50, will be treated as malpractice.

compulsorily draw diagonal cross lines on the remaining blank pages.

2. Any revealing of identification, appeal to evaluator and /or equations written eg, 42+8

Important Note : 1. On completing your answers,

\/\\ g
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Time: 3 hrs
4swer any Four questtonsfrom Q.No. 1 to IQWO 7
1 a (02 Marks)
b. (06 Marks)
C. (08 Marks)
2 a. Whatis Retail Audit? N (02 Marks)
b. Write a note on characteristics of\retaglmg (06 Marks)
c. Describe the different types of retail locations. (08 Marks)
\’ N \/ / 73
3 a. Whatdo you mean by Multlchannel‘rp a,i ng (02 Marks)
b. What are the various visual Merchandlsmg (06 Marks)
c. Explain the various types of retail layouts. & (08 Marks)
~ ’\r\(\ :

4 a. What is Coding system? (02 Marks)
b. What are the respon51b111tles of Store (06 Marks)
C. (08 Marks)
5 a (02 Marks)
b. (06 Marks)
¢. Describe the theories of Reta ' (08 Marks)
6 a. What are the principles’ Qf Store Design? (02 Marks)
b. What are the factors 1nﬂuencmg retail Business in India? (06 Marks)
"‘Bu ing decision process and its implicatio (08 Marks)
7 \Managemenﬂ (02 Marks)
s and Interiors factors? How does it mﬂuence Des gn decision in
Q (06 Marks)
Explam the arcas of Retail Research (08 Marks)

8 CASE STUDY Compulsogy ) :

Retal :ﬁ‘roﬁtablllty is steadily moving away from “Commodities to Customer”. Thls ‘trend

will deﬁne tomorrows business is a way that will fundamentally change the apparel busunsa )

Successful apparel business will no longer be over that generate large footfalls, have' go

service and great merchandising these features will be industry standards that everyone ‘will
follow. Competitive advantage will be provided by leveraging the biggest asset of all the
customer. Fashion houses and retailers will be able to build a two — way relationship with

customers that create strong switching costs.
1of2
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Ihe traditional response to retailing customers has been to go in for year, round,, ales or
spe01a1 offerS\ But tomorrow’s customers — driven economy will necessitate differentiating your
business< f{cm everybody else in a fundamentally unique way. First as store of organized
retailers become, increasingly similar, consumers feel a greater need for 1 contact and
individual cusi :er, service. Second, the increasing social emphasis on the 1nd1vidual requires
special solutio ga Ored to meet individual needs to desires.

The Indian app market is no longer a mass market that a, Company can serve in a
standard way. This ncreasmgly get over and fragmented with customers demanding that
they be treated as 1nd duals and provided with the appropriate assnstance before a sale, during
a sale and after words."This trend has super cessions for all acces: the marketing mix of retail
companres — whether this be 1nd1v1dual offers, customized conﬁguratron of products or specific
help series and support ﬁ ,Vpurchase Finally, at a timé( en retarllng is getting more
competitive retailers have totuse” next analysis methods, Such\ds data mining to exploit the
advantages offered by precrse‘ be
used to regain the knowledge about customers that will ge IOst in the tremendous expansmns of
local regional national retailer group Inzthe final analysi
term company loyalty of those customers they know .and to use their knowledge of these
customer’s interests to further improve %;r Compan ~re1atronsh1p with them.

Questions :

a. Who are my Customers? (04 Marks)
b. What are their requirements? , (04 Marks)
c. How can fashion retailers offer satrsfaetr n? AL (04 Marks)
d. Why New technologies are necessary nretail? (04 Marks)
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