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                 Maximum Marks: 100

Note: 

1. The paper is divided into three sections: SECTION-A, SECTION-B and SECTION-C. 

2. There are seven questions in SECTION-A, attempt ANY FOUR. 

3. SECTION-B has five questions, attempt ANY THREE. 

4. All the questions of SECTION-C (Case Study) are compulsory.

SECTION-A (10 Marks each)

1.  
What is the distinction between merchandising function and the buying function?
2.  
Is micro merchandising a good approach? Why or why not? 

     
3.  
What are the advantages and disadvantages of a decentralized buying organization?  

    
4.  
What is the basic premise of category management? 





     
5. 
What do you think are the risks of placing too much reliance on merchandising software?  Explain your answer? 









 
6. 
What is vendor management inventory? How do both manufacturers and retailers benefit from its use?  


     






     (5+5)
7. 
Write short notes on: 
a) 
Merchandising 
b) 
Private Labels 








     (5+5)
SECTION-B (15 Marks each)
8.  
Distinguish between these two terms: logistics and inventory management. Give example of each?



  
9. 
The FIFO method seems more logical than the LIFO method, because it assumes the first merchandise purchased is the first merchandise sold. So, why do more retailers use LIFO? 
10.  
Why is it important for retailers to understand the concept of price elasticity even if they are unable to compute it?  

  
11.  
Comment on each of the following from the perspective of a small retailer: 
a) 
Horizontal price fixing

b) 
Vertical price fixing

c) 
Price discrimination

12.  
Write notes on 
a) 
Unit pricing
b) 
Merchandise Budget Plan 






     (8+7)
SECTION-C (15 Marks)

Case Study (Compulsory)

Mr. X is the category manager of a new ecommerce startup www.xyz.com. The company is into the categories of mobile accessories, fashion, furniture and pet food. It is also planning to enter the grocery segment very soon. 
X is the category manager for fashion which contributes 8% to the GMV (Gross Merchandise Value of the company). The company is targeting aggressive growth for the category and plans to increase the contribution of the fashion category to 12% in the festive months of October – December.

The task before Mr. X is to increase the GMV of the category. While he has an increased promotional budget but he has to ensure that the cost of acquisition comes down by 10% as there is a lot of pressure from investors to control costs. The portal is a marketplace and hence all the merchandise is provided by the 12000 odd sellers on the portal. Out of this only 250 are active sellers whereas the productivity of the remaining sellers is less.

13. 
Case Questions:
i. What is the promotions plan (online and offline) that X needs to make so that the desired objective is to make?
ii. Also, what plans should the category manager make for merchandise, assortment?
iii. How can he increase the contribution from his sellers?  
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