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/ N.B.: (1) All questions arc compulsory.
(2) Figures to the right indicates marks.

. (a) Define Securitisation. State its importance in financial services. 8
(b)  Highlight tlee various challenges faced by financial institutions, | 7
OR
(¢) Analyse the benefits of demat services to investors, companies and capital 8
l market.
.£‘_ (d) Outline the benefits and draw backs of forfeiting,. -t
8 _ 2. (a) Define CRM. Explain the benefits of CRM to an organisation. 8
7 (b)  Highlight the application of CRM in detail. 7
\ OR v
8 = (¢) State the meany nd origin of CRM. _ 8
i/ (d) Explain in detai mportance of Transagtional Marketing, 7
15 3. (a) Highlight the prmunqplummrma CRM in detail. N
(b)  Whatis the |mpo|1 ince O mer market segmentation? 7
(¢) Outline the various techniques z ket segmentation. 8
(d) Why CRM is a vehicle for value 7
J 4. (a) Discussindetail Service Quality (“a& 8
L (b) State the difference between CRM and t. - 7
.L OR
' (¢) Explain in detail the primary source of data collection.
(d) Define e-CRM. State the various modes of e-CRM. i
5. Write short note on (Any three) 15

(a) Venture Cepital
(b} Hire Purchasc
{c) Relationship Marketing
(d) Customer Satisfaction Survey
(e) Transaction Analysis.




