
Exam. Code : 111802
Subject Code : 4970

Baehelor of Vrcation (Retail Management)
2"'l Semester

COMMTINICATION SKILLS IN ENGLISH

Paper-BVRM-201

Time Allowed-3 Hoursl [Maximum Marks-35

Note :-All the questions are compulsory. Each question

carries 5 marks.

I. What points me borne in mind while attending a telephone

call ?

II. What are the components of a good conversation ?

Ill. You are Jasleen, a student of B.Voc. (Photography and

Journalism). You are asked to speak on the theme of
religious intolerance in India and some parts of the world.

You are to address the moming assembly. How will you

go about it ?

IV. India should improve the health of its citizens with the

help of private participation. Do you agree with the

proposition ?

V. You are Seerat. You are to stay at Mumbai fbr two days

along with your friend. Book a double-room at a good

hotel. Enquire about the services provided by the hotel"
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VI. Write the fbllowing words in IpA syrnbols :

(i) Peacock

(ii) Barnboo

(iii) Singer

(iv) Improve

(v) Choose

(vi) Spread

(vii) Mother

(viii) l;irul

(ix) Toy

G) But.

VII. Makes stress on the following worcls :

(, Ilmployee

(ii) Engineer

(iii) Consist

(iv) Again

(v) Blackbird

(vi) AFar

(vii) Magic

(viii) Capacity

(ix) Tomorrow

(x) Never.
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Exam. Code : 111802
Subject Code z 4971

Bachelor of Vocation (Retail Mlnagement)
2nd Semester

fn * 6-trfi 'l
Faper-BVRM-202(i)

TimeAl{owed-3 Hours] [Maximum Marks-50
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Exam. Code : 1llg02
Subject Code z 4972

Bachelor of Vocation @etail Management) 2.d Semester

Us* ri;r'fr
paper_BVRM 202(ii)

Time Allowed-3 Hoursl [Maximum Marks_SO
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t-
Sr. No. 5634

Exam.Code: 111802
SubJect Code z 4973

Bachelor of vocation (Retail Management) - 2nd sem.
(25181

Paper: BVRM-2O3

Retail Shopper Behaviour
Time allowed: 3 hrs.

section A: Attempt any l0 questions. Each question carries I mark.
1. Explain:

i) Nature of shopper behavior
ii) Types of shoppers
iii) Buying roles
iv) Buying decision making
v) Need recognition
vi) Brand choice
vii)Customer needs
viii) social class influences on consumer buying behavior
ix) Shopper motives
x) Elements of shopper attitude
xi) Retail customer service
xii) Attitude measurement

Section B: Attempt any 2 questions. Each question carries l0 marks.

Max. Marks: 5O

2. What is shopper behavior? What is the importance of understanding shopper behavior for
retailers?

3. Explain the techniques fbr understanding the retail dynamics of customers,
4. Write short notes on:

a) Search for information
b) Buying decision process for products

5. Briefly explain :

a) Information search process of consumers
b) Motivation research

Section c: Attemp t any 2 questions. Each question carries l0 marks.

6. What are consumer needs and motives? Why is it important to understand them?7 Describe types of shopper behavior groups. Also wriie a note on opinion leadership.
8. what is perception? Explain the importance and meaning of perception.
9. what is shopper attitude? Explain attitude development process.

5634(25181too
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Bachelor of vocation (Retail Management) - 2nd sem.
(2518)

Paper: BVRM-2O4

Human Resource in Retail Operations
Time allowed: 3 hrs.

SECTION-A (Arrempt any rcn)

l. a) What is employce reterrrio,,l 

--r ---''

b) Draw the diagrarrr clf.proccss r,1..selcction, 4l' ' -

c) What are different On .lob trairring nrethocts?

d) What is grievance reclre.:sal.,)

e) What is HRp?

f) What are assessment cenrers?

g) What is the significance ot'trainirrg,? 
u

h) What is labor turnover?

i) Define training.

j) What are organizational chiirts?

k) Wlrat is recruitrnent./

l) What are the various turicrions or'l Ilt in retail opelations,/

SECTION-B (,,\rrenrpt an.r,two) 
2,,10=2r)

2' whatdoy'ott ntean by'tcrrl) rctiril ruarragerilcnt? what is its significflpcu lothe reliriler.s,

3' what are the variotts rnethods ol'human resource planning? Discr,rss in detail.

4' How job specification is clifl'ererrt tionr job analysis? Discuss various methods ofjob analysis?
5. Discuss in detail process of r.ecruitmelit.

SEC'I'ION-C (atrcrripl urr; twu) 2i10",20
6' what are the dirferent types .f rvage systems? Discuss in detait.

7' Why labour participatiort itt ntattag.cnrent is an essential laclorto tJcal rvith emplo'cc, trrnro'i:r?
8. What are the various nretlrocls o[,OfF.lcb rr.aining?

9. What is compcnsatiolr lrlarrrrirrg,,, What is the rreed of lrirvirrq grievanee r.edressal cclls irr :rnorganization'' 
*********

Sr. No. 5635
Exam.Code: 111802
SubJect Code | 4974

Max. Marks: 5O

563s(251Sltoo

Digitized by Kanya Maha Vidyalaya, Jalandhar
Original with KMV Library



Exam. Code : lllg02
Subject Code : 4975

Bachelor of Vocation (Retail Management)
2nd Semester

MANAGERIAL ECONOMICS
paper_BVRM_205

TimeAllowed-3 Hoursl [Maximum Marks-50
SECTION-A

l. Write short notes on the following :_
(i) Managerialinsight.

(ii) Economic theory.

(lii) Extension in demand.

(i") Cross elasticity of demand.
(v) Supply curve.

(vi) Short run production fi.rnction.
(ui) Marginal cost.

(viii) Producer,s equilibrium.
(r*) Shut down point.
(x) Normal profits.

SECTION-B
Note :-Attempt any TWO questions. Each carries l0 marks.

2xl0:202. Howdoes managenal economics help managers in businessdecision making ? Explain in detaii.

s636(25lSycTGl640 
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a
J.

4.

What are economic problems ? Highlight tools of marngerial

economics which helps in resolving economic problems.

Define market equilibrium. Demonshate impact of changes

in quantity demand and quantity supplied on the market

equilibrium.

Define elasticity of demand. Describe important factors

determining elasticity of demand.

SECTION-C

Note :- Attempt any TWO questions. Each carries 10 marks.

2x10:20

Do you agree with the statement that 'Law of variable

proportions' enables managers to take business decisions

pertaining to maximization of production in the short

run ?'

Briefly explain following with examples:-

(i) Fixed and variable costs

(ii) Importance of Long mn average cost ctuve in business

decision making.

Why can't firms under perfect competition earn super

normal prohts in long run whereas it is possible to earn

them in the short run ? Explain.

What do you mean by economic system'/ Highlight role

of government in different economic systems.

s636(2sl8yCTT-1640
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Exam. Code : 111g04
Subject Code : 499g

Bachelor of Vocation (Retail Management)
4th Semester

SUPPLY CHAIN MANAGEMENT
paper_BVRM-401

Time Allowed-3 Hoursl [Maximum Marks-50
Note :-(l) Section A consists of 12 short answer type

questions, the students are required to atternpt
any 10 for I mark each.

@ Section B consists of FOUR questions and
the students are required to attempt any 2 from
this section for l0 marks each.

(3) Section C also consists of FOUR questions
and the students are required to attempt any
2 from this section for t0 marks each.

SECTION-A
1' G) Differentiate between a suppry-chain and the varue

chain ?

(ii) What is the role of physical distribution in supply_
chain.

(iii) Outline various participanrs in supply_chain.

09 Outline span of supply-chain management.

s64t(2sts)/cTT_164r
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Exam. Code : I1lg04
Subject Code : 500I

Bachelor of Vocation (Retail Management)
4th Semesfer

DATABASE MANAGEMENT SYSTEM
paper_BVRM_4O4

TimeAllowed-3 Hoursl [Maximum Marks-50
Note :- (l) SectionA will consist ofTWEL\IE very short

answer type questions with answer to each
euestiSn up to 5 lines (50 words) in lengtf.
Candidates are required to attempt any TEN
questions; each question will carry l_;k;;
total weightage being l0 marks.

@ Section B will consist of trOUR questions
from part_I of the syllabus. The candidates
are.required to attempt any TWO questions
whrch need to answer each question up to
5 pages in length. Each question will carry
10 marks. The total weightage of this section
will be 20 marks.

(3) Section C will consist of F,OUR questions
covering.part-Il of the syllabus. The candidates
are required to attempt any TWO qu"stions
which need to answer each questi;" il;5 pages in length. Each question wilt cir.y
l0 marks. The total weightage of this section
will be 20 marks.

s644QStSycTT_2207 r (Contd)

Digitized by Kanya Maha Vidyalaya, Jalandhar
Original with KMV Library



F
.

C
I

F
I

*FU€raclt$\ora

-:-qt)tv)u)
.E

'E
 

E
 

E
 

E
 

T
€: 

E
 

Z
 

E
 

E
.E

'E
 

E
 

.' 
E

 
.E

E
S

dH
S

e
g: 

3 
: 

2 
d

#=
 

g E
 

t 
F

;E
 

E
 

€ 
S

 
P

E
e 

E
 

: 
€ 

E
E

 
tr 

r) 
=

 
.E

 . 
d 

6
A

 € 
j 

H
 *.{ tr 

t 
a

E
 s 

A
 i 

f $i 
E

g
E

E
 iF

 
I8B

 
*a

,e 5 
H

: 
E

€ h 
f 

g

'i 
a a;E

*E
iile

€ 
F

 c,, 
?.E

 €.E
 da 

A
"E

E
 F

g 
5# H

E
 g? Z

E
d.=

O
E

 E
fiE

f 
E

E
E

;
frfril 

E
E

E
:E

Z
 

E
Y

o\
oo

\o

aIt-ololrlFQ6raall
tt\oro

'(f=tEg 
E

 
s +

 
3 

E
g ? 

E
E

 
E

:
r € 

cB
n ;E

l 
a tH

E
a: E

E
E

E
 E

 €
E

 
C

:+
 E

 P
E

E
:i 

A
F

E
g E

i
H

5E
fiE

:rtsE
fr€E

E
E

E
rH

$;
f .i3 

€a:i2E
H

27 
tE

E
 

E
.,

f E
E

E
E

E
+

E
E

E
E

E
E

E
; 

H
'E

t--'|{*s
{'@

O
eO

o 
e 

@
o@

G
ge 

,f 
,$

tr-
:f, 

\n

N
cn

Digitized by Kanya Maha Vidyalaya, Jalandhar
Original with KMV Library



Exam. Code : 111804
Subject Code : 5003

Bachelor of Vocation (Retail Management)
4th Semester

LAB ON E.RETAILING AND RETAIL
INT'ORMATION SYSTEM

Paper-BVRM-406

TimeAllowed-3 Hoursl [Maximum Marks-50
Note :-Attempt TEN questions from Section A. Each

question carries I mark. Attempt TWO questions
each from Sections B and C. Each question carries
10 marks.

SECTION-A
l. (a) What is closed-loop marketing ?

(b) What are the shortcomings of E-retailing ?

(c) Define M-Commerce.

(d) Differentiate between E-Commerce ancl
M-Commerce.

(e) What is the problem of trust in E-payments ?

(0 What is Supply Chain Management ?

(g) How is price discrimination provided in E-retailing ?

(h) How security is provided in electronic payment
systems ?

s646(2st8)/CTT!2208 (Contd)
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(, Define cyber intermediaries.

0) What is a virtual store ?

(k) What is a shopping arcade ?

0) What is the pulpose of service mails ?

SECTION-B
2" What do you understand by E-Marketing ? How is

E-marketing different from taditionar marketing ? Explain
in detail the advantages of E-marketing.

3. Lucidly explain the current trends and status of E-retailing
in India.

4- what are the various E-payment systems ? Discuss the
advantages and limitations of each.

5. What is Marketing Mix ? Explain the composition of
various components of marketing mix in the context of
E-retailing.

SECTION-C
6" what are the various strategies for online pricing ? Also

discuss the factors affecting online pricing.

7 - Elaborate in detail the various promotional strategies of
E-retail business.

8. what are the contents for designing websites for online
shopping marts ? What are the differentiating factors for
online shopping portals ?

9. Discuss the new customized retail formats with examples.

5646(25l8yCTT:2208 2 100
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Exam. Code : lltgO4
Subject Code : 5004

Bachelor of Vocation (Retail Management)

ENvrRoN#iil";,Jirr,"r-,; '

Paper-ESLZ22
TimeAllowed-3 Hoursl 

[Maximum Marks_50
Note :-The question paper consists of three Sections A, B

(l) Atrempt any THREE questions from SectionAand restrict your ur.*", to 2 pages.
@ Attempt any TWO questions from Section Band restrict yo* *r*..,
(3) Attempt any oNE *j}Im[;::,itr.:

and restrict your *r*". to a maximum of5 pages.

SBCTION-A
l. Biogeographical classifications of India.
2' Discuss noise po'utioq its causes and mitigation measures.3- what do you understand by Road Accident and FirstAid ?

4. What are the aims and objective of.Civil Defence ?5' what is the rore of NSS/any other sociar cause for serviceof society with appropriate examples ? 3x5:15

s647gst8)/cTT-3g474 
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6..

7.

8.

9.

SECTION-B

India as mega diversity nation. Justifu this statement.

What do you understand by disaster management ? Discuss
any recent disaster in India.

Role of information technolory in environmental and human
health.

How do you think that field visits to any local area to
document environmental assets-river/forests/grasslanffi llsi
mountains will help in better learning ? Document in your
words about any such visit. 2xl0:20

SECT'ION-C

Discuss entrepreneurship development in detail. What are
the qualities of good entrepreneurship and role of financial
planning and support service institutions in success of the
new business ?

Discusss the role of an individual in prevention of pollution.

I x l5:15

s647(2s18)tcTT-39474
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Sr, No. 5648

Bachelor of Vocation (Retail Management! -

125181

Paper: BVRM-6O1

Retail Operatlons Management

Time allowed: 3 hrs.

Ekam.Code: 111806
SubJect Code : 5O2p

6th Semester

Max. Marks: 5O

Note: Attempt any len questions from SECTION A. Attempt two question from SECTION B
and SECTION C .

i.
ii.
Ilt.
iv.
v.

vi.
vii.
viii.

ix.
x.

xi.
xii.

1

3.

4.

5.

SECTION A
Explain the importance of Just in time .

What are the adrrantages of centralized store?
Explain the importance of stock verification.
What are the risks associated with storage and warehousing?
Explain briefly the objectives of in-store promotion.
Explain the use of retail information system to retailers.
What is the role of Business Intelligence in CRM?
Explain the concept and importance of retail audit.
Explain the concept of store management.
Explain the concept of "The ladder of loyalty".
List the various media of Retail Advertising.
Differentiate between Private Brands Vs. National Brand (lxl:)

SECTION B
State the importance of strategic planning in a retail store, and enumerate the various steps
in the planning process.
Explain the advantages and disaclvantages of CRM to retail customers? Explain the
procedure for developing and implementation of CRM for a retail company?
Discuss the stategies for managing supplier relationships. Explain different systems of
Inventory Management.
Write short notes on the following :

a. Steps involved in category management
b. Advantages and disadvantages of developing Brands in retailing

SECTION C

Discuss the elements of a promotional mix and explain any one in relation to a retail store.
Explain the ways of avoiding errors while communicating retail messages.
(a) "The heart of the selling process is the meeting that takes place between the prospect and
the sales person". Comment on this statement in the context of retail business.
( b) Describe the qualities that a sales person in a retail store should have to be successful
Discuss the need and importance of layout in a retail store. Explain the techniques to be
followed in order to display the products in a retail store.

(e{L")

6.

7.

8.

9. Explain the retail marketing strategy. Explain the evaluation and control of retail
strategy. Explain the operational aspects of strategy implementation

marketing

(rx Lo)

5648(2s1811OO
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Exam. Code : 111806
Subject Code : 5026

Bachelor of Vocation (Retail Management)
6th Semester

MARKETING MANAGEMENT

Paper-BVRM-602

Time Allowed-3 Hoursl [Maximum Marks-50
SECTION-A

Note:-Define any 10 terms. lQx1:10
1. Write short notes on the following :

0 Marketing.

(ii) MarketingEnvironment.

(O Determinants of price.

(iv) Marketingsegmentation.

(v) Packaging and labeling.

(vi) Publicity and promotion.

(vii) Green Marketing.

(viii) Rural Marketing.

(ix) Product Life Cycle.

(x) Marketmeasurement.

(xi) New product development.

(xii) Product Mix.

s649(2sl8yCTT-1642 (Contd)
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SECTION-B

Note :-Attempt any TWO questions. l0x2:20

2. What do you mean by positioning ? Discuss the importance

of positioning and major bases of positioning a product.

3. What do you mean by marketing ? Discuss the nature

and scope of marketing in detail.

4. What is Marketing Environment ? Discuss the concept of

environment scanning in the context of Marketing

Environment.

5. What is a product ? Explain the Product Life Cycle in

detail with suitable examples.

SECTION-C

Note :-Attempt any TWO questions. 2xl0:20

6. What is pricing decision ? Explain the Pricing process

and strategies of price in detail with suitable examples

from the Indian marketing sector ?

7. Discuss what are the new issues in Marketing in the 21st

century and how are they important.

8. Define advertising. How is it different from personal selling

and publicity (explain with example) ?

9. Discuss the functions and types of distribution channels in

detail with examples.
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Exam.Code: 111806
Subject Code : SO2Z

Bachelor of vocation (Retail Managementl - 6th semester
(2s181

Paper: BVRM-6O3

Production and Operations Management
Time allowed: 3 hrs. Max. Marks: SO

Note:

l. Attempt l0 short answer type questions fiom Section-A, Each question carries I marks
Il. Attempt 2 questions eactr f-rom Section-Il and Section-C, Each question carries I0 marks.

Section-A
l. Writr: a shot on the foilowing

a. Operation Strategy
b. Operation management

c. Layout Analysis
d. Network Analvsir;
e. Work measurement

f. Production systen:r

g. ERP

h. Value engineering
i. Environmentalmanagement
j Value added

k. Mass customization
l. Quality Control

Section-B
2. Define production management? Discuss the significance of production management in

today's competitive errvironment.
3. What is production scheduling? Discuss various techniques of production scheduling.
4. What steps are involved in the development of product? Discuss with the help of

examples.

5. Explains the concept oI'job design. What are various components ofjob design?
Section-C

6. Define 'l'otal Quality Management. What are the essentials of Total euality
Management? Discuss

7. Describe strpply chain rnanagement. Discuss the impact of internet orr supply chain
management .

8. Discuss the contemporar,/ issues operation management.
9. What is ISO? What are the benefits of International standards to the industry, regulators

anci societv'l Disciiss.

s6so(2s 181lOO
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Exam. Code : 111806
Subject Code : 5028

Baehelor of Vocation (Retail Management)
6th Semester

TAXATION LAW AND PRACTICE IN BUSINESS

Paper-BVRM-604

Time Allowed-3 Hoursl [Maximum Marks-50

SECTION-A

Note :-Attempt any TEN questions out of TWELVE.
Answer to each question is to be in 5 lines. Each
question carries I mark.

l. (a) What is VAT ?

(b) Explain the term residential status.

(c) What is Capital Asset ?

(d) What do you mean by carry forward of losses ?

(e) Define TDS.

(D Explain advance payment of tax.

(g) Explain the term tax incidence.

(h) What is Direct Tax ?

G) Explain the importance of Central Sales Tax.

0) Who is an Assessee ?

(k) What is Previous Year ?

(l) What is clubbing of Income ? lOxl:10
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sr' No' 5652 
Exam.code: 111806
Subject Code 1 5or29

Bachelor of Vocation (Retail Management) ' 6th Sem. .

(25181

Paper: BVRM-6O5

Elements of Salesmanship

Max. Marks: 5OTime allowed: 3 hrs.

SECTION - A

(Note: Atternpt any l0 questions. Each question carries I mark.)
(l0xl=10)

l) Explain the following:-

a) Career Counselling

b) Personal Selling

c) Wholesale Salesman

d) Training

e) CostumerProfile

0 Sales Talk

g) Customer Perception

h) Government Buyer

i) Explain two functions of a salesman

j) Factors that influence the purchase ofa product

k) What qualities should a Salesman possess?

l) Sales Presentation

PTO
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t2t
SECTION - B

(Note: Attempt any 2 questions. Each question carries l0 marks.)

(10x2=20)
2) What are Incentives? Explain the Financial ard Non-Financial lncentives.

3) What are the various souroes of Recruitnent?

4) what are the different methods of training used to train a saresman?

5) What is Salesmanship? Discuss the changing roles and functions of a Salesman.

SECTION - C
(Note: Attempt any 2 questions" Each question carries r0 marks.)

(10 x 2 :20)
6) what do you mean by Buylng Motive? Explain the various factors that influence the purchase of a
product.

7) what is Sales Presentation? Explain the various steps involved in it.

8) Write a note on the shopping behaviour of a consumer.

9) Explain the methods which are used to identifo customer perceflion that influence the decision
regarding the purchase ofthe product.

*********
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