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Tinle : Ttuee Hoursl [Maximuu Marks ; 70

Note :-(l) Altcmpt ALL qucstions.

(2) t*igures to the right indicate marks.

SECTION_A

l, (a) Explicate in dctail about the concapt of Retailing and Retail Markcting. Lxplain various Fpes
ofRetail fomals with suitablc exarnples. l1

OR

(b) Elucidate the Indian rctail scenario vs Globalretail scen:tio. Discuss thc impact of economic
and sociological changes on the evolulion ofRetail format. 1,1

SECTION-B

2. (a) Ijxplah the Consumcr Retail buying behavioLf process. 7

(b) Marketing ofethnic wear is an accepted and profitable practice in Irdia's Retail lndustry.
Ilrhnicity is no( routinely ignored by tle markctcrs but considering the size and spcnding
power ofdiffcrent ethnic segments, remarkably litlle ellort is made to target each culturc
discretely. Commcnt on the Retail marketing stralegy according to cultural segmenlalion.

7

OR

(c) Blucidate the Retail Marketing Mix and bricfabout its inrportance ir Rctailing. 1

(d) Hharat l'ctroleum has pionecrcd the concept ofconvcnience Stores at sclected pelrol pumps,

thal operate under the name, "Bazaars". 'lhesc 'Beuaars' provide a wide range oI conveniencc
itcms arrd fast lood to customers iD a clcan. air conditioned and lricndly environmcnt.
Aralysc such positioning in Retiril MarketinE. 7

3. (a) Rring out the steps for Retail Communication Pliuuing. 'l

(t) "CuingAbout You!", lt is lrot an acronynm thal only Vendors are cxcilcd about these days.

Customcr relationship marragcment is being dissovered by Indian Banks, Telecoms and

FMCG oompanies as wcll as mamufacturing hnns rvho are deriving bcnciits by using packaged

solutions. In context of the above discussiotr commcnt on importance ofcustomer relationship
managcment to Commercial Banks. 1

OR

(c) Briefly discuss the Retail Communication Mix. 7

(d) F'ilm Comedian Paresh Rawal may not havc got it liee, but Domino's Pizza has given arvay

about 45000 free Pizzas because il could not mcct the 30 minulc delivery promise. l)cspil
thc give Aways, sincc the time the Ad \\'ent on Air, the compan) has been growing at a

fast clip by posting 40% morlh on month gro\th in Pizza sales. Critically cvaluate effectiveness

olAdverlising Campaign ofDomino's Ad. '7
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l (a)

(b)

(c)

(d)

SECTIOj- C

Flxplain the slrategic Retail Planning Process. 7

Descibc the differenriatioD sualegies in Relail. 7

ott
Explicate : Electronic Palment System ir1 detail. 7

Explain the role and imponancc oflnformation lbchnology Solutions jn lletail Busincss. 7

SECTION-I)

K-han l\4arket. gentcel market il the hcart of Dellx, has tumed inlo India's Uostliesl Tracl ofhigh-
street relail. At Rs. 220 per sq li., Crossroads in Mumbai comcs a poor sccond. The rate ol the
anchoring front shops in I(harr \{f,rket has alreadl" touched Rs. 400 per sc1 ft. and may go up
more in future. The average shop spaceis small q'ell under 1000 sqft. -yetlanlordscan
easily take lLomc a lakh and a halt'.

Ilur this is nowherc in comparrson to global main strect rentals. Irifth Avenue and llast 57rr' Slrcct
in N{anhaftan sharc the first Flacc ar lhe \\'orld's mosl cxpensive Relail location as per the lasl
ycar's edition of "Main Street across the $orld", that is $ 700 per sq ft.

lhe basic cause wh1 rents are in(:rc.sing is lhe [ansibrmation olthis rcgular prol,isions and

scnices ma:ket inlo lifestr'le deslinations. Khan Market uas built to sen'icc the bureaucmts and

polilicians rvho lire around it. So tnerc \\ere Iresh produce stores. repair shops, regular grooerics,

clothing Mcrchants the odd bookstores, a music store, a crockery shop, a toy shop etc. lhc
avcrage consumers \i!ere either the l)iplomat. Burcaucrat. La\iler or Politician.

Post liberalir.alion the change was 1'rlst noticed. l-h,i consumer base grcu lo include long sta),ing
foreigners who chose to Jive in the upscale, Amrila Shergill Nlarg, Golf links and.lorBagh. Khan
Markel \r'as also successlul in allrucli,'rg the lashion fratemill and Lrp\\'ardlr mohile rich youn-s

teens and young call centre ernpl,rl'ces u'ith loads of time to hang about during the day.

(a) r\nalysc the case and explain lhc Ope ol-Relail location discusscd in the above case stud).
'7

(b) Ilxplarn in dctail the location bascd Retail slrategies fbr such Retail trlarkets. '7
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