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                                                                         Part A                                       10 x 1 = 10       
	Choose the Correct Answer

     1.	A concept in retailing that helps explain the emergence of new retailers is called the
            _________ Hypothesis.
a. Retail life cycle                                   b. Wheel of retailing 
c. Service assortment	                     d. product life cycle
	
     2. 	The word retail is derived from the___________ word.						
           a. Latin		                                b. French		
           c. English			                     d. German
		
     3.  	Which of the following is not an example of non-store retailing? 
	a. Airport retailing	                                b.  Direct marketing	
           c. Direct selling 	                               d. Multichannel retailing

4. An interactive marketing system which uses one or more advertising media to 
    effect a measurable response and /or transactions at any location is called			
    a. Direct Marketing                                    b. Indirect Marketing 	
    c. Meta Marketing 	                               d. Database marketing 

     5.  A retailer’s ______________ is the key to its ability to attract customers.				a. location		                                b. Pricing		
           c. Promotion		                                d. store personnel

     6. Which of the following is a form of scrambled merchandising?					
         a. cross merchandising	                     b. Micro Merchandising	
         c. Category Management	                     d. None of the above

7. 	If a retailer is offering the same products and quantities to different customers at different prices, the retailer has what kind of pricing policy?						
      a. two price		                                b. customary			
      c. flexible	                                           d. leader

8. 	In which of the following systems, management of the distribution channels will be undertaken by single organization	
	a. Vertical management                          b. Vertical marketing 
           c. conventional                                        d. None of the above 

     9. E-tailing refers to ----.
        a. sale of electronic items in a store	          b. catalog shopping	
        c. music store 	                                          d. retailing shopping using the internet.

10. What allows a retailer to specify which products (goods and services) are purchased, 
      when products are purchased, and how many products are purchased?
	a. An Assortment Plan                            b. Dollar control 
           c. Unit Control 	                               d.  Financial Merchandise Management 
				


Part B		                                5 x 6 = 30
Answer ALL questions
Each answer should not exceed 400 words or two pages

11.a. Define retailing and Explain its functions.								                                                         (or)
    11.b. Explain the theory of wheel of retailing.											
    12.a. Describe Retail Value chain. 									
(or)
    12.b. Explain the importance of choice of retail location.								
13.a. What is category management?  Explain the category management process.			                                                          (or)
    13.b. Explain the concept of visual merchandising and also discuss its techniques.										
    14.a. “Distribution intensity plays a significant role in marketing channel strategy”- 
              Discuss intensive, selective and exclusive distribution strategy.						                                                                (or)
    14.b.  Bring out the components of mall management.							
15.a. Explain the different organisation patterns in retailing.						                                                           (or)
    15.b. Describe the merchandising forecasting. 							

						    Part C                                           5 x 12 = 60
 Answer ALL questions
Question No 20. Case is Compulsory
Each answer should not exceed 800 words or four pages

16.a. Explain various phases of retail life cycle with suitable remedies.					                                                                    (or)
     16.b. Discuss about the non-traditional formats of retailing. 												
     17.a. What is RFID? How is it useful? Explain its applicability to gain competitive. 
               advantage in organized retail business. 					
(or)
     17.b. Explain the techniques and benefits of Trade Area Analysis.									
     18.a. Elaborate on merchandising planning process.						
(or)
      18.b. Explain the problems and prospects of FDI on Indian retail market?									
      19.a. Explain how an efficient supply chain management system can decrease its
               inventory investment with special reference to a retail store.							                                               (or)
     19.b. What do you understand by retail pricing? Discuss different types of retail 
               pricing strategies.											
    20. Case Study :( Compulsory question)

India is perceived to be-the most attractive retail destination. India provides the largest consumption market in the world that is still largely untapped. Yet, the most fascinating aspect of this market is that it can never be described in numbers alone. The economic, social and cultural diversity of Indian consumers forces marketers and retailers to view this mass of consumers not as one single market but as a ‘mass of niches.’ India is not only a culturally diverse market but also an economically diverse one. A recent issue of Forbes magazine states that there are more Indian billionaires than those in Japan. Yet, we have some of the poorest segments of the world’s population. In between these two segments lies a huge and diverse market for mass retailers Customer segments in India are maturing faster than ever. A retailer with a single format strategy will not be able to cater to a target set of customers in India .While hypermarkets and discount chains will continue to dominate the modern retailing scene in India, multiple formats have to be designed to cater to different aspirations and needs of consumers. The growing middle class is pushing the development of speciality stores. Outlets for home products, fashion, office stationary, health products and consumer electronics are in demand.	

Questions: 
1.   How has the Indian consumer changed over a period of time? 
2.   Explain in detail the various retail formats mentioned in the case study. 
3. [bookmark: _GoBack]  Suggest a retail format for both, the rich in India and for the poor in India. Justify your answer.
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