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This question paper contains 33 questions out of which the candidate
needs to attempt only 25 questions.

Question paper is divided into two sections.

SECTION A

Multiple choice questions / Fill in the blanks/Direct questions :
contains total 12 questions of 1 mark each. Answer any 10 questions.

Very short answer type questions : contains total 7 questions of
2 marks each. Answer any 5 questions.

Short answer type questions : contains total 7 questions of 3 marks
each. Answer any 5 questions.

SECTION B

Long answer /| Essay type questions : contains total 7 questions of 5§ marks
each. Answer any 5 questions.



SECTION A
fargl g@ 3571 & 3T T | Ix10=10
Answer any ten questions.
1. ¢o-foshdl S0 @ Hi9W % AJIR Tohg =9 o1 I W& & ?
(%) TTERI (@) emgfaehate
(M) e (w) Ragh vesh
Visual Merchandiser takes care of the representing a seasonal theme.
(a)  Customers (b)  Suppliers
(c) Agents (d)  Window display
2. R, 3R oft fequment (IRuRER) & g H.AR.TH. iRl Th JoTd
7 fore wnfre &
(%) U= (@) fwm
()  TEH (&) ITfw ot
CRM adoption is an effort between CRM and all stakeholders including
(a) Employees (b)  Employers
(c) Customers (d)  All of the above
3. TS REd 8
(%) S (@) e
@ = (") STE H A g T
Customer complaint is
(a)  Compliment (b) Warning
(c) Credit (d)  None of the above
4. T I8 AT & G o™ YT §9 9 U IR 9 77 7 |
(%) faaws (@) oo (smefaan)
(M) et fashar (a)  foshar
is someone whose business comes primarily from retailing.
(a)  Distributor (b)  Jobber
(c) Retailer (d)  Vendor
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SIS +eh GaU SATIR 1 31 §

(%) ifes OTT | AR

(@) wTghi & WEIH ¥ AR

(1)  soFRIHaT 3R 3T HH | TR
(%) ST | & i T

Electronic retailing means

(a)  Business by physical routes

(b)  Business through streets

(c) Business by electronics and internet route
(d) None of the above

fFefcfiad § & -8 ouTehe JeeH drlsh 7§71 & ?

(%) I IR (@)

(M) he 3R wg =) @

Which of the following is not a supermarket display technique ?
(a)  Angled merchandise (b)  Colour

(c) Containers and props (d)  Curtains

QTE AR | I8 WA 737 ®

(%) e (@) forT weR

(7)  SATEESHE hT gHH (F) Al WeR

Food merchandising does not consist of

(a)  Restaurants (b)  Grocery stores
(c) Ice-cream Parlours (d)  Stationery stores

AT fedume (JETH) &

(%) ATIh TSI o ik o AT AR faum

(@) A9 TSI o STEL oh ol AR faum

(M) (®) 3R (@) g

(%) ST H ¥ B T

Internal stakeholders are

(a)  People and departments within your organizations
(b)  People and departments outside your organizations
(c) Both (a) and (b)

(d)  None of the above




9. fmafafga @t TRTER Gau IR % ISR &, had Teh i BISH
(%) AA % g fospa
(@) Ul i Th ghM H T S= 1
()  CLENI-H-gEN T J9h
(") geTe W Il w1 fasha

All of the following are examples of non-store retailing except :
(a)  Selling by mail

(b)  Selling jewellery in a clothing store

(c) Door-to-door contact

(d)  Selling goods on the Internet

10. TH.IM.G. &1 31 7

(%)  AfereRaH Pt g (@) AThdH Heht qod
(M) STfeRan Het TAH (F)  fehad Heot fush
MRP stands for
(a) Maximum retail point (b)  Maximum retail price
(c) Maximum retail place (d) Maximum retail pick
11. 9gaTHu fo 390 @ sa-a1 sienfies 3care 787 2 |
(%) 3@ (@) e
(1) @A CIESICEE
Identify which is not an industrial product.
(a)  Steel (b)  Cement
(c) Chemical (d)  Television
12. T PR foshal % HET YA el ¢ |
(%) IcuTesh qAT Ak Teshan (@) IcdTesh qAT UTEh
(1) TTEk qAT Gau =AU (") ST ot
A retailer is a direct link between
(a)  Producer and wholesaler (b)  Producer and customer
(c) Customer and retailer (d)  All of the above
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fab=gl 5 91 & 3¢ dfarw | 2x5=10

Attempt any 5 questions.

13.  eoH FIAT YUCH o H& o foheal Gl [6g3Tl &l 3g@ HiT |

State any two points of the importance of Retail Information System.

14. TSI ¥ 98 3Icral ! Ti%a (Jerek) T fohan ST @ 2 Tl &1 SRVl 1 3g@
HIT |

Why are products assorted before display ? State any two reasons.

15. gl yeeH & ig &l a9 Farsy |
State any two benefits of Window Display.

16. HARE @ Fehl AR HH BId 8 ? fheal q AN T@AT Fehl LR &
19 §d18T |
Who are corporate chain retailers ? Name any two corporate chain retail
stores.

17. S22 SHE™ hl IS & gi-El A |

Give any two disadvantages of Internet business.

18. UTEh TIAURUl WHITA hl ATaw=ehdl 1 & ? fohral al HRUN 1 3gQ hHifT |

Why is customer retention strategy required ? State any two reasons.

19. HIH AR & foheal gl BRI hl IFE HINT |

State any two functions of retailing.

fagl 5 391 & 3¢ dfaw | 3x5=15

Attempt any 5 questions.

20. HI-fIsha (wawersm) =1 ®m 1g 7 ?

What is meant by merchandising ?

21. SUHIH SYGER o IA=diid TS g 1 1 37 § 2

What is meant by problem recognition under consumer behaviour ?
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22. his3 fashdl o fohgl o hdedl 1 Ig@ HifeT |
State any three duties of a Junior Merchandiser.

23. Bt MY I Trafafy o1 @av § auig Hifve |

Describe briefly the procedure of retail research.

24.  HIH AT TUMCH oh SFa1d HIohl IR o Al hl G&d H THSET |
Explain briefly the sources of retail information under Retail Information
System.

25. e farshl et <l wqEn @ B =R 2

What profile should a Retail Sales Associate possess ?

26. Tasha forg fouom o6 fepam SITaT @ 2 &M § |ssT |

How is Point of Sale marketing done ? Explain briefly.

27. Tt oft Treq 6 awaar & fou gurdht feqamenl (IRRUTERT) & JeE 6
JTETIHRAT F1 & ? T H THIART |
Why is effective stakeholders’ management required for any
organization’s success ? Explain briefly.

Qs d

SECTION B

fab=gl 5 391 & 3 Ffarw | 5x5=25

Attempt any 5 questions.

28. TR-WR MgTid Geu feshl o fafia wui i =mea Hifsw |

Explain various forms of non-store based retailing.

29. TAHM HgH H GeU A1 JUITEl shi STEwehdl i THSST |

Explain the need for Retail Information System in the present context.
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30.

31.

32.

33.
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39 U UTesh TaT Tgarft 8 3 oft ued amueh qrd 311d § e affousa faey
& 91 H fIepra o 8, S8 38 31ues R ¥ Ele 97 | 99 39 T W Yehe
e at 384 9 o factn afarea on | o oft wem 6t R hg gy ?
You are a customer service associate and X comes to you and complains
about the damaged toy which he bought from your store. He discovered
that the toy was damaged when he opened the pack at home. How would
you handle the complaint of X ?

AT YU o dad &Il 1okl YfshaT o Higd shl AT hify |

Explain the model of documentation process under event management.

Teh Sk Pt fashd HeANf ohdl & Hehal & ? FHIST, |

How can a person become a Retail Sales Associate ? Explain.

BIsht WHIT (FriIfT) & fordl aie aeal =l Ga&g o TWesy |

Briefly explain any five elements of retail strategy.




