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Candidates are required to give their answers in their own words

as far as practicable.

õ∂±ôLø˘ø‡Ó¬ ¸—‡…±&ø˘ ¬Û”Ì«˜±Ú øÚÀ«˙fl¬/

Module – I

(Retail Management)

(Marks : 40)

Œ˚-Œfl¬±ÀÚ± ‰¬±ı˛øÈ¬ √õ∂Àùüı˛ Î¬◊Mı˛ ±›/

1/ ïfl¬ó ‡≈‰¬ı˛± ı…ı¸±˚˛œÀı˛ fl¬±˚«fl¬˘±¬Û&ø˘ fl¬œ fl¬œ∑

ï‡ó ˆ¬±ı˛Ó¬ıÀ¯« ¸—·øÍ¬Ó¬ › ’¸—·øÍ¬Ó¬ ‡≈‰¬ı˛± øı¬ÛÌÚ ¸•ÛÀfl«¬ ı…±‡…± fl¬Àı˛±/ 5+5

2/ ŒSêÓ¬±-¸•Ûfl«¬ ı…ı¶ö±¬ÛÚ± ı˘ÀÓ¬ fl¬œ Œı±ÀÁ¬±∑ ŒSêÓ¬±-¸•Ûfl«¬ ı…ı¶ö±¬ÛÚ±ı̨ Œõ∂øé¬ÀÓ¬ ŒSêÓ¬±-¬Ûøı̨À¯ı± Ò±ı̨Ì±øÈ¬ ı…±‡…± fl¬Àı̨±/ 5+5

3/ ïfl¬ó ‡≈‰¬ı˛± ı…ı¸±˚˛ ÚÚœ ŒÓ¬±˘± ±˜ øÚÒ«±ı˛ÀÌı˛ ¬ÛX¬øÓ¬ ı…±‡…± fl¬Àı˛±/

ï‡ó ‡≈‰¬ı˛± øıSêÀ˚˛ı˛ &èQ ı…±‡…± fl¬Àı˛±/ 10

4/ ˆ¬±ı˛Ó¬ıÀ¯« ıÓ«¬˜±Ú Ó¬œıË õ∂øÓ¬À˚±ø·Ó¬±ı˛ ı±Ê±Àı˛ ‡≈‰¬ı˛± øı¬ÛÌÚ øÈ¬Àfl¬ Ô±fl¬±ı˛ ¬ÛÀé¬ ˚≈øMê Œ‡±›/ 10

5/ ¤fl¬ õ∂Ì±˘œøˆ¬øMfl¬ ‡≈‰¬ı˛± øı¬ÛÌÚ › ıU õ∂Ì±˘œøˆ¬øMfl¬ ‡≈‰¬ı˛± øı¬ÛÌÀÚı˛ ˜ÀÒ… ¤fl¬øÈ¬ Ó≈¬˘Ú±˜”˘fl¬ ’±À˘±‰¬Ú± fl¬Àı˛±/ 10

6/ ‡≈‰¬ı˛± ı…±ı¸±ı˛ ±˜ øÚÒ«±ı˛ÌÀfl¬ õ∂ˆ¬±øıÓ¬ fl¬Àı˛ ¤˜Ú øı¯˚˛&ø˘ ¸•ÛÀfl«¬ ¤fl¬øÈ¬ ı…±‡…±˜”˘fl¬ È¬œfl¬± Œ˘À‡±/ 10

7/ ‡≈‰¬ı˛± ı…ı¸±˚˛ øıøˆ¬iß Î¬◊¬Û±±ÀÚı˛ ø˜|Ì øı¯˚˛øÈ¬ ’±À˘±‰¬Ú± fl¬Àı˛±/ 10

8/ ïfl¬ó ‡≈‰¬ı˛± ı…ı¸±À˚˛ı˛ fl¬±Í¬±À˜±ı˛ Î¬◊¬Ûı˛ ¤fl¬øÈ¬ øıÀ˙v¯Ì±Rfl¬ ’±À˘±‰¬Ú± fl¬Àı˛±/

ï‡ó ï’ó ‡≈‰¬ı˛± ı…ı¸±À˚˛ ŒÙ¬øı˛›˘±ı˛ ¸—:± ±›/

ï’±ó øıÀ˙¯Q øı¬ÛøÌı˛ ¸—:± ±›/ 5+ï2q+2qó

Module – II

(Marketing of Services)

(Marks : 40)

Œ˚-Œfl¬±ÀÚ± ‰¬±ı˛øÈ¬ √õ∂Àùüı˛ Î¬◊Mı˛ ±›/

9/ ïfl¬ó ¬Ûøı˛À¯ı± øı¬ÛÌÀÚ õ∂Ó¬…é¬ Î¬◊¬Ûø¶öøÓ¬ı˛ øı¯˚˛øÈ¬ ¸—Àé¬À¬Û ı…±‡…± fl¬Àı˛±/

ï‡ó ¬Ûøı˛À¯ı± &Ì˜±Ú › ŒSêÓ¬±-Ó‘¬ølı˛ ˜ÀÒ… Ó≈¬ø˜ fl¬œˆ¬±Àı ¸•Ûfl«¬ ¶ö±¬ÛÚ fl¬ı˛Àı∑ 5+5
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10/ ’±øÔ«fl¬ ¬Ûøı˛À¯ı± ı˘ÀÓ¬ fl¬œ Œı±Á¬±˚˛∑ ‰¬±ı˛øÈ¬ ’±øÔ«fl¬ ¬Ûøı˛À¯ı±ı˛ Î¬◊À{°‡ fl¬Àı˛±/ ˆ¬±ı˛Ó¬ıÀ¯« ’±øÔ«fl¬ ¬Ûøı˛À¯ı±ı˛ ’¢∂·øÓ¬ ¸•ÛÀfl«¬
’±À˘±‰¬Ú± fl¬Àı˛±/ 2+2+6

11/ ïfl¬ó ¬Ûøı˛À¯ı±ı˛ ’¸˜À·±Sœ˚˛Ó¬± ı± øıøˆ¬ißÓ¬± ı˘ÀÓ¬ fl¬œ Œı±ÀÁ¬±∑

ï‡ó ¬Ûøı˛À¯ı± ¬ÛÌ… Ò±ı˛Ì±øÈ¬ øıı‘Ó¬ fl¬Àı˛±/

ï·ó ¬Ûøı˛À¯ı± ŒSêÓ¬±ı˛ ¸—:± ±›/

ï‚ó õ∂‰¬ø˘Ó¬ › ’±Ò≈øÚfl¬ ¬Ûøı˛À¯ı±ı˛ õ∂ÀÓ¬…fl¬øÈ¬ ŒÔÀfl¬ ≈øÈ¬ fl¬Àı˛ Î¬◊±˝ı˛Ì ±›/ 2q×4

12/ ˆ¬±ı˛Ó¬ıÀ¯« ¶§±¶ö… ¬Ûøı˛À¯ı± ¸•ÛÀfl«¬ ¤fl¬øÈ¬ ı…±‡…±˜”˘fl¬ È¬œfl¬± Œ˘À‡±/ 10

13/ ¬Ûøı˛À¯ı± øı¬ÛÌÀÚ õ∂¸±ı˛ ø˜|ÀÌı˛ øıøˆ¬iß Î¬◊¬Û±±Ú ¸•ÛÀfl«¬ ’±À˘±‰¬Ú± fl¬Àı˛±/ 10

14/ ïfl¬ó ¬Ûøı˛À¯ı± øı¬ÛÌÀÚ ˜”˘…øˆ¬øMfl¬ ±˜ øÚÒ«±ı˛ÀÌı˛ ¸—:± ±›/

ï‡ó ˆ¬±ı˛Ó¬ıÀ¯« ¬Ûøı˛À¯ı± øı¬ÛÌÀÚı˛ ’¢∂·øÓ¬ ı…±‡…± fl¬Àı˛±/ 5+5

15/ ïfl¬ó øı¬ÛÌÚfl¬±ı˛œı˛ ¸˝Ê˘ˆ¬… øıøˆ¬iß Òı˛ÀÚı˛ ¬Ûøı˛À¯ı±ı˛ Ò±ı˛Ì± ±›/

ï‡ó ¬ÛÌ… › ¬Ûøı˛À¯ı±ı˛ Δıø˙©Ü… ¸•Ûøfl«¬Ó¬ fl¬œ fl¬œ Ó≈¬˘Ú±˜”˘fl¬ ¬Û±Ô«fl¬… ı˛À˚˛ÀÂ Ó¬± ı…±‡…± fl¬Àı˛±/ 5+5

16/ ˆ¬±ı˛Ó¬ıÀ¯« ¬Ûøı˛À¯ı± øı¬ÛÌÀÚ ˜Ò…¶§QÀˆ¬±·œÀı˛ ˆ”¬ø˜fl¬± ı…±‡…± fl¬Àı˛±/ 10

[English Version]

The figures in the margin indicate full marks.

Module – I

(Retail Management)

(Marks : 40)

Answer any four questions.

1. (a) What are the functions performed by retailors?

(b) Explain organised and unorganised retailing in India. 5+5

2. What is customer-relationship management? Explain the concept of customer service in ‘customer relatioship

management’? 5+5

3. (a) Explain skimming pricing method in retailing.

(b) Elucidate the importance of retail trade. 10

4. Show reasons for survival of retailing in this highly competitive market in India. 10

5. Make a comparative discussion between Single-channel retailing and Multi-channel retailing. 10

6. Write an explanatory note on factors influencing pricing decisions in retailing. 10

7. Discuss about the promotional mix in retailing. 10
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8. (a) Give an explanatory note on Retail format.

(b) (i) Define peddlers in retailing.

(ii) What are speciality stores? 5+(2½+2½)

Module – II

(Marketing of Services)

(Marks : 40)

Answer any four questions.

9. (a) Give a brief explanation of physical evidence in service marketing.

(b) How would you establish relationship between service availability and customer satisfaction. 5+5

10. What are Financial Services? Mention 4 (four) financial services. Discuss the growth of financial services

in India. 2+2+6

11. (a) What is Heterogeneity of services?

(b) Define service product.

(c) Define service customer.

(d) Mention two services each from traditional and modern services. 2½×4

12. Write an explanatory note on Healthcare services in India. 10

13. Discuss the different elements of promotional mix in marketing of services. 10

14. (a) Define ‘value based pricing’ in service marketing.

(b) Explain the growth of service marketing in India. 5+5

15. (a) Give an idea of different types of services easily available to a marketer.

(b) Briefly discuss the distinctive characteristics of services when compared to goods. 5+5

16. Discuss the roles of intermediaries in service marketing. 10


