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. The word Retail is derived from the ........... word.
(1) Latin (2) French (3) English (4) German
LG CRUIE) S gs § fRmar @ 8
(1) @fes (2) % (3) Stsh (4) s
. Retailer is a person who sells the goodsina............ L
(1) Large Quantities (2) Small Quantities
(3) Both (1) & (2) (4) None of these
R TH =R6 & o AN =T 8 s
(1) s a9 (2) BIEI AFT
(3) (1) 9 (2) =L @) 58 q i
. The main objective of the management is ........... X
(1) Profitability (2) Sales Growth
(3) Return on Investment (4) All of these
TS BT T o 8 oo | . :
(1) ATHsIRAT ) et 7 gk
(3) Fasr 9x amEt 4) 3 |
. In retailing there is a direct interaction with ........... .
(1) Producer (2) Customer (3) Wholesaler (4) All of these
T R T & @ @ A ok B
OREL (2) AEH (3) & AN (4) FTH
. Retailing creates ........... .
(1) Time Utility (2) Place Utility
(3) Ownership Utility (4) All of these
LCCRUIEE ] RS |
(1) §99 IR (2) ®=F IgAREr
(3) T SeANFEr (4) 399 9/
xS S activities performed by the retailers.
(1) Assortment of offerings (2) Holding Stock
(3) Extending Services (4) All of these
........... ge Rsarett g/ @ S TRt |
(1) 37991 &I TH” (2) BIeST €

(3) Qaretl H faEr 4) =9 |9
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7. The term Sta
keho,lders which i
uppliers (2) Consumers
A Raumeg; 5 oy & (4) All of the aboye
((3])) Eﬂiq; Eﬁm ........... |
Mg feiepaf (2) 399rHT
8. (4) 397s
........... repres H‘Tﬂ'
(1) Tmage ents ho(v;)a retailer is perceiyed by consume
S TS and o
........... Gﬁ G?r{‘ ;::: (3) Profit (40&181‘3,
T e - AT ERT o Rewr =y ) None of these
(1) ofy B A T 2, g
(2) i
9. The functi e 3) Ty
e 100s of management stary i, @) % ¥ B 95
| Plymng (2) Planni |
D P q ;;z";;g'ﬁ 5 (3) Organizing @) s
(1) e o S BT F upervising
(2) gy
10. "Mang : Q) BT ST
gement is whai (4) qtfa&]v[
((:;J Henry Fayol " fanager does" given by
(1) 3 TE B SN u ey HTaT 3»'(4) None of these
3) RFHT gy 2) TFo 5 For
@ T & g

1. Human resource man
(1) Recruitment (2) Selection

AT G gt o
Ay s SR 3 oy

12.
(4) 399 wsfy

(2) Ad vertisement

(3) Compensation
(4) Recruitme
nt

SR B S N S R
(1) = %mewmzﬁﬂfgﬁméwﬁ
@) Forrrs (2) s B

94498/(A) (4) weff

e —————
—

gives the nature and requirements of specific jobs.

(1) Human resource planning - (2) Job descriptions
(3) Job analysis (4) None of these
ffare SEERET @ U ST SELIEA a1 B |
(2) Al @1 feEeT
(4) 397 | WZ &l

(1) |+ EETes Arst=T
(3) SreRdr faseEeT

is a kind of internal sources of recruitment.
(2) Employee recommendation

(1) Promotion
(4) All of these

(3) Transfer
st @7 UeR SR BT A HI 2 |
(2) HHaT & BT

(4) IULRH Gl

...........

(1) Jay=fer
(3) THEIOT

15. Attracting potential employees is more difficult in case of ........... :
(1) Internal Recruitment (2) External of Recruitment

(3) Both (1) & (2) (4) None of these
ﬁmﬁ‘lﬁaﬁaﬁ?ﬁzﬁraﬁﬁmwﬁﬁaﬁﬁw%:
(1) STicien el (2) ¥t & @l

(3) (1) X (2) (4) 39 | Pig 7
. is the next step after recruiting the retail personnel.
(1) Supervision (2) Compensation (3) Training
GEq HEET BN Wl D AG I HH 21

(1) efeer (2) gerEsT (3) i

fesl measure a person's capacity or potential capability to learn and perform a

16.
(4) Selection

(4) =31

job.
(1) Aptitude test (2) Proficiency test

(3) Interest test (4) Personality test

Tt SAfRE A T AT &EeT Bl Wen ST WEe BT A

...........

@I HI9eT |
(1) TS o (2) SrEToTar e
(3) s TR (4) =P 9@t
P.T.0.
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at discounted prices.
(1) Dollar Store
(3) Chain store

2) Discounteq Stores
4) off price store

I Iy P 9T 20-
B AN T
19, (4)WWSH§T

®teeusasna, c mp n 1)} S all -

3 - '
3) Variabje con ey (2) Fringe benefit component

........... "eH R oy (4) All of the above
R '”“"*’W@Tw:mmqaw
(3)—5,—{m (Z)ﬁb‘x?rmwm aﬁ%'
20. : &
0. ... 1 the manner of i o
accomplishment.

providing a jop envi

] g aj nvironment that encourage employee

(1) Compensalion (2) Superyis; S i
sion

___________ T o B e o (3) Training

P H qH T oy
(2)% (3)?—&,7,.

Store Security relates to -
(1) Personal Security

(3) Both () & (2)

TR g ¥ wene g -
(1) =R e
G) (1) &k (2) S SR i

(4) None of the above
HHITE ) Iufer sy

21.
. (4) ST T oy

2) Merchandige Security
(4) None of these

*ve.
---------

(1) Cash Only
(3) Cash & Debit Cardg

(1) B 3ref P THA R, IHHT
@) THT IR e gy @) T R BRe g
94498/(A) @) ST Tt
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23. Many retailers have improved their operation productivity through .............. .

(1) Computerization (2) Outsourcing

(3) Both (1) & (2) (4) None of these

% TEq Rl A Sl FEIEE SWEH H gurR fan

(1) H=SUBIT (2) STBETIRIT

3) (1) 3R (2) T 4) 3% q B e
24. The computerized check outisused by .............. :

(1) Large Retailers (2) Small Retailers

(3) Multi Retailers (4) All of these

el A% ITSe H ITANT Fhud R IhAT STl g

1) 93 Rewd (2) B RITH

(3) " Rewd (4) SURH T
25. With the help of ---—---- a retailer pays an outsider party (o undertake one or more of its

operating functions.
(1) Outsourcing (2) Credit Management

(3) Computerization (4) None of these
_______ & qoa QT REWY T Gl gl B e Th A1 AR qiR=neT

F B A B R AR BT B

(1) STSHMRT (2) ®HiST H&ET
(3) HFEIH @) 5% § B T
7L Ty e helps the retailers to face the crisis situations.

(1) Risk management (2) Credit management

(3) Financial management (4) All of these
gﬁﬁﬁ%ﬂaﬁaﬁmaﬁﬁaﬁ?ﬁaﬁrmmﬁwm%l

(1) Sifest sEE (2) HizE FEEH
(3) o<l wEes (4) SUAH G
27  aiRssescsess is a key task for both large & small retailers.

(1) Risk management (2) Crisis management

(3) Inventory management (4) All of these
.............. @W@%Wmﬁﬁ%m@nﬁ@m%l

(1) SR e (2) S S
(3) el SEEE (4) SIS &0

) P.T.O.
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28. -
= S - helps the retailers
to comp] .
(1) Computerization piete the tasks within the shor period of 1
(3) Both (1) & (2) ((j)) Outsourcing e
L N
. W%ﬁﬁaﬁqﬂm% one of these
1 I T By
(1) Fegediae ]
(3) =} (1) sy ) @) URE
2. @ = § g 75

18 8 Warning to
(1) Insurance

3) Outsourcing

———

Hﬂﬁﬁaﬁﬁaﬁ.\rw%

potential thieves anq muggers

(2) Security guards

(4) Credit managemen

ikl R o e &
Q) TSEHIRfT (2) g e

30. Insurance against

.........

(1) Environmental Risk
(2) Production Risk

(3) Both (1) & (2
(4) None of these

(1) Tty S
(Z)Wa:raﬁf@-q
B (1) &= 2) ary
@ 9 § HF wg

(1) Changing Consumer

Trends
(3) Demographics

quﬁcﬁ%l

.....
........

(2) TeChnol ogy

AiA

|

32.

34.

35.
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Consumer buying process in retailing involves ---

(1) Need Recognition (2) Search for Information
(3) Evaluation of Retailers (4) All of the above
gﬁﬂﬁaﬁﬁmﬁﬂﬂ@rﬂaqﬁmﬁ e & -—

(1) Ts= & TEa B ) gar & R @St
(3) Gaq Rt B TeBT (4) SRh T

Atmosphere in retailing refers t0 ----.

(1) The Weather Outside A Store

(2) The Ambience, Music, Color Scent In A Store
(3) Assortment of Products In The Store

(4) Display of Items In A Store
gaﬂﬁa%ﬁmgﬁgﬁﬁﬁafﬁﬂm%————
(1) & ¥ oSS T ©R

() T RadE, R, BT e I T '’R
(3) @R & IRl B BT

4) Tp WR T JEgell & e

E-tailing refers to ---—-
(1) Sale of electronic items in a store

(3) Music store

(2) Catalog shopping
(4) Retailing shopping using the inter

£ g @ I §
(1) @R ¥ s Eed A R 2) g TlErd
(3) T TR (4) $eT H1 ITAFT HTH TR HTT

A multi - channel retailer sells merchandise .............. "
(1) Over The Telephone

(2) Through Personal Selling And Retail Store Only

(3) Over The internet

(4) Through More Than One Channel
o T A W A TEl S
(1) B I

(2) dae SAREI &Eh AR G

(3) geAT W
(4)@%%3@%%%@

..............

R & qEE 9

P.T.O.




36. o
Ejté;ﬂmg 18 a marketing function which
N :1111: ll;’rroducts To Other Business
e o Prz;i;tcts To A Company That Resells Th
i cts To Final Consumers‘ i
s Products For one's Own U
G 9 % Rigory e "
(3)aﬁjq=ﬁ€€r3?qwéam%tvﬁeﬁﬁﬂ
o Bqﬂﬁﬁsraﬁa%méram% A
D@ D I B Y Iere Sy 2

(1) Retailers' g explains the emer e
ers’ Cycle Through Peaks gence of new retai

AS HaT 8

ling fo
i rms by :
f High Cost Price And Trough);

Price
(2) Whole Sellers See Retail; e o
Wholesaling Again thng OPPOrtum'ty, Enter Retajlj
ailing, Then T
urn To

38.
8. All of the following are
(1) Self Service
(3) Limited Service

qhar & ———_ ST o
(1) & Jar AR - 2 e
() Rt gy ) & =

94498/(a) (4) ST

40. Which of the following objectives is concerned wi

39. The correct statement about chain stores is

(1) They Offer Economic Of Scale In Buying

(2) They Can Hire Good Managers

(3) They Integrate Wholesaling And Retailing Function

(4) They Centralize Function
%ﬁ@ﬁ%aﬁﬁa‘éﬁa&ﬂﬂ%
(l)aaﬂﬁﬁ@ﬁwwﬁzﬁm%ﬁ%
(Z)amﬁqﬁaﬁaﬁﬁm‘lwam%
() & A G RRRGT SR B g B
@) A TdE B AP Q@ T

th strategic marketing planning ?

(1) Day to day performance and results

(2) Over - all long term organizational growth
(3) Identifying the strengths and weaknesses of marketing department

(4) None of the above

ﬁqﬁ#@lﬁﬁ%aﬁqw@wmﬁfﬁiﬁwm%ﬁﬁfﬂﬁ%?

(Z)W—WWWWW

(3)ﬁwﬁma%sﬁﬁﬁiaﬁtz5qﬁrﬁ?ﬁaﬁwm
(4) SO T T B T
41. Which sources of advantage will be helpful for a firm to achieve positional advantage

over its competitors ?
(2) Superior TesOUICes

(4) All of the above (1), (2) and (3)
girEfzal 9 RedE @ J=t HH H

(1) Superior skills

(3) Superior controls

ﬁ%mw%ﬁﬂﬁ@ﬁaﬂﬁ

geed el !
1) 25 B (2) e} HErEH
(3) Feax FRFAT @) SR6 @A (1), (2) AT B)
P.T.O.
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42,
What are the elements that a mj
(1) Sets guidelines for business

(2) Identifies the reasons fo
stakeholders )

ssion s
tatement of an organization sho

operations uld include ?

(4) All of the aboy
TP Y a B ;r

4
) ST® |t (1), 2) aic 3) !1

43, i
The t.erm which is used to id
organization : l

(1) BUSiness area

(2) Business
segment Nl
(3) Business s group or diversion

(4) Diversified business

44,

((;) COIPorate strategy
) Business strategy (2) Marketing strategy |

AI9IF o 4
Frar sty ?&mﬁgsﬁ g Rrger mﬁv( ) Both (1) and (2) |
? |
AT 3 TRy v oy
94498/(A) @) TFF (1) oix @

45. Which of the followin

11

g is not the characteristics of a strategic business unit ?

(1) It serves a homogenous set of markets with ali ited number of related technologies

(2) It serves a unique set of products

(3) It owns responsibility for its own profitability

(4) None of the above
ﬁmﬁﬁf@ﬁﬁ@fﬁqqmmwmaﬁﬁwqﬁ%?
(1)%@%%&@%@%@%%@%@@@?

e HT &
(Z)Eré»'mﬁsﬁr@eﬁ?rﬁzmw%
(3)%Wﬁmwm%mﬁiﬁmﬁﬁqﬁ?ﬁ%
4) IR T F BF T
GE screening grid model , which strategy should a company follo
d low business competitive position

46. According to w when
it has high industry attractiveness an

(1) Invest/ growth
(2) Selective investment / maintain position
(3) Harvest / divest

(4) None of the above
g bt frs Hisd %aﬁﬂﬂﬁ?ﬁlmzﬁrwwmwmm

wwﬁwa&ra@vmﬁwmﬁqaﬂﬂmqﬁwﬁﬁﬁaﬁral

(1) R / ghs
(2)Wﬁﬁm/ﬁaﬁm@
3) s /Faw

(4) IuRp T § BE T

47. Which of the following will act
company ?
(1) Market focus
(2) Defining capabilities
(3) Relationships and organizational change
(4) None of the above

Prefataa § @ dF
wq § & Ham ?

as a corner stone in maintaining the competitiveness of

mqagmmgﬁaﬁmr@%ﬁ@aﬁ%%wm%

(3) HaE ST ISP
(4)3@?5?#%‘%13‘:@
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(2) Businegg a

nalysis
3) Swor analysijg
(4) None of the aboye

1

re
(4) None of the above _
ﬁaﬁq%%mﬁwﬁmﬁﬁﬁ%a
(1) onfefe @TWW
2

(3) Externgj audit
(4) None of the aboye
™ fogsy T,

Rrstrasy W%%Wg@wamww
W—%W%ﬁ,ﬁ%mwmw%w%?
(1) aféme
) Aoy
Q) s=h
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1. Human resource management process consists of ........... .
(1) Recruitment  (2) Selection °  (3) Training (4) All of these
HqT GEEE SEEe g J snia ¥ |
(1) =it 2) === (3) gfFT @) 579 |+

20 RN is the process of seeking and attracting a pool of people from which gualified
candidates for job vacancies can be selected.
(1) Selection (2) Advertisement
(3) Compensation (4) Recruitment
........... AR & Th UH I9 B aaRr ol eTbia H @ uRpar ¥ Rwd §
g & 0 RReAGT & Riw S=Nearlt &1 s R o g 21

(1) =3 (2) Tastma=
(3) gaTEST (4) wit
RS gives the nature and requirements of specific jobs.
(1) Human resource planning (2) Job descriptions
(3) Job analysis (4) None of these
........... fafere NHRAT H TBRT N AEIIHAE T 2
(1) "IFE | Qo (2) B /T TEeT
(3) TR Fgser @) =9 | B8 T
R N is a kind of internal sources of recruitment.
(1) Promotion (2) Employee recommendation
(3) Transfer (4) All of these
p— WAl BT TH FhR HT ARD T 2 |
(1) 9&=fy ‘ (2) HHER B HBIRST
.(3) TINIERoT (4) SIRH qW
5. Attracting potential employees is more difficult in case of ........... :
(1) Internal Recruitment (2) External of Recruitment
(3) Both (1) & (2) (4) None of these
AT HHERAT B ABET BT AT F Ap FHidT -
(1) ofiaRes wwit (2) ¥t & FEd
(3) (1) &% (2) T @) =% § B &
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ig the next step after recruiting the retail personnel.
) Compensation 3) Training

(4) Selection

4] Supervision

el w& B 9 I weH |
(1) TEaEet (2) F3TEst (3) ST (&) B
potential capability 10 learn and perform a

test measure a person's capacity or

@) Proficiency test

4) Personality test
e AR s BT b A

aﬁﬁzﬁmmm

job.
m Aptitude test
3) Interest test

........... qQeer T
Y AT B
(1) TS (2) ST U
(3) B ericanll (4) SR et
8. A traditional format that sell 20-80 percent of groceries and other consumable product
at discounted prices.
(2) Discounted stores

(4) Off price store

g 20-80 A T W | AR

(1) Dollar storé

3) Chain store
ueh IR yreg S 76 framdl
a7 uAPd IS Fe T
(1) St LARY () frapEes ©X
3) 31 (4) T S=H £3ARY
9. eeeere components allow the retailer 10 offer the employees safety and security
1) Fixed component (2) Fringe benefit component
3) variable component (4) All of the above
........... e RETX B ﬁwmwmmaﬁaﬁqﬁaﬁ%\
(1) TafeeR =5 (2) Tt ST HED
(3) T T (&) SaH FA
10, e ig the manner of providing a job environment that encourages employee's
accomplishment
1) Compensation (2) Supervision 3) Training (4) None of the above
........... o & AR HA B 3 o wHErd &5 SR
Hrearied B 2
(2) TEAET (3) ST (4)sqﬁfﬁﬁ@f@é=\€i

94498/(B)
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11. Store security relates to --
1 2
53; l};zrt;onal Security )
R 1) & (2) ) Merchandise Security
. T @ W & (4) None of these
@) (1) &R (2) 999 g
@ @ e
12. Form RS
i C:thpg}’flnent which a retailer may accept i -
o /T S
: | N,
l(@) Cash & Debit Cards g; Cash & Credit Cards
T R S All of these
(;) B A (BT FHAT &, IHBT B
(3) e AR e P Ez)maﬁ?%%aaﬂé
y retail i
i) ai ers. have improved their operati
3 omputerization peration productiyity fhrough
;_s): Both (1) & (2) Ej; Ousowcing '
I . None of these
(;) mg"ilgi;f“ AT HETT IEHAT T Loeeeeeenn g e
(3) (1) IR (2) ] 22) TSI T )
14. . i .
The computerized check out is used b P i
(; ) Largfe Retailers | R s
F(‘l'pzm‘;;[_gltla"_flr{etailers (2) Small Retailers
= 4) All
e . | of these
> Rewe R
15. With the h i D
elp of —————- a g
operating functions. retailer pays an outsider party to undertak
(1) Outsourcin | Tl ey
y ) e of its
(3) Computerization 52) Credit Management
_______ T 4) None of
- these
T3ﬁ$ﬁ%mwm@% e R
, e IR
94498/(B) R <, TS
P.T.O.




B
sis sitnations.
ers to face the crisis sitt e
16, .oeeereetT helps the retailers 2 Credl; Ez::g ]
C eenee t o -
: k managemen % o
((;)) 11?1:2\110'1;3& managemergﬁ o . -
<l ' T‘:‘-
.............. gl [EEAL Heh< Qﬁexﬁ\ﬁ) q:ﬁ HL
SfgE TEEd " HIST
((13)) T large & small retailers t
ar : y
47, e is akey task for both . CﬁSISYI::I:geme %
) anagement e s
ey Risk m e ( e |
3) Inventory manag o 3
S ekl d&Hhe €]
.............. . gﬁﬁ
e d 1 ime.
" Ties ithin the short penod of
i jlers 10 complete the tasks W 4
) urcy
__ - helps the retal o
18. — ‘
¢} Computenza‘uon 2 e G 4
(3) Both (1) & ) £l s o
0 @ zait | #
4)
1) (
AR @)
o ) 3 ] d muggers-
¥ ing to potenual thieves an e
19. — ig a warmng el o .
. | e
A it 4) Crgdlt manag 1
- st & [ fep A
3) Qutsourct u i
————————— CIER o T;‘j
e - i ment rules
vern
; is MOIe important due to g0
against ..o 7
20. Tnsurance .
48 Environmemal Risk
(2) Production Risk

3y Both (1) &2
(4) None of {hese

94498/(B)

T oS s ... B T % HROT oAt Ayl B
(1) TFiaTeig siikas
(2) SUEA SigH
3) (1) AR (2) &t
@) 379 § 1 7€t
21. The factor leading to the growth of retailing is .............. .
(2) Technology
(3) Demographics (4) All of the above
.............. TR sl @ [AeE $ i onrl wR% 2
(1) SUARAT T34 § s_aE (2) strenfres
(3) SHiRETa (4) IGFT GH

22. Consumer buying process in retailing involves —--

(1) Changing Consumer Trends

(1) Need Recognition (2) Search for Information
(3) Evaluation of Retailers (4) All of the above

el Rebl § SudRer @lie ufear J snfder ® -—

(1) 98=19 & T&d (2) I & e G
(3) GeE ashatedl &bl Jedishd (4) IUAH T

23. Atmosphere in retailing refers to ----
(1) The Weather Qutside A Store
(2) The Ambience, Music, Color Scent In A Store
(3) Assortment of Products In The Store
(4) Display of Items In A Store
e okl § aigesa ® el e § -
(1) T qaX AREHES T ©R
(2) T uiEdy, =, HAT ©he 39 T VR
(3) ¥R # IURT & aiepor
(4) Th &R ¥ gl & 983+

24. E-tailing refers to ----
(1) Sale of electronic items in a store  (2) Catalog shopping
(3) Music store

94498/(B) P.T. O.

(4) Retailing shopping using the inter




4) TP | |
g s 3 marketing function which
e Other Business

That

26. Retailing

m
(1) Sells Pro Resells The

w retailing forms vy

of ne
emergence price And T

ains the jgh Cost

o] of retailing expl

Y’
g

Wholesaling Again

(3) New Retailers Emerge .

High Marg!®

94498/(B)
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28.

29.

30.

94498/(B)

RefeiT 1 afear Q0 RRfeFT o 3 I & aR F Sqmr ©

(1) 3= AP Jed &l =Aifed] & Ay § TaT fsharedt &1 =@sb 3R %9 @F
g BT e

(2) TR foeber FRRAT ofaeR 37, RARET & X, R SaRiT R & arg &%
(3) = R g, M, 7=AR ds R

4) B9 AR, A HAd g Read Read & a1 airegst 0 3 g @
B & S I=g IR IR I=w g ¥

All of the following are possible types of service that a retailer can offer except ---
(1) Self Service (2) Self Selection

(3) Limited Service (4) All of the above

FriTReT a9 d9a SR Bl Ja1 @ S T GENT [T B Bled] MeM #Y
HHT & ———

2) @ 939

(4) SUIH G

The correct statement about chain stores is

(1) They Offer Economic Of Scale In Buying

(2) They Can Hire Good Managers

(3) They Integrate Wholesaling And Retailing Function

(4) They Centralize Function

o Wi & aR F 98 FHEA B

(1) T Tl" F @ha & s JE 27 &

(2) ¥ = wEEDl P FHUT R T FHd &

(3) ¥ AT AR RERET B FH THihba B &

(4) T FARE & BRIHT B &

Which of the following objectives is concerned with strategic marketing planning ?
(1) Day to day performance and results
(2) Over - all long term organizational growth

(3) Identifying the strengths and weaknesses of marketing department
(4) None of the above

P.T.O.




B 9
B
wh fafay d@ren & ZEwm & ugE 86 B teAH 9 B e B 95 @
& aeEd 27 SYLRT fopar oTaT 2
g i A (1) sz &
|1 (2) T Gs a1 71
¥ g @ , WYE AT e
Ryt 5 sd A AT | (3) =aEE @ FomEaT
WNEE SR SHEAIS e BTN | (4) fafay =aam
et - R s |
@ el AR | advaniage { 34. Business composition is the term used while framing the following strategies What are
» a
® & achieve position? \ they ?
4) SRR i i) e will be nelpful for @ firm 10 :I (1) Corporate strategy (2) Marketing strategy
Which sources of advantag ¢ resoute . H (3) Business strategy (4) Both (1) and (2)
¥ over its competitors e Suf;erf e above (1), ) and ( = " FAHIAS GIAT g8 = B e whw PrafiRad ORRET @ s |5
-or skills @) ABO i fpam ST B Y T ¥ ?
(1) Superio arEtEal W
jor controls g 3R (1) ®URe R (2) fauor ot
(3) Supetl©
~ 3) ZEH™ & TOTIRT 4) TF1 (1) AR (2
Wﬁ%g? (2)Mwﬂ0)(2)3?\’((3) (3) 4) (1) (2)
gerah P @) STARH @ (1), & include 9 35.  Which of the following is not the characteristics of a strategic business unit ?
4Y) =5 FopetarT et of an Organizaﬁoﬂ shou (1) Itserves a homogenous set of markets with a limited number of related technologies
(3) &L g that @ (mission statem onsibilities the (2) It serves a unique set of products
e - s
99, Whatar® the ele.ms for business operations ¢ a company and its TSP (3) It owns responsibility for its own profitability
. . 0
(1) Sets gu1d61$Z reasons for existence - with products and (4) None of the above
@ m‘mmﬁzﬂs 4 their needs 209 marches Frafafed & § S o amRe ANR shE & Rdvad T8 ® 7 ,
Smkek-‘o the firms customers ab . (1) g8 HelRE sdenfiear & @it 9= & 9™ IR &7 O 9999 9
(3) Identifies o e ? I S T ©
servu;e; apove (0, @D oy 3 ph X (2) ¥& IR BT Th ST VT F&H BT 2
(4)A110aﬂ%@ maﬂm% ﬁ%miﬁ\'{“ﬁ a (3) g8 Wg H ArHEdT & [T R &1 g @
azﬁqm\qﬁ e b i@"i_ﬁ%mﬁﬁﬁ%%ﬂ% 3 o 4) SUAH T q B T
1
((2)) o Bl Ed B FHTAT 3 AN 36. According to GE screening grid model , which strategy should a company follow when
qEa FHE e - mwﬁﬁ@ I it has high industry attractiveness and low business competitive position
(3) a1 B T/ﬁgaj"; oyl 2 orsified | (1) Invest/ growth (2) Selective investment / maintain position
AR Faatl @ A G . of business of & & | (3) Harvest / divest (4) None of the above
(4)3@?5““?‘()’ idenufymemaiofa‘ea | ST BB Bre Jfs@ & oTgar, Reel S &1 3§ §9a &1 T BT =Ry
hterm\;vhichls"‘S"’dto S 3D I IS FENT Nl AR e e wRweaet Ry 8
33. T ;nizatlon'- ' (1) st / gfs (2) TS Maer / Refy ssma @&
or |
1) Business area | group OF diversion ‘| (3) e /T (4) IUh T F B A&
. e mBn H]
2) Busx.ness s gope | 94498/(B) P.T. O.
Business SCOP
(3) . dbuslness
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37. Which of the following will act as @ corner ston® in raintai

company ?
4} Market focus
2) Defining capabﬂities

3) Relationships an
(4) None of the above
g o 9

CLiNl]
wd BN

——

d organizaﬁonal change

)
38. Which analysis compares the gtrengths and weakne
ities and {hreats in the external enviro

nment ?

ironmemal yariables ?

not 'mcluded in the 1ist of macro env
and political manifestors

y the following is
W techno\ogies

omicC condifions
and emet ging 1€

4) None of the above

ﬁmﬁﬁ@fﬂﬁ%aﬁra qaiereer o AL
manmﬁa%mmﬁ%ﬁﬁaﬁﬁﬁzﬁrm
(2)35Ff‘ﬁaﬁﬂﬂaﬁ’i=\‘éaﬂﬁﬁﬁﬂsm

®) ﬁaﬁaﬁra@fﬁ

4) ﬁﬁ%ﬁ%:réﬁ

B
' 11

40. What is the term
sales force u.se.zd if manage
(1) Venicz’ﬂa::g;u g Pﬁc;gn;n ‘,f nt wants to audit the key managem
8) Horizontal andit ent functions like
) External audit
;‘% None of the above
yEaT R
- aq, R
ST BT 3 @ ﬁb_;n g P
LR b

(1) afdswa aiffee
(2) afaer siffee
(3) =me ofifse
(4) Sk H F HIE €0
41. The i
= I‘l:: Retail is derived from the
g s word.
zglg?'{r NME o, M éeg; TR R
o 1(3) 2 (4) German
Afes 4) sHF

42. Retailer i
ileris a
person
(1) Lar who sells th
ge Quantiti e goods in a
(3) Both €s N
Ry ‘;’E;I)z[ﬁ& 2) (2) Small Quantiti
¢! 8 S |qEE (4) None e
) Eﬁﬁ HET agar 2 of these
(3) (1) GﬁT (2) a:ﬁ ---------

43. The

main objecti
1 ive of th
ES; ErOﬁtabﬂity e management is ......
omalily s .

e on Investment (2) Sales Growth
i (@) Al of these
@) s )

44. In retai
etailing there i

1) Produier ere is a direct interacti .
(2) Customer ot wiih

(3) Whol
esaler 4
) All of th
€se

T o ¥
i e é'z)%mexﬁaﬁwf -
TSk
94498/(B) 3) < ! (
4) ¥ TR
P.T. O.
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45. Retailing creates .........-: .
(1) Time Utility (2) Place Utility
3 Ownership Utility (4) All of these
gl R oo |
(1) g IUAEI (2) T IR
(3) EatERa ST (4) 3% &
46. ...ocoveeer activities performed by the retailers.
(1) Assortment of offerings (2) Holding Stock
3) Extending Services (4) All of these
........... e fasaredl ST & e |
(1) STIoT BT AT 2) BRET €
3) Farett & A R 4) T H
47. The term stakeholders which includes .......... .
(1) Stock Holders (2) Consurmers
3) Suppliers (4) All of the above
arafer feaemat 7 QT B e \
(1) Wib SesH (2) SAHHT
©) (4) Iuls TA
48. ... represents how a retailer is perceived by consumers and others.
-(1) Image (2) Sales (3) Profit (4) None of these
........... wﬁmﬁﬁxmmm@ﬁ%ﬁ?ﬁ%ﬁmm%m
FEm el
(1) B 2) R (3) A 4) 3% q B T
49. The functions of management start with .oeeenees .
(1) Buying (2) Planning (3) Organizing 4) Supervising
T B B e q g& e B
(1) TE (2) T 3) @& eEeEE 4 EPCE
50. "Management is what a manager does" given by :
(1) Henry Fayol (2) F.W. Taylor
(3) Dinkar Pagare (4) None of these
“qﬁmaﬁ%ﬁr@nﬁmﬁm%”l
1) 0 A (2) THo IFIo L
(3) &Y (&) 54 q L]

94498/(B)
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94498/(C)




1. Store security relates to --—-

(1) Personal Security (2) Merchandise Security
(3) Both (1) & (2) (4) None of these
@R g § detE ¥ -
(1) aReTE G (2) 9o G
3) (1) SR (2) a1 4) 3% § B T
2. Form of payment which a retailer may accept is .......oeeeee
(1) Cash Only (2) Cash & Credit Cards
(3) Cash & Debit Cards (4) All of these
Qﬁgﬂﬂﬁ%ﬂﬁwﬁwwm%mm
(1) BT STl 2) FFE AN BT B
(3) e AR R B (4) SUR6 T
3. Many retailers have improved their operation productivity through .............. ;
(1) Computerization (2) Outsourcing
(3) Both (1) & (2) (4) None of these
ﬁgﬁﬂﬁ%ﬂﬁ%mqﬁmmﬁ .............. gue & 3
(1) LB (2) STFEHRT
3) (1) AR (2) T (4) 58 q 5 El
4. The computerized check out is used by ....ooveennne -
(1) Large Retailers (2) Small Retailers
(3) Multi Retailers (4) All of these
el A IT BN TN FHEDH S fepar ST ®
1) =3 Read (2) B fRad
3) aer Read (4) SUIRH T
5. With the help of -——-—-- a retailer pays an outsider party to undertake one or more of its
operating functions.
(1) Outsourcing (2) Credit Management
(3) Computerization (4) None of these

——————— ﬁmﬁ@ﬁ?@mqﬁﬁm@mmm
Pt B B B RQ PRI HWT T

(1) SASTHIRET (2) Hise FEET

(3) FHEGEIHIT @) 3= § Hg &

94498/(C) P.T.O.




6. e helps the retailers to face the crisis situations.
(1) Risk management (2) Credit management
(3) Financial management (4) All of these
.............. Geq fashansll @t dhe @ RefREt w1 armr w39 § 9g @ar
(1) S gees (2) sise A&
(3) TR uses (4) IIR6 T
[T is a key task for both large & small retailers.
(1) Risk management (2) Crisis management
(3) Inventory management (4) All of these
.............. @@T%gﬁﬁ%ﬁﬁﬁ%m@wmal
(1) S e (2) e UeEe
(3) g8 yele (4) SUIREH T
8. ---—- - helps the retailers to complete the tasks within the short period of time.
(1) Computerization (2) Outsourcing
(3) Both (1) & (2) (4) None of these
——————— G bl b1 #H W B AaX R B 9 e § qew e
2
(1) =g diepTor (2) SKSeqiRfr
(3) T (1) IR (2) @) 79 q H8 e
9 is a warning to potential thieves and muggers.

(1) Insurance

(3) Outsourcing

(2) Security guards

(4) Credit management

--------- e AR O A $ g @ S

(1) =r=r (2) gem S
(3) HATITHIET (4) Bise geeT
10. Insurance against ............ is more important due to government rules.

(1) Environmental Risk
(2) Production Risk

(3) Both (1) & (2)

(4) None of these

94498/(C)

11.

12.

13.

14.

& e . T Pl $ HReT s eyl ©
(1) wataRena i

(2) SR SiEH

3) (1) X (2) T

(4) % q W13 &€l

The factor leading to the growth of retailingis .............. .

(2) Technology

(3) Demographics (4) All of the above
et bl & e @ e el 2
(2) e

(4) IURT GH

(1) Changing Consumer Trends

(1) ITARGT TAF H &A=
(3) SISk

Consumer buying process in retailing involves --- |
(1) Need Recognition (2) Search for Information
(3) Evaluation of Retailers (4) All of the above
Wﬁﬁﬁwﬁ?ﬁr@ﬁﬁmﬁsﬂﬁa%———

(1) vea™ & TE 8 ) g F e @t
(3) Gaxr feEpanatl &1 TeAiHT (4) SIRG A

Atmosphere in retailing refers to ----

(1) The Weather Outside A Store

(2) The Ambience, Music, Color Scent In A Store
(3) Assortment of Products In The Store

(4) Display of Items In A Store
Wﬁﬁﬁa@wﬁﬁﬁﬁﬁm%——-—
(1) T J&X INMITHES T €N

(2) & ufEdy, wfseh, HAT e 39 T ®WR
(3) VR ¥ IWET Bl BT

(4) T €R ¥ aegetl 1 q&ie

E-tailing refers to ----

(1) Sale of electronic items in a store
(3) Music store

(2) Catalog shopping
(4) Retailing shopping using the inter

94498/(C)

P.T. O.




-faes 9 axed & ——-
(1) ®¥R & saai~h onged & Ry (2) T T’
(3) IR¥TF W

15. A multi - channel retailer sells merchandise
(1) Over The Telephone

---------------

(2) Through Personal Selling And Retail Store Only
(3) Over The internet

(4) Through More Than One Channel
T A 99 RIER 91T e &
(1) STH= 97
(2)%&7%13%@1133@@?%%%
(3) $eHe 9T

4) T T q ol B Aty J

16. Retailing is a marketing function which
(1) Sells Products To Other Business
(2) Sells Products To A Company That Resells Them
(3) Sells Products To Final Consumers
(4) Sells Products For one's Own Use
Gl bl U o et @
(1) 79 a9 & T Iaae S=ar @
(Z)WWﬁWW%ﬁraﬁﬁﬂﬁgmm%
(3) o™ IuwrwEI B IeqE J=ar B
@) 58 & @=F $ ST B R oo Jear @

..............

17.  The wheel of retailing explains the emergence of new retailing forms by :

(1) Retailers' Cycle Through Peaks Of High Cost Price And Troughs Of low
Price

(2) Whole Sellers See Retailing Opportunity, Enter Retailing, Then Turmm To

Wholesaling Again
(3) New Retailers Emerge , Grow , Mature And Decline

(4) Low Margin , Low Price Retailers Enter To Compete With Retailers Who Are

High Margin and High Price
94498/(C)

(4) X BT IYGFT HD TN HIT

18.

19.

20.

i ' & g H gamn 8

T w7 gfear AT RfET W B 3T

(1)@%@@%%%%@%@%%@1%%
1 T . : o

(2)?&%%3@?%@,%3@?#,%@@%%%@

Ei;iwﬁwmmmﬁ%mmmm%mﬁm

. y L
All of the following are possible types of service that a retailer can oflferf ZCCI; iy
i imi i 4) All of the a
i i lection (3) Limited Service (
1) Self Service (2) Self Se -
%ﬁ@amﬁﬁwwaﬁﬁm%@r@gﬂﬂmaﬁmm
(4) SWh A

() | =T (3) ffEes &=

The correct statement about chain stores is.

(1) They Offer Economic Of Scale In Buying

(2) They Can Hire Good Managers . .

(3) They Integrate Wholesaling And Retailing Function
(4) They Centralize Function

o Ed PR T E FEA R
(1)%@ﬂaﬁﬁaaﬁraﬂf€kﬁmﬁ%ﬁ%
(2)%@%%Waﬁa%mj?éaﬁ% il
(3) ¥ SEARET AR RERAT BRI B THIPT

4) ¥ GARE B BHFT B E

i i ing planning ?
Which of the following objectives is concerned with strategic marketing p g

(1) Day to day performance and results

izational growth
2) Over - all long term organiza . t
23) Identifying the strengths and weaknesses of marketing departmen

N f the above B .
%ﬁﬁﬁmsﬁwmﬁﬁzﬁwmﬁm%.
(1) RA-siafes & wesi Al aReT™

aTET A (e
(2) - gl Seiepiicred IS |
(3)W%ﬂwaﬁsﬁﬁﬁaﬁrmﬁﬁﬁﬁaﬁwm
(4) STRE ¥ § B3 &

P.T.O.
94498/(C)
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21. Which sources of advantage will be helpful for a firm to achieve positional advamagf 24, Business composition is the term used while framing the following strategies What are

over its competitors ?
(1) Superior skills
(3) Superior controls

(2) Superior resources
(4) All of the above (1), (2) and 3

mﬁ%mw%ﬁqﬁ@ﬁmﬁﬁﬁ%ﬁwﬁaﬁawmmﬁ

HE™H ERr ?
1) I eérs@ (2) 98X HONH
(3) F'axX FrEET (4) IUH T (1), (2) 3R (3)

22.

(1) Sets guidelines for business operations

(2) Identifies the reasons for existence of a company and its responsibilities the

stakeholders

(3) Identifies the firms customers and their needs and marches them with products and ‘

services
(4) All of the above (1), (2) and 3)

%ﬁw%aﬁr%ﬁﬁwﬁw%ﬁmaﬁmﬁm&méﬁaﬁ%ﬁ?
(1) =9q™ dua+ & foa fesnfesT a9 @ &

(2)@M%Wﬁ?ﬁ%ﬁ@ﬂﬁ%%ﬁtﬁﬁﬁ%mwﬁaﬁ'

ggge ST &

(3)@%@@?@@%@%&3%%%%@?3%@1&”

AR Yareit & qrer O Hear B

(4) STAB | (1), (2) 3R (3)

23.
organization :
(1) Business area
(2) Business segment , group or diversion
(3) Business scope '
(4) Diversified business

T [ Few & e & ouge 86 @ ysee kY B R Reg e g

YA T ST )
(1) =aa™ &= (2) TEEE ©T, g9 a1 As
() =TI A IYSTIST (4) &y =ZEam

94498/(C)

What are the elements that a mission statement of an organization should include ?

The term which is used to identify the major areas of business of a diversified

they ?

(1) Corporate strategy 2) Mark?;i)ng s(;r?;c)egy

3) Business strategy (4) Both (1) an
%ﬂmmagam%ﬁwwﬁmﬁl@ﬁwﬁ%ﬁaﬁaﬂﬁw
fpaT ST 21 3w E ?

(1) HERT TOFIT (2) frgor o

(3) FaEE H T @) T (1) 3 (2)

Which of the following is not the characteristics of a strategic business unit ?

(1) It serves a homogenous set of markets with a limited number of related technologies

(2) It serves a unique set of products
(3) It owns responsibility for its own profitability
(4) None of the above ’
ﬁwﬁﬁéﬁﬁﬁzﬁﬂwmwmaﬁﬁmﬂﬁ%?
(l)qsﬁ%ﬁ%lﬁﬁ’@ﬁﬁ@a%mﬁaﬁw%wamﬁaﬂwwat
YN BT 8 :
(2)%@@%@3@%%%@%
(3)%@@@%%@%%%%%
(4) SUIRH F F B AL
According to GE screening grid model , which strategy should a coTpany
it has high industry attractiveness and low business competitive pOSlthl'.l . B
(1) Invest/ growth (2) Selective investment / maintain position
est / divest (4) None of the above
%Hgﬁﬂ%m%wmm:ﬁﬁwwwwmaﬁq
mmwaﬁmmaﬁrﬁmwaﬁwzﬁmﬁan
(1) R/ I _ (2)awm€ﬁﬁ%ﬂ/ﬁaﬁrmr@i
(3) sRE /A (4) ITAH T | HIg TS

Which of the following will act as a corner stone in maintaining the competitiveness of

follow when

company ?
(1) Market focus
(2) Defining capabilities
(3) Relationships and organizational change
(4) None of the above
P.T. O.

94498/(C)




&9 § Hd Ham ? \
(1) 9IFTR X g9 Higq l

(2) ermerell Hr WRWING He=r
(3) Y SR FeITTd IRET
(4) SUIh F q B e

28. Which analysis compares the strengths and weaknesses of a firm against the
opportunities and threats in the external environment ?
(1) Environmental analysis
(2) Business analysis
(3) SWOT analysis [
(4) None of the above
ﬁawﬁwmwﬁmﬂﬁm@aﬁ%m@wiaﬁ,
T AR HHMRET & GoT Hear {
(1) qaiExer fJgssor
2) FNR gAYy |'
(3) @i fasdsor |
4) SRR ¥ § i w7 |

29. Which of the following is not included in the list of macro environmental variables ? i
(1) Prevailing economic conditions and political manifestors

(2) Changes in legislation and emerging new technologies
(3) Financial conditions and culture

(4) None of the above
T8 B R e ae R gl A e
(1) oTi¥h Reafy oI IR oREaRegt 3 Aspar
(2) BT H =G AR TF THAB BT I
(3) Tl Rafy ol depiay
(4) IWE F q HiF 71

30. What is the term used if management wants to audit the key management functions like
sales force, advertising or pricing ?

(1) Vertical audit
(2) Horizontal audit
(3) External audit
(4) None of the above . |

94498/(C)

[
ﬁﬂ%ﬁﬁﬁﬁ?ﬁﬁﬂﬁﬂ%ﬁﬁw@ﬁﬁ@ﬁ%¢m$ g weud fER @, fasmes A g

SRET-oTET HIAT T 8, a1

(1) afdma offise
2) SRS AT
3) s SAffse
(4) SURE H | B A
il is derived from the ........... word.
i '{ll;e ]Yaczs E e(r21;/eFrench (3) English (4) German
CJ = g § R @ B ’
%?ﬂaﬁﬁ () B (3) IiIsh (4) S

92. Retailer is a person who sells the goods in a ........... 5

(1) Large Quantities

(3) Both (1) & (2)

R Th ARG & S R ST B
(1) sigt Jm=

3) (1) AR (2) It

(2) Small Quantities
(4) None of these

(2) Bl HET

@) 38 | B e

33. The main objective of the management 1s ........... .

(1) Profitability

(3) Return on Investment

it BT GEA ST B e |
(1) SrHsIedr

(3) FaeT 9T aaEl

(2) Sales Growth
(4) All of these

) e 7 g
(4) 378 |

34. In retailing there is a direct interaction with ........... .

2) Customer (3) Wholesaler
(1) =T (2) UTSH (3) 2 =TI

35. Retailing creates ........... .
(1) Time Utility
(3) Ownership Utility

94498/(C)

(2) Place Utility
(4) All of these

(2) TN TR
(4) 79 90

(4) All of these

(4) 398 |+

9

Rrofr S wgE SEES BET B
T IYAWT HAT ST B ?

P.T.O.




36. ... activities performed by the retailers.
(1) Assortment of offerings
3) Extending Services
........... GE fobaredt arT #  wRffet |
(1) 31de1 &7 gq=
(3) qarstt =1 R

37. The term stakeholders which includes

(1) Stock Holders
(3) Suppliers

qEfy Raurst ¥ snfye

(1) € srsdg

(3) snyfetewat
38. ...

(1) Image

qicRRT Hyar 2

(1) sf

(2) Sales

(2) fer=Hr

(2) Holding Stock

(4) All of these

(2) Bfe=T wip
(4) 359 &t

(2) Consumers

(4) All of the above

(2) IYFRBT
(4) IUH 9=

(3) Profit

(3) @9

39. The functions of management start with .......... .

(1) Buying
ST & HRf .
(1) ==

(2) Planning

..... q gs 8 g

(2) T

(3) Organizing

(3) &1 AT

40. "Management is what a manager does" given by :

(1) Henry Fayol
(3) Dinkar Pagare

(2) F. W. Taylor
(4) None of these

U 98 ¥ St U seierp ey 27

(1) 8 O
(3) R9®HT T

41. Human resource management process consists of

(1) Recruitment

(2) Selection

represents how a retailer is perceived by consumers and others.

(4) None of these

m@ﬁ%maﬁr%ﬁww%,sﬂzm

@) =9 q =1 =&

(4) Supervisin g

(4) gEFqagor

(2) Tho s=Yo WX
@) T 4 FF &

(3) Training

A HETeS geeT ufkar F o ¥ |

(1) =it
94498/(C)

(2) Ta9

(4) All of these

4) 99 g«

candidates for job vacancies can be selected. .
(2) Advertisement

(4) Recruitment

(1) Selection
(3) Compensation

RpaT 1wt B
T pd el & e IElear”l &1 =99
TW VAREEILE
43, ........... gives the nature and requirements of specific ‘]0]:')8.-
: (1) Human resource planning (2) Job descriptions
(3) Job analysis (4) None o.f these
ffarse MepRAT BT THRT AR SFEIHATE AT B |
(I)W e AISTT (2) B4 BT faaoT
(3) Ap FedseT 4) T | B 7

I I . ] . 1 f » ] f .

(4) All of these
(3) Transfer

1) ...... it r Y & R
! (4) I9T<H |l

i i difficult in case of ........... :
i otential employees 1s more .
i gt)trzllctmgarl) Recruitment (2) External of Recruitment
ntern.
(3) Both (1) & (2) (4) None of these
g HiaREt @ ARG T "ES 7§ o Hed T

3) (1) 3R (2) a=T GEA

46 is the next step after recruiting the retail personnel.
(1) Supervision (2) Compensation (3) Training
Wmﬁ&iaﬁﬂ?ﬁ%wmm%lﬁ b
(1) q=igeoT (2) geTEs (3) ST =

94498/(C)

(4) Selection

11

ofpaT q
At & T A g B aenr o TR B B o

P.T.O.
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47.

48.

49,

50.

C

.o........ test measure a person's capacity or potential capability to learn and perform a

job.
(1) Aptitude test (2) Proficiency test
(3) Interest test (4) Personality test

........... Tefor U HRE W HEAT °7 &Hal B diem olR vEs™ I i el
P AT © |

(1) Tdiegs o= . (2) SO T

(3) BT T (&) =RpE ThqeoT

A traditional format that sell 20-80 percent of groceries and other consumable product
at discounted prices.

(1) Dollar store (2) Discounted stores

(3) Chain store (4) Off price store

% IR arEq S B Rawmd Sear X 20-80 wRe R B e ol
I JUARY IR T ¥

(1) X € R 2) TEpEis R

(3) T €K (4) 3% uBE €R

........... components allow the retailer to offer the employees safety and security.

(1) Fixed component : (2) Fringe benefit component

(3) Variable component (4) All of the above

........... Teh RIOX B PHARET B GRar AR G JaH F= H AFART 34 T
(1) Fi¥e a9 (2) BpST AT HEH

(3) =X =HSH (4) SUH /A

........... is the manner of providing a job environment that encourages employee's
accomplishment.

(1) Compensation (2) Supervision (3) Training (4) None of the above

........... oF AHN B TR UM B H GABT & ST FHAN B TR B
UrdTEd HIr § | }
(1) gaArErs (2) gdaErer (3) ST (4) SIH | | IS 7Bt

94498/(C)
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The factor leading to the growth of retailing is .............. ;

(1) Changing Consumer Trends (2) Technology

(3) Demographics (4) All of the above
.............. GEXT sl & e % R onrl s B

(1) SUARH T ¥ /o (2) SrEnrE

(3) SHHirEaS (4) SUURT A
Consumer buying process in retailing involves ---

(1) Need Recognition (2) Search for Information
(3) Evaluation of Retailers (4) All of the above

TR feEhl & Ioenr edis afkar § st @ ——

(1) 98+ 3 S/&Xd & (2) gEr & R @

(3) G fepharedl &1 gegish (4) SWG |

Atmosphere in retailing refers to ----

(1) The Weather Outside A Store

(2) The Ambience, Music, Color Scent In A Store
(3) Assortment of Products In The Store

(4) Display of Items In A Store

TR @i ¥ aigHsa @1 H@alia wxar & -
(1) § FIT IS T WK

(2) < ufEdE, ¥, HAX e 39 T €R
() ®R ¥ IRl B FEfiepIor

4) T ¥R ¥ gyl &1 qeeie

E-tailing refers to ----
(1) Sale of electronic items in a store ~ (2) Catalog shopping

(3) Music store (4) Retailing shopping using the inter
SR & e B

(1) ®R ¥ Wi omgew A Rl (2) g sderd

() =R R (4) $E BT ITANT BB AR HEAT

A multi - channel retailer sells merchandise .............. !
(1) Over The Telephone

(2) Through Personal Selling And Retail Store Only

(3) Over The internet

(4) Through More Than One Channel

P.T.O.




(1) TAHH WX
(2) daw AT @ oiR g1 € & Aregq 9

(3) e[ W
(4) Tk A9 g SRrs & A g

Retailing is a marketing function which

(1) Sells Products To Other Business

(2) Sells Products To A Company That Resells Them

(3) Sells Products To Final Consumers

(4) Sells Products For one's Own Use

e e o fueH s ®

(1) 3/ a9™ & [aQ I9& ST 8

(2) TH FHUAI H IEE =R & N IV B § & AT &
(3) oAfaw IuARRpRAT B IdE TgaT B

(4) P B @I P I P [T IJUIE ST B

The wheel of retailing explains the emergence of new retailing forms by :

(1) Retailers' Cycle Through Peaks Of High Cost Price And Troughs Of low - cost
Price

(2) Whole Sellers See Retailing Opportunity, Enter Retailing, Then Turn To
Wholesaling Again

(3) New Retailers Emerge , Grow , Mature And Decline

(4) Low Margin , Low Price Retailers Enter To Compete With Retailers Who Are
High Margin and High Price

R a1 gfear au RRET ®id & IE & ar d samn 8 -

(1) =T AP ged & Afedl & Jrad d G fEshareti & =% AR HH AFR
T T I '

2) R fbar R o 3G, RRRT a5f %Y, W ER@idET R § =g H

(3) g Read s, Ao, 7=k ds fams

@) %9 ARE, F9 HHa g Read Read & g aRegst w9 & [ sa
FXA & S I= AR IR I= T ©

All of the following are possible types of service that a retailer can offer except ---
(1) Self Service (2) Self Selection (3) Limited Service (4) All of the above

Frafafed a9 d¥a FR B qaT B S Th G [hal B BIgHT H&H BT

bl B ———

(1) &g Ia1 2) @& =T 3) fofes Qa1 (4) SR T

94498/(D)

10.

11.

The correct statement about chain stores is

(1) They Offer Economic Of Scale In Buying

(2) They Can Hire Good Managers

(3) They Integrate Wholesaling And Retailing Function
(4) They Centralize Function

o W & 9r F 9 HuE B

() 3 Tlie & @& o1 oTffs weaa 3 &

(2) 9 318 uuHt H FHUT X A ThA ¥

(3) 9 EIMARIT IR R B H wHpd HQ &
4) ¥ TR B FHHT B

Which of the following objectives is concerned with strategic marketing planning ?
(1) Day to day performance and results

(2) Over - all long term organizational growth

(3) Identifying the strengths and weaknesses of marketing department

(4) None of the above

frfafea & 9 S a1 IR oFifas e geer 9 gdee © 7

(1) Re-miaies & e ok aRemm

(2) SER - g efpiies HIeATD e

(3) TIgvE fAAFT @ IREAT SN HHASIIRAT HI Iea = ST

(4) SWH ¥ q FHE &

Which sources of advantage will be helpful for a firm to achieve positional advantage
over its competitors ?

(1) Superior skills (2) Superior resources

(3) Superior controls (4) All of the above (1), (2) and (3)

B B U W & BN |/ g S aEEEl ) Ruda @ o e &
qergs B ?
(1) o5 ST
(3) Feax =T

(2) S'axX GEEH
4) I9UE g9 (1), (2) X (3)

94498/(D) P.T.O.




12,

13.

14.

What are the elements that a mission statement of an organization should include ?

(1) Sets guidelines for business operations

(2) Identifies the reasons for existence of a company and its responsibilities the
stakeholders

(3) Identifies the firms customers and their needs and marches them with products and
services

(4) All of the above (1), (2) and (3)

J BN § T I B Wew & MW awer # it B9 =Ry ?

(1) =e9™ o & e RenEsr a3 #ar 8

(2) T DT B ARGE AR I PRl B BauRd & [T HREn @
g™ BT ©

(3) HAT B AEHI AT IAHI JEAIBA B TeAN HWT & AR I IWRI
AR qarelt & qrr A Har B

(4) I9H G+ (1), (2) R (3)

The term which is used to identify the major areas of business of a diversified
organization :

(1) Business area

(2) Business segment , group or diversion

(3) Business scope

(4) Diversified business

wp Ay e & FEam & 9" S8 B geEN Hid & [ B = #
SYART FHAT ST B

(1) =Eg™ 8=

(2) FaEE T3, §Ye A1 1918

(3) HEE™ B YIRS

4) fafay g™

Business composition is the term used while framing the following strategies What are
they ?

(1) Corporate strategy (2) Marketing strategy

(3) Business strategy (4) Both (1) and (2)

SIS O 98 8 © NEEr JErT FeAfiiad OiEl B g9 9
fpar ST B F FTE ?
(1) FARE IO

(3) FIET H I

(2) 9N oI
4) FF (1) 3 (2)

94498/(D)

15.

16.

17.

94498/(D)

Which of the following is not the characteristics of a strategic business unit ?

(1) It serves a homogenous set of markets with a limited number of related technologies

(2) It serves a unique set of products

(3) It owns responsibility for its own profitability

(4) None of the above

Frfiea 4 4S9 o 9mie FuR 36 B Al T8 ? ?

(1) o5 weftm SEnfifpal & difa dear $ 9™ 9 @ T §99eq e
TSN BT B

(2) I8 IWET H TH ST A A& Hal B

(3) 9% WH H ARl B e Rl $r A @

(4) SIp 9 § P &l

According to GE screening grid model , which strategy should a company follow when
it has high industry attractiveness and low business competitive position

(1) Invest/ growth

(2) Selective investment / maintain position

(3) Harvest / divest

(4) None of the above

S IEH U I=H IEAN AHET AR A FawE gt Refy €
(1) FEas / s

(2) ITATH® a9 / Rafa s9@ &

(3) sEE /fEaw

(4) SR<H 9 | B3 TE

Which of the following will act as a corner stone in maintaining the competitiveness of
company ?

(1) Market focus

(2) Defining capabilities

(3) Relationships and organizational change

(4) None of the above

FreifeRed # ® B HU @ wioegst B g9 3@ § U B @ geR &
9 ¥ R HIM ?

(1) TR 9% &9 hisd

(2) &FHeTAT i IR HIAT

(3) e AR HreATR Rad

(4) IRRG T § PS5 TEX

P.T.O.




18.

19.

20.

Which analysis compares the strengths and weaknesses of a firm against the
opportunities and threats in the external environment ?

(1) Environmental analysis

(2) Business analysis

(3) SWOT analysis

(4) None of the above

B G |y gl gaERer # el R Tl B Raaw uwm wH W
aeea SN FHHSNE! Bl AT BT B |

(1) qgiaxor fgsesor

(2) AR AgAwoT

(3) Wte fayoT

@) SRRe # § P T

Which of the following is not included in the list of macro environmental variables ?
(1) Prevailing economic conditions and political manifestors

(2) Changes in legislation and emerging new technologies

(3) Financial conditions and culture

(4) None of the above

FrefeRea & | B sl gafEaReT =) @ g K enit e 8 |

(1) onidien Refey &R oriler iidveaingl 1 el

(2) HIF d FSdE AR TF Tebeilehl Bl IAT

(3) i Rafa R Hepha

4) IUA<h | | Hig &

What is the term used if management wants to audit the key management functions like
sales force, advertising or pricing ?

(1) Vertical audit

(2) Horizontal audit

(3) External audit

(4) None of the above

gy weem Reht sw, fsmaw o g FeRer S8 osge sEue sEt @
AE-SIET HIAT areal B, @ Bhd o= o IIART 63T ST & 7

(1) afdsma e

(2) afoer oAffse

(3) Srsdl e

(@) STE F q B &

94498/(D)
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21. The word Retail is derived from the ........... word.
(1) Latin (2) French (3) English (4) German
LRI - = § o 4T B
(1) wfes (2) %A (3) AISH (4) s=
22. Retailer is a person who sells the goods in a ........... .
(1) Large Quantities (2) Small Quantities
(3) Both (1) & (2) (4) None of these
RITX o =&ae 8 ST 9WE S=ar B .
(1) g6 |9E:1 (2) Bl {1
(3) (1) 9K (2) IFf (4) 379 § =g &
23. The main objective of the management is ........... .
(1) Profitability (2) Sales Growth
(3) Return on Investment (4) All of these
ST BT P& T B oo |
(1) @rHsIEdn () = 7 gis
(3) FasT 9X T 4) 99 9i
24. In retailing there is a direct interaction with ........... )
(1) Producer (2) Customer (3) Wholesaler (4) All of these
CCRUTED B S & G A S eni B
(1) F=tar (2) aE®H (3) & AN (4) 379 ¥
25. Retailing creates ..... s
(1) Time Utility (2) Place Utility
(3) Ownership Utility (4) All of these
e e ... |
(1) 999 ISYAMPIT (2) &9 IYARET
(3) Tt IgAFAT (4) 99 &9
26. ... activities performed by the retailers.
(1) Assortment of offerings (2) Holding Stock
(3) Extending Services (4) All of these
........... gexr Rt arT 3 T TR )
(1) 37491 &1 THE (2) BIfeET €
(3) Harell & e (4) 9 99
94498/(D)
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27. The term stakeholders which includes ........... .
(1) Stock Holders (2) Consumers
(3) Suppliers (4) All of the above
gty fBauarat § afEa § ... |
(1) €% ersd (2) ITHRHI
(3) emgfimal (4) IUIRH A
28. ......... represents how a retailer is perceived by consumers and others.
(1) Image (2) Sales (3) Profit (4) None of these
........... SUARERR SR I TN 8RT T Re@x & A "W ST &, 3961
wiaffE HEr 81 .
(1) sf (2) femnt (3) @ 4) 574 | B3 T
29. The functions of management start with ........... .
(1) Buying (2) Planning (3) Organizing (4) Supervising
EELE foolicy) q g& B 2
(1) @l (2) AT (3) &1 SMERH ORCELN
30. "Management is what a manager does" given by :
(1) Henry Fayol (2) F. W. Taylor
(3) Dinkar Pagare (4) None of these
“OeYe 98 8 S U AeEH BT 37 |
(1) T8 AT (2) Tho o WX
(3) RResHY TR (4) 379 | g &
31. Human resource management process consists of ........... .
(1) Recruitment (2) Selection (3) Training (4) All of these
MG HEEe gdee afkar 7 it € o |
(1) st (2) =3I (3) T (4) 38 &+
32. ... is the process of seeking and attracting a pool of people from which qualified
candidates for job vacancies can be selected.
(1) Selection (2) Advertisement
(3) Compensation (4) Recruitment
........... AR & U UH g9 P qART AR TR HA @ Ahar & e 9§
arg & ARl RRAGT & g SeficaRt & 99+ fear ST oa@ar 31
1) T3+ PAREEILE]
(3) gaEs (4) ¥
94498/(D)

34.

35.

36.

37.

........... gives the nature and requirements of specific jobs.

(1) Human resource planning (2) Job descriptions
(3) Job analysis (4) None of these
........... fafare GERAT 7 g IR SEegHand 34T B
(1) A™E HEEE GIST (2) B 1 faEor
R CaUNEERL (4) 7% § B T

........... is a kind of internal sources of recruitment.

(1) Promotion (2) Employee recommendation
(3) Transfer (4) All of these

........... ST 1 T FHR &I IARD G 2 |

(1) &Y (2) Tl @ RAwIRe

(3) TIFIERET (4) IUIH TN

Attracting potential employees is more difficult in case of ........... :

(1) Internal Recruitment (2) External of Recruitment
(3) Both (1) & (2) (4) None of these

AT HHAAT DT ARG HAT AR H 3R Hiod © :
(1) AIRES Al (2) =<t & "Eh

3) (1) X (2) At @) 39 § #HF T

........... is the next step after recruiting the retail personnel.
(1) Supervision (2) Compensation (3) Training
T HEAT HI I B T% ST HIH © |

OREEEM (2) AT (3) 2T

........... test measure a person's capacity or potential capability to learn and perform a
job.

(1) Aptitude test (2) Proficiency test

(3) Interest test (4) Personality test

........... TOoT U RGBT FHAGT IT AT B WA WX w89 HE Hoamar
B AT 2

(4) Selection

4) =TI+

(1) Tdieys = (2) sETaT 9
(3) sf gdiaror (4) =aRhE T
94498/(D) P.T.O.
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and other consumable product

10
80 percent of groceries

38. A traditional format that sell 20-

at discounted prices.
1) Dollar store
3) Chain store

2) Discounted stores
(4) Off price store
ﬁsﬁzrrq’cﬁa‘%mﬁqtzo-so mﬁmaﬂﬁaﬁr

wh gred S
o JaHeY SR =
(1) St € () FEss €X
3) = L3R @) AH IS wR
309, ..o components allow the retailer to offer the employees safety and security.
~ (2) Fringe benefit component

(1) Fixed component
3 Variable component 4) Al of the above
' mﬁaﬁﬁaﬁrwﬁiwwﬁaﬁaﬁqﬁﬁ%\

L e e FRET B i
(1) a9 2) e @A T
(3) WX I=H (4) SUIRD g3kl
5 B0, oo is the manner of providing 2 job environment that encourages employee's
accomplishment-
‘ ¢} Compensation (2) Supervision (3) Training (4) None of the above
........... s AD %q@ﬁmmmm%ﬁmﬁaﬁmzﬁ
sl ieasl B
(1) geTEst (2) T (3) T @ S o & B
a41. Store security relates to -
) Merchandise Security

48] Personal Security
(3) Both (1) & (2)

(4) None of these

p——
1) =RFE g 2) Ta gE
3) (1)3?|T(2)?ﬁ"3\T (4)5'@?%@\%#&
42. Formof payment which a retailer may accept is .ooreeeeess '
(1) Cash Only (2) Cash & Credit Cards
(3) Cash & Debit Cards (4) All of these |
e G A g R T g B, AN
(1) B TR @) ﬁﬂﬁﬁﬁﬁ?ﬁ’ﬂaﬂ%‘
3) sws AR S w1 (4) SALD

43. Man
y retaile]_'s havC . .
1 improved their ~
23; Eomputel'ization ' operat(l;n productivity through. ...
Ehé g(;u;r(l) & (2) (4; gl;ts()urcing avesonsenses .
GETNic . n
(1) FHrge oy AU TR STIEEhar ;ofthese !
Dmegteen @ o L
G) V) xR @) 3= s uR f5ar 2
¥ B T8

44. The co
mplllerizBd Ch. .
(1) Lar ; eck out is used by ...
(3; MR e
11 Retailers §4; Small Retailers
< il?ﬁ 5 All of th
SI3e BT I9ANT ReEd ERT ese %

(1) ==
b I3 Rewd (2) Bl Read
45. With th — i m
e help of -
a retai ays
etailer pays an outsider party to undertak
e one or more of i
ts

operating functions
(1) Outsourci .
sourcing
(3) Computerization (2) Credit Management
(4) None of th
ese

_______ P
Frat ush R

( ) . ( ) ]
6- e ( )
sssnnsnens h . i
by Ons.

g) R‘iSk management
) Financial management g) Credit management
) All of thes
e

.............. e FEEheTedl I Hehe
%l ReIRET &1 qEET ST ¥ 7Eg Har
|

(1) e w=e+ S
(3) fa<iT wEuA (2)23@' .
47. .. is | . "
...... is a key task for both large & small reta;
ailers,

(1) Risk mana
gement
(3) Inventory management Ei; Crisis management
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48. ---—-- - helps the retailers to complete the tasks within the short period of time.
(1) Computerization
(2) Outsourcing
(3) Both (1) & (2)
(4) None of these
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49, - is a warning to potential thieves and muggers.
(1) Insurance (2) Security guards
(3) Outsourcing (4) Credit management
e g AR AT WRY & RIT o SaEE 2
(1) == (2) ge& TS
(3) STIEAIMRT 4) Bfee FeieA

50. Insurance againsl............ is more important due to government rules.
(1) Environmental Risk

(2) Production Risk
(3) Both (1) & (2)
(4) None of these
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Subject KeloL W a

Set -
ANSWER — KEY, |
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f 2 3 4 5 6 1 8 g 10
7 (4] (2] (2] 4] (3] [p] 3] 4] L&) |
11 12 13 14 15 16 1r 18 19 l,J.zo |
T4 2 14y (&) 7 [1] [B] Le) L4
2 22 23 24 25 26 47 .28 20 30
2] 14] 14l 14 Bl [ 1] 12 3
4 32 33 34 35 36 37 38 39 40
L1142 4] 4142 21
1 42 43 44 45 A6 47 48 48 50
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