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Explain the objectives of Customer Relationship Managemefit ( CRM
OR
Discuss the factors atfecting Marketing of sen ice.

Explain the methods of measunng customer satis faction.
OR

Explain the types of service marketing in short.
Write note on Loyalty Programme;

OR
Discuss the specific characteristics of senice.

Explain any eight activines of Retailing.
OR
Explain the position of Retailing in India.
Discuss the factors responsible for the spread of shopping Mall in India.
OR
Explain any six types of Retailing.
Wntenotes on Margin Free Chains.
OR
Explain the measures of determining efficiency of Retailing.

Explain the meaning and importance of Rural Marketing.
OR
Discuss the Rural market segmentation from Demographic viewpoint.
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Explain the dnivers of Rural Market.
OR
Explain the factors aftecting to Rural Communication
Explain the special characteristics of Rural Salesmen.
OR
Explain the channel of physical distribution in Rural Market.

Explain the methods of developing a case study.
OR
Explain any cight advantages of case study.
Explain in short “SWOT" analysis,
OR
Explain the characteristics of case study.
Explain any six objectives of case study.
OR

Explain any six guiding principles to make case study effective.

3.  Answer in two or three lines only: (Any seven)
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Distinguish between service and product.

Explain the service as a system.

Give the meaning of margin free distribution channel.

Give four names of global retailers in Indian market.

How physical distribution of goods is done in Rural market ?
Explain the distribution system in surrounding nutritive towns.
For which objectives RUDI is established ?

State the steps taken by GSTDC for the development of tourism sector of Gujarat.
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