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ÍÛæ̃ Û¶ÛÛ : (1) ¼ÛµÛÛ ›÷ ¸ÛóÊ¶ÛÛé¶ÛÛ Š«ÛÁõ ÅÛ”ÛÛé. 

   (2) ›÷¾Û¨Ûà ¼ÛÛ›ä÷¶ÛÛ …×ïõ ©Ûé ¸ÛóÉ¶Û¶ÛÛ •Ûä̈ Û þùÉÛÛÙÈÛé ™öé. 
     

1. ¾ÛÛïëõ¤øá•Û ¾Ûé¶Ûé›÷¾Ûé¶¤ø …é¤øÅÛé ÉÛä× ? ¾ÛÛïëõ¤øá•Û ¾Ûé¶Ûé›÷¾Ûé¶¤ø¶ÛÛ ÅÛ“Û¨ÛÛé ˜Û˜ÛÛë. 14 

      …¬ÛÈÛÛ 

 ÍÛéÈÛÛ ¾ÛÛïëõ¤øá•Û¶ÛÛé …¬ÛÙ Í¸ÛÌ¤ø ïõÁõÛé ©Û¬ÛÛ ©Ûé¶Ûé …ÍÛÁõ ïõÁõ©ÛÛ× ¸ÛÜÁõ¼ÛÇÛé Í¸ÛÌ¤ø ïõÁõÛé. 

 

2. ¼Û›ÛÁõ ÜÈÛ½ÛÛ›÷¶Û …é¤øÅÛé ÉÛä× ? ©Ûé¶ÛÛ ºõÛýÛþùÛ …¶Ûé •ÛéÁõºõÛýÛþùÛ…Ûé ˜Û˜ÛÛë. 14 

      …¬ÛÈÛÛ 

 ÍÛéÈÛÛ ¾ÛÛ¤éø ïõÛé¾ýÛäÜ¶ÛïéõÉÛ¶Û ¾ÛàîÍÛ¶ÛÛé …¬ÛÙ ÍÛ¾Û›ÛÈÛà, ©Ûé¶ÛÛ …ÛÈÛÉýÛïõ ©Û«ÈÛÛé¶Ûà ˜Û˜ÛÛÙ ïõÁõÛé.  

 

3. ™æö¤øïõ ¼ÛêÝïõ•Û¶ÛÛé …¬ÛÙ ÍÛ¾Û›ÛÈÛÛé. ™æö¤øïõ ¼ÛêÝïõ•Û¶Ûà ¦øàÅÛàÈÛÁõà ˜Ûé¶ÛÅÍÛ ïõˆ-ïõˆ ™öé ? 14 

      …¬ÛÈÛÛ 

 ™æö¤øïõ ¼ÛêÝïõ•Û¾ÛÛ× ¤éøî¶ÛÛéÅÛÛéœ÷¶Ûà ½ÛæÜ¾ÛïõÛ …¶Ûé ¤éøî¶ÛÛéÅÛÛéœ÷¾ÛÛ×¬Ûà ŠþÕù½ÛÈÛéÅÛÛ ¾ÛÛé¦éøÅÍÛ¶Ûà ˜Û˜ÛÛÙ ïõÁõÛé. 

 

4. …ÛµÛäÜ¶Ûïõ ¼ÛêÝïõ•Û¾ÛÛ× ¾ÛÛïëõ¤øá•Û ¾ÛàîÍÛ¶Ûà ÈýÛæÐüÁõ˜Û¶ÛÛ ˜Û˜ÛÛë. 14 

    …¬ÛÈÛÛ 

 ¶ÛÛêµÛ ÅÛ”ÛÛé : 

 (a) ÍÛéÈÛÛ ÍÛÛȩ̂ Û¨Ûà 

 (b) •ÛóÛÐüïõ ÍÛ×¼Û×µÛ ÍÛ×̃ ÛÛÅÛ¶Û (CRM) 
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5. ¶Ûà˜Ûé …Û¸ÛéÅÛ ÜÈÛµÛÛ¶ÛÛé ”ÛÁõÛ× ïéõ ”ÛÛé¤øÛ ©Ûé ›÷¨ÛÛÈÛÛé : 14 

 (1) Ü¶ÛÜÊ˜Û©Û •ÛóÛÐüïõÛé¶Ûé ÉÛÛéµÛÈÛÛ ©Ûé …ÍÛÁõïõÛÁõïõ ¾ÛÛïëõ¤øá•Û ¾ÛÛÜÐü©Ûà ÍÛ×̃ ÛÛÁõ¶ÛÛé ¸Ûó¬Û¾Û ©Û¼Û‘õÛé ™öé. 

 (2) •ÛóÛÐüïõÛé ÍÛÛ¬Ûé¶ÛÛ ÍÛ×¼Û×µÛÛé ÍÛ×̃ ÛÛÅÛ¶Û ©Ûé ÍÛ×˜ÛÛÅÛïõÛé¶Ûà …ÛýÛÛéœ÷©Û ¸ÛóÜ’õýÛÛ ™öé. 

 (3) •ÛóÛÐüïõÛé¶Ûé …ÛïõÌÛÙÈÛÛ …¶Ûé •ÛóÛÐüïõÛé¶Ûé ›ÛÇÈÛÈÛÛ …é¤øÅÛé ‘•ÛóÛÐüïõ ÍÛ×©ÛÛéÌÛ’. 

 (4) BANKING SERVICE ON FINGER TIPS – …é¤øÅÛé ¾ÛÛé¼ÛÛˆÅÛ ¼ÛêÝïõ•Û ïõÐéüÈÛÛýÛ. 

 (5) ATM ›Ûé ÁéõÅÈÛé Í¤éøÉÛ¶Û ¸ÛÁõ ÐüÛéýÛ ©ÛÛé ©Ûé off site ATM ïõÐéüÈÛÛýÛ. 

 (6) ¼Û›ÛÁõ¶Ûà …éïõ ÍÛÁõ”ÛÛ ÜÈÛ½ÛÛ•Û¾ÛÛ× ÈÛÐêü˜Û¨Ûà¶Ûé ¼Û›ÛÁõ ÜÈÛ½ÛÛ•ÛàïõÁõ¨Û ïõÐéüÈÛÛýÛ. 

 (7) ïõÛȩ́ ÛÛëÁéõ¤ø ¼ÛêÝïõ•Û …¶Ûé ¤éøî¶ÛÛéÅÛÛéœ÷ ¸ÛÁõÍ¸ÛÁõ •ÛÛ§ø ÍÛ×¼Û×µÛ µÛÁõÛÈÛé ™öé. 

 (8) ¾ÛÛïëõ¤øá•Û¶Ûà ÈýÛæÐüÁõ˜Û¶ÛÛ ïõÁõ©Ûà ÈÛ”Û©Ûé ¾ÛÛïëõ¤øá•Û ¾Ûé¶Ûé›÷Áéõ •ÛóÛÐüïõ ÈÛ©ÛÙ̈ Ûæïõ¶ÛÛé ÍÛÐéü›÷ ¸Û¨Û ÜÈÛ˜ÛÛÁõ ¶Û 
ïõÁõÈÛÛé ›Ûé̂ …é. 

 (9) ¼Ûêïõ¶ÛÛ ýÛäÈÛÛ¶Û •ÛóÛÐüïõÛé Áõà¤éøÅÛ ¼ÛêÝïõ•Û¶Ûà ¸ÛÁõÛé“Û ¦øàÅÛàÈÛÁõà ˜Ûé¶ÛÅÍÛ ÈÛµÛä ¸ÛÍÛ×þù ïõÁéõ ™öé. 

 (10) ¾ÛÛïëõ¤øá•Û Ü¾ÛËÛ¾ÛÛ× 7P ¶ÛÛé ÍÛ¾ÛÛÈÛéÉÛ ¬ÛÛýÛ ™öé. 

 (11) ¼Û›ÛÁõ ÜÈÛ½ÛÛ›÷¶Û¬Ûà •ÛóÛÐüïõÛé …¶Ûé ï×õ¸Û¶Ûà …é¾Û ¼Û×¶Ûé ¸Û“ÛÛé¶Ûé ºõÛýÛþùÛé ¬ÛÛýÛ ™öé. 

 (12) ¼ÛêÝïõ•Û ÍÛéÈÛÛ…Ûé …´ùÉýÛ ÐüÛéýÛ ™öé, ©Ûé¶ÛÛé ¾ÛÛªÛ …¶Ûä½ÛÈÛ ïõÁõà ÉÛïõÛýÛ ™öé. 

 (13) ¸ÛÁõÛé“Û ¦øàÅÛàÈÛÁõà ˜Ûé¶ÛÅÛ ¶Ûé ˆÅÛéî¤ÖøÛéÜ¶Ûïõ ïéõ Áõà¾ÛÛé¤ø ˜Ûé¶ÛÅÛ ¸Û¨Û ïõÐéü ™öé. 

 (14) ÍÛ×¼Û×µÛ ¾ÛÛïëõ¤øá•Û (Relationship marketing) ©Ûé ÍÛéÈÛÛ ÍÛÛȩ̂ Û¨Ûà¾ÛÛ×¬Ûà ›÷¶¾ÛéÅÛÛé ¶ÛÈÛÛé …ÛµÛäÜ¶Ûïõ 
¾ÛÛïëõ¤øá•Û¶ÛÛé ”ýÛÛÅÛ ™öé. 

 

___________ 
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Instructions : (1) Attempt all questions. 

   (2) Figures to the right indicate marks. 

 

1.  What do you mean by marketing management? What are the features of  Marketing 

management ? 14 

OR 

 Define service marketing and what are the factors affecting marketing of service ?   

 

 

2.  What do you mean by market segmentation ? Explain advantages & disadvantages  of 

market segmentation. 14 

OR 

 Explain the concept of communication mix with reference to service ? Discuss essential 

constituents of communication mix.  

 

 

3. What do you mean retail banking? Explain delivery channels of Retail banking      

services.  14 

OR 

 Explain the role of technology in retail banking and the models evolved from 

technology in retail banking.  

 

 

4.   Discuss the strategy of  marketing mix in modern banking system.  14 

OR 

  Write note on:   (A) Delivering service (B) CRM                                                  
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5.  Rewrite following statements, Put � for correct & � for incorrect statement.  14 

 (i)  To find out specific customers is the first step for effective marketing information. 

 (ii)  CRM is the process of planned efforts of management. 

 (iii)  To attract and sustain customer means customer satisfaction. 

 (iv)  Mobile banking is also known as “banking service on finger tips.” 

 (v) ATM on railway station is an illustration of offsite ATM. 

 (vi)  Market segmentation means market is divided on equal basis. 

 (vii)  Corporate banking is closely related to technology. 

 (viii)  Marketing strategy should neglect the consumer behavior. 

 (ix)  Young bank customers prefer indirect delivery channel for transaction. 

 (x)  7 P is indication of marketing mix. 

 (xi)  Customers and banking companies' both are benefited by market segmentation. 

 (xii)  Banking services are invisible, it can be experienced only. 

 (xiii)  Indirect delivery channels are known as electronics or remote channels too. 

 (xiv) The origin of Relationship Marketing is the new marketing concept from 

delivering services. 

 

_________ 

 

 

 

 

 

 

 

 

 

 

 


