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ÍÛæ̃ Û¶ÛÛ :   ¾Ûä°ùÛÍÛÁõ ›÷ÈÛÛ¼Û ÅÛ”ÛÛé. 
Instruction : Write answers to the point. 
 

1. (…) ÍÛéÈÛÛ…Ûé¶ÛÛ ¾ÛÛïëõÝ¤ø•Û¶Ûé …ÍÛÁõ ïõÁõ©ÛÛ ¸ÛÜÁõ¼ÛÇÛé ˜Û˜ÛÛë. 6 

  Explain the factors affecting marketing of services. 

     …¬ÛÈÛÛ/OR 

  ‘•ÛóÛÐüïõ ÍÛ×¼Û×µÛÛé¶ÛÛ ÍÛ×˜ÛÛÅÛ¶Û ïõÛýÛÙ’õ¾Û¶ÛÛ –Û¦ø©ÛÁõ¾ÛÛ× •ÛóÛÐüïõÛé ÜÈÛÌÛé¶Ûà ¾ÛÛÜÐü©Ûà ÍÛÛíé¬Ûà ÈÛµÛä ¾ÛÐü«ÈÛ 
µÛÁõÛÈÛé ™öé.’ ÍÛ¾Û›ÛÈÛÛé. 

  ‘In Customer Relation Management Programme customer database is the most 
important.’ – Explain. 

 

 (¼Û) •ÛóÛÐüïõ ÍÛ×©ÛÛéÌÛ ¾ÛÛ¸ÛÈÛÛ ¾ÛÛ¤éø Š¸ÛýÛÛé•Û¾ÛÛ× ÅÛéÈÛÛ©Ûà ÜÈÛÜÈÛµÛ ¸Û±ùÜ©Û…Ûé ¤æ×øïõ¾ÛÛ× ›÷¨ÛÛÈÛÛé. 4 

  Explain in brief various methods of measuring customer satisfaction. 

…¬ÛÈÛÛ/OR 

  •ÛóÛÐüïõ ÍÛ×¼Û×µÛà ÍÛ×˜ÛÛÅÛ¶Û ïõÛýÛÙ’õ¾Û¶ÛÛ ÈÛíé˜ÛÛÜÁõïõ –Û¤øïõ ÜÈÛÌÛé ¶ÛÛêµÛ ÅÛ”ÛÛé. 

  Write note on Customer Relation Management’s conceptual concepts. 

 

 (ïõ) ¶ÛÛêµÛ ÅÛ”ÛÛé : ¸ÛéþùÛÉÛ ÍÛÐüÛýÛïõ ÍÛéÈÛÛ…Ûé¶Ûä× ÍÛ×˜ÛÛÅÛ¶Û. 4 

  Write note : Managing Product Support Services. 

    …¬ÛÈÛÛ/OR 

  ¶ÛÛêµÛ ÅÛ”ÛÛé : ÍÛéÈÛÛ ¾ÛÛïëõÝ¤ø•Û¶ÛÛ ¸ÛóïõÛÁõÛé. 

  Write note : Types of Service Marketing. 

 

2. (…) ÈÛé˜ÛÛ¨Û¶Ûà ÜÈÛÜÈÛµÛ ¸ÛóÈÛèÜ«Û…Ûé ¤æ×øïõ¾ÛÛ× ÍÛ¾Û›ÛÈÛÛé. 6 

  Explain the various activities of retailing. 

    …¬ÛÈÛÛ/OR 
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  ‘™æö¤øïõ ÈÛé˜ÛÛ¨Û¾ÛÛ× ¶ÛºõÛïõÛÁõïõ©ÛÛ ÈÛµÛÛÁõÈÛÛ ¾ÛÛ¤éø ©Ûé¶Ûà ïõÛýÛÙ“Û¾Û©ÛÛ ¾ÛÛ¸ÛÈÛà ›÷ÄõÁõà ™öé.’ …Û 
ÜÈÛµÛÛ¶Û¶ÛÛ ÍÛ×þù½ÛÙ¾ÛÛ× ™æö¤øïõ ÈÛé˜ÛÛ¨Û¶Ûà ïõÛýÛÙ“Û¾Û©ÛÛ¶ÛÛ ¾ÛÛ¸Ûþ×ù¦ø ÍÛ¾Û›ÛÈÛÛé. 

  “In retail business to increase profitability, it is essential to measure its 
efficiency.” Discuss the statement in the context of retail and explain retail sales 
efficiency measure. 

 

 (¼Û) ½ÛÛÁõ©Û¾ÛÛ× ™æö¤øïõ ÈÛé¸ÛÛÁõ¶Ûà ÜÍ¬ÛÜ©Û ÜÈÛÌÛé ¶ÛÛêµÛ ÅÛ”ÛÛé. 4 

  Write short note on Retailing in India. 

     …¬ÛÈÛÛ/OR 

  ½ÛÛÁõ©Û¾ÛÛ× ¸ÛóÈÛéÉÛéÅÛÛ ¾Ûä”ýÛ ÈÛíéÜÊÈÛïõ ™æö¤øïõ ÈÛé˜ÛÛ¨ÛïõÛÁõÛé ÜÈÛÌÛé ¾ÛÛÜÐü©Ûà …Û¸ÛÛé. 

  Give the details of main global retailers entered in India. 

 

 (ïõ) ½ÛÛÁõ©Û¾ÛÛ× ™æö¤øïõ ÈÛé˜ÛÛ¨Û¶Ûà ïõ¦øà…Ûé¶ÛÛé ¶ÛÛêµÛ¸ÛÛªÛ ÜÈÛïõÛÍÛ ¬ÛýÛÛé ™öé. ÍÛ¾Û›ÛÈÛÛé. 4 

  ‘Retail chains in India has remarkably developed in India.’ – Explain. 

     …¬ÛÈÛÛ/OR 

  ÈÛé˜ÛÛ¨Û¶Ûà ÜÈÛÜÈÛµÛ …Û¥ø ¸ÛóÈÛèÜ«Û…Ûé ¤æ×øïõ¾ÛÛ× ÍÛ¾Û›ÛÈÛÛé. 

  Explain the various eight activities of retailing. 

 

3. (…) •ÛóÛ¾Ûà¨Û ¾ÛÛïëõÝ¤ø•Û¶ÛÛé …¬ÛÙ …¶Ûé ¾ÛÐü«ÈÛ ÍÛ¾Û›ÛÈÛÛé. 6 

  Give the meaning and significance of rural marketing. 

    …¬ÛÈÛÛ/OR 

  •ÛóÛ¾Ûà¨Û ¾ÛÛïëõÝ¤ø•Û¶ÛÛ ¾Ûä”ýÛ ˜ÛÛÅÛïõ ¼ÛÇÛé ›÷¨ÛÛÈÛÛé. 

  Explain the drives of rural marketing. 

 

 (¼Û) •ÛóÛ¾Ûà¨Û ¼Û›ÛÁõ¶Ûä× ÈÛÍ©Ûà ÜÈÛÌÛýÛïõ ¼ÛÛ¼Û©ÛÛé¶Ûà ´ùÜÌ¤ø…é ÜÈÛ½ÛÛ•ÛàïõÁõ¨Û ¤æ×øïõ¾ÛÛ× ›÷¨ÛÛÈÛÛé. 4 

  Explain briefly Rural Market Segmentation from Demographic view point. 

…¬ÛÈÛÛ/OR 

  •ÛóÛ¾Ûà¨Û ¼Û›ÛÁõ¾ÛÛ× ¾ÛÛÅÛ¶ÛÛ ½ÛÛíéÜ©Ûïõ ÜÈÛ©ÛÁõ¨Û ¾ÛÛ¤éø¶Ûà ïõ¦øà…Ûé ÍÛ¾Û›ÛÈÛÛé. 

  Explain channels of physical distribution of goods in Rural Market. 

 

 (ïõ) ¶ÛÛêµÛ ÅÛ”ÛÛé : •ÛóÛ¾Ûà¨Û ÜÈÛÍ©ÛÛÁõ¾ÛÛ× ¾ÛÛÜÐü©ÛàÍÛ×˜ÛÛÁõ Ü¾ÛËÛ¶Ûà ¸ÛÍÛ×þù•Ûà. 4 

  Write note on – Selection of Communication Mix in Rural Area. 

…¬ÛÈÛÛ/OR 
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  •ÛóÛ¾Ûà¨Û ÜÈÛÍ©ÛÛÁõ¾ÛÛ× ÍÛéÅÍÛ¾Ûé¶ÛÛé¶Ûà ÜÈÛÜÉÛÌ¤ø ÅÛÛ“ÛÜ¨Ûïõ©ÛÛ…Ûé ¤æ×øïõ¾ÛÛ× ›÷¨ÛÛÈÛÛé. 

  Explain in brief the special characteristics of Rural Salesman. 

 

4. (…) ïéõÍÛ Í¤ø¦øà …é¤øÅÛé ÉÛä× ? ©Ûé¶ÛÛ ÜÈÛÜÈÛµÛ Š°éùÉÛÛé ›÷¨ÛÛÈÛÛé. 6 

  What is case study ? Explain its objectives. 

     …¬ÛÈÛÛ/OR 

  ïéõÍÛ Í¤ø¦øà ÜÈÛïõÍÛÛÈÛÈÛÛ ¾ÛÛ¤éø µýÛÛ¶Û¾ÛÛ× ÅÛéÈÛÛ©ÛÛ ¸ÛÛÍÛÛ…Ûé ÍÛ¾Û›ÛÈÛÛé. 

  Write down essential factors for developing case study. 

 

 (¼Û) ïéõÍÛ Í¤ø¦øà¶Ûé …ÍÛÁõïõÛÁõïõ ¼Û¶ÛÛÈÛÈÛÛ ¾ÛÛ¤éø¶ÛÛ ¾ÛÛ•ÛÙþùÉÛÙïõ ÜÍÛ±ùÛ×©ÛÛé ›÷¨ÛÛÈÛÛé. 4 

  Write down guiding principles to make case study effective. 

    …¬ÛÈÛÛ/OR 

  ïéõÍÛ Í¤ø¦øà¶Ûà ¾ÛýÛÛÙþùÛ…Ûé ›÷¨ÛÛÈÛÛé. 

  Explain the limitations of case study methods. 

 

 (ïõ) ÍÈÛÛ¤ø (SWAT) ÜÈÛÊÅÛéÌÛ¨Û ïõÛé¶Ûé ïõÐéüÈÛÛýÛ ? ÍÛ¾Û›ÛÈÛÛé. 4 

  What is SWAT analysis ? Explain. 

    …¬ÛÈÛÛ/OR 

  ïéõÍÛ Í¤ø¦øà¶ÛÛ •Û¾Ûé ©Ûé …Û¥ø ºõÛýÛþùÛ…Ûé ›÷¨ÛÛÈÛÛé. 

  Write down any eight advantages of case study. 

 

 

5. ¶Ûà˜Ûé¶ÛÛ ¸ÛóÊ¶ÛÛé¶ÛÛ ¤æ×øïõ¾ÛÛ× ›÷ÈÛÛ¼Û …Û¸ÛÛé : 14 

 Answer the following question briefly : 

 (1) ¸ÛéþùÛÉÛ ÍÛÐüÛýÛïõ ÍÛéÈÛÛ¶ÛÛ ¸ÛóïõÛÁõÛé¶ÛÛ ¶ÛÛ¾Û ›÷¨ÛÛÈÛÛé. 

  Write down the types of product supplementary services. 

 (2) ¶ÛºõÛ ÈÛ•ÛÁõ¶Ûà ÜÈÛ©ÛÁõ¨Û ïõ¦øà ïõÛé¶Ûé ïõÐéüÈÛÛýÛ ? 

  What is margin free chain ? 

 (3) ‘¦øÛ¼ÛÁõ ï×õ.’ …é •ÛóÛ¾ýÛ ¼Û›ÛÁõ¾ÛÛ× ïéõÈÛà Áõà©Ûé ¸ÛóÈÛéÉÛ ïõýÛÛë ? 

  How did Dabur Co. enter in rural market ? 
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 (4) •ÛóÛÐüïõ ºõÜÁõýÛÛþù þùÁõ ïéõÈÛà Áõà©Ûé ¾ÛÛ¸ÛÈÛÛ¾ÛÛ× …ÛÈÛé ™öé ? 

  How customer complaint rate is measured ? 

 (5) •Ûä›÷ÁõÛ©Û ¸ÛóÈÛÛÍÛ¶Û “ÛéªÛ¶Ûà …Å¸ÛÜÈÛïõÛÍÛ¶ÛÛ ïõýÛÛ ïõÛÁõ¨ÛÛé ™öé ? 

  What are the causes of underdevelopment of Gujarat Tourism ? 

 (6) ÈÛé˜ÛÛ¨Û ïõ¾ÛÙ˜ÛÛÁõà¶Ûà Š©¸ÛÛþùïõ©ÛÛ ïéõÈÛà Áõà©Ûé ¾ÛÛ¸ÛÉÛÛé ? 

  How you will measure salesman’s productivity ? 

 (7) •ÛóÛÐüïõ ¸ÛÍÛ×þù•Ûà¶Ûä× ¾ÛÐü«ÈÛ ïõˆ ¼ÛÛ¼Û©ÛÛé¶ÛÛ …ÛµÛÛÁéõ ÉÛÛéµÛà ÉÛïõÛýÛ ? 

  How significance of customer selection can be found out ? 

 (8) Äõ¦øà¶Ûà (RUDI) Í¬ÛÛ¸Û¶ÛÛ ïõýÛÛ Š°éùÉÛ¬Ûà ïõÁõÈÛÛ¾ÛÛ× …ÛÈÛà ? 

  For which objectives RUDI is established ? 

 (9) FMCG¶Ûä× ÜÈÛÍ©Ûè©ÛàïõÁõ¨Û ïõÁõÛé. 

  Give the full form of FMCG.  

 (10) •ÛóÛÐüïõ ÍÛ×¼Û×µÛ ÍÛ×˜ÛÛÅÛ¶Û ïõÛýÛÙ’õ¾Û¶ÛÛ ïõýÛÛ ¾Ûä”ýÛ ˜ÛÛÁõ –Û¤øïõÛé ™öé ? 

  What are the four components of Customer Relation Management Programme ? 

 (11) ‘ÁõÍÛ¶ÛÛ’¶Ûà ¸ÛéþùÛÉÛ •ÛóÛ¾ýÛ ¼Û›ÛÁõÛé¾ÛÛ× ïéõÈÛà Áõà©Ûé ¸ÛÐüÛê˜Ûà ? 

  How does the product of ‘RASANA’ reach the Rural area ? 

 (12) ÍÛ¾ÛÛ¶Û Ýïõ¾Û©Û Ü¶ÛµÛÛÙÁõ¨Û ÈýÛæÐüÁõ˜Û¶ÛÛ ïõÛé¶Ûé ïõÐéüÈÛÛýÛ ? 

  What is common pricing strategy ? 

 (13) ½ÛÛÁõ©ÛàýÛ ™æö¤øïõ ÈÛé¸ÛÛÁõà…Ûé¶ÛÛ ”ÛÛ¶Û•Ûà ÅÛé¼ÛÅÛ ÜÈÛÌÛé ¾ÛÛÜÐü©Ûà …Û¸ÛÛé. 

  Give details of private labels of retailers in India. 

 (14) •ÛóÛ¾Ûà¨Û ¾ÛÛÜÐü©Ûà ÍÛ×˜ÛÛÁõ¶Ûé …ÍÛÁõ ïõÁõ©ÛÛ ˜ÛÛÁõ ¸ÛÜÁõ¼ÛÇÛé ›÷¨ÛÛÈÛÛé. 

  Write down four factors affecting the Rural Communication. 

___________ 


