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(A) Discuss the factors affecting Marketing of Services.
OR
Describe the typical charactenisuics of Services.

(B)  Explain the types of Service Marketing.
OR
Discuss the meaning and characteristics of Customer Relationship Management.

(C) Explain in brief the methods of measuring customers Satis{action.
OR
Discuss the main components of Customer Relation Management Programme

2. (A) Explain the importance of Retail Business.
OR
Explain the types of Retailing.

(B) Discuss the spread of Retail Chain in India.

OR
Explain the factors responsible for the spread of Shopping Mall in India

(C) Give the details of main Global Retailers entered in India.
OR
Explain the characteristics of Retail Business.

3 (A) Explain the various problems (Challenges) of delivering goods n Rural Market.
o OR
Diseuss theRural Market Segmentation from Demographic view point.

ffecting to Rural Communication.

OR
Explain the special characteristics of Rural Salesman.

(B) State the factors a

(C) Explain the importance of Rural Marketing.
OR

s the selection of Communication Mix in Rural Market.

Discus
3 P.T.0,



C A

(3)

- What is Case Study 2 Explain its objectives.
OR
- State the guiding principle to make Case Study effective.

What is SWOT analysis ? Explain it.
| OR
Explain any six advantages of Case Study.

(C)  Discuss the characteristics of Case Study in brick.

OR
LExplain the limitations of Case Study method.

Answer in two or three lines : (any seven)

(1)
(2)
(3)
(4)
(5)
(0)
(7)

(8)
[ €N

Explain the Services as a system.

Write down the loyalty programme in Customer Relationship Management.
What is Margin free Chain ?

Give the details of'private labels of Retailers in India.

Explain the Products Strategy in Rural Area.

How to physical distribution of goods in Rural Market.

How many team of RUDI are there ? State their functions. =

How dt}cs the product of RASANA reach to the Rural area by FEMCG ?

How did Colgate toothpaste become popular in the Rural Market ?




