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Instructions : (1)  All questions are compulsory.
(2) Figures to the right indicate marks alloted to each question.

1. (A) Explain Marketing mix in service marketing.
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Describe the objectives of customer relationship management.

Discuss in short : (Any one)

(1) Customer lifetime value

(2) Methods of measuring customer satisfaction
Write short note : (Any one)

(1) Loyality Programme

(2) Service marketing in India

Explain the importance of retailing.
OR
Describe the types of retailing.
Discuss in short : (Any one)
(1) Global retailers in India.
(2) Position of retail business in India.
Write short note : (Any one)

(1} Characteristics of retailing.

(2) Maeasures to determine efficiency of retailing.

Explain the Sales-Force Management.
OR

Describe the rural market segmentation.
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Discuss in short : (Any one) 4
(1) Challenges of delivering values in rural market. »

(2) Pricing of rural product.

Write a short note : (Any one) _ : - 4
(1)  Factors affecting rural communication.

(2)  Channels of physical distribution in rural market.

Explain the method of developing a case-study. 6
OR

State the guiding principles to make case-study effective.

Discuss in short : (Any one) 4

(1) Benefits of case-study.

(2) Limitations of case-study.

State the steps taken by GSTDC for the development of tourism sector of Gujarat.

(C) Write a short note : (Any one) 4
(1) SWOT analysis a
(2) Characteristics of case-study .
=
&
5. Answer in two or three lines only : (Any seven) 14 w
b
(1) Give any four names of rural market’s drivers (driving forces). %
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Distinguish between service and product.

Give four names of global retailers in Indian market.

State the types of product supporting services.

How many teams of RUDI are there ? State their functions.
Give any four special characteristics of rural salesmen.

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