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Q. 1. a) Explain the features of supply chain management
b) Discuss the various principles of supply chain management v

OR

. 15'A-

••••:•<
c) What are the types of supply chain intermediaries?. . °
d) Explain the various factors for selection of suitaWexhahnels : - -

t' '

v/

n> • •

Q.2. a) Write a note on Measuring the
b) Elaborate the various global markit forces crating impact on SCM- 'l5 ':

or
c) Explain the economic effectsqf sUppLy^Hain
d) Elucidate the value

•; -• . Sr,
■$ ■ ..

Q.3. a) Describe the process of logistic managemerit
b) Explain the importance ofinventory control?

OR
c) Elucidate the various functions .of transportation
d) Elaborate the iraportahee of consumer goods packaging.

■i
■>N

15

Q.4. A) Fill in the blanks with appropriate options: 5

1) Supply chain management is. the: systematic, strategic coordination of the---------

a) Traditional- b) Modem c)' Rare d) Small, ■
2) ; The term "supply chain management” entered the public domain due to------------

• ;?r :He.hry Kay°lb) Keith Oliver c) Petef l3rucker d) Robert Owen

- area of interest in SCM
*) Transport b) Retailing: c) Employee d) None of these

: '4^,.In Three C’s of Supply Chain------- -------- is one of the” C”
,. - Tf > A a) Coorduiation b) Commission c) Control d) Conversation 
S. 5) "Single-source procurement inclUded

- Selected %)Onc . c)Sole d) Mixed
~ . A .'.y •;,i'

------supplier

B) State whether the following statements are true or false:

- Ia In 1953, the National Council of Physical Distribution Management organization became 
the^ field leader. ;

>■ ‘ . -2. Supply chain efficiency is the
right time at the least cost.

5

of getting the right product to the right place at themeasure

s. ■
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3. Today’s global logistics environment is characterized by iticreasing simplibify
4. Reverse logistics stands for all operations related to the reuse of products and materials
5. A Markov chain is a mathematical system that experiences transitions -{Urn one state to

another. .—' V - -v. '

/

• *.s
..-i: Xs • •C) Match the Pairs

5
% ■-

d) Warehousing
' ;e) Aspect of fcture supply chains

Group A
1. Big Data
2. SCOR
3. Grading
4. E-Procurement
5. Pareto’s Law

■ r-

OR

4. Write short notes on (any three) 15■V-

' v : •a. Demand planning
b. E- procurement

..'s

• -•
A

c. E-logistic
d. Enterprise Resource Planning (ERP)
e. Inventory Control- Importance

it* vN.>
V

■V.-

v1' •' • •

:A
ft

■ ■

>■ • :
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Ql) A) “Maintaining business relations is essential for every husinissbeiiteTprise’' <y f /:r
reference to the above statement elaborate on the need and importance of business rekions?:^^>

ok

(M- (0^
MBR

(2 Hours)

N.B: 1) All questions ai^e compulsory

2) Figures to the right indicate full marks

. !.

Ov
. k- ' V*

B>Who is a Business R^l^tion Manager? Highligl^fe^te^si^es^ii btisih^S rilatidrt / 
manager <s -'*'••• *v.»A» «:>r>jv

QEIaborate on the essential principles

Q2) A) What do you understand by'qSbm^RelatiOnibipManagemenl (CRM)? Elabhiate 
on the characteristics of an empowered customer & approaches for an effective CRM'. '

B) What is E-CRM? Discuss thesteps involvedin E-CRM

C) Comment on the challenges. involved-in maintaining channel relationships
. . :.v* -’v'.'-T v;;>v'•.•:>>> \r V\ V~ »

Q3)A) What is and problems
encountered ip sustaiping em^loyeerelations! ; ■ - ^ (IS)

.......
B).^^;^e tHe key drivers fpr:s|uftjng;fromVij)dustnal.I^e^Uons to Employee Relations

Relationship Management

(15)

(08)

(07)

,■£
I' * r V

(08) s/■

(07)

& f •;

. c,:(Leadets® p/ Comi^u nfcattort/: Administrative/ All of the above)
> A.:'.V .‘Vv ^7"- J's ^_ , ,

. - ,w....... 0n betv/een workers and management at workplace.
■ V \v f V ;.r 1 NonC 0f these)

f.'V yV": >>v ^ enabies satisfied customers towards repeat purchases of a parti

'WiiiiWS;;?1

4 (05)
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.......... ...
(Mission / Competitors / Morals / All of the above) 

is a type of internal stakeholder. 

(Employees / Government / Competitors/ Press

,4)

Q-' -Vv'/v-

Y-; r-yi---,o CVoSyK:^
B) State whether the following statements are t«^$S£;v ^

1) Managing Diversity is one of the major chaH^^^Stfeiness Rel ationship l^an?gei^.., ^

-.Z<'>'■■ ■ ,Z: c'' ■'•-, - ."• /;• V'. >-•'..'O’.‘.‘V

2) Effective communication ensures
" ............. ............P /. r~'

3) Operational CRM does not include sales.aatomati^ ; |• ;, . gg . ' g gjf

4) Community involvement buiWspubUo;iinage & employee i^ra]e. , : :

5) Social media platforms do not help inconnectfrtg with stakeholders.. \;

5)

(05)C) Match the following,,

i I? m • *.
am B

1) Business Rel^o^ip h^d^enfent Gqmpdtencj^ : 'a>ijt^rty in work
2) Employee Relationship Management Strategy >(•;'; V) Strategic Partnering
3) Huma* Relations Approach ; '^a,eS Techni<l“e
4) Cross Selling ; ; .d) Environmental Programs

.^WoteshoftmOt^tAny three)

Column A

(15)

.^^^W^ppvcoomnionity relations

/*>
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Please check whether you have the right question paper.
1) All Questions are compulsory.
2) Figures to right indicate full marks.

N.B.:

Ql. a) What is Retailing? Explain its importance.
b) Classify retail formats with the help of a diagram.

OR
c) ‘Foreign Direct Investment in Retailing’ Briefly Explain.
d) Explain the emerging trends in retailing.

Q2. a) Explain the promotional strategies adopted by retail firms.
b) State the importance of CRM in retailing.

OR
c) Explain briefly consumer behavior in retail context.
d) What are the challenges faced by HR in retailing.

Q3. a) What are the steps involved in choosing a retail location?
b) State the importance of retail branding.

OR
c) What is Visual Merchandising? Explain how merchandising is presented by 

store planners.
d) Explain stores deigning and also explain its elements.

Q4. A) Fill in the blanks with appropriate options and rewrite the sentences.
The premise on which retailing activity takes place is called a________
a) place b) market c) store d) shop

15

15

15

5
l.

2. _____ _____is one form of retail format.
a) MaM b) Cooperative c) store d) None

3: Consumer shopping behavior depends on personal and
a) Social b) Convenience c) Comfort d) All of these.

factors.

4. _________ involves retailing using variety of technologies or media.
a) e-retailing b) e-commerce c) e-marketing d) all of these.

5. Many retailers believe that internet channel may not give them 
sufficient________ .

. a) Credit b) Goodwill c) Return on investment d) image building

2751D78227C359606D4F367387B A6B74
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(5)B) State whether the following statements are true or false.
1. Modem Retailing concept relates to sale of goods in small quantities.
2. Food retailors are now no more related to conventional super markets.
3. Customer Relationship Marketing and Customer Relationship 

Management are used interchangeably in marketing.
4. Based on consumer demography, Indians are reluctant in buying online.
5. Email marketing is cost effective online marketing.

(5)C) Match the columns
Group BGroup A
a) Electronic media for buying &
selling ___________ ______

1. Retailing Format

b) Technology2. Consumer Decision
c) Chain Stores3. Retail brands

4. E-market place d) Buying process
5.RFI e) Image

OR
Q4. Write short note on (any three)

a) Use of Technologies in Retailing.
b) Data Base Management System
c) Green Retailing.
d) Retail as a Career.
e) Responsibilities of Store Manager

(15)
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What is Advertising? Explain the features of Advertising.
Describe DAGMAR model in detail. . ,

or
Explain the various reasons for which . i-5'S‘A
Briefly describe the methods of sett^4d^^^ffi^%4g^v'VV • f\.•/ A: ^<$$4

Write a note on developing •; A'';' '
Explain the different methods'5pf'pfe^tuigiads.

’ ' '' * ' ‘ >' >%' fv

Q.l a. 15..
b.

c.
d.

Q.2. a.
b.

Briefly explain the various.^iticis^^l^lled;agalnst advertising. 
Write anote on ASCI. ; ;v ; -~-

c. 15
d. .*•

v / *- *
Describe the functions of Sdie's Mana^ment. .
What are the essentialiqpalUi^requir^d tohe an effectiVe^alestnan?

/ •• ^ 'OR.';' .
Explain the yanous. motivational factors used by organisations to 
motivate thdif.'sates personnel. . '
Describe the koy;objectives of Sales Organisation..v-,- •'v\- a.

Q.3. a. 15
b.

c. 15

d.
. •

Fill jn the Blanks byuhoosing the appropriate, option given below: 

c v. 3i^^^t;c^tigg a^arehess about social issues in the

■ /Mmmmmw
. x - idy^rtlsihg/is’-deslfeheH^dultivate goodwill and prestige of the

■, bj:Selectiv:e c) Competitive

^ j ineahs thp Qse 'of superlatives like finest, best etc. in the ads.
^Puffery c) Testimonial d)

r'~*> ;',5's?.;.:: jSteteotn,?,.. ... ... .
V''

vw \^isSy.-Si-liirol^^dttlng sales personnel in real life problem situations.
b)Br*ln“°”l"g «)■>»'« pi«y «

Q4. A. 5

1.

d)

d)
.

v-'-V

v .vV^!.cxy i^thefbldest method of sales forecasting. 
Trees b> Statistical

Op^011w»»tr
c) Clustering d) Jury

Page 1 of 4

.%T 361A37300AC6F639BFBB71DBD25AED95:
.



v
.V .

Q. P, Code: 21747 /
A" ■ ./

i

B. State whether the following statements are True or False: / '5; v?V

:C
■

r1. POP stands for Point of Purchase
2. McDowell’s soda is an example of surrogate advertising. _
3. ‘Thanda Matlab Coca Cola’is an example of logo in. the advertisement.
4. Induction Training is given to the retiring employees;
5. Sales territory does not help in closer supervision.

v-
V\

C. Match the following:
' ..................................................■ .. .

', a.. Off the Job Training
,b. Aida •>; '

S ■ ■ ■ ■'-? • C. Selection Procedure

' .*•; • • . *' v\* V* - ' i"-.* -N . r . • - *SHggsgffii
............

Q4. Write notes on any three of the following:
1. Sales Planning
2. Types of Sales .Quota
3. Factors determining, Sales Territory
4. Importance of Custbmer Feedback
5. Role ofIT%'Sai^Mahagehieilt,

A
1. Sales Budget
2. Post-tests
3. Lectures
4. Medical examination
5. E.K. Strong

15
£ •

. ; ■

M0
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