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shelfspace,improveproductassortm=nt:andenhanceprofitability?

Q.3.
Attempt any tliree of the following:

(a)Merchandiseplamingandopen-to-buybudgetinginretail

(b)Retailcommunicationmixandadvertisingstrategies

(c)  Shrinkage, shoplifting, and retail security management

(d)Customerservicestandardsandservicequalityinretailing

(e)Role.ofprivatelabelbrandsinmodemretailing

9x2
Q.1.

(a)Explaintheconceptofretailing,itscharacteristics,andthekeyfunctionsperformedbyretailersin
thedistributionchamel.Howdoesretailingcontributetotheeconomicdevelopmentofacountry?

(b)DiscusstheRetailAccordionTheory.Illustratewithrelevantexamplesfromthelndianretail
context.

OR

(c)Examinethegrowthoforganizedretailinginlndia.Whatarethemajordriversandbarrierstoits
expansion in tier-2 and tier-3 cities?

(d)Explaintheconceptoffranchisingasaretailformat.Discussitsadvantagesandlimitationsfor
boththe.franchisor.andfranchiseewithsuitableexamples.

9x2
Q.2.

(a)Whatisretailmarketsegmentation?Discussthedifferentbasesofsegm;ntationusedbyretailers
andexplainhowithelpsintargetingandpositioning.

(b)Explaintheconceptofatradingarea.Discussthemethodsusedtoevaluateandselectaretail
location,includingtheuseofReilly'sLawofRetailGravitation.

•OR

(c)Discusstheroleofatmosphericsandstoredesignininfluencingconsumerbehaviorandcreatinga
distinctive retail experience.

(d)Examinethesignificanceofcategorymanagementinretail.Howdoesithelpretailersoptimize_  I   _._1__.`^,` .`vr`f:+ah;1it`/`7
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Q.4.
9x2(a)Analysetherecruitment,training,andperformanceappraisalprocessesinretailorganizations.How

dothesepracticescontributetobuildinganeffectiveretailworkforce?

(b)Discussthesignificanceofsalesstaffmotivationandcompensationsystemsinretailing.Examine
thedifferentincentivestructuresusedtoenhanceemployeeperformance.

OR
(c)Whatisretailanalytics?Explainhowdata-drivendecision-makingthroughCRMsystemscanhelp
retailersimprovecustomerretentionandpersonalizetheshoppingexperience.

(d)Examinetheconceptofomni-chamelretailingandthemanagementchallengesitposesforhuman
resources, operations, and customer service in retail organizations.

Q5 Case Study
nullFreshMatisasupermarketchainoperatingacrossmajorlndiancities,with25storesinmetroandtier-

1locations.Itoffersfreshproduce,packagedfood,personalcareproducts,andhouseholdessentials.
FreshMarfpositionsitselfasavalue-for-moneyretailertargetingmiddle-incomeurbanfamilies.

Overthepast18months,FreshMathasbeenlosingmarketsharetobothorganizedgroceryretailers
and quick-commerce platforms.  While the company maintains a loyalty programme with over two
lakhregisteredmembers,fewerthan20%activelyredeemrewards,andtheprogrammehasfailedto
driverepeatpurchasesmeaningfully.

Store-levelchallengesincludeinconsistentproductavailability,particularlyforfreshproduce,where

yastagelevelsarehighduetopoordemandforecasting.Coldchainmanagementhasbeenapersistent
Issue, affecting product quality and customer satisfaction.

FreshMart'spricingstrategyreliesonweeklynewspaperinsertsandend-of-aislepromotions,with
limiteduseofdigitalmarketing.Thecompanyhasrecentlylauncbedamobileapp,butappadoption
isslow.CompetitorcLainshavebeenleveragingpersonalizedpushnotirications,dynamicpricing,
and click-and-collect services to attract tech-sawy consumers.

Trainingofstoreemployeesisinconsistentacrosslocations.whileseniorstaffatflagshipstoresare
well-trained,newerorsmallerstoresrepolfhighattritionandlowproductknowledgeamongfrontline
staff, leading to poor customer interactions.

Themanagementisevaluatingacomprehensiveretailtransformationplancoveringstoreoperations,
digitalintegration,supplychainimprovement,andcustomerengagement.

\

Questions:

(a)IdentifyandanalysethekeyoperationalandstrategicchallengesfacedbyFreshMalfusingrelevant
retail.management concepts and frameworks.

(b)  Recommend  suitable retail  marketing mix  strategies ~ covering product  assortment,  pricing,
promotion,andplace-toimproveFreshMart'scompetitiveposition.

(c)ProposeacomprehensiveplantostrengthenFreshMart'sCRM,enhanceemployeeeffectiveness,
andleveragedigitaltechnologytoimprovetheoverallcustomerexperience.
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