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 : (1) -I     .  
  (2) -I      . 
  (3) -II  -5  . 
   

 – I 

1. (A)      . 10 

 (B)      . 10 

 

2. (A)     ,    .  10 

 (B)      .  10 

 

3. (A)      . 10 

 (B)      . 10 

 

4. (A) -   . 10 

 (B) -     .  10 
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 – II 

5.      : (  ) 10 

 (1)      ? 

 (2)       . 

 (3)     . 

 (4)       . 

 (5)          . 

 (6)       ? 

 (7)        . 

 (8)       . 

 (9)         . 

 (10)      . 

 (11) - (RUDI-SEVA)    . 

 (12) “FMCG”    . 

___________ 
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Instructions : (1) All Questions in Section - I carry equal marks. 
   (2) Attempt any TWO questions in Section - I. 
   (3) Question No. 5 in Section - II is COMPULSORY. 
   

Section – I 
 

1. (A) Explain the importance of Customer Relationship Management (CRM). 10 

 (B) Describe the factors affecting Service Marketing. 10 
 

2. (A) Define Retailing and discuss the types of Retailing.  10 

 (B) Describe the position of Retailing in India.  10 
 

3. (A) Explain meaning and significance of Rural Marketing. 10 

 (B) Discuss the product strategy in Rural Market. 10 
 

4. (A) Explain the importance of Case Study Method. 10 

 (B) Describe the guiding principles to make Case Study effective. 10 

 

Section – II 
5. Answer the following questions in brief : (any five) 10 

 (1) What is Place Oriented Service Marketing ?  

 (2) State the four components of CRM Programme. 
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 (3) Write down methods to measure customer satisfaction. 

 (4) Give any four activities of Retailing. 

 (5) State any four factors responsible for the spread of shopping malls in India. 

 (6) What is margin free distribution chain ? 

 (7) Write any four challenges in delivering products in Rural Market. 

 (8) Give any four characteristics of Rural Salesmen. 

 (9) State any four factors affecting the Rural Communication. 

 (10) Explain the functions of Tourism Development Corporation of Gujarat. 

 (11) Give the objective of established RUDI-SEVA. 

 (12) Give full form of “FMCG”. 
___________ 

 

 

    

 

 

 
 


