                P21CO2MBE2:1 - RETAIL MARKETING –UNIT 1
1. Retailing  is a ___industry.
(a)Ordinary

(b)Proper
(c)Dynamic

(d) Improper
ANSWER:C
2. ___are ever changing and characterised by risk and threat.
(a) consumer
(b)Markets

(c)Business
(d)Orientation
ANSWER:B
3. Retailers act as a connecting link between the ____.
(a)Wholesaler
(b)Producers
(C)Producers/wholesaler and customer
(d)none of these
ANSWER:C
4. In  ___a retailer works directly with the produces.
(a)limited channel
(b)Direct channel

(c)Multi channel
(d)Extended channel
ANSWER:A
5.. In the ____, products is sold using direct mailing, internet services,
Telephone sales.
(a)Limited channel
(b)Direct channel

(c)Multi channel
(d) none of the above
ANSWER: B
6.Retailers are also known as_____________
(a) Shopkeepers       (b) suppliers    (c) middle man    (d)agent
ANSWER:C
7. The principle of modern economy is_______________
(a)distribution   of income      (b) labour division  
(c)socialization            (d) budgeting
ANSWER:B
8. Wholesale purchase goods from ___________
(a)producer      (b) manufacturer  (c) suppliers   (d) retailers
ANSWER:B
9.The credit which can be paid at the end of week by the customer is called
(a) formal credits (b) informal credit   (c)remained amount  (d) liability
ANSWER:B
10.The bill send by the suppliers to his customer is called_______________
(a) consignment  (b) advise note   (c) delivery note  (d) the invoice
ANSWER:D
11.Successful  retailing requires innovative methods of ___.
(a)Innovative 
(b)Directing
(c)Thinking and planning
(d)Cooperating
AN SWER:C
12. ___are the generated to take advantage of opportunities as to improve existing methods of marketing.
(a)Offers
(b)New ideas
(c)Advertisement

(d)Price
ANSWER:B
13. Retailers make clear proportions of their___.
(a)Decision

(b)Retail offer
(c)Risk
(d)Dealings
ANSWER:B
14. Finding new segments and new users which can result in increased consumption of market offering is said to be_____.
(a)Modifying market mix

(b)Raw materials
(c)Products


(d)Modifying the market
ANSWER:D
15.The product strategy according to which products is marketed with out any change in foreign market  is classified as____.
(a)Adaptation
(b)Straight product extension
(c)Product innovation
(d)Communication adaptation
ANSWER:B
16. The final users of a  purchase is
(a)Customer
(b)Consumer
(c)Buyer
(d)Marketer
ANSWER:B
17.Where no choice is available
(a)Monopoly loyalty
(b)Inertia loyalty
(c)Convenience
loyalty
(d)price loyalty
ANSWER:A
18. Retailers are in a direct contract  with
(a)Government
(b)Consumers
(c)Non government organization
(d)Advertiser
ANSWER:B
19.Stores which carry out very limited product lines with deep assortment are
(a)Speciality store
(b)Department store
(c)Super market

(d)Convenient store
ANSWER:A
20.A large retail outlet that handles a wide variety of lines of product with wide assortment in each line is a
(a)Department store 
(b)Super market
(c)Convenient store

(d)Discount store
ANSWER:A
21.It is designed to serve the total needs of customer
(a)Super market

(b)Convenient store
(c)Discount store

(d)Off price store
ANSWER:A
22.The store which is relatively small and located near residential area is
(a)Off price retailer

(b)Discount stores
(c)Convenient store

(d)Super market
ANSWER:C
23. Retailers whose sells left over goods, overruns and irregulars obtained from manufactures are
(a)Off price retailers
(b)Super stores
(c)Hyper markets

(d)Catalogue showrooms
ANSWER:A
24.Hyper market originated from
(a)U.S.A

(b)Germany

(c)U.K

(d)France
ANSWER:D
25.A group of independent retailers engaged in buying and common merchandising are known as
(a)Franchies organization
(b)Consumer cooperative

(c)voluntary chain
(d)None of these
ANSWER:C
26. The store format which is more spacious
(a)Super store
(b)Compact super store
(c)Metro store
(d)Express store
ANSWER:A
27.The store format which has least space
(a)Super store
(b)Compact super store
(c)Metro store
(d)Express store
ANSWER:D
28.It would involve a large section of the country
(a)Market area
(b)Primary trading zone
(c)Region

(d)Secondary zone
ANSWER:C
29.It will include those who occasionally shop there as an alternative to local shopping
(a)Primary trading zone

(b)Secondary zone
(c)Zone

(d)Fringe zone
ANSWER:D
30.A city will develop by forming different urban zones, clustering around a central business district
(a)Primary trading zone

(b)Concentric zone
(c)Secondary zone


(d)Fringe zone
ANSWER:B
31.The approach which utilizes a wedge pattern of development of stores is 
(a)Sector approach

(b)Concentric approach
(c)Multiple nuclei

(d)None of these
ANSWER:A
32.As distance to a a retail center increases, demand for a product will decrease due to the increased cost of transport
(a)Rent theory

(b)Principle of minimum 
(c)Bid rent theory
(d)Central place theory
ANSWER:D
33.A retailer will not trade if the level of demand is to low. This level is known as
(a)Threshold
(b)Range
(c)Order
(d)Bid
ANSWER:A
34.Products which are relatively in expensive and purchased on a regular basis.
(a)Regular basis

(b)Luxury goods
(c)Comfort
goods
(d)High threshold goods
ANSWER:B
35.The products which are relatively expensive and frequently purchased are ____________
(a) luxury goods      (b) low order goods (c) low threshold products
(d) high threshold products
ANSWER: D
36.  Brand  knowledge  refers  to  brand  _______________
A) Awareness   B) Recall  C) personality  D) Personal
Answer: A
37.  Brand personality is set  of  _______________    Characteristics associated with the brand 
A) Human  B) Computer  C) product  D) Artificial intelligence
Answer : A
38. Brand felling are customer emotional responses and  _______________      with  respect to  the brand 
A) Actions   B) interaction   C)  Reactions   D) All of the above
Answer : C
39. _________ branding is a kept of Co branding  
A) Ingredient  B) Product  C) presence  D) Identity 
Answer: B
40.Brandawarness  consists of brand recognition and brand _____________
A)  Growth  B) Recall  c)presence  D)Identity
Answer: B
41. If a company uses successful brand names to launch a new or modified
Product in a new category, this strategy is called______________
A)  Brand extension  B) CO – branding  C) Line  extension 
D) Multi  branding
Answer: A
42. ________________ defines what the brand thinks about the consumer
As per the consumer.
A) Brand attitude B) brand positioning C) Brand relationship
D) Brand image
ANSWER: A
43. What is more important in brand equity_____________
A)Quality  B) Quantity C) Customer perception D) Customer experience
Answer: A
44. 3 C S OF Branding are consistency and constancy__________
A) Continuity B) Coverage C) collaboration D) Clarity
Answer:D
45. A  brand identity is  the centring idea of business _______________
A) Organisation  B) community  C) personality D) Marketing
Answer: A
46.____are referred to as middleman are intermediaries.
(a)Customer
(b) Retailers
(c)marketing (d)Products
ANSWER:B
47. The occupy a middle position receiving and passing on products from producers and ___ to customers.
(a)Wholesalers
(b)Buyer
(c)Seller
(d)Retailer
ANSWER:A
48. Customers are  often to prepaid to pay a premium price for perceived
added values related to well marketed brands 
(a) brand equity (b) brand building   (c) brand loyalty  (d) brand preference
ANSWER :A
49.A name term , sign, symbols or design or a combination of  them intended to identify the goods and services of one seller
(a) brand name    (b)brand   (c) brand mark (d) corporate brand 
ANSWER : D
50.It is that part of brand which can be vocalised.
(a)brand       (b)brand name  (c)brand mark (d) branding
ANSWER:B
51.It is the management process by which a product is branded.
(a) branding       (b) brand  (c) brand loyalty   (d )from brand equity
ANSWER: A
52.There is no alternatives are sought due to existing high levels of satisfaction.
(a) monopoly loyalty    (b) inertia loyalty  (c)convenience loyalty
(d) emotional loyalty
ANSWER:A
53. No alternative are sought due to existing high level satisfaction.
(a)monopoly loyalty    (b) inertia loyalty  (c)convenience loyalty
(d) emotional loyalty
ANSWER:B
54.Location of the retail outlet results in
(a)monopoly loyalty    (b) inertia loyalty  (c)convenience loyalty
(d) emotional loyalty
ANSWER:C
55.Other alternatives are considered not to offer value for money
a)monopoly loyalty    (b) inertia loyalty  (c)convenience loyalty
(d) price loyalty
ANSWER: D
56. A loyalty is built  up with the intangibles associated with the brand
a)monopoly loyalty    (b) inertia loyalty   (c)incentivized loyalty
(d) price loyalty
ANSWER:C
57.The loyalty is built up with the intangible associated with the brand
 (a)monopoly loyalty    (b) inertia loyalty   (c)incentivized loyalty
(d) price loyalty     ANSWER:C
58.The law of retail gravitation was published in 1929by
(a) Reilly     (b) James   (c) Richardson  (d)  Clark
ANSWER:A
59.The store format  which  is more spacious
(a) super store   (b) compact super store   (c) metro store   (d) express store
ANSWER:A
60. The store format which has least space
(a) super store    (b) compact super store   (c) metro store (d) express store
ANSWER:D





UNIT 2
1………………… involves a complex and a series of communications by retailing organization.
(a)retail promotion  (b)sales promotion  (c)advertising promotion   (d)none of these above
ANS:A
2.A promotion designed to information the target market about the firms offering is known as……………
(a)informative promotion   (b)persuasive promotion  (c)reminder promotion  (d) buyer behavior modification 
ANS:A
3.The approach which treats the promotion budget as a cost of business is …………………
(a)objective and task method  (b)affordable method  (c)percentage of sales method  (d)competitive parity method 
ANS:B
4.A strategy which takes the buyer towards the products …………..
(a)advertisement  (b) sales promotion (c)public relation  (d)none of these
ANS:A
5.What are the reasons for consumerism ?
(a)Rising price  (b)adulteration  (c)duplication  (d)all of the above
ANS:D
6.When did the consumer protection act come into force?
(a)1 April 2019  (b)1 march 2020  (c)1 may 2019 (d)20 July 2020
ANS:D
7.Which one of the following is not a functions of consumer production councils?
(a)to create awareness of consumers rights among consumer
(b)to guide consumer on how to file cases in consumer courts
(c)to provide compensation to consumers when they are cheated by shopkeepers
(d)to represent consumers in consumer courts at times
ANS:C
8.Consumer production act is applicable to ……………..
(a)immovable goods (b) movable goods (c)specific goods and services (d)all goods and services
ANS:D
9.It is an attempt to enhance the rights and power by buyer in relation to sellers is defined by…………..
(a)L. Massie  (b)Philip Kotler  (c)David E. Allen  (d)Harper W. Boyed and David
ANS:A
10.As per sec 2 (1)(b)of consumer protection act 1986, “complainant” means…………
(a)a consumer  (b)any consumer association registered under the companies act 1956
(c)the central government or any state government   (d) all the above
ANS:D
11.To protect themselves what do consumers need?
(a)consumer forums  (b)consumer protection councils  (c)consumer movement  (d)consumer awareness
ANS:D
12.The long term sales effect of the sales promotion could be………..
(a) positive  (b)negative  (c) neutral  (d)All of the above
ANS:D
13…………………… is irregular in nature.
(a)promotion mix  (b)sales promotion  (c)trade promotion  (d)discount promotion
ANS:B
14.Which concept supplements the work of middleman?
(a)co operative advertising  (b)sales promotion  (c)dealer promotion  (d)trade promotion
ANS:B
15.An agency can also handle overall advertising and ………….. strategy and sales promotions for its customers.
(a)brand management  (b)brand  (c)product placement  (d)advertising
ANS:A
16.Which of the following is not considered part of the carefully blended mix of promotion tools?
(a)direct marketing  (b)advertising  (c)sales promotion  (d)relationship marketing
ANS:D
17.Which of the following is not a right of consumers?
(a)right to safety  (b)right to be informed  (c)right to choose  (d)right to constitutional remedies
ANS:D
18.What was the name given to the agency at the global level for the protection of consumer rights?
(a)consumer  court of justice (b)international consumer forum  (c)consumers commission 
 (d)consumers international
ANS:D
19.Consumers international was created by:………..
(a)UNESCO  (b)UN  (c)UNICEF  (d)World bank
ANS:B
20.Factors which cause the exploitation of the consumer……………..
(a)Limited and wrong information  (b)illiteracy and ignorance of the consumer 
(c)Few sellers and limited  competition  (d)all the above
ANS:D
21.Promotion advertising includes………….
(a)window display  (b)interior display  (c)show rooms  (d)all of the above
ANS:A
22.An legislations for consumers protection in1940 was introduced …………..act
(a)essential commodities  (b)sale of goods  (c)trade marks  (d)drugs and cosmetics
ANS:D
23.E-tailing refers to---------
(A)Sale of electronic items in a store  (B)Catalogue shopping  (C)Music store  (D)Retailing shopping using the inter
ANS: D
24.If offer more options to the
(A)Buyer  (B)Seller  (C)Wholesalers(D)Retailer
ANS: A
25.E-tailing is a boon to those who to visit a physical store and for those who live in cities--------
(A)Full time opportunity (B)Part time opportunity  (C)Lack time and opportunity (D)All of the above
ANS: D
26.If reason is the part range of products which may not available in a particular city--------
(A)Direct shopping  (B)Indirect shopping (C) Online shopping(D) None of the above
ANS: C
27.E-tailing refers to transaction through conducted over an------
(A)Electronic network  (B)Magnetic (C)Online network (D)All of the above
ANS: A
28.E-tailing does away with brick and--------
(A)Motor retailing (B)Drives retailing (C) High space retailing (D)All of the above
ANS: A
29.The online offers a great vehicle for retailers to demonstrate and capitalize on that---------
(a) Director(b)  Manager (c)  Wholesaler (d) Leadership
ANS: D
30…………is the marketing function which is concerned with information the customers about the firms products.
(a) Transportation (b) Selling(c) Advertising (d) Public relations
31. ................ Ensures that product reach the ultimate customers. From the manufactures.
(a) Selling  (b) Marketing (c) Physical distribution(d) Sales promotion
ANS: C
32. In retailing there is a direct interaction with 
(a) Producer
(b) customer
(c) Wholesaler
(d) All of the above
Ans: d
33.Retailing creates........
(a) Time utility
(b) Place utility
(c) Ownership utility
(d) All of the above
Ans: d
34. ..................Represent how a retailer is perceived by consumers and others
(a) Image (b) sales (c) profit (d) None of above
Ans: a
35. Many retailers have improved their operation productivity through.............
(a) Computerization (b) Outsourcing (c) Both a & b(d) None of above
Ans: a
36. ..........helps the retailer to face the crisis situation
(a) Risk management (b) Credit management (c) Financial management (d) All of those
Ans: a 
37. Consumers are often denied their rights in the process of 
(a) Purchasing  (b) Selling(c) Distributing(d) None of the theses 
ANS: B
38. The major causes for the evolution of consumerism have been------- prices, product performance and service quality, product shortages and deceptive advertising
(a) Raising(b) Bellowing(c) Middle(d) None of these
ANS: a
39. The pricing theory holds that price is directly related to--------and---------
(a) Rise and low (b) Buy and sell (c)Quality and quantity (d) Gain and loss
ANS: C
40. Warranty and services, remedy is available through ...........redressed forums.
(a) Seller (b) Consumer (c) Shopkeeper(d) Manager
Ans: b
41. Product of the ............ days are a combination of many products assembled to perform a special function.
(a) Ancient (b) Future(c) All of the above (d) Modern
Ans: d
42. Consumer are exposited in .........
(a) Ingenuine mail order sale (b) Low prices charged(c) True advertisements (d) Normal profit
Ans: a
43. The strategy which takes the product towards the buyer.
(a) Advertisement (b) Sales promotion  (c) Public relation (d) None of the above
Ans: b
44. Which takes the buyer towards the product, while sales promotion takes the product towards the buyer.
(a) Advertisement (b) Sales promotion (c) Public relation(d) None of the above
Ans: a
 45. Which one of the following is consumer sales promotion.
(a) Samples (b) Buyer allowance (c) Bonus (d) Sales force contest
Ans: a
46. Which one of the following is dealer sales promotion?
(a) Merchandise allowances (b) Samples (c) Coupons(d) Price of offer
Ans: a
47. Which is scheme salesman to reach sales target.
(a) Advertising (b) Bonus(c) Price off offer(d) None of the above
Ans: b
48. Which allowances is granted to those dealers who purchase in stipulated period of time.
(a) Buying allowances (B) Merchandise allowances(c) Price deals(d) Co-operative advertising
Ans: a
49. Sales promotion means any steps that are taken for the purpose of obtaining or increasing sales.
(a) Philip kotler(b) American marketing association (c)Georagew.Hopkins(d) A.H.R Delens
Ans: d
 50............. is a person who buys goods for a concentration.
(a) Consumer (b) Buyer(c) Seller(d) All of the above
Ans: a
51. Packaged commodities  order, 1975 is an important enactment of .......protection.
(a) Manager (b) Retailer (c) Consumer (d) Director
Ans: c
52. Consumer protection act was passed in ..........?
(a) 1952 (b) 1999 (c) 1954 (d) 1986
Ans: d
53. ............ is the Minister of consumer affairs in the control government?
(a) Board of director (b) Chairman(c) Manager(d) None of these
Ans: b
54. Monopolistic restrictive trade practice act has been replaced now and is replaced by...........?
(a) Indian competition (b) Other competition(c) American competition(d) None of the above
Ans: a
55. The right to be informed about quality, quantity, policy, purist, standard and price of........?
(a) goods(b) services (c) customer (d) goods& services
Ans: d
56. In e-tailing and e-selling............ is not necessary
(a) Super market (b) Physical store (c) Public place (d) Shopping moll
Ans: b
57. E-tailing is the sale of ............. through the internal.
(a) Goods and service (b) Production & service (c) Service & control (d) None of these
Ans: a
58. The E-tailing offers more options to given the.......
(a) Seller (b) Manufacture (c) Brokers (d) Buyers
Ans: d
59. E-tailing market represent a ...........of the total retail market in India.
(a) Very small fraction (b) Medium fraction(c) High fraction(d) None of these
Ans: a
60. The physical store has .......... area of operation.
(a) Local area (b) World level area (c) Limited area(d) State level area
Ans: C
                                                                   UNIT-III
1.The term supply chain management was first carried by 
          (a) Frankel&paulraj                                     (b)Keith Oliver
          (c)Peter Drucker                                           (d)Philipkotler
ANSWER :B
2.The initial stage of the supply chain process is the
           (a)sourcing stage                                          (b) organizing stage
           (c)planning stage                                          (d)directing stage
ANSWER: C
3.The purpose of supply chain management is to 
             (a)increase to production level
             (b)manage and integrate supply and demand management
             (c) enchance the quality of a products and services
(d)provide satisfaction to the customers
ANSWER: B
4.which is the primary activity of supply chain management?
             (a)demand management                           (b)supply planning i.e: matching asset with demand
             (c)analytical workbench                           (d)All of the above
ANSWER: D
5.Another important purpose of supply chain management is to
              (a)make inventory readily available
              (b)delight customers and suppliers
               (c)create warehouses at various locations
               (d) to promote supply chain process
ANSWER: A
6.which of the following is true for supply chain management
                   (a)the physical materials moves in the direction of the end of chain
                   (b)flow of cash backwards through the chain
                   (c)exchange of information moves in the both direction
                   (d)All of the above
ANSWER: D
7.In supply chain management, after planning ,the next step involves
           (a)developing                                                 
           (b) building a strong relationship with suppliers 
           (c)sourcing
           (d) all of the above
ANSWER: D
8.In supply chain management, MRP stands for
                 (a)material requirement planning                          (b) machine repairs plan
                 (c)manpower requirement process                       ( d)material replacing process                                                                                           
ANSWER: A
9.The supply channel starts with the
                   (a)customer                                  (b)producer
                   (c)manufacturer                           (d)both A and B
ANSWER:C
 10.supply chain management is the management of the
                  (a)storage raw materials                         (b)fulfillment of order
                  (c)flow of goods and services                        (d)satisfaction of customer
ANSWER: C
11.The concept of supply chain management originated in___________________discipline
                  (a)production management                    (b)marketing management
                  (c)Logistics management                         (d)operations management
ANSWER:C
12.________________Can increase customer value to the product
                    (a)supply chain management                  (b)marketing management
                     (c)transportation                                        (d)processing
 ANSWER:A
13.In supply chain management ,ATP stands for
            (a)acquire track &perform                       (b) Available to promise
            (c)active transport protocol                    (d)access to point
ANSWER: B
14.Brings items to the place of sales
          (a) distribution system                               (b) marketing system
          (c) replenishment system                          (d) intelligence system
  ANSWER: A
15. A flow of communication materials used to influence both trade partners and consumer is
          (a) service flow                                              (b) payment flow
          (c) information flow                                    (d) promotion flow
ANSWER: D
16.The movement of goods and methods of transport from one part of the chain to another is
         (a) physical flow                                            (b) service flow
         (c) ownership flow                                       (d) payment flow
ANSWER: A
17.The fundamentals of JIT are
        (a) quick response                                         (b) delayed response
        (c) less response                                            (d) no response
ANSWER: A
18.supply chain management control or link the production to
                      (a)directing                                                (b)finance
                      (c)distribution                                          (d)human resource
ANSWER: C
19. A company  channel  decision  directly affected  every
          (a). customers choice                                                          (b)channel members                                                       
          (c).consumer action                                                            (d)competitors action
ANSWER: D
20 .A  supply  chain  is  essentially  a  sequence  of  linked
          (a). customer  and  prospects                                          (b)manufacturer
           (c)suppliers and customers                                             (d)warehousing and wholesaling unit
ANSWER: C
21.The supply chain structure from retailing point of view may be divided into
                 (a)extended channel                                (b)limited channel
                 (c)direct channel                                      (d)All of the above
ANSWER: D
22.which of the following facilitates control over costs as well as supply of goods to consumers?
                      (a)fixed                                                          (b)distribution concept
                      (c)objectives                                                (d)none of the above
ANSWER: B
23.In supply chain management ,inspection, scrap and repairs are examples of
                (a)societal costs                                           (b)external cost
                (c)costs of dissatisfacion                          (d)internal cost
ANSWER: D
24.Retailers use back haul where the trucks make collection from suppliers instead of returning empty to the___________________
                 (a) composite centre                                       (b)warehousing
                  (c)distributioncentres                                  (d)inventory
ANSWER: C
25. A supply  chain  including  the  chain  of   entities  involved  in  the  planning, procurement protection  and………of  products  and  services
                    (a) distribution                                   (b) demand
                     (c) supply                                           (d)  transport
    ANSWER: A
26.Which of the following refers to movement of goods and mode of transport from one part of the chain to another?
                       (a)physical flow                                       (b)promotion flow
                       (c)service flow                                         (d)ownership
ANSWER: A
27. which  of   the  following  is  considered  as  fixed  cost  for  supply  chain  costing?
                        (a) driver salary
                        (b)  depreciation  of  vehicle
                         (c)warehouse  building  property  tax
                         (d) all  of these
     ANSWER: D
28The channel  partners  are not conducive to…….
                (a)wholesaler                                     (b)customer
                (c)retailers                                        (d) organization
  ANSWER: C
29.The ________unit costs which will aid competitive pricing to increase value added benefits.
                 (a) transportation                               (b)storage investment
                 (c)inventory                                           (d)traditional 
ANSWER:A
30.The relationship of supply chain channel problems are_________
                  (a)interaction                            (b) mistrust
                  (c)strained                                 (d) all of the above
ANSWER:C
31 . Parties  to  the  channel  should  be  committed  to  investing enhancing  the………
             (a) channel  efficiency                       (b)channel relation
             (c)partners                                         (d)None of the above               
  ANSWER: A
32.positive long-term relationships between supply chain participants refer to
                   (a)supply chain management                  (b)co-operations
                   (c)partnership                                              (d)co-allainces
ANSWER: C
33.which of the following cost is largely associated with order processing and electronic data interchange?
                      (a)administration cost                              (b)fixed cost
                      (c)transport cost                                         (d)All of the above
ANSWER: A
34.Manufacturer should ensure that the channel flows  remain efficient in the areas of__________and logistics
                  (a)discourage                                               (b)Transport
                  (c)possession                                               (d)stagnation
ANSWER:B
35 . It was mainly deals with all activities associated with the flow and transformation and information of goods from the stage of raw material to the end user i,e. consumption
(a) Production  line                                                    (b) inventory management
(c)Supply chain                                                           (d) marketing channel
ANSWER: C
36. The manufacturer should be aware of the implications______________ of factors involved in the process
                 (a)product                                                           (b)raw materials
                 (c)time and cost                                                (d)transport
ANSWER: C
37.  Which  cost  element  is  included  in  inventory  holding?
                (a)service  cost                                     (b)storage  cost
                (c)risk  cost                                           (d)all  of  these
ANSWER:  D
38.In supply chain management, EDI stands for
                      (a)Electronic data interchange               (b)Electronic data information
                      (c)Electronic Data  interconnection      (d)Electronic Data interlinked
ANSWER: A
39.stock management costs are incurred for
                       (a)inventory cost                                        (b)both A and C                     
                       (c) controlling inventory                         (d)none of the above
ANSWER: C
40.The distribution cost is made of____________
                              (a)transport cost                               (b)facilities cost
                              (c)inventory cost                              (d)all of the above
ANSWER:D
41.who can be perform services both to the manufacturer and retailer?
                         (a)merchant bankers                              (b)wholesalers
                         (c)brokers                                                   (d)either A and B
ANSWER: B
42.which of the person participates in marketing channel at points between the producer and final buyer
                (a)fighter                                                               (b)agitator
                (c)middlemen                                                       (d) investors
ANSWER:  C
43. which person is aware of the trend to the market?
                        (a)retailers                                                 (b)manufacturers
                        (c)wholesalers                                          (d)intermediaries
ANSWER: C
44.Advertising and sales promotion activities are mostly undertaken by ____________
                             (a)wholesalers                             (b)producers
                               (c)retailers                                   (d)manufacturer
ANSWER:A
45.Wholesalers  share a part of the benefits with the ____________
                                 (a)suppliers                                (b)customers
                                 (c)retailers                                   (d)competitors
ANSWER:C
46._____________are incurred by the retailer by shipping deliveries to customers
                       (a)management costs                             (b)financial costs
                        (c)fixed costs                                               (d)packaging costs      
ANSWER:D
47.The word logistics is derived from the French word_________
                         (a)loger                                        (b)logical
                          (c)logos                                       (d) logistique
ANSWER:A
48.which is the following organized process of managing the flow of merchandise from the source of supply to the customer?
                  (a)retaillogisitics                                            (b)industry                     
                  (c)replenishment                                            (d)EDI
ANSWER: A
  49.Logistics is the part of a supply chain involved with the forward and reverse flow of
                  (a) goods                                                    (b)services
                   (c)cash                                                      (d)All of the above
ANSWER: D
50.Which is not a part of logistics area responsibility ?
                        (a)procurement                                       (b)inventory management
                         (c)manufacturing                                   (d)distribution
ANSWER: B
51.The retail logistics may be confined to the areas of _________
                      (a)transport                                  (b)warehouse
                      (c)inventory                                  (d)all of the above
ANSWER:D
52. HRM is ____________in the generic value chain of logistics
                  (a) support activity                                   (b)not an activity
                  (c) primary activity                                  (d)the only activity
ANSWER:B
53.  ………..includes  design  and  administration  of  system  to  control  the  flow  of  material  ,work  in  progress  and  finished  inventory  to  support  business  unit  strategy
                    (a)logistics  management                                   (b)bills  of  material
                    (c)materials  management                                (d)none  of  these
ANSWER:  A
54.Reserve  logistics  is  required  because
          (a)goods  are  defective                       (b)the  customer  simply  change  their  minds
           (c)good  are  unsold                               (d)all  of  the  above
ANSWER: D
55.Organisations or companies manage their supply chain through
                  (a)transportation models                        (b)the internet
                  (c)information                                            (d)skilled operators
ANSWER: C
56.___________ relates to formalised logistics policies.
                 (a)retail logistics                             (b)corporate retail planning
                 (c)corporate replenishment         (d)formalized logistics
ANSWER:B
57.which of the following cost is form a major portion of fixed cost in retail logistics
                 (a)warehousing cost                     (b)distribution cost
                  (c)transport cost                           (d)administrative cost
ANSWER:C
58.Which one of the following facilitates the effective functioning of logistics system?
                     (a)store                                   (b)stock
                      (c)market                              (d)warehouses
ANSWER:D
59.which has become an integral part of the corporate strategy?
                     (a)retail logistics                      (b)corporate retail planning
                      (c)corporate replenishment policies                  (d)formalised logistics
ANSWER:C
60. companies  manage  their  supply  chain  through……….
             (a) . information                                                                          (b). the internet
             (c). competitor                                                                             (d)skilled  operator
ANSWER: C
RETAIL MARKETING
 UNIT-4 
1.    ---------- is the expansion of a retailers operation into a foreign market.
A. Internationalization process
B.  Market Internationalization
C. Operational research
D. Retail Internationalization
                                                                                                                                        Answer: D
2.which is not a part of the counter  trade?
                         A. Counter Purchase
                        B. offset
                       C. Anti-dumping trade
                       D. Compensation trade









Answer:C
3. Retail internationalization is the transfer of  ----------outside of the
Home market.
A. Retail operations
B. Process of retailers
C. Retail technologies
D. Retailed marketing
Answer: A
4. which is not a part of the counter  trade?
                         A. Counter Purchase
                        B. offset
                       C. Anti-dumping trade
                       D. Compensation trade
Answer: C
5.An arrangement to pay to pay for import of goods and services with something other than cash is known  is
A. Countertrade
B. Dumping
C. Drop Shipping
D.  Reversal buying
Answer: A
6.  -----------------  is the performance of business activities that direct the flow of a company goods and services to consumer or users in more than one nation for a profit.
A. International marketing
B. Intranational marketing
C. Multinational marketing
D.  Universal Marketing
 Answer: B
7. The first and foremost method oof retail is -------------
             A. Counter service
            B. Self-service
           C. Business shops
            D. Cost-plus pricing
Answer: A
8. Retailer is a person who sells the goods in a ------------
          A. large quantities
          B. Small quantities
          C. Both a & b
           D. None of these                                                                                                               Answer: B
9. Technologies such as   ----------------  are also used at operational levels of retail stores.
                                A. EPOS(Electronic point of sale)
                                B. RTI(Ready to Launch)
                                C. MDA(Multiple Discriminant Retailers)
                                D. All of these
Answer: A
10. Which country has more retailers than the rest of the world combined?
                               A. Japan
                               B. China
                              C. India
                             D. Germany
Answer: B
11. Uppsala  model for internationalization of business operation is not valid for
 a. Manufacturing organization
              B. Services organizations 
              C. Agri business enterprises
             D. Trading enterprises
Answer: B
12. According to the Uppsala model a firm’s   -----------is the major drivers of its
Pattern of internationalization.
A. Specific advantages
B. Resources commitment
C. Technological capability
D. Experiential knowledge
Answer: D
13. In -----------    retailer sells to consumers through multiple retail formats Such as websites ,physical stores.
A. Multi-channel retailing
B. Retail management
C. Counter selling
D. Retail 
                                                                                                              Answer: A
14.----------- Is the process of seeking and attracting a pool of people from which 
Qualified candidates for job vacancies can be selected.
A. Selection
B. Advertisement
C. Compensation
D. Recruitment
                                                                                                             Answer: D
15.   Many retailers have important their operation productivity through
A. Computerization
B. Outsourcing
C. Both a & b
D. None of these
                                                                                                             Answer: A
16.---------- Helps the retailers to face the crisis situation.
A. Risk management
B. Credit management
C. Financial management
D. All of these
Answer: A
17. Which of the following objectives is concerned with strategic marketing
Planning?
A. Day to Day performance and results
B. Over all long term organizational growth
C. Identifying the strengths and weakness of the marketing department
D. None of the above                                                                                                    Answer: B
18.  ---------------of political , personal, ethical or social responsibility have motivated retailers to more into foreign market.
                A. Non-commercial reasons
                B. Commercial reasons
                C. Commercial objectives
                D. None of the above                                                                                                                                      Answer: A
19. The internationalization of  -------   popularized the idea environmentally sensitive
Products.
A. The body shops
B. Goods shops
C. Retailed market
D. All of these
Answer: A
20. How many factors involved in international retailing?
                                A. Four factors
                               B. Nine factors
                               C. Six factors
                              D. Five factors                                                                                                                      Answer: d
21. Push factors are
                  A. Good things that draw a person to another country
                  B. Reasons that drive a person out of their country
                  C. Reasons people migrate to a new area 
                 D. All of these                                                                                                         Answer: B
22. Which of the following is an example of a push factors
                 A. Religious Freedom
                  B. a drought or famine
                 C. Job opportunities
                 D. A Fair Government                                                                                                         Answer: B
23. which one of the following is a push factor influencing the internationalization
Of a company?
A. Difficulty in finding skilled staff in the home country
B. The need to be close to key resources
C. Low costlabour in other countries
D. Financials incentives from government in emerging markets
                                                                                                            Answer: B
24. Which of the following is not a “PUSH” force of motivation?
         A. Security needs
        B. Career advancement goals
        C. Attitudes about the supervisor
       D. The amount and timing of feedback
Answer: D
25. Which of the following is not a “PULL” force of motivation?
         A. Availability of training
         B. Performance – levels goals
         C. Rewards and compensation
         D. Pressure for high levels output
Answer: B
26.Pull factors refers to 
                A. offensive motives of internationalization
               B. Strategic Motivation
              C. Market motives of internationalization
               D. Resource-seeking motives
                                                                                                                              Answer: B
27. The internationalization of   ------------- popularized the idea environmentally sensitive
Products.
A. The body shops
B. Goods shops
C. Retailed market
D. All of these
                                                                                                                      Answer: A
28.-------------   is an important means of transferring management functions.
                 A. Regulation of alliances
                 B. Alliances
                 C. Formulation of alliances
                D. Retail alliances
                                                                                                                                        Answer: C
29.International retail alliances are the  ---------------- of growing globalization.
               A. Indirect outcome
               B. Direct expansion
               C. organization marketing
                d. Direct outcome
                                                                                                                                  Answer: D
30. Which of the following is a internationalization of retiling activity two dimensions?
                             A. The firm and market
                             B. The goals and services
                            C. the price and supply
                            D. ownership and level of service
Answer: A
31. Extension of marketing activities across the globe is called as
                      A. International Business
                      B. Universal Marketing
                     c. International Marketing
                     D. Borderless marketing
Answer : C
32.  -------------- is a group of firm using the same marketing mix to target the
same markets.
A. Industry
B. Strategic group
C. Market
D. Joint Ventures
Answer: B
33. Technologies such as ------------ are also used at operational levels of retail stores.
                                A. EPOS(Electronic point of sale)
                                B. RTI(Ready to Launch)
                                C. MDA(Multiple Discriminant Retailers)
                                D. All of these
Answer: A
34. International activity is:
a) servicing customers in nondomestic markets. 
b) resource-seeking in international markets.
c) foreign sourcing and importing. 
d) servicing customers' need for international merchandise.
Answer:A
35. Which country has more retailers than the rest of the world combined?
                               A. Japan
                               B. China
                              C. India
                             D. Germany
Answer: B
36. Uppsala  model for internationalization of business operation is not valid for
 a. Manufacturing organization
              B. Services organizations 
              C. Agri business enterprises
             D. Trading enterprises
Answer: B
37. According to the Uppsala model a firm’s  -------- is the major drivers of its
Pattern of internationalization.
A. Specific advantages
B. Resources commitment
C. Technological capability
D. Experiential knowledge
Answer: D
38. In a  ------------- retailer sells to consumers through multiple retail formats Such as websites ,physical stores.
A. Multi-channel retailing
B. Retail management
C. Counter selling
D. Retail strategy
Answer:A
39.         -------------- factors affects international marketing decision
                        A. Political
                        B. Economical
                        C. Social
                         D. All of the above
Answer: d
40. Retailers are totally dependent on the GTNs to-----------  support
Their
A. Ordering system
B.  Stock management system
C.  Point of sale system
D. All of the above
                                                                                                                                Answer: D
41. The factor leading to the growth of retailing is
          A. Changing consumer needs
         B. Technology
         C. Demographics
         D. All of the above
                                                                                                                              Answer: D
42. The most costly element of the international comparison program 
(ICP) is the construction of
A. Purchasing power points
B. Point Of Sale
C. EDIFACT
D. UTTN
Answer: A
43.Pull factors refers to 
                A. offensive motives of internationalization
               B. Strategic Motivation
              C. Market motives of internationalization
               D. Resource-seeking motives
                                                                                                                              Answer: B
44. Which is the most approximate mode of entry in international business to an
Enterprise with little experience of international market?
A. Acquisition
B. Strategic Alliances
C. Joint ventures
D. Exporting
                                                                                                                               Answer: D
45. The strategy wherein international marketers have to make some
Modifications in the product ton match heterogeneous requirements
Of customers of foreign marketers is called?
A. Product standardization strategy
B. Product Customization strategy
C. Diversification
D. None of the above
 Answer: B
46. Additional features of a product which are over and above the 
Consumer expectation is called?
A. Core product
B. Expected product
C. Augmented product
D. Potential product                                                                                                  
47. which of there following refers to adopting multiple brands for
Different products produced by manufacture?
A. Single brand strategy
B. Special brand strategy
C. Multiple brand strategy
D. Umbrella brand strategy                                                                                                             C
48. which of the following market types has all firms selling products
So identical that buyers do not care from which firm they buy
A. Perfect competition
B. Oligopoly
C. Monopolistic competition
D. Monopoly
                                                                                                   Answer: A
49. which of the following is not the component of internal marketing
Environment?
A. Product
B. Price
C. Place
D. Competition
Answer: D
50. In prefect competition  the firm maximizes profit in the short run by 
Deciding
A. How much output to produced
B. Whether or not to enter a market
C. What price to charge
D. How much capital to use
                                                                                                  Answer: A
51. In which of the following pricing policy exporter sells the product 
Sells the product at thew same price to the buyer of any nation?
A. Standard pricing policy
B. Two tier pricing policy
C. Market pricing policy
D. Dumping                                                                                                   Answer: A
52. Separate marketing mix for each foreign market is known as
             A. Distribution
             B. Ethnocentric approach
             C. Decentralization
             D. Polycentric approach
                                                                                                         Answer: D
53. Extending domestic marketing mix to international market is
known as?
A. Distribution
B. Ethnocentric approach
C. Polycentric approach
D. Geocentric approach                                                                                           Answer: B
54. Which if the following is not the part of micro environment?
              A. Socio cultural needs
             B. Suppliers
              C. Customers
              D. Market intermediaries 
Answer: A
55. Atmosphere in retailing refers to 

A. the weather outside a store

B. the ambience, music, color scent in a store

c. Assortment of products in the store

d. Display of items in a store
 Answer: B
56. Retailing is a marketing function which

A. sells products to other business
            B. sells product to a company that resells them
            C. Sells product to final consumer
           D. Sells product for ones own use
 Answer: C
57. which analysis compares the strength and weakness of a firm 
Against the opportunities and threats in the external environment

A. Environmental analysis
B. Business analysis
C. SWOT analysis
D. None of the above                                                                                              Answer: C
58. Retailing is selling  ----------------- products to households.
               A. final consumer
               B. retailers
               C. sellers
D.producer
                                                                                          Answer: A
59.which of the following gurus proposed the “marketing mix” term?

A.philipKotler

B. neil. H. borden

C.michael porter

D. peter drucker








Answer:B
60. what is meaning of digital marketing?

A. to sell with calculator

B. marketing of digital equipment

C. Marketing through internet and telephone


D. none of these





Answer: c
UNIT  5
Retail Marketing
1. There are two categories of electronic retailing
a.  Passive system
b. Static system
c. Passive system and interactive system
d. All of the above
Ans: c
2. There are ....... kinds of retailers dealing in electronic retailing
a. four
b.  two
c.  three
d.  five
Ans: c
3. Demographic information about customers is known from a----.     
a.  Loyalty card data base
b. Evaluating in promotion
c. Planning its promotional measures
d. Preceding the outcome of its newly adopted policies
Ans: a
4. Retail data capture is collecting data on every sale transaction at the point of .......
a. Purchase
b. Sales
c. Profit
d. Loss
Ans: b
5. The data are stored in a separate computer system so that data warehouse does not interface with--------operation
a. Monthly
b. Day-to-Day
c. Weekly
d. Yearly
Ans: b
6. The technical solution for accessing item related information
a. Read EPC from e-tag
b. Act network address from ones
c. Retail product information in a peer-to-peer fashion
d. All of the above
Ans: d
7. The--------of installation of the software components is also important for repaid implementation in the logistics network
a. Leanness
b. Simplicity
c. Both a and b
d. None of the above
Ans: c
8. In a-------a retailer sells to consumers through multiple retail formats, such as website physical stores
a. Multi-channel retailing
b. Retail management
c. Consumer selling 
d. Retail strategy
Ans: a
9.  Information technology in retailing deals with----------
a. Information
b. Knowledge
c. Data
d. All of the above
Ans:  d
10. Communication refers to transmit data between
a. Computers
b. Information
c. Technology
d. Retailing
Ans:
11. It enables business organisation to develop closer relationship with
a. Customer
b. Middlemen
c. Agents 
d. Employees
Ans: a
12. It used in retailing to carry out basic function such as the
a. Selling items
b. Stock control
c. Management reports 
d. All of the above
Ans: D 
13. Lack of independent assortment of two gens is due to
a. Recombination
b. Crossing Over
c. Linkage
d. Repulsing
Ans: a
14. The cross where the sources of gametes are reversed is called
a. Reciprocal cross
b. Reverse cross
c. Dihybrid cross
d. Test cross
Ans: a
15. The genes for the seven characters chosen by Mendel are located on
a. Application portfolio
b. Information technology
c. Business system planning
d. Critical success factors
Ans: c
16. Basic of information technology information technology deals with
a. Information
b. Data 
c. Knowledge
d. All
Ans: d
17. The planning information requirements of executives can be categorized into three broad categories
a. Environment info
b. Internal and competitive
c. All of the above
d. None is true
Ans: c
18. Competitive information includes the following information
a. Industry demand and the competitive data
b. Market strategy
c. Comparative information 
d. None is true
Ans: a
19. Buying and selling of product and services using electronic means called as 
a. Ecommerce
b. Traditional commerce
c. Online purchase
d. Computer buying
Ans: a
20. Which of the following is the commercial source of consumer information? 
a. Display
b. Package
c. Acquaintances
d. Websites
Ans: c
21.   Getting the full benefits of IT many actually takes a----------
a.  Short time
b.  Longer time
c.  Middle period
d.  Lower period
Ans: b
22.  The cost of routine investment in -------is very high
a.  Automation process
b.  Retail marketing process
c.  Sales process
        d.   Product process
Ans: a
23. Retail offering product in smaller quantities tailored to individual consumer and household’s consumption patters
a.  Visual merchandising
b.  Warehousing
       c.   Breaking bulk
       d.   Advertising
Ans:  c
24.  At what stage is the threat from competitors at is peak in an industry
a. Growth stage 
b. Embryonic stage
c. Nature stage
d. Shakeout stage
Ans: a
24. retailing is a marketing function which
a. Sells products to other business
b. Sells products to a company that resells them
c. Sells products to final consumers
d. Sells products for ones’ use
Ans: c
25.  According to--------, many retailers concentrate on operational improvement rather than transformational ones
a. MC. Carthye
       b. Prof.Johnsawson
c.  Kotler
d.  David Gilbert
Ans: b
26. The ------ project address the area of e-logistic focusing specifically on e-fulfilments
a.  e- thematic
b.  e- business
c.  e- commerce
 d. None of the above
Ans: a
27.  It refers in a broad sense to the conversion of activities and process throughout an enterprise into an electronic
       a. E- thematic
       b. E- business
c.  E- commerce
d.  None of the above
Ans: b
28.  It provides a set of computer tools to assist transport operators in planning their transport services
a.  MOSCA
b.  IBOS
c.  Parcel call
d.  Multimodal
Ans: a
29.  It is a browser based solution that delivers an intuitive easy to use requisition system
a.  PROACTIS
b.  INUESCO
c.  IPOS
d.  EREQUISITION
Ans: c
30.   -------enforces privacy policy set by the policy engine 
a.  Consumer agent
b.  Tag authentication
c.  RFID tags
d.  Reader core
Ans: a
31.    A reorder point represent demand during
a.  Peak time
b.  Lead time
c.  Season
d.  None of the above
Ans: b
32.     The planning system checks that the item cassis a production forecast or a sales order
a.  MRP

b.  MPS
c.  SKU

d.  SBU
Ans: b
33.      It stops junk e-mail in its tracks 
a.  Firewall
b.  Anti- spam
c.  Anti-virus
           d. All of the above
Ans: b
  34.     SAP implementation project was divided into-------phases
a.  Two
b.  One
C.  three
d.  Double
Ans: c
35.       The ability to exchange information electronically is central to the effective conduct of e- commerce
a.  E-mail
b.  E-messaging
c.  EAN
           d. E- businessAns: b
36.      The first and foremost method of retail is
a.  Counter service
b.  Online shops
c.  Self- service
d.  Cost- plus pricing



Ans: a
37.      Which of the following is the process of buying and selling products by offering the customers to bid the price
a.  Marketing
b.  Bookshop
c.  Auction
d.  Booking


Ans: c
38.       The planning system prioritizes according to ----- since that is the best way to ensure the lowest possible inventory
a.  Packaging data
b.  Delivery data
c.  Shipment data
d.  Distribution data
Ans: c
39.      It is a system of technologies and processes the senses and responds to real-time demand across a network of customers, suppliers and employees
a.  Demand – driven retailing
b.  Supply chain management
c.  Customer relationship management
d.  Demand statistics
Ans: a
40.      The word retail is derived from the------
a.  Latin
b.  English
c.  French
        d. German



Ans: a
41.       Retailer is a person who sells the goods in a-------
a.  Large quantities
b.  Small quantities
c.  Both a and b
d.  None of these
Ans: b
42.       ----------is the most common way four purchasing an online advertising
a.  CPM
b.  Any of these
c.  CPC
d.  None of these
Ans: b
43.      --------- are interactive online ads that require the user to respond intimately in order to wade through the message before reaching the intended content
a.  Ultrametricises
b.  Pop-up ads
c.  Spam e-mail
d.  Malware
Ans: a
44.       --------is the most unwanted of online advertising methods
a.  Advertorials

b.  Pop-up ads
c.  Spam e-mail

d.  None of these
Ans: b
45.       Information technology deals with
a.  Information
b.  Data
c.  Knowledge
d.  All of the above
Ans: d
46.       The planning information requirements of executives can be categorized into three broad categories
a.  Environmental info
b.  Internal and competitive info
c.  All of the above
d.  None is true
47.     Levels of information within an organisation can be analysed into different
a.  Top/ Middle/ Low information
b.  Strategy information
c.  Tactical information
d.  Operational info
Ans: a
48.     Hardware cost/ system analysis and operation cost reflect different of
a.  Cost of information
b.  Value of information
c.  Type of info
d.  All of are true
Ans: a
49.   Number of system is
a.  Positional
b.  None positional
c.  Positional and non-positional
d.  None of the above
Ans: c
50.    Diligence, accuracy, versatility, reliability, storage
a.  Characteristics of a computer
b.  Objectives
c.  Goals
d.  Strategies
Ans: a
51.     Consumer acquiring product through mail, telephone, or computer
a.  Outsourcing
b.  Outlet shopping
           c.   Non-traditional shopping
d.  In – home shopping
Ans: D
52.      Which of the following is the major reason consumars give for
shopping online ?
            a. Want product delivered
            b. Unique merchandise 
            c. Price
d.Convenience
Ans: A
53.  Which one of the following is NOT a from of direct marketing?
          a. Catalogue retailing 


b. telemarketing
c. personal selling


d. direct mail

Ans: C
54.  The major reason  people give for not shopping on the internet is -----------.
       a. Lack of “touch”  

b. Security concerns
       c. Too difficult

d. Unfamiliar merchants 
Ans:B
55. The different between retail and cost is called?
        a. Profit
  b. Markdown

     c. Income
 d. Mark – up
Ans:A
56. What are materials used in production in a manufacturing company or are placed on the shelf for in a  retail environment?
a.  Direct material 
b. Indirect material 
      c. Edi

d. None of the above
Ans: A
57. -------------- is basically a concept of online marketing and distribution of productsand service over the internet.
       a. B2g       b. B2e       c. B2c       d. B2b
Ans:   C
58. ----------- is an online autioning  site that facilitates the trade of privatelyowned items  between individuals.
        a. E-bay

  b. Amozon. Com
        c. Reptilic. Com

  d. All of thes
Ans:   A
59. The most prevalent online payment method is -----------.
        a. PayPal


b. Checks
        c. Credit cards 

d. Debit 
Ans: C
60. All of the following are technologies used to gather information about you online except ------------------.
       a. Spy ware    

b. Cookies 
       c. Gmail


d.Anonymizers
Ans: D
