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Note: 1)All questions are compulsory.

2) Figures to the right indicate full marks

management means maintaining basic required stqskS toifulfil' corisumer
demands.

.:

ilectronic retailing permits

a. Touch & feel factor b. reduction in set up cost'c. point of s-ale termirral d. visual

Electron ic retailing permits

merchandising

3 Retail management
con5umer.

a. Marketing

a.

5A
a.

,;. . ,l , ,.": :'- r .-

and servi_1e5 to the

visual communication,

kept on the premises of a store

comprises of
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of :$o'ods

ggClibrrieshelf$bet is a technological method used for preventing shoplifting at the

- exltgf letail stqres.

rKira.n, rtglpirnu an eiample of unorganized retailing.

It i6. gbsefved that rnusic can control the pace of customers in the store.

ffigigd*€nl'- Gint of lndia has allowed FDI in retail sector.
-$a,Sq_d;Ef.," ichandise does not influence Retai| Management.
r: r', ."-. r., , ,:

57!3/:

:.- : .:a
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ffi%#

4 factor

d. hypermarket

d. atmospherics

customers about the products, offers and

d. signage

d. system
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the following statements are True or False (Any Seven) v
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Q2
a.

b.

.4 Bar code is a series of parallel vertical lines that can be read by bar code scanners.
Variety rneans types of categories and assortment means various items of categories.
The word'retail'is derived from a French word'retaillier'which means'to break
bulk'.
f l-99, T599 are a type of multi-unit pricing strategy

The process of CRM emphasizes on building relationship with customer", ,

Explainthesignificanceoforganizedretail..:.:
Explain the non-store based retailformats. ,

(oRl
Discuss the factors responsible for the growth of organized retail in lndia,
What is e-tailing? Explain the advantages and limitations of the same-:' ,'' l , ,,
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Explain the factors
Discuss the four customer

Explain the steps in
Discuss the

What do you rne

Explain the pi.b.se,si

Explain

,': ,,'iil;l ::.

tail s

8

7


