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SECTION-A (10 Marks)
Answer ALL questions
_ALL questions carry EQUAL marks (10 x 1=10)

Module | Question . K
1" No. No. Question Level

Co

The main function of Secure Socket Layer (SSL) in e-Commerce
transactions is

a) Speeding up website loading time

b) Ensuring encrypted and secure data transmission

c) Increasing internet bandwidth

d) Making websites look visually appealing

K1

CO1.

One of the following is an example of a Business-to-Consumer (B2C)
E-Commerce model.

a) A company selling raw materials to a manufacturer

b) An individual selling a second-hand phone on an online marketplace
¢) A customer purchasing a product from an online retail store

d) A government website providing e-filing services for taxes

COl

The most effective strategies for online marketing in e-Commerce is
a) Ignoring customer feedback and focusing only on product sales

3 b) Relying solely on physical advertisements such as billboards K1
¢) Implementing personalized digital advertising and SEO strategies
d) Avoiding mobile-friendly platforms for business websites

cO2

The primary role of infrastructure planning in e-Commerce businesses is
a) Ensuring that all orders are processed manually

4 b) Establishing a scalable, secure, and efficient technology ﬁamework K2
c) Limiting accessibility to only local customers
d) Increasing reliance on physical store networks

Co2

The primary advantage of using e-wallets in online transactions is that
they

a) require manual approval for every transaction

b) eliminate the need for intemet access

c) allow users to store payment information for faster checkouts

K1

CO3

3 d) are only compatible with desktop computers

The most critical factor in ensuring the security of an e-cash transactlon is
a) High-speed internet connectivity

6 b) Strong encryption and authentication mechanisms K2
¢) The absence of financial institutions in the process

d) Avoiding digital payments and relying solely on physical cash

CO3

One of the following is an example of a transactional approach in CRM

a) A business using personalized email campaigns for long-term
customer engagement _

7 'b) A company offering one-time discounts to attract new customers K1

¢) A firm using loyalty programs to retain customers over time

d) A businéss implementing antomated support to improve customer
experience

CO4

The primary goal of Customer Relationship Management (CRM)
-| @) To maximize short-term: profits regardless of customer retention
8 b) To enhance customer engagement and build long-term relationships K2
¢} To minimize communication with customers
d) To focus only on acquiring new customers

CO4

One of the following is 2 fundamental step in the CRM process
a) Ignoring customer feedback : .

5 9 b) Identifying, acquiring, and retaining customers - K1
c) Focusing solely on new customer acquisition

d) Avoiding direct communication with customers

cos |
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The major advantage of implementing a CRM roadmap in business
applications is i )
a) It allows businesses to randomly change custorrflcr engagement
5 10 strategies L K2 [ CO5
b) It provides a structured plan for improving customer relationships
¢) It eliminates the need for CRM tools and technology ‘
d) It prevents businesses from making data-driven decisions
SECTION - B (35 Marks ;
Answer ALL questions :
' ALL questions carry EQUAL Marks (5 x 7=35)
Module | Question Question K co
No. No. | Level
la. Dlscovgr. the_ significance of Internet Protocols in ;E-Commerce K4 | col
1 communication. :
(OR) |
11.b. Examine the role of the World Wide Web in the g-Commerce ecosystenl. K4 | COl
2.0, DIS?USS the B2B and B2C e-Commerce models apd their impact on K6 | COo2
business strategy. ;
2 (OR) |
12b. Adefpt the role of E-Procurement in reducing opef{:ational costs for k6 | coz
businesses. =
13.2. | Bvaluate the advantages and limitations of e-walfiets in online transactions.| K5 | CO3
3 (OR) :
13b. Deduct a framework to mitigate security risks as?oclatcd with M- k5 | cos
Commerce payments. |
14a. Examine the c?ncept of thc? Customer Life Cycle (CLC) is applied to a x4 | co3
real-world business scenario. :
4 (OR)
14.b. Dlssec.;t how CRM can be used as a strategic tool to improve customer x4 | Co3
retention. '
15.a. | Evaluate the key elements of CRM and their impact on business success. K5 | CO5
5 (OB) , |
15.b. Exple}i.n-thc effectiveness of different CRM stmtf:gies in customer k5 | cos
acquisition, :
SECTION -C (30 Marks) |
Answer ANY THREE questions’
ALL questions carry EQUAL Marks t (3x10=30)
Module | Question . : K
No. No. Question t Level co
Analyse the meaning, and scope of Electronic Commerce. Discuss the -
1 16 various channels of e-<Commerce and its business,;applications in a global K4 | COl
trading environment. ,
Tlustrate the comprehensive framework for Orde{L Processing in e-
2 17 . . . lere s s K6 | CO2
Commerce. How does integrating ERP improve efficiency in this process?
"The electronic payment system using smart card:s, e-wallets, and e-cheques
3 18 is secured and efficient” — Discuss this statement in the global business K5 |CO3
context. !
How CRM strategies work to develop a customer engagement framework
4 19 for a multinational corporation (MNC). Provide real-world application-based | K4 | CO5
examples. ;
5 20 Devel.op an ar.lalytlcal framewor.k for CRM modegls and evaluate their K5 | cos
effectiveness in customer retention. ' .
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