50, will be treated as malpractice.

Impognt Note : 1. On completing your answers, compulsorily draw diagonal cross lines on the remaining blank pages.
T ’: 2. Any revealing of identification, appeal to evaluator and /or equations written eg, 42+8
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Sales and Retail Management
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b. What are the various sellmg and b@ﬂg St

a.

. What are the major respon%i{}&l,ities of a sales
Explain the steps taken in the ﬁﬁgitment and% ection of sales force.

Note: 1. Answer any THREE questions from Q.No. I to Q.No. 6.

4 2. Question No. 7 and 8 are compulsory.

“What*do you understand by sales territory?

Bneﬂy‘;cxplam the nature of motivation.

What 1&%9@1pensat10n‘7 What are the various types of compensatlon‘?

‘!;.

What is Retaxf?“
Explain the mefhod,& of setting sales quota.
Bring out the 1mpo§tg,nt qualities of a sales manager.

What is meant by Merchandising? P
xgrag'er?

Mention the various types of selling
S‘?

ey

o

What is meant by a Departgagnt gtore”

. Explam briefly the reta11 p;jcm g strategies.

......

. Explain the @hous types of retail formats. What are their umque faatures‘?

f«,f*‘

Max. Marks,:lQQf’

(03 Marks)
(07 Marks)
(10 Marks)

(83 Marks)
{07 Marks)
{10 Marks)

(03 Marks)
(07 Marks)
(10 Marks)

(05 Marks)
(05 Marks)
(10 Marks)

(05 Marks)
(05 Marks)
(10 Marks)

(10 Marks)
(10 Marks)

Does buymg behavior depend on the personality of the individual dmng,the buying or the

ong doing the selling?

{05 Marks)

b. eHbW does a retailer recover losses when a customer defaults in payment? Décs he make up

'f;;;
-+ d. Where would you like to purchase certain goods like groceries, vegetables, pens etc — from

;or it by increasing his prices to other customers?
How can a sales person succeed in his profession?

the road side vendor or a regular shop? Give reasons.

CASE STUDY :

The Global Retailing Scene

{05 Marks)
(05 Marks)

(05 Marks)

The retail globally is well organized and in most countries is controlled by major
companies. It is estimated that the global business in retail is worth US $ 6.6 trillion, most of

which in the developed world is organized retail. In the developing countries retail trade is
mostly unorganized.
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The size of the retail market varies from $ 2325 billion in the US to $ 180 billion in India. Of
this, the share of organized retail is 85% in the US and about 5% in India. China has 20% and
Taiwan 80%.

The retail sector is considered as part of the service sector and in countries where organized
retail is strong, the contribution of the service sector to the GDP is very high. At the same time,

- the employment potential of the retail sector is very high. (It is estimated that 2 milkion retail
~ ouytlets in the US employ about 22 million people). One can deduce from this the rele played by

the retail sector in the growth of any economy of any country. Globally orgdhized retail is
becoming powerful over its suppliers, and producers of goods are taking actions, to protect their

turf. . s P
g o
Questions *
a. Can large retaiiﬁ%ms become distributors for FMCG comqggries? (05 Marks)
b. How can a store eaiar,ge its trading area? (05 Marks)
¢. What are some of thegmltlatlves which have been takcnm reta:l for rural markets?
,QJ = R (05 Marks)

d. What are the factors to be eqnmdered for effectwe management of retail chain? (05 Marks)
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