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Assignment Set – 1

Q.1. The retailers must plan segmentation of market in a way that follows different bases to justify profitability. Explain the context with suitable examples. (10 Marks)
Ans 1.
Introduction to Retail Market Segmentation
Market segmentation refers to the method that divides a mixed market into distinct segments of clients who share the same features, preferences and responses to promotional initiatives. Retailers must ensure that effective segmentation isn't just an academic process, but instead an essential strategic requirement that decides the way resources are distributed and how the merchandise is selected and how the stores are constructed and how communications  
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Q.2. What are the key components of the strategic retail planning process? (10 Marks)
Ans 2.
Overview of Strategic Retail Planning
Strategic retail planning is the procedure by which a retail business defines its strategic plan of action, establishes targets for performance that are measurable, evaluates the competitive landscape and creates strategic and operational strategies for long-term growth and profits. It transforms the retailer's goals and goals into action strategies that direct every functional aspect of business, starting with merchandise purchasing to the operations of stores marketing communications 


Q.3. State the concept of retail merchandising. Discuss in detail the steps followed in the merchandise management process. (2+8 = 10 Marks)
Ans 3.
Concept of Retail Merchandising
Retail merchandising is the broad range of actions that involve buying, presenting and selling merchandise in retail environments in order to increase sales and profit and satisfy customer demands. It includes the selection of products, planning assortment pricing, presentation of the product promotions, as well as managing inventory. The process helps bridge the gap between the goods that manufacturers produce and what consumers want. to ensure that the appropriate items are offered at a fair cost, 



Assignment Set – 2

Q.4. Explain the different pricing strategies that retailers adopt to achieve their short-term and long-term goals. (10 Marks)
Ans 4.
Introduction to Retail Pricing Strategy
Pricing is among the most effective and sensitive tools available to managers of retail as it affects margin, revenue, and the perception of value by customers all at once. The strategy that any retailer employs should be in line with its general market position and target customers' profile, its merchandise 

Q.5. Discuss in detail the different approaches that retailers use to enter international markets, providing relevant examples for each mode. (10 Marks)
Ans 5.
Introduction to International Retail Market Entry
The expansion of international retail offers huge opportunity for retail businesses that are thriving in their local markets or have concepts that are of worldwide potential. But, entering markets outside of the United States puts retailers in danger of unfamiliar regulations, cultural variations competition dynamics and the operational complexity that could overpower unprepared businesses. The decision to enter markets in a certain option determines the degree of risk, investment as well as operational controls. the flexibility to adapt local markets for 



Q.6. Provide a detailed explanation of the key components of Customer Relationship Management (CRM). (10 Marks)
Ans 6.
Introduction to CRM in Retail
Customer Relationship Management is an comprehensive business plan, that is backed by processes, technology, and organizational culture that concentrates on the acquisition, retention and establishing successful customer relationships by gaining a deep knowledge of the individual's behaviors, preferences and requirements. In the retail industry, CRM can transform the relationships between retailers and the customers, moving away from a series of transactions into continuous personal relationships that generate lasting value for both parties 

