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

      …¬ÛÈÛÛ    

   ÍÛéÈÛÛ…Ûé¶Ûà …Û•ÛÈÛà ÜÈÛÜÉÛÌ¤ø ÅÛÛ“ÛÜ¨Ûïõ©ÛÛ…Ûé ÈÛ¨ÛÙÈÛÛé. 
 

 (B) ÍÛéÈÛÛ ¾ÛÛïëõÝ¤ø•Û¶ÛÛ ¸ÛóïõÛÁõÛé ›÷¨ÛÛÈÛÛé. 4 

     …¬ÛÈÛÛ 

  •ÛóÛÐüïõ ÍÛ×¼Û×µÛ ÍÛ×̃ ÛÛÅÛ¶Û (CRM)¶ÛÛé …¬ÛÙ ›÷̈ ÛÛÈÛà, ©Ûé¶ÛÛ ÅÛ“Û¨ÛÛé ÈÛ¨ÛÙÈÛÛé. 
 

 (C) •ÛóÛÐüïõ ÍÛ×©ÛÛéÌÛ ¾ÛÛ¸ÛÈÛÛ ¾ÛÛ¤éø¶Ûà ¸Û±ùÜ©Û…Ûé ¤æ×øïõ¾ÛÛ× ÍÛ¾Û›ÛÈÛÛé. 4 

     …¬ÛÈÛÛ 

  •ÛóÛÐüïõ ÍÛ×¼Û×µÛ ÍÛ×̃ ÛÛÅÛ¶Û (CRM)¶ÛÛ ïõÛýÛÙ’õ¾Û¶ÛÛ ¾Ûä”ýÛ –Û¤øïõÛé¶Ûà ˜Û˜ÛÛÙ ïõÁõÛé. 
 
2. (A) ™æö¤øïõ ÈÛȩ́ ÛÛÁõ¶Ûä× ¾ÛÐü«ÈÛ ›÷¨ÛÛÈÛÛé. 6 

    …¬ÛÈÛÛ 

  ™æö¤øïõ ÈÛé̃ ÛÛ¨Û¶ÛÛ ¸ÛóïõÛÁõÛé ›÷̈ ÛÛÈÛÛé. 
 

 (B) ½ÛÛÁõ©Û¾ÛÛ× ™æö¤øïõ ÈÛé̃ ÛÛ¨Û¶Ûà ïõ¦øà…Ûé¶ÛÛ ºéõÅÛÛÈÛÛ …×•Ûé ˜Û˜ÛÛÙ ïõÁõÛé. 4 

     …¬ÛÈÛÛ 

  ½ÛÛÁõ©Û¾ÛÛ× ÉÛÛéÝ¸Û•Û ¾ÛÛéÅÛ¶ÛÛ ºéõÅÛÛÈÛÛ ¾ÛÛ¤éø¶ÛÛ ¸ÛÜÁõ¼ÛÇÛé ›÷¨ÛÛÈÛÛé. 
 

 (C) ½ÛÛÁõ©Û¾ÛÛ× ¸ÛóÈÛéÉÛéÅÛÛ ¾Ûä”ýÛ ÈÛíéÜÊÈÛïõ ™æö¤øïõ ÈÛé̃ ÛÛ¨ÛïõÛÁõÛé ÜÈÛÉÛé ¾ÛÛÜÐü©Ûà …Û¸ÛÛé.  4 

    …¬ÛÈÛÛ 

  ™æö¤øïõ ÈÛȩ́ ÛÛÁõ¶Ûà ÅÛÛ“ÛÜ¨Ûïõ©ÛÛ…Ûé ›÷¨ÛÛÈÛÛé. 
 
3. (A) •ÛóÛ¾Ûà¨Û ¼Û›ÛÁ¾ÛÛ× ¾ÛÛÅÛ¶Ûà ÍÛÛȩ̂ Û¨Ûà …×•Ûé¶Ûà ÜÈÛÜÈÛµÛ ÍÛ¾ÛÍýÛÛ…Ûé (¸Û¦øïõÛÁõÛé) ÍÛ¾Û›ÛÈÛÛé.õ 6 

     …¬ÛÈÛÛ 

  •ÛóÛ¾Ûà¨Û ¼Û›ÛÁõ¶Ûä× ÈÛÍ©ÛàÜÈÛÌÛýÛïõ ¼ÛÛ¼Û©ÛÛé¶Ûà ´ùÜÌ¤ø…é ÜÈÛ½ÛÛ•ÛàïõÁõ¨Û ›÷̈ ÛÛÈÛÛé. 
 

 (B) •ÛóÛ¾Ûà¨Û ¾ÛÛÜÐü©ÛàÍÛ×̃ ÛÛÁõ¶Ûé …ÍÛÁõ ïõÁõ©ÛÛ× ¸ÛÜÁõ¼ÛÇÛé ›÷̈ ÛÛÈÛÛé. 4 

     …¬ÛÈÛÛ 

  •ÛóÛ¾Ûà¨Û ¼Û›ÛÁõ¶ÛÛ ÍÛéÅÍÛ¾Ûé¶Û¶Ûà ÜÈÛÜÉÛÌ¤ø ÅÛÛ“ÛÜ¨Ûïõ©ÛÛ…Ûé ›÷̈ ÛÛÈÛÛé. 
 

 (C) •ÛóÛ¾Ûà¨Û ¾ÛÛïëõÝ¤ø•Û¶Ûä× ¾ÛÐ«ÈÛ ÍÛ¾Û›ÛÈÛÛé. 4 

    …¬ÛÈÛÛ 

  •ÛóÛ¾Ûà¨Û ¼Û›ÛÁõ¾ÛÛ× ¾ÛÛÜÐü©ÛàÍÛ×̃ ÛÛÁõ Ü¾ÛËÛ ¸ÛÍÛ×þù•Ûà¶Ûà ˜Û˜ÛÛÙ ïõÁõÛé.  
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4. (A) ïéõÍÛ Í¤ø¦øà …é¤øÅÛé ÉÛä× ? ©Ûé¶ÛÛ Š°éùÉÛÛé ›÷¨ÛÛÈÛÛé. 6 

    …¬ÛÈÛÛ 

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

 (B) ÍÈÛÛ¤ø (SWOT) ÜÈÛÊÅÛéÌÛ¨Û …é¤øÅÛé ÉÛä× ? ©Ûé ÍÛ¾Û›ÛÈÛÛé. 4 

    …¬ÛÈÛÛ 

  ïéõÍÛ Í¤ø¦øà¶ÛÛ •Û¾Ûé ©Ûé ™ö ºõÛýÛþùÛ…Ûé ›÷̈ ÛÛÈÛÛé. 
 

 (C) ïéõÍÛ Í¤ø¦øà¶ÛÛ ÅÛ“Û¨ÛÛé¶Ûà ¤æ×øïõ¾ÛÛ× ˜Û˜ÛÛÙ ïõÁõÛé. 4 

    …¬ÛÈÛÛ 

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

 

5. ¼Ûé ïéõ ªÛ¨Û ÅÛà¤øà¾ÛÛ× ›÷ÈÛÛ¼Û …Û¸ÛÛé : (•Û¾Ûé ©Ûé ÍÛÛ©Û) 14 

 (1) ÍÛéÈÛÛ …éïõ ÍÛ×ÐüÜ©Û (System) ©ÛÁõàïéõ ÍÛ¾Û›ÛÈÛÛé. 

 (2) •ÛóÛÐüïõ ÍÛÛ¬Ûé¶ÛÛ ÍÛ×¼Û×µÛÛé¾ÛÛ× ÈÛºõÛþùÛÁõà¶ÛÛ ïõÛýÛÙ’õ¾ÛÛé ÅÛ”ÛÛé. 

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

 (4) ½ÛÛÁõ©Û¾ÛÛ× ™æö¤øïõ ÈÛȩ́ ÛÛÁõà…Ûé¶ÛÛ ”ÛÛ¶Û•Ûà ÅÛé¼ÛÅÛ ÜÈÛÌÛé ¾ÛÛÜÐü©Ûà …Û¸ÛÛé. 

 (5) •ÛóÛ¾Ûà¨Û ÜÈÛÍ©ÛÛÁõ¾ÛÛ× ¸ÛéþùÛÉÛ ÈýÛæÐüÁõ˜Û¶ÛÛ ÍÛ¾Û›ÛÈÛÛé. 

 (6) •ÛóÛ¾Ûà¨Û ¼Û›ÛÁõ¾ÛÛ× ¾ÛÛÅÛ¶Ûä× ½ÛÛíéÜ©Ûïõ ÜÈÛ©ÛÁõ¨Û ïéõÈÛà Áõà©Ûé ¬ÛÛýÛ ™öé ? 

 (7) Äõ¦øà (RUDI) ¶Ûà ïéõ¤øÅÛà ¤øà¾ÛÛé ™öé ? ©Ûé¶ÛÛ ïõÛýÛÛë ›÷̈ ÛÛÈÛÛé. 

 (8) FMCG ³ùÛÁõÛ ÁõÍÛ¶ÛÛ ½ÛÛÁõ©Û¶ÛÛ •ÛÛ¾Û¦øÛ…Ûé¾ÛÛ× ïéõÈÛà Áõà©Ûé ¸ÛÐüÛễ Ûà ? 

 (9) ïõÛéÅÛ•Ûé¤ø ¤æø¬Û¸ÛéÍ¤ø •ÛóÛ¾Ûà¨Û ¼Û›ÛÁõ¾ÛÛ× ïéõÈÛà Áõà©Ûé ÅÛÛéïõÜ¸ÛóýÛ ¼Û¶Ûà ?  

 

___________  
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1. (A) Discuss the factors affecting Marketing of Services. 6 

     OR    
   Describe the typical characteristics of Services. 
 

 (B) Explain the types of Service Marketing. 4 

     OR 
  Discuss the meaning and characteristics of Customer Relationship Management. 
 

 (C) Explain in brief the methods of measuring customers satisfaction. 4 

                                 OR 

  Discuss the main components of Customer Relation Management Programme. 

 

 

2. (A) Explain the importance of Retail Business. 6 

    OR 
  Explain the types of Retailing. 
 

 (B) Discuss the spread of Retail Chain in India. 4 

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

 (C) Give the details of main Global Retailers entered in India. 4 

               OR 

  Explain the characteristics of Retail Business. 

 

 

3. (A) Explain the various problems (Challenges) of delivering goods in Rural Market. 6 

                                OR 
  Discuss the Rural Market Segmentation from Demographic view point. 

 

 (B) State the factors affecting to Rural Communication. 4 

               OR 
  Explain the special characteristics of Rural Salesman. 

 

 (C) Explain the importance of Rural Marketing. 4 

       OR 
  Discuss the selection of Communication Mix in Rural Market.  
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4. (A) What is Case Study ? Explain its objectives. 6 

    OR 
  State the guiding principle to make Case Study effective. 

 

 (B) What is  SWOT analysis ? Explain it. 4 

    OR 
  Explain any six advantages of Case Study. 

 

 (C) Discuss the characteristics of Case Study in brief. 4 

    OR 
  Explain the limitations of Case Study method. 

 

 

5. Answer in two or three lines : (any seven) 14 

 (1) Explain the Services as a system. 

 (2) Write down the loyalty programme in Customer Relationship Management. 

 (3) What is Margin free Chain ? 

 (4) Give the details of private labels of Retailers in India. 

 (5) Explain the Products Strategy in Rural Area. 

 (6) How to physical distribution of goods in Rural Market. 

 (7) How many team of RUDI are there ? State their functions. 

 (8) How does the product of RASANA reach to the Rural area by FMCG ? 

 (9) How did Colgate toothpaste become popular in the Rural Market ?  

 

__________ 

 

 


