
wholesales, the company sells around 60 million pairs 

of shoes annually. Bata India has two major channel 

of distributing their products to customers—a wholesales 

channel and a retail channel. The Bata chain store 

format had its own credo. At present there are five 

major categories of stores in the Bata chain store retail 

format. Bata pioneered the concept of show window 

displays in India with a style that was unique to the 

company. Though Bata often faces tough manpower 

challenges. The sales persons and managers are trained 

in selling footwear. The Exclusive 'Bata' brand of 

Bata retail store is the differentiating factor for customers 

for a very long time. In 2010, its net profit rose 42% 

year-on-year to 95 crores. According to recent report 

Bata is planning to open 70-100 stores every year. It 

is also found that the company has recently started 

selling its merchandise online. 

(A) Analyse the case. 	 3 

(B) Did the company do the right thing by extending 

the Bata brand to the wholesale channel ? Comment 

your views. 	 4 

(C) What would you suggest to improve Bata 

India Limited with differentiation and pricing 
strategy ? 	 7 

AP-308 

M.B.A. (Semester-IV) Examination 

RETAIL MARKETING 

Paper—MBA/4204/SM 

Time—Three Hours] 	 [Maximum Marks-70 

Note :— (1) Attempt All questions. 

(2) Figures to the right indicate marks. 

SECTION—A 

1. (a) "Retail is not only the final stage of any economic 

development but it also shapes, and is shaped by 

our way of life." Explain. 14 

OR 

(b) What do you mean by retail, retailing and retail 

marketing ? Discuss various types of retailing 

with suitable example. 14 

SECTION—B 

What are the various functional areas in retailing ? 

7 

Indian consumers prefer food with local taste, 

while International food retailers (Like McDonalds, 

Dominose, Pizza Huts, KFC etc.) are quite rigid 

in their product taste. They do offer Indian food 
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in their food retail outlet. Under this circumstances, 
what steps could be taken by International 
Companies to influence consumer buying 
behaviour to ensure its future market penetration 
in India. 7 

OR 

(c) Explain segmentation with the reference to retail 
marketing. 	 7 

(d) "Croma" is the retail chain selling furniture in 
the Indian Market. They are facing the problem 
in selling their premium brands. As a marketing 
expert, identify the factors that affect buying 
behaviour of consumers while selecting furnitures. 

7 

3. (a) What factors will you consider while looking for 
interior and exteriors of stores ? 	 7 

(b) "In modern retailing, attaining leadership and 
building retail image mix in the mind of customers 
requires a great deal of skills and planning." 
Suggest key factors that required to capture the 
attention of customers for D-Mart. 7 

OR 

Discuss the factors affecting store layout. 
Most of large retail outlets are strategically located 
in crowded areas where parking is major issue. 
In such cases how and what measures do you 
think the Retail outlet should adopt to attract 
customers who may turn away due to their inability 

to handle the traffic and parking woes ? 	7 

4. (a) Discuss the concept of personal selling in retail. 
7 

(b) Exam, elections and cricket affect the retail 

business to a great extent in India when they hit 

the scene together. No doubt, all bring big business 

for many sectors but for the food and beverages 

retail industry, they spell low footfalls and sharp 

decline in sales. As an expert, first identify the 

reasons behind declining the food sales and second 

suggest some sales promotion activities for food 

and beverages retailer to attract customer at a 

time of exams, elections and cricket. 7 

OR 

(c) Explain the steps in planning retail communication. 
7 

(d) Media selection in advertisement for local retailer 

involves finding the most cost-effective media to 

deliver the desired number of customers to the 

target audience. Suggest cost effective media 

vehicles for local and small retailer. 	7 

SECTION—C 

5. Bata India Limited revolutionised footwear selling in 

India. Bata India today has more than 1500 retail outlets 

spanning the entire length and breadth of the country. 

It has 26 wholesales depots, serving more than 500 

(c) 

(d) 

7 
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