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17MCOC23B – RETAIL MANAGEMENT

                                                        Part-A			             (10x1=10)
	     Choose the Correct Answer
	
1) Retailing, the selling of merchandise and certain services to ____________.                      CO1 K1
       a) Consumers		b) Marketers	
       c) Agencies		d) Owners

2) ___________ is a holistic marketing plan for a product or a service to reach and influence the
    consumers.							                 CO1 K1
       a) Technology		b) Retail strategy
       c) Innovations		d) Control order

3) A __________ is a study evaluates the potential opportunity for a specific site.                  CO2 K1
a) Soil Check				b) Location Strategy
  c) Location Analysis 			d) Location Opportunity

4) In interior design we have the luxury of working within three dimensional space like____   CO2 K1
        a) Length, width		b) Length, height.
        c) Height only		d) Length, width and height	
			
5) ________ is a data-driven approach to selecting, buying, presenting and selling merchandise to
     maximize your return on investment and satisfy consumer demand.			      CO3 K1
a) Merchandise Planning                       b) Merchandise Product                                                      c) Merchandise Budget                          d) Merchandise Planning and Budget

6)  __________ is a pricing and marketing strategy based on the theory that certain prices
     have a psychological impact.								      CO3 K1
       a) Skimming Pricing		b) Penetration Pricing
       c) Psychological Pricing		d) Marginal Pricing

7) Sales promotion is the process of persuading a ________ to buy the product.                    CO4 K1
       a) Irregular Customer		b) Potential Customer
       c) Loyalty Customer		d) General Customer

8) In marketing, the _________ describes a blend of promotional variables chosen by 
     marketers to help a firm reach its goals.							      CO4 K1
       a) Product mix                                         b) promotional challenge
       c) Promotional mix                                  d) Product challenge 

9) Virtual store research is an extension of the _________methods of marketing research.    CO5 K1
       a) Traditional                                           b) Non Traditional
       c) Exploitation		d) Cultural

10) Electronic retailing (E-tailing) is the sale of goods and services through the _____.	      CO5 K1
       a) E-Mail			b) Internet
       c) Media			d) Online Article




	                   Part – B				(5x4=20)
Answer any five Questions
        Each answer should not exceed 200 words or one page


11) Define retailing.									            CO1 K1

12) Describe the types of stores.							            CO1 K1

13) Define the term store location and layout.						CO2 K1

14) State the interior design elements.							CO2 K1

15) Write a note on price strategies.							            CO3 K3
	
16) Discuss in simply psychological pricing.						            CO3 K2

17) State the importance of retail database.						            CO4 K1

18) Explain the term sales promotion.							CO4 K3

19) Write a note on virtual store and e-tailing.						CO5 K3

20) Differentiate the international retailing Vs. local retailing.			            CO5 K4




              Part – C                                                 (3x10=30)
Answer any three Questions
      Each answer should not exceed 600 words or three pages



21) Differentiate between product retailing Vs. service retailing.			             CO1 K2
 
22) Discuss the recent trends in the Indian retailing industries.			             CO1 K2

23) Explain the factors affecting at the time of selection of retail store location and layout.												                        CO2 K3

24) Explain (i)Site evaluation   (ii)Site selection   (iii) Store design and layout.	             CO2 K3

25) Classify the determining investment evaluation.					             CO3 K3

26) Analyze the mark-up and mark-down strategies.		.			 CO3 K4

27) Evaluate communication in the retail selling process.				             CO4 K4					
28) Explain the components of retail promotion mix.					             CO4 K5

29) Discuss the opportunities and challenges of new customized formats.	                         CO5 K2

30) Explain the recent trends in retail marketing in India.				             CO5 K3

	










image1.png




