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1. All questions are compulsory.

2. Figures to right indicate full ma\ri(s.

Q1. A Choose the right answer (Any elght) .

1

Retail is the end or final stage of any : e
a. Economic Act1v1ty b Tradlng 'C: Manufactunng d Wholesale

Technology is one of the dynamlc factors responsrble for the growth of
e retalhng : n .
a. Unorgamsed b. Organlsed e Cham d. Convemence

isa proven technology for automatron data collectlon needs of the busmess. ‘
a. Barcodmg b.‘Radio Tags iC. Shelf Number d Blll Tag

factor mﬂuences a retall shopper in the buylng process
a merchandise range b. travel trme e. locatlon d. all the above '

Retailfing means: Sale of goods or commodities . quantities"directly« to
consumers. . ? % ¢
a:Macro b. Bulk c. Small d. Wholesale

l Customers who are satlsﬁed W1th the service of a, company are hkely to advertlse
pos1t1ve recommendatlons : ~

A Word of Mouth b. Purchasmg © Acqulsltron d. Re_lati()n

products enJoy popularlty and generate lot of sales in a short span of time

- and later go out of fashion.

10

QLB
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a. fad b. category klllers 'C. varlety d. assortment

: prrcmg refers to the practlce of usmg prrce that ends in an odd number.

“"a Odd b. Smgle D1g1t &, Anchor d. Leader

The Layout is cost efﬁc1ent
a. Grid b. Race Track C. Freeform d. Box

Y& graphics help custOmers locate specific products & departments.
a. Maps b. LogOS c. Signage d’,:gs"ystem

State whether the followrng statements are True or False (Any Seven)

Franchrse stores are-an example of unorganized retailing.

Store Retarhng 1s a tanglble retailing channel where the customers buy products after
their ‘practical gxposure in'stores.
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3 Electronic Shelf Label is a technologlcal method used for preventmg shophftmg at the
exit of retail stores. ; 5 . :
Electronic retailing permits Touch and Feel

4
3 Raw materials, machines are examples of Impulse customers
6 Bar code is a series of parallel vertical lines that can be read by bar code scanners
7 Consumer psychology is.the study ¢ of human responses tor product and service related
information and exper1ences -
8 Customer Loyalty means that customers are commrtted to shoppmg at retaller S
locations. N \ <
9 The process of CRM emphas1zes on bulldmg relatlonsh1p w1th customer
10 In private labelmg retallers will sell products under thelr own brand name.
Q2 . : 3 3
a. Explain the signiﬁcance of o‘rganized retail.
b. Explam the non—store based retail formats ;
> : : - (OR)

¢ ‘ ~D1scuss the: factors respons1ble for the growth of organized reta1l in Ind1a &
d - What is. e—talhng? Explam the advantages and 11m1tat10ns of the same. -
Q3 :
a Explam the factors mﬂuencmg retail shoppers
b » Discuss the four customer retentron approaches

‘ o o | “(OR)
€ s | Explam the steps in developmg retail strategy o
o Discuss the c__hangmg p_roﬁle of retail shopper.:
Q4 o~ b
a o What do you mean by prlvate label‘7 EXplam the: categor1es of prlvate label brands
b Explam the process of merchandlse planmng

cC ; "Explaln the followmg concepts
o o Category Captain, ‘Buying Cycle in Retall & Staple merchandise

d . " What is var1able pr1c1ng‘7 Drscuss its types

Q.5.a Explam the respons1b1ht1es ofa retall store: rnanager

b v .Explam the tools used for vrsual merchand1s1ng
% N "(OR)
cov Short Notes (Any three)
i A1rport Retaﬂmg
i “Digital signage = .
iii - Youngand Rubrcam s Brand Asset Valuator
v i ~ Careet options in: Tetail K¢
Vo 5 S of Retarl Operanon
- sk ok sk sk ok sk ok ok okok ok sk sk sk ok kok
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