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1. QuestionWhich one of the following is NOT a form of direct marketing? J&i@ ¥t Ivrd 4
ForqumT T AR

a. Aa. catalogue retailing Fe@in Refom b. Bb. telemarketing. ST
c. Ce. personal selling Safaen fasht d. Dd. direct mail ¥€ A&

2. QuestionThe major reason people give for not shopping on the Internetis___. Si& $eteaR @l
ARG T FRO .

a. Aa) Lack of “touch” 37) “TRl” 7&ar b. Bb) Security concerns =) TE&T TAET

¢. Ce) Too difcult %) T4 ®l=h d. Dd) Unfamiliar merchants ) rqRfera smart

.3. QuestionThe difference between retail and cost is called: foraies fEhmeitar emfor fdmeiie e -—mmmmemmn

RO
a. Aa. profit 31. & b. Bb. markdown =i, AThETST

c. Cc. income Ht. 399 d. Dd. markup €. ARaT

4. QuestionExpenses that beneft the entire store are called: ¥quf TrIT=aT We SrHoedl @Y 31
TEES W

a. Aa. controllable 21. =T b. Bb. direct &t. €

c. Cc. indirect . 37weasl d. Dd. Margin results 1. AT e

5. QﬁesﬁoiiConsumers who browse and/or purchase in more than one channel are knownas__.
T 1T g e TR e WU SI5@ Saw.

a. Aa) cosmopolitan fSrgwEeh b. Bb) Multi-channel shoppers Aeel S7@ WG
¢. Cc) multi-taskers =g-2T&h d. Dd) Market mavens Hishe H

6. QuestionIn which of the following retailers are salespeople ready to assist in every phase of the
locate-compare-select process? EIeeh! TN Vel AH-GorTl- (a8 W= el SUTd fhiehiss
T TR SR TaR ST

a. Aa. self-service. 1. @: 9. b. Bb. self-selection. sit. @ =t fias.

¢. Ce. limited service. &, Faifed & d. Dd. full service. €t qof 4.

7. QuestionThe fastest growing segment of retailing is . Tortenies forshtan v areomRT farsmT
S A

a. Aa. nonstore retailing 31. ATEreR fefdn b. Bb. warehouse stores =i, FIoR ©IsT

c. Ce. hypermarkets H. gTARE d. Dd. Category killers 2. Sioft ARasd

8. QuestionA retailer’s is the key to its ability to attract customers. foaie s
T Tee A RuAreT g Tofhee! e

2. Aa. location. 31. ®IM. b. Bb. pricing system. &t fee womet.,

c. Ce. promotion system. &t ST womel. d. Dd. Store personnel. &I, €IeR FHANL.

9. QuestionWhich of the following is NOT an example of non-store retailing? WTSedeh! T RIS
T faehIe SETER0T ATel?

a. Aa. mail order 7. A% 311& b. Bb. party plan s, aréf aysmr

¢. Cc. department store &, f T ®€rer d. Dd. Catalogue shop €I, F&aT ghr.

10. QuestionThe word Retail is derived from the-—-- word R g1 2% - IR 1S g
a. Aa. latin 31. &feq b. Bb. French =1, %=1

c. Cc. english =t. 3U=it d. Dd. none of these 2. AR FRIE AR

11. QuestionIn retailing there is a direct interaction With—--— eI RERITE - T ¥ o
e



a. Aa. producer 1. fAmfar b. Bb. customer &ff. UTgeh
c. Ce. wholesaler . T3 fashar d. Dd. all of these . AT &4

12. QuestionRetailing c:reateé;—L ﬁﬂﬂaﬁ;ﬁm_ TR FE

a. Aa. time utility 1. a'asgmgaa?n " '¢_b. Bb. place utility t. ©IT IugaEr
= R
c. Cc. ownership utlln:yﬁ'i WW Lo fd Dd. all of these . aT&d
13. QuestionRetailer is apetsonwhosells thefgoodsma——— i fadan anft sradt amd sht
TR AR forsht Feh, X L
a. AA. large quantities rﬁwmu_a. L b. BB. small quantities ! THTOT.

c. CC. both a & b g=gt 37 afur =, d. DD. none of these ITdeht el ATal.

14. (:iuqéﬁéﬂﬁ‘he main objective of the management is——. STARTIAT T&T IET —— 3R,
a. AA. profitability =%T. b. BB. sales growth farsht 9.
c. CC. return on investment T@URER W@l d. DD. all of these AT watam

15. QuestionIn retailing there is a direct interaction with——. REmHe —— SRi=R & 4o 3.
a. AA. producer. T fAHfar. b. BB. customer. =t 4Tgeh
c. CC. wholesaler. t 9T farshar d. DD. all of these. . ar gafan

16. Question. activities performed by the retailers. i farat-t 3eres o =ioren
a. AA. assortment of offerings. TaaT{i+ ¥ug b. BB. holding stock. gifeeT ®i®
c. CC. extending services. farefta @, d. DD. all of these. 154

17. QuestionThe term stakeholders which includes——. TFgiesd /o ——.
a. AA. stock holders & T, b. BB. consumers ATg.
c. CC. suppliers I@aT HIUMR.. d. DD. all the above F{& @

18. Question——represents how a retailer is perceived by consumers and others. -—— gR T 211for
FeRig fortehies farshaT 5t 3TTg o WHeTe oI

a. AA. image. Wi, b. BB. sales. fazhl.
c.CC. proﬁt.'qrm. d. DD. none of these. a4 FHIEIE A&

19. Questlon— is the process of seeking and attracting a pool of people from which qualified
candidates for job et RIS U ST SIeh T Areoar=ht it i woaTe i e

a. AA. Selection. s b. BB. Advertisement, SI&rd.
c. CC. Compensation. ¥RTE. d. DD. Recruitment, \at.

20. QuestionForm of payment which a retailer may accept is —. fSFtehIe AT ——--m---- EHE THS
a. AA. cash only. weR T b. BB. cash &credit cards I/d 21f0r hize #r
c. CC. cash &debit cards. T 10T e wrd d. DD. all of these AT &

21. QuestionStore security relates to —. TI3R FR&T - 3 T&fea anR.

a. AA. personal security 3aferTes e b. BB. merchandise security fT& T&T.

c. CC. both a & b =gt 31 3oy =t. d. DD. none of these AT FHIgIa ATl

22. QuestionMany retailers have improved their operation productivity through —. A= fasrei= -
- ST AT i< ScTeehall YURE! 3.

a. AA. computerization HTOTERTRIL. b. BB. outsourcing 3TSZHITE.

¢. CC. both a & b Tt o7 anfor . d. DD. none of these TTd4eH FTEIET Y.

23. QuestionThe computerized check out is used by —, ¥RToTHIHd Ieh P — R ATILS T,

a. AA. large retailers. H1S fortehies famhd. b. BB. small retailers. g frtates fashd.

c. CC. multi retailers #eel feed d. DD. all of these. a7 &&

24. Question—— helps the retailers to face the crisis situations, f=ie fsrain dee aRfRd=r
HIHAT FROATH ——---—— FEd

a. AA. Risk management. ST STG@IT9A. b. BB. Credit management. & S&=ITa

c. CC. Financial management 3Mfd& 19@19-.  d. DD. All of these aT T

25. Question—— helps the retailers to complete the tasks within the short period of time.
Tortetes fasreaiv it FTeTareiia T qof S0 7e wia.

a. AA. Computerization. ERTUTRIHTT. b. BB. Outsourcing. 3TScHIT4.

tdeid o it ik e g e s




