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Paper/ Subject Code: 67522 / Group B: Business Studies (Management): Management of BusinessRelations

@

|Time: Two Hours| [Marks: 60)

N.B: 1. All questions are compulsory.
2. Figures to the right indicate full marks,

Q.1 Answer the following Questions
a) What is business relation? Explain in detail the need and importance of business

Relations. ' (08)
b) What are the core competencies of Business Relationship Management? (07)
K OR .~
/)  Explain in detail the Impact of communication’on business relations. (08)
) Explain in brief the Role of Business Relation Manager. (07)
Q.2 Answer the followi ing Questions : ’ '
O ) Describe key approachm of Customer Relanonshlp Managcmcnt : (08)
2 -b) Explain in brief the Role of Customer Relations Manager. (07)
OR o
¢) Explain the concept of channel rclauonshnp \Vhat are the challenges mchannel
Relationship? ‘ S U (07)
d) Whatis E-=CRM? What are the Beneﬁ\ts ot E—CRM’) £ (08)
Q.3 Answer the l‘ollomnn qu..shons S T 2
Y What is Emplc,)yee rclallonshlp Management (ERM)” E‘(plam in brxeftheoreucal
Approaches lq Em p]oyce Rclmons S \-\ & 08)
Explain in bncf'thc m]pona.nce.hfmdusm l»ralatlons o (07)
N S _.<‘;. LS OR
~ 1 nt
¢) What are the cha]lenges of Employee Relatlons? (08)
d) What are the factors influencing Employce Relallonshlp \1an'\uunent7 (07)
Q.4 a) Rewrite thc fol_lowinu by choosintﬂhe correct alternative. (05)
1. is an 1mportant stakeholdcr in, Ihe -organization.
(Duector Sugphcr, Gavernment) < o7
/3 2. = -~ - reflects the. purpose and worlqnc of an organization
(Ml;suon Morals, Competltors) _ ¢
3. Cross— selling is a-sales_ ____used to get a customer to spend more by

‘Purchasing a product that's related to wh'\t s being bought already.
(Techmque position, area) = =
o4, ol bUpplIEI'S are the suppliers with whom no special intervention
B Beyond the immediate transaction is needed..
(Acceplable “Fransactional, Stralegic)

s W §.-c : isa type ofintemnal stakeholder.
o~ N (Govcrnmenl Employees Gredllors)

| _\b) State whether thc followmﬂ shtcments are true or false, (05)
=6 , «r The Company and’ 1ts investors need o be on the same page about vision, scale of growth
I and potential exjt plans -

L,z (JOOd Community relations can also be beneficial during times of crisis.
03, Supphus do nothavc any role in company’s success.
'_ )?4 Dlrcclors are on]y executive body of the organization.
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5. Dusiness leaders should take community concerns into account while making ~ business

decision. |

¢) Mateh thecolumn, (05)
Column A columpB
1| SRM__ | A[Servesas bridge
2 | Investor relation B | Supplicr sepmentation 1
3 -l)t_nﬁln'é &lambert | C Sustained success 2
(4 Cross-selling D | Valuable cn‘l;\gﬂy_nssct I
S | Sharcholders loyalty E | Sales technique K
OR
(15)

Q.4 Write short notes on any three.

Role of Business in Social Development
Supplier's performance improvement process.
Enhancing sharcholders loyalty & retention.
Suppliers segmentation pyramid

Strategies to improve community relations
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