Sr.No.4081161]

MAHARASHTRA STATE BOARD OF VOCATIONAL EXAMINATION, MUMEAJ
EXAMINATION - JULY 2014 |
CERTIFICATE COURSE IN RETAIL OPERATIONS (408116)
TIME ALLOWED - 3 His.
| MARKS - 100 |
'SUBJECT ~ ACCOUNTING & COMMUNICATION (TH - I)

mstrucnons = 1) All questions are compuisory
2) Figures to the right indicate full marks,

(.1. A) Fill inthe blanks (Any five)
3, e is very important in modern world.

.a)post b). moblle ¢) communication d) Telegraph
2 meememmmmmenne gmaaman is the efforts of persuading people to purchase goods.
a)production b) Salesmanship ¢) Trading A/C d) Balance
A Means a group of Accounts.

a) Ledger b} Journal c¢) Trading A/C d) Balance sheet :
4, wmmmmmmnnne e is the modern effective medic to gettlng lnformatlon about

Service and goods.
a)sales b) purchases c) Assembliy d) Advertisement

5.When sale is complete and service given by the trader is known as
a]sales' b} Delivery c) After sales service d) Sales

6.In Retailing trade transactions are -«--==s=-s=-=smm=memmmacemeanonaaa-
a)low b) More c¢) wholesale d) maximum

b) State statement True or False (Any five)
1. Seller must have up to date knowledge of goods.
2. Communication is known as blood cells in the business.
3.Balance sheet have debit and credit sides.
4, cash Transactions are recorded in cash book of the business.
5.A motive may be defined as adrive or an urge for which an individual

seeks satisfaction,
6.Retailer purchased goods from producers.

c) State long from (Any five)
1L.P&L A/C ‘
2. V.P.P. -
3. WWW. | -
4. P.C.O.
5.S.T.D.
6. Ad.



.=

dj Match the following pairs
'‘A' Group
1)Video conferencing
2) Trading A/C
3)Tolerance
4)work planning
" 5)Travelling Salesman

oera eusma

( Any Five ) -
' ‘B ' Group
‘i)Anger Management
ii) Time Management
iii) Financial paper
_ iv) Modern communication media
v) Gross profit orloss

6)Balance sheet ' . vi) Retail Trade

vii) Types of salesman

Qz - Attempt any two from the following

1) What is communication ?state importance of the communication

2) State characteristics of salesmanship
3) State Busing Behavior of Indian consumers.

16

4) Positive image is very important in personality development - Explain.

Q.3. - Attempt any two from the following 7
1) State steps in recruitment procedure of salesman.

2) Communication process explain in brief.

3) State primary rule of entries registered in Journal.

4) What objective making of final Accounts?

Q.4. Give answer in brief from the following (Any two)
1) Explain qualities of goods salesman
2) Explain goods of internal display.
3) State barriers to communication
4) Define ledger and state its advantages.

Q.5.write shot notes an any four of the following.
1) Training of salesman
2) Cash book
3) loos avoiding ‘in retail Trade
- 4) Grooming ‘of material / goods.

Q.6. Attempt any two of the followmg

1) Explain briefly the funawutalls of good sellmg.
2) Explain communication by explatlon

3) State Types of salesman - . - - N
4) Explain the importanceof Tally - Account

= e
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. Sr.No.40811612

MAHARASHTRA STATE BOARD OF VOCATIONAL EXAMINATION, MUMBAI
EXAMINATION - JULY 2014
CERTIFICATE COURSE IN RETAIL OPERATIONS (408116)
TIME ALLOWED - 3 Hrs.
MARKS - 100
SUBJECT - RETAIL OPERATION & MANAGEMENT (TH -1I)

mstructions :- 1) All questions are compuisory
_ 2) Figures to the right indicate full marks.

QL. A)Fill inthe blanks (Any five) ' | ' 5
1) ~=-temmmmnasnnnaas Situated at central place of the city.
a)chain store b)Departmental stores c¢) whole saler d}Mail business
o 2) emeeee “ermmem—m———— means sold goods as per demand of customer
a) Retailer b) Dalal c) wholesaker d) Middlemen
3) Inthe chain shops the price of goods are «--s-ss-se-s==mmemnsmav
a)low b)more c) suitable d) Non suitable '
4) mmmmmmmmmee e Maintain self services

a) chain shops b) Dep:artmental c) whole sale d) super market
5)Traders send their goods to customer by «-s---s---eme-nememmeneennens o

a)mail order business b) chain shops c} Departmental d}supermarket
6) emmsmenmmammme s is the main factor in marketing.

a) Producer b) Distributer c¢) Customer d) Seller

b) Write sentence True or False (Any Five} 5
1} Super market is types of retailing.
2} Retailer available local serviCes to the customer.
3) Mail order business is successful in India
4) Retailer rendered after sales services tothe consumer
5) Departmental stores situated at crowded area and central place of city.
6) There is no direct contact between retailer and consumer

c) Suggest suitable word (Any five) ' .5
1} A shop who sold goods by various branches of shops
2} A last person who needs to use goods
3) Alast middlemen in distribution channel
4) Goods sold for fixed one price
5) Use of Knowledge and sill for certain effect
6) High level and lower level to be joined by managerial level



d) Match the following pairs | Any tive )

'A' Group "B' Group
1) 0).T a) All time money
2)P.T.C. | b) Primary Teacher Training
3)M.T. ‘ ¢) On the job Training
4)T.T. d) Practical Training centre
5) . ..ATM. e) Mail transfer

f) Telegraphic transfer

- Q.2. Attempt any two from the following 16
1) State factors attracting global retailers to- India

2) Types of customer explain . 1 . - :

3) How you will do administration and management of shop?
4) How increase loyally of customer about goods?

Q.3. Attempt any two from the following : 16
1) Retail trader- a separate profession explain
2} Customer decision making process explain
3) Sources of receiving merchandise
4) Explain planning process in retail trade

Q.4. Attempt any two from the following : 16 )
1) Types of retailers explain in brief -
~ 2) Lay- out of shops explain
3) State sources of customer information
4} Pricing pohc1es - development explaln O
Q.5. Write shoii's notes- . ... ... 7 16
1) Retaijling in India |
2) Customer loyalty

4} Vieual merchandising :
&) E- Retailing S

Q.6. Attempt any two from the following , 16
1) State Changes in the social structure and consumer behavior
2) Explain the concept of lite cycle in retail
3) State role and responsibilities of traders
4) Explain Exterior after design
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$#.No.40811621

MAHARASHTRA STATE BOARD OF VOCATIONAL EXAMINATION, MUMBAI

EXAMINATION - JULY 2014
CERTIFICATE COURSE IN RETAIL OPERATIONS (408116)
TIME ALLOWED -3 Hrs.
MARKS - 100
SUBJECT — ACCOUNTING & COMMUNICATION SKILLS (PR-I)

o

instruction :- 1) All question are compuisory
2) Figures to the right indicate fall mark
3) All question carry equal mark.

. 20
Q.1 . Journalise the following Transaction in the books of Vijaykumai.
2013 .Jan.1 - Vijaykumar invested capital In business. 60000
7 - Purchased goods 10000
15 - Sold goods : 6000
25 - paid cash to prashant ' 10000 -

31 - paid wages : 3000

' 20

Q.2. Demonstration of personal Interv1ews for the post of salesman with

the help of following points .
1) Object 2) Nature of interview 3) Information of candidate

4} Educational Qualification 5) Knowledge 6) Experience 7) Salary
8] etc.

20
Q.3. State modern means of communication and draw a diagram of following .

I. Digital code
II. Analog Code
III.  Process of E' mail

Q.4. Prepare a spec1men | 20
1) Specimen of Reglstered acknowledgment due.
2} Filling of Money order ~ . fpvrm
a5 - O"TCL\ {10
®6 - Tavw -work 10

L



Sr.No.40811622
MAHARASHTRA STATE BOARD OF VOCATIONAL EXAMINATION, MUMBAI

|

EXAMINATION - JULY 2014
CERTIFICATE COURSE IN RETAIL OPERATIONS (4081 16)
TIME ALLOWED -3 Hrs.
MARKS - 100
SUBJECT — CUSTOMER SERVICES & VISIT REPORTS (PR-II)

instruction 1) All question {are compulsory essenuai)
2} At right hand indicates - marks
3) All questions carry (have) eqal Marks

Q1. Prepa‘re a Visit Peport on your visit to ageneral merchant,

(use suitable names)

Q.2 .Prepare a visit Report Writing on your visit foApana Bazar in your
town . (use suitable names )

Q.3. Prepare a detail report writing on your visit to Ghogale Complex
Shopping Moll. (use suitable names )

Q.4. Prepare a general merchant interview on basis of various thing to

about the occupation you are goingto start.
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