports
· High-end customized European solutions
As the Head of Product Management, design HydroTech’s new product strategy.
                                                                                                                                         (10 Marks, CLO3)
Q.2 A SaaS company, Finlytics ERP, provides enterprise software solutions to SMEs in India. The company currently follows a flat subscription pricing model but is facing increasing resistance from customers. CFOs perceive the pricing as high relative to alternatives, the sales cycle is prolonged due to difficulty in demonstrating ROI upfront, and competitors are aggressively discounting to acquire customers. At the same time, Finlytics believes its product delivers superior long-term value through process efficiency and cost savings.
As the Head of Pricing Strategy, critically discuss how Finlytics should redesign its pricing approach. Your response should assess different approaches in the context of customer risk perception and competitive dynamics. You must justify your recommended pricing architecture.                                                                                                                       (10 Marks, CLO3)



Q.3 A hospital chain, MediCare Plus, is evaluating vendors for MRI machines as part of its expansion into Tier-2 cities. The buying center includes radiologists (quality-focused), CFO (cost-focused), operations team (reliability-focused), and CEO (brand-focused). The decision involves trade-offs between performance, cost, and long-term positioning, and there is significant internal disagreement among stakeholders.
As a strategic consultant to the premium vendor, design a comprehensive influence strategy to win the contract.                                                                                                           (10 Marks, CLO3)

[bookmark: _GoBack]Q.4 Inford is a supplier of smart power grids that plans to enter India market. You are hired as a strategist, and the company has asked you to design their market entry strategy. Critically discuss what macro and micro segmentation variables would you consider while designing the strategy for the company (Elaborate your answer using Wind and Cardazo framework 1974). (10 Marks, CLO3)
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