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Q.1 Define CRM Describe The Functions & Role Of CRM. 

 CRM dks ifjHkkf’kr dhft,A CRM ds dk;kZsa ,oa Hkwfedk dh O;k[;k dhft,A  

Q.2 Explain The Concept Of CRM Strategy In Indian Context. 

 Hkkjrh; lanHkZ eas CRM j.kuhfr dh vo/kkj.kk dh foospuk dhft,A  

Q.3 Define The tirm Customer Acquisition & Retention. How It Is Help al In Indian Business. 

 xzkgd vf/kxzg.k vkSj izfr/kkj.k dks ifjHkkf’kr dhft,A ;g Hkkjrh; O;olk; esa fdl 

izdkj mi;ksxh gS\ 

Q.4 What Are The Different Types Of Cost &Difficulties Of Customer Relation Programs. 

 ykxr ,oa miHkksDrk izfr/kkj.k esa vojks/k fofHkUu izdkj D;k gSa\ 

Q.5 Explain The Concept Of CRM In B2b & B2c Markets. 

 CRM esa B2b & B2c cktkj dh vo/kkj.kk dh foospuk dhft,A  

Q.6 What Are The Practice   Steps For Achieving CRM  Success. 

 CRM lQyrk izkIr djus ds fy, O;kogkfjd dne D;k gS\ 

Q.7 Explain The Concept Of New Methods Of Selling In Indian Context. 

 Hkkjrh; lanHkZ esa cspus ds u, rjhds dh vo/kkj.kk dh foospuk dhft,A  

Q.8 Distinguish Between Consumer Sales Training And Industrial Sales Training. 

 miHkksDrk fcØh izf”k{k.k ,oa vkS|ksfxd fcØh izf”k{k.k ds e/; varj Li’V dfj,\ 

Q.9 Explain The Concept Of MIS In Context Of Sales Report. 



 fcØh ds lanHkZ esa izca/ku lwpuk iz.kkyh dh fjiksVZ dh foospuk dhft,A  

Q.10 Write Short Notes On : 

 (1) Training In Personality Development. 

  O;fDRkRo fodkl esa izf”k{k.kA 

 (2) Sales Management   Information System. 

  fcØh ds izca/ku lwpuk iz.kkyhA  

 

 

 

 

 


