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[The figure in the margin indicates full marks. Candidates are required to give their answers in their
own words as far as practicable.]

Group-A
(Multiple Choice Type Question) 1x15=15
1. Choose the correct alternative from the following : :

(i) Select the correct answer. means that customers are committed to
purchasing merchandise and services from the retailer and will resist the activities of
competitors attempting to attract their patronage.

a) Customer Satisfaction b) Customer value
c) Customer loyalty d) Customer communication
(ii) Select the correct option. is a self-service food store with grocery, meat,

and produce departments and with a minimum annual sales volume. Identify the
correct option.

a) Super market b) Factory outlets
c) Departmental stores d) Convenience store
(iii) Select who buy mostly from producers and sell mostly to retailers and industrial
consumers.
a) Factory outlets b) Discount Stores
c) Wholesalers d) Mega retailers

(iv) Big retail chains across the country such as Shoppers Stop, Westside, and Pantaloons
etc. leave no stone unturned to woo consumers during the festive season. It is normal
for retail chains to offer attractive freebies and discounts during the festive season. This
can be related with 'P' of marketing mix?

a) Advertising b) Sales promotions
c) Personal Selling d) Publicity
(v) Determine the one that includes recent trends in retailing.

a) b) Growth of the “smaller” boutique-type

Decline in the ‘shop at home’ market
stores

¢) Competition between store-based and non-  d)
store-based retailing
(vi) Define an unincorporated retail firm owned by one person.

Reduction in the level of global competition



a) Sole proprietorship h) l'n(!ll"!“-f"l"li
c) Corporation d) Franchlsee
(vii) Illustrate, mall order retalling Is related to;
a) Direct selling b) lfv home retailing
c) E-talling d) Catalog retailing
(vil) Select the role of retaller In a marketing function.

; ) ors
a) sells products to other husiness b) sells products to final consumer

c) sells products to a company that resells d) sells products for one’s ovin use
them | P
(ix) Identify the type of pald promotion that s most likely to be used to promote the entire
company.
a) Publicity b) Advertising,
c) Sales promotion d) Personal selling

(x) Choose what happen when the value and customer service provided through a retailing
experlence meet or exceed consumer expectations,

a) Customer retention b) Customer value
¢) Customer satisfaction d) Customer loyalty
(xi) Select with whom the retallers directly interacts with.
a) Producer b) Customer
c) Wholesaler d) All of the above
(xii) Choose what involves personal selling strategy.
a) Sales team b) Understanding of clients
c) Sales performance d) All of the above
(xiii) Describe E-tailing.
a) Sale of electronic items in a store b) Catalog shopping
c) Music store d) Retailing shopping using the internet
(xiv) Identify what is not easy to change in Retail Management.
a) Promotion b) Location
c) Price d) Merchandise mix
{xv) Identify which type of 'utility’ retail store creates.
a) Time utility b) Place utility
c) Ownership utility d) All of the above
Group-B
(Short Answer Type Questions) 3x5=15
2. Describe ABC method of inventory management. (3)
3. Identify the major components of store management. (3)
4. Discuss about the required skills necessary for running an optical retail store. (3)
5. Explain briefly the components of supply chain, (3)
6. llluatrate the difference between segmentation, targeting and positioning. (3)
OR
Categorize the relationship management by any organization. (3)
Group-C
(Long Answer Type Questions) 5y 6=30
A Concludg the technical benefits of incorporating CRM into an organization, (5)
8. Summarize the role and competencies of HR manager, (5)
9. Describe briefly the opportunities of Indian retail industry, (5)
10. De§cribe Iin?ited problem solving consumer decision making process. (5)
11. Write the difference between macro and micro environment, (5)
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12. Summarize the advantages of performance appraisal in any

OR
Justify the major factors that influence the recruitment and selection of any organization.  (5)

organization. (5)
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