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This stvle refers to a small section of consumers who want o try and experiment with
new products and new variants of existing products:

a. Novelty oriented style b. Consider the consequences
c. Impulsive style d. Quality oriented style
involves a limited search by consumer before taking decision.
a. Exlended problem solving b. Nominal customer decision making
c. Habitual customer decision making d. Limited customer problem solving.

Retailer is a person who sells the goods in

a. large quantities b. small quantities
c. botha&b d. none of these

The main objective of retail managementis .

a. Profitability b. sales growth

c. return on investment d. all of these

A retailer’s is the key to its ability to attract customers.
a. location b. promotion system
c. pricing system d. store personnel

A store that stocks particular type of merchandise:

a, Convenience b. Specialty

c. Departmental d. Non-store

Which activity is/activities are performed by the retailers?

a. assortment of offerings b. holding stock

c. extending services d. all of these

Which of these segments typically would be the largest segments?

a. People who have interest in b. People who have acted on their
purchasing purchase decisions

c. People who have decided to purchase  d. People who are aware of the product

Retailers offering products in smaller quantities tailored to individual consumer’s
and household’s consumption patterns is known as:

a. Visual Merchandising, b. Warehousing

¢. Breaking Bulk d. Advertising

Market for automobiles needs to be segmented on the basis of:

a) Buying behaviour

b) Psychographics

¢) Geographic

d) Demographics

Choose the most appropriate answer from the options given below.
a. aand d only b. cand d only

¢. a,banddonly d. a,b,candd

The most important retail marketing, decision a retailer has to make is to:
a. Select the product assortment b. Identify its target market
¢. Choose the desired service level d. Develop an effective store atmosphere
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[Degcriggge]

Time : 2 Hr. 30 Mins.

[ Answer question no.1 & any four (4) from the rest]

1. Discuss the various functions of retailing.

2. As a distribution sales manager working in a big FMCG firm that deals
in multiple product lines, describe the various options of retailing
channels or types that are available for delivering yvour products to the
consumers.

3. Discuss about the STP model of marketing strategy.

4. As a store manager of a big retail plaver in the market, what are the
duties and responsibilities that you need to perform in order to function
effectively and sustain?

5. a)
b)
6. a)
b)
7. a)

b)

Describe the various pricing policies that can be adopted by the
marketers.
What are the characteristics that represent retailing?

Explain briefly the different kinds of market structures.
As a new retailing business, what are the ways or strategies that you
would adopt to enter into a new market and increase your sales?

Describe the factors that influence retail consumers’ decision or
their buying behaviour.

What are the different ty pes of retail consumers and how can you
attract them as a retailer?

State the customer decision making process.
What are the types of consumer decision making?
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