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MCQ

Questions Answers

 CRM Standsfor CustomerRelationshipManagement.

 TheOverallGoalofCRM is/are BetterwayinHandlingnewContacts,
CustomerSatisfaction

 Thefirm usesCRM toMaintainthe BothBusinesstoBusiness(B2B)And
BusinesstoCustomer(B2C)Relationship.

 ECRM Standsfor ElectronicCustomerRelationship
Management

 ECRM istheProcessofmanaging
relationshipwithCustomerThrough

ElectronicAndInformationTechnology

 ECRM Refersto BuildingLongTerm Relationshipwith
CustomerbySatisfyingtheirneeds
ThroughInternet

 ECRM Uses InternetAndEmail,WirelessTechnology,
PDATechnology

 TheFeaturesofECRM IntegrationofBusinessProcessAnd
Technology,StrategytoEnableCompanies
toManagetheProfitAndRelationship
Effectively

 TheGoalofECRM Business
FrameworkAre

IdentifythePotentialcustomer,Improved
CustomerSatisfaction,ExpandCustomer
base

 TypesofECRM Three[OperationalActivity,Analytical
Activity,CollaborativeActivity]

 InCRM CustomerAcquisition
Means

IdentifyingAppropriateCustomerto
Target,ToCapturetheProfileDataofthe
CustomerContact,ToTrackTheir
BehaviorThroughdateAnalysis

 SFAMeans SalesForceautomation

 SCM Means SupplyChainManagement

 FirstStepofSupplyChain
Management

UnderstandingNeedsoftheConsumer

 ImportanceofSCM Includes GlobalDispersionofManufacturingAnd
DistributionFacilities,GlobalCompetitive
Pressures,RapidadvancesIInformation



TechnologyontheForm ofEDIAnd
E-commerce

 StagesofESupplyChain Four,[SharingInformation,Measurement
ofjointPerformance,Realignmentof
Work,RedesignofProductAndProcess]

 InSCM PipelineStructureMeans TheProductGoesThroughaSeriesof
ProductionintheContinuous
ManufacturingProcess

 MajorPlanningComponentofE
SupplyChainis

DemandForecasting,Manufacturer
Planning,OrderCommitment.

 InCRM ManagingCustomerMeans ToBetterUnderstandtheNeedsAnd
WantsAndServeCustomers

 InCustomerExtensionWhatisthe
MarketingStrategyofSellingofthe
RelatedProducttotheProspective
customer

CrossSellingMarketingStartegy

 DivergentStructure AWidevarietyofFinishedGoods
Component.ElectroMechanicalSystems
likethwCategoryofSupplyChain.

 FunctionalcomponentofECRM WorkflowAutomation,CustomerCenter
Service,Marketing

 DataMiningisa BusinessIntelligence

 CRM helpsinTracking MarketingOppertunity

 OneofthemethodofCapturing
CustomerInformation

Surveys

 CRM ProcessBegins AfterSalesAndBeforeSales

 OneoftheTopCRM Business
Driveris

Automation

 ACentralComponentofCRM
PersonalizationisReflectedin

ProductDescriptions

 FirstStepinAnalysisofCustomer
Valueisto

IdentifiesCustomerValueAttributes

 AggregateValueofCustomer’s
BaseisClassifiedAs

ShareholderValue

 OneCriticalSuccessfactorsin
ConductingEMarketingistocreate

Marketing

 E-ProcurementMeans ProcuringofRawMaterials

 E-BusinessRequires Accessibilitytonetworks,Computers,
Accesstomarkets.



 AWellbuiltEBusiness
InfrastructureistheCombination
of

StructureosStability,Safeguard
Information,UnderstandCustomer
Priorities

 CustomizedmarketingProgram
DesignedtobuildLongTerm
RelationshipsWithIndividual
CustomersisKnownAs

OnetoOneMarketing

 OneCriticalSuccessFactorin
ConductingEMarketingistoCreate

MarketingWebsite

 TheCoreObjectiveofSCM MeetCustomersNeed

 HybridMarketingSystemsAreAlso
Called

MultiChannelDistributionSystems

 IntermediaryplayanImportantRole
inMatching

SupplyAndDemand

 InMarketingTerms,TheNumberof
IntermediaryLevelsIndicates
the……ofaChannel

Length

 ASupplyChainManagement
System from theOriginof
ProcurementtotheFinal
Consumptionof

GoodsorService

 ACompany’sChannelDecision
DirectlyAffectEvery

MarketingDecision.

 WhichoftheFollowingisnota
TypicalSupplyChainMember

Producer


