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o IufY e (Category Management)
o TEU Wew Ay v wEHerswr wedw (Retail Pricing & Merchandise
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THIS -

IV: ga<r 99w (Retail Communication)

GaIT qTgahi & a1 §a1g (Communicating with Retail Customers)

gaT s+ (Retail Advertisement)
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Management)

2. THTS — 11 GaU TR T, A I TSSATET (Retail Store 43-66
Location, Layout & Design)

3. TS — [ AherEs Seed 3R geu qed fuRer | 67-93
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5. TR — V aHiew TE gew feshl qur gfefelm|  124-141
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IS — [ ST T &1 IR= (Introduction to Retail
Management)

ZehTS hi WTEMT (Structure of the unit)

1.1 3%{5& (Objectives)

1.2 I&ATEAT (Introduction)

1.3 G forshl T SR (An overview of Retailing)

1.4 TR o T (Types of Stores)

1.5 G&T WHIT (Retail Strategy)

1.6 Gl AT PRICTu] (Retail Environment)

1.7 9T e I H TS (Trends in Indian Retail Industry)
1.8 | (Summary)

1.9TIF (Practice Questions)

1.10 H-Ex"‘f Uy (Reference books)

1.1 m (Objectives)
T ToRTS o STEII & YT T (eAfARTd hl gHe ohl:

o ey forshl U Gt ©R o fafv= T 1 |
* e WHIf Tel GaU SATIR hl AT L AT Toll¥e wRrfeuftar ereeht o |
® AT GEXT AT o foIf¥re=T TeTi |
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1.2 J&ATIAT (Introduction)

e fosht Safr a1 saemE @ awgel oK garedt it Afad e
forshl @ 5% TTee et SITaT 81 GET fashar AT 2fEe ATe Te YOTTedt st A=
FT € I IcTEH § ot & SIS Ao AT qgaTdl 8l Teh Gl fashal Hafarstl 9
e AT ok forshdT & ATeIw @ o€ /T § 9 A7 3ca1e WiedT § 3R R A &
TQ STHITHT =T HH [T | si=aT 81 Gaur forsht bt fierd Tt & w2’ ar Arehe, SR-
2R a7 fecftert & Aredt @ foram S whar 81 Geu foshl g uieram @ St gau
farshar srefimey Gl Si9 fecfiat) 3R SETiy™ |ied Icarel shi < | 91T 2|
"G fershaT" 2rsa gt Wt A fohaT ST @ STet Ueh Hal JaTdT gl St § A ikl
T STl shl G AT &, S o @reisTi~en| 3o ATt wgent AT fopefl it At
H B weRd! 21 STHaTs G foshl, sreame-a-3aeihr (3t 2 ©) aFed 3R Aa 3ifet
o feTT SURANT foRT STH aTet Teh Feh o Seiergii-eh hiad, T-gehr Gar fershl o &

2

1.3 W %;ﬁ‘ <hl W (An overview of Retailing)

fSCiU fershr <t e (Concept of Retailing)

TTEehT T STOT ST hi T 3 o TeTT SeaTal ohi Tia i S 21 SEehT AT
e T o WIS @1 8, FIS Ted & TR NG T STNT Sk TR T T T 6 qa
T T S o T 3 &) 7mesh 37 ATt ot sttal ol gau fasharetl & wdied 81 e
forshaT THTST H S S8 UTC ST & 31 AT 70T Sl bl gioreTsiTeh adieh ¥ 0 &
foTT IRt 9T ot 2

ey fesht forell ot srefogaear 1 ush qecaqul fewdn € Sfit siaa: SIhsAl i
ATl o @Ter ST 81 oSt & Saetd TIEIRT o T Gal skl dsi 8 8 8 &) STHIH
&1 STE 9a T &, Wfoedeff aTerr &5 # voe R W@ €, TR enfiehl e o faw Ju e
el % IEATA L T 8l G forsharail shi I8 ST BN foh ¢ ATEehT shi SATHN FL
3 372 ST T o oAU 3 qfterdHT o amer vl gresTe wfue fermam STy |
gav%;ﬁ’ram g (Meaning of Retailing)

"R 3158 Sha TTeq o & foram ma & foreet 31ef @ 'Ue ToheT hieAT A1 Ui
TIEHT'| STV ICATET 3B ToIeoT IeaTash o T ITE BT & ST Sifom IuviehT T |om e
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&) AT 31T SuwIehT o siter Uk foreitforan € we forshar, ST Icuresh ST SAfaH SusIchrAl
EAEIESIEH

TEa fershr <t TRATST (Definition of Retailing)

Fiew AR et & FgaR, "geu foshl #§ 37 i T garasT e & S €
3o SRS T S § Mot &It 21"

Dpehrefl o STTER, "GEU forshl AT STHITHT IUTET b FHferH ITHIHTAT hl =T 2"
| IUHIHT T = T i W TS - =T i3 i, i AR, A1 e

foshar-gan fosht 2 @1 21 30 H1 %eh A2 gSar fob W A1 aTd R o= S @ 8
(FATeh, WA, ST, TSI HRMH, AT $ee R AT o el sl 311 &l @ (T LR H, 698 I,
T ITHIHT o T )

fSCiU IEEIR:D T&UT (Characteristics of Retailing)

1. TTEhT o AT TUT U (Direct Interaction with customers): T IR T
AT H TEGAT AT HATSHT o STANTHAIST o6 AT T Wk Bl &1 oF - STARTHRATHA
HIT e Tersharatl = fwfaret Se ATfdehdial o sft< wearesr & &9 H 1 HLd o

2. Teshr e &t =7 JTTEA AT (Lower average amount of sales transaction): A JEaT T
1= TGRS T H e kel W fosht e Y e Wi Sga o I 21 S
ITHIHT =S G o 7T 3cTal ! AT | Eed 8

3. @le ﬁg a9 3T HAGA (Point-of-Purchase display and promotions): [EEY IEEICARED
TEeUl SR aeT fewd ARG A Stra (ITNa) TS § ST 31 STemn § aan
=l © o gehHeR st U i wiier o= et wed € A et an fufas=
3Tt 3 SATET WX AHEET i 3314 2

4. G FUR T TS WEAT (Larger Number of Retail Business): e TR T TIE 3T
ST SHFAT 3h1 QT H o Heca Ul MHeRT fwTT 81 FHHiaT Seatedt 3 STk %
IR ohT JUCTSHT o ST U T 0 hid 2|

T fershY T &1 (Scope of Retailing)

G forshl # ITIhT A 1 HfH ITHIHT T s/ hi Tidfafert e 81 a8

SN TR STHIRIS o ST ST IUHIRAT 9T SHigd Brar 2
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e

TR JseT

A 4

A 4

SUIREET

A 4

A 4

IEETIBELE]

A 4

( N\

R .. .

1. ¥R TEUT (Store Management): G [oshd] SIS shl HHSAAT o [T TR T&9 o
e 1 TR Fd 8 GEU TR T FHHT SIqTHT 3T AT 2- T 7 hadl ATEehi b
orm AT ek e i 3R STHNT FAT 8, ok HATEIRAT Hl GodqTH
1 e | ot Heg T Rl

2. 3:|ch:% %’@WW (Supply Chain Management): I FIEHET 3 M & ATEIH °
Fed AT o SAfAeRdiel § e, Jrft SR Garstl & QU TaTg 1 Sifm ST ash
Tere st ohl Teh JOTTeAT 2

3. YUY &L (Category Management): I8 SATCHITA SISl AT HISAT o eI o ST fohdl
2Tt T TorshT TR TATS i SAThad i o 3evd § G AT o Teie shi TihaT 81 of
ey fosht wfsramd few w8 vee, REeR & ol Aiwiferl § avit &9 Icamar &
ICUTE TR H T WY TT ST 2, I 'S0 T ST 81 3STeer o o 2ormee, gas
fEeste, yamem ammf el

4. m TSYT (Inventory Management): I HT%’ﬁ T STI—HATI qa FH * %TQ
AT -2l TEIeh hl SHTE T o AT-HTY I A I e & of 30 T T 3ot
T2k oI T T sl ARTd 64 & A |

5. %aﬁﬂ B (Vendor Management): J& Uch W_g S, 34 ?fﬁ—q q&‘ﬁ Gﬁ HIA :‘Fﬁ-( /T
S 1 S ko e e B
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6. TTEeh Hael TSUT (Customer Relationship Management (CRM)): UTEeh H&el Y&e Tishamd
TSI FH % o JTEehi bl T8aT- S Afead s 37 Turerr armfdedt o6t fershr
ATIHAR HH & AT-T1Y (T Te X 329 o ary foour AfmmT o e et
FRT-E § 3Tcdd TeTIe il 8| UTesh Gaiel Yo | Mot TTsHATS UTeshi i 3o &R
o1 UTEh W8 FaT T R SEql UTeeh Hall Y i o o UTehi o a1 STgehierd
T ST W § Heg L ol 8

fSCiU IEEI R XCar] (Functions of Retailing)

[ T farsht 6 ]

TS/ AvfieTg FHET

A 4

ST sTeen

A 4

@Wél <l

A 4

o darg

A 4

G o HTETH

A 4

gitee 3R fogmua )
Frt

- J

1. BeTS/AVeg AT (Sorting): [HHIAT HATHAR T Teh AT e Yh o IcdIS SFTd & 3T
TARTA FH T o [T FD TGRSl ST TR TG ST =1ed 8| A T,
36 T, I o T S SR ol et ST Harstl i U |1 @1 68 Ld ©
H AHAR T 372 A 7B H Glied & GeU foshar 98 & % § 3 92 qe |
Gliad & 37 3% BIET 31T § STHIHISAN I =Id o

2. SIThTT Sk (Breaking Bulk): UIERT AITd ohl ohH o o foTq, fHiar 3T ofes =t
3T AR W 36T o oS feaait wht e fophamai ot 991d 7, it gaw fasean swferedt
o SATHTA ITART 1 T FA o 7T BIET-BIE AT H ITee FATd 2

A 4
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3. T2Teh SIS (Holding Stock): @WﬁﬁﬁTﬁﬂﬁBﬁ%%@@@@ﬁﬁﬁﬁT It Je™
A 8| G Foshar ST aEqel o EEieh i SHTC T@d & St STHIRIS! &l 3¢q1E
TeohTeT IUTSHAT YT AT 2 ITHIHT =L T 3cqTET HT T DIl Wish T Hohd ©
Fifoh o S & foh HehT YATS Tt gRT foha ST TehdlT © 37X 3t o ST ot AT |
ST ST Skl 2

4. AfARF WATU (Additional Services): NeTH IcATEl I Wled R ITAN HH Hl
HieTseh s dTel HaT¢ Y&H ik 01 o W@ § Jead Sl A S
fread Tt id 8, A T6E id €, Tieaey feefiat 31 $eiel od ol ITHIHAT &
T T I G IR TERIA IcATaT o FR H Irg STTANTh SHehRT Y& i oh fore, foskar
T forsht & S AT ot ek for STt €1

5. HER & ATZAH (Channel of Communication): U fIshaT Teh SATIT AT HATYfdehd el 371X
STHIHISAT o Siiel T 3T G oh = o &9 H o el Ld €

6. UREET R TIATUT ST (Transport and Advertising Functions): Bl [HIAT T&U
forsharTatt st SoRinT aftered, HerwT, fomo TR ATet & g8 W # HerdT e i 6
o =t g 2
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Y fershr st v (Importance of Retailing)

e farsht &t wee ]

\

[ N ] [ S ——— ]

4 <

g Rl fafererar

Vs

A\ 4

g

T IUTET T fIRTa

Vs

A\ 4

A

HAT G

A

Torawor

M s Shl el

b

A 4

A

YT T gferen

A

N

TR FaTe

A

J/

1. SUHIRAT %'Q' HEI (Importance to Consumer):
- AT (Selection): WA Torshell T YR o WA ohT T1eh T@d ol Tk SHd STHIHT

foTT HTet Rl &R hteh TaHT G4 d el & fSrereht 38 Ul o 9T o foru 3rragenar 21
O Y1ET H, ST AT o1 TTeh T | e 3o fofq 5@ Tridferfer sht g ohieh STkt

I TEd ad B

ITHIETAT T 37T,
e 3 STIIIHAT b
T H SRR

maﬁ'%ﬁW(Variety of goods): g&ﬂmﬁﬁ?tﬁﬁmﬁﬁam?ﬁﬁﬁ?
foRErT T Uah 7T SFfieRtyT TEAT 2| 36 alE, 8 379+ UTeehi ol fafer=T Jehm ot ITeht
e 3 T T faehed Y& ST Rl

Tl TR — THTE 426 T&T et
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- WTW (Demand Creation): ﬁ-q-h-f?'ﬁ 3:ﬁ_{ W%%Tﬁ%%@@?ﬁ%aﬁm
AtereRisT g ftor forfert st afRea fFrmm STTaT 21 3 ST o YeRiH bl STawelT hd
2, UTEehT h1 STITI SIHHRI TS FLd & IR fofir=r et vem o 2

- TERT istribution): T foshaT ITIhT SRl % forawor 1 U fomiwg &rar 31
T, TIRTEI0T TR FH o TR T G fIshar ATeshi bl AT o (o =7 | 7ag
Fd B

- SUR KT FIAUT (Credit Facility): T Torshdl ST STHIBIHAT 1 I shl Glorem Ja
AT | 39 AT o FHIRT ITHIHT g SR TSI AT H G hl @GR FLd ¢ |

- AT HATY (Personal Services): TaU TolshdT STHITHT hl 35 SATHITA HATE TE L &,
o AT ST STTAIGH o HTHR T S=0d &, ITHIHT 1 I Gl &1 St ¢ fof afe At bt
TEE T 81 SHT AT INAT o HEEAT hl TEE el AT, A o Toh (s wmer € & i
ST AT L Fohd B

2. uTeh Torsharent o G?'TIET*ﬁ' * %‘I'Q Hgcd (Importance to wholesalers and
producers):

- mem (Advertisement of New Products): ECIRED Yall IEETIRECE ISl
o e T | BT 8 3T 378 SUMIRHT ohl Sl 3T 3TT1AT & o § UdT &Il ©, o
Teh T 3cUTE oh! Glie o fTT Susfieht & fAofar st wemfera v <t fearfa & @1 )

- |EE do ki STt (Arrangement to sell the goods): LGl farshat 3 A Yalr
forshdT & STHET B ITHHIIN ol 3cTTE J=id & 3N 39 a0 ek ARl 3ifaw
ITHIHTAL hl HH HET H GTHHET bl S § TEd ad 8

- IUMIRRTSAT Y 3TTed, T TR ATAIAHAT oh IR H FATHRNRI (Information about
consumers’ Habits, Tastes and Needs): ST foh T forshal SUIHTISAN o €Y H(HE Heh
T 210 & 3R 3 AT TN, TE, S TR aarett it @ e At 2 A 3
SRR 3l dTeh fasharetl ST IcUTgeh! o TSI T 3ok AT {01t § 1ot
TS L Tohd ¢ |

H Tl TR — THTE 426 T&T et Page 12



X fRrear e, HereAT e sqwrsdie fedt foraferamera

Y Tersh =t Tt & ot e (Factors Influencing Retailing)

1.

7.

fcr safeh AT | TG (ncrease in per capita income): YT AT 1 1 379 & AT T
ST IeqTesh i eIerT o AT € O%7 § 3cq BId & H & hls ATk fohaT HHTaT 8 i
=fh ST ¥ Jhg I THART T 3T H Jhg T (T & ST AR TEGAT hl WIGERT
T, $H TR G & 1 forehrd 81 Sie] ST 370 o €1 Al qorl | 58 3R
e Ga fershatedl ¥ Elier ST TeE i 8

. G‘rl'ﬂTﬁ?Jiﬁ'q Qﬁaﬁq (Demographical changes): HI{d ﬁ' hH 3U 35 EILESIl E‘i“ii Y Uch

ST ST & S IS A IR 3= = H @ | Toped ot foreprasiier ax1 o forg g
Y 1, S S ST gk forehrd o ToTT Hecaqul tsh &1 ST FHqE Hehi shi Sureerta
AT | SIS G HETII HEATSAT i STHMN Fid H 7ag 1 2

. 3T ?ﬁT:l'—r TAY (High standard of living): HI{d ]}l Gﬁa:f AT ﬁ ﬁw §3:|T %| q%ﬁ HId ﬁ

GrlieaTl gHIT Tk HIEHTcHsh <1 § (ST it off, $8eh |1 & A o 7 | 78 T ST
oft fof ST Sivecred a1 Hice & THERT T 7S § 3R AT shacl STHI T & A &
fore 21 AR o1 <fiSf sraet T8 €, @RI 3 STOHT 39 TeTd T o e form & S Hie
HEHTT T STOTT 21 SHE T AT & foh AT oh Sita Tl # 98 8% 2

IUNIT U2 H ISAT (Change in consumption pattern): TS ST o SUHNT 9o H fUsed
FS A H ST ST 81 U8l AT 1€ A aid o Seeh 10T o ¢ SA1Si bl S o
SR ST ShT STTA 81 & T8 | TR 379 TTEeh TSI H =T i aTel ¢ IcdTE o To1g
=8t wfafsra foam w & Fifer 3 Team™ gafl @ foh o qurat o forg mam & @ 2
TTEh! shl TR0 | 30 W SIgelTal A s ¢ YA o Tt Ted T {4 2

HH ARG I STHITHT /T kT ITASAT (Availability of low-cost consumer credit): Jg
Step &t a1 T 2 foR TR forsht ot g A Shfee W fenht stfirer 2t 21 shfee it &
ST o T, g T UTEh! = oIS J JaT 36T R) 31 shfse Tmran & a1 shfee &
IR X Gler @ foshdr 3 @iier ST & -39 § A=elTa SA1dT 81 98t Tehel Y
AT % 0T 3 THIER T GERT 1 Tfid foram e o, Afer o1 smyfshier &
T o 3H TS o AR TGS T8 & Fifeh I8 o H ST I & 2|

AT i<l H AR (mprovements in infrastructure): O%1 H T 11 § TR SIET-a THAT
Ttk ek 2 et gfet & aaaa o &y Gau fosht oft 37T foedr ot T 81 TheteTs
(Tere et ey o w7 7 %1 7 311 T ot g et % @ o are, 3R Al
GaU AT GEATST 7 ot ST TSI o SR S o1 ST foa 2

foraor o ot |at &t EIQ‘ST (Entry of various sources of financing): Ush aTfererEer

Tl TR — THTE 426 T&T et Page 13
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1 Fp1 (YeaeT foesft e & &9 8 ar piy (it geemma fawn) & &9 9 < aem 4 fom
Ut 81 o1l Gat & o foTT ST Ted get TC 21 el 1 TR gohmt shi Tefl o fo1g
G & # eae foreft feT 1 Ant ST on, Afehd a1 # S 7 e T o ge
forsht STfoorareaT o TTSHT 8% ST USHTR YT oL W&l & aT F1 o1 AT off TXet L foam )

8. THFHEUHIT (Computerization): T STETTEhHT o S I H, G fershl Tk UHT =74 2
STt T ST T O T o Forawor o At it 8, St weh gau st o ahard
T FHIH TS ST Tkl 2| =foh Gaxr forsht a1 310+t Tl o o <21 o gd o
HERUT & et Tedm 2, safag feer & fog gemmesh Sefieht & Feftaan &9 &
qafsoIq 8T AHeR 81 e aiete & @it fowmt # et sTaws 8 3 geu
forsharatt o forg wwar o wfdfsran s § wem € % fog oSt o @i STHepdt o
AT SEE HEea 0! 2

9. AR (Communication): ﬂ%ﬁ ST 390 Rl Q%—Eﬁ & Hd TRy, IR A gﬁ?ﬂ Ea) dgd
BIeT ST foar 21 g8 fofyer wreadl @ SRl o sfter geTel o wesl HIEH-UeH 6
g yer i 2, fes eefter, Surg, Tefifas it Tefiram wif- sexie wmfie 2

lﬂ.m(Fashion):w’Www%%mmﬁwgﬁmmﬁ@%,mmé,
T LA & AT GeAd 8l T 3 d W S9-H-397 3T Tt 7 o &7-9-8 T sigerdn &
2 ofit aft oft feor 71 S Sy T STHAR W S-S YR | i foma
ST 2
- ma;m(ClassicFashion):@@TW&WH&WWHW%

IETET o AT Seisi, Uee-31d 2ATf|

- aﬂ_ga;m(FadFashion): @ﬁﬁ,@mﬁﬂgﬁmm% WWW%
30 g M o ®Y H ST ST 81 3aTe07 o o7 fersmil o < @, s v
fe % By B

g ICEJR) ﬂ:ﬁﬁ?ﬂ (Challenges in Retailing)

1. dfed & o foTg 35 AW (High Costs for organized sector): TS gfedt ¥ arg |
U G forshl 2l TTORT sh 115 2| $8eh HTHHT %l AT | el € T Aershire:
TR T TR HaTer fohell WTe =ik SR foRam ST © | S9W oT=el |ufd st AnTa
TRTT 0 BTl & AT 360k TATHAT GRT 1S oL T8 AT 8 Ll b1 AT fohalT STt © |
soh frlia, wfd &9 % @eu SAEEiEt % wd wh sk B € e fR ot

H Tl TR — THTE 426 T&T et Page 14
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qRUTEE &1 o |1l Ufcedert s § 9eqw 81 o foTe il shl shIdhl A TEHT 9T 2|

2. TAISISFAT (Specialization): TRIST % STEN, Hfed Gew foshl # aredfos 8T aa
HTT STef YIRS Ao S o AT bl HAHT Hed 3 90% T =T & L 4l
TEh [T TG Tk shl AT shl AISHT ST BRI, ATl |G Heafeh ol AT AT
BTN ST SATYR k! 18 @l & SIe, 3 AThNh shiAdl 9T qrsTl W™ EET sl s
gl

3. Wmﬁﬂﬂﬁé(&rong IT support): U folshl ol TG 33T 81 38k foTq &1g Frarst
T ST B & S SATfeRatetl § Tohrdl FTSeXi qoh HTer o & Uae] il g ®9 &
SIS &1 33T o (7T, 8 es SHET Ueh TR &L HEM vl Uk firforart foret s 2
Tt e, Ferem, vioe T S 31 WK forfl 1 36 o wehd € o St wi
TR 6 TR T 3T 2 T 2

4. AR FEHATET ST (Poor Infrastructure): MA H FHASR AT ST @rEr & %
HTYATHTUT Rl T L T&T 81 Hhel B o foTQ, GuRHTRE ohl TTRTAT shi fcedelf
S W ArawIsRar grtt, e faw o vrd § e gt efEl o fae
STETIHAT B |

5. WTTferd ShHTTRET sht SHHT (Lack of Trained Workforce): TTSHT G131 T H T
SN § FHRT FHART =31 TE TRIEd T8 8 T I v IR At
TEAT % IcATEHAT l AT ThAT &l FHATT bl TRITAT FHEAT G ATTETRRT
o ST § BT 2

TET & § 3TTER (Opportunities in Retailing)

dfed g fosht S wRaad # FEied I o ®9 F 7ET S @ 2 qE W ? fR

TS GE & H Foawd i, FEes 319 1o 95d 9N STaE i ATt e o e

& fefafaa &

1. GE TS UG (Retail Management Positions): 3 1=1 Y@ TN AT &A1 oh forodid, Gar
JENT Toh T ATe HaTohi-2d SeNT & ST AT A HETE sh1 T[0Tl T ga SArae
et 81 STaifeh Uk GEU SRR H % A1 T PR shi Heg § TeaTierd fohar S
[T 2, UTesh BT Teh WHT & © Foraw A damed st aefit g wfaeenfud 72 fora
ST |kl 2
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2. TEU IRETAT o At TR X HHATRY (Staff at all Levels of Retail Operations): TaUl
ST, FEeh! Tehidl H, H& &9 ¥ Tsh UTeh-3-HE A0 € TN 36 TR IE HIb! A
HHTEE H{-30 21 39 TR AT GETEHT hl STTTIhT The-US Hed o HIY-H1Y oh-Ug
TUIE Haeid S darer, forfei, fordt feisrm, stiafien ofifee, varemEl ot wemes &
o ot = W st wen o faehe wfesy & il

3. WW(MarketResearch):Wﬁﬁﬂ&H TR T 3ferd R e IR 3 foh fomT
13 ot G Tfafatyr & A2 & w1 2| Aedd H A8 ARATT St § gel My 5
forry ST 31 et o T @ o6 5 At GET Eet | e S €T F 6
T e TrogeaTdt HeierT s o g Sfauisdar STeMR STeeT™ shafar s srge o
2l

4. W%ﬁﬁ?mmetaﬂ Design Consultants): @W@ﬁ%%ﬁ@?%%@w
T foreiy &0 & gaehiadt get o foe diee o fmfor s dobd firerar 2

5. W(Franchising): W%ﬁﬁ%ﬁ%ﬁﬁﬁ&ﬁﬁ?ﬁ@??ﬂﬁﬁﬁ%%@
AT ) st o o off, fod @R 3 w3 % {7 ST T 9T S @
Fifoh TRIIEH HEATIhT | o HIIGRI ITH 3hLd &SI SHRGHT I T i H HaE FHLd gl

6. E;ET[ %W (Retail Advertising): HI{d ﬁf@%ﬂ EX IR Wtﬂé Wqﬁaﬂ Tehd !
2 51 e fop o8 glaenia fasmom grr wmfeda 7 81 geu fosht e § 7 % u T
T AT TS 75 Gl shurAt oh ST 4 fiefl et &, sffcsh Ueh eg shi shifel sh Hehd oell

7. G0 fershr atweaa® 3wt m (Retailing software and consultancy services): ©a{l
forshl wo T Sifea SIaam @ et fomiy §9 € oo shi de foret off o1 e
T H 377 Bt 21

8. e forsht SuRIur ATUTARAT (Retailing Equipment Suppliers): BT &1 H ETIfed GaUl
& 1 TS oawd grg 7 o 30 TE o TR o o IUh0T STqfierdiatt § | STdTd |
forehTer T SIGTa foaT 81 STTRIRTRT GatT SUeRIT kil H STefersh fafkTe & 37 3 Al o
fTT 1 TeRaw ST 2 S FH § W Head 1A H 39 2T o o0 ge i Iiderg
T T g

9. WaﬁﬂT(RetailBanking):WW@W@W@%WWWW
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ToRTHT AT 371 SfehT o SIS STMIRRISAT o T -G Lt &l STHRAIST ol TG hi S

ST HeTHT H A 8- =i W), e, ATHT 80T, Sfere e, shfee TS M Gau

SR 3T 3ITTT RN UTeehT ht AR § AATETS foref iy TamaAl o feTg a-w27d 2T &7 2
1.4 TR & TR (Types of Stores)

firaet 3 gkt o IRIF WU & § 95 31k aftEdy 3T 8| 9 S8 e
&1 T & STelfoh S A TEAH IS T 8| 8 / SIS 3h1 T8 Siohar 7t +ff e =i 7
ST B STgd AT 1T $ohTsAT o T T 9T 0 Gl forshl shi gohr €, EH1 Uk @Y
T L & Bl Toh % BT 3 Ity 8, ek g his T} sire =1l §, Steifeh
ol T =T e W A, GaUl gohl Sidl el &R, feurdtied w3 €

TSR Tk UHT T & STal a&q3Al 3T 1371 1 ARH-YEH BT 8l TR
TSI AT ek ML T T 2 STai AT LI AT 8§ 3R TR ATt i gad o
9 TE T SR agd JOHT €, SR S W et 1t off 9t g 4 = @ 2
g & Fo fowml #, geu =R #& aft oft S afEnl grr detad g
AT &, TR 3 TSR AT TS & G H@ATSAT G ol [ohAT SIT L& 8

& o1 SATHAR 9L 3cqTaT o SR ST afieha foraT STt @:
® T 3cUTG (Food products)

® R @M IAT Tohte amm (Hard goods or durable goods) — 3UhiUl,
S, FATa, WA o T, ST GHE ST STeal § T8l 22d @ 3
Aferen gHT deh ITATT fohd ST 2

® AT UTHTT AT ITWFT TETU (Soft goods or consumables) — HIS, T
SR 3 ]| T HIfha Tafer o foTe Su=nT ot ST areft aeqy (AR
R AT s o ) |

® TATT (Services) — TR, ST, TREEH, HAR, AT Th-1eh (el 39w+t
T GaU HI3EU W ot Icral #ht q¥g foraur forar ST =)

e forshar fohet Tk ITET w1 foered =9 wohd § Hifeh Tcdsh TIed 370
UTEehl bl SHYTReThT, Sfiad eft 3 @iie TI8N & YR W 37 AAT-3TAT
TR AT Y LT 8l Toh ST=aT Y& ICTET i T=8! a8 o FERIA HUT
& ATEhI I fosht o fore qrvmar)

GEAT SATIR A ATt GEATT hl HHTTER SR foRaT SIT SehdT o
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[ TS TR % THE ThR \

‘ ‘ v
[ S EANRCEREED } [ LR G } %}j
fershr

Cay 'G'“““

(e — (o)

C%w|s¢ 2139 >< ;K?’mmsd il )
)

- —»Gl?era%rcrm >

cEl @T%gﬂ@m (Major Types of Retail Stores)

TR EULRC R IEED) (In-Store Retailing)

T ©R (Department Stores)

forrfier TR 95d 9¢ LR A & S “H%e (T=iarn)” R “TTE (F3N)” M
T Teh ST ITIhT0T JEH od 8 390 T foRly ierl & 9Ug & 99 8id 21 39
T8 o T T Gl forshT e Joh o et ot 2ot Taan @ 1R ed qod
X ST SITRTOT 61 ST TEdT 21 3 AT Tkl ATEehi oh! 4TI GaT J&H Fid ol
T 5 YA o G LR B 8 S Teh S o Ao 379 3edrar i forshl o & 3R =R
w1 farfir=t forsmm & farrfSia sv |1 <A1 uer fore we™ ot €, S8 9 gk farsmr
e oy aTe o fafr= forert ot Suctsyr shuraT 21 Tk Ha Ig oft € T u feurddea
T Ush GEU bt & Tored dsil @ forer el SUMIhT |H, ATl o g o wmiHe
&, Tedeh S ol J{e, TEieh ST T o STTUR 0 g § 3T foharm Srelm €1 59
FATeh SN UH GaU HEATH & TG H @1 M1 8, S Uh B oh A1 g TR o GHET
! FARYd L 7, S 7=t atg & fafyr= fawmt § anfiera foram siar 2, St el
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Y ¥ R g € SR S e §9 @ AfedT Tiean 6l SATTRIHATAT i O Hd
&

3 THR TH feurdied ©R tF eu fosmw e & ot fafve gem &t
iieer! 3R o=y ImET & i ol 9™ Wd! ® I fosht gaeda, sar e
TR TR EATAT o 3T o (IT STAT-TAT fI9TT  sgafeerd it Sl 81 8T &
T o AR T €R) H Al ared, FARSH 3R @ TR & 919-ard
T, ATAT FATE T ST AR T STET BTE Ifet 2| feurdtiest wer fafyre g
& FIoh & HTHA T U1 3hl X IHG B 8| I AHAR T @S 6% 8 &

%qm@ﬁﬁﬁ'%m (Features of Departmental Stores)

1. ¥ 1 Qe gl JH foh ofieh forshl o STeATan Uiteier Jesia & ol
Thishd I 8l

2. WM B VR o Hiat & = Tt R ye&ue & gy fafse= o §
IECIEGRERIRS IR

3. 51 GhMI ol I TGN ol Tehid AT forart SITar @ S o si=rd €, 7 foh 3
TeheHt o g ST of T &

4. feurdte wr us &fdst 9 @ hihd T 21 IT Thl AT FHA SATITR
AT H SRISFAT STl % GohMT o W<h ATl shl gl H T B o A Th
HTCT 3hT URTeRST LT 2

feurdtice w1 & wrae (Advantages of Departmental Stores)

1. =g feurdie ©R ot 7 § Elied € 31 3eh! @ilie H foiy fmrd a1 g
TTH hid 2] 399 ¥ hs IIeT &9 ¥ fafmidar 9 wiied € ik safag, f=ifag
o T 9HTH 81 STTd 3

2. Teurdie &R ot |t a1 srferepizT @ie WX Fehe YA A shi feurfa # B
2 3T 3HY 3% Tl T 9T T FEGST Al o 3R u & 9Hg § qan
Sieft 3T BIGH (fads) T2Toh B T T AT THetdT 2|

3. UTEsh 319 i @lie Tk € Bd o 19 L "ohd & T I8 g1 &1 o6 AT
] ARG LT 2|

4. 92 A T o & AU, 3er shige 3T forawor 9ot st 319 & foaw qen
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i foramt o foreiog wideT ya™ o o e Ee siga sreT 2

5. STl UTEh Teh T & @leerl i o foT 2 § Ja9 shid 8, df 9 AT
39 fagmoa 9 IR B9 @ ST 9EE & gesiH % 9=y 1= favrn |
@lieert s T I&dTd T 2l

%wéﬁw@ﬁaﬁrw (Disadvantages of Departmental Stores)

feurdse werd dimett @ ook 1€l €1 el % fafere goram € o vt deemd
difed &
1. SATEES @l o HUT FTETT L hl AN Tgd AT gl

2. U HEg WOSHT &5 T Ik T % 0T I8 Ak o1y T BIdT & 1Tk
T TR A SHEMT Hehedd ST & TaT ST 8l

3. SUTHITT TI3T 3T ARG YA&T0T ohT STHTE 9T STTAT & I Uehed Uik | ITIT
ST =Ry

4. <o FafHa FHH=TRET o T 0 STEL § HHATEAT i T ST & q1 A/ T
THET sl GRITEAT 3¢ ST § |

5. %3 U1 foaTid Tl T JEORINT d & 3 e TR Hel 8 & ol
Hifer s AT I3 B )

6. ¥ A IR TG I o HROT S I H {rshisiet T I ()
ERGRCRERITIE

HUT AT (Super Markets)

YU TSR Tk Ao e LR Bl & e q& &9 § /e 311 7 @re uaret
o €T 3cI1e BId &1 3 Hed FHaior o foTg stferes-a6m (1i-Lo) 31 Sfdfe =rdaw qoa
(EDLP) T STUT Fehd gl FUEATRS 20,000 3 40,000 1 HIe (3,700 I HY) %
=1 el off &1 Tohd S| IATEAT: sPAR FORHThRE| ¥ S, TF-HAT LR & S {5 3R
-G IcATET shl Teh AT9eh ST U7 el Td & $7eh ITd hsita frmror gieramd
Bt

I 4 IHTeRE hl 36 TehI TRATI foharT €, Yor eI o forvmftar e
gfes™ & Sred = giamd fovmr 2 oz @9 forur, 7ig Scares 3R <3l v 3=
] W ST T AfRehad sFa@r T © €| I8 T e U fohell Tk e ar ung
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ST AT BT HehelT & AT e I ohl T o g 9 e ST &kt 2

gwwaﬁ%rﬁm (Features of Super Markets)

1. 3 AR 9T grerfiyss 31 Areafies Tlieer) &= § 1 36 ATE-9" feord gia
& AR gHTT UHT SATE WX EId & STel UTfenTt shl lerr sucisd &l|

2. I AT o oS I U TSI hT STINT L B

3. I A A 9T HI S Hil TR & &9 A h FHd B

4. I A HIFA, AT hHT AT =T, TSI TR R A1 st R glrarseeh
T 3 ST 9T STIHT et T &

5. ¥ =IAAH AT HaT o AT 7 AT IX T-HaT o ATIR T HTH Hhd 3

Wﬁam (Advantages of Supermarkets)

1. g ISR H Glagrser TERT 1 A9 8, Sed @R s T & T 1)
I Tl STerRIRATST i WlieH shi G ferd 2

2. o ISR o= SehR ot g3l o1 &ie i T

3. ot Hifera e gioram, s€t wi{ie wfth ST A Wi % H gidRra o
$oOT o HIT I AR HH hIAAT T TSN T o< Ghd &

4. TSR T AHIT FHT6T A BT 74T 7]
Wiﬁ' 'Fﬁ'l:l'lﬁ (Limitations of Supermarkets)

1. gUX AR o [T AR oST 3R AT &7 Weeaqul THi T g §
IS Tl 2

2. TS Scarel vt 3 Sferd U % forT wadieRtor ht ArevTeRdr Bidl ®, S
UL STSTRT o AT § o= T8 ST 9ehal 2

3. UTEe HaTG SATIRTING €9 § TR St 3l
4. GO HTehe 3hi Teh ST HHT AATIF Ioa TRITE T 3 2
%WI@?W(Discount Houses)

fewhee WR # Icural R TaTsdl i T fowqa J@el 3uasy i 11 =,
AR o 96T ®9 ° shiFd W Alaeqyl sid 8, W&l 3w hiFdal T/ aw g Al &
ST SHITRLUT Sl UTEehT hl ITASY HIA ol SATH AR IC A G forshdm FH HIM-
S FTE J=d 2l A 9 TR BN & ST Td 9 8 ST 6 foTg Gat 81 8 3R =amaes
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w9 ¥ fagmoe a8 9 WE-8er R 9T 9T €1 8l 8l 9 Iig siel,
IUHLN, T o "I, WA o TTHM, hu<, Raeii=ar 3T A1eL are ATl o Scdral sh
U forqa afiertor Tad 81 o0 hd o TR 9T TR H 79+ Sufkefa a9 wa
g 3R STUETHA FHH HTeh-3T IR LA UTEh ol 9L HTH Hd ol o DI Tl ATEA
Y AL HTANT ThI o TS HATeralr & ARt gL aATs It T K =’ €R a6

819 37U AT T2k oh! &Teh faaenl ¥ ST € fAmiarst @ wiied 3

%’@Tﬂ@'{ (Chain Stores)

T HEAT TR IOt #§ =R A7 27f9e RN Ed | ST U & 9T & 9T W@ §
S HeT Y M 3T Y& Bid @ 3T AR ) SRt AT shY Tk 3T
FTeh e TTIETHT & AT 3T ST 21 T = R = R faeed # e sgan §
Y U 2| = bl Ueh LTI 3T Yoo o dad Ueh &l aig & AT TR & & H a1 7
AT TH &9 § T GHMT % THE &9 § 911 61 TS 2, S ff g ae a
T2 M 9T T AT ¥ Farel ¥ 3 fAntaret @ 3t St @dierl grr 37ieX
T T T S 2

9§, 39 TS T A O W FHaT ST @ 7 et 38 <o =R
FEd 3| AT AT 2T THM HTEAT % qed, YeF foar ATeh! § ok FT1 2
3T UTEhT ohl ATHNT A& HTAT & ST foh TSUTEHS TR o U | TohIT ST 81 39
ST & i STTUeh UTEeh SATeh{Nd i o ToT, Teh €1 wret § forfar=y st ot st
HEAT § g Wi ol T oA ST 2

A § 30 GaU JUell o T Sug<h IeTetor “o1el 3, 3T foerrs /i
aTfe g Ot e e €, et whE gt A forshsfiena forsht % wmer el i Y Sl
21 A T W, A T ¢ o [II9F BId & SAToh gEehT Al fohedll a1 Hieai o |1
IS TEd B

SREETT TR hY 987 T &:

1. ek IT U O ATk 19T Th et § 8T Tohelt 2

2. ¥ FS T T T o hEIha AT & A1 Fead T At R a
&

. ¥ &S ®9 9 ThHIhd 8Id &, T A g TSR TATTeTd hid g

. Seeh T TR o 1Y, e uTeeht o SO e o Ug e 2l

W

N
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F3 TR doaadey ¥ 3diiee |l 2id 81 9 o2 forawr shel sl 99T Tad 8 STei o

IUTEeh! ¥ Giied €, 39T Yo ohid § 3T fiht 3109 T & ver ¥ foadfia & =

31'@?” T o BT (Advantages of Chain Stores)

1.

6.

3 T2 o1 forshl Aoa o BT 2| Haa ¥d o fog e forshl qoar o aeqatt
T ST SATTT T9T B 1T 8 AT o Toh T &l & I J&q 1 56
Fd 2

. SR fagaa @< &9 giar 21 g+t sheAl & fau I ek g1y fagmaa s @

forere fagmag so <1 |1 SITaT R

. I Siftag w1 faafa @ i egadr wad 21 feurdde wr & fagidi & faada 3

T R F et ST 3ucsy T8 a8 g ve v fafer grr geee |
ST @ TR ot fohet 377 T OX T foram ST wehaT @ a7 39 sig fopar
T gkl 2

hTH L W A=TATI BT 2l

<ifeh I8 ot Tohe STUT UL HTH AT 8, THIAT B K0T R a1 & faeqa
AT IfsRATal O &= ST 2|

e ST HET T ST A8 2id 2

31'@?” @'ﬁ'aﬁ'lﬁ'ﬁm (Limitations of Chain Stores)

1.

HA kT Uch 31(_\31' QIAT (Lower price is a false claim): TWeT & 3:|_:|3_{:|T'[ “IL@I
TAT WG T 2, Hifh W8 LR had HIHa aegail il JTgh! i 3qaey
A 27|

. gdgi¥ 3T (Inflexible in practice): ﬁ S’Eﬁﬁ qﬂzﬁeﬁf 3catel | K diaT

AT 2-SIT SATIh ToRedT hT USTeRTT | STHRIAT YT hLdT 2

. hIHH m (Personnel Problems): Uch a@ Giad %ﬁﬁ ED :ﬂﬁ, Iqa %erIT a@

YT I SRATIR © S[ET qHETSAT o fay stfaeaeeiier gar 2

. T AT eh i (Poor public image): fafi= ST ﬁ?ami I shige

gforen, SR feofle’l ofe sfaem R # 9@ @@ & AIRAd 3| Jaa |
SUNITHT A AT hl FoBT o AT el § HTeAeh JATST ! ArAfHehar
d 2
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T Jeh R o TR (Other Types of Stores)

1.

m@-{ (Warehouse stores) —W@ﬁwﬁﬂﬁwwﬁ?ﬁrﬁﬁ
S IUTSY HUd 81 HFL I HEAT ATd A G MR AT EIA 6l
SAHTIRT T JSf¥id T Iuctsdl i ITd 8| 9TY & JIERY Folel Taedl
Yok oft & 2

. AT T (Variety stores) — T GIHT I o T 98 HH AT STt ATHTET

1 STHTHTAT ol T U 2

. SAHReTeh! R (Demographic Stores) — SR EARTALC I Yl Terghar Uch

eIy T U 3TUAT &I shivsd id € (S, Ot SRl Ut &A1 hisd
T G fersha))

. fm—q"é—ﬁq =] (Mom-And-Pop Stores) — IFW-Q’E—Q“TC[ E=ALY Uch e 3TT3eae %

ST sAfchal gRT ETited 3R Herford €idr 21 Scdrat shi 2vft srgd giHar i
HEAT § FH Bl & ¥ LR T SEE H oW S § 3R ST IHEr
T SEET B 81 T2 1 o He &1 TR g1k X T a2

. %ﬁqw @-{ (Specialty stores) — Uch %&TQ‘ ﬁﬁw @_{ Uch ﬁ-ﬁ'q Q'Uﬁ %ﬁ

UTEsh! T €T T & I ATEh! I Iod T h1 FAT IS AT 81 T TTew].
SITEL 3T G ST el o WIS ol = H AT €, 3H Ueh TorRIvsaT S 7T
ST BTeAlfen, sigs TR o 39 Iy o 3diid ATd 8| 3eTetr & fog afe
ehis UTash [LaTeh IT Y TR 9T STTdT @ dl F Seferd TR | detes 37 19 Icarer
1 gad gl

TR FER (General store) — ST FR Teh UTHIOT TR & ST T GHIE 6
& STTTIHATSAL shl AT LT 2

FIITUT TR (Convenience stores) — GITHT TR A 9 & FATeTelT &l o
T ST 81 o Uoh cald =ehATSe o |1 3f16d § 3119 Jod 9 91
Hfd 9 TeM it 8] I8 LR Uk 9 3T deshled @i o e strest
® Fifeh I8 AF IIF THT qoh T HIAT &, A1 & & U T Eieh ITH
AT 2l

TTSUTHTREH (Hypermarkets) — BTSUHTRS A IS O T T 3 3K
fafRTe Seqat shi fosTer AT Yo ST 81 $ehl I ANt 3171 el
TTETT T T | SR 4 2
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9. W(Malh)—ﬂﬁﬁﬁ@ﬁ?ﬂﬁﬂaﬁwwﬁél J Teh B o 419 s
3T, WIS ST A sl Gfaem 3qeed T 1

10. R TREATH (Category Killers) — T ShIHAT 9T Ueh ST H SAT9eh a¥f{ehTor shi
I Tk Teh GEUl forshdl 36 20T 3hl ST QU farsha 3il shl “HI” Hehell
21 T AN & foTu, S soiegiad, 3camel sl R & %z # yaikia fomm
ST @ 3R Torshl et UT8eh o T hl FlIerd st 3R SATTIRATTHR AT
% AU IucTsy BT 21§99 S AT GaU YT TR 1 hIAAT hl FH
i o foTq wTe fora ST @ afe i 2ioft fomiog geu @R e & &
T HISE 2

TR-ER fcCil IEED) (Non-Store Retailing)

Teh ST AT — ATHT — 80% - Gl AT gl  fohaT ST 81 Tedifen,
%Eﬁaﬁw%dlumlq%ldlﬁﬂﬁlﬁélwﬁﬁﬁwﬁﬁ%%m
sﬁwaﬁﬁzﬁwﬁgﬁr@% ﬁﬁt@t@mﬁsﬁww%la%mm
R AT & o et Gall SATAR 3hT THTHT 20% ﬁ'{-«\l{ forshil @ BT B

frefafad afer ger &% R gau fosfit & gcae foshl, efiamnfe,
FFETET GaU forshl, To=mfad dfST 3R SR AT Yedsh TR T ITANT 7
Fharet G forsha T3l ST sIfoeh 311 Yo o ETaA1 g AT foram ST &kt 2

geger Tl (Direct Selling)

feefer (@) & def d, yeaer fosht =it weh forsht safxh st Suiicer & st
Th Gall TR H gL SAThITd EUeh o &9 H TRITISA foham STTar 81 369 TR shi Gl
forshY oht = ox S=ET oft et STTaT *1 W | Yo forsh st arfies g 21 of gt iy
YT | ISl 8 ¢ & 2

MR GaU forshl o 1= w1 1 qU, AR a2 | TeAey forshl 1 ST
foRaT STt 21 21 TRy &9 | ST 7 5419k &9 9 Tt S ®, S gfam s o weger
TSRt ST TV 350 fewaT 81 SR o forshl &1 ST 309 ST sreht |t aeit
3 o1 gferfAferes swar 21

W&T%ﬁﬁ'%m (Advantages of Direct Selling)
i, IUWIES S =T 9 AT foREl 31 gloarsieh TR-EERK T 9 @lie sl

3799 firetar 2 S forsht safh o @ safhird €9eh oh1 37199 YST shidT 2l
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ii. Torshdr o foTT, gemet forsht Sifam STpTeT sl Wiierl i o faT Tsht =
T FoTH GLA deRT T hLdT 2

iii.  forshdr 3cute sl W{EERT & X AT 1™ €A G o SITAT & I 3¢ STHIHT
forq yef3ia shear 21

yeger farsht &t @HTH (Limitations of Direct Selling)

i, Torshl ot e Gat 7o 6 40 ¥ 509 T Sod &AL 9L BT &, %1, I o
et AT foRd STl @ STeT e forsht ot STt 2

ii. fosht ot < Y wdf — g @ srferekisr o argm ¥, gt gefta wd

foifora st shfeT ot R
iii. %o fosht wfafafr == gara wrifa 1 o= e & a1 g w1 2
TATHTeR ST (Telemarketing)

FHt-mfY 38 fA®IT 9T =T |l hET SITdT 2, ARt Ueh forshl safth g
Teh TR & AT SATHIT G0eh i 3T SeAThIT o & farsht uferam durfeq s =0t
Hefifa tar ] TehmmeniT ford B SREe & Ha At oft forar ST @ehar 81 s
3carg g fomT 3@ @{ET ST 9ehdT © Swe <allhiA 9T J=T 7T 8| 33T o o,
e =0T IUHuT, UiHeRT HedT, hise his 3T Fold He&dl

AT TR Heh TET ) ST B AT o GO DI L IR AN
T FTHAT HEAT ST Teged AT LR forsht ot qoran 7 el aafereh STEalishR 1 9T
FHTT Tl 2| FB b forsht sfafafer & Nt & g o wmg a6 wd 2 79F
AT S AT IX Torshl St ATet AT Hidwer AT A-feh Tl a8 9OET i 8
3ISTEL0T o T, UH %H | ohTH i Tl AT {7 I7 T o foreft off 99 shicet e Tehd
21 30 T b1 STNIRIN & fAsTaT & RN o1 Socis i o &9 § STl
T ST 21 6 Uk o [T, o TSAT A SATBH U forshl 3hT ffaleri sf Tk
for forem e B)

T GHEATSAT & STES[E, BT o au § SATHTehTeT foishl JgT 21 Wi &9 9,
TR I GRT @IGRT A 3hT GlerdT ol GUeHT i 8l S T ARTT sl A TR
T @ S STl ®9 ¥ SATBIH Fe S hid &, IS doh o Teh U fohU 77T Hawr
1 oft frarE Fed € o wlier 1 forsht &t q &6t & for feapte ot 18 Seert
TG 81 8 T8 & S0 il auenst s daita o S wehar § 3R SATers
frefefm (gat) it gha & Tvife BT 7, 36 W SefmTenterT T vfasr e g1
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fféra 21
FATeTe Tt fersht (Online Retailing)

YTk TS & HIH ¥ @SR A TS T Gohdl & 3 AT UTEh
STaTST I qg=T ST ST 21 I8t G forshar gia Rft qehies &1 3w & 1 o
ITE o T T TR Fid & ifeh TTeehs Tmtar a1 o S @ #e 3eare
STH AT 81 T8 TTET 37 UTeohi o fIT HATERT & ST Gl I aeh el ST =Ted @
3R & & wert § s wd 8 sraife ores o fore et semdt ot Av-gefaa
Ph{SE TS TFeH o oI H T 8T ey 2

STe 1S %A forshl & fg Scurel Y Usrehyr i % foTu 19T SsErse
SUHNT Tt & ST qe SAfTh AT HMST 36 o1 ¥ @R A oh TAT 0 sheget sht
I T ©, AT ST U&7 SAF ek e (S8 SATaermea fasht a1 gexae arehfdr ot
HET SITAT 8) H T U &1 3 Sla (oh oo | a1 SIaTd IS 814 & S sha -t
g ST ITRRTST bt forshl o &9 shigd hid 81 39 TohR 3Aarsd fefeq
(G 9% & o soagieh oiaq B § e shat Tk 3ifaw AT gt 2
FHATE et Shaer dsit § et g3 93 BHI g ol ST LT &, S Aamazon.in 3R
flipkart.com| e JSHTZE! H SATIh IR BId &, ORIY €T § A HIA Gl
fershaTeTl S8 aTeT-HATE 3T 983 RT A= ohT TU)

S ol 3% Hade g, s-fead wh famiar amem @ i @9t wad @ 9
AR AT FATTH, TR AT 8| SI¥Th, Toh ST ST TATUT L H
UITH ANTA 81 @SR bl AT i 3T TR ST 3T Sy hiAdi o ey 9
TTEehT bl ITE TEH o T oft 72N 8| s IR SATFATST ITHET g 9ATH =1 i
TSR ToraT STTaT 8, Y farsrent 3t faredwent g oft 39 Wicattea fomam Srar 21
ITTTIF I 2 Toh Ot Suctsyr 99 T ITANT 39 9@d I | 9T ST & foru foman
STHT =MfeQ) 39 AT o STas[e, JAegT Qi o sl # foepra o fog asft &
IR AEeaqUl &9 § e il ITTE 2

afersy § h19 © IcuTe AR Setie 9T @le i 9ad 377k 99TaHT 22 2005
T TR % GHAHT o ET A g & 2 W Freafafea aeqet oK dered w
T foharsl, rfta 3R Sfifea, Feget eeaat 3R |iFeaay, AT R qREm) =3,
I I@A §U fF detie W ITIHTSl 3 WAHT 3 T § qfitEdq o @ 8, 1
STORIT ST STeg & GOR1 gRT IR foRaT ST 9k & — RMRIE foR a1 @, Raei,
e SR Hied e, Hiel 91eH AT ITerq S|
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AT AT AT (Automatic Vending)

JfET 73 T Teomnferd Sushor 2, e uresh w3t # Y6t STeteht 3Tt ohl
Gl "ohd gl @ieeR 3T foshar & siter fomT foret safrira @ush o w=fl9 & #reem
g Icarer A fosht o ToEfera df$m wer Siar 21 Tt afem Y e
GiTaTsHeh G 2| TETd sfe FRT S ST aTel 3cq18 SATHAR 9L 3o AL
I Tfg s B B dhice g, i, St oMt fame: Aifes dfem aea =1
ST fFE T “4 ¢ @ ATar 1 9T uefie uTeet a9 Uk BH o SIS T O T
Tehdl &, STgl o LR H T 317 Hohd 81 39 Teh[ ST STSHLUT T &L SIS U4, ST
8, W Thall, SR TAMT SR ATESIHeh TATHT 9 TTETiTd TS hi I=a qi=e
AT ® Fifeh ST 3aeT bl ft & 9L hY SATaegehaT BidT Bl AfiHT ol TaLdre
ST 7TErd ht o SATITTehdT Biet 2l

TgaTterd dAfeT o fore gfventor 1fafaa 21 W ars 18 wfeargat vfasr o
i o STk 8 Wehl! & 3ok AT, wfl-wfl SfS-wafa e Fo Saftat &
T SYIHT g HL Fohd &l AT TR F SATATETE AN ok HRT 8] AT AT
T 37T fohu, ST aTet Sfeie h1Sd T B ST ) 81§19 I8 shie "R § ST Sirar
2, 1 TiE TRT ShiSe S| & e Tl ST 8| Teheiehl foreprer +ff AT &l T &
ST it shi fRTHT st shi SAAlT 2T 2, Sed SA18e-3ATh-Eie a1 HATS-HTH-
TS AN T T&IT HH BT ST R
HW&T%WUF{(Direct Marketing)

et faaur st iR TeRfa Wt RIS denfa 9 21 araa H, so8 ot YR &
TR fefe wnfue 8, St geer foshY, ecfiamehien, Tamnfera afen ik AT
feefeim o sramen o= 1 @aw foshl & daxd #, 97 37 Srimredl § Hush i o fog
e a1 JERoT fagma 1 ST A & B9 Yoged f9uE & &9 7 gftdriyd foear
T ? S Sae H, G ¥R 9T foMT T el i Wiiad 8l weaed fodures e wfifean
¥ O Toh a7 37feh qread 8 IUFIRIST 8 €@9eh hid 8 el A, =R 9=,
qfehTd, et 3T AfAT (Teaer Het) AT TATHIH| TeaeT SIS sl 3T aF |THT= —
ST BHT o &9 H Jiiehd [ohAT ST ohdT ®, ST [T TR T IcaTg aATeAl, AT
oIy AT T USRI A & — ST hdoT ek AT 1 ATsH S ok forare 3am a1 wa
ST U B

STk YICHTST o dgd, TeaeT faaue o s wat § wrfie 8
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> TeTeT AT (Direct mail) — STH HH STTTHIST hl U Adel, SN 3T I&7 doh
for Icute o T At €, ST 38 At AT SATBIH FRT Eie o foIy sheet €

> aﬁﬁh W %3& (Catalog retailing) — 3'F|ﬁ °i')Lli:|¢|i m\lﬂﬁléﬁ Eﬁ hEAMT
HA LAl & AT 378 G T T 3T Ll &

> ﬁ?ﬁﬁ?ﬁ & HIEIH | ECRIEARL (Televised shopping) — 3@ fafyr= gforn =
IcTEl st T At Al 9T 3T Sh AT & 71edw & g=Tid fomam st
{1 At fagmam & S 30 fire o1 Se@ oft & 909 qo6 g9HSH 91 e 9 Teld
H

$E%h RN T8 o ITER, Teae fauue @fert i gfaur yem T 2
3Oh AT, T fauureh TUeATehd T IR @ a1 3THE od & Fifh 3
ur Hifcreh goRTHI hT HIEes el EidT 81 S HIeh (T H HHAT €| UHHAT
ITEfereh | ohl 2 AT Tq1 fohT foMT € AT ST BIAT 81 SHeRT WTHAT shid o AT,
TeaeT foqurer st I/ amaet Fifar= AT UsTeRsT ST STTRT) 39k ITATHT, Shedi T 3T
FS T qoh, TAH TS ZHT o< ST ATet W 0 81 & 3R 3= S fopg S &
g IE AR ToRaT ST =fen) e aitEdd SR AT SedTel ot HIuIT A Ok
SHEANT AT SR o HILAH G hl ST Hehell 2l $STIE o I8 hl 3Ed gY TcA& 90 &
s o1 qaTIA™ qivehd | g1 I8 @ for Teaet fomom o fvfe o sifamss sami

o AT gt Tfaeaert T 37aT AT ITH L Tehdt & AT T2

ﬁﬁ'@ﬁ'ﬂ (Franchising)

Teh ShaTSiSiT TR Ueh harssi (hamgsit hl USTehsT i arat sha) 37K
SHATSST (SATETT FA ATAT SAfh) * ST Teh HMAT HioaTcHs Hee | ST 6
T 3t 31d =usk ®9 4 f9=T BT 8, AAfoh S| W hegsi 91se =9, T,
Teier, Tisreror, ooy, famue, fepe-rg-tame 3R uei-fa 9 &= § Sharssit &
g H AT & 11T T T IRy SHTaT 21 98 Ush SUTIR ATH ol YA, &R
ATehishd HaTe IThaT TR Uk fHeif@ & off Jae ar € daat § hargsi
ﬁaﬁwmﬁmﬁmﬁ%mwaﬂﬁ%%@%um YT T 2

fafmtaren & fog, 3= fewmeti § Shemsfsin wreHs
i. T3 YSI o ELET T AN <aT 2
ii.  Torawor yurreft &9 9 9 999 993 ° TA1fUT T ST 2l
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iii.  fIqure AT g9 RE BT 31

iv. Ul ok ST JTAT SRTSAT oh hiHAT o TMTEieh =0 9 fAfaq o
& @t 5 9 haldl shl STl R

Sfiaet U, SATCHISTEA TR 3eh ITeH, SATFHTIH HaT3il, $T8 Fefl -1 TG S

STET H HINIE 2

ShaTSS] oh! FAHTRaa off ST =iRT:

i. ot deamt @ d@as i STt s
ii. SRS AW A TTEHRT hl A H Icq16, IGh! TTurer, il o,
gfcreqert SR TTiierdr s S H qodrs Tl
iii. Shemgst EiiEd % forg w=te gt 2l
iv. wider et S H "y |
v. ORI H IUERT AT S FEHT HHSAT H IAeRT HEIE STH AT
vi. SIIRaH ISMT R TE™ ! Y] T9F 1|

1.5 LGl ELCIIE) (Retail Strategy)

30 T % TR H, T G e, g skt % wee ofit wEt @ 2w /1 @
AT BA T 3R feurdie Wi, =9 ©R AR fauiy &9 4 Thargst ©R § fafi TR
% F-REN AR 9 LR el &1 off 3@r 1 A1 g9 geu Wi, 38eh deal 31k gau
T o i, 3T gfdeaericnes Ay ST Rl sl uTe S shi i a1 31T )

TE Wi 1 oref o W

T AT AT e 3 ST 98 AT Fecaqy] @ foh THfreh &9 & o &t 2 |
U W 78 ST o oAl IR e & fo wicreael] srei # feer e Sitam| 31d: dqe
TTEehT o AT TR H BN FET SR I SHIC T@H hi FiaTgel i &= H W@d U
THIT AR AT STeaTaw el

G WHITT T o FISHT § ST 9 ST @ foh 5 T Gau forshdt STiehTal i
3O ICATET AT HATSAT 31 UTRRT LA ST ITehT BLIE T THTIoIT LT 2l ISTETT o AT, T
forfRre gewr wiifa o8 =1aqr wendt € for Reet sArSected | forelt shueft & Icarel =l e T
I TR foraT ST HerdT 2 TR 3 T O ST STHIHIST i 8 HATHNA TohT ST
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HHAT & S Toh 7o B, e, TR Sieme S Herdl

G W IR T T weed @l 1 3R oS Gau foskarstl grr awET S 2
sfcreaaicrs T o 0T o foTw, o e fasharetl sl hivd, T , 71d, daT 3§91
S TR Al T RIS S i AT Biell 8] Hele, 3, SIS STTEEH, feredreor
3P Senfireht, St e oy Torfiforens feafa Freffa e €, 9o &9 & wec 8

Tk WHITA & h

Teh WHITT T ITerfHeh 323 fFerisiT srafer o foreft saaamr o Yeieq o forw e fasm s
T e forfey, vt ufsharm an <9t Yo e 2

T T WHIT ol 1 SRR 131! i T AT AT

i, U9 9B, Ush WHITG ol @137 o i waicaes &5 o o9 G- T8 & |
Heg ST =Y

i, gEU, WHI T T ST Y ARG T ST foh SETET R ke Srried faRa
ST 21 € o forell oft &) W, garee €ifyd gia 81 wHifa g9 @i &
et et sl ITH o o ToTq Seme oht STeied s 3hT SATaeaehar gt 2l

i, Rt i T e =i % og u seat s Reufa Fa 91 a1 gk 21 T
=BT WA HiS[ET 3R wrford SRR ST 37kt drehd SR HHSIIET 6 9
At 2

ferqor wuraart grT e fashamatt st arfietor

wTivee o1 &9 forelt oft SRt 2T €N, Teh e fershdl ol 310 T g e SIS §
HHA B o TTT foaur fisror worifoRt o1 foshmer shem =fe) gew forsht o, fomur figsror,
3cTe sht forshl o werraT o fore fesred forg, e 3eure anfientor, Hewr, T, TaR 31 OTeeh
TS W SR T B 390 shiee, fecfied), five YU, Wede oy, meenRs e, &R
HTH, AT SR 3T HEca ol SATehiTd HaTd RMH &

forqur fersror o fermforRaa e dcat o) foriy e ot 8T et ©R o1 arfieRr:
®  IcTq SffaRToT ot <ieT 3T s

o TR
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® TS HaT3T ol &L

TR T &R ITUTE S Th0T T & UTEeh AT
1 =reTs i T &R
TS
T ST
feepe R T, IUAT AT TSI STUETHRA HH
)
- ©R GhIoT, e IRUfEh TR, ST o JTTER
we wicnfar =
T ST
TR ©R SIgd Hehl, ERRIGRITCI A
e T ST
HeaEa feerR | gehiol, Teq FAHHIRSN | S8d FH
i
HOTTHS T, T FH HAd ERak
gler ol g Hehiof Selt HAa g A
TGS FeAel g 3tk M HHT g A
T

Freafefaa o e wee o ary afaeaatcas @
Wiferen 'ﬂfél'%lTQ (Physical Facilities)

Gl fersha1ail 1 Ueh Sicreqericesh W A€ T feh of shl witfersh Gferemedt shr fmior
A & S Gay faskar o foaue firsor 3 foawer ae i wecdel v 81 %59 wH RR
gau fosht  wor &, SaTeRor % foTg ShediT a1 SR g SR o ATE § SR, Tl 3 3
¥ G G UL SRIET T 8| G SR HaTierd T arett At ahl wifaes glaremstt & =
TEqA! T e & =y
AT (Location)

IE ARG FHET ST & T G forshl #f |eperar o foAu ot Shoft €: T, T, T 36
TR U RN |15 1 Glodraal & ai 7 fopar o geen foky g =nfew) steame
AT, ATATAT S ATT S forem 7 fertfia #d € foh ues R el g =iy
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TR (Size)

T9 S 1 HAH HITdeh TR % FHict A e 8, 7 foh TR I HATAd o et BH
T TATIEAT| I TG STCHT I 8| oot ToIshl o Heieh H Tk FH Ikl SIS T Tohel! @, TR
THh T JTTIETIC T HTHR hadl s ST T FE &l Tohell 2
FESTST (Design)
€ T T T2 hl ETEe i HEHA HLdT 8, F0oh Tt hl JorT 7 STfafe iR el
Gl
TRATST (Layout)

WR weree § fafi= Saare ot & fae ermdfed se, st & fafste womt ot
fereet 3eer 3 i syaferd s <l I nfiret )

SEr for 3rfie T STt 8, U R A1 T, AR, S 3t ee 36 W
e BT 8 foF SUhT el d § 3R 3 AUt Wit o foTT S ST g R g
TATSTa, G forshl ot Tfereh AT TTioT &1t o ST STed H BT 2l R I9-ved Tliea
& 3Rk TN &1 TTC &, STEi g SIS 2137 &1 § e 31T 2
UTAIFET & JAUE WHITTET ST ARSI AT (Assessing Competitors Curent

Strategies)

sferRit fersgwor & wgar wm 7 fuifa w5 @ for wforid s sewt o o e
T JATE S L T B 39 TATS BT ST Ut R adur forque wrifR i stier ek
Heferd fomam ST Eeha 21
ferqurm Wt (Marketing Strategy)

% Ve foiegt 7 WA AT TR T qHE 1 ST R ] g W)W,
T foraue wrHifa & o e wesht % o H HiET ST AT 8 A& T8 98, HR
Torftfer (Tt feurfer oK Sfax amy), oI e (ATt wgreren faqur firsmon))

TEAT THE HZeh I SIS GEl b1 a0 AT €, forem fereaeft siiet st ferqor o s
T B SR e i et & aftfa forar st wskar 21 <5k w9 et w1 e § 59
T IR foraur fera ST 2, safae g faifa e el @ o g gfemt = e
HYE ol e fora 2

gt Wrtfae s Je @ o qed Wi et ST 21 7 98 AThR @ foe e atags
SR AT &, AL SHERT @ STARATH 2| AT WIS T Toh Wecaqul = & Hi1oh
T8 AT TR R g foera sama s & sk 9’ 31K s & d9) s ) 39 s A
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qifSTeTfT off e ST 2|

fcrRnfirt o sifan wHifa sk weme fauom e &1 qediewd e s fey)
firsror st st iRt Wit TR fafkre amfes for 7 siag g a8 3 o
2 ST UTeh arqd § 99K | 2@ 8| Ird H, UTeeh hivd, g, T=R 3 31 faaue
forsror qealt o Hueh A BT 2|
TN ekl § Waifera WA (Strategy Regarding Technology)

G HTER T T HEcaT 0l 1l T ST ol STenfrehl § geiferd wHtfaat
T AT 2l I BT HMGE! o (HATTRad el o SUANT hleh [ohaT ST Eehal 8

i, SenfihY = A e

ii.  &HAT R &

i, & o GId; SN ST sl

iv. AT R e e &

v, Sfcede g gffsma s gee

Vi. @W:ﬁﬁzﬁl

%ﬁﬂamaﬁrmw%ﬁaﬁaﬁuﬁmﬁﬁ%wﬁlﬁﬁaﬁéﬁtwwwﬁé
arfers it Torifa=t hr wiersrarutt st (Predicting Future Strategies)

3T THI UTE GaU AVt & SRR % 9 # S o o §e 8 g ued, g
TAToR fopaT & o6 o 31O SRt bt SheY O ST T T2 | T S Sh ST el ferqu
i 3 S H SR T 21 37T H, SHN U6 3k Tl § S B SHH § 3R
AR T H 8 2| Sl =wor 9 2 foh @il sl Tk |1 T ST 3 36 waTel Sl ST
fea S for siferssr o ek R e bt ST B2 foRiY &9 &, 89 AR W Ueh oY o o8 &
ftver farferst o Seht wivfera oriferat & &fa waa B

afe Tt =1 el STTHH el =t uTar @ S AT grr SR e W

ST TAIHT S et ® O 39 el , amrr see vee § weh SR s oy
STHERRT o HATER T &l Eehl 2

1.6 Y& AR UITSUT (Retail Environment)

39 W 39 I1d | 7q & foF 3cpy Sufat o1 e & fofw ey vd otiafen
feurfrat w1 sTaceRT Fdt 81 3 Sl Seed TiERT TR TSR Tad! 8 3R 379 SeEm i i
A e ST 3 T T SRR et 8 g6 g e i e ffee, e
et mfet s Foft 3w S gan PR 2 S T T s s
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foram 21 e wfetor § 81 ® 9 SeamEt w geae i et ue gt fSeen
HEAT o fouT eershi T Bt 21 GaU ATaraer, foreis &9 &, TR 7T 316 1 g L
T2, L A8 3= a7

T G [osharall o W TEToT A Fed TATeRul o s S dhd o Y&
STATEOT H G fI5hdT o ATeohTicTeh TRTeReT WiFATCTd 81 & ST 3ok ISR ol Hall i ah
&I Shl TWTTord 3T &: SATfdehal, forefer, umesh, Sfeaelf it s Jed qaiere
T I, TSI, ST ST el drehd ST §) B9 Ted WaN faskaredl % ded
FTATEOT 3T R & ATaTaeT AT forsmor i
lga'{'r%%m'raﬁ %Q&‘H‘W%W(Factors of the Retailer’s Micro Environment)

ek GaU forshdTal T STefies qes =rafd wferd s ol fSfRTe sragashdrel &
i AT ST I8 P HTAT 81 36 i bl SSTH 2 o Tof, Rer 3o SArqfdehalati &
e 3R ST AT UMkl doh Tga o forg feriforaii & To |9 o | gE i e
ATfehataTl / Werell / TTeehi ol Haet § TR 3! T forur et RMfHeT 81 37a &1 3
T ol T It GET fersharat o F&w araraer | 2
FATgfdehdt (Suppliers)

ATfedT AT HH 3T AT & ST Gau forshdl i STTavsh HETe e d 3
JaTe o fore ue fewt WR i fafier smyfderatett & fafim Scarat st smw s =g
ek STeT Tk 3ATC AR ICUTE ! Y5, 1 € 376 {9 s 2hl Teerfal # €| samqfeishatatt
o STATeRYT | T o1 fieer o oo st o qaid IMTd 98 JhdT | Gall Segehi i
3T T $TICH o o T 1 S ol STEd 2l 378 AT STToLdT T HHM §9 § T’
TGt 2| SR hif FHT S 3= Hn 4 feefiatt H @ T FA § Tohre forshi F Fwet A
wedt & 3 o T H Treeht b 36 gew foskar & Wit forame shw @ weRdt 31 g g
forett war smmafeferat o finft w7 & s 3 foTe 68 Al & e oeie st € St Eee &
§ I QT Tehd © AT UL T AT F T 8 GIU TG Toie T Sttt o
a1y SEfehTTcTeh SIURHE Eeley ST ST ITIRT LA §| T o G0 H, S TSieh hl Tl @ 16
378 TRSHET ST STH A o foT sTmfdieRatatt o TTer 37 Hefel T Tt =1

fenfera/mea®er (Intermediaries)

forenforr Uet wH & St et Giert @t i Gt 1 310 9 s 1R fafa
U WEE AT 8| TS SATAGRIE H1ST T o= Rreti § GaU forshd a1l i WieH 37 376t
HEHATT % TR T 37 TSiel ol HHITM o o [TC TSieh hl [+h L Tohdl &l Toie J1eT e
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Tliad & — o G foskaretl st Hd SuviwreT i @lied 3t a= & forg Fefira e 8
“itfcren foraeor el gau forsharatt st 31O ot ST § 319 Tiaed deh Wieh i IR 0T o
ST H TERIAT Rt €| TAETSRT BH ST Tae T S ¥ gae! ST T Tk I geaT
HTd 2| T RS T I8 T heT BT Toh 319 oAU fomdem S2ist T8 ST @ 31T S7eT-37emT
T eTES o foTU feramT Wl T0d SATefed T 21

ATEh (Customers)

T e g i ATafderatet S fohfort & Siear 2, @i a8 39 @e aTeik §
e Iearal ST Faret hi AT R Tl THRT A& TR U Afh 3R TiER & e B
ST AR ST 3 forT ST 3 famd wilied €

IR (Competitors)

T QU forshal STRIE &t it Foreft f T Tmeer et sht |am o fIg stea =it €
SIS ST |l 3 o T O F3ret Fordor somredt ST o 3k ST o1 geri o e o
o e & fire foram smar 21 g fskar i amesfen yoneft wfoRnfEr @ Rl o
TuTfer Bt 21 37 wfcigfat 1 umees il awieRt Sl I i 3R T W o fore e
ST =Tfew SR e fopa st =nfew) srrelt w9 & widerat s o Rl % 9 | o 9o
el 3T Helq § A {1 ST Hehdll 21 Toh TR 2l =T SHret ST shi &
T e, o SR S feufa &1 BR @i (4 Cs) F-T ST Ghar 21 SH AT, Sall Y
Tehter, T ST & &9 # 7ot famwarstt it srot fagivdrett @ famm s =iy
ahct Feefe wmeent, Sat ST SN o |19 |@ae % TR THTE H@T Y TE S R
forar 21

garr%@maﬁ a;qg?ru'a'iarmaaac—cr (Forces of the Retailers Macro Environment)

3% U ot st i sed 21 I ofe |l g werar 9T © {6 v ot ae |
iR Toraur ST +f forhet 81 wehdt @ Afe TRishet el (SHETREIhI, SFHT) | Sfsher
THTE ISl 21 SHITT Jed et st fiax fmrt ot ST =nfee 3Tk s6eh st @ fder
T HTh (T STt B TiHeT foham ST =iy
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U AIUT o FT@I GATERUT (The External Environment of Retail Marketing)
FAATRETRTT TATEUT (Demographic Environment)

G farsharatl o foTT vt Hecdqul TTeRuie qed SHEET & Hifh A & st
ST | TE forshaTatl ohi SIEEAT o TR, THehl HIIcTsh forawoT, Bed, TfaRiierdr
T, ST 1 TR AreTiores Sl 7R enfefen wtam & et 4 Bt 21 SHwiRemsh @
A T qoh e et § R 3Eehl TTEHT | UiEd SR Ush HTehiT %H o Afkdcd &
TEUT AT B T ITATET, A THad ITYIHISAT o TGN hl THTId ld 2, ST Feel
ST T T TS ST 81 79 TRAdHT o T S8 H HISET v Sl sl age At
HRNTA & o T w3 €1 98I H, e %Al &l AR S&alrat sl JToET 8 -
TOTTCeh ST TT & ATATCHe, - ST SIS §0aT | 1 18 8| Wik STHIRRT 998l g1 A1 1Y
THTcHS GROTHT § o= o T, Teh o ol STMIRETST o O Halg AT ey,
UEATSAT T ST AT =AY, Rl 1 SETel <41 =1fey, SR giAfea s =nfey f6
w1 St & HeTferd &l

A feTeh/@RTIAT TATEROT (Political / Legal Environment)

gau fqgm faofa aerifoer/ar wafator & o @ &t ywifad @ 8 a8
TSR AT, TN oo 3T G 69l § o1 & S |orst | foaf= @ei 31
SfcRAT T T ST o it 21 TUset %5 It H Gat SATII ol THTfod i aTet i
THTIAR &G &l FHTT o s 339 o

> UE U GEL ¥ LT AT B FEITT S et b Aok o forg e i forg
ST €l

> HTHT o TlTa i g LT SUFRRIAT shi AF(Id Gall ATeR § =T 2| Fo
FHUT T IR T DI far Sar 8, a1 o 319+ Icdrel | foarae s, fogmo=n
S 3T 4T, ot o ATEAH & €T 7 S shiwa i Ao T §n g g
SUMIHT TATSAT T TRATING fohert 1T € 3R st sht farfer= weiférat grr @ feran
T

> gt fafaem o1 feu Seg ST SATEHTRieh SHagR 8 GHIS o ae f&d shr e
FAT 31 G v eiweht h wfoeef, swderel oft s & we fedt i @
T AT S BT o [T ! STTEeedT 2t 2

TR / Frﬁfﬁﬁﬁ PRIER) (Social/ Cultural Environment)
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B & 91 8, fouur st & foshed & ®9 ° e et i sreramon 3
forom fecar & waie foram @) wmTioms &9 & feeR fomoe i1 ffdred 7= € o gea wat
1 WIS &9 § ST ScaTal S8 RS 3T 3T BT-ehTe qarell S1fe 1 G i
1 S1ST ISMT AMMEY| STEE T 9T & S foh ITWIHT FHriehell, AT HriwdT, 719
wifea, URIeR €9 SR A=) §Heh THIE I G forshe 1Al g 3T @ i H Heqd
ERIEIKERIR

ATfefek UITSRUT (Economic Environment)

G SIS | QT o "6 567 R1ich off Bicll 21 et 3 ik T 371, hiwi,
S T 0T AT 9T R T 8 ToureR ot SATeieh STdTeReT o SHE YafEr i JH
BT =nfew| el uftftufat § seema & et w6t saraaies Fismrel W formeeRt
TS U HeRdT 2l 3T qifeurfa § Saara forureh i 18 T 3K @ e i 8
T AT Rl ST 8 hy wuTelt &9 | gfafia R S e 2, 78 318t wE 9 |9 e
ferqur skt 3 et o it swear 2

MG UEIR R PIEEU) (Technological Environment)

SN 3 Sia T F3T JTTHR S ATAT T8 Teh T Tralfieht 81 Senfishi § foshma
T HE@YUl I @ S Yol 9NN &l 3 T8 § T ar 8l ued, o 9 @@ &
ST & 3R T AQ, T ToHheAoh BT ST § STH AN T At Fresdt g
AT T ST SRl TehT STT &l Y &Y, I8 I1g WIHAT AT foh qeheieh! Tl 1@ & AT
T ST & 3T A fehiTd BT o folT e oft st 21

1.7 AT G I2RT H G (Trends in Indian Retail Industry)

TS % 39 AT H B AR GaU AT ok adH qiged, @fed g fsht % fog
AT I, AT G & T SATATHA, T G & § AT hIH0T 3R G
forht 7 sfaffea smyfehientor % FRel T ==t w1 WA § Gau fosht & W ey
areft oft formmm 2, sfer ufirdt 3um 4, 9 wew =R SR W afgyd W e 8 e &
fet &, wra 7 S Tmfeq feferm st % S=a =i 3@ 2, fad vivd @i S fendiea
TE § e forT TSR S fewhTee ¥ 3t 81 891 918 RIS aee, it 3R wiHe
T PR foRr o g S T, e Sher, 3T S oS SRR % TR 8 sueh e
STHIHTST T TS AT G forshi il T +ff et st & 51 T 2
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e g fershr e %m SATATAE ThivTA (SKills Needed for Organized Retailing)

e feferT @) & o smaves svre § &% nfafafer s mfie fFa s g,
AY ik T, 3T o, sie ferr it AaFe gey, Urgs 3T HHAR TeU hivd,
fremes stfereRtit SR amTa fisror @ fuea 61 fofer e TTees 9aT & TaTaT TehersSi
HIT AT G Tefe, B Toh STad RS (@atn) TR T e ST arelt it s 2oft
I G § 4T Ghd &) ST foh Wi 7 fefoi ufgwr faefaa @ @ R, 5 gen =i+
YR 3R Ik AR AR gfoewell ot & 3 sgetma <@ e & fag, a/a &
T fed = femrie WR Al Faumen dsit s @ 2| 39 AT, Tl HeR W
forehTer &1 el 81t €, $8eh Si1a TR SreTid geu forshl gt 2

TR E;ET[ @3[ b} ET%R?IT E:n:ﬁ' <hl Uch HATATHRT (An overview of Recent Trends in the

Indian Retail Sector)

W e forsht forehrer <At Sfsham & TR & 8 AR ATeshi aiter § T & forg
T R SR, T ST I T GHET S TN T FR-ATRE AR AR fefe
=S SN T Aedt-craet AT ofit feritftn S smefer Tredt o |rer TSR # A
T €| I FHAT T A H Tol2T HAT, ATk Teh T A1t sehrga SR H Trfia
BT, U T-HaT JT&Y AT TF FIWATHF AR ol GaU Ted H ST Hehisntor o a1
I, Soagi-ad, Toul o a3 gt Set Sfr § Sedt 8 1 dwraT 81 79
A I STTHT TSI [T T M, $IEE F8 A SARHTT @I 3caral | | &
RERIR

BT o a1 § gOX ATenew, Hicd iR feehse @i S o yreat # ftod = ot ¢
STER 3T 2| sl & TR Al G 3 aTet Heh 7 hiedl 9 TurarT el Seatal ot
SUASHAT, TR o HIFeh! H G, GicrerrsiTer Tiert SR A o €1 Tiert I get
forsht 7 erer T 7 ot e R 2

R U TaTeRyT S safth 3T | i, seard! Site St 3R IdT1E IUTeddr
0T AT 98 H 3 Secd o@ @1 8| faepfed sTeiii #, gau fosharstl it AR forf-mior @
foroteft Termiafta st o | Ueh seaTa g1 8l Gau forsharaAl gr whgfedm i wifth o forg
START T ST aredt THfat 3 gaw fasharst o Tt o siiet o1 o iR Tt v it
ESAT AMHA &, ST 7T IcATRT o FAY I T TEH A o 17T TaU fershel Al ST 9T
T SATATIHAT BNl 2| G Fersharatl i BTeT i 16t g3 ek A & 1o FF oo R, gaa
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forshamat o @Ter ATeieRt SR yere ferqur farfert o swi & afi e 18 ot i seeTa
EIR

AR | AT G & &% THTT hl TiTehd HTA AT Heh (Factors Underlying

Trends of Modern Retail in India)

R H AT GEU & % T hl @ifohd A Tl HRAI I HIE T T
fraferfad for & anfiera foram ST oehar 2:

i, oo foema

ii.  AwTieEs fufa § guw

fii. EeRT et o ufEd

iv. ST T SREA, STV 3TR SaeR | gitad

v.  gau forshl § g gat faw

vi. wﬁwﬁmﬁaﬁaﬁ;

Waﬁsqawaﬁrﬁww—cﬁa@w & o for & T s AEvas I« 2

STITEAT T g, I AT hl ATHHRRT USTTR TG L ohdl] & ST TS o TR ATt Stel
81T H GaU Torshl # ToRT FRd & ST G &7 | 3T G A AN arel Yia st g &)
e et T fosher SwiihT it STetal, 3T ot saRr & €t g% 81 T foh
Hied T8-73 faqur =t 3ved € Hiifeh 3we AT vat SR AT ey T & Seon fierd 2|

TR G forshl |, Flor 3T AeheTss Tk 9159 ol T i dTel Tad Heeaqul
FRF T B 8, BTAifh Fo et § ufewr 3R Far o wecadof St S @ 1 @R *
AR ST | AT hiT e, Toadl, LR A™E R LR H g % g e
S B WG TR 7 GO &7 § 9Rd § Yo foest fremr &t srmfa & 21 e
FHATSTT RS (GaU) TTSHAT - WA G TSI H SaIRT L o 2 A1 5wy il i g=a1
STATE 2 A & H @ie H, FRR | i give W faem o @ S fR o d@gw
I W SR 3, Tl feetert =it wifta o, o 39 st o fifdy shean stet e i
CEEIn

e gawr forsfl & wheiend Y arAfa i TR g & T R, afw gew
forshaT T ST o |1 dehTehl THEIAT ST ShaTgsit o HTeTH § WA TSI § Y97 L
R Bl fergioey R fiseT g2 SEt B e = T8 & & =t T &) AT i Tew ©R
3R 3T 9= & & 391 ok o= o1edl § 9 @ €1 T o &5THI § a1 Jdl & foh e
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HI THE SIY STk GHE 39 HUST SIiei o o fTy S1&w o fohre i Siedtied i §
afsrr 81 WM, 2Ter S Sftefies s gaw fosft § woreT it 9% 81 % IR o faeht
STTST 3 39 SIS o foTg foreiw ATSecte wemfia i o forg shams S s SwainT forar 2

1.8 AT (Summary)

SicreaeicHe frsgwoT T fohTe T U Aecaul Hee 3| Fgt gau Rt sfaeae
wrfifer 3 forenrer & oft weeaqel it Rt 21 ¢ gfeenon o st o T @ ot Te T
T Tl Y& AT & S T4 § 3 o Tehidhd LdT ol 39 313 § &7 Heeh Gaxl WM
forhfera sttt @ SR gHeh! Tfagsl Geu gl W Sfcreqeicnes v S0 i o fore hd
ST forat ST =fem)

WA & & ST 88 0o TR & T ST TET o TR W ) & Tafd
fireset weh aeTeh H WRa § e forshi § wfoq gaw fsht 1 Amee Bt T R, Al adae
T I kol W H & e, afeen o1 wred # oft sroft ifafafit oSt & e w R s
&5 o WA ok Yee | TR Jele qeheRT T ST foRaT ST T&T 81 WY bl Siemsmreft
G farsharatl o qamal § e o foTg 31ot forsht ST, st fafafemy, difsiieess Hifa
I & TTET 3h1 AR FHTET 3t ol STaRaehal gl

1.9 ST I (Practice Questions)

U forshl 1 87 U fershl % T&Tull 1 Jera Hifer |

g forsht 3 & ot forermr Ff |

gau forsht & el 7 22

YIS, o1k fersharait Te Sedrashi o fore gaw forsht ot o e 22

G forshl 1 THTT S ot T e -1 9§ &2

g forsht ot fafir sferit 1 Seare ifsme |

i e forshi aht e & gEied SenT & &9 § 7M1 S T © | Ty A |
TR EH G fo1shl o T TR -1 & 82

. TR R gay forshl & fafr= Jerrl 1 Seera i |

10. feuTétie TR 1 87 36eh faRIvdratl, BRIl Td T ol 3eeid HIfVT |

11. & WHITT T 82 G &1 H NfcReaeicash A fohe JerR SITH foram SIT Heral 22
12. G fersharaAl o H&W Td Jed Taial & deal o1 Ui hifaT |

N - BV R SR
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1.10 W‘ﬁ Tl (Reference books)

e Levy M., Weitz B.A and Pandit A. (2008), Retailing Management, 6th
Edition, Tata McGraw Hill, New Delhi.

e Berman B. Evans J. R. (2011), Retail Management, 11th Edition, Pearson
Education, New Delhi.

e Sharma, D.P. (2009), e-Retailing, 1* Edition, Himalaya Publishing House,
New Delhi.
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FHTS — [ TS TR TAH, AT AR ferg

(Retail Store Location, Layout & Design)
ZehTS h1 WTEMT (Structure of the unit)

2.1 3%3& (Objectives)

2.2 FEATIAT (Introduction)

2.349gq0 TR EH (Retail Store Location)

2.4 W AL 3T TS (Store Layout & Design)
2.5 | (Summary)

2.6 MITIH (Practice Questions)

2.7 W‘f Uy (Reference books)

2.1 3%93 (Objectives)
TH THTS o ST o IWI 119 Fraferfad st wmer weh:

U TR TM o TS § Haiferd forf¥=T STeremomaii =i |
o I YR o TR T3S TR TSI shi ST |

2.2 QEATAAT (Introduction)

ot &t TR gau forshi o T 2, <ifor sifersmier g faskar oneft oft mew @R @ &
fosft o @ 81 37 gau faskaretl § & $9 950 B THA-RR H §, 3T TS fowa
fereie uEeR €| SAfd s T &l 39 foRiY TSR sl Sl i T i o T &
ITH foram STaT 2 fS1e@ Tciish UTeeh Ue SUHIRHT shl Sedl T 3Uciedl ShUET ST doh| e hieh
T |1 S, ATE ol I o1 AR, ToT- TUGIRT i i ITh! 3901, TSR & |
9 i o AT, Suctey aREe glowrstl fe o HRor fofs=T TR & Qau Tami &
forshrer g3 Wk QU sheTad & fo ot =fist faret Teee o oot ot feifid et €: T, s

S TM|
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STRET Tl FaER 3N SRl # dsit & Sedltd & foy 9w 2 fF @R
fesem, ciemse ot wegft ARt % IR § W §u 3T 1 fer e a=fien iR
T BNl R fesTeT 3Tk TieTise @at Ty § I B 8, 3R R oft 3 39 ey
feear g1 81 gew we, Tl wfheae @ e o o swi foRg ST At AT,
forsht =1 et farsror 21

2.3 '@;3'{1' TR T (Retail Store Location)

et TR et feud FT iy et IR o STaeR g8 3T= 8| U 397 o 916, &, I
AT TR & I TG ST =AST TAT T [AR1E 15 i IAT ST A1 & | aifesd
AT AR hl TATTH HGT HEAT WIS B Tob| TS 997 Tharal AN fawberar & &= &1
3T & FHAT 2| ATEHT o LR o HATEAH § 3 I THEER! SHIER I T T T
¥ et TR ST =nTfew g i wed sreet W et ffud T 8 gedr € et U
Gl F % g T ST "o A1 TR SR GaU gEH AT g h e e
EIEER I U TR o T o STHNT HT 8| Sohicdeh & H, G foshdratl sl &R
Jet o T AL STEt AT T&d & A7 et g BNl WR ot ofig o of ST o 3STeL0T gaTg
a1gg, offm s 3Tk S mefiv 2

Yo Gl TR AT Ficreqel &t o fofq Sare T 21 %5 ohr o fou, e =hivd ) ga
o 1Y, e S forai Qermadl oht Tered foreoiar € S Uer oAt Sireft €1 forfiaey genri o o=
foreft +ff 3T o e S Elieant % o & forg wforeat #ad &, T vt gt % fog
T AT AT TS AT © FAiTh Uk oI Uk T3S T =4 KL foram T ot Ig foreft 31
T G ITH &} foRaT ST Fehal 21 I8 ATy, T forsdwor 37X 918e =94 & Heed ol ShId
AT 8| T TR Toh T R ot &R a1 Fmfor, @lig a1 93 W o & 918 &% aut a 39
TAMIANG AT HiST B ThaT 2l Hard &, T 3R T15e H1 =99 YU "It N T T
Hord HEcaqut ot & & T 31 oF 39 SfRT T STTRfoId s 3 iRt ol et A Y
STITIHAT 2
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Eﬁ!‘rﬁiﬁ‘m'—ﬁﬁ R T (Retailing Strategy and Location)

Teh TLET h Ueel Ueh 189 o W19 Y& AT =11eT| T8 NS bl 3eeh =it I areshi
I AU o I 1 G H HES AT | T&I STLOMG, TR HISHATHSE i Sl Th
A& o Sfeafad Bl 7, Ufwueiches AT I T & Y418 U G810 8t 81 T =T
ITfheh I &1 Wehel 2, 218 WTeA, Tl AT TeR &1 Tehelt 2| Tor off worhtfar ox S feam s
€, STH T Toh Heedqul =1L Bl 2|

I Shl UM O ST o o ook HITcTehi IT Feftrshl ol ShH-HTTSIA B dTet T2 o Taierehi
T T H I TE & ST T AT STTEvrehalt 2t 2

S e s feer it wrifa it st worm fta gk & s1fir @i 2ia 2, Set 7o
TSR SATELT T 7ecd Wt 81 ot T oX (ol o & fodoe sTeam AMee & 39anT
79 a1q W et et 2 T e & w9 of AT ekt o1 Ty wHifd # ot o aea
T fore TeR Sl TR AT I Sl AT 2

Tch TR F TATT T THTET HIT ITeA hh (Factors Influencing Location of

a Store)

G SR & Gl ¥ 78w g 1 wfer T sga Ayt 8 36 T gal

T G IHETEH § Holt HEeaqul SRk o ST 81 Teh R o €T I THTferd i

Tl 1 39 TR &

1. &1 ST T (Selection of the area): ST & FTA H TET, Teh N i 3 & o TR H
fotar AT =TT STet 3 STsTRRTeTt At Feet AT shT =TT 81 &1 9 hd 99T 36 &
T SIHEAT, AR el ST T W, FISMR 3 ehedr, Tiae 3R d= g 31fs &
ST ST =R

2. HTZE T AT (Choice of the site): Teh I & T A o o€, Teh Nl RIS SIS 91
SATETHIT &Rl H ST G Wit Wehdl 2 Gell RN 1 T ATeshi o {oTg et &
I A BT AT

3. HATA T YHTT (Scale of operations): U Gl {Ishdl i 70 ATER I IATHR T
ST TAMEY) SRR 3Gk forcfiT R Teiershia Gerei, SRGHT ol e i hl &ddr 31T
&3 Y i efwrar u¥ freft o)

4. Ot T ATAT (Amount of capital): THET Hf e 6T HeheraT % AT vt fory sTrarwarer

2| ATaI ISt AT AT SR & I, AR 6 I, K0T hY TS, IHFH
gelTare shl ANTd 37 JT o et 9T fasft sreedt 2
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FeRT ST TATAC (Decoration of shop): TEIT ThaT3Tl ST AATSE I GHH shl TTTAE T
THEQT foRAT SITAT & ATk ATeeh GG o [TT ST ST HATHATIe SHTE U1 Heoh| Ga
forsnaTan =t S1firen O STk UTeeh! ot ATehiYa i o foTT eTreRtes aiieh & ATt yefdfa
T =AM

HTEA/ATHATT T T (Selection of goods): SIe ST JTel TTH T TAT ATEehT h Tahid,
feufa ot S&al & YR W foram Srar 81 91 Y whE H 71, el 3 ATEhT
By o afitgds W fomm ferar st =nfey)

FATYTT T AT (Source of supply): Aok AT SR AT fS& g fersharatt grr At
IR ST € 378 A o T ST =176 Gl feharstl i e |, T6E 9 g,
gftEe o @TeF A1fg W fomm T =iy

TarshYy e (sates policy): WW@WWWW%W@WW%
A =) forsht Afr ST i Shrewal 3 aTeeht &1 & § T@d 8¢ aF 1 S
i

LCCURS IR _g:lef T ITTTHeT hed (Steps Involved In Choosing Retail Location)

G oISkl 3T HTILICH I SET T SR T T L hl 3901 T@d ol e

TR U T O @Il ST & STt eI STar STfieRaw aid 8 Gay foshdT ST W €1
AT 3T I A o FoTe i =reor fsha & TToRd &

1.

TR ST TEATT (Market identification): TEU T § Faiferd fofa o o foTg uget svew
Gl fersharail ST 3TTehvieh SIS oAl TE=lT shiAT 8] Teh SIS T Ueh UET €71 @ Sfel
FEQAT TR TS T HATEH-YH ForaT ST 21 TRAfeh ST Teh TT 316X a1 €I §
STel AT Tl T & ST S{IER ghHT i gad & i Tl Tiiearl sid 8| 39 a
T ST Tgd JUHT 2, 3R S G S ot off ot ghran 4 = @ 21 g o o
Tl 3, Texr SR 7 1+t +ff D1 INER gRT F=feAd M1 sh agedT @, Tfeh 39
TSR T Sft | 51 SATIHTRIsh T gHT ot fohaT ST &1 2 |

IISTR <kt aa'q?rramﬁra'i'{m (Determining the market potential): TSI ohT &THdT

=1 freifd T o foTe, e foskar i iy qeat &1 e § T g
@ﬁﬁﬂ'ﬂ'@%z

FAETEAT kY AT RThTT TINTATE (Demographic features of the population): SITEEAT sht
forRTareTt =l TwerT Gau faue Wi foskféa e 1 sfiT 3 21 3erewr & fog,
AT hl STHEEAT, SHEEAT T ATRR, TTHIOT 3T el 7eel, sredieor w1 faehm,
TTEAT T TR, SIEEAT | F31eT 37 T
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b) & H @ ATA AN hl TINTATY (The characteristics of the households in the area): gal
fershtt <A &1 T 3T S 31T STR 30 31T o foraeor o1 v wwer B =nf

¢) WA SR SFTTHREAAT (Competition and compatibility): STSITL shT &7 3T FHEROT e
T, T & H 371 GaX I o A1 GaKl E2IL oh JerTcaeh ST STl e

d) &I R fAF=ET (Law and regulation): ToREY gaa TR Sl F=iferd 3 § Heiod
fafir T v e Y S e wHe ge faskar @ et =nfen i
T FSehT TRl GaU HaTe W il 8 SiH T2 i HaTierd i & e, HH
A STl SAehal ol &t ST ATl =Haw Fiedl, ATevaeh STaehral, 37T & Geur fershar
HETA BT ATRT

e) UTUR ésr%r%w (Trade area analysis):

TR & TI2N0T Teh T AT TR 3 Ao o SATEUTE o &5 i fIeraared st ol it 2)
I Teh TTATHF AT oy @ S AU TATTATesT §RT Al STl 81 I8 Teh miadgoet
SITSRAT AT Tohei1eh & S TG AT STTATHA AT &1 2T AAT ST foRwarat i e 31
AT &9 § UgH % ot T STTem s 2

I8 GEU Tl i 7ag ST H el &
a) T o UTesh et o T & 82
b) SATIR & T fohe Tk 22
c) 3R ATk UTEeh Hat ¥ 7T Tehd 22

I W%WW (Impact Factors of Trade Areas)

R &7 farsgwor § smfae 8

a) ToReT T T O HISTET TTeahi o Fersgdoror Tl

b) TTEehi H 3 T L AT FIEa W T TUMT ATl

¢) 3Tk TR ST hl GRATIT h T T i aret it = o1 frerieor s

d) T3 TTEEl o STHUTH @It SATA & 3 ST T o6 foIg T Aiset forehiia el
e) IE WIS TI AT AfeTd foraur o s H ==l ot § Hee ot 2

=R & fosdaor fefafaa & fou e yem swwar 2:
1. d& IELLE] (Target marketing)

2. ﬂ%’@lsi\ﬁll (Merchandising)
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1z W (Site suitability)

TS I ITEIIA (Site selection studies)

W LSy ﬁ 935&[ hl HThTd h{HT (Spatially assessing performance)

Elﬁ'l?q%ﬁ %l'w h{AT (Performing competitive analysis)

EISIES ﬁ E@QT (Market penetration)

tﬂaﬁ_{ ﬁq QHT%Iﬁ:lH T‘Fﬂqﬁ a'? %11 (To know market gap analysis)

9. @T H-{&:WT ahaf %lﬁﬂ?ﬂi‘ﬁ ?ﬁ HHSAAT (Understanding the characteristics of store patronage)
10. WTWH Ehw bl %lw :‘Fﬁ-{ Eﬁ%?r (Developing and exploiting demographic profiles)
11. @—( Eﬁ ‘ﬂﬁ’ﬁﬁfm" Fﬁtﬂ' aﬁ YHSAAT (Understanding the geographic extent of store)

qIa aﬁsri%r%w & ATH (Benefits of Trade Area Analysis)

TR &7 fIsguor & 19 €

ST I Heaeh o TSI oSl H ST AT AT hl T8 LT |
TR ! WA Y, 5E F AT AN L G FAT |

TISIET SATAT &A1 2l RIS oA STRANT itk e H15E =9 1 (=01 T |
GTerd T o STTEUT SITIT &1 ShT WfersIaoft s & foig |
TTiToTeR &1 ST TTCTiN T |

ST <t &THT o foTq fersghwor & |

SR T U3 s (FA ) o oA |

gereqeff @il st Tz & forw |

. e Todur o 3AfereR et S STt 8T |

10. WWﬁ@WWWWW|
11.%3ﬁaewﬁtrﬁwﬁHW|

12. TSR B T&E8eY o1 <18 ST T |

13. St T st farsgeor e |

© N AW

O 0Nk W

ITR & TIWOT (Market area Analysis):
%@W@T%W,Wﬁﬁﬁﬁwﬁt@ﬁi(swonaﬁﬁﬂﬁﬁﬁﬁww% | I8
TR WHITT st (e it § 938 T § | SIS fs3uor i ek 6t Jeifad ST o
T8 off SETSATR |

ELSIES ésr%r%w hT 372k (Meaning of market area analysis)
ISR &1 fore w0 Ueh TSI o shiteht, fearfa o fomiwarstt =t feifia s it ufshar 2
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ELSILE aﬁa%r%l;w T ITART (Uses Of Market Area Analysis)
TSI & ST o ST &

g1 ST fst nifafarfrn & famm stmar 2)
Tg 3t Teier Fufa § gee st Rl

T TieT 1§ fgg LT 2

T TR iR o Heg T 2l

g Treiee fesire | Hee s 2

I |T3e IS 1 7eg AT Bl

T forsht S7aX farsgmor 7 Heg sear 2|

ELSIES %‘%EGWT & AT (Dimension Of Market Analysis)
Sfore Tt & SATER SR forswor o 37 &

a) SIS % S

DRESYEER]

¢) SR <t forahtd &x

d) TSR T 3TTRR|

¢) SN 3! ATHYET

f) SENT ANTT LT

g) T&T HAdl ShILhl

h) HET A T oo

A A

W%%N'UT & A (Elements Of Market Analysis)

ISR f=3w07 3 ded fmferfiad &

1. STAR T TTRTH T (Market growth rate) — TN TIsha T3l hl ST <1 forehmd

S hl THIET A1EY I I8 TSR hl Sgdl &7 § TS H Heg hidl 2l I8
IUYTh LI bl dAR T H 7 AT 8

2. TR hT ST (Market trends) — THT oh GT-HTY TSI HIL AT A1 T 3R
BIAT 2, TSI H g S SaeiTel Hecdqul 8id & wifsh o L T4 SFTedl 3R
WA T GId 8id &1 9 IS o TR Rl A1EhIT ©9 § IHTTId shid hl 7T
ERC

3. W%W(Success factors) —ﬁ@ﬁﬁ%sﬁwmﬁﬁ 379 faqu

el FHE — THTH 426 G T&e Page 49
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ST 1 UTH L o [TQ ST €1 GHT o G1Y-819 e Ul AT Hh
e Heohd & ik 3ca1e ST ST =<rsh | i st )

4. FATSATC T AT (Market opportunity) — T€ IT Al Teh IT hs deheleh YL ATUTR 2 T&
Sreae & S8 AN hl HATTTIHAT i I HLAT 81 g 3T T qfewer 67 & T
G- rENifera & sga? 2|

5. STSTR <hl ATHIEAT (Market profitability) — Ueh STSTR § fafSr= ©rady o
Aragedar o fafi= e g 3 fafire s feufat o awm 81 Argene 91t
A o STTER Teh IENT AT FTSIR T JTHN0T (F6H 5 HEH AMHA & ST
TSI hl ATHIEAT shl THTTId Shid 2 3 hieh &

a)  hdT TR (Buyer power)

b)  STYfdedl IMfh (Supplier power)

¢) AT % AT ST (Barriers to entry)

d)  Jhicueh IITET T WA (Threat of substitute products)

e)  SENTH HUMAT o s TITEIEAT (Rivalry among firms in the industry)

6. TSI T ATHT (Market size) — TSI ST TR TSI hT AT ST TSI shY
&IHAT o AT H GRATN {53t 7T 2] Hiehe SegH for=iy SIS <At wsdft forsht
hT HTAT <hT FHUGAT h! TS31d ShdT 8| JTSIIE shi &THdT oh foAT TSI shl |IHAT ahT
Heie TSI o forehre Sh STaTeTy & oI # SHeh R ST T 2

7. IEWT TAETA ETEAT (Industry cost structure) — IG HEAYUT ABAAT HRhT shl

TS A o AT AEcaqul 81 91T ol qo F@a Aed I8 Mo &
e TRl @ SEf A AT FA oh OY JeF ST ST 8l 98
yfaeagicaes o forerfa s o fou orifa a7 ° e 21

8. TaraRur <A et (Distribution channels) — ¥l IEEGISICIRE IREED 343;81_( SUYI<h
TOHITT IR ST BRIT| 36H ATHA =

a) HISIET ToIaXor <eT: SHRT JUH TohaT ST |ehdT & Toh I TTEehi o T
foram TeTer B

b) T TA: T8 Ufaeaelf A1 forerfaa s o1 ST9ET IS o FohdT B

c) AT TR T

Ife e fafer (Rating plan method)
T SFFEL AT 6 AW I AT Aherd § Heedqul ekt f[wrr 81 T T Wit
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SHUT ST Al T 3T hl TE=TT hleh I 37 SATTIHATST 3T ILIAT oh TT T AT
T TN hT @IS ek Ueh 9T o 7T S9aH T ITH o <Y JISHT 2
Toreft ot 3hT TT TOTHIT 6ok T h1AHE UM o STTET BT =1

T W G S | SATHAR I e fetRad shiieh e 8id ©:

1.

FRAATE (Facilities): Gl 1 A1SHT § g Ferifed s wirer @ o forell st =t
Toher e % T o foTw o1 sTeshTierer ST diefentfcrss Treail sht STTargarsha BT
SIATTAAT (Feasibility): SATETAAT Torsw0T farfieT SATRIET AT R fofsr= i & 52
3T FHThT T JTeh 2

TSTREH (Logistics): TATTSTECHE CRIEZIRIE) fafmtor et mem gﬁmﬁ & fou
e forehedt 3R AT T qediied ol

AT (Labor): IH Tors3uur g ferifea otar 2 Top vt Tore ot shut <Y o Sieeat ot
3Eh STTTHICTh S AEhTTCTh TA&AT bl T L bl & AT e

AT 3R AT (Community and site): THATT IR TTEE AT H I STl HEAT M &
for o wer st 3R weh Telt W 3 wTse diefehTer § T 2t
EQTQT{@ﬂ(Tradezones):Wﬁ—i@@?mﬁqaﬁmﬁwﬁﬁﬂﬁ?ﬂmw
Hehell 8, ST U7k aretl grr Y it ST et sg gioend § St 9w w5 e
TTEeh! hl STTATIHATHI o ToT AT ST Fehall | Th T STHIGHT H T 170 Heh-
IR & § 37 317 o | off 3

ST SRAT (Political risk): T sl WA S0 THI 37T <30 § faEar
F AT HAHAT BN TSGR SRGH T GFH H A1 A1 ok F& a0 |
TR TSI ATATET &, ST AT i ITA-TAA o [T TIR T AR
Ifg 3 UG 3 A Srefhrfetsr =TT il FISHT a4 8

e fIAT® T (Governmental regulation): Ife I 31T 90T H foreq® o AT SqT
TEd 8, a1 SHUET ol SR Sraretl 3T YRl Sfdsiel T ST ST U HehdT gl
THTeTT, ST Rl AT AT WA forenfer shtd T 377 SuTf | |ishideh - STemay o
TTY-FTY TR T S FHEAT AT1e)

P EICEUIERCICRE (Environmental regulation): Sty skt fafyy=r grieror et «
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form T =TT St fafi Tt & Ieh EeTe ol TWTfad U @ehd &l Jaiaons
forfrrars =t it W SwTferd €T o STTEUTH U skt SR R o Sie Hefdl O e
T TehaT 2

lﬂ.m(lncentives): Wﬁ@ﬁm%mm@mﬁ@
ST WO IX AT FTAT © AR HUAT A RS AT e & S T @ s
forelt ot o ®T3e % == | WicHTed i HEcdqul JfHeT & Hehdll 2

HTSE ohT ATk (Site Evaluation)
S |13 1 97 hadl Tk FaTd g1 & foh 3r=ret gufc 1 Iuetsy 21 I8 Th

forsgwomenes T[T 2, foees g forelt Tome ox omeeh ot et 31X feer & forg amem
T &THar il STTavIHT At 2

G & H T AT U WHITaw Fot @ @ see qRea 21 s I
IHY UZTITSS ohl Gae-eie BT =mfey, fosiy & @ s, orfifer o wfaeqyf
FHiSATSAT ST haaraAt 1 foe=m s =iy

2.4 TR ARATIC AR 'FE'ETG?(Store Layout & Design)
eIl =TT T &1 3@ o shi Tl LT € S oAfth Gedr W i hraisiied W@
fort, 7 1 gl ol e % ) @ A e e S0t e A anfer 2, i
HIA T H5 W Ak a1 Bi¢ LR SR kSl HHATET 6 €19 TS @l & LR
T 81 Gau gieEmed § fefafaa hafafat i 8

TIR ATIE (Store layout)

Tsh WR A1 98 Tesie @ foom @R 1 $ATER 9T 319 foram SiTar 21 R osmse &t
IR WE ¥ A L FIRYd fFar Srar § arfeh Taiay Teask Yo foham ST aohl 3
STIRRISTT & 1T Ueh oT1ehden Sfar s 3 fore feseg o s 81 wes W aeise W it
oy St yeiiia &t 21 I8 T hat UTgehl Sl ATHNG T &, dfch TG Hd 0T
T Tlie 3T HROT o SaT 2
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TR AITIE BT AT T AT HTh:

» e T TIH |

» T T UST fohU TTU STET AT ARSI o Y|

» R T T it g

» T 3T AIehRT AT TR T-0aT © 1 forshl =it ek i)

» AT gTeh AT UTeeh ST TR T ST et TTEehi ht STad T

» Tl oY ITTevTeRaT, Wl fawmt ehT 3R 3 T, TR & a=TiEl &
fore gferad)

TR AATIE & LI

» SEATER 3T ATt ST SUCTed T 3T STAH SN

» T e 37 3eare ot Fefedm

» T 2T TS =AU | T -BelT TN oh AIAS H, SIwIh IcATal shi ITH i o6 forg
TTEehT ST T 2T 715 G4 AT =T IR T |

» TTEehl kT ScdTaT <ht 3TfRrehaw gwrdT|

» T AT IATeTIE o HINST § TTEhi o (1T AR qgaT, St a1eeh
391 TS 3 ITET 1 1o § 33T B

» TTEhT oh1 TGS 3Tferes & 31ferers forvmit o Seute &t ok oI & forg
FAfershaw SeaTeA|

y FAGH AT ST GH H, Il HTReh 8 dl 1S St a1 QW HE 39 |
SATRaH ST AT

» TR o TE@TE | A ey, 1, Fisex, A1 &l 36 aie o Faiked
foram ST =nfRT for et ol ST ST, AT T 3 1% hET
ST 2|

» TR T T LT dTel St 3T TR W S JTel TTeehi o fofg s1freman
|

TR A3 o ThT:
T AATIE i s ITAT-3TAT alient ¥ TesimeT fomam S "ehar 21 TeseT &t yvifad &+

ST HIEhT T ST <1 Al 775 8l 34 HIehT ol ad §Y R AU TR o g werd 3ugh
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TR o SIS T T ShT Hehal 2

% TiIre TIATIT (Grid layoun): TS I3 YuwaTehe SR W Geur fasharatl # wedt
AR TN foRaT ST B1 ST o YaRi BT 1 & W ST daR % |1y e g,
31T TS Ush TG ik © YSTRT araT 21 I8 & ST SUANTehd Tl shl TTell &

& i 3 o ey R 61 et 2 2
Grid layout

—nnnnnnnn /=
E—

L 1

‘Vegetables |:|

e E—

(U~

4 Y| ¢ TIATIC (Race track layout): L0 3o THTIE 3l T AT I HgT STl
21 St fof 0 & ot =T 2, fevt <o W 3 A1 9w & w0 H @ e =R
o T <o Bq 9@ TR Bl 2| Tieraw forfir gohm-gohmi a1 R
Wi o5 faTTT ook Uge G AT 21 T8 TISTISE AIhiSd &Y H feuréte
TR T U ST 2| Tk ©E o ok Arefires et farsgmt o offaw otet-
T SATITHGR T <l S Tehd 2| STIATRR T 3UTs 2 T off I8
YATE Y2t 39 <
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Racetrack/loop layout

Health& Beauty Electronic Toy: i

2] ol !

IENRF I

£ | g g . é
NHEIRRRREIE
}| [ o || 1
= @ Chedkout Jewelry Checkout @ E.f
:me&‘ﬂu’t Entrance & Ext

/

% T TATE AIATIE (Free flow layout): Tk Tk TATE SIS H, SATIR I TH
forret ieh @ syafberd fora ST 81 98 TR o Hiax U STl i g
ST & ST STFET AN ohl SIS i 3 @R S o ToTg Tieanted s
o foTu feurétie TR H SUFRT foham SITaT 21 36 Yok T TI3T13E SUTsH Gall
T 3 STferehad ST o STafr et & weha 2

Free flow Layout
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4 TATS TIHATIC (Spine layout): IT AAIE Hh-3aTE, e TR T 18 o oIt
1 ST 21 Ttk T JaTE 3HHI o A U e hl A <o arelt dieft @ #
BIAT 1 HoheTSST ol 20 3 ST ol TafRia foram ST dehar 2|

Spine layout

| 1
L
-
3 |
| | l
=
TR fEATST (STORE DESIGN)

freer ©r fesireT foaum it weh vraT § o1 S8 ©OR & 9HY S o1 Ueh fREaT HHT SITdT 2
e TR fesiea uer siie o fafyrs ufta™ s9m o foru foer feweer, wiHfem, ansfen, wenfir,
T 3 TR TS TE I o

Torsrarer A=isT T (Visual Merchandising)

IE Teh HTId EUER o SATHNT i 6 AT, AT Tl 6l TWE  STHiNd
FH & 0 TheTes & Higd YeIH ol Heiid dr © 3T Fad: TR Tl
FIEN ! ST o foTu saTaTiies 91et shl Tefyfd e i e ? |
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%ﬁram qﬁg'l?;ﬁ'ﬂaﬁ' CIECIPGI (Essentials of visual merchandising)

%Hmuﬁagﬁma%wﬁsrrqu%
a"gﬁ-'T(nghtmg)
78 ToeTel AT ST o Hecaqul Teqetl § € U @ | I8 TR H 1@ ¢ A1

TEIAT I TSI & | LR H T A3 GHT AT 3TN 3=} TE TaRR ST
=feU Arer & e «A15e § S=T =Ry #Fifeh J€ UTeeh I ghHI § <o d
QI Scq=T LT 2 |

2. W(Signage)
Y TR T T IT I ATGWh TR Tef¥id HEr e 21 38 €1 &

SITEL 3fh © TATIU Tohal STHT =R | ATEHT & L& Wi WTeehi o foTe <@ Fm

STTE W |
3. T (Color)

G Tkt 370 TR o foTw o 1T 9 o 1 o o H S7cafiek @ e 8 sooh
I 36T T # TR U1 HAL 1 BIeT R HgWTS T Ted™ Fd 8| Ue 1 T
SRS H UTEehi o S ol (G X el @ | ST i W1 o 367 o oy e
T 2TSAT o 1Y Hewerg a1 =11 |
4. TTA/TIIT (Smell)

T H EHIT =1 T BT <Y | e STHITHISAT shi G hLdt 8 | o F
& G W b W STRT T S| gEE STdreol o e & BIET 3
Wafesh feeeh T 3TN AT =M1 |
5. Elﬂ'ﬁ'vf(msplay)

TS 1 3 T & STAHTIET o 1o H T@T ST =TT 38 HATHRR 3R et
% AR R FoRaT ST =R |
6. T (Labels)

STHTIET U TR e TG A UTEehi bl HATETT & IcATT b1 FelT T
T ag AT 8l G i fo Seare st & et fiwar & wiifen 78 vk et
& T 2

7. gtﬁ'(Dummies)
30 ESER W W1 ST IR0 I8 AT S8 3T T aH FATT i IR

T ATRTY| SR T ST TR hi oh [T 39 T STTHT o 91 SIS ST
TR IS Teh 18T o & H 1 T8l AT A8y 36 hHT off TR o J93 RN
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T’ T A1)

8. T (Music)
TR vt oft o wfid T Tl | I8 T9Tet SR A ST o €9 § 6 T ¢ |
Gy forshar g it 72t aner gerdn foh TR areda # T EieT = 2 |

9. TEAT/ATH (Theme)
G kTl shi WIS o TTER LR i o7 T =97 FET =0T | 8T o o1,
ToRemE AT IieTET o SN ST U7 b gaIgaTT BIMT ST ifeh I8 T WK 3T STt 3l
etk 2

'%W\\'!W 'Flﬁg'lgﬁ'ﬂa?m% (Benefits of visual merchandising)

FIS3TeT A STSISIT o T 36 Yo &:
« I TTEHT T STEHT & T T & Hag a1 & foF I R g w2
o I UTEh! ol HIH o T qH FLHI o oL H S § Heg il 2l
« IE YT ol [T T | Heg T 2
o I8 W FHI forshil o Tgrar ]
« I TTEHT T HJFY o TR T T 2
« I GUER! FI T Y@E ST S 2
« T R AT ! BT qar 2
« g foreft off e w2 it forshit it sreran 2
« I UTEhT I T H TN LT 2
« I UTEh! ol ScATET ohl TiE & foI Ifta mtar 21

WWW’&W aret (Meaning of visual product placement)
U Tohileh ST8T 3cATal bl TR H FH aTel UTesh ! qid fa qo1 941 & & [T Th
T qE U T@T ST &, ST 9 3TE AT WiEHe SheadTdT 2

@T%\_Xﬂgﬁﬂ‘(smres Designing)
{et TR fesTea s 31=at ate |t amsht WiHifd © o @ oK S &1 sifftedss

T o Toru wek ff3a aiier § Tk I oht sgafyd foram SITdT 81 I8 Tk SATaeiiieh 3239 hi
Tl o HH-HT FS TE= T i § Hag HLdT 8

SETET o feTU; GohTI & WA =i & g
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W ‘Fﬁ'ﬂ‘/ﬁ'ﬂ%‘ ?Iﬁ?IT-lT (Retail Space Planning)
Ig faey AT it IcuteehdT 37T 3l Y o Ay § 3okl ATEd S8 o forawur o
T 2

W ‘Fﬁ'{? ?Iﬁ?IT-lT a’? ITH (Advantages of retail space planning)

G T AT & AT 36 THR 8

1. IE I ! IQTdT &

2. IT ST o STTE AT i SIee 1T &

3. IE forshl Sl sIgran ]

4. T TR o TATS T TGTT &

5. I SATE o ST T ST G1d HLdT
6. AT AT AT | T

7. TTeTA STehTOT ol Wl hiAT

8. TT TTEehT I TS T FETAT &

9. AT WHT HATIAT AT bl GITETSI SHTAT &
10. T T 901 SRl TS e &

11. T8 o WA STHR 6 GHHT H W et U G121 LT 8

gﬁ?ﬁw (Inventory Management)
IE IcUTE o HEUT oh! HERIq el 81 Teh NI ol ek o1 o TEAT TaT & e urgent
o1 SeT oft Foreft S T STTaregshall €1 dl o8 39 IuTToY U HeF |

qﬁ?@ﬁ' AT (Merchandise Management)
forelt gt wired & fog =i At & stfemgon, defei SR fmHT st FismT 3
FTT- ol HESTSST Yot el ST 2|

tlﬁmgﬁiﬂa»‘r HEcd (Importance of merchandising)

TIETS ST T Hed 39 TR 2
1. T G fashdl & T8 TTEehi 1 Ted F o T wate den/ann § auqe et
e |
2. TR H USRI i HTHNA i H HISA T YGT Teh Heed Qo] WHehT [T 8
3. IT UTEeh! T GRERT A o forw oft e e 21
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4. I8 WL H IATET o AT JSI | Heg LT 2

5. I8 ToTshl T SeTaT 8 37 e TR shi 371 H g, LT 2l
6. TE forsht % foT SueTenr Seure ot Sreer Sreqfer & wag e 2
7. TE SIS o T THIERT AT T 2

8. IE ScdTal shl forshl st STfershaw e 2|

9. HTCA 26T UeRTSHT IS o SIS Hed (value) H FETL LT 2
10. 3E TTEhT ST ST TR HLAT 2

Eﬁmnﬁmgﬁm (Cross Merchandising)

TR o fow Afafes o1 e1fisia s ok fore uek arer oo o7t sTesiferd 3cdatg ot yesi
g TeleTSioiT shet SITar 2| fafir ot o Jearat =t wmeeht & foTe weh Torm vt ush Ty
TET ST © ATieh Sk s Ueh Taiel TATIU &1 Hoh T Tt 3 wiie wehl

Eﬁmuﬁmgﬁm%ﬁ%ﬁqﬂm (Features of Cross merchandising)
shig Ao ergonT Y forsreaTd &:
a) STHS T IcUTe Ueh |1y vefkia forg Sma 2
b) G TIehaT 37 ICUTGT T TSR TATHT FHATAT & SIT TRl +ff AR o eiferd 12 2
¢) IE TTEeh! o fafir=T forered 3 S T ST | Heg T © ST 3eh SIS o
T Bl
d) T8 TR 2! Ush Y@ ATHE ST € A1 I UTEehI 2hT hiFdl G ST 2
¢) TGET farsha STTeht & 379 T TX HITVIRT AT & foh a8 TTEahi ol STeht
HISTET gl ¥ AT AldNTh Id1E Glied  fIg w1 Heohl ITe o fou:
HISTSS I o sTeT § Jaiid Hiemse e

Soft Uefer (Category Management)
I8 GHM IeATeT hl T TRl & STeTT i oY ST ol Hafifd & & i U
AU T W YA WIS ol R 2@ § S Heiferd aegal | Fretert 31em 3care
oIt 5 ferwrfra feram ST 21
PUIRCLER N IE S

a) ot s qRTiN S|

b) TS Sroft T ViRt sht qEET AT

¢) SAHT 2Tt % TG hT qeA T LAl
d) SIoft o & qF HET
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¢) Uil T SgTaT & o fore Tmr it damr s
f) 2roft it forsht st & forw farfsre = = faepfia &)
g) TEterr ST gfafsram

By Waﬁﬁm (Features of category management)

1. TR T ITaT Rl STET-STCTT THRT § ST el 2l

2. T HUfY T Ueh 31T SAGET 3HTS o ®9 § HHT ST 2l

3. Tt Iede Sioft & AT 3R B1( ot STTHT-3 T TUMT T 2

4. I Uil TR T ATIEAT o TI 319+ aiish & ITEH <t 2

5. U farshar forel T 511e i a1 afceh It 2uft i SgTe 3aT 2

6. T8 U forshaT 3 SATiedl o sft=l T ATeld sfe fohfera i 2l

7. SCUTGT T ST vt & Srfiehd T | TTEhT I AT BT 2

8. IE ITh! ELIER ! T Y@@ W ST 8

9. UTEeh AU Bl o FTEN Siel I A& o TR Heiterd AT & |HE 1 I
T Hhd B

10. TTEeh fIfST=T forereat 3t STl ot Tehd & 3TR I8 T L Tohd & 1o 3T TIEHT & 3T
AT el TET 2|

U T 37 (Meaning of coupons)

foreft oft SeaTe W e o w9 | AT forelt ot qte ot forfir o BTieet e o ToT St aedrerst
Tt T SR foRaT ST Wehell @ 38 o T ST &) UTeeh Tl H B2 T8 i o forg
foIfTE GeUr gl § U 9TH HT Hehd 8| T Rl T i S@TaT o SN SIS I FddqH
sifcreert 3 ofter Rl ST & Fecaul HfHeRT T 2]

g fgque o qu:l‘aﬁ' ‘J:I;ﬁ\:l?h'l‘ (Role of coupons in retail marketing)

G forur 7 0 3T fiTeRT 39 WK 2
1. I AT bl TR H STRNA i | Fecaqul Jferent fmar 2)
2. I 9 AT o fomt et RR At sife Bf w1 S # weg R 71 A% Fie i sifm
STITTERATAT o i< AR ST 8| AT 1S % a1 H A 91 L § AR 34

T IT SIS Sl STTH AN ok (i< e ST 2l
3. I 9IS FHEST 3 91 SIiE hl SQaT S o Ged STk AT THTS adiehi | § Teh 2
4. I SIS T IAH § AIF AR ST & FiToh U186 3T U I A & fAg
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T 9T ST 2
5. I TR Y T UTEhT ! AT 2
6. SHRT HIIQT UTeehi ol o 2|
7. IE WATH I ATt A ol T Y IGTaT 2
8. 3Eh TNUITHETRY Sl 3F9eH WERT Fid gl

g‘d?ﬂ (Mannequins)

T T fershatatl SR ST ATel YafRid it o fore SuivT ot St areft st Tifear 2
TE UTEeh! ol AT ¢ ST TR ATHL AT & o o H ST | Heg hal & | Tg AThNh
YT € €Il @ SiT ATeshi o1 GohT H Wierel 2l

TAct ShT 389 (Purpose of Mannequins)
T T 29 frfeTiad 2
a) ITeRT SN R & 33 HIE 1 Tafkia s o fore foram Siram 21
b) I I H FelaH TSI Rl TS id Hd 2
¢) o UTEeh! ol LI H YA A o folT rfere ot 2
d) I AT I ATH I FTd 2
e) o UTEehI ol LI H JTehR{Yd id Bl
f) oG RRH forhl sgr & fore Srer 8 8

) UE UTEh! ! I8 GHZ | Hag hidl & foh 37 O T 37T o)
1$|'|7'ﬁ";|'|1:|'(Planograms)

3T ST QU forshal 1 Uk forem ad & for g o ureehi 1 S1Tehiva ot o fore w1 =t
F8 3TN el @ S, T A FE S 8| 3 arqfied e % e € o gaw
forshaT 1 o5 THeH ¥ 7eg Fd § o U1 1 S STRNT i I ATehan TvE
S o fAT AT Rl et Eieh fomam ST =iy

TATAIITH Shi SITATAHATY (Needs for Planograms)
CATIITH hl STTETIRATE 56 Th 2

1. % Gau fosharetl &t sTfieran yuTa o T Ieumei o e # Heg o 2
2. IE YU Tolshel Al =Rl SCUTET hl HEl T 0 EEfeh T H HETH STl 2
3. IE TSI T SN i § HaE LT 2

4. I TS T o THTE ITATT H 7SS LT 2

5

6

. IT U 3AThYh T LT 2l
. I YOI hl Toishl Shl STk s ot O I 3T 2
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7. IE LR % {70 31 Jgrar R
8. Ie o o1 IUTET hl Y| G9a dlieh ¥ I fedd - H Hee hidT 2l

mﬁﬁm(ﬁgnage)
TS foRelt off Th T g1 U3 & St Ireeht ot fomelt oft TR, et it 3ama, e, areh

3T T SRR T 21 I8 TThT ohT ST § ST9H Fifesq 7o qeh U= § Hag oL 2l
F@ﬁqaﬁ' W (Roles of Signage)

G TN H AT 3 fHRT &

a) UTEe HTEAS oh! Hee U SATEHT § T T IdT o Gkl 21
b) TE TR N § G ST ST T B

c) TTEeh TR H ScdTel o o | SATEHT & ST FehelT 21

d) € TSk ol SATETT & T T IaT o H HEg hdT 2l
e) IE UTEh! ol LI H ATh N HLdT 2l

f) I8 e 3T uTeeh o St H o Uk TTet ATeam )

m Eﬁ' ?I'{?{'T ‘?’m (Essential Requirements of Signage)

TTEIST T T ATIIIHATE 36 THR -
> TTET oIS ol WA |
> I H UTeeh ol Wi & 7T 718 st fer=re giar =nfey)
> HTE SIS SIgd Biel T&l 2T =TTy
> I UTEeh! ohl HATaYTh SHehRT Y& AT A1)
> € T T Teh AT T&<H 3 a1l T =Ry
> I TR I S B i TG 1T 84T =AMLY
> IE UTEeh! ol (U1 o § JeTfard st =Ry
> I8 TR o YA gR 1 Feft off 27eeg =1 e =ty
> I8 W o few! fewdi st feamn 7€t =ty
> QT2 L foh Tg e & aft =6l g @ ot feer =iz
> HTEEIE T g A4 ST 7 STl
> HTEENE o fore 3T oY ST et wrmft S1=at Turem i g =fey)
> T it 78 GRfea e =nfey fo Arsere 7ot =imeh &t et @rar 2
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> TTEIST o6 ToTT Toh |l U |

> T Ht foh STHepRT avft 1 T8 w9 & fewms < = R

> TTEehT i 4 ol HISTEIS ol ST & UG § Ferd g1 <1ey|

> TIF TEIAT o T ImfHr o1 T Seeht STRRTeaT T 07 T BT =Tfey)
> TR T T Sies AT 3ThYeh hiee H o ST =1iey)

> HIET SIS ol Toil IIE 3R A aidieh & fesire femam st =fey)
> 38 TTEeh! ST At T ST =Ry

TR Teiereh kY ﬁlﬁ?’lﬁ'ﬂT (Responsibilities of Store Manager):

1.

TER &k HATTIET AT T (Managing store employees):

T % FTE & 8 I o [T LR AAST & 06 31t I e =nfen | gk fore, 39
Tt forsgwor iR et foraror s o a1a Sweh e Y el 3R T e
SATIIRAT B | B T T&H & o8, Se TIR1eTd {ShaT ST § | JiRTeT0r o o1 38 o8
A i o T 0T o8 3 F g UG e Al AT @ | i g
FHTET hT Tfor aTiarfier 3 3t qehd e 8 e R |

EEFF{ 6T T i FEifEE T (Controlling costs of store):

Tg o [T, TEETd AT @ 1 i 3R 3ad! AN ol ol i o gRT fohar ST
GohdT 2l

11%3133 =0 'Sl'{-_slgﬁ' <h{AT 'Qa' e fera AT (Presenting and managing merchandise):

IE T AASTESHT SR TSt gR, WIGRT o |1 17 L, T AT H G o, foreiy
TSI bl AT R JeIe oL, TC AT GRS h fhaT ST © |

3T=BT UTEh VAT TSI HIAT (Providing good customer service):

TR T TS, AT HaT h1 Jod o STH Hall S ST HalT o s qoT L S9!
IIAH A2 |

2.5 ARIIT (Summary)

g 10 ©R &l a8 =81 IUcTeY SIS YT TATUT T I8d 2l AN &

Th, IS o TohTL, Tfaeqert 3 IISTR o 37T hehl oh TR T STAT-3TAT FEai &
foTT Herer 3T=edl SHTE STCATT-STeT &1 Hehell €1 Ush el T2} T8l b 1 =1fe Sfet sfreii

el FHE — THTH 426 G T&e Page 64



X fRrear e, HereAT e sqwrsdie fedt foraferamera

% FTHL g I 8| FB et fewnfrder & St stiRrerizr gaw foshdr Tk = o
T © T8 S A 2| He T, GEU forshaTl i Ueh <7 AT &1 %l 9 AT 2T 8 3K
ToRT SATAT &t AT EATSAT T IRCTIoT T BT & 3T G forsharail sl SR & 3T
AT AT ToRINTAT T Heaish AT BT &l & ol 33 Tk I 56 AR AR
forshl &Ferelt o |1l JHET ST =11y

SRITRTAT % ShT, TTH 3T SATHR 1 Wl 1 H T@T ST AT T FHHT 371
TSR STaTaReT ht ST T ofX STfermreer §t & |ry St &1 ST =) T
Tt fifaeh foRIvaTd - S8 3ucTey T, AT 3R HIge deh T8, IR HAEdT 6l
SHI - =R SfhAT | Ueh fHent Tt €1 wrge = frofa § weg o forg e feskdrett &
UTH 3 3T I 2| et b1 Fom ST €% o1 Hisel STaR & sl IRy i | g
T GHAT 8| AR favTeH 3R SAERerehia forreH See forivarstt & gefia g
Y& AT 2| 3 i GeErehieh SR T @iE AT STTfeh ST ol ATehd o1 Gl 3 ©
STelfoh U HIH T Gerchioh STSTR ol T o 7T Ueh sIeTeh J&T el 2l

SUNIRT Shefet & seetra & fefei Tt 1 =m0 & fau 78 wHifet i
HATITIHT BT, S o GloreTsiTen WT5e o Sed ITANT, Wisd 3 -7 Tau foshi &
TEHTSRTUT ST AT UTeht § GaU forshl ot Tenfia sk sfrepisr s |mge 37 aforat
T8 U 8 et & =i forer, it Set i shiedfen T welish Yo o € & fag
fafite wre ot ToRee & geu aree % s  wed A o e v Vel S e
FT MY S AT AR FeT hl ST o e84 e 2Nl Gaur LR A d3=™e 3R]
fESITET Suviiht 1 G forshdl o o H wecaqul SIHeRR adT 21 T2 shT AT R1eq =i,
T T AR 1 0T, His@r gloenstt o1 T, aredt fesme, stafe s
Y TN SN T HT BT Toh TR o FTT Uk AT TSI i H Heeaqul 7e
2l

2.6 T IA (Practice Questions)

1. Uk TR o TAM ol I T T ek hid-shiH I 82
2. GEU TN 937 H HH-HM 8 FH3H WA 82
3. TSI & fre3wor o 82 ST & foredwor 3 ATl ohi Secid shifsrT |
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9.

TSR 23807 o Teai T quid ST |

forelt e shaft ol T WHITT AR e & STTieT e iAo | 82
Teet |Tge % ot & 7T T §HET 82

TR TAATIE FT 5?2 T TISTISE o Tl TH= TR T JUMH AT |
fors[eTer AeheTSISiT @ 27 fors[eTer HeheTsiSiT ol &R STfamiaTd &2

B HehST ST T 82 3Heh! T forward &2

10. TR Jsiereh shl FFRQTRET o7 Soi shifsTT |

2.7 mﬁ T (Reference books)

Levy M., Weitz B.A and Pandit A. (2008), Retailing Management, 6th
Edition, Tata McGraw Hill, New Delhi.

Berman B. Evans J. R. (2011), Retail Management, 11th Edition, Pearson
Education, New Delhi.

Sharma, D.P. (2009), e-Retailing, 1% Edition, Himalaya Publishing House,
New Delhi.
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FHTS - [ TehsSTeS Tete 3T e Hed fraior

(Merchandise Management and Retail Pricing)

RT3 hl T
3.1 A

3.2 TETEHT

3.3 HohgIES Jaud

3.4 ff Y&

3.5 GeU qed i iR wehersst el

3.6 9w

3.7 dgYA

3.8 Hew ud IuANH Iy

3.1 3T

T RS oh TSI oh IUNiq A9 FreAfcifad st awer g

® SIS Weit shl HSTURUT Udf GaUT fershl # geeh wecdl hl |
o 2t yeier o farfvr= alieni 1 |
o G e frufter 3t weherss wex i |
3.2 J&EATaAT
et 1 fererer wifsd gaw forsht o wrer & g | e °, gew faskarait g
ad T AT 3 TR F=1erd FohY SITd o, AT @lie, 3T Jod fafer afe o &l sga

T A1 T Tt et STferRieIa: e faskareTt o g @] & R ST o | greifn, S
U forsharadl 5 TR 3 AT ST Y& fohaT, Wil ) 1 1 S HThl &g |

IFHL, GUSRT o U Sgd ¥ FHHR AT AT BT o1 A gHHI o = Aet
TG e o T forshl ATaaAl o SATUR OX SATAMT b1 START hLd A1 FHeh TROMHEET
uft-ahefl, gehT o S SATT" | €Y AT STTET-HeT & STl ol

TE TAIC/AHEAT T AT FH 6 A, TF AR 1 1l Iide § 31w
IS T HTH GohTHT A GG o T Tk el o &9 H 1l AT 1| RIS 371 alie
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% 13 o S-feifehtT 3 TR o sffer Seat ATHsreT iU foram TSR TR &R % 2T &l
T i SR STee i o T srfrer w3 & wer 91, gt 7R wier fosearett &
T iy T foram o Haw A

e ot STt it o i wfafshan 39 o qodm & &9 § 3@ ST 81 31
TR T AHAT St & Seeld SUHIRRT, T Jfaequl 3 and W gere % 91 2 2
aETE Rufd o e ST SIS HiSE 8 SR SRR § Wi 4 9T geu g &
forerrer o foTe wer Srarer Sar foram 81 UHT &1 Ue giEeRior it oo o1 81 90T 7R ST
T R 3 GaU ST H I ST FfsHAT AT ST B ST o ST o 7T ARTa
1 HH L, Fag! o T Dl FRABIT L TR Tk hl FHIAAT § T H WA AT TR
1 STHITHT ATATIHATAN T ST THS IT LA hisd hlah, JUf TeeT IUHIHT shl STetal
I U L o T T 76 T&H LT 2

T GeU fouur firsror 1 weh S1f fewn 21 7% 9% i €, S e & fag
T T G1d 2| 7T shT HIFT TThi hl Gal R I Sia ot Fard’ 81 fafir= wwew S
&g SR, R T Afaai, gfeeaat ot enfen ftafaat s scare i fima fFreifa w@
IO S § TEHT =1ty

3.3 Ww (Merchandise Management)

TSRS WeUH 1 G UNETe o ST ot & fosduor, A, stfeme,
FfeT ST foriAor <6 & & ShaT ST HehelT 2

SIS efU shi WishaT | g TE i o forg wrfifoar s fospre smfiret @ fof
T IcuTe ol T Hd I THET ST, &t SHTE W, T T0 W, T 9T °, afd aesw
ol STl 2l U T o 7T Jucisdr Ut SITQ) | Gt & 4 hig o ol 7 | AT
TifcrferfRrrt o wrer forelt oft Wk @ et s Wkt 81 weheTs oI Wit Gaw forshataAt ahr fo-
Sfafe 1 e 31 SE-S 3<Igl 9= S 8, T Wik @i, YaRid F SR o=
T STITIHAT BT 2l FHIAT, G forshl e & et § AT HHSI3IS el ST

HHSERIT HTT ki THTRET HIA AT heh  (Factors Affecting the

Merchandising Function)

et AelesiST # G SR IATEl i AT, Tlie SR fosht e @ s gew
forshelT el 70 TTEehi shi Slitl| IE $T-ER AN 3-8 HelTer EHT shl AherdIqesh Jsiferd
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T 1 T Aeea Ul e &, foRt oft 7 wod el 3R hu § W ane T Teqet | §
T 2| AelST3SiT HHIshIT o Jls T - ASHT, T8 3 fofshl - T graerigaes FHearfed
F T STTATIRAT 7, STTT TG AT TSI bl G TehdT 8 T IS T Tl STFNT T
T GehdT B

FS TEA I 8 S HhSTSoMT il R TERaretl i Tl id 2 Gaa
Torshanat ol 39 Tt Teal W o AT =fey wifeh of 3791 Hohe SIS U8t hl JISHT SHTd
& - IE HEaqUl @ o o 918 W foh AeheT3SiTT 3TTHT § &1 78] il & I8 W T &l
fea et 2

HheTS{SHT S shl THTTeId o dTcd shileh HHfIRad 8:

1. ‘%3-{1' Trferfarter st AR (Size of the retail operation)

7€ HEUl @ fof feer foRemT st 22 T 3% U Ushd - JeTse ok | U
DI AT Tt 2, 31 e AT s gl AT & 91T H AeEIget o AT Th TG Gl
TR 87 SET foh IFIE T ST ekl €, 3 1 I TR o STl H ST-3eRT el
TSI gfeRIoT B

HoH Il 3R HeH Hecaqul, ST Hi 98 FHeiia e =nfey o Fehersism
FT o T B 82 Tk B1e et STaEm §, aifetss 36 fSrer 1 T fvmar 21 greifer,
St €l S et foram, gerr 31T et ook foh siiel o foredm shed €, Seare wefer sferen
Stfeet 81 ST & 3R gaidt Eiie § Qo AN ohl ST sig- ohl GwTeHT 8idl 2l

2. hTH hl JESINT (Separation of duties)

TE-ATHR 3R ¢ YU IHETer H wdedl 1 Joaail 3T 8l e 8 e
foreTosraT ek s Il @ @iie, AT SR forshl STeT-31erT sl 37 e 81 gehd) 2
STel U & STt meergionT HteRtr & wft off fewt it serer T R T § - e, foh
I ATSHT - G Tkl il 78 foram st sht SATaRaendt & fof o8 T forsht e ot oha
ST S HehalT 2

3. JTUT o et (Shopping channel)

TSI T Uk 3R HEcTUl dcd QU < 81 HTShel, STHIHIST & ITE s
forshera &, wmer €1 gau forshamedl o e 718 ST Hecaul & 1o o S Eliar T =ed ¢ -
AT, SAIfasH, TT-FER, HeA Shedd [T o HIEAH ¥, 377()
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IR SATATET T TTEeRT T 37 |+l ferehedt o Srererst Rt =TfeT, I8 Weeadul &
for 50 ygd o1 gl S % foTu Sk uTe ST wHifa R1 Seretr & fog, A 3iTeL
AT ol Tad H 7= HE U AISHISE, Hid ohl SATTIIhdT 8, FiTeh 37 AHIR o Icq1e
T 3TTevTeh HTAT o SATIR W THTE AT W off & Tehdl &

qzﬁnﬁagﬂuawéﬁwm‘ (Functions of a Merchandise Manager)

oS it foey wrEAT & fore aeiess yeiue fSrier 21 Seretn & foau, feurdie
TR | B, Oiaretl o e, Sl & qe 31fG o fofT STem-STenT ST Jeieeh
&1 Thd ol F GERT o THE o T BT SR 3o AT hdsdl i qia &=t # s foram
ST Heha &; e, s, ey, waeas 3 frism)

1. = (Planning)

ol € AelereS Setge | WIe oh aredtaes @iie # e T & €, F 37 &
forg fifrat s € e fog o Seier €| St siste 1@ty o forg forsht 1 qatame
THTHT ST & 3T FH STHIHT AT HT SIAM ST G ATarawor § g aret JiaHr
&1 IS IS 21 fsht & qaEtaae 99 ase # afafia g 2, Sew atert # o
feremfadett & offaw s e o mae firerdt 21

2. AT (Organizing)

TUH I IR I TAH AN o AT I ITH A & AT trawgss fafafemy &
frefor iR ot & rerm @ et T U SR ST Sl T S 81 3
Tifferfert st e, Vel fafafiet % wg 1 FRiR, 3 STet o S o foe st
SfiiHfeEee Sl AR HX T Heiel o G0 o g &ifesT 3R doed &9 8
TISTES! Yeereh G foRT ST ol JTae 2

3. TS99 (Directing)

ST T4 T WG T ATIGEI ST 3T ITTeq0r <1 off A<STSst Jeiersh ol Uh
F B 3 IR, THERT T STET o foTT ATITh Arehere o & fag fEfra forar st 2,
ST AT § g 3=l T R @ §l GRnl Al AR ¥ Jonere gidssdr i yew
JTTTF 2
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4. HHAY (Coordinating)
ATHAR T, AASI3l Jsieleh Ueh § 3114k WUER o oh1H shl FTRHT ohid ©; SHfeTy,

I8 TR I Bf o Frer 3 3= Wer g0 Edie S @ Scmer o a1y foha-t 3=t g 9
fthe S3ar B, 39 Tewl § GHERT o YATE ohi GHf~ad i shl STITHT 2l

5. ﬁl’d‘al‘UT(Contmning)

T haol THSIES JG¥H, dfceh TGN % YE T HATehelT T ff ToeEs Jaeh &
1 T T o 31 @UE o e 1 qodiwd ST forshi, foshl o wiowrd § afg, @
IS SfaeTd SR Teieh 2 & SR WX fohaT ST Wehat © | FFRI0T e s 31 3= Jeeia
TRoIH 1T T o foTe 78 STrawe 2

HAETSSH & ST (Functions of Merchandisers)
> Tadl T TEEH|
> forsht 3 e arfSia g1ferer e
> TESTES ehl ATSHT M
> U TSEH, T8 T o ITTER
> AehgrgieiTT Wi AT A
> Tg TSI T THERL|
> 321 1 fduor ST forsht srete|
> TTIYEAT A& R =7 i)
> TI-3CUTET o || SIET a1 o fIg forshT / SATqfcishdt daiel
> Tl 3TosT AASIES Jaie TohaTdl shl MRl T 3aT ], It Ee Adeies aie
aftoms e ffara w9 & fadetar gmm|

nﬁ’@@@r IERINC] (Merchandise Planning)

G U, T GVl SATHIT hl qTE, ATH A 6 e § fohaT ST 81 Gau
g T fafie framd A it frior & $d-fd gmar 81 AT 1 95a we X,
Fifeh AT TRieS | 9 <TaT ®, 38 farafea foram Strar 2, shoet o fenie o farawor <<t fomam
ST & 37 U, ATet =6l Wl gohT 9T ST STl €
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fersgyeor wrefeTeiSiTT CeTfiT <1 reeATd foig 21 = =4ieh foré et @ e o fofe wlie
% TS T & I STHIRAT 61 SELdl 3T IT8dl o oI § qaT HT =1eT) STHRRT Bl
sk it Trer TTavae 2| 38T TF qHg oY 3Tavae © T Scare aredd § & o9 ) ©
3 el 9 @ & 3U9 e SR forsht fent€ @ e o St gt 21 forsht st &
1y S off SEwEE 2, H®ifh o STNRRIA! ¥ HAfUd Ag@qUl SR & qod
e ©o T Ed B0 € 39 YRR THOIA S H1 fasgaer frar s =) 9w
forsehwror forshl QAT o1 SATUR ST 21 HeSTSST STl § eet <ol fofshl qaiqaT
farepTe T 2|

=T |: fershy qc\t_:l'ia'q'ﬁl' T Rt /AT (Developing the Sales Forecast)

QETIHT | g ST T I & o Iwirer foreft fow e ikttt & &2 %

qEd 1 HL Whd & I Yoo R0 AU T Tl ok Srem wT, forsher gRr fershl s
QETTHI STRIT ST HehdT & AT GaU I3 6 TR 9T, I Jefer g € shl |iar S
HERAT 81 ITUTE AT 0T hT Faig STl o (T i o fTg, forsht qaiqAT vee ed 2
TETIHT STTHAR 9 TR HaTett o STaTe o o forg, fere i fore ST &:

> TICU 3CUTE S TohaHT TRIGHT BT

> T T ITET hl HehaTgsT aFfiehlor | SIS ST ATRET?

> 3IcTE ohl Tohd shHd IR =T ST STTRU?

forsht o1 qaTaT TR T o fafiTe wwer tafy & forg fora st 2, o8 o wwre
T T T A7 T a9 & WehaT 2l TETEE T B At & eRdl @ - A, Tk Y e a1
oot srafyr - o, e o & W1fk Y stafy & fow seame wwE A aoft & foo
TE AT T aTel ek 31 STHIRAISA! & T1e TR PRI, Te TSR % SRR TR 3
T o Yo § IgeTd o SN | gaT &1 1R

forsht vt o foremer ot Sfsran # Frferfiaa =wor et &
1. forma fershr <y UgAT (Identifying Past Sales)

forsht o afiret o Afe i3 Yo a1 Yaf 8, @ 3@ wfud et & fore frset fosht
frenfE i Tefie sTawash 21 3t S1afer & fore foer o ot forsht o atire o Ta s, =]
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a3 1 forsht <A1 U Heohd 97T, I8 < g ok Reerfarart e €
2. It uftRufaat § uftad i FHTIT ShTAT (Reviewing the Changes in the Economic

Conditions)
aTfefer | 9T B Tt afEdl shl € | TEHT SATE9Teh 8, Fifsh SHehT ITHIRT
G o Yo o HieT Hefer g STTelen Hall, SIS o Tt # g, HATe Ffl Sad il J1ied
Fd B

3. fershr aydar ¥ qiEa &t %%EWT (Analyzing the changes in the sales potential)

3T AR § TR AR o9 W G SATET & SHAIRIRT a1 & Helferd g
AT & FAT(oh T SRS T ok STRRIST i @iart i yafv fir gt 2

4. Eau TS 3T Ut skt farore et # afteas @erET (Finding the changes

in the marketing strategies of the retail organization and the completion)

fosht & qatqam @i fuifa Fd am, @red 3R sfrnfe & g 7o S
Tt ferqur WO =l S | TEAT ST €| T A shi U S A1E 3% shl ST €,
Te AT W @IAT ST 8 AT Teh HiS[eT $R 1 6T & dom fora ST 22 37 |vft et bt
ST | W@l ST =110

5. fershr W h{AT (Creating the Sales Forecast)

SR feig3tl 1 LA H TG o 13 forshl # AT Ffg T STTA AT STl 2
forsht =1 qafaaT a1 wraran @ for forsht <Y forr mms a6t T SR oY STTarwreRn g, st Y
AT forat @fra & 3T 37 <& & T Y SR 37U R) ETeAifeh, I8 AR hl graid) Tl
1 1g forem T <ar @ S ATevEe €| A wH gE W § A €, fored W eor d
QETATI forsht T SITH 3t o T STTarwareh WIeT sh HTAT 31 AT M 2

BT [1: ATATARATIAN hi qaTd h{AT (Identifying the Requirements)

foret oft wehersst forvmT o fRimor o T feem gem o 31 891 Yo i & Ty
TISHT ATITTH | STHHIAL T TET ST W T9T T H&l 71 IS L § G979 84 &
foTe, gaar forshdT sl ShIETS, ol ATSHT ST o AT 8
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A SIS § AISHT &1 S 9T ST ST @
1. HESTSST SISIE hl (AT, 37T
2. IfieRoT JISHT,

werEst AISHT foskfa s i 31 faftmd €1 3 & s @ A9 i aemr s A= a
I A AT | FU G = A G 8, IS geio forshl ST 9T s oar @ 3 g9
SIS S a1 HiT foaT ST 21 qEd SR, A @ SR A A A, A o %
Saiereh STFATIA fofshl STHT 0T shTH FTd €| 58k oG oA felshl o ATl o ug= &
foT 38 et Srar 21 fosht % qEiqae 1 ST QU 1 S o 916, gl Tl Al AT
S Shl SATATIHAT BidT & FOSISST JSTe Hoelsst sl AT T Ugell =0T 8] I8 T fofia
IS €, SIT 36 ST o1 Hohd ol & o 3ca1e F=it  feheT fo7aret e 2

T STESl % Siole | AT T qie ST SMfired 2 &

1. forht Jrsrn, I, wedes 3care sl fordr s ST R; 38 g fovm, ufy fedfism
7 9fd TR & ke 2

2. ek gHI AT, S eH I8 sard! ® fop 37 farsht o6t wme 5 o forw femem g=<idt
T T2k shl ATATTHAT

3. TS s, St 39 Scurel | foru ST it STTa9gehdr &1 Uehd! B, fSieht forsht
B & 2 A1 S8 IuMiehT gde T8 o w® 2

4. TS @i T, I &% S $ 98 qe e SR 8§ @ie S A
JATITIHT 2l

5. Tehel it (Torshl it 78 Sl ot forshl 3R ST o sft=r ot Sf), formr &
T U1 T THI ATIIET | NS ST ?]

3-&’31’! IER IS E A ED (Methods of Inventory Planning)

TSTEST ATSHT o |1 3T ST | TeAH B o foTu, geaigt v shr fafer =t sifom
®Y g I ATEvIFHAT et 7 = U T = alishi § o TRt Ue w1 STRNT STavIes $adl

H Tl TR — THTE 426 T&T et Page 74



X fRrear e, HereAT e sqwrsdie fedt foraferamera

T Rl FISHT % ToTT foram ST HehaT 2

1. dfees e fafer (The Basic StockMethod)
2. gtaera fy=ar fafer (The Percentage VariationMethod)
3. HTFIﬁ%BE Wﬂﬁfﬁﬁl (The Week’s Supply Method)

4. e / Torshl ST fafRr (The stock/ Sales RatioMethod)

AfereR 2Tk TaITer (The Basic StockMethod)

a1 TATHIT Sl 36 Tl ot IUANT sl fohaT STTaT & S oo I8 grar @ fo &
OO 3ad] T Ueh Y T s WA AE9T 2| ST ik 0 8 &7 3¢l sl 98
T 2 fordr o forshl o o o oft Sedte, Svft 31 TR o §ATT AT ST BT 2

gfaera fer=rar fafer (The Percentage VariationMethod)

T UG T ST 3T R 9T Tl R ST 8 STt Teieh SHatiat ot a9 § §8 a1
4 Ffees 2l 81 3=idl et i 3@ ugfa % 1w 4 SR I8 © R geidl w0
ek fersht t wftfsifera e =Ry

wsn%m aﬂﬂﬁ %l'f@T(The Week’s Supply Method)

F® GaU fashar S8 wosfl s ATl 3T g=igl 1 TS Hifbeh HTER o 7
ST TTHTIE AT 8 TR fSmeht forshi & vty Sar-wrera 7€t 2ram 8, Wie diX o ware i
AT TE T T T L B

T / ﬁ?ﬁaﬂﬂﬁ %ﬁT(The Stock/ Sales RatioMethod)

FE ITANT HTAT S84 AEH 8, ATt 36k AT ST T AL AT AT | 1o
/ fersht a7aTa R ferifed o <Y STrarvareRan gt 21 39 forsht o for uen fafire s
4 geaigl T 1 ST T@ET SIS 81 A€ ST Gl fefshdl I Sidrar @ foh 7€ i
TR Torshl Tax o1 ST ot o ToTq we oht S[eeTa # forct gwaigt shT STTargersha 2

<= oT 111: qﬁ?@?ﬁﬁﬂﬂ(Merchandise Control)
eSS R % 31 3599 A © | UEAl, HeW it fosht iR eIt o SR W,
TEISTSS EEr i GRS foham ST ehal 2| 0T, Tieh S forshl o sl Fitfsra wsie
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ST TET ST Gohdl 21 S 38 YT &9 9 ST foran Srar 8, o) A<eRs e ag
g e @ o @lier:

1. s1feres EleT ot Fn T =i €t Far e,

2. TR T1eh hl STTTLAT o 0T fershl T BT T Tehell €,

3. Fs1e 3 €T % ¥ @iE I ST T =, 3R

4. TSI I A AT B, ST T GG & HRT I & Hohal 2

fordY oft w1 Y AT 9T g9, GeR g & U SieHTeg Wi & et
Tf¥ T e T Ve gafe 2 i Ted & @ W F A1 S F g & wehdt
2, 3Tera ueet & foa S et ® wifeR ateft e fecfier &t i g R

TROT [V: FffeRtor fens= (Assortment Planning)

Fiffertor fS # g Scare i HqEM o Fir wifter @ar @ S aEw
YT ASHT § e i & f @dier S| @1, AR, s, |t 3Tfe ot foeor
ffde ST ST Tk SRt AT ST T H&d 3239 UTeeh o o AT Jeq 3l i
Hafara s 81 fafre e afieror A Sl st srfor e 81 39 ekl § g8
T & AT ST Gall R H Eieh fohAT ST 21 Aeiersst shl {t AT Tu HeiSTgs], $IH,
o a forey sReqet & afiepa foram ST wka 21

boE) qﬁ?@ﬁ (Fashion Merchandise)

T4 YT o AT hl STUEATHA T THT o fIC 3= Wi 2l 21 It it g9 Syuft
o ToTT wEl ot wet Wi 4 wlieT Sgd weca Ul €, Rl Scure shi Wit Hifid wu o6
fore Histg Bt 21 a1fereh wlie % wRomeeaET Wi % 3id § A1 S 3eqre Heft § e A
STTAT & A7 AR ATeheTs &1 9ol 8| U 3ea1a1 o STl | S+ ol fafiT Tt ot et
BT A &, ST Te HisH o forg Aeft # 8t ot 8, Fd J 1t a8 o7fl

a'ﬁ-ﬁﬁ ﬂﬁ%‘lﬁ (Basic Merchandise)
I TG ITE © T2 SUHIRT HTeA-20-aTeT @lied 2] €I i ATHAN I & gAY 3
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ITET sht T2k ST TE sl ST HhdT Bldl B 3Tl o IeTel0T, e Teuet & &9 d
afieRd foRaT ST TehalT 8: &SI ol {6 IS, TS, T, TeH-fee o | 31fe| ¥
AT TRIGAT STeITRd STTEH BT 2l 98 fraet forsht & fepfE o fasgwor sveeh et &
foram ST weRar 21 Mt ©Ud 9 IS 8, S 8T 9T, 91 o Ueh foRy 983 9T &1 /i
BId | IS0 o foTT, Yra § fearedt 3 S0 s ST aTed gt €13, ar fereme & forg
ST STTNVT, ST 6 HE H BT 3T HhIe / STt Sl R/ ¥ T ST a1 Siiel
TR 3R faf¥rwar & wax & deer 0 feer it Fifaat «ft arar wdies & S i oft fea
AT §1 39 TR, Faigt ° FoRT i & T Sucrey Tty it 7 W age & 916, W
ST =t ATet St farfarerar w61 et s gmm)

T TeRuT ST (Assortment Plan)

Tiied & fou Suersy afsr =1 fraftor @ & a1e, Far @lenr ® o 38 faa
T B @l €, 39 W vl fon st =nfew) a7 us diee e AT & fmior a6
T 2| Hied I W Heleh aq R AT <t & Fofe Jeleh SATATiE ATed o 11y
et STHT A1) Hied Eieh AT T g o Y, BN i 3 fRIyarsti &l gg=
FLT Sl HATTTIHAT BT B, ST Tk ScdTE Tied gxd foam &1, fft g foivar &
TEd T T vl of 3R 3Fd |, Tcdeh 3152 AR i SUsy & 3TqdT gohTs AT ted
| Ao
frferfaa Seretor s st Tieh FISHT AR i T TTfiet shawt s fowarar &:

T e 7 71 @l & e " 10 e 1 Ar6fed fohe €1 7 W 3¢ fo e
31 A BT AT 100 I 8 3R T8 LRH 10,000 IE T FL H Gad gl

IOT 1: T I T8 U8 I U i Seld © o e & @die fAuia @i
I U HTTH THTfIT Hd 2| 33T 89 7 o foh 98 I ol T, AR, !, hue 3R
Toftar st SeTS o ®9 H qg=HdT 2

T 2: Tk TIRIdT o dgd U shl ST sht Ug=H il & I oid @ o 98
frafafad w i ve=m war R:

1. T1E T TR (39, HeloTd, HH, TIE)
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2. JTHR (BT, WEAH, TLT, AT oTST)
3. TATe ShY SAalTs (YT Tofte, T Tedle)
4. ek YR (Afoet, st gr=7)

5. T (Fhe, e, shim, )

6. HUS HT THR(hI, FiH sAS)

T 3: AU FHEH FA SHIGAT hl Helled HTgeH AT o AT AT FET 2
36 TR, T 3TT5eH o T STiferd Sohtsat STATia |t S o Jeaat STuTd § grar
2l

qﬁ?@ﬁ' LCRIECCH) (Merchandise Buying)

T GLER A1 et Ao Getr WR & g /Iet ot qal ST, Hedishd T 3
=TT AT 2| 39 URAT H, 3¢ 3 Gl hY TEAT B hT SATEwIHAT B €, STt & Ga
e & foTu Iuh AeteTes W foRAT ST weRaT 1 38 Il @1 @ A & o, 3%
freferfiaa Tt % IR 37 Y STTeaveRar il 2:

> o EET 27
> el GEAT 27
> fora e 22
> gl ° AR fohad wlie 22
1. AT STl 3T ol S,
2. GWTIoIT ST fciehell 31 TE= LT,
3. SATYfd Al  Grer STaid T, R
4. AT AT o AT AL BT ST &9
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31 & foredT & 9T =T 3t S hLd &
1. anq;ﬁraﬁﬁamwm (Finding Supply Sources)

ST o SRS A AT TSI, SATIT 0 AT T ferd &1 wehd 8, TR
T, e e T ST 5 SR BT &, STET ST AT 5 e ATl (& aid ol 36
TE o Teh TAH I IET WU ol ISR o FHMET bl TS T TT GETEAT T 3T
TSI T oA U H W& STl | SATIR 30 SR Geeaisi +ft SArqfd o = &l &
QISH o T 37 B 21 S STSIR | Eiie o 3TITa, Toh TS [oesi BIdi sh qeTRT X
TehdT ®, ST&T W HTeT THIST ST TehdT 21 I8 UFHH T Ueh AW T[T & STaT sATIR STEd hidh
1 | St foh Gaa forshaT 31Tt ueh e STeTR # W R ©, STaRis R SISl | Iearet Y
o oft uh areafereRar 21

2. WWTfaA STYfdeRal shl TET HEAT

A GTford forsharatl ot Uen futar o st Strergarenar 21 59 gfskar 0 famforfaa
HEES] ! & § Tl STHET <1eT:

1. Aferd SR fSreeh forw 71er wiier s @1 R

2. T HISH hT BieT qAT IcUTE SR Gl IS shl B o sl Fier |

3. HoerEs 3T HiHal Y Usren|
4. Torshar g0 9e Y ST aTedt 31 37K 94|
5. forshar i wfasT R fergaera

T R, ST 37 Ol st T har @, I8 & Tor R forshar g UsT foRam T
TS UTEehi ohl STl I =137 o ITThe €| AT ATl Hel el &, qr fershem 9€ forem =&
fora st =R fashar off fredear & fafir sati @ 317 €, 579 9@ 9 9 3199 sgaem 1
HETe A 8| TeeiTart ST ol U L shi STHAT, TOTerT STsRATST T UTer 3T UsT 26t
TS 3T 6 ST, TIshaT < o QI Teh ST SfHeRT T €|

G G I 6, feftal ht aiia, ©e, Rift 6 2wl 37 fed i gwremmst
W FTd=a HT IMRT) fashdredt o 91 sTd=id id 999, 3% 3faem, I dedt 3T
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ST T S | TG ATITF 2| 36T THY, TSR i arEafoesh THT JHT & a1t # gar
BT =TT 37N 37 U A 1 fowmT & i aheet =nfen) Ffafiaa ge o T § St lier
T IS BT Hehdl &

> EUISIES @;?: (Trade Discounts): ﬁ ﬁtﬁ?ﬂ éF W g 1‘%31‘[ Ilc\?:f ﬁ aﬁ?‘ﬁ %, \_Tﬁ Qﬁzﬁ
forshamat A g fersharat & St 2

> a:fig?:(ChainDiscounts)ZW@%WWW%,WWWWH@@
T ohTE o 21 1 ShiHeh &9 § o1 STt 2, (S 50-10-5))

> U H ) (QuantityDiscounts):a GoRft ST Avg=rft Eﬁ gehd %| fead Ush Ffea
srarfer & ffer AT 7 Eer e W A T2 0T i

> UIHT B (Seasonal Discount): I8 T JATNTh T2 8; AHIRT T WIS § T8 HTA
HTET T WX I G fershat Bt iedTe & & H foam s 21

> T BT (Cash Discount): IT B I AT & 3 ¥ &, ATAH T A LA
foTT =TerT Y T | e 2

3. GITQﬁ HIAT ok AT AT d HEAT (Negotiating with the Supply Sources)

GaU forshar ool T | 70 STTfeh st 3 |Ter SRR |Term i § e @ 8
I8 YIS & 312l Y 1T © - 3ok TRINes ®9 & Ffaeweff defei W e = gu,
qaft T IS T GBS T hT IR hl| STATToh, THT T 7T &, 3R g el ST
SfcrReqefl T ST o ToTe Uk 219 o &9 | 370 ST fdeRd sl o 9T I L 8

I STHHRT $6 T RN H Th HEca Ul B &, Al shael qfl STl &l
STRRT &l AN o T Fal 10N o fIT | T STt 8| Ao 7 3k <SRRI
G TS hed &2 Wt T o SR A1 WS § ST IRl e o foTu 3TTueh Ry <
TS SIERRT T ST L Tohd 2| UHT L o 1T, GEU forshdT 31 &1 T&fl sl AT
el o Hecd ol GHEAT i STegshal gl Afe N Th og ATl dehd! 1 DI UTEH &, ol
g 1T TR o Saa|m™ § iy &9 ¥ foeted) 72 of wehat € a1fer a8 30 SR 1
SYANT T H TR 81 ST I8 TGN HAAT &, BTA (o, ATe FT T STYTHAT 2 o AT o
foTQ feraman <1 weha 2, @t 918 $6ehT SUANT GaU forshaT i HEg i o foTt ot HehelT 3
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SHehT U IATEWT Tk Gl {98 € 11 Uoh BdTs o goh ¢ HTHTieeh foefisrl qra

AT €, Tfeh g S G T E21h G €1 ST 8] ST SHeh! Torshi 1 ferereor srqfeiehat st
T Tt o, A1 E e wHE st qoT | At adieh w9 @ forshl o fg s S 3w
T AN A H FEH A1) ATl hl 3T G1-HHTE o et T feelierl i 1 wrer
TAT SR G foohaT ol 7 W Blfeer™ I FH Wi TS T & AT g1

fersharat & grer e grier) s @ & fore, @dier st fwior s gem:

1.

2.

3.

4.

4.

gy foram,

T HIW,

HHTT &Y,

T gfaergamd)|

TG |l o HT 9Tl St 7 € AT (Finalizing terms with Supply Sources)
I 15 TieR et foreiy 3care Soft o ot o3 fasharety & arr M A @I R, @

T frefaRad s gefterg, s foret farshan o wraeta w frend femrer wera 2:

>

>

>

e Y 1 forsha ol e HTe

fershaT Al shi e e, WIet shl T[orarl

IqTaT 9L TR HTehaTd|
HTeheTS, Ife 1S &,

farfir=T et it s & forshar st wmiier
ftere =5, afe feer g o foham smar 21
forshar grT &t ST ATt Tk B2, 3R 34 1,
BIGEEANCEARCNE]
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3.4 UM THUT (Category Management)

Zoft STeer et TR ST SRSl o &9 § AT % Yee i Tt /
‘sTrafderatan st wfsram & w9 & afenfira foram ST werar 8, Susierstl de qod ugam
T S shigd hish SATIHTIeh THOMH ST ST Gehdl 81 39 YhIX, Tk AUf ATq1ieh
ol i o foTw farsgwor sht we el sohTs 21 W AR 0, U Al 39 aEqAl
apTfieReor & For TTeeh Ueh-g|t o foTu Sferd forere o &0 7 ot 21 210ft efer o et ded
TR SeETTe: ShTgal o &9 H et AT o STEIT SHd 8| 207t Tee i STaerom
et & G fersharett ST sATfderatett St Wi, Tl ST e fshamedt & STTem o &9
T ITIHTSAT T STER THS T A hisd TR ST 81 36 Sfsha # Senfieh! Teh Hecaot
VIftrhT TwTelt &, sRiifoh T STHIRRTST shi THgH 2l Tk e {0l ©icsh 2| 38 b i
IR STHIRTST T T oh ST IeTE T IRTeheT e o o fofam St 81 3ok aa i
ot e o femmer @ forhl, AT 31 fie o wax o IedTal o URTeRsT T Yo Tt ST 2
Q{1 SfshaT Tesh ol WY SaT SR TR AT € Ta o forg fieet shi Afereham o o Sexa 9
TorarT STTerT 21 278 33 STIfeTal ATarTeh STermett o et 5 Tiurd g &, foreer S i
STET ST ST 3h AT T STTerd &1 wehall

U TsierT o Ueeh (Components of Category Management)

TE IH 8, ST At yeie & Fharaam & forw smrawaes €1 579 & &1 I STavaw
T ST 2, Foreen form 2ot yeier Y& 2 foram ST aehdT @ STR 38T 3 X 9 el
STAT 21 31 <R 9eeh J0f Teie ohl T8 o o foAT 3Trasrehar &, 39oh fomm, 9of) weied
3T FoRaT ST Eohelt 8, SAfeR 30 S-S TR W ST et o ST wehat 81 & e
e T WA TR TR SHRATI =T =R ek T&x 019, AT SR, He-ree
&TAATY 3T TEHTT AR IR Feler &
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AUt U o "UTh (The components of category Management)

gofr $Hr gRemsT

L

£I0fT AT fHRT

g

goft Frertor

Srofy il

Trfer Juf} Yeviq o U

Sroft <6y Torfer
1

gof} e

U

DIcC R EDIECRES

T JTshaAT H ST RN ol Haid H e T T 2
1. Q'Uﬁ Eﬁ'q'&w (Category Definition)

STt TRATST 36 WTsRaT H R Haw | AR AT TIATT 918 % = W AgeEqul
TuTd SeTdl 81 Teh S0t st aieaTeT I8 €T SRy o areen S @i €, T o geu
fershar s @liedn 21 STt o fofu, Tk foht o gaxr fershar o fofu, anferd oo qeett
#Oft, T T AR IS, Tl SR e T, el ol gt weRdt 21 oft i o
T3 el o forg foreT greft 2

2. Ut ‘ﬂﬁﬁm T TRATN AT (Defining the Category Role)
gioft ffireRT T saEr § fafieT Sfor ot smfierdr iR wec @i faif et

Tl TR — THTE 426 T&T et Page 83



X fRrear e, HereAT e sqwrsdie fedt foraferamera

R HETYT 3{Tee | I8 TR hdl 81 TOTd &9 U, I 10T ot g8 oy 78 21 ar
&
> Taed ot (Destination Category)

7g e TR o T IcuTe 1 A0l 8| IS o fTe, Uk feuree =R # ufta™
o | T GIRHThe § aTSiT R o1 aem et 21

> Tatua gt (Routine Category)
¥ UH 371G & ST ATeeh TOeR § T AT 371ed o &9 H GUEd 8] &SN § T,
IS 3T A 2

>  WIEHT AU (Seasonal Category)

TUH o ICUTE IMHA &, ST 98d IR TS T8l ST AT YA B FN ST TS T
Gliq ST €| IaTEN % T, Toh G ATehe § TRET # fored aret A iR ue feuréed
TR H auid & die | o aret 31a 3 e

> g‘i%rsn ot (Convenience Category)

I U IS & S T STHIRHT b1 TS o NITR T GLEAT GIoemTseh ol 2
JETEN | 5T, 3 SR A=t 7o fo i St S Seare wmfvrer 21 2ioft i syferenraar
W U o6 QAN | forshfd foram S =i AR fafkre: Suvieh Tlierl a8 &
Sifcrfsifore st =ieQ) 3 siftrentd 3o firer, et S ot o STTem T ge foshdr
o HETYAT o 3ATee o AT dTfeheh @ Y& ! 3

3. gruft frerior (Category Assessment)

T ST H AT o FAHH a1 ohT qeieh, Suft § aREd TR o HRis, T 3R
ST o Hele | oA ST 81 3HH IUHIHTST, STNR, TR foshdT TR STqfderaist
G IET EMNIIECREDIRS IGIR

4. 9oy 93’9%{ & 3U (Category Performance Measures)

i} yegia U & foaerra 8 foshy, A 3R st T geher wifSia fed & ded |
AT &t o1 e freife s i 21
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5. Uit WAt (Category Strategies)
38 IR o, Tax forshan iR aTgfdenat 2oft 3T sifieRT ST &; 3 A0t o AT
TGTI T HTeher foRaT & ST Aoft o wawia o fore wrifies @rer futfca foru 21 39 em =t
I GEU TorshaT TR SATYfcfeha! T WIHATRIT i forehfaa st § 7ag T 8 St 297t o fog
TS HETEHT o TaTCH S I STATT o AT § S0 o STaE ohi A H HEq Hld
21 2oft Y T 1 Sev ITarTd AT AT 1 fFmior, qeRd) AfSia s, sifsla
AT, BT T ST AT IASHT YT SHTAT &I Heha 2

6. SYuft W(Category Tactics)

56 & O 2t Sfeoreerer oht afiereor, wedt frerteor, watafer Sl €2 # Aret ol weqfa
R PR RCCAT CAE RIS IR

7. U ST ST (Category Plan implementation)

36 W W O fafre wrrt-aee s faemfid it st @ i et i g
ST 2| ATSHT 3 G HRAT-aa 207 Jefer o HoherdT i il 8

8. Q'Uﬁ' Eﬁ'wm (Category Review)

IETT TishaT | SAfam =wor e sht wier R fofi=r gforn & fow areafess
SudfsuEt 1 it el & @ goT 8 el qug 1 (vl o § g geent Al
qeterr KT Soft Yeier ot aRuee SR @ Gelig w0 % e e e gfgsmo
AT ST €, HATTF T€ q2T ST B €| T H 20f Jefer 7 el 3Tk eH
fazamar 2 foF Tmee W e hisd stk 3R Timed o ofiat foreem o wfskmatt s fmfor
Tk 36 UE o BIHH shl TETIAT L o foTQ Her Fre Ieame / Soft o T =t stfreraw
f3har ST Tkt 21

3.5 e Hed (A4iRur 3R AehSTSH WSG9 (Retail Pricing & Merchandise

Performance)
TE e THURUT (Retail Pricing)
HATEeRIRT G forsharaTl gRT ST shi S ATl Hodr FHeior e ara-1ed
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Frator 31 saw feer it anTd § U AeheTd ST (I ITsTd) SieAT e 8] U 1
I oo o1 gaal faam st @ for gew qer frafoor Fae fFmiar gro gens € aof
=1 =TS AT & ST ATHAIR T AT R Ieare o qfs fopam Strar €1 izt <sn 4, gau
ST shi ST FAISISTh Hod el ST 8] ST Il shl Hebd IT Weiel T qF T
wef¥fa fopa San 81 Afers w9 &, 5@ fivd Tz w9 @ veifd 7 <t & @ e
W3 T "eRdT 8, Siet forshl e ek W e 21 Sareor & o, vk o A s
WA AT I Tohal & A forshan 7 Frerifia shean 2 o6 o 39 8 ot/ an ) & wam
21 T 3T IS AT, BT AT AN AT 6 FoTq T2 1 T &7 2

'@;3'{1' 'ﬂ\?:l' T THTIIT A STl hh (Factors Affecting Retail Price)

wo uior 1 33 et wied o e forewor SR st ifodt % |rer g
=TfE| % e U HH o o fefeor ol st s s € ot 3= & same s |
formrfora fora ST era 2, Sterfq stidfies e 3 sTedt |

I eh heh (Internal Factors)
GEU AT T THTIord i STt SATaie et # Frforiaa e &

> TafAwior AWTE (Manufacturing Cost): U AT Icq1e o 0T ot a1, Mz 3K
giEd=T AnTdt ) fomam et 21 Seuted Y 9T o A1eR W eifea e e e
BT 2| SaTeX0T % foAw, Tt | aftard=Tr AnTa § et Wit shY STeRT-STehT AnTd 371X
AT ShT HTAT o ST I AT I Bt 21 IaTexvr o foru, 2|

> Qﬁﬁmw (The Predetermined Objectives): meﬁww S ISR T
fearfert & @rer srqerar Tear 71 A Stw FRwr W fed sgm R, At st sifies fma
T TR 3l ATS I TSR [GHEEH TG 2, AT I8 FHH himd agel ohdl 2l

> 1qﬂ_ﬁ'7=ﬁ'@'%'(ImageoftheFirm): WWWﬁM@%WWWW%I
IR o (AU, Uit U Horer St gt Tefaret wai e s arelt shufaai 319w 3eamai
% o7 1ferer Shiga Y 7T R Hehelt 2

> 3eurg hi R (Product Status): T =07 § 3cure 3194 Sfia =1 § iar @, 98 I&h!
Fia Fruiia ar 21 TR H Sci1e 99 S o 6, ShoT T UTEh! ol TR i
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o ToTU 380eh ToTq 0 S1Hq e Tkl 8| ST ITE oh! TR TR SITAT @ 37 TeiR |
I T BT STdT 7, @ shul hidd sIgrel Rl

> TUR Tfatater (Promotional Activity): zlﬁ EEil ]%Eﬂ'q:f 3:?[-( forshr Wﬁq QT 3=d did
e R, A 7 A i AT gt F o o Sedre i a3
2l

TS heh (External Factors)

G FHHAT h! T I AT SR Hehi | HFTARad M &:
>  TTAATRTAT (Competition): 358 IIATATAT o HTHA H, TfqAFGT T I9Tet &7 H
YT R o fTT i 6| Tl ST Tehdt €, 31 afe o gfaeaaf 8, ar Hiadi =
3= T@T ST 9T 2

>  IUHIRRTAL hi ST IR (Buying Power of Consumers): H&3 Tiy=rar & ufa ITEeh ahl
HAETerdT 371X UTeeh shi 56 1tk Ho o 9T § JrTe St 2

> WK <ht Hfaat (Government Policies): fafmior femT i wenfaa fiar Y
YOI o o H GeeRT fam 31T fafamm 3care Y Sfima 9ier gend 2

> OISR AT Rufa (Market Conditions): Ife ISR AT H IR T NGARS) %, qml SUHIRT

TAT Yo H ST Hd 8l 3T Giie FIER hl HINId i o fa7T, Icare i
shiad shw freiia sh s 2

> W%WWWW (Levels of Channels Involved): Wﬁﬁﬂmﬁ
e et it 3Rt IFial & (2 s =Fell T e ST g St T E R
T e BT, Seure Shl i 3t & 3tferes B

RSEl Gl & e (Elements of Retail Price)

G qed T 3T o fore, forelt oft e fershar o1 geet 37 et o forem s g
ST & ShT T H IS BId §| AT ST STl 98ell qedl 3cA18 3 el AT €, ST AT i
AT SR fafir= o= @t & S fomiar & aredfarss W aes aret st 3rarsiet § wiie g
81 3 @ [ferq a1 ufadiT 8 gend €1 [fda = 3 €, s forsht 3 T e e <t oo
% ey f=T 72 B €1 R o o 3R B SAifhe Y anTd 38 At 7 STt 31 farshi
TR W giEdT =t s gaTfad Far 81 Aehergst Tfei X Icare firsor, greifsh,
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qiEdRiIe &, ST ST T ATMEAT &l 96T AT A H HehdT o Tl qod 7 i §
T HoheT3s & TSI ST ohY ATSHT STS ST <IST) AT T TR, Gl qed o iR
% T AT AR 7 o W1 o &9 H 53 TR ST el 2

e e At TR = (Developing a Pricing Strategy)

TreeR g HAUATE 71 Hea-feior WHifT ArTa-S-e, w33 a1 Siaeal-3- e
BREZI

qe-3@ e et |, qea fuif & & o, @ & anma 8 o ffea
SITRTA ST ST 21 ST, GaU 7o ANTd S HTeh 379 W T T 2

forshar o 3K AT o Sff=r & ST 1 Ao 379 0T ST § QT I8 THeae @
HIT dftere 3ATfS 311 Tl bl ot el HTAT =AY Aok 379 TIARI i TIHT G 9o AT
AT IT 6T ST el 2

STeT TG 26T 7Tk 379 WerwTer 31 forsher Hewr o o1 H aaT &ie €, 9% 39 A T
+ft T L EHT & S O 3E ATEdd H IS Wie sht HTERAHAT Bl 8| =ik et 3cate
ATt % TIT Ukt 1ok 379 SATT T ohY fd h1 S7UTHT G e 81 Hekar 2, gafere fire
Tk 37T AT T STTEROT FT I T ST EhaT 2 I8 BHIER I SAHT-ITTH 7ed |
I Tl i SIafd 3T 7, AT |y g, 39 Aiisi sl s v, T sfsia e i
AT &, FToh e TG 3T h1 JorT H ST IS ST L Th o

-3 7ol Fer 37 Arenedl o e hisd HidT 8 S aTeeh i il T
@liad €| 9% HHl T T TS G 3¢U1E § (S Hiod qoi T et am 21 hoft-ahefl,
I=d HINd aTel 3cATE i Ioof U1 ST AT SITAT & ST HH hIAd aTel 3cq18 i A

AT AT AT ST 8] T8 SR 37K qod S&aTd 31 99et Sl of =1ed 8, 98 Ai-3-a
o fratoor 3 it 2

ST ITGRITTRIT ST STOATE ¢ o 301G shi hiFa Fefid i H Fecaqul i
fma €, a1 wlteoei-sre goa frafor &1 oo A % faw e S 21 Ts, feeR
sfceet o @rer, el 7o & SR AT 36 Hed ¥ FHH I 1S i HIFd I HehdT Bl
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‘q\ﬁ'-r ﬁww % Eé"FEElﬁ'UT (Approaches to a Pricing Strategy)

e TR G fshareit ST SWT fofam ST AT T 9168 8, 51 o shad ¢ Mg

U W AT IS s=rd 8] T Hod & A1 Hod HHT Toh foRIY sardmites drgd & fofg
Il 2l T ST 8] Ueh Ao foig 30 e |iar d Uk fafire g 2

e frrefeor it ot fomeRT aTer fera ST wehar @ e €

>

H‘Iﬁﬂ%ﬁ&l‘ﬂ (Market skimming): WWW%W%%@KﬁWWEﬁW
foram ST A T 3 efft-efft o fora s wer Reafii o Aifa wwa & wg 1ox
WEWTE 1 T &9 & 3TN gHeh T B o fIT % 3rdl shl g AT el 2

HTehe TSI (Market Penetration): I8 TUHIT SIS H SAR-SIGTE oh [uiid & 371 SHeRT
T Y FHIFd ITS ik JTSR § It feiery efeet & 81 &0 <Ml W Tl T8
TSR IR T ST | Y91 i § TAIcdTed L dehdl &, FAITh THT o A1
TATH HITSI A Bt 21 THTe B4 o foTq, 39 o€ U9 ot forthrardt st STTerearehar gid
&, A1 A1 it a1 gawr a1 ST H| g WwTord ATgen W | it et @ fo o fomiy
HTEEH o TN H HoERIA 8 3R 1S o sfi= aga S A2} A 8
ﬁ@ﬁﬂ@ﬁaﬁw(Leaderpricing):QET,Wi@?@lﬁ‘oﬁ@%éﬂ%3ﬁT3‘rNT
T S BT UG AT & Tk ATEeh! hl HEAT I FSTAT ST Hoh ST T Feqall ol
forsht g okl Wbt e g Fufer WHifT it Jed staumen 7% 2 fF See &
TS AT H AN gRT 969G 3hi ST =1MeT AR I8 Tk HIaT & ®9 § Tohe 5HT a1eU| 36
T o qod [HEROT o fofq Werdt 30k 3A15eH o 8 S 3ot WieR g Edie S &,
S, U, 37, g9, STle |

HEd FEICAT (Price Bundling): T8T, RITR B ICTET I Th €Y S Hdl © AN 3%
Teh oIy Hod O UTEehi shl SUCTSY Ul 2| ISTETN o [eTU, Teh o1 Teh Ffgrd qeat
T HRIET 9 Fehdl © S 36k §1e Yokl H T fSieX 7 Uk 9 Hawr off TR T
AT 2| Toh T IATE HFSHoSH SRI TEqd o HIet T 8 Heo ShSfoltT ol UTeahi
ST 9EE fordl ST T Helfaa aeqet ot forshi a1 @kt 21

El‘g‘-sih‘l'ﬁ qed FLROT (Multi-unit Pricing): S8-I(E W fyufwor #, gaw faskar 31
e 1 TE TS HLAT & ST S 7T H WHM GHEd & A1 S IS sed Eied 2
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3O T 3ATEeH § @ U & 1 o T ge o Fafor mite 21 sewwr & fag,
T feeR 255.99 T & foT0 ush A-31¢ 311 355.99 93 o foTw & -3 § HehelT 2
- FE Ao FHEor STHAR W 37 Icarel shi forshl 1 aIg™ # Weg a8 et
forshi sTdeTehd 9 el 21

> WWW(Discountpricing):wwm TR g U WHIT &
9 H fora SITAT 8 ST ISR | Hel S ShIHdT 9L AT oh USTeRsT Shid 2

> & a7 %W gea LR (Every Day Low Pricing): B & 1 qoxt ferftor am epwe, St
o TR ® & ST ST ?, G frkarsTt g ST9TE T ek TG ¥ S & ok
= G Tkl hl T § ST IUTET h! AR hiAd FH Ll &l EDLP
g 30T ATA-ATE 2, S fafid &9 & 36 Wit o1 arer s 2|

> aﬁguyaﬁaﬁm (Odd Pricing): wm%mﬁwaﬁﬁwwﬁﬁﬂﬁﬁ?ﬁ
STt 8 fop b forem wea & 9HTe Bidt €, S 99.99, 199 AT 299 37Tf)

ElieR qe Ui & g a1 df ArTa-3- @ A1 AiT-3-HE gIUehI0T shi STOHT el
2l

arTa-3 fafy &, amra g #§ vk ffaa sfowra sier St 81 97 s aa @ @
BT 2 fof feer forer WTeh 319 o T LT 2| Jeiedsh &9 ¥, AiT-3+0@ TEfd himal T
TG B @ Tof AT fore Sid T 3eATe o fTQ 1A i T SIS LT 2| I8t 7
=1 TTS ST SIS o Y Hod T AT &) 3Aqa:, I Ffsa geret Afei €, ot ame
T T STATIHAT 2, SR ST Gl Jod 79 HLd T T T for=r a2

qﬁﬁ'@? 3TTeET (Merchandise Allocation)

T S STe AT el ST & 31 3qeh! hiwa i &1 St €, a1 36 g 0
Hreifed fopam ST =nfeu) stferehier g farshar 7ot forshl amar o SR W U ©R
1, ot A1 d % T F ofiehd A 8l W % Tedh WR o [T HhSIgST I Ao
S-S ek U THAT ST €, WAfoh T8 e shl ot o1 SR oI oh o=l fefshl o6
fereroT o AT €T =MfeQ) Tedieh oM, T8 SUhT TR % ol B, ITeTsts T 1Y
FTRTT T Ueh STST [T TEHT AR ST, UTesh DI LRI hl Th [HH T e
% TN % & H 39 il

U0 RS oS & N ST&T Scural shi forshl 31feren 2t 2, Ik S HTeT ITH ot Fehd
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& HIEH % STTER A, 1, AT I ©R T 8o § T aran aud, fafne &7 3t e,
37 O} THRRT hl HhS13ST bl ITETEd THd THI &I H [T STHT 118

nﬁ’mg@r '93'3"7{ <hT '%l"’;l;ﬂ'UT (Analyzing Merchandise Performance)
HSTSST JGTH o Torswur o i aiieh a:

1. ST} fors3WOT (The ABCanalysis),

2. Tars3woT & | @ S=HT 3T (The sell through analysis and)

3. Qﬂv‘lﬁlﬁB I\IUT fafer (The Multiple Attributemethod)
I. TS T2 ot (ABC Analysis)

Tl fsgwor w g Fuiiid SeRiE AT gRT WeheTss i Avfiag FaT €1 A8
i 1 o 7eg A @ foh @ o aeqe it ot 2w @ aret T 8 =i, o
AT 1 FefT-ahefT W | e B e ST =Tfey, 7R fof et ol Wie = § gt
feam ST =nfew) Wi Wa Y ShISAT (SKU) & AR TITT doh, SATITIER SfieRiur o fg
foref} oft T X aBC T forarm ST weha 21

2. %%GWT o HTLTH a' T (Sell Through Analysis)

fersawor 3 wrearm & fonht areafoss ofit franfor forshr & <fter i qor 2, o7 feffa
T o foTe for SR AT Bt 91 R o FoTe, STl TTeheTa ot STTarwarshal & AT T 371
HIA sh TRl 22 UET oh1s forfer 7t @, St frerifa st gencht @ for et wehere stawaes
R 98 AeheTST o ATy et STa S8 shieht T Feft shtar 8 fof o mehetest ot foqmaar
waf¥ia e o o Sreger foma mam 2, fashar Areheted T YaT ek WiieR & Sifaw
1 T T Tl &, T

3. QEFI'f‘ElT:E Tergrear farfer (Multiple Attribute method)

T forfer geieh forshdT o 7T Tk TR 3TYerd ShiT T SUFIT Lt 2l 3ad fe =ont
EARIGEAERIRSIGIRS

> Trrotar o for forame fopar S amet 9t sht weh &t forshfr st - fearshat i wits,
T, WIS i TurerT, forsht gferE, el
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» T TR bl Heed / R &l

> T e, T T SIS o YaRM o o H HUr &1l
> Tecd 3 JETI ThiIT i T

> SITE ThIT I Gg= o forg @+t =t stre|

3.6 TR (Summary)

fordlt oft freer ST i awerar STt 5 aeh FEe St SUMIAT i 9t a1, Tet
SR W, Hel gHT T 3T Tt Hiad 9 SuTsdl i shi &HdT q¢ AT it 21 foret
3CATE 31 S AT T AT ITHIHN ST ATRAF Hall T HA hl It Thrar 3R o=
T3 1 o 98 30 T qo g STal ST 30 WG Tehat &, forelt off wew wed
% e Q1= ST 21 Aehersst Yeied i WaU i o SaTdTie Hawr &
fasgwor, e, srftrmeon, Eefei S s 3 &9 | har ST Hehar 81 Hohersst YSuH shi
sifsra 7 gifara w & forg wrifortt s faem e 2 fo ae seare =it @t dfma =
E{iaT ST, HEl T W, a9 W, HE 0T H, AT TTeeh shi S| bl G i oh o1q
IUASY HUAT S| | G & | s ot sArqriee wiafafery o arer forelt oft doeh & 08 a@
§ o T WhaT 2| Fehergtem qt Gau fsharett w1 f-ufafeT w1 e 81 S-S
TS S ST R, AT Wik 1 e, TR i S S= T SATEvIeRaT it 81 3E,
G forshl Tefe T ot STa HeheT3IST i el STl

e 1 3T TR T STaTel 34 o @ o & | el Sl &l 3 & et
T AT it & SIEetd 3T HTT STl STHITRT, Te Tfaeaqet T ATdl & gard o 1 8l
&) STaETTeh Rt o IS ST 31T HIS[E & I HTefishl # S o U et gioenio &
forshrer o foTT weh Srarert et ferarm 21 T €1 weh gioshion SIuft Sefer b1 21 I ST STt
T foRT % G e H e ST UTAfRAT T STTEROT AT o S % e dnra
1 HH LA, Taigl o &L ol FRIPIT S SR &7k i HR1ordT & 6§ 9 ol STrawaehal
TEHH I ST & 81 ITHIHT HATTTIRATT oh1 Aga THF T S hisd Hlch, AT T
IYAIHT I TET B T HA kA AC R T e WEW Har 7, IR W
gfaereaicass &9 I8 i o foiu 37X Stferes et fsham edr & a1eam 9 %9 and &
I oft STTER Yo LT 2

foret Scute hi shima frutfa st g fafir srent, S8 Je IR, €] fifda;
sfcreaat i srfeles ftfeurfat st e § war ST =nfew) U feer grr 3AuATs T8 e
fraicor it wHifa ara-sE e faior, air-s e qea fHair a1 gfefar s
Te-fraftor & wehdt 81 fafie qeor Frafor 6 wrifaat 1 off arem e sk 2,
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uey fruftor, fewrie gear frafton, s U 1 qear fuftor ofit fowm qer fafon geu
T H GHTAISH HTRISTS o HIEAH § fohafl STTdT 21 HTeheTad ol shifd H Ueh Torll el @
I fiedft forshy o aftomaeasy a1 v syafterd wiHifa o Tk et o w9 7 foRar ST aehar 21

3.7 IO (Practice Question)

A T o B

8.

9.

HoheTgsT et T 7 WehST3(SIT i ohl THTId i ot ek hi--hi T 82
ToheTgsi o T 13 87

forsht qartaaT e 22 forsht qat o forepm ot Sfskarm 1 Seeha it |

feet R 8 graett fanfra S 3 adient o Iearg hifsre |

ToheTsst Tiieer] o fafir =T HiF-se ¥ 82

STt Jeie T 892 S0t Tie o S1gehi shi foeemT hifsTe |

et e frefeer st aftaTiyd ifS | gaw e st gwTferd st STl e
oI FIfT |

e frerteor ot o farfsr gfEspion =61 secta i |

HoheTgs! TeTi o farsduor o fafir= alient o1 oot hifse |

10. ITTeRTT AISHT T 22 ISTETUT o T Teh ATEY] T2 7ok AT A | I shed] ahl

I HITWT |

3.8 'Hﬁ‘ff T (Reference books)

Levy M., Weitz B.A and Pandit A. (2008), Retailing Management, 6th
Edition, Tata McGraw Hill, New Delhi.

Berman B. Evans J. R. (2011), Retail Management, 11th Edition, Pearson
Education, New Delhi.

Sharma, D.P. (2009), e-Retailing, 1% Edition, Himalaya Publishing House,
New Delhi.
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ThRTE —IV: e TUAYUT (Retail Communication)

FHRTS Shl TLEAT

4.13H

4.2 &S

4.3 U UTEehi o A1 Hela

4.4 G fammos

4.5 Torsht warei 7 AR forshl

4.6 G forsht ik

4.7 |

4.8 T I

4.9 Hav Ty

4.1 32T (Objectives)

T IoRTS oh ST o I 1Y Feferiaa shr wwey wah:
® e UTEH! AT HaTE hi TiorAT Td 7eed i
o T T i 7S ST

o forshl Hardl 7R safeRTal forsht 2|
o e forsht oA il

4.2 TEATIAT (Introduction)

G fasrdrell I 310 @& ISR § AR ¢ & I STawaehdr gl
WW’ﬁWﬁmm (Customer retention) %Sﬂmﬁ%@ﬁsﬁﬁm
2 GEU Hae ey SN 1 G | guE it Frr 21 @adT 9w §9 8
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TUT YRAT B T AT BT T 8, Fifeh 3T = sl TlshaT 3Afereh Sifeet § ifeh
3cuTe 3Ty qepAehl €, Tier 31t SR €, o ufeewet iferes dter 21 Seurg
HI-ETY AT SR H IS hl A 8 U8 o8] dE , HATdT § ST T FAT1 7
Tt TIW0T 3 foT 3Tt hiE forsht wura T R1 36 s ¥ o fesmea fohg o fafi=
TR Hrror qeat sl ST fsrer 3 9 7 oft ST ST 2

fomqmoe wreg Y Sty Afea wo “Teaelss & g5 @ fowent a1ef @ =y |
forTae st Foror i1 w9 feor Sar 21 9% R-AE §) T8 TF oIS G 0 0T
frafra foram smar @ i dher st fosht & Amet # 7= an 21 g 370 ST A
SaIieh o | TEAT ST A1 BT & ST SHRM SR | o et § 78 aid ol

Teh 34T AT 3cUTa1 o Uoh g o foIq ey qlient ot e forfRre waisi SuanT fer
ST & | Teh Haei fiysror & e § e a1 semor fogmam, wearet fomum, safwa forshy, foshr
foig wawlq, S/ =1 HehgrefSiT e & Hehd &

ST foh AT | 9T ol © G forsht § ATeehi o Ao forshl Atk o At doch
IS BId | ToshT oIt T I8 T8 BT @ foh 9 ATEehi i 39 3cdTE AT HaTU BRIEH
fore Tft vy et of, fommom o #¢ saftrra wodh wifirer 7@t S 21 forshr wadw
T qehTeRl T 3T 2

Teh HToh{aTT %H ohl ThaTdT aTEdd H 3799 SISl Shl AT S H $Eeh! TTaReAdT
T Tt € SR 98 TWTe &9 W 3O TTeehi hl HqE FAT 8] TG 3h1 Wi a9
foTe, STt 9T i derient i foaoe wat grr fafsia fomam Star @ safea feshr,
forgmaT afit forshi wef| s @ safea forsht o1 7= qeRe iRt T gt § THTTAR A
g1 B T 7 it S ot Hedn SR | € Sl st fersht (gaw forshn) o 7w
I RGIC TR

4.3 G ITEh! ok AT HATS (Communicating with Retail Customers)

HAR 6T TIARAT (Need for Communication)

ST %13 HUT Teh AT IcdTE forshf¥d it &, Toh qU 3edTe hl sIgerd! &, AT foreft
TISET IcTE ST forshl 1 AGTT ATedt & df 3§ 3T forshar HawT 1 Hwiferd TTeeh
EEEIE LRSI
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U7 ST TTRAT ohT 319 AR R w9E TR Ffea wiwor & forvriora foram St 2l
g | AN % S 3T THE R TfUd R o fa s e suE wnfie 21 fafea
HER "TeRT T e AT § IR I &9 ¥ T-HIRgeh F=R 1 Tk &9 2| I8 6
foru, a1 2 o) firerd €, vl € 3 Uek 3119 ATST % HTeAw € gare A § 37Ewd g5, 9
arefeh Tefleht % AT & 319 forml 1 HTEH-TH |

U T "gEAT, ST AR qAE A A" 8| GEEI, Ha€ 1 Ades
farg, forshY, = 3fiT aredsiven daul o gAY gHag 9 8] GaUd Uk HeeT TishaT §
58 st |t wrshfe nfafafimt s s1firek et ot spwrer s 3 forg fesmea foram
TRIT B AfR forsht warela & haet forshl <l srgran <4 ¥ weg fierdt 21

foreorer wisror fersror (o wiared fsron «ft et ST ) W uie W ST Eld &

forgma: forgmae fereft oft forrm, ama o Sareti o forell ug=r T grISTeR gRT
ST SN S EHTET BT A FoRT g1 & 8

Y&t forur: Teaet faom fafete ureent o wferd Tmeent & widfshan S0 w3 &
e A, TAIHI R 3= TS fhiTd Heh TTEHT ShT STFNT o GUNUT ol shl TTshaT Rl

forsht gl forsht gaela Scare 3 g4 & gdieor 3 wiie ol Meaned A & fou
T STThTIoTeh JIcaTe 2l

gralSiier Geiel 37 T Shu-T shl Bfe AT 36k AR SATRT hl JQTeT o 3T /
T EfId T o foq festre foru u farfsr=r yerm o sl

frTa forsha: fosht S o Sex 9 Uk a1 AT wviferd @liert & |rer 3AH-
g St Sradl

HUTOT UfshaT (The Communication Process)

farquTeR AT I8 A ST STTITIHAT & foh TINUT S T AT 81 Teh T Higed
EEIERC LIRS

(1) I (Who)

(2) T HET® (Says what)
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3) Torg AT @ Stfireush T % (In whatchannel)
4) %FFF& (To whom)

(5) TorE T9T & (With whateffect)

T GO Hied HHfRad At acdl i aIiaT | ENOT § &7 e S AHet
wfaffere e & - Jveh ST yTwekat| 3 ded T HIWT 39T HT St i € -
Haw ST HifEAT | =’ T ST skt Wi s @ - wenie, feenife, wfafsrm
37 wfergf®) sifem dea foeem § e ?

ELED M RIS > o | femmiten | T
A ‘ A
MR

GSPT gfshar
Slﬁgw% y SIGIERI)

Tied THTe HIYOT § S FRehT T e AT 81 ST I 74T ST A1 R
3 forer Sifea™ ok Ug=T =ITed § 31t 3 9T Wfshard =ed §1 I STu T3 Bl U e
Y TTHIE A & 3R 36 a1d I €I § TWd & foh AT 321k SATHAR I HeTMT bl hdl
fewhre td 2 Ie 1 FIrer HifeAT % wTead § Hawt U FT A ST a8 T
T Tgad | JWRT T il e faeRfia e S @t 3 e & T T
fcfsRar ST Tkl

Teh HIT THTST B o T, U¥eh sht Tant TSI TTshaT ohl UTHeRd! shi fSehifET Tfshar
& TTEY ST TATMEY T SAaTE & § Heohet B4 & e smwskat shi gitfra a9 =y
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STHRdt o TTY YW BT TN & R tfere g R, waw IaAr & gl €
HITEAT BT 81 "I % T8 AT ST9E B SEY TR § I TR R TehaT § q
TTHRAT fSehie L TohaT 8| I8 T TeH (SH ITo o @) § §9ehi W T aid
ST 7, S Rt 317 Tem (S8 Bt gehd) & |y TUTE @ § Halg AT ITEd o
YNk T 1A YTHhT o HTEH § 79T HSIT ITH HEAT 81 ITATE0T | sHThT IR & — AT o
ST T o & g G Anforioaes T g0 SHa foRam STar 2| deiad: aAferd guienl i
foreel hIOTT @ 3food HaxT STH 21 &1 Hehdl 8| Haeh i STTH-UTH o [oohSUll o STaSE
ST S o TTT T ol TEsiTge T =fey)

THTS T TEUOT o frerma & hQH (Steps in Developing Effective Communication)

S TH THTS HIWOT S Eel Hrihw forehfid s o e =Xon ol Sirer |
I M FHed FHfaRad &

(1) AT 2iehT ol TESTHAT (Identify the targetaudience)

(2) TUTUT ILTAT T YTOT HTEAT (Determine the communicationobjectives)
(3) 3T fESITET AT (Design themessage)

(4) TER AT T IIT HET (Select the communicationchannels)

(5) T HAL S TSI AT (Allocate the total promotionbudget)

(6) Tare firsror 9T 99 ST (Decide on the promotion mix)

(7) IR % TOTHT BT HTGAT (Measure the promotion’s results)

(8) %ot IERNER LS IE IR CLE R e (Manage and coordinate the total - marketing

communication process)

1. Fﬁ'\&ﬁ[ aﬁ?ﬁ' &I AT (Identify the targetaudience)

Ueh U HYWh sh TT AT aRTehi bl ST W TGHT TS HHTT shT fohaT ot
3T AT TG TR ATh, THE, ToRIT AN AT T SHAT & Fohd &| TI1eAd aRish HieTe
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o ot Rt SvTor ST foF 9% RIT e, hdl e, el he, el e 31T TohEd el
2. ®WU§UT 3%@ T AT AT (Determine the communicationobjectives)

T 91 & SR SR 36! fRIsdral i 8= &1 S & a6, el e i
aifesq axfent st fafsram ox fofar < =few) sifaw wfafsrm, s 2, T s Eqie 2
AR EliE SER STHIHT Ry o 3t el Ssha 1 Sifaw afom 81 g Heme &
g S Y Sedd 2 for afera astent ot @fied & foTT qeatar o 3= &t Wl o STHET
e

3.‘\:@9‘[ i%@llg-’-l AT (Design the message)

TS Rl T TTATSHAT Shl TRHTIYT o o S8, Heeh Ueh YYTeT HevT foshfda
FH & T AT Fgar 31 TS ®Y G, G I S RN AT IR, & T,
TERT ST, SR FRATE AT (THTET WIS | SHTTR H, 3 I STHIH bl TS F
WIS o i STTEehdl 8 g W1 8, Wfoh THTSEIT HiSed AieH1 oM T i T &

4. AR ATAT T AT HIEAT (Select the communicationchannels)

AT I WA AT qeh T o oTQ Heeh I HR o F=1l =all I o=
AT ALY HAR AT & &1 AT T BId © - AR TR T ATl Ish TR §
%% 37 <9 9T 514 B

(a) SRR TR <A (Personal Communication Channels)

SR F=I =l 5 &1 A7 3175 ik et Bid € ST HTe Uoh g6 o |1y Hare
T 8| I ITHA-ETH, STfh U S0kl deh, SATHIT 9T AT Hel & HIEAH § Halg L Gohd o
SAfRETT TR =S Tfa 3 gfdafsrar o safema sam & STee’i & w8 T
T I ITH L 2

(b) ﬁ-{ mﬁb'ﬂ?r w aqﬁ (Non Personal Communication Channels)
X AT SR <A ST ek AT SIS o (o1 HamT 3l T T8
ugeITd g1 g9 et wfifeam it geiew e €
Hifear o fiie dfifsan (@umm w1, ufern, yoaer oo, yaner difsar (e,
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SAtfasH), soagier Hifear (SAifedied, =fifediey, dfifedmnre), R e wifear
(frTaITE, Hohd, TIeR) MM &) SATUERIST TSR HaxT U HifSaT o "I | 3171d

5.3’7"[ AT IS¢ TS ed HET (Allocate the total promotionbudget)

ST o | T Ivohel foIqU UM H 8 T & fof Saee o forat @ foham
U 39 YR I8 AT ohY o1 71 & for Sei 3R Sl o Haelq W @< & § b
a1

Higd T I | THIRE 39 foishl 3T 30 T 50% 3T ST={ieh SUhior 32T
T 3hadT 10 ¥ 20% & Tehar 21 foreht fow e 3@ 4, F0-31T Sour-o3 areft shafai arg s
gord! B

6. T forsror o Aot &t (Decide on the promotion mix)

TSI H ScaTfed AT i s o [oTQ SATaETRIs: STl g a&gAl hl #iT dar
1 STt R) | fmtor 3 fomm, foreft oft forshy =t sramfera =t femarm < @k 21 7@ IaaTe
Sfie sk o 1T Ueh | JTshar 21 TRV STa€T § UTeehi gRT AT-=IdT ITH ScaTe s
% foru srcafers o fope STd €1 U SR SATE TS WISl ST TEAT B SR SIgET
B i fmfor 3 o firae & SR A oft 9 = 81 39 St & fore, g it
3[E I S §) TF TER e 6 A9 g idfaiat it gt 8 Sfea frsh,
farsroet 3 forsht e safehra forsht Seare S=m ot weaer 3 safteira adient Sedd o
freer 3 wream @ Brar 31 fogmam ofix forshy waed forsht =6 srgram 37 3 eraarfrers ol &

7. TDX * WF{UT@ &1 HTUAT (Measure the promotion’s results)

TR IS 1 AT FA 6 18, H sl ATETd aIehi T §Heh THTS shl HTIAT
BT 3EE AT SRIH § AT TS IS B TR T I Waw 1 Ug=Ed © A7 AME W@ 3,
foret AT S7ei 39 <, 3 for fofgetl =it a1e T €, 3 wawt o o H 4T weqd ge
3R 3eare 3R dot % Ul e free iR adar gfverr R &) dune et #i
yfafsrar v sgeer & fafi= qlient &1 ot T owtar T, S TR foraa & 3 Sare
Gier, SH THe fohm A g8eh S H gul 9 o1 6|
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8. %t fogu s afshar &t Seae 3R T (Manage and coordinate the total -

marketing communication process)

Seige =R fRiEvE fquum wEifa S ST, fodr, d@eeE SR ge wHifaar s
Sirgelt 81 gad farfire foaur w=m difear-fom, safthma forsht, s feig ot wmlt, dfehm
HI 311 Hifean S Tl SR Fu % " ¥ ey S SR feEiforat & wrer w=n
T AT 3T SHTT T Il 2

4.4 'GI;E'{T %?ITCW (Retail Advertisement)

TR AT THIRTEE aRenfyd war ®, "fammm et ffia fRe g
RIS g o, Seqatl At aratl ot M-l Seid SR Sae 1 Wi fora
T ®Y 3| 390 ubehT, STEe, e, mvH fieed, smecer Hifsan, widy, Fear,
wifea et ST et R

> T ST R Eled % e Ufa e o 3t 9 e, st A darer s
VT 1 T8 AR T 1 i3 +ff €9 21" - e

> oo T qEE TTSTeh g e, ST A1 densdl oht ST S
T AT TR T &9 8" - fears qeshehl

ITh T forToet <Y SRl ot ¥0% &9 & Wehe et 81 I Eaed feor
Te R TferRTedt dea 21 tfamd &9 &, g ot 31 @ g o e

%Wa'? dcd (Elements of Advertising)

qRATSTSA o AR W, SR & srawas deal i Hegar geffag e s
BEXIRS

1. TR-SARATT HOR (Non-Personal communication): ]%EH'CF{ Gl & Ueh a@ HTL_S' deh qg_tﬁ
AT Tehs MR HIR 2| I8 TR WA osi § A 9T § fIJa9arar sl 31941 g=e
ST AT TR AT e Te e 6l STA 3T 2

2. ﬁaﬁéw'aa(Matterofrecord):%m%m%mmwmm

H Tl TR — THTE 426 T&T et Page 101



X fRrear e, HereAT e sqwrsdie fedt foraferamera

SRR 81 I8 32 Gdlusieh Giert i o forq arfest sear 21 fagmo 6 gmf
&I Bt & S forsmaehat =med 2

3. HUR &1 YA fRAT T ET (Paid form of Communication): TSIHTI T T Teh

WA FRAT TRIT &9 3| SRS I §6eh [0 36 ATk H1 A FHEAT 8T &
thfean ri@ 21 gafa, I8 arftias a9 21 Faa a8 gioer =R 8 fomme

(advertising from publicity) 3T ST FHLdT 2|

4. El'{"la'r?r T ST HEAT (Persuasion of the buyers): %’ﬂ‘lﬁ'ﬂ' g @ied & ]%*TQ ]%El'l'q:f

Tler il TS FE T G&H ST I1RT) I8 GHST f3ham st garfad s il T et
; Toreft o ST A1 e 3T T i 3T SITa &

5. W a’? qryd ggdi-q W 'q‘TET (Identifiable with the sponsor): ﬁﬁm 3_"@'7 EFI?ﬁW g7
T 6 WY e STd gl fAfar O Sier ueh 3ugeh Hifedr st g ek fasa
AT ! TR hid €| T8 SqH S Gl i ot T el 2

TR o6 ITIA (Objectives of Advertising)

1. T ST YT T (To Create Demand): TIHTI T ITANT ISR H Teh 7T I¢A1E ! UL
T % fT fomam Srar 81 € 3eute i qitarT Y STTevEeRar @ iR dwiferd wreent 3
TEel I TG o 3T AT ITANT & R B fagmas A e & fow uw i
TR T 21 e o e ok efifas & srfrentyr foqmom seft seww w qu
L 3

2. 7T 3cUTE o ToTT STH TR SHTAT (To Prepare Ground for New Product): ORI sl H&T
I Torshl il TATT T AT AEH A o T SR ATATERT ST 21 ATEHRT I 3cq1E
3R e & IR § I8 faarman simar @1 fagmoe T aresht 1 Iearg @ite o foe 3t
Hehd & 311 375 9o U1 o oL H ST |ohd @ F11oh I8 €W @ Toh %© UTeeh 319 FiS
IG Thd B 39 TR TIRmo | U o IcdTg | T & ST UTeeh 3 Tehd & forad
oAt T o 7 spet fewar sl

3. uﬁﬁﬁmTWWTaﬂﬁ%%'q (To Face the Competition): Wﬂﬁa’?ﬁ?ﬁ e} IERILCEE]
HIA T IS o S H AR bl Gled A o o foram STt 2, sifosh ST 3 Wfagat
SCUTET ¥ M bl G shleh IcUTE sh HIT 2l ST T ST a1GT o fore oft feharm ST 2
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gfaeaeft gftfeafaat 4, fagme sie sfa i s fer o fmin 3 § qeg F=ar 1 e
e SIS o Uid AIee] fehiad L ol &, Al foriiferal o foIg 39 sgerT givehd af
ST Rl

4. TTERT Y TREA T FIAAT T (To Inform the Changes to the Customers): TIHTIT T I
SURT LA ST SIHAT 3t TREd o a1 7 Giod s o g3 | foharm Sitar 21 Sef off
TS, SRR, S5, (S, ek, 3Tfs # foreft off gam & At @ i, foawor
= AT 4TS | dealtd fohT SITd €, af fomum o wrem @ fFmfar st Sear s gaeht
AT o1 AR 36 TE o T o1 SEqTer forshl sh1 SHTT e A1 G o foTg off
TSR ST Tehar 1 fosTa STeTReE WeAT g ScaTe W wecttd STUdT fRHt 31
SIS oh S H AT b o i o 3ex | o fora Sirar 2

5. waﬂﬁmaﬁ%%@ (To create or Enhance Goodwill): a@ aﬂﬁq_(ﬁﬁm HHTL
TR Shut sl FgraHT S AT T o 32vT U ToRT SITd 81 39 SR o Seaie ol
AR 6T TRUEiierdr sedl 21 I8 AcEi ! TTeeh! i AT & IcUE s= § 7eg
AT Rl

6. TfaEt & '%'W T FIET HET (To Neutralize Competitor’s Advertising): ]%Eﬂ'q:f <hl

IuT et o fosTae sl SRt 2 3T 376 o o forg oY forarm sirar 21 Ster ufa=iedt
e fagqm =t 319t T Wi & &9 § 39A7 @ 8, @ 37 T9TEl ol ST i &

T HT TS ST U T 3t Biar =1 FHHTaT % T 19 Scute S Uk 31T s
ST AT BT 2

7. W@ﬂﬁﬁﬁﬁ%%‘q(ToBarNewEntrants):ﬁéﬁﬁm%wﬁ@wﬁ
ffia o ¢ gewmehl 1 g @ § #eg il 2l famm Seae % fow ww e
TEHTTRT ST 8] TR 3t aTelf shl SRT AT HiRehed TRTAT 2l ST off hlg a1 fowreh
3G & H f3awr & ST a4 7, df 98 SR skl HisET Refot o forem s ) ate
TISET SN | el S0 qe fIsTo ST o R0 §® ST 3l J6ed 8, df 98 3T
T 2 O Hehler T Tk 2

8. fAmTaT iR SuwIhT & o= it a@' (Link between Producer and Consumer): IEL=RECTrE)
o ToT, TorqTomt o1 Sew fmidT T AT Ug=r, STkt sh TRTferd ST A forsht o sh
Teg T 21 37 T U I8 STl S STHITHT % 1= Th hel 2
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%ﬁ'l"-'Fl‘ = apy (Functions of Advertising)
(A) erfies T (Primary Functions)

1. %_9&' a' EA‘&{ (Increase in Sales): %Eﬂ'q_'{ ?ﬂﬁlzﬁ yd %ﬂ%l?f Eh‘@?, 1Y @ﬁ'q”lﬁ Eﬁ 34177)'—%
Tk AT AT oh [TT T IHATT ShT URT Fileh ICATE 31 ToI5hT T ST 2

2. R'ﬁ%m'r EF;T EEEL éﬂT (Boost stocking): HIST R!W _GF{% %ﬁ %IQ @Fiﬁ a'ﬁ T|\_Tﬁ E2CTI
oo % w6 A T R

3. %_9&' ﬁ' HSS (Help in Sales): %ﬁﬂ'q:f gﬁaﬁ (Q,ﬁT:B %la'ﬁ-f?’ﬁ 313[_{ @W %ﬁﬁT:&ﬁ) a'ﬁ
iy Searg s=m | Heg LT 2|

4. gﬁaq'ﬁﬁ mmﬂ (MorePerCapitause):%ﬁmWmmﬁmaﬂ%gﬁ
Sk ST BT ST o fore foharm e 1

5. W8T (Respectability): AfS TorEl THATAT = S1=T T[Urer arer Scatel o =TT o &9 #
TTH SHHTAT 2 dF Uk AT 3cUTe T 9T Higd shi TEURiierdl §1¢ SiTdl 2

6. E|':|":|'|'(Insurance): Wﬁ%ﬁ%w%maﬁm%wﬁmwél

7. @ier fAviwar (Buyers Dependability): BT TE I IEFLER) a@ﬁ 9 Gier s fvdar
€ STt & HRAT(eF 98 FEehT U ST 2

8. IAR-TGT HH BT (Diminishing Fluctuations): [T HIEHT IAR-TSTT hl GeH hi AT

& h{ | Hag hLdT 2l

9. Mg B R wig fFsr (Brand Image and Brand Loyalty): %rﬂTq"T i Sf 3 s
ST 2

10. ST T 6T 3T (Raising Standard of Living): IEFIRE] TEMX ﬁfw EISIEIRCIESH
1 35T T IS Tk ST 3 ST T hT TGIAT 2

(B) Todiaes &1t (Secondary Functions)
1. forshierdl oAl TTeATIEd AT (Encouraging Salesman): TOTaT forshaT ot icanfed shiar & 31T
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I8 U hic UTEsh T T i § Afdsh gHe a1 Rl

2. FTAT (Information): TR ERT 3018 % IR § Howid, Sl iR TTehi I RIS
STHHRT Y& T STt 81 qfsd wrea Fmtar ht et =

3. HrasTHe qfafsear (Public Response): %Tﬂ'l'q':f AT 3T TR SwH=TET &
st Tk W1 et AT @ foh 3 Tk UHt huet § ohre ot @ § S8 S st a9
ST R AT 9E Ll 2

4. ﬁ?&"aﬁ' HTAAT (Sense of Security): WW@%&F@HW@@W%W@
1 AT TegH Fd ol 3HeT 37 ¢ o e 3TN worawy WGl AR At et
BId1 & 3R 32 YaI=Td TorT ST shl GHTeHT 311k Bidl 2

5. é%?r{ HAEAT (Better Employees): oo ot T TER mﬁ-w, Youi
3TN ATHehT T T HEATH SR T T Teg LT 2

6. THT Y HES (Help to all): TR o ST i HTar, forshdr, Siet 3T SuihT a+fY
&I Hee HLd 2

g Tersraren =l wrET (Advantages to the Retailers)
G forsharatl & foTg Suctey R & o o FfaTRad

1. HRER AGIHT (Increase the turnover): ﬁ':l'ﬂ'l'q:[ Yall forgharstl & &R § dsiT AT %|
NG BRI, Tl 1o o S ol A AT & N HATeRes Yooh § AT T bl
FH FLAT 2

2. SR (Publicity): TR T haet 3cq1g, dfcsh G farsharett 1 +ff T9IR Y& T 2
AT H, G TorshdT, SATehieT §o, skt fHTaT o TorRToe o WTeam § & ST o o)
ST ST 2| % At |, i Gt fosharstt o At 1 foqmae +ff i 2

3. ICUTET Bl AT TG H IAAH TATH (Minimum efforts in pushing the products): T
foqmoe 7 s=aTd ST R, sufere gau faskarett # seare A fosfit i o s &
foTT =g sRITET st SATITIRAT T BIdT 81 ATHAR 9T, G skl [oFT Soqid & HH
HTd &, ST GHMI o STET AT o o QST 2| AfehT St oo Serehl 371 & Sirar @
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Al 37T TTEehT T ST TH sh ST IR FLa 2l

4, Wﬁmﬁwsﬁm(mskﬁprice wars): mmﬁmﬁ@mﬁ
o ehiwal i FRIGA 0 5 qem sArar 81 gafery, Geu fosharedl 1 srgferd staeqet
HI Hrwal H Tiaeqst § S il SEd T8l BidT 2| I GaU frsharatl sl hiAdi § Ian-

TGTS o THUM § ST 8

5. ST Tl WAL HIAT (Strengthening of goodwill): ICATE o AT TS T8 FfamT ot Gewr
farshaT ST e AT STt ® S 36 3ce il wis-fershl § wftafed 2T 21 oSt e ¥
forsi IcdTe Gaw forsharatl & WIAsT i sedl § 3R 34 36eh Y g Akdis @
EHERGIEEGIR

IUMIRTAT S ATH (Advantages to the Consumers)

AT o TS 1 3 o off ugaTd 2 SUHIHIAT 1 oI %
e frefafiad &

1. ITUTE T I[UTSTT (Quality of theproduct): TR T, =BT 8 H TorTIUd HTHH T[orarm H
SR BN B AT A 36 U % STET T 8, A ITRAT Rt 3 Iere W R
41| gaforg, Tt &1 famia Seare 3t quret ST T o foTg AsteR foram ST 2l
JcTE T OIS & ITHITHT ST AT+ B &

2. ICUTEL T TAT (Selection of Products): SCATET sh! T fohEHT, IThT ShiFdl 3T 3

TSI 01T o1 At forTo o T | SUMIRRTSAT Ao gl ST | STHIHT 319
e, ATTRHRATHT HIT I T o STAR Held ITYh IS T =4 FHL HehalT o

3. FAT AT (Information service): TIHTI Teh =T Hall % &9 H + 1 LdT § AL W

gfeArt & Tiier T Hag FAT 21 ITHRAT aTead H ST Feha & o Ieare et 7R form
I T 3T B TEFAT, IR for Fomeft S1ferfies sramer o vk gfgmm wifiar

Hehdl 2| e Tlie ¥ $o1 i iy 3fees Twrelt 37 A hind 9 forar ST weha
@l

4. ?:%T‘[HFT (Fair prices): WWW@W@&WW%| ?ﬂﬁlw
WAl H, TSR I HIFdl 8 ST O o A Gaur hiAdi i i forgmia fomm st
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1 39 TR, G frsharatl ST STHIRRIST ok SM9T hT AT STAT STl 2

5. HeT TS foISTH (Mailorderbusiness): TORTIT Aol STTST STTETT GRT ITMIRRATSAT bl HE
ST oft T9E SETT |1 SAfTY, TTEiOT &5 3R 9% % AT T % SUWIRRT had
TR H 3UcTed gE-giaunsl 1 AME of hd 3 THH (G 6 ITHEHS H Sfad
HTEM, A 3 @S T ST 3| 36k AATAT, IcaTee o e T ITHIe! &
foru fepmrerdt &t 21

HUTH Rl ATH (Advantages to the Society)
I &9 & ST i oo & @ Frfafed 8

1. TOTEATSIE HEF (Educative value): ToRITIR & R1afTE 7o BT 21 9)% Star 1 Rferd swear
2 3R 3% U Jfeu Tl F # wew SArr 8 Jg A3 Al R AW %
I o e i oft off de Sman 2

2. TSI /T TAR (Stimulation of investment): IS JATT WX fIFT0 AN '€ YA W IcqeH
I fraRor it 3 STar 81 AdftSr TR Wt foeere drar 21 sty T
TR IUHH T I AT o T § ST T ST & ATk ST hl STerdt
SR ST Hoh 3R o8 9 I W Ieare 2 @kl Aet ae foh i wat ST frst
FHAAT 1 WSS HAWAT § T8 AT SITar 8| I8 FHER 61 FoT 31 STad i
ieaTied T 2

3. TSR % HTET (Employment opportunities): I8 T8 & &1 gl 7T & Toh forgma =g 99
T G SATAT & 3T o A W IcqTe hdT gl 98 JAW W 3cTed, USHIR o 3Afereh
31TER YT AT Bl IE UNSR WS HETEHI/FHATRN & fIq USTTR & STa@l 1 off
ST AT R

30 YR fagmaT futar oK 3uer a1 & fore foamiy &9 @ iR g &9 @
e & foTe Aol 21 Tg smfde wfafaferit w1 foear = & weg war €, U
Teferawar FI feR T € 3R WHEW o Sfied T Ferdr 81 hifawRl afEdd,
TS |, WTETIST 37T 37T Tra1 o & | fIioe gRr g 1w 9|
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=Y %Wa?ﬁw (Characteristics of Good Advertisement)

forqmee ot wreperan oo <t wfa oX sga Fei St 31 faem @ qe e
TTE T ST BT S 3T IeUTE b TG T ST HAT 31 AT oo 56 2w
QU TET Ll €, q1 HE fors SRR €| satrs, Tt ufd sga wrae @ daw
ST =feT)

forqmem <t it s ATt =afes s R SR & @ we it g e
3G TeRT SR YAt o R H A o foT TTH HeamTRiia 1 11e ST §Tfad ITeeh
X Sifesd THTE 9eT S s o ue e uf #§ HefaRead favard, o ar qe
EEECIIE

1) AT HEH (Attention Value) — o TATAA STt STIord STHIHIST T € HTHNA BT
=t afs a8 0 faem & foawet T 8, a1 &F 3K Y| dhR <l SITd &, Fifh eh!
g 3Gk o1¢ ATd 7| faferfu s1 geier dur fomm sam =nfee, SeHreg afis 8 3K
31 TedT ¥ Wefia foram ST =nfey fo e ged Tk fines uree =i ot 38 Tfew 0
I (T o WY GG o fAIC A1 X Hehal 2l T8 S SR ok § fesme fopa
ST =T ok AT 38 T5) IS & S Q|

2) HEATE HEA (Suggestive Value) — U [T 2l STAT TOTERIT IcUTE o ITAMT S IUATTTCT
% I | G 3T AMMEY) I 36 THR 8 T WIWT ST Gl o 1Y TR ToRAT 7 <11eg
for UMt 28 37U Ut <t STl o |19 ST Heh 31 38 @it & fofu samg sy

3) UTE T T UG (Memorizing Value) — [IHTIT ol TTATATT 36 TR & dAR T AT
MY X T 1 ST =1 foh IedTe SATehTTa reeh sht i & feraer Sy fosmom s
AU St sk FIg FTeTR qeor ST 2l Te el farfer @) Samaw fog 3 sifs m &
ST SZd SR ST STHT =M 7T, STerel, YA, digd, fam, @ a11fe anam
TS T ATe! 7T o ToTaT o HTears & Hie] 3168 o MU 2

4) HI-TFF AT (Conviction Value) — Toh TSI Ffer ol SoAreft Wferet grelt © Sfer serdd
ffed gamer qohi =1 T8 ek GHd €11 2| 38 forTowaTar <5t a1 = el & s
IR I 7 aF T Aifew St T =1fEe 3 T & 38 ST9 9T 67 STAT HET A1y
3cUTE ShT IRY TorRINaT I ST Gt Toh STTGRT T ST AT dTfeh fogaHT a8 i i
Tt ITNRT 38kl STfirar 3 gfaeaeff Scaret @ Srwar & fa fagma & @ty 3w oig
T
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5) HATdATcHh HET (Sentimental Value) — farfir= =S & ufa safwal hr safrma e

3T 3SRl st quri areft wreATe forelt =afxs ar foreft faeiw 3eaare & wfar wfafsean
guriet &1 forgmoaTar st stferen @ ferer wian Y wraTe % for erdier T 1 U
SHIER SRATE AT =TeT| I =8t S7fereh wecaqul @ STei g aer o frfera si
geERd ot ot 3R FERTT R ST

6) VTETeR U (Educational Value) — ITIHT 31 Teh 3= NI ATH ST i T 3cqTa1
F SUINT AT I IATE & T YA o T A Frferd et B1 7w Ieurg ST AT A sTerar
21 IT AN o 1= T JHTE 3G U7 ek ST T8 TTE 9T HLal 2l IE T AR
S § 7EE AT 21 39 TR forqae o weh st wfifaty freme ge et 21

7) WES U TS (Instinctive Appeal Value) — I WIS Tor=il 3 il o qe i 2
g sfafifed arehd & St ATl il F® T § 1 H o g Ao ! o oo
HT T TS T AT bt Forelt Icatg o 9 iem 37K 3T ST & o 9fi,
Tt 37T st s =l

I T[T T Tk HTERT TorToe s o6 fore wek forgmoe wiftr 7 smiferer foram s

L

4.5 TorshY Hae iR E|ﬁ'b‘"|’<‘|"%_9ﬁ(Sales Promotion & Personal Selling)

'F@I?ﬁ'{:ia’?j?(Sales Promotion)

S TS Hhe T UK ol Tl o 17U e STUR Hiohed o7 fIgmoe weiRt 3
Ot O 7 forsht Herel o 8 qlieh AT €| forshl el mifafaferrt st w9 &
HiT 0T o I¥F @ T S €| A foqroe TR ST forsht o wream | Hiv i
TS Tlehi o ST T ST 21 1950 o a1 & foshl Hareld TTifaert & 7eca
T forprer w1 shm safcera forsh, forgmor ofR fosft oY sigram 3 Al et g 2
forsht Hard ATt 1 T T Tee 1 T i & A AR T 78 Fohelt shoeft o
IS Jeie o el & | B

Tersht Tarei T aref 3T URTAT (Meaning and Definition of Sales Promotion)

3 71k & fSren g forshi ot AT wrgTs S weRdlt 2 1) U et forshi E e 2)
gt forsht derei iafarfert st ST& st st el wen ere forsht wrae foehféra i o
foTu, forsht reereh 1 He®t WarH FHaTRET i FRIE BT ST 8, Iva HATARAS 6 &9 §
RIS 3 376 STITH HTE o |1 ATRATHE <1 2 A forsht et ol et 37
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IcHTET IHTT WaH o foTw diraq o it 331 71T ohed 2|
TH lTehT G STE shad IS €, S forshi bt A1 o foredme # oft e =i A
STl e HaHd o1 a9 L B

3IUASY s TER GTEAT o HeAor, forsht Haela sl adter Yreal § GATNG AT
i 21 FTAiTen, SRR T 39 3158 o foTw Iuareh TS G st okt ST fof @
3R F e 3 A gieaTed it & T 8

Torfora smteer &t uftamar
g H fomor firsror @il SueRtor et € ekt s sifient S Eoior 2|
ATERT HTRIET mﬁﬁmm'—r 6T gfesmeT (Definition of the American Marketing

Association)

gicaTeT giufa J forshi dasda i "srtera fosht, o 3t = & 3t 39
ferqur mifaferferat & w0 & gl st @ St Susiicer Tiert 3 Ser gumasfierar &
Yef3id il 8, S Yef3fd T, NS U YT, TGS (displays, shows and expositions,
demonstration) 1T o= TL-GHadT forshl Sarmer Sit aaT= fomerat § 7 ford Sira 2" |

56 T, Torsht <6t srgrarm o o1 Wefer wrweft o fwior, Srrared i 6 ¥ 21 g6
yreal ¥, forshY dad fogur frgror & wens stfafin wees R, Stafer fagmaa s saferea fosh
AT & S @ & o firsror § et |mft 27

%ﬁﬂa’?j?a? 3%9?1' (Objectives of Sales Promotion)

forsht giaref, safehrra forsht @i fommom o ofter st @ 1 g a1 T
weeaqul o At oo 21 seek starman, fershl weredw nfafafemt frfaRaa sewat & arer 6t
STt =

1. ST ATeRrE St S ST et s o qteh & SR Ete farshl sigi o fore |

2. GoEHA, ST AT o AT & FEAT 1 THR LT, dT1h Ic1a i [T ITHIwHST
ST HATSSIR ST H AT T & Hehl

3. ICUTE oh W EWTTord G ol STTehNT hi ST 378 3ca1g GiaH o fore Ifea s

4. UEHT T AL ATATHRAT 3hT o1 AT & 8 STfereh forshl ITH T § |erd 1l
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5. Ueh SIS 2l G o o AT & o folq et fershtaAl sht gl it sl
6. 31T G farsharatl o Aoy TTCRITTTeT oAt SITall & & |HAT 3t o foTg]
7. Torsht < v ¥ At rree i St & & fag)

'%l?ﬁ‘ W?j? E) "l:ﬁ":l'l"f (Limitations of Sales Promotion)
forsht warel SuertoT, BTerifn, EfTatl & Tk et ) Seeht Hecaut damd = & g &

1. UHT AT ST @ T 36 Werr o wiiet forsht Eared mafater 1 qe 389 i
IcITE ST el 2

2. Brerdl 1 8 g e T At & i P e A e A

3. SH WehT o JATET hl Il g IS el 2| 6 € g NIt ohy S fera s
Tt ot s 21 ST

IEEIR:ELERIGIEIE IR T{F@ % HIOT (Causes for the increase in the Sales

Promotion Activities)
forshr darela wfafafert it afg o o sriafer i smedt AT TR & ¢ SR
&
1) ATk SHTUT (Internal Causes)
et 52 forsht warel mifrfarferit o stiafer T 36w &:

1. HaT 3Tfereh TRTA BT TS & (Promotionhasbecomemoreacceptable): Ueh THI AT ST
TTRIRTST Taiersht bt AT o7 T farsh Gareda 3 37k stie oY aear o faam 81 52 I
o weuH fora foF 98 hael STedshIicTsh IoT off| BTl o aNT H SATaETRIAT %
Ty, AT IUshHT + forshl HareiT ot ek T&fteha foaur wifafafer o &9 # 1o
T 3T ST foharT 2

2. I aﬁwﬁﬁﬁﬁgﬁﬁ (Appointment of qualified executives): W%ﬁm%
OISRy, STl Y= 5 9T HHTET o 7T T o9/ § ST fosiy Jiwerar &
|1y Fferes ARkl =t g fopar 81 o forshl dered Sushtor st wrer 7 forsht
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HIH TSUh o HEcd I TEa - o o
3. wafa fet 6y ITE (Expectation of quick returns): %L%F T IO ITH R 6 %TQ
SR HTISH I[E T ST T8 ©, FHITY 8 SR §6 Tk 1ok M SATI TEI 81 T 2

TEh AN, ¥ TR A ik wAe forsht a1t o foTe el s gEies e H
wEcaut YT v &)

2) WTEd I (External Forces)

forfer=t sed swror feforiaa 2

1. w hl THW (Proliferation of brands): Slﬁ?ﬂﬁl?ﬁ ﬁ ﬁ %b_{:ﬁ Teh a’7 SHIq Y edld °|'>‘\:| EA)

1ok o &9 H ST o SATIH TAR A FSH o TAR A7 O AT forehre shi srgrar faa 2
site % fafire & S & ofi Scare gferemst ot welt & & foqfia o & srawr ot
W B A1 8| TAMTY G forsharatl o | | 1o o o 310 foe i gifea
A o fore Searasht 3 forsht warefy mfafaferat st srgran femm 21

2. WW‘?E‘I‘% (Increased trade pressures): gﬂ?qﬁv_{, I TR 3 31 E@aﬂﬁlﬂ
frefet deamt & afg 4 fmfaret | gaeH iR v & T S1feek gama @ 2
TafTe wan Rrkarail 1 wera % R oit mih % s R B ghifa w0 %
forw, Fmfareit s forsft waeda mfafafemt 5/ e 2mm

3. Wai:r >k} Eﬁ-{aﬁ' Eﬂﬁ Slﬁ'q'i'rﬁ (Promotion minded competitors): SISl Uch ﬁtﬁﬁT ?ﬂﬁw
T # ghg FAT 8 3R AT ST T H SAToHTHE T ST &, AN g6 1t 360
T S o ToTq ATe[X ToRaT SITaT 21 I8 I SIi Tt ot S1@Ta

4. HeRequl ITTeieR RRATT (Troublesome economic conditions): Hal Sl STATY o IR, ITHIH
HadT qerftent S o T, S| Y SR omfe & wfa stfire waeefia A9 €, o
FATAT forshl Haei qeoheilen sl AU §LT ol W L I qLerdl § GER L & foTg
STIe € T STITAT ST 2

fershYy dareh shishm o TR (Types of Sales Promotion Programmes)

Refor e s el TRFIRRT i o e 3 e e 31 S

H Tl TR — THTE 426 T&T et Page 112



X fRrear e, HereAT e sqwrsdie fedt foraferamera

1. SUNFIRT Haedq (Consumer promotion)
2. AU -Ha%h (Trade promotion)

3. ﬁﬁ ENl Flaa:f (Sales force promotion)
1) IUNIRT ETLT (Consumer Promotion)

IYIRTST ok Tor Ur foram wra forsht waref m r Hisgar ameent o offer 3eame &
SYANT I g & foIT AT 9T Ut I AN w & fore ar gfaeaeff 6ir foshr
TSR o THTT ol hH hd o AT ToRAT ST TehdT 81 ITHRT T W fafsr= fershi
gaelq faferrt fefafaa €
1. ETATCRT (Sampling): TAH : Y[eoh FHAT ohT fIaToT IS 2| THAT ford e AT T A
AR Toh TRl ST 8 T SUHIHIAT i forelt Icare sht Hud TIRT AT AT
& A | AT 1 SR SR FSeATeR fora ST &eha €, Tat €21 H URT foRT ST |ehat
2, ST FRT 9T ST HehelT ©, Hedl A7 317 T R forafea foram <1 gekar 2 et @
IS & & 3931 B 2| IT AT IS S |1aH, T 9w, e it 371 3ot
gl 1 oy w9 @ forertiar & deifa Seamet u%1 o o feTe 39 @

2. U (Coupon): Tk FUA Teh YHIUT W & S Ikt =l Fldy Icume <l @ills W T
fafde s o forg werm foran St 21 3 ot 31 i W it g €Y A g A
g fopharett 3 Aream & SR foby ST € e faskarett s fmfar g wfdw g
T U o He o TIT Sl ol STt 2 3fiT defet Tra i et i o fog ok
BieT wferd +ft s fora ST 21 ¥ A @efiarn Al 21 4.0 | ST Hae
I IT T T5d ABLA 8| FTA(Th, A 901 & AT @ THen e T 8l 3
fead 5o e 1 %9 W @A * fau sif=g® 8 § Fifs 78 37 W afifee
ot 3t SETehT YR STdT 81 39 TohT, 39 di8 shl Gl st avrasiierar firree o
2

3. ﬂﬁmmm 3f|1:|'7{ (Premium or bonus offer): Wwwmmésﬁ
3T 3cUTaT AT Hare st Wiie o foT Mieames & &9 # & St 81 9% 37| dR w3

wler s fear sirar @ S fore) Scuare Y e [y afyr o a=i uen fowiy O wiieq 2
osr Tfcreael, STMIRRTS <t siig aaar ST Het 3 /T § hHT o Hor s ATH
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3T I AR B

4. O ITTHT HATHT (Money refund offers): I8 IATHT AR T Hifgam fagma= § wer Simar
& for Frmiter ook ffara smafy & ofiae @lie qoa & T 99 aToe R 9 Afe e 39
ITE | T T § HqT T 2, I o g frwente S 36 WE & HaeH & agra
[ERUSIREI R

5. ﬂﬂwﬁ'—r (Price off promotion): Sﬂﬁ@aﬂmmwwﬁgﬁmaﬁﬁaﬁﬁ
HId ¥ ITHEAT * T T Fiaa ait % F2 %1 o T i 81 7T Jie 5
o ufaraTedes Tt 36 9@ | ST Fohd 2

6. IfTNTEATE 3R W (Contests and games): BT & Iu1 § YA oK @t 7 ot
AT T H 9T asft <@t © Hifer I Ieare A7 W o farsht ot argrar o7 o fow 3cdme yem
FT 31 THH T ITHIHT I Tk AT, T STTHM, Th G A1 T TR i e i o o
HET ST & S foreioil & Weh Ot g ST oht ST} @ ST e 9rs afafyat o <@ s seod
S IR ATfe § W ol oft e 2, fored fme o g “Ueh-got o foere i,
T 7 FiE & 0 v T gom & fow [, foqm & faw s aw, onfe @ aw &
HICEE % ISR 8| HIAFI | TET BT FHRIGR A ATell T B 4 FD Fel Teet forstl

I UgeAT HHd o ®9 H Tk =X e fomam|

7. TEIAT (Demonstrations): 39 A& O Ueh U SIS hi SGTaT [T SITAT B TSIHT T AT,
TfeT, ERT A1 FET dh foh S-or ST Tenia foram STt 21 3 fomiy &9 @ died garem,
RS ITHUN SR AT U TETT T TGTAT o o 7T STANT fofidl STl 2| ol SHzmehiersn
SERIERTICAT T T[T X Wehdll & AT of YT o ST 0 qUIshTTeTeh SRR Fah
H Fohd B

8. IR Wd:r (Trade Promotions)

¥ 3T TR O 3T ICATGT ol aTeT § 3T 3¢q1E hi GUET i oh1 318 & Srer
w1 R e it afskar 81 AR gad wfafafEt o 75 8 ot o @ 3w AN
Hjﬁ%%&ﬂ‘{%

1. =T @At (Buyingallowance):ﬁ'qh'f?rﬁmam%QW@?WWQW%%Q
3 IR e o T Sl st Tie s it UTehsT Sl STt 21 I8 ST AR W ST
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o SifoRd o § 1T ST 2

2. W aTqd EEAT (Buy back allowance): WN%WW@H@WﬁW
T Teh ok ToTu S1vam foram ST R1 39 vsfa o agd fFHiar ued IR gie 9T i 18
G{ie & AT o SR W AE %3 @lie % foe vk Fida afd swem s @)

3. T HIT (Free goods): Wﬁ@@ﬁ?ﬁ%ﬁ%mﬁ%wﬁl oveR fersharatt it
G farsharal o Ieare ux Ueh i Uity o1 orar form Sire 2, i forelt a1 2 3¢l
IqTe sht T frertid Tfst ot gt widie w3 fomr foreht shima o firerar R

4. qﬁﬁ‘@? e (Merchandise allowances): D) Wﬁ?ﬁﬂﬁﬁ%@ﬁ% ﬁ(@%mmm
TR @ o SIeRi i JATEST o o [T foT T €| 76 o e, Jeei v e
It &1 9= Yaw i 3 ST o¥ fe S 2|

5. AghT %ﬁm (Co-operative advertising): 39 g * dead, fmfar @t Mg 3d4Te EA)
Tedsh gohrs A1 AfdE stafer o ey o foTg et foshamatl st fomae s o & fog
HEAd BT

6. SteR Feftarg HIHT (Dealer listed promotion): T8I AT ERT KT fory 7w fagma= am
T AR AT S heret § Gau fasharat & AW R ud +ft wfie g € St 3eare
T Tk W@ & A1 S TER | 6 TR &l 39 TohR I Hadid IUHRRT 18T 1 I
1 AT B ST G frsharatl sl TR | T i STTewaendl & o § ST el
2

3. fershY o1 @aei T (Sales Force Promotion)

SfhTrel forshi forshl HereleT =T Herdl Heca ol lieht 2| SAfchTret forshl shi gwTell ST
31Tk THTETTel S o fote farshi st o1 Y= S1cafes e @1 fosht ot daeda &
St Suskr frefefad 8

1. %ﬁwiﬁaﬁw(Bonustosalesforce):@ﬁﬁgm%%ﬂaﬁaﬁﬂfﬁﬁmw
B forshl 5/e1 o warmet @ forsht weteren grr freffea shrer @ stferes amm & forsht a7 ot sie
e T STt 2

2) fershr st afe=nfiraT (Sales force contests): ST & YogHT I AT L &+ %ﬂl, Teh
fafera ararfer o S7o forshar fet ST STl ol ST ot o foTg, =i ferearashi o foTe ST
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T H ok @ forshi s fcrnfiraraty i sirom 3 St 21

3) Tarsht S8R (sales meeting): Tl 3ok, Tow@T TT R T fS, ST Uodd =
farfera, fd i qoepd e o Seval @ TR STTd &) 3 forsht qefeiishl o1 F0i 7R S
o ==t Y ST R
fersht Tarei o AT (Advantages of Sales Promotion)
farsht warei & farfireT o Fraferfaa €

1. 9 YHTA UT ITUTST (Large scale production): [SshT T SUTAT b7 ILIT ATHAR UL HUAT
o IcATE ok ToTq AT TmioT BT 21 forsht 3ht AT s o T og 9 W 3cTe | gha
Bl & o 3fad: 3ohTs AmTa | T ST 2|

2. gATet forsht THLT (Effective sales support): Tkl Gl Fifeart saferra forshr 37t fagma=a
o TTET 1 e ST 2| 3 3T ST o SATET i A IcdTash sTd ol of Hodad
FRT TR ST Aol ST T ATIRAH FHLd &, |1 & 90T T JITEl | 379 § ST &

3. @ T (Quick returns): Toishl HarelT Iuemor forefl oft 3= Gt 919 =g forshr
HR forgro st qoT # w@fed aiorm ard € aread 5, forsht i IgTar o o Wi
forqmee oY e o stferen asft & weww foram ST Tk 21

4. TSN FAEHAUT (Effective Control): TSHT ToTshl Hare shrfshdl | 3TN fohT ST ot
TRt T It 20T S HhdT B I HH HIHH NG 3R caftd 3R S fed
GITEA T 8| TeUT ARG R o T H FHTASHH o WIS o1 HedTh i 6l ofd
7 off g gl

TR Tershl (Personal Selling)

T farshl safeh Teet TTeehl ot 31T T Scare ot et Taar 81 forsht e st
3T UTES o oI T St & &Y T W Hid 2| fosht afaffer &3 areent & forw ot 21 72
g Atk & S UTeeh o TT TUeh § STTAT & 3T UTEhi o IR § HATE9eh SRR o S
Bl v |, 14 fufera @ arferes < forsht wet @ svrdta 21 fosht it o =i,
farfmtor fosht wfafafer, e w2 eare, ket w S aran foshi safw snfe wnfie 2

Wﬁﬁﬁﬁiﬁiﬁ'gﬂ?ﬁ(Nature of Personal Selling)

ST forshl a8 ® SRt soaTiieh TS UTeeh o ATy TH-HTH iRt Tmeeht
T IS SIoH o foTT SUFTT a8 fershan o7+ gfyshron, Suftufa oK fasivy Saame 3=
% HILIH § IcA1E h 9T ad 81 I UTEh i 3cdTe Wied AT A & h GH&0 Hd &
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T i st ST SicaTied i o1 |ed T@d €| AT foishl i T 3= Iee
feuréiiz wer § 37 TR Hieifeer FTdex W um ST 2

TS TEeh IS bl ITANT T o ik o I H TEATE of kel & 7R fafir=T Jeurat
! SYANT L 3@ TohdT 2| ITUETRA Iod hiFdl aTct ScaTal, AT Siee fRIsarsti & e,
AT SATHITA foTshl ol IUINT shleh ST ST € e IATELN H h1L, HrAierd JTHLT (S
HIIhITYIT) I S TS ITHS & ST S| §RT 17 ST TTeehi shl o< ST 2

e fosrar forurs 1 freferfad e wgemd &
> TITEhI ohl GET hl SELAT b I L o6 oTC T H=T T THTAISIA i shi o8l ST
AT |
> GaY G, fIuures ol g dgal ofte I e, JeR iR fasht das w e
Hisd L T T&TH =TT 2

> AR SRR 2T 2l
> I AR SAHATITAAT hT SIaHT JaTe|

> T 3cTE] sh dTehd 3T HHSITET ohl WIS T 3N faqurT forsm =1 s&eht SRt
&

> el AR ATl derel e & foret o= w9 bl g H sHeHr sAhTd
forsht o sfere @ a2

L CRCEIRIE T (The Personal Selling Process)

ST 99 T hell 3R foq 21 s +ft & owae foesphetr @ forsht w1
YT T T &, AR Tg AT A % Teh 1 =07 hl TR @

1. ﬁ?ﬁﬁ?‘lﬁqﬁw (Prospecting) — IR TIsha TTshAT o U=T ROT <kl 'qﬁ&TUT'
T ST 81 TTEAFT HTTId TTeehi b1 IdT AT o foTq Tefiid st 21 W8 g
diq 8 S daifod uress Tt dehd 8 STdciioh, GMTSIsh H9eh, sT9R 30,
SATETF &Y Y IUTey SITH, SATSHIIH 9 § 39y HA Fell 3N hics
Hife|
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2. WI-UERr (GARY) (Pre-approach) — SAHT foshal IGHRAT & 3T =ROT T “Hi-
T et S 81 Suse # fosht weqfa % fog dert e 215w |
HHTIIA UTEehl o S H STTELH M €, S Toh SIS STFERIH| ST Tl
Torshl Sfer <Al 21T ST H STt 81 ST-Tsir o SR fershar 7ot forsht S fr
T IS SR e oft oL Hohdl B

3. W& Teh UESMT (Approaching the Customer) — SATTHITA felsha STSRAT o SFTCT
=0T I "UTEeh doh Gg=HT FEl STl 8| Ugel forshar S Hwiferd ueeh o sfter
TR oeh ST HaTHA LT 8| §0 =T ok SR foishl ATeh 1 "SIt | ara” &
o e firte @rd € ofi wiford Tmeeh i ST €| U8 1 A& SARHTA ATeehi
i fafire sTavasRarel 3T goarel w1 fuifea e 2, wrer & sl oree &
AT T TAT GAFL T A hl STIAT &7 2

4. SI'{E'Iﬁ'Té?lT (Making the Presentation) — SITRITA {aIshT ITshaT o STTCY =0T T "TershY
STEqfr T ST 21 forsht Teqfr # Iedra AT W Yeqd A ATl ferskar wnfie gia
&, ST IeATeT e HareAt o UM BT AU A & TR HAd: Ieare S fersrrat wh
YTa¥H A 2 3TTeet w9 & forsht seqfer Rt weford ek it SRt o geeTedl
et @ o T st feram Strar 2|

5. Ot aﬁagm (Handling Objections)—gﬁmﬂﬁﬁ,ﬁ?ﬁmﬁm%‘ﬁ
o e, ST ITesh o IT8 %o 9% A1 foiard i forsht st giafera s o forg,
fershalT =i 37 TalTel A1 TeldTaTT shi U =TTRT; $H FeH shi IEA1 shi HITeH o
9 T ST ST 21

6. UT SHTAT (Closing) — SATHI Torshar Tfsham H ST =0T Torsht qUF L' o &9
ST STt &1 forsht st ool sRer fersht aht sifam w9 <4 3fit dvifad arees
EiaTt ST o fIe Trft AT 21 36 =r 7 forshl bt qul ot o i, it 3K
VT forehedt o STt shi SIT &ehal! 2

7. WW/WW (Following Up) — SIT<hiTd forshl Sfsham T Hfam =T
=l ST o T H FaHd foham ST 21 STgardi forsht o UTeh shi dqe i o forg
forshl A o a1Tq TarshaT & Tueh T IS ) A UTeeh o T8 318 o 1Y g
TISIET T €, AT foishaT 3va HellTerd T SAHTA fo/sh! T T aohet STad
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=07 forsht ot gt o, foshdr ol IMTaRiierdT s qodish i 3R Eqe
TTE § AT (HE JTH i & aga STt 81 dehar 2

4.6 G forshy wfskan

TeefoiT ufshan # areehi sht S iFarstl o ¥ T, Hod Tdral i forepfad
AT, GEUT AZaeh TATIUA HiAT S HGATHAT shT AT HLAT, HheSIgsl 36 AT
ST UTEeh! hl ATt @i o foTT T2 T STTeR{Sd shaT i 21

39 UTRAT W, Y o JEt TR IR AT TIRT o AW hl AR
R Tt Heeaqut 71 fosht safw ufsrer &1 uw wHE 9 § o e WR %
THA BH oh (G ST Bt SH@ i § 9ET o =1l %8 aR, 31
TfafafRry =1 fasha =k o ®9 | defia foram Smar @ 3t Ucder forshar soeht
Afafes 9T Biar ® 3 FfafRaa I 3fiX geqaredt o1 wtw o I SAEawehar
B 2

1. 3TUTS / SATATIR T ATH AT (Acquiring Product / Merchandise knowledge)

e forshT o U8 Ge Weca Ul 3USHLUT 8 JH & S 98 36 3UTE / HoheTes
TN W AT ® S 98 99 @ ? I8 6% © o 98 7 ool 37U Hhergs &
forToarant 3T ATl Bl T4 & sfees Tfaeqedf Scarel o s 3 oft STHar 81 Scdte
T J s SR TG, e, IUHIHT [Eh1S o AR 311 3= hiAd 1t IcdTal
o6 foreh! & Tgcadul shiteh © STei Wlie H UTeehi oAl sigd Wiiar] et 2

HheTsS o 19 H AT, STiel 3T HhsIsST o Tl ST ek H [ohU SIId 8,
R H HheEs 1 T 3 YA, UET, S@HTA, Hod 3T TE qur
HHeTesT shi forgiarat & S & STHET S R

2. ATgh ohl 3T€AYUA (Studying the customer)

forshaT &1 I ST Sl SATavIehal Bl © foh TTesh o) § AUt Tiiert siedt
THTH AT =8dT & AT 98 Icq1al 919 3R @HERT AT § 1 =medm © |
LT AT TOTSAT, WA, T, ATHR AR hiAd aiid i o g ures bt g
TEcAqUl 2 T IS, foshdT UTew T Fo8T h T e ITH L HehdT @ 3R
Tl =BT HH A AT forshat foig T 9 wehar 81 foshar =1 uees 4 &
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et =feT SR UTeeh i ITeh! G, TR, AT, 79 AT % a1 H 788 i §
G&TH BT =Ry

3. OTgch dch 'C|§%F|T (Approaching the customer)

ToroRdT o TESRIVT T Sexd TTEh! ol ICATET AT HAT H LA &<l UaT AT BIAT &
3 UTESH I A€ FAT foh I Ieure 3Tk U fFm yepm Su=t &1 wekar R
Tk %o dehe fashdl & T oesh i qeae i 3 T =] TN
ST TTiUd s o foTe wecayul grar @) afe foshar forell 3= wmeeh < @y
I ® 3R UTEh ol ATSET AT & IT HATSH SR AT 371 Fafia swdeai o
A © AT I8 UTS ! ITeTd Ha3T § HhdT 2

4. ﬂfﬁl??ﬂ a'QT h{AT (Presenting the merchandise)

farshaT T o8 A A T ATIIIHAT @ Toh SUMIRRT T IcaTe Sht farerwarety ar e
I TET FHET & A7 T2 fordlt 3cume 1 S 7 ga g o fog fesear & fog
3cqTe Glawmadl AR ATesh il o sfie Al ST Aeeaqul 81 AN SAHAR 9
HoheTsS] 3H 3cUTE shl T8 ¥ & Wiied &, diveh J 399 UTH 8F T 19 o g
Y GTH T I18d 2| fIshdTedl sl 3T ATHl 9T ST 24T I11eT ST UTeeh o oIt 3cq1e
EZREINEACHECIIE

5. TfeRrer O ST UTT (Overcoming resistance)

AT forshl TeT W EHIM &1 9 €Md 2| UTEeh ol 7 shael Fo (AR18 Icu1e
FST QAT U6 3 o TC 90 @< o €1, sffosh 7= gai 91 e <1 off o
AT BT ST 3 9HT | =T @lie ST Hehd 9| €AY T I dliehen foig e HISE
B ToRdT & 59 foaeheq e ettt S8 o aehersst o g & = &
3ToraT &1 Wil SISt o AT o o= =2 A o i< 81| TTeeh T €9 4
3 IUTE ! WA ATEdT & ST 9 o T wery sfersh o 2 @1 forsht afadre
IS H UTEeh o HTAT o AT qLloh o

oY wfeier =1 fopelt e = o1t 3 &9 § affepa foham ST wehaT 21 /M
Tk ST & [T TTT T ShroT & STt forshat o |y fopelt off forshl o wmfirer =€t
TET dTed 8| SAdfaat uew IR faskar % offE Sid % gATeR fogel @
st st 2
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YRR STaeeT § e AL forsht st Ufsham 819 €, ST UTeeh shael <@ T&T 8T
2 T ST ohis TIshdT UTEsh oh ST AT ST ok STl AT S o o1e forshl st oAt
ST AT & AT Tersha feig o1 faw STTdl €, 71 qwiiar @ foh forsha &fer Ut e o
farehat 28T 2 A1 UTee i Fo fedt s 2

I, HoheresT oh I | 3Tk ST oh To1q UTeeh hl $oT UL Gohd adl 81 o
E{Ig & A o [T SHHER SHROT & I Teh ST sl T L shl 3207 AR 99
ST Fatdt ok fore Wk TreRfaes s1f=sT o sfter e d@ety fa@rd 2

forshY 3 AT <Rl ATEdfaeh STTATIAT ShT ST ShEAT ATRT FAIfoh o Teh Hohd @
or TTeer ®f T@dT ® 3 / A1 Tk Oree @) 1 e 38U T I L T 2
T H, Toh qUHT FHETad @ o ST qoh UTeeh FS 8| Hedl o ae qeh (oIsh! I T8
BT 2

Tt @ fAued ok S Tk farshdT st ST sl 33T o UTeeh o AR
T TEATAT A1 frsha st 9 A T S © for ek T &g T © dTfeh a8
g Trutied st gor Tor 3Tt sh1 waTaT SR8 foRaT ST HehaT B

W%ﬁ%%@ﬁﬂhﬁﬁwﬁwﬁﬁaﬁmﬁmmacms to be

Considered While Taking Decision for Retail Selling)

A9 T=R TER | e g2 a afea forsht ot fnfsra foran s =nfee, o= o
T o foTu Sreiterer o Arteni o & fore oS e Rrgia 81 g foskar i fordt oft
Tt o wgem @ veer Fforfad eht o forem s =Ry

1. HHTIId WERE shi TEAT (Number of potential buyers): hEI IITE AT FAT o fIw
HHTfod TERT sht TEdT St 8 0 GaU fershl 3Ug 2

2. HHATFIA @GR ST THTHAT (Concentration of Potential buyers): T Tolshl SEd TH &
3R GG shi €T Uk AT &7 H thel B o IS Toh WIIIToTeh &7 § ST
hisd gl

3. WA TS ATAT T ATHN (Size of the quantity purchased): TIET TS AT T T ITTHR
e forshl i 3ATfele Seeriar &1 FHufr #t § T 3R Agcaqul wRF 8l Biet "
o TOTQ 3fIT @y &1 SIS A4 § 9% 69 8

4. Tafaean (Heterogeneity): e fafies & SRS IcaTfed Icel o T | e
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forsht &t aAfares 3fua 2

. TIE9I ST SATATATHAT (Need for demonstration): ST TG Shl AT/ TUTERT & HHTford
GER T HTAET FHLAT ST 8, G folshl T A 2

. STTTAHAT ST HTAAT (Recognition oftheneed): T foTshl 3T SATTTIRAT TH 3T~ il
& STe HwTferd TTeeh IcuTe T SATATIRAT hI U 8 iR I8 I e § Vel grar
2

. AT Y ATTTARAT (Need for Service): FS HIHA! H, IcUTG sIe  T& SUMITHT o &1
6T S fopam ST =1 1 forsht o e 3 =fist otorem el 81 afe et Reafr 2
et g (forsh) stavas 2

4.7 9IIT (Summary)

ferqur g=m firsror I daedq fisror § uier ao 819 71 3 foqm, fosht daed, g
foaom, TR 37t e forsht €1 TeIR EER & 99 81 U e §9R & [, 39 |t
el st aifesd THOTT 3 % fIT wehighd ST 81|

forToT e fershett o foTQ wrrere 81 718 shuHl o TH3ATe 1 Sg | Heg HLd
2, ©R # fafsfaferdt dar 8, wse aft # feer it 7eg Far & i Ica i AT
I TQTdT 8, S8 Ica1e SI=i st SHIfRTST A 81 STt 1 T9rel 81 o fore, fagmamerarsty
T AT LT o6 AN H T THT AT, 3¢ Srara HITSAT T =7 TR 39 Fawy ht wraaht
! T FAT AT S8 o HaTe T =med

forsh Gl Wb 1 TR IUHUT 2 fSraeRt IuFT UTeent bl Skl Wiie & o
I gt & A1 TR 3T TR SeM o e e Siedtet Yam &k TR e 2
3EH 3 ATHTT TR S o, e ST it smfie 2

=feTa forsht ameent % wite faofa @t wwrfad s % foe gaa fskarett gm
TEHTS ToRaT ST ST U QIRheTTed! SUhT 21 et forshar 56 & o Tt wrd forshl
a9 1 I Ed §1 geX fokdr, SRR I F 9Te 6 d 8, Seae T w5
HEW A 81 €9 & F wft e oo v § R Y B A Ferd § i geu s
HheTdT o 7T HEcau 2|
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4.8 T T (Practice Question)

G AT AT 72 FI0T AR B e % wrew § Seord iRy
ST HSWUT T Hae hRishH feRfad i o @ Sl o aui i)
QU forsTa bt aReTive shifSTT) et s & el ot Secid =hifa)
TorRITa o 3TTeae: acd -1 4§ 87

geu faskareit & fog fommo & o v FH-F0 § 82

G foqTo & Susihratl Ueh HHTST Y T AT BT 82

forsht Harel /87 forshl Hareds & o Sewa i 22

forsht el ifrferferdt & gfig 3 st =t wrw Hifsg

. ot dareda isen o i TR -9 9 22

10. G & # forsht darei o m & 82

1. =fwTa frsht @ 22 safwa forshi wfran & sfire want it fre=mr Aifs
12. e forsht o forg fofar ora wwr fora-fop shment o forem fera St =y

A S R I S

4.9 Tgst or (Reference books)

e Levy M., Weitz B.A and Pandit A. (2008), Retailing Management, 6th
Edition, Tata McGraw Hill, New Delhi.

e Berman B. Evans J. R. (2011), Retail Management, 11th Edition, Pearson
Education, New Delhi.

e Sharma, D.P. (2009), e-Retailing, 1* Edition, Himalaya Publishing House,
New Delhi.
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TS — V: Sefterur SR e fershy o 3-Refefr
(Globalization and Retailing and e-Retailing)
TohRTS chi ETEHAT
513
5.2 SETEAT
5.3 SPfTeRoT ST e forshl
5.4 3-fefct 1 af
5.5 5 - Tefei: =t 3t stee
5.6 |
5.7 g
5.8 € iy
5.1 3299 (Objectives)

T ToRTS o STEII & YT T (eAfARTd hl gHe goh:

o affeRTor T e forshl X JaffeRtur & el I |
o $-ffofm bt et STarerRo S |
o 3-frofci ot ST Te STawi |

5.2 TEATAAT (Introduction)

JefiohtoT & TTE STUfEr &, I-T o foh shael TATIRT I1 TS SUSIRRIST hl AfeTd
0 AT Gau faskarett o fory Afees @t fafmion, @t ofik Ao & st &
AT T A 6 T, G Tkl s oSl & S=ie M1 A1y iR 7T, Fhal § W,
I U TSI o Wcred el Tfua foarsharati o STei § SToieT AT =1feu) Tt o Nt # afde
G IRGYd % STTEY, WA 3 fafir= Texr sredt 1 st foram 21
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Taft adaT foremt 3t ATl 6wt ¥ 3T=st atE ¥ € @ iR sTeTeRTesh
qioTTHT o fTT T 3T=eT @ Tiq W Sfed Gaxr forsht 31eft off a1 forspreraet =mor
4 21 = fofg o aet e fersham St Sufkarfa o fTe T e o @ § TR SuviRhT
1 aftorrt Tl sga wfid i w21 uftaes 2 o fee |, g faskaredt i w@
T AT H IR Tferet i 3@ e F wfte 9 % s et ffre s g
W%mﬁ?ﬁ?(niches)mﬁ%wmﬁ%ﬂ%aﬁ@ﬁﬁmﬁw%l
gaU foshamsil i site S= Aol Gau frshdtel & &9 § Gall & qed il U 1S & ®9
T e T ST 81 MR Gex fosht @ & wre Wi #R @ R SR gneen
WA STHITHT sh1 URTHTT o TTC T TIT SIS ST ol STawIehdl 8l I8t S Gau
S Aol GEU farsharatl i a5 U SIS o &9 4 g fed fosmw i wifen w e
AT =few) Siaeaeiersh gaTe 3T AT S ST T dAr |, It gew fasharsr
T SO HTeHTET Reerfer kT Gg6 o o folq siiel o &9 § 3o Toef o TS o e
! G =R, i OIS o6 HT-8T il o foIq i Eare fora Si wehl

32T o 399 A Fafire el # 1| T8 & SR &1 Hare 63T 8, 360 $59
VS TR BT 81§ F Gau fershl &at o, G fasharal o feTg 3o reeht 3T
HAfdshaiaA] Tk Tga % Y T a7 1o Wit foa 2, Eree 3 oI # st
Ieht “itfaren Suftefa 72 81 S8 Tee: HeHl 1 TEU i, TRETe il geratte w,
TANTA & el ST ST F T BT hY GIST A o STEL e fohT 2

5.3 2feRTuT 3R ™t IEED (Globalisation and Retailing)

FefieRTor g ST ST, shufet AT ETshil o Sft=r STl ST Cehleor shi Sfshar
21 e SIfeet 3R Sguafi e % w9 §, FofoRr 1 F@ A g dsfaret forar % w9 &
T ST & ST ST 3R U tdeuararett & i @ dfye, rfafig s
NTIEET § gt ST 2 IREeT 3T ER Snfireht &yt o ot ek a1 72T 31 el
T3 Atk deh o AT SR SR, foreml S wewka 1 o grar 21 e g
w7 § AR 3 HiEhfaeh Taeell & €1 S[¢ €k 3T Thientr i Ue a1ifdien wfskam )
BT, Ee I i oft daftertor  sfoemar 3R ATefreh Fafteror & g o 2

e o forshrer 4 UTHoT-Rredt forTsi bt T hid BT, SUHITHTAT o forfsre st
T STHIETSAT ok Tk HATHET o FTT 3Tl 81 STefreh ITIRhT foreft +ft Icare A1 Hearm & wqe
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Tt 2 weha 2 St fop forg o foreft otmar Torm o) & 1y et e SreveRsT o ot 8 Turer
T A ) 1980 o a1 T, WK sharet [T IR STHT ST 9T 36k a1 eiL-¢fie <fisi s/
T, S SIS, WeH, TH FHR R AT SET Shafi AT ot o T@iiea aret
H3ecie Wiet feul e #, st =t & fHTaT, 2rsed ¥ geieul Iew i T e i
TATOT shleh AT H Teh SIS TET TR shl AherdTqseh S|

cEl ferspateni s %’Q?}ﬁﬁ'ﬂT (Challenges for Retailers)

geU forsharatl & fore i s SHtfaat 81 o g -

1. EﬁEﬁT(Complexity)—ﬂﬁﬁ@é%%@ﬁéﬁ&%@ﬁﬂ@?ﬂﬁﬁw
T &, W] A=A Srefeawemt dsft & Sfeerar i a1 | 8l 78 a9 fF 3R
e HeTeH "had G, d%k HIfd €, At o st 1 o) deren | g6
|1 HE[ shi e UL AT 2] 30 § &: Al Ui wehiaat, fafv= wid, smfefen
forermar 3 =y dfim, faframes fafarerar o au it daifaq swfea-a-fForas o)

2. @ﬁl’lT/aWT BT (Stretching) —@WﬁaﬁTﬁsﬁwwmﬁéﬁﬁﬁFﬁﬁTw
T 3I3H % TAT Ao AT et o a8 1 e i i SATawehal &, 3R
3¢ FIcHS LAl T fIEqR s il SATITIHAT 81 IHF FRT AN AdAs ©
ot & TEdTE W g I Aeaeh IATfeHTESTH, I sheld 3T
FECHT T T EHAT BT L shT SITTT LT 8| GaU forsharail i sg-gefter e
1 | T G FA o6 forg, ot Sufterfa S e uge o aHl ST b
T AT S T SATTTIHAT 2

3. TR (Adaptation) — T FB T I8! A ¥ F&c &1 & ITHIH W6, T,
Senfiifer, shrisret shiere, HETY, S99 AT, AT S AR (| ST U
T-ariafie, Afeh Toha-TE, STaTe o o o oft weeeut g, S wfaeweff 7 e
U gforeaeff Tl (3T STIERT) T U7 T, ek Taa: Tfaeqelt Femt ot seet 3
- JUTET ST TSN T TR FTH)|

QY att fearshr &% Sefiertor st WEifeRd /i T R (Factors Underlying

globalization of Retailing)

1. 3fien foemmar (Economic development)

2. i feafa o g%TR (Improvements in civic situation)
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3. SUHIRHT T m, @aﬁm IR EEE L T gierda (Changes in consumer needs, attitudes

and behavior)

4. TR A=t § sedma (Changes in government policies)

5.d¢el §3:{T IEEN] (Increased Investment)

6. Gmfsd Yall EARIRE a;&&’ (Rise in power of organized retail)

1. 3ATTfeR TR (Economic developmenty — WIRATH U &1 o ot o foIQ Rt
HfHEAT T fIhTE Teh HTILIF T 81 ATEAS T IaTE0T GaU & 6 ST (eI
& fore Som femmar ® @ adeie & sfdess 3o1at g1 wam foram e faeRrm
STHIHIST o BTl H FSTaISiarat 3T i ST & 3T foreehreie TR-Wre uere W™ @
& U | gfg 1 SR o ST 31 o7fden fomme oft smgfaes gew & fog wwifaa
ekt % &Y T T¢ GuraAretl s fTwfaa wwar @ it susdiretl & e ke
IR o dgd TTTHed ohi 3T AT 7, ST STt § A4 16T LI § T{eR] i & fou
sl gl shY AT hLA shY STohT ST bl SIgT Hohdll o Srefsareelt i i I <M bt
oft TR TSR e X Behcll & ST STIST S1ehi, USHTEE ST SN gau &t
3T T FHH AT STl SISt Ser &t H g forshl # sarer il

2. AN T § AR (mprovements in civie situation) — AT &t H FT& H s 37
Y&l SR M o 3G, T AR Ee1e i (R o aret fafiey amarfersr
i 3R SUeey Aeseh aiEe il Jhid Se R MM o Th THee A
G ATATSROT 24 HE Flagm TR S AT WATSIT oh HATA T SIeaTd AT 3 I
qiEr % e elier AT i diedrfed s gate i it a1 Sere
TSIk Tee shi Sufkerfa SUWIHTST ol ST T6a T 3 e 2q Ao T
U o fore setfed sl

3. IUNITRT hI TEIAT, YR 3R TGN H TRAAT (Changes in consumer needs,
attitudes and behavior)—m%ﬁa; ﬁéﬁﬁ@'ﬁa’@’ﬂ?ﬂﬁ@lﬂ?ﬁ,mﬁwﬁ
el 58 21 Gau forshr wfea forqur 39e 3w ot g 3T € ifen 3 2mmafif war o
T 987 SHT | UM fierdt 81 AT 9aT WX, AT S STHIRHT % qod i dal
HATITIE YaH AT 2 S HaT I3eYe H M & Tkt &, Teeh-sifeh, Tennfeh
fere, Sfte T forawor ey 7R afieRtor, @ifer 3 3 e & |Td 81 & ehd ol
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4. AR NATTAT A TEATT (Changes in government policies) — FTIT TTHT o g HIhT TT
Ty fopa @ fop gewr & | wied | weaer foraeft ferer sht srgwfa frefsror & e gl
T ST G forshaT TTe 7o gaw & 7 ety e o foe oy w9 &
=t srmfer & weeeR Aifcra sacTTa 3 Hondl oAt Tetell @ 2 I & I @le 1,
GThTL fofe=T GiEenToT Tt forerm st Gehdl & S8 Egh Serml o S o1, forewft fewdardt
1 | AT, AT G o6 &A1 Bl QT HAT SIS w1 3h1 STAf 2l

ATEAE o IS © AT I & R T 3T & AW H§, T 9ieer €9
I T ghd § Aecaqul Jfiekt fT geRd 81 STSfier R SIa dardr @ foR e
frefett wve S aenstl & RaaTs awadrEe STaeTdl X @hd § a7g o ST
I STl % STTER TR 3T Tfe et sl 3791 2

5. Wgaﬂ ﬁa'ST(Increased Investment)—f{%%iﬂﬁﬂ%ﬁqﬁm%ﬁﬁw T e
HwraATe 39 & # fa it geRfa W it s e @ e @ gm-faeet ok
| e it AE SR yEfa 98 | Sfeafed wwet W it weft stafa snfde
foremrar; amites feufa; SusfichT Y Seta; AT S SFaRR; R geene i Fifer)

6. EFST T hI Wik H qleg (Rise in power of organized retail) — TSA G 1
HiaTstt w1ft G foskaredt & fore #er 3= wera wifsia & dediet &1 St 81 e
7 fmiaret, faawent 3T oier farsharatt & arer o) dReTs Y wifth & a1 st g
T T gau foskar 81 fmtar s1o siieh @ e @ w© § ok it s % fay
SYIRT JIT UeT o 1@ B I8 famiy &9 @ wiedt &t 8 Tl yohR o w2 & fae sigs
ICTGT 3 Tk i oh [T AT ST ol fmfarett 3 gau fasharett & wifsiT &1
it T o foTT SUIHT et 31 T 33T 2| G forshal SIgd hH ST o6 TTER
TR IR e STUT ATIEdT ST TeieH hid 8| I8 UfdeTiies SRl 8 &9 R &
Tl 3R WR A YNGR & T8 & USTR & HR0T 7 97 AN & HROT §9 2
ST THAT § TS T3 qF I qohel HIISH &, AThT ATITAE H it & foreprar aht
FETET 3 % foTT ATavareh Tohdl JaTe Y& i % foTT ST 18 ATiSH g Hecaguf
T 8l
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Sfrer waoT WAt (Global Entry Strategy)

& SATI A SR H YA AT AT SO T 9T [ 2, d 7¢ Sl §
foREaR & o AT | |=T TaTHTiork 81 T foraft 337 o SIS | oIvT YR &l Jehdl 3,
BTcAifeh, ST foh 31T Tk =3 Eeap(d, A e ardrerer i 95 SfeRfirar st stgspferd
T 8| Toreft SIS SaiwT it o s qleh €, T GO ol JoiT § F 3T gl
foreeft sITeIt @yt 3w atieh fefafad 8
1. EIwh IAA (Joint Venture) — JOIRT o eH TR qlehi § H T HIh W hl
T R, fSTeH &1 @™ ScaTet a1 Aanedl sl s o foTe Geet i siegd 8| =
SO T R srdereer gt %8 <9 @ off ot faeft sl i s
ST o TTY WTHET L T SATIITHAT eIt 7, Al I T AT 6t 3edrg S=an
e 81 TTritn W S foawft shufar r foaeft s & orgelt wmeft ya wd
2, TR 37 WTSrRTRET it Seiferd s ST AT o forrei & wwe &t w2

2. ATSHETAT AHSATAT (Licensing Agreement) — JTATS/IATT o ATSHET HS T, shyf-at
"SATEHATET" o 1Y ST T EEATeR A 8, Sit fordeft shuferlt wr wht ' @
fmtor & ST St & Seael SR St srEfa It 21 faeeft dufwt A @
TR TEEE T St a1 Ffir crste Syeeh o ST i A el & & i
T 6 "1 AU I % Th T 1 A il 8 et ffmior wat gro
STANT foRaT SITQT 2, TATSEIRT Toh ot &1 Sieal 31 e # foreeft Som 7 o
U T Al IdT 2, ifer Icdre o foraxft faqur oM forsht ot shm fror sre
T 8

3. Hter =TT SET Exporting Directly) — I3l ST o T ATSERT T AT AT3HH
e A o FATH o SIS, 5 hu AT 379 IdTal ohl foresit # forqwent i a=r aeft
2, ST SUMIETRAT T 3cdTe =il Fata o1 Adere @ for shut fareeft smerme & farfemtor
gfeematt w1 foshf¥d i | 9 1 (aw1 o § sl 8, AR Tiesd antd 3K
SfcreTeneh SN 36 AIS i F© ICITRT o (7T ST ST bl 8

4. AT T8l (Online Sales) — FE HUAT I W TRl SUMIAIST =1 At
Feh, AYTY &Y ¥ foeefl a0 # 9w i w1 T@E wdl 21 Faid & a9,
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HAET AT A I H O Hifeh HaTe H TR W@l 8, AR foewn §
IATET Sl AHATRT S=dt B graifes, Fafq #, shufai e seemt & 9
Y HLA 8, T AAATSH [oThl H $eTHE GRT o €Y ITHIHIST § AT et 2l
39 AIS 1 T BTEET I8 ¢ foh I8 SUETRT T &, hacl Teh deIse I HIh T
FI AT i TS| THRIcHS U&T T8 = foh foesft o # wifaes Sufkafa wenfua
T 2l T H IE SR A THTS el &) R ST, SHehl TLehi §RT o 1T
STeeht 3T A 3 HIROT ITRAIST b AT T THMT I el @ ST 3k 3
T FH ST 2]

5. foraelt wHed St @WHT (Purchasing Foreign Assets) — 3 (T, Teh oozl STSIR &
T T T ¥ A7 3TH € H & a9, 96 T [aawi ot § Tg a1 e
HT| Safer TaeR feess 7em g ®, yoae fas e et B w |e %
TS T R & ST S AT START 30T 8 S Uee ¥ o T R § ot aw ¥
T 2

o= et QYatr fershr <hr ﬂﬁﬂﬂ‘ (Role of Retailing in Various Sectors)

1. T GEAT TISRAT (Food Retailers) — WTE-TEU &5 H 91 HEAT H GaUl forshal s
@ 8l ¥ISF % fTT STeiR 3 foreTret STTehR T 3@ T I7 STeese T 81 e,
IR TR o GaUl foohdl, ST & §9 & ITNETNE 9 F1 ST Hd g B
Thel HATSTAE AU HATierd Hid €, T8 & T Tl €| FHehT el H, GuTaTehe §
WIS 2T fershl 3 37aTa H Hedt g et 81 38H ¥ Ti=rer AT S SAiee sy,
T TS, TTEehi o o, FehedT, T S0 d%h G o1 9o, 3 TTeehi i AT
HaTe (S TR sl fecttedt) wfrer 81 T oft, gordTehe 1 foshl 3171 gea
forshamait Y et § g 31fireh X W foreaTiva g1 v safere ® wriife s1firek s
T 359 A AT IR o, 399 TR Wresdl R ATHYE A6 % HR0T
IR | TRIGRT AT 968 Ld ol

2. TR AR wigd ERICRCEN TorshaT (Health and Beauty Products Retailers) — HHTS |
gfg % Ty, TRA TTeed R Hied Il W e @E K W) 2 3 G & &
T H, B Thdl-3T8EHe Gl forshaT ot wareesr 37l €igd Icarai ol fofshl o Breft
2| TTetifen, BTt o o H, TaTeed iR Hid Icdral  forsiosan atel F Gau JEens
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H ISTA ITAT R TAHM |, F 37 Icdrel oht forshl o1 shaed Tk BIeT feedr & a9 ® 2
BeATfeh, i & YRAT W@ Icarel W 31feres @ &bl 37d: 39eh IR ¥ fewds
T foredT SR 56 T ol 3R S@aratl o Jawt ol +ff 7eirser 2

3. THUS AR mjr%lgarr TorsRaT (Clothing and Footwear Retailers) — 5 hUg T Tvlff EA)
oI M Sl ST sl H TS STell &, forRIoent SifftT det S sTeiii #| 3 araien
I STy HSW 1 T ) TRANe Pecie B 8 3T Tehish et T8 A IR ad
g I I §9 ¥, 96 R AROE awqel i v HiHa uen w1 @i w@d 8 3696
foradia, mmyfes U2 SR S o R ot &, TS T Seael ot TR ®9 @ W
T O YRfRIG TR STar 81 | fefel i dig &, Hepfiie wiel a1 peuel W Hug
HR S s= dTet G farsharett 1 oft sIgh wedn ) Ao Teh-slie sl hHdl o Hw,
ST ST 3T ol HIwdT hl qoT | 95 HH 814 8, I JS! H&AT H ATEehi i THTNT
ETGR

4. WW%MWWW(Home Furniture and Household Goods Retailers)
— B G forshal YR § 5] Fritart TR B JTHHT o Gl & T 8T 3] 36 919K 6
I TR o TGS, TG HH ATYF 3R I Gaur fsharstl = 37 Icural o oy foiy
TR wfe forg 8| gretifen, fomiy et sfaest & e A faear 3 fore st dvmeme
& ST WTET © o I8 3T o N1 o S &l

5, feots "o G;E'{Tf%lﬁﬁﬂ (Durable Goods Retailers) — LT SITSTR | IETURT o oT¢ ST
e § fageft Suder et ufi & Jowr 3 59 & & A1 9 9 aea fam
JUASY Bl 715 2| A ST bl =i o TIC sl o siter Tfaeael 4 36 & 0 |isha gau
forshaTatl o fore forenmer bt Uk Hotal SiceTe e forarm 2

6. AW aﬁ'{mﬁmmwgav%ﬁﬁnmsure and Personal Goods Retailers) — X H
AT Jhg o FROT A A | Fhg 4 A HR SATHTT TEGAT T ST T
e fem 21 38 & ° g Avft & el & fow fomw wew faskar 81 w9 gew
HEATY Ry &7 & Teqehi iR W iid Icdrar i Gau forshl # off 3wl €| 30 & 1 T
Tt ST gau fasharatt o s Shasisi s i Al 2|
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5.4 é—ﬁ%%’q T =T (Introduction to e-Retailing)

AT W3- o1 SHaEm 31 o) ISt & ¢ T *1 3Heh A=l Ueh sqad™
AT T IR o WET SAAZToF HTEHT 6 -3 BIelT & FoFd 81 SeAagTieh SATerTRI -
3 a7 3-FRfT Fad R1 98 3T T HEwa U SIS o &9 H 3w T 2| 3Ll i e
vt 3o foremfera 2T g1 @ S fof e @ e 1 SiagIi i aifh -
Tl o ST ot arediosh e Sete qT 36 TTftheh 377 STSIUS foasard! oe T
SATETIA B 3T &Y AT 36T Hater IUHIATSAT ohl &fer & +ff 21 30k Area™ & foram ST aer
TG SRS S! o BT TR ST ATl TiF-3 | S8R 31T ol 38 SoiagTieh gefia, HedmT
qT TSN St feafa o Hefer & SRR AT 21 ST o o §1ge o o fogmomi
ey o € 78 afcsh TN o1 7eg % 7T STfaTd BTSeRR U Hitede & wma 7 off wated
freleT o1 St el 21 36 TR SqeE sht gfE § 3-Refeitt o sy 1 qoor s %
WiiTTIeTe &mi o foredm o fifed & o Sl ud UTeshi 1 e o HIE § §ie §
rat fa e fa & =feffe =ve fad firerdt @

g T 2T ok HIEH § THIT BT & ST foh STefiarana o forg ueh ¢ awq 21 36
T8 ITHIFATST Rl TS I WY qo S i | Feiford v o 9ed § a1 39 ThR
FHE § 99 U o 1 a=d il 8| ST 1 fedre-foRdre et W uee | &
J9ee BT § ForereT fouue 3wt 3G SR T TUaR e ST 81 ST
ST SN S Tl -TeT, GLE= 2l §-REfeATT ohT qaried w1y firedmmr iifer o 3ok g
3O ICUTET hT ETY IUMIERAT qoh TG Wbl €| SHY ICUTRT oAl ST WCaT off srifer
2t B ATHATT AT THRT FATE F 377 Jawit o 3-Refefim a1 ey e fero, forshr
AT I TerT FT3TY 9T B

A T Feoht SRR i o o Ueh ATfoTToereh SemTse dom T 718 8 o Fe
H1EE AT 3- Mo |18e o 10 © ST SI1AT 2] SIS o ATIOTISIR0T T ISk iS=dT & ShiXuT 5-
feefefm =t = ifer fireft 2 <ifer firset o T & Seve difeet ot qon &t ot gormerdt =na
STEt STenRTTeRa T SEdHTe hioh ST SAadTd | hIh! Jfg 85 2

's‘-ﬁ%%méaw (Steps of E-Retailing)
forel) oft saTaTies el ® SATIR © G oS TR o wiF-ad i Ued 2| gt
e §-Refeftm o g = Bt €1 fory &0 & Fear forsht o foru s =rsh smenfres -
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3 hY STUET BIA BT 8; TEH ToRel TR o HHIIG ohl ST & idt 31 7 & Sy faar
ST 21 9 TehR TE1eha SATIR <5k 3hl TR 1 &1 FHHTTHR T 3 o 8-
3-feefeim o s =T Frferfaa 2-

1.

@H(Search)—@ﬁwaﬁaﬁéaﬁr@ﬁaﬁ%%q%ﬁﬁam%wwﬁm%la‘s’
eRT TP ST o §-Refof AT H U €1 ate o S 2 @) ford eRw feret
SYHTHT 2l FTHH & 6 FIT TR goht 0 STHT T €, 3ioh ST JehIL 3-8 o
HTH H SR G o I @6t W 3uciod $etie S-ohiHd 3 Bidl 8| §-FM s
SFTETT T Wt 2l Fehell & AT St il -3 1 7 dcd o« Ul & foreren A @
forshY o forg wmet o fogmo foram SaT R, SEeh Tedte foRam S ® 3 39 YR
GlIEaT sh 5hF T shT Teh BTE JTCd 1T 8] AT Tiear o [T T A1 sl
% SR T YT T o ek fferfa 8-

o TIEA T UH HI AT §T T = FEAT - 5ol TAFAT FeTHE <A1 Al & el

o TEel ThIA e ot 2

® I SETHE §-FIT HIEE T Ul T o [T Hel $91 hT ST HEATl

o TR it aTet forelt qHL U1 | TR T STl

o ST T sh Tt st ST Tl &1 S sf=i dTed fohet ot 3T qaT &l

o ToTae W TS o aTet AT foReT o ST STRITee foreT ISt T =R—I Tl
Teh SR ST Tt ST T2 ohT T <17 STl & el UTeeh SEH 79T hid shish aTad

BIFT TR 38 U $eE Ud I1e ol M9 Tl € sfceh SIISSK | 39 93¢ ol ifohd
FTAT BT ]l

2.

TSR (Order) — IFE T STHT ITHIHAT T ST JHMIRT FEAT BT 21 TFIITA G
STV HoHSTSSl ARG ohi g GU U fohTTT & H FormT # STl @ a1 s8eh forg forelt
T WETT ST 8| $-GHMERT T T T getargTiien alish & +ff 718 Hag ot S gehell 2|
SISl T 3T U1 I SITAT & 9 o8 41 o 1 forst o &9 7 fears a1 81 391, S &
e 7 forel} <o TeRe ohT <RI Uk 3 SR AT |THT 3T ST fa T STerT 2

QI 3T W UTEeh b o Tohelt ZIehdl AT 3ot | SATHT T =hl T&qU SohgT hich Tf

foret ST o fofq &t 21 7t st sre-arg gt o ft orell STelt @, STt AT A7 g3t
T T e SAGLIoh Slohtl H I8 T ST Hehdl &, ITeh! THIET shl ST Hehll & 3N 3=
T ToRAT ST HehalT 8 EGaRT sl TishaT O &1 S W 2Rl T §¢ /AT 1 T
ERISICIN
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3. STTAT (Payment) — WHTT AT SRESAT T Teh SR = F A T IR WA HLAT
TS 21 SAFATE 3 A o FoTC THT=IaaT ST shiee-ahie o1 o4 aat faa
ST 1 3Rt $-gohm Tt e Shee- TSt 1 Eefte el 8 geeh sttt 3-
TeRcl o1 ¥t forehicd BIT & TSRk ST SEehT YT TR SIT Hehdll 2
4. QS (Delivery) — SAFIH AW § Glle T AT hT Gart hT HIHAT TS0 &
Ufier v Sifeet & Rifer soH wmTd ud forvard ST € wiwer st €1 qenfy, smw
=5k o 38 0T H BT UTeeh § YUaTTT ohT Sl forshell bl AT Il & HIT fershar
& TR 3 R R SHehl AT & & wfgfd s 2
TTEeh TURATA ol | STOHT AH T o0 o STl 8, Sfeifeh $-Refedt o e oAt
&t A1 26T STt @ TAfoh I8 STgfaaTse ud T 8id 8
Rl % A @ sl fore =St 1 ST 918 § o SHeRT TS S Hehd & AT
T forg 32 fecftart aifer ot wrefter At 2reft 1 §-Feer bt peat feramor Seardh +ff T
TS & ST | oh STTET & T AT & ST AT STt hi ot gfed o won| 3w
o foTg, QU STeTT-37er il § 1 ST Hehdll €| STel fopell fordrel sht el & +ft S1eh g
ISTT ST Tkl & &l dTel el o forawor o forg werrfar feut =1 €T 31rervaes 2, Sraifens fomeft
TR o AT W SHHT TIa0T SHATATE & FehaT 2
3-feefelm o fofw gerht yorredt Sedre o SThT, ok Tohed, dlcehlictshal qT gl 7T
T1vit 21 38k STl STUETToha S SRl bl STeh o WTEA ¥ WG [T ST ekl o I
I UTEe & qreIm § ot 9Ted AT S Hehar 2, wAferT gHEn 9't 3 Bid) § STet e
Suersyy &Y BT 2 3N qrdet Bt feut & arae ST ggdr 21 $-Feer g gt Y g
Tt & aree # 1S s T B 81 ek SAfiad Tk 78 +ft fasred gt wehan @ fop T
TR U T STohT AT AT g3 TEq3T 2l Gt ol STQ) getereriies Faarit o wre |
3Tt g ferehe fireran @ fo o1 a8 gdt e =med 21 Fo Vet e oft it € et
it it AeavaeRar & Bt | 3arer & o {-fehe anife ot s i S HedT R
HATST FHMI T ATTH WSHT FTHEATIAH & Fohel 8l forshl Iwr=d forehed # SAes
HETAT T G Bt 81 IcqTe Herell STHQRM o fAIq IeT U7 T T foRal ST 6l 2
UTeeh SATATS TERIT o fIU $-Ued b ot T=INT T Tehd 2
38 Ty §-fefei & fafimr seardt st @i ot gfoen St /1 aga & weAr i
AT @ % SRA-Tegcak 1 TE Toh SAcarawdeh 3T 2| <foh 3-Rfefm o v i
Nt =MeY FHIAT Hferehat 3-Reer % fore § €t 311 (EDI) 3t ATl 2@ =i

Tl TR — THTE 426 T&T et Page 134



X fRrear e, HereAT e sqwrsdie fedt foraferamera

T AATEISF acd Bl 2l 3-Refeim it v oo 7 ot @ 36 3o ot &9 & faw ame
Tt 26T STciter shi ST 21 T8 T A 36 S SR AT 9 STl & 5ol TS $eaht
forsha o ure ik SucTsy el BraTl del T Za ek forshar =1 fafmfan skt @ o forg
STTET ST T 31 JAITT $-HiHel fershelt 3 forq bt 7ot Saft sttt ST aTrarearsh 2

3-9AAT (E-visibility)

3-3TAT o I A€ TE 2 o T4 PRt AT A1h-Tolshal shi 3T SerTse &
5o fTT 32 5 Feer ST BielT 21 VAT B W €l 9 AU ol WheTdl shi STUETT T
AT 2l T 8T Fawreh e 7ot Jerse I[® it o foTu bt e foram &t 3ii et
T TR ST # 3-Fe e Bt ST 37w &, 9% 39 3fF & ST0ershd Seat i
ThdT 81 3-339dT o fIU fosae 3 ook, a1 ST shl Ukl qom ekt it Suctserr el
It 31 $-qeera sht S faRard fefafad 8-

1. ®TSE ATH (Site Name) — 3-RTT hT HTEE TaAT TR ohT Teh YT Ikl JIHCA
(URL) & ﬂﬁURLW‘ﬁ(WﬁE%@@HW?ﬁEﬁW) IR AT 3 16
TG Heh 1 WIS S AT foRaT ST Hehll 21 Sl SWshT Ush SUYerd ATETROT AT
TG 0 AT ¥ I1E TG T 2

2. Wﬂ'ﬁ%ﬁﬂ'—r (Conventional Advertising) — sﬂa% ST IFIATT SR HTEIHT
S FHTR O, e o HTEH H Yedel &9 o fom s 21 78t ae foh
TR H T fohT ST aTet et 0T +ft gt ST EIell €1 $2THE Ul o T
foroet < e e et 2 8-

® SHH TS 1 iqET e 2
® 3T IATEeRAT 3R I=a-SeNfehT T T=R &t 2
® I 3T U o HIEAW § T Tei ook AT § Tg ohd &

® SUY UTEh i UdT TIeTd & foh HISH o UTE $2LAE shl Glore g

3. Hae TATUA AT (Link) — TTEHF T FA AT I8 Th =S WIH 2l 9 |
Hefer TTIUC shLA i T o Glor git 81 aef 0t ATATsT forsiia oft arge | defer
AT LT T T & TS Hypertext links T8l & TN ST o SGETT % fTg
fafi R % o= W<t % Aremm & off defy wnfya fope S 81 w5 Hely
T S o TTT sTa o STt 2, 5 o 1T TReaiish oF=: efer Tmfua
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L AT T ST 2 Safh F9 T8 e off S 8 S A & A ¥ o
TV T TR AT =TEd B

4. UTEH (Portals) — SIS TS L 38 oF H ST T TRATHT o HTHA Teh 56 IHLAT
& orm 38 Tuferd Sy Wit et 1 39 U838 i 41t hed ol It 98 €I
2T 2 et ¥ Fetie i glrem wre Y ST wenRdt 21 Rt Aol 9 | S W
forma Y 1ot foriwar Bt R1 5o 3rarld A T DR-S1e ST I B
& Tt § Faret i T Hi +ft Bt 2

5. O ST (Search Engines) — T S5 TohHT LA HTSS T IdT ST ol 37T
T 2 T Tige ik S SR % dR-ade Ao B 8, e 3he |
SRR <aT @ fore@ g g &1 s @ fo 9 STerrt 35 @rgel | gefiers &
TS B AT 15 TTd ISt U I8 TR 36 aRE ST B 2

6. STTRITA TAWTRET (Personal Recommendations) — T3S I UTEeh UTed o T Ueh

aliehT ATk FAhIiT T 81 HqSe UTesh 36 |5 2l 12 Tl [ I8 Ao aredl
1 3 G5 o S H FqTET| SHE SHRT = S|

'%-gah‘m (E-Shop)

S T $-ghM 8T ATHR-YhR H GIET=R giedl € foraw sifereh Sfeet amgel & o
IcATET T HarSHT T it FERIA BIAT 1 36k Sl A TS ud A ot i
forelt Suged $-gohM W SATUeh Glerd Suisy Bidt € forH feferiaa s wfaet fepar s
AT &-

®  UTEe USTIHT0T AT UTEehi 2hl &<l oh STFAR SThTdl]

o fo=Iy STl ST STHATE Nl

® IS TS TSI TAT ST Tgferail

o Il & TR H THHRY, TgUT I M aTel I T ATehT shl Herr 3 g
RIERIY

®  TiTSehd FLer Joredil

o forsht ST Harm SR Wl

® W3 eI, WIS hl Gioumd 3T
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® IR § Heferd HThgl/ge | I Tierftet el
o {aT H YUR TUT HHTRIF TAIFTSA! 3l agraT o % fAg Afqqf¥ (Feedback)
oA

36 TR 3G o THE TRl 1 Ffeiiad Siiiehi o fwvia e fohar ST
AT 2

1. AT ATHH (Online Information) — $HE T=TId égam:r & I § g9l
AT TLEERT bt THHRT & ST 81 36 SRR B gt it a1fiies fdie a1 an
T e A1 HTeieh 1 HeW 3G B WehdT ®l 39W Ig FHg ghaT © R €@mse
arEdfaes vd wet 8 fSrd uree Tved 2id 81 398 98 favard | Siar @ R S
5 Ueh ATEd(ofsh SATITI €SS §] $EH IS IET-Ut Te1 2| FafeTy s3I Rehre
3 oI 3ot 1S 7 g wfafsd sive T Erar )

2. WIS TATAT (Site Navigation) — HT5E HTaH =] fesired # BT =nfe) afe wrge it
festeT o=t 7t Brft @ < s forer 2 Siem) v g v e @ e s|
TS W el U 3R T & 30 W e 3 3R T & 36k a1 foRet | s |mse
HATEH ¥ T3 o FeIohish, Si foh 8 T3 T YTW BIT & QT |15 8 3T ol ST
et 21

3. IUIE 3ihsT 31T%Tl'{/11§ﬁ (Product Database/catalog) — ASHTSE H 3IcUTEl ohT ToaLu,
YA ICUTE ol hld Tl IHehT GTfera ot feram Tedt 21 ureshi <6t AT X §-gohi 1
foReqar ST SueTsts shar sht SRt il & ok foTe gkl SihgT SITem yoret! 4ee
T =Tfew) fehaTer sh gehT eI TaReTTs $6 Fohr <t omTferait oh &1 Helleed IeTetn
2

4. TTEH GSTRITT (Customer Registration) — S-hHH HTSE shl I I & Hehe! & b ATSL
1 FEAHTCT T o Tt STUAT S TehTuT UG ST ST < Tl =hls SATST T&qq fobarm ST
AT & ST 3T SAFRRT ITed 3T ST Hehel! 21 AS TTEh STUHT @Il Werd © AT $oh
fore foreft arforelt oTfe ot @lie oFad & F $-Ta™ TTEehi oh 310 S H a1 ST 9
I TR T IR foreqa S Smafdeheatart st AT B 2

5. 3TATST ATST (Online Orders) —é-gwﬁﬁwﬁa%@ﬁaﬁm%mm%
T o <TRT HATT SIS AT T & S HAMI b <RI ok 378 2Iohil H T Tgal
{1 WY ST hiAa ST et off St ot ST wekdT @ SR ST AT S S STE T 8
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Tt T 9T 99 TET ST HehdT 81 IHE o ST o foT Ueh S 9T 984T 8 31T
AT o o shfee 1< wea qorm guatt o forg m e ffdee e 8 2

e W WA TR AT forepe & 4t afterear 31 swehl wWhela & Swme
forshrer oY it 81 AT Tseft STRTY o O3 % forw e we gRfaad T 21 A § €
TS (EDI) g1 o foRm S weran 21 S oft e @i it St 2, 36k fe A
HETITET ShiSE TS o1 SAN o fohall STTelT B SAfreha 3-gohH @vft Toh o shise shrel
To SfeIE ST ohT SEAHTA T 81 3T Al S-hiHHE Tohel o HIETH O +ff I8 1 foramr ST @1 8
STITeh FaE TET AR & ATk SEhl TRT FTsRAT A W & 9991 Bidi ql

&t o T 3 & 5% T o HETeA AN q2 HaT T9R o ST 21 T st
ATHTIE U Ho-3TT SISl oh oI B ST T 39 Hafed § AeT=eh Terar &t Sirdt 21 afg
HTHATEH 3 =hl TS ST o6 1Y o TTeldl &1 ST €, A1 3 TEq3AT i G &1 & aag
HTYfdhed! bl ST TSAT 2l 39 ThI oh! GHEATSAT o e § 55d & STHaATeT Tgfefshedt
AN TS FERIe BId &

5.5 é - feetem: %:ﬁﬁ'QT R AT (e-Retailing: Challenges and Opportunities)

é-ﬁ%:%ma; JAIAHX (Opportunities of E-Retailing)

TS o St # 3-RefelTT o rare U weeed shi & fetictiad famget o arem &
T T Fhd -

1. Fva-=amdt 3= drenfeh it FEAWAT (Access to World-wide High-tech Image)- 3-feefem
T Tolg F T ATeT A ki fagaeardt sraae Rufa i ST adt &dt ) ures
T TGS ScaTeh sl IdT T o fofT JerTEe 3Ed & S O TrnTd oeril &
I7h! TiE T o ToTT S6eht TR oL Bl

2. W%W(Homesmpping)—sﬂ%wﬁﬂ?é@ Wﬂﬁﬁﬂﬂ%‘cﬁ%l 3-
feefetr @ am, wiidh, a7 o we e ofe St Wt w61 arHar T8 St g 2|
SHh AT § forars | fo o 24 908 TR foRam ST Wk @ 7T qHY YAl § I8 el
ST HeHAT € foh 32TTE 3 LA & B 9 Tear i aret forear # whet oft forelt oft S
T o = T O 2T T Wler! R dehd 2
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3. hH ST (Reduced Costs) - STATST SATIRT hl TTF TS T T B ATt 3 hl ST
TEl BIdlt € 7 € U IO TR Al & STEA Bl @, Fifh 36 ATER T TIET
IfRrenat Tehralcneh € 2T 2

4. X UX UG (Home Delivery)- T HTEH § 3 [T 7T HHH 370k BT 9L Ig= U
SIRES

5. HIGTehd hiHal U ST TEAT ShT TG (The Latest Thing at Bargain Prices) — SIS
o TohT 1T WA <A1 2w <hTohl oh# €1 Eehll © a3 WA TR Gt SR 3
IYTSE HHTT © hT SATE R Foher o & Tehdl 2

6. 3TTT T ATEd & AR Wil'l%%f%(wmt You Want and When You Want It) - ‘Q‘Zﬁ'{ﬁ?ﬂ?{:
forett +ff oreq ot Forelt oft W et Wel S T STae 3ucTeY Bl

7. HATATEA ToIsht HETAAT (Online Sales Support) - S HHHI o AT AHATE I8 SN
T Y ST Tkt © Tob IRt foher e SuaT fepa o) fersht Suarear gramet o fore -0
+ft T SRR |TE 81 ekl 2

8. W%WWWW (Open Trade Options For Everyone)-s‘zﬁz‘eh“r‘olﬁwtr
AL RIS off SqetvraT fohedt oft =arfeh & s weteht -7 A & fore T 21 3-feefet
foroar & et off &1 werelt 2 ol T fo § 24 wv2 Teft St @ AferT sTfreRar W
AT gt i off S Bt @ o wa Trar @ e fSeeh fTg, rar it &G gear
2

3-feefetwr st gtfeaT (Challenges of E-Retailing)
3-FRfeT o et U AR o € e sHehl Fo B A A «ff § foe Fergan
ESUCACRIESIRCT

1. TOEIAT TUT GIEAT (Privacy and Security) — 3o & AfeRdt eeaTeT wd dvrfaa
TS o T SRR AR ol MOt qeim foredi oo ol Jea T o=t &t
fowar 81 e U % IR AMETS SEwd I B WIRY — AT, TS EHH,
v qem SIfieig stdTeReRdl | Ge| BTge ST U 9RaT-eael it a6 W
TSHTH T 3T UaT T At e off Y s =iz

2. Wlﬁiﬁﬂiﬂmanspecﬁngcoods)—ﬁ?&l@aﬁmmaﬁmﬁﬁﬁéﬁﬁ
AT IR ¥ oW Tl 8, T Gohd & AT SehT SI1el L bl & ATk ol T IFehT oY
TR AT ] 3R SHHT 317 foawor Sucisy BT © /@ UTesh Tehiia st 37
e 1 e A & STafsh Y wvie @ o areda 7 3 et et oft 8 wed 2
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3. FUEN (Delivery) - &1 AT 1 el GG I ST & TgT FHhT ST I bt
ST 2t €1 36 GYaTT o STET A BId & 8l gheh |y Al A off wnfiet gt @

Sk EehT Teh SN 2
4. AT AT TEGAT T ATTHT (Return of Goods) - FHF =1 TS HHMT hl ATTE H

HHI ACT € SN FE Th IAYON 1 AT 81 F8T o foh ATTEH fershar sl @@
T AT A et 1l Il et 2

5. |THTRT 3= TSHAT (Social Interaction) —?Z@zqrgwqaﬁaﬁﬁw W T &l B
STTIeR 7o TIETE AT T o |Ter qohaTl 3 o FoTe SIS H ST 31 ST i &

5.6 TTIIT (Summary)

FHfYSRLOT U Telcl FfshT € ST FHH ST @ ST EHTST 9T ST Gatl AN o forehrg o
oft STORT Tl & T 2| FTeT qeheiIeh] shT ST ST AT 9 H =12 SATa 37 fmn
T TuTd JETRT o T AT AT TR 8] 3T WAl AT, e AR FE,
qrATiSTeh 37T HiEhfaen, 3T Senfieht 9 TSt o Ashl ST 1 e fam I7 afEd
HATST o1 ek g1 # o TR el e Icare A s, SR Ak HEehid TS o Hiae
3ATereh TR BT M) $9 STl I TSI G JeNT o6 forehrd T ff S8 T ST 2 Gl
forsharedt ¥ ftre wfceaet § 3f¥es et it Aar & T AU Faedia 37t afyes s o
STOIRT AT Y6 R 3 2

ST FSRATCAT hl AR § Saad A0 8 S 31 9L o4k e &t
3TI TSR T % €9 H 9@ © 8| Aemre, AshsHoed T 2wl s fead 3 g feem &
W 3BT | I § G forshar 37 Raarfedi § 7 o @ 8 1R 39 Aaiire Jed
1 qeTaT S o fIT Frenfirehl geaaia i 7T &t & |1 J2AT L @ | SHeRT e
T ! St G ATATEROT H IId Hed Y HEAT 2] AT et I&T o § f8acs
3T STie STt

e frshel fentem fob 3-REfef et Ush Hat demmse sMM o o # el 2| Th
TG WG TUHR] BH SAaER ASHT T HTART A, AT Aed S,
HEATAT T T HLA T $-HTHE T8 o AT ST 2T TTHATSAT hl Tehipd il §
3TUferT IR | TS fersht & AT @, F® e TSR B R qe TgeT wed
&, S8 3 IR AL &, T SARR §-NfAT W I bl ASHT o471 @ €, @ F9

Tl TR — THTE 426 T&T et Page 140



X fRrear e, HereAT e sqwrsdie fedt foraferamera

Trafe 3fE & FEd € foF wuel o Tl % R fer St STYa T ST € -
AT i I T &1 e ST a1fey) - feert % fog wed et
h-Ug Toeen T eI Hfsd T 2| UTew hadt vl aTa8 3ATd & S TRIGRT & v
qE@e 3R %d W® Tl AH-A1E Tlie A aherar & T=ST ST a8l 39 Sfed
EET T g7 H, Rl STereed STt WiHifae sraamon a7 F4 @ IR I8 o
T G H HIST HRX = ATHT Gt TN o foeTq AR AfshAT 3t SIgd wereh 39
el eI fafer &1 wendt 2|

5.7 SV T2 (Practice Question)

PR T 27 FTRTOT G forshl Rl fohe ShTE SrwTfera fofarm 22
FTRTUT < SR G forsharatl i I T Soor@ shifsg |

G forshl & FfTRToT T TEifoRd it ATt R HiF-h & 82
fafir e s worfifa - & 82

forfar saraenfen &=t o e forsht 1 R fie 22

$-feefofm s 22 E-fefeim & s =T - & 2

3-gIIAT T 82 3-gAT shi T forsrerad 82

$- TR T HI-S 1 6 GlreTd Iuersd T 82

. 3-Tefeir o & o IucTey S|l 1 Iecid T |

10. 3-fefetw st =t 82

I I I SR
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