Marking Scheme for Model Question Paper
Subject-Retail __ Class 12" Level 4: -

Ser No Answer Marks

1. | QuANEES of SUCCESSfULENTEpPrENEUr ArE :- 5

A. STong EEAJErship qQUANEES.

b. LEAJErs ArE born, noTmAdE.

€. Highly SEE-moTVAEd.

d. STong SEnsE of bASICETICs And INEQrTTy.

E. WEIngnEss D fAlL

f. SErMALINnOVADrS.

g. Know whATyou don'Tknow.

h. €ompETEVE spiriT

1. Undersmnd hE VAWE of 4 sTong pEEr nETvork.

Or

Teamwork is defined as the willingness of the group of people to work together to
achieve a common goal in the organization. It gives the impression that store
employees work like family and effective teamwork results to achieve
organizational goals. In any organization team work plays an important role to
improve the employee performance.

2. | An organizational structure is a system that outlines how certain activities 5
are directed in order to achieve the goals of an organization. These
activities can include rules, roles, and responsibilities.The organizational
structure also determines how information flows between levels within
the company. For example, in a centralized structure, decisions flow from
the top down, while in a decentralized structure, decision-making power
is distributed among various levels of the organization. Having an
organizational structure in place allows companies to remain
efficient and focused.

TypEs of OrgAnizATONALSTUCKUrES

1. FunCEONALSTUCIUrE

2. DwisionALor AumdivisionALSTUCIUrE

3. TEAMm-BAsEd

4. FIATSTUCKrE

5. AATIX STUCKIE

6. CIrCuldr STUCIUrE

7. NETork STuCIrE

Or
LoAding And unloAding mEANns ThE SErviCEs of WAdIng or unloAding €Argo
bETWEEN Any poInT or plACE of rEsTon A ErminAL or wharf, And Tu€ks,
rANCArs, or Any oThEr TypE of lANd TAnspormEon And bArgEs. ITIs EXTEMEL/
CruCIAL™ Any supply €hain And €An mAKE A big ImpACTKf donE INCorrECHy.
LoAding And unbAding TmE dEpEnds on somE fACKrs, LE ship SIZE,
EmMATon of EquIPMENTANd STACKINg yArd, A shAllow porTbAsin, TdALpEriod
And TAALMAgNIUJE.
3. | SEVEN PrinCGIpIEs of Supply €h4in /mnllgEmEn'l'llrE:— 5

1.ImprovE INnVEnry VISIbIlTy.
2.AANAGE supply And dEmANd 4s A flow.
3.\dop'l'A fAST, fIEEXIDIE pIDENNE pUANNnIng SysEmM.




4.USE rEALTME AnAL/ECs T MEAsSuUrE vVOMAWTy of dEmANd.
5.Improve forEGAsTng modEis.
6.DIVErsify SupplErs.
7.CrEAE nEw disTibuTon nETworks & €hAnnELs.
Or
EANIngs of \ cadents:-

"\ undEsIrAbEE or unforlunA®E hAppEning ThATo€Curs uninEnTonAlly And
usSudily resulls In hAarm, Injury, dAMAQE, or oss.

AEANnIng of EMErgENCES: - E MErgENCIES rEfEr T A dANgErous or sEfous
SMUAYon, BKE An ACAJENT, ThAThAppPENs And nEEds IMMEJIAE ACEon. \n
ACQJENTMAY IEAd TO EMErgENCIES. k rETAIEr Is EXpECEd T TAKE rEmEdIAL
SEps In EMErgeénCy €ondrmons.

SHps, Tips, fAlls ArE VEry CommonACCJENTANd EMErgENCIES In rETAILSTIES.
SOMETMES MusCUIOSKEIETALINjuriEs Also hAppEnEd.

WETfloors :- AosTslips hAppEn on WETor dirfy floors. EnsurE CGEANINg
hAppEns ATThE righTEME And Is CArriEd ouTIn ThE CorrECTMANNEr, using ThE
rAghTprodu€rs And EquipmENnTfor ThE job. E nsurE WETfloors signs

ArE AWwAys uskid.

InVENDry Is ThE rAw mAErAls uséd © produCE goods As WEILAS ThE goods
TATArE AVARADIE for SAIE. ITIS QASSKIEd As A CUITENTASSETON A CompAny's
bALANCE ShEET
ThE ThrEE TypEs of INVEnTry INCIJES rAw mAErAls, work-In-progrgss, And
finisheEd goods.

Or
Lead management: Lead Management is the process of acquiring and managing
leads (potential customers) until the point where they make a purchase. This is a
more involved process than standard advertising, and is most applicable to
ecommerce stores that generate individual relationships with customers.

N\ CruGALpArTof ThE rETILSTOrE CEANING ProCEss Is GEAring TE floors of
Any mEss ThEy hAVE ACCumulAEd from ThE dAy bEforE. ThE floors should bE
vACUUMEd with Any produ€ss or furniuré bEIng movEd In ThE proCEss T gET
ATThE WhoOIE SurfACE.
HousEKEEpIng Also InCLIdES housECIEANINg, hATIs disposing of rubblish,
CEAnIng diIrTy surfACEs, dusTng, And vACuuming. ITMAy Also InVOLVE SOME
ouToor €horEs, wAshing windows, And swEEpIng doormAT.

Or
Customer Relationship Management (CRM): The market has witnessed dramatic
change in the matter of customer especially characterized by individual customer
expectations coupled with aggressive participation in the buying process in recent
modern business environment. Many retailers who serve this customer have to meet
their changing needs and develop continuous contacts with them for the loyalty and
retention of the customers hence, the customer relationship management (CRM)
emerged which provide a dynamic retail environment and paves the way for high
customer contact, service and relation with an aim of building long term relationship
with them.

GlobAly, CEAITANd dEbITCArds And digMALWARET ArE ThE mOSTpopuldr
ECOMmMErCE pAymEnTmEThods, buToThEr pAymENTmMEThods, BKE bAnk TAnsfErs
And €Ash on dERVEry (€OD), rEmAIn populdr In CErmAIn rEglons. ThE usg of moblE
pAyMENT Is Also growing, pAriCUldrly In mArkE® with high smArphonE
PENETANON.

CAsh, A gifT€Ard, CEdITCArds, prEpAid €Ards, dEbITCArds, moblE pAymENT EX.
ArE somE mETods of pAymENTIn E -RETMING.

CEVE ESEnNINg Is 4 kKEy CommuniCATon skILThATINVOWES Absorbing ThE
InformATon somEoNE shArEs with you, And rEflECENg bACK Through




qUEsTons And your body WANQUAQE ThATyou hEArd ThEm.

Negotiation skills are active listening and effective communication. It is a
discussion between two or more people or parties reaching an agreement.
Active listening is being fully engaged while another person is talking to you. It is
listening with the intent to understand the other person fully, rather than
listening to respond.

8. | €OompAnIEs €An bETEr undErsTnd TEIr CUSTOMErs And MAKE STAEQIC 3
businEss dE@slons ThATIEAd T INCrEASEd SAEs And proffis. €onsumEr
bEhAvior rESEAr€h hElps CompAnEs IAENTfy CUSTOMErs' nEEdS, prEfErENCES,

And moXvATons ThATdriVE ThEIr pur€hAsing dEGslons.
HErE ArE somE ImpormnCE of sTudy €onsumEr bEhAviour :-
1. N ChIEVEMENTOf gOAlS.
2. UsEfuLfor rETANErs And SAIES EXECUTVE.
3. PrediCEing mArkETTENd.
4. HELp In rEENToN of CONSUMETS.
5. DEvVEWpIng nEw produCr

9. | Accounting is a process of identifying the events of financial nature, recording 3
them in the journal, classifying in their respective accounts and summarising them
in profit and loss account and balance sheet and communicating results to users
of such information.

Objectives of Accounting:

1. Recording business transactions systematically.
2. Determining profit earned or loss incurred.

3. Ascertaining financial position of the firm.

4. Assisting management.

5. Assessing the progress of the business.

10. | ThE SECUry \ SSOCIAE pEriodiCAlly pATols rEMEd ArEAs ExAmiIning doors, 2
windows, And QAES T EnsurE ThATTEy ArE propErly SECUrEd. REsponsIbIE
for ThE sECUTy And ordEr of bulldings, grounds or oThEr work siEs. BEIng A
SECUMTy \ SSOCAE TypICAlly rEpor® T A supErvisor or mANAgET.

T
Feedbackify is a website widget toreceive feedback from website
visitors. Retailer can create its personalized form, copy and paste
code into its site’s HTML then start receiving feedback. It is again a
paid service.

11. | GusMEr rEENTon rEfErs T A CompAny's ADMTy © Trn CUSMErs INO 2
rEpEATbuyErs And prEVENTTEmM from swikhing T A COMpPETDr.ITINAICAES
WhEThEr your produ€rAnd ThE quAllTy of your SErviCE pEEASE your ExisEng
CusmMETs.

Or
An employee’s dress code essential not discriminatory in admiration
of age, disability, sex reassignment, religious conviction or belief,
sex, or sexual orientation.

12. | Electronic Customer Relationship Management 2

13. | Store operation Assistant 2

14. | Human Resource Management 2

15. | RETILSAIES supErvisors pErform somE or AlLof ThE following duBES: 2
1. SupErvisE And €o-ordInAE SAEs sMff And CAshIErs.

2. \sslgn sAEs workers T duBEs And prEpArE work SChEdUIES.
3. \utorizE pAymENT by €hEqUE And ThE rETurn of mEr€hAndIsE.
4. SEILMEr€hAndISE 1 CUSTOMETS.

16. | ThE fulform of LIFO Is LASTINn FirsTOUT LIFO Is onE of ThE mETods of 1
pro€Essing dAM. LIFO works on ThE prinCIplE ThATTHE MEEms TATENErEd ThE
KASTArE ThE firsTO bE rEmoVEd.

17. | DigMALMArkETng, Also CAIEd onlinE MArkETng, Is ThE promo¥on of brAnds 1




™ ConnECTWITh pOENTALCUSTOMETS using TE INErNETANd oThEr forms of
digMALCommuni€ATon. This INCLIJEs noTonly EmAIL soQALMEdIA, And WED-
bAsEd AdJVEr¥sing, buTAlso EXTANd mulEmMEdIA MESSAQEsS As A mMArkETng
ChAnnEL

18. | TEEEMArkE®ng Is ThE dIrECTMArkETng of goods or SErviCEs T POENTAL 1
CuUsSTMErs ovEr ThE EEEPhonE, INErET or fAX. TEEMArkETng mAy EMhEr bE
CArriEd ouTby EEMArkEETrs or INCrEAsIngly by AUTOMAEd EEpPhONE CAlls
or "roboCGalis.

19. | c)Telephone 1

20. | a)Retains 1

21. | ¢)Customer 1

22. | d)All of these 1

23. | c)Customers 1

24. | c)Feedbackify 1

25. | True

26. | True 1

27. | True 1

28. | Data 1

29. | Very 1

30. | Best 1




