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Instructions to the tnnilidute.s:

l) Q. I nnd 6 ore conEulsory.

2) Salve uny three out afQ. 2,3,4 and 5.

3) Figures ta the right ittdiutte full marks.

8l) A) Fill in the blanks (AnJ'5 out o1'6):

i) Which o1'dre tbiloiving is not a rnajor

a) Il2ll b)

c) CzB d)

lMox- fularks : 7fi1

lst
tvpc ol' F,-Conrmerce'.'

{:2A

c2{.

i, Whai does CRM stands fbr

a) ConsurnerRelationsManagcnrenl

b) CustomerRelationshipMarkcting

c) CnstomerRelationshipManagement

d) Consumer Returns N{anagcment

iii) EDI stands for

a) ElectronicDocumentlnterchange

b) Eleclronic Data Interchange

c) Express Dala Interchange

d) Education Data lnterchange

iv) Which is not application ol M-Conrmerce

a) Mobile Banking b) Atlverlisement

c) E - bill d) Ivlobile Ticketing

rl Debit cards eliminate the need to carry

a) Bank b) Casli

c) N{etal d) I'lastic

vi) _services are forms of contactless. cashless and

paperless payment methods

a) Physical

c) lnbound

b) Digital Pa,vment

d) Outbound

P.T.O.



I
B) Ansr.ver'l'rue or f'alse I5l

i) Doing business online is known as E-Commerce .

ii) E-mail Marketing is atype of E-Marketing.

i0 M-Commerce is a sub category of E-Cornmerce,

rq Linux is a mobile payment application.

vJ NEF'I is not a type of Electronic Fund Transfer.

Q2) Define Electronic Data Interchange. Explain in detail the concept of EDI.

ltsl
Q3) What. is Clustomer Relationship Managenient? Explain in detail the need of

electronic Custorner Relationship Management. tlsl

Q4) \Yhatis E-marketing? Explain the merits and demerits of E-marketing. I15l

Q-tl What is E-Commerce. Explain various activities of E-Comrnerce. Il5l

06) Shorr Notes (Any three out of live): II5]

a) Advantages And Disadvantages o1'M-Commerce

b) NEFT

c) Types of E-Marketing
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30 Consumer Relations Management

d) Customer Relationship Marketing

6) Customer Relationship Managenlenl

O Con:rrmer Returns Manaseiier':
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