Sr. No. 40811511
MAHARASHTRA STATE BOARD OF VOCATIONAL EXAMINATION,  MUMBAI

EXAMINATION — JULY 2014
CERTIFICATE COURSE INRETAILING (408115)
TIME ALLOWED - 3 Hrs.

MARKS - 100
SUBJECT -RETAILING (TH-I)

Q.1. A) Fillin the blanks. (Any five) 5
1) NAYE was established in -------------------
2) - is responsible for keeping the redaf accounts.
3) - iIs commercial building for storage goods.
4)  Micro environment is also known as ------------- environment.
5) The trade, which is carried out in bulk quantig/khown as -------
--------- trade.
6) - is a device to protect life and prepy against

financial loss.

B) State true or false. (Any five) 5

1) Business environment is dynamic in nature.

2) Agentis the king of market.

3) Technology is the leading area of outsourcing.

4)  Entrepreneurship is future oriented.

5) Innovation is the act of introducing something new.

6) Safety and security issues are not necessary toderstood with
context of tourism.

C) Give long forms (Any five) 5
1) OPEC

2) SAARC

3) SwWOT

4) SIDBI

5) EDP

6) NAYE



Q.2.

Q.3

Q.4.

Q.5.

Q.6.

D)

1)
2)
3)
4)

1)
2)
3)
4)

1)
2)
3)
4)

1)
2)
3)
4)
5)

1)
2)
3)
4)

Match the pairs. 5

‘A’ Group ‘B’ Group
1) Departmental store a) Tourism promoter
2) Super market b) Principle of utmost goodfaith
3) Guides c) Debit card
4) Banking technology d) Objects
5) Enterprise e) Variety of goods
f) Self-service
g) Person
Attempt any two of the following. 16

Explain the features of retailing.

State the brief classification of retailing.
Explain the various career options of tourism.
Explain the importance of transportation.

Attempt any two of the following. 16

Explain the principles of insurance.

What is development bank? What are its objectives.
Explain the consumers rights.

Explain the store planning, design and layout.

Give brief answer of any two of the following 16
Explain career opportunities in retailing.

Explain the term ‘SWOT".

Classify the business objectives.

Explain the steps in setting up of business unit.

Write short notes on any four of the follogin 16

E-commerce

Tourism

Departmental stores
Fire and flood insurance
Business environment

Attempt any two of the following. 16

What are the characteristics of retailers?

Give short notes of customer retention and loyalty.
Explain different types of retailing skills.

Explain the features of chain stores.
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MAHARASHTRA STATE BOARD OF VOCATIONAL EXAMINATION, MUMBAI

Q.1. A)
1)

2)

3)
4)

5)

6)

B)
1)
2)
3)
4)
5)
6)

C)
1)
2)
3)
4)
5)
6)

EXAMINATION — JULY 2014
CERTIFICATE COURSE INRETAILING (408115)
TIME ALLOWED — 3 Hrs.

MARKS - 100
SUBJECT -ENTREPRENEURIAL SKILL (TH-I1)

Fill in the blanks. (any five) 5
Companies carry out market research to know custeme--------
towards their product.

A product ----------- is the total set of brandsnketed by the
company.

------------- marketing affects the entire firm.

---------------- selling involves face — to — facentract with
customer.

------------ means both the product and other mankemix
elements are changed.

------------ is based on understanding sell perasindividuals, their
personality and value system.

State true or false. (any five) 5
T.V. commercials are of a long duration.

The headline should be factual.

Price is the exchange value of product.

A web marketer can offer variety of services online

Machine is an important tool in direct marketing.

The basis of target marketing is market segmemtati

Give long forms (Any five) 5
EOQ

SEBI

UTI

IDBI

CPCB

TQM



Q.2.

Q.3

Q.4.

Q.5.

Q.6.

D) Match the pairs. 5

1)
2)
3)
4)

1)
2)
3)
4)

1)
2)
3)
4)

1)
2)
3)
4)
5)

1)
2)
3)
4)

‘A’ Group ‘B’ Group
1) Core benefit a) Clean environment
2) T.V. Press, internet b) Establish goodwill

etc. c) Advertise
3) Free society d) Core product
4) Public relations e) Leadership
5) Motivation f) Media class
Attempt any two of the following. 16

What is direct marketing? How it is useful?

Write the nature and scope of marketing.

What is the role of physical distribution in market
What are the advantages of market segmentation.

Attempt any two of the following. 16
What is the role of an event management firm?

What is brand? Explain.

What is marketing mix? Explain.

Give importance of quality control.

Give brief answer of any two of the following 16
Write the impact of technology in business.

What is innovation? Give importance of innovation.

What is difference between product and brand.

What is difference between primary market and séapnmarket.

Write short notes on any four of the follogin 16
The product concept

Techniques of quality control

Stock exchange

Demand and supply

Relationship marketing.

Attempt any two of the following. 16
Explain the importance of communication in markgtin

State advantages of forward and features contract.

What is the pricing decision critical for a compargxplain.

What are the various steps involved in channel mament?
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Sr. No. 40811521

MAHARASHTRA STATE BOARD OF VOCATIONAL EXAMINATION, MUMBAI

EXAMINATION — JULY 2014
CERTIFICATE COURSE INRETAILING (408115)
TIME ALLOWED - 3 Hrs.

MARKS - 100
SUBJECT —RETAILING (PR-I)

Q.1. a) Define retailing skill. Explain the differetypes of retailing skill. 10

b) Steps in selling and cross selling. 10
c) How to achieve effective and efficient custosnsegrvice? 10
d) Journalise the following transaction August201 20
1) Shri Rajan invested in business. Rs.20000
2) Opened account with the bank of India. Rs.10000
3) Purchased goods for cash Rs.5000
4) Purchased machinery for cash Rs.8000
5) Cash purchases Rs.3000
6) Cash sells Rs.3000
15) Withdraw cash with personal use Rs.2000
16) Purchased goods form Pritam Rs.6000
26) Paid cash to Mohan Rs.2500
7) Paid Rent Rs.1200
e) Prepare Purchase Book. (Assume data) 10
f) Prepare Sales book . (Assume data) 10
Q.2 Draw chart of different types of retail units. 10
Q.3. Oral 10

Q.4 Term work 10
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Sr. No. 40811522
MAHARASHTRA STATE BOARD OF VOCATIONAL EXAMINATION, MUMBAI

EXAMINATION — JULY 2014
CERTIFICATE COURSE INRETAILING (408115)
TIME ALLOWED — 3 Hrs.

MARKS - 100
SUBJECT -ENTREPRENEURIAL SKILL (PR-II)

Q.1. A) Discuss the techniques of inventory conwibh suitable example. 10
B) Discuss the relevance of corporate strateginmhg for company 10
related with your project.
C) Describe the various retail formats in the émdietail scenario by 10
citing examples.

D) Describe the process of communication frono@samers 10
perspective.

E) Explain entrepreneurship development programnukits 10
objectives.

F) Give in brief various institution conductingtespreneurship 10

development in India.

Q.2. A) Explain the characteristics of successhiitepreneuer. 10
B) What is business environment? Explain its fiesgu 10
Q.3. Oral 10

Q.4. Term work 10
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