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Define CRM Describe The Functions & Role Of CRM.
CRM &1 URHINT BT | CRM & HIAT TG AT B AT DI |

Explain The Concept Of CRM Strategy In Indian Context.

YRAT G H CRM YUTHIT &1 STTLYROT Bl fad=a=r HIfoTy |

Define The tirm Customer Acquisition & Retention. How It Is Help al In Indian Business.

e IAMAUBT MR YFAURT BT gRATRT ST | I8 IRAT aary § &g

JHR SUART 87?

What Are The Different Types Of Cost &Difficulties Of Customer Relation Programs.
ST Td SYHTaAl iRl # sfaRy A= R a7 27

Explain The Concept Of CRM In B2b & B2c Markets.

CRM H B2b & B2c dTSIR &1 JAALRVN DI fAd==T BT |

What Are The Practice Steps For Achieving CRM Success.

CRM HHET UT B & [oTY ATAEIRG HaH a7 &7

Explain The Concept Of New Methods Of Selling In Indian Context.

ARA HeH § 994 & ¢ d¥id DI JGEROT BT [IIe=T HIfTy |
Distinguish Between Consumer Sales Training And Industrial Sales Training.

IuATedT {9l Ufdreror ud Nenfirs e ufReior & 7y 3R Wt HiRy?

Explain The Concept Of MIS In Context Of Sales Report.



e & ded # gdus gae gomelt @ Rard &1 fad=er sy |

Q.10 Write Short Notes On :

(1)

(2)

Training In Personality Development.
fdaed faewrd § giRreqor |

Sales Management Information System.

Il & Uded AT goTed |



