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V) Through data mining, marketing statisticians can extract useful in 3

individual.
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v) Building customer database would not be worthwhile where customers show great loy iy

to a brand.
vi) Some CRM assumptions that it costs less serve more loyal customers
Vil)CRM focusing on better relatonships with unprofitable customers.
Vi) Marketing is an organisation function.
IX) CRM is focusing on intermediaries such as distributors and retailers within the supply
chain,
x) Diversification of holdings across service providers is an example of lovalty
Q2. Attempt any Two questions of the following: IS Marks
1) Explain the meaning of marketing and its orientation (features)
2) Explain the changing nature of marketing and customer service
3) Explain the Product life cvele in detail manner.

Q3. Attempt any Two questions of the following: IS Marks
1) Explain the experimental marketing (features and limitations)

2) Explain the difference between customer vaiue and customer satisfaction

3) Explain the emerging trends i service marketing mix.

Q4. Attempt any Two questions of the following; IS Marks

1) Explain the difference between crosy selling and up selling.
2) Explain the benefits of E-CRM
3) Explain the planning of CRM and sctting CRM objectives.

QS. Write Short Note (Any 3) [5 Marks

1) Customer to customer

2) Re-purchase stage

3) CRM in practice- Hotels and msurance.
4) Features of CRM

5) Relationship marketing
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