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N.B. 1. Answer all the questions.

2. The Marks are assigned on the R.ILS. & ,', i
3. Draw Illustrations, dlngmms and Schedules wherever ngce&sarg

4. Use of simple calculator is allowed. &
". \.‘\‘ \-
\C: L\"

Q.1 A) Choose Correct Alternative. (Attempt Any 8 questlons}

, Production Control and physical d:stnbuluoﬂ

L sveniiinnnis

logistics.. > s ,v S
e a. Supply Chain Management b. Muteqﬁls Mnuagément,\ T
& c. Logistics Management d. Allbf tﬂes‘au’ AT < -
« ¥ >' - F ’ 7
of 2. Which of the following is not an area of respo?@i‘hty f: 8 19 tﬁ:s;miaﬁa*g&"?‘
' a. Inventory b @Ej&gé TR Q"""f,
" c. Warehousmg d & Kphté‘hés “\ 1»;}‘1“..-,. .
A \l,\_ A - Q/;{ o

, 3. Which of the following is not a part O?LS‘{PRV. OTﬂl&inLMm kg
" b. M&hu“fasuﬁ’er & r'ln_ﬂjv ﬁﬁg»

a. Funds F low

u--.'-.-

4 ' is conc’crn
timely manner. $
a. Minimum Invenbdb!' =
.\l\,
5. Following is not typ&ofﬁ\
a. LASH - bes l’l‘E&
6 Special purpose material handling eqmpments are used in : .
- a. line layout b. process layout -
c. both ‘a’and ‘b’ d. None of the abave
ESE IS \.;-};7_:”-: f_o‘,:s- s
b .‘-_n L) A‘.'$|C$:.\ ,\v _\‘."_-.1.3

7. Ro-Ro\éopc'ep' e“anws' .
a. Roll QﬁtR d“'c ‘Bxde @n}h”ueoff?’qvhi‘ngE RollOn  d.Roll On - Roll Off

T g N ¥ l, m{grg—r@qpp[y@hmyr‘aqﬁcesﬁmt strive to reduce energy and env1ronmenta1
!/ footp\rin&mténﬁsaffwlghtadism'bu fons o5 &5 o

a:]_nf{oundloglstxci,. ‘_cn beglsﬁcb % . Outbound Logistics ~ d. SCM

X N
Ly \ o S : - o et ~F

‘k‘iuﬂwfﬂxﬁ‘m owing iy qcﬁ

S f& Con\mm@qm dn&mge‘:ga e

l

e Iﬂﬁ?m‘“}.\ S '«"Z“;gs"?—?‘
R SR g LN, O
Reo ,y\g hg . A% _\tﬁi@e;;’

Ih\" l\?‘é§ stréam‘.lmmg the dlsmbunon process in terms of physical and

4\" -

ﬁ ’OT‘[l‘thlLbh t’fﬁclendy -
‘echnical If

tmn b Jhannel Integration c. channel hierarchy d. vertical marketing System
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gl ,: “2) Total ].nventory‘Cds‘t\ ‘ (3)

Paper / Subject Code: 46001 / Logistics & Supply Chain Management .- oar

Q.1 B) Match the right and closely related answer from Column Y with the terms gwcn m Column v

X. (Attempt Any 7 questions ) ke _- __#(7)

Column X Column Y A A o S R =L A

1) Piggyback a) Downstream luglstlcs St - Vg s % AT
2) Measurement of Logistical Customer b) Selective criteria crltlcahty of the part to L R T
Service with reference to Operational operations ,‘./.*:.; .{*",1-- et B AN e PR T Y
Performance " S 5 ,' SR L

3) Measurement of Logistical Customer c) Sc]ectiﬁg‘bri'[‘grialSe‘_a_g('_)na.]jfy:.- i et

Service with reference to Availability T A ’ ,_" B AT S S e,

4) Inbound Logistics d) Triick - ‘ S N

5) Fixed Path Variable Destination Material e) Prodﬂctmty IR A

Handling Equipment : "? S R g "-n’r' ’_.(",f'

6) SOS 4 ‘f)use of Road and Ra:l mode of transport =
_7) Internal Performance Measure -1'g) Supply Chain’ Intcgrator SN |

8) VED - " ['h) Logistics Park < SRl

9)4PL o o7 |1)-Speéed,. Consnstency, Flextbthty SSL T

10) Warehousmg facilities with effi c1ent,,. _j) Upstream Loglstlcs v

Transportation connectivity S S AP

k Stock out Frcquency and Fl]l rates
8 ; Auto Gulded Vehncle SR

Q.2) A) What is Perfonnance?\ffénage ent'f_S;/stem‘z?'EXplam theqmponance and objectives of

developing and lmplementmgPe'rfonnén’ce * Systemns in: Loglsticsj'ﬂ > ®)

B) What is Bullwhlp Efféct? E)gplam causes. and"impacts of Bull.wﬁ:/p Effects? )
’~( P ,.'

C) From the followmg data, calculatc a.3
th Month, with welghts a53 2. and l
and current Detmand " Valne 257
Period (. Mnnth) S

Demand id Umts :

&)

Q. 3). A) What is Daglstxcal Dutsourcmg‘? lefér ntlatehetween 3PL and 4PL Logistics. (8)
B) Exp]amth& oncept of D RP~ What are its Eogistics and Marketing Benefits? i

A

; —. “r/ -~ ’OR
plam the'Vanous factors that have to be taken into cons:deratlon
< ; ®

)

Q 4) A) The annual demand fc}r a parncular item is 9000 units, unit cost is Rs, 10/- Carrying cost on
. ~an average tnventory 1s 20% and the ordering cost per order Rs, 150/-,

,Fmd 1) EOQ- 3)

g ~3)~If purchasc matxager has decided to place purchase order with minimum order quantity
of 3000 units_ toget umtcost discount of 10 % per unit. State Purchase Manager is justified in his

" -deeision?- - : 4)
: B) Djscuss Role oﬂnformanon Technology in Today’s Modem Logistics. &)
- = Page 2 of 3
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A Paper / Subject Code: 46001 / Logistics & Supply Chain qumucnfunl" AT o
A %\ - St '
o N I

OR | bl ¢S 00
C) Explain Guidelines or Principles of Material handling R 3 @ -
D) Explain what Logistical competency is and how it can be achieved? .+ V) D

Q.5) A) Read the Case and answer the following: ' , : AP Y g
Starbucks is pretty much a household name. But like many of the most successful worldwide )

brands. the coffee shop giant has been through its periods of supply chain pain, In fact, during
2007 and 2008, Starbucks leadership began (o hfwc serious dnuhl-," about the company’s ability
to supply its 16,700 outlets. As in most commercial sectors at thlut‘hmc. sales were falling, Atthe -«
same time though, supply chain costs rose by more than $75 million, . . ™
Supply Chain Cost Reduction Clmllcnge?: th:u the sulpply chain execcutive team began .
investigating the rising costs and supply clmnll performance issues, they found that service was
indeed falling short of expectations. Findings included the following problems
4 « Fewer than 50% of outlet deliverics were arriving on time

« A number of poor outsourcing decisions had led 1o excessive 3PL expenses
i « The supply chain had, (like those of many global oirganisalicms) evolved, rather than

grown by design, and had hence become unnecessarily complex

"

& The Path to Cost Reduction: Starbucks’ leadership had three main objectives in mind to
achieve improved performance and supply chain cost reduction. These were to:

e Reorganize the supply chain

» Reduce cost to serve

e Lay the groundwork for future capability in the supply chain
In order to meet these objectives, Starbucks divided all its supply chain functions into three key
groups, known as “plan” “make” and “deliver”. It also opened a new production facility, bringing
the total number of U.S. plants to four.
Next, the company set about terminating partnerships with all but its most ineffective 3PLs. The
remaining partners were then managed via a weekly scorecard system, which was aligned with
renewed service level agreements.
Supply Chain Cost Management Results: By the time Starbucks’ supply chain transformation
program was completed, the company had made savings of more than $500 million over the
course of 2009 and 2010, of which a large proportion came out of the supply chain, according to
Peter Gibbons, then Executive Vice President of Global Supply Chain Operations.

i

L
\
".

1).State the facts & analyse the case; -

B - - 1 N o / , ‘ 8
_g)‘;-EX‘pla_ig'-iﬁ‘qu'__‘Eff:étjve,Sﬁpp_ly"',(':hal !map'a'gement helped starbucks to im]grgve their
~-performance?. - F @)

QJ G T G T (OR

-B) Write short niofes on: (Any.3)." "5 (15)
© 7 7 JLs Customer Service Strategy

_ “2:¢ Contract Warehousing’ .-

E: - 3: Perfect Order Prificiple
“47 Cold Chain Cogistics -5

737 Acfivity Based Costjoe.
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NB (1) All questions are compulsory.
(2)Figures to the right indicate full marks,

(1)(A) Select whether the following statements are True or False, (l(ny 8) /A

‘

a)
b)
c
d)

g

i)

a)
b)
c
d)

Paper / Subject Code: 4ﬁUIUIM-lrkc[in;, Sales & Distribution M.lnaguﬂcnt

Bs  Sewn YT Samokler Grol. G’ "bm £

< ub?- Sal A m\rnbuﬁtm\
A emxu?/'() e

”

”\ﬁm_gf- :

Time: 2.30 Hours

CRM enables companies to Implement customer centrlé strategy
Intra personal conflict is often called Individual level cbnflict ,
Compromising negotiation strategy assumes that 2 win- Mn,.oldtIOn is po sible, o
Volume quota is used when selling activities are comblned wlth Important non séIlfn

activities.
Pricing acts as demand regulator, : _,
E-marketing facilitates faster reach to the customers. GG
Giving a gift for a large order given by the customer 15 an, unCthICal,p;actice y
Distribution management Is same as pf‘oductlon managemcnt'

Price and promotion differentiationa Timar '
competltors

','.r - ’,

()

Forecasting
Hybrid Structure
Ethics

Sales report S
Hard Sell .G
Intermediaries:
Budget and repo’rt :
Colla bora_twe’St;ategy

%)'pracéss’ of. p;ed;ating future happening

J»-a
‘}IJ

4y salesmanagement ok n‘C’, o

(8)

7))
'.'anagément?’ Explaln the-lmpor‘tance of dlstrlbutlon management, (8)

2d Whatls Sales Management?r-ﬁxplaln_the role of __l (7)

=t ‘b 8] :-,

(8)

(7)

y Jc. Explalg the vanous méthods fc]oslng ,- Sale. - (8)
0 i 3d What are the steps mvolved 1n the prgcess of selling? (7)

_ Lt o
a ""-./{,;,-". '3

X ; 4a.D|fferent|ate between Consumep S”elling and Organlsatlonal Selllng (8)
b. DISCUSS the functlons of a Rcta”er (7)

(8)

(7

(8)
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Paper / Subject Code: 46010 / Marketing

5b. Discuss different instruments for channel control.

OR

QSc. Write Short Notes (Any 3)

Key Result Areas (KRA)

2. Sales Territory

1.

Page 2 of 2

lon management:

4. Emerging trends in sales and distribut

3. Stimulus Response Theory.
5. Types of sales quota
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Time: 2 1 Hours
lnstructionsz All Questions are compulsory,
Figures to the right indicates maximum marks

QLA Choose the correct alternative:
1 E-Infrastructure and E-

a) B2B b) B2C ¢) B2G d) None

2 High Levels of inflation affects E-

a) Essential Items  b) Lyx
Flipkart isan example of

a) B2B b) B2C c)C2B

4 E-delivery includes dehvg(fj:\ fg
a) Electronic b) physical

w

categoryofE—
S ae—— >

o) shigment .
5 ————— Business mode| use\d‘bﬁt\ _oﬁfme & ofﬂmep[esence;. K
a) Bricks & Mortar b) onhnastore <) offl e : ﬁ‘él?;?&::c?ibkfsf\r-: i
6 EFT means the Electronic Fund\ A PSRN
a) Transmission bJ .Tr‘ﬂ :
7 Dnsmtermedlatlon means; tbere s:
a) Traders

b) Cusjomérs \cgs pp 3
8 M-governance is notrepla‘ ment ;
a) Complement {b)S

' 7
P \ ‘
§me,ss¢ranséctfon only

c rﬁpu SOrW ra
fd

q?ured in E-

commerce

‘:\\

Dnscuss the

Page1of2
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C Explain the following cnmgorlcs of E Commerca with relevant ex nmplos.
i, B2C , C2C R
D Explain M-Commerce and its beneﬂls Y

A Write a short notes on benefits of EDI
B Explain CRM & 5CM. \

(OR) \‘ .‘: \:. rh “ .\.:\‘ ‘ e

C Explain the steps involved in launching an E-Bus\ln‘f:s's_.; ; ¥k s
U L ‘_\.‘ . - v

Exp!am the advantages & Disadvantages of Paymeht Gateway,
RS 0 S

i NN

o ‘.
AN A o
.\ ~ N

C Explain the Digital Marketmg ﬁ flilrlous soclatmeﬁla\pla(fonhss "' '

Q.5A. WriteShort Noges\n\n the 15

a. Content Marketmg A

¢.IT Act 2009 ‘o)
d. SEOQ. _g
e. k- Aua ib

=

""

NS,
N,

B Splve the‘l‘-‘onawmg Ca§e Stud[..- SR
~ \ -

vStar Candles, a:tompany that fe f} ures~rlngs~5eneath the wax of its candles. By utilizing

S AN Oy

wstomer-contnbuted ﬁhotos on |ts Facebggk\page Star Candles upped converslon rates and
att(acted m_ore than 230 000 Qe‘\r( Fatebbok.fans

QD g
' AL - \\

f‘

QR .
‘Fcr mmlmal bffort your ecqmmarce‘sﬁe ‘has the potential to produce maximum results. .

Determme:how your p?od \cakn‘star‘t_ha,cbnversatlon in consumers’ social networks and then 4

N

-

0 Ise to increase market share of a brand? S ‘ B s
Xp “how‘can\vonrmarketonline on other soclal media platforms, besides Facebogk. 5 ; :
-Q.S}Exptim hoq acompany can improve customers’ interaction with its Facebook page _ 5

n>
S =

nquplai

,r({

Page20f2
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Time:

N.B. 1. All questions are compulsory
2.Figures to the right indicate marks.

Q.1. (A)Match the column (any Eight)

Paper / Subject Code: 46004 / M.nrkttm[, Services Marketing
Sub 9~ SN (28 MM Cr(\_c/l)g\\/\-a u

22 Hrs.

;\, ‘,, 2

Group A

Group B—_

—

Responsiveness

A Parasuraman

Physicaf Evidence

Lme of vn31b111ty

GAP model

'..\.

Service Encounter

Z Wlllmgness to help
iy £ .

.',-\ o

Blueprinting

B
C _ PeOple basec] services e
E

High contact

Agents and brokers

GAP1

Wl o] N v W] K] Wl N

Zone of Tolerance

-
o

GAPIV

Q.1. (B)State where theIollow n

1 A service is perfonne;fbut nofmanuﬁcﬁm:d

2

3 Pnce-plays rio rolé in ’tJhe marketing mix of‘a 3 ' vic

4 Ser-vmes can be stored.\ N

5

6 = I\fo_customers are lookmg fopvalue when thenare buying a good or services.

7 % _'?'Semces can be dxstnbuled to the, ﬁ“nal oonsmners through electronic channels only.
8 x : T

<

4 -
N‘ -~ X

: ,Q 2 (A) Dzscuss, thc role: of scrv:cesm p:odern' economy.

(C) Explam ther dlsnnct charactenstzcs of services with an example
~ (D) DISCUSS customermvolvement and state its types.

‘-1‘\/

Page 1 of 2
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46004 I‘Mar‘kctiﬁg:'S.t;‘rvic'és Mai"k'et‘invg;:

(F{Gmb Paper/ Subject‘ Code:

of People Mix with reference to Banking secth I 08) &7

the importance - j
- g;g S\;{]]::f irsl scmcof blueprinting? state the advantage of service blucpnnt1ng'~-~;-(07)’

OR - ,
Q.3 (C)Explain the obj ectives and strategies of pricing with reference to %crwce ndustry (03”"
A (D) Explain the problems and solution of branding of serv1ces PO (07)“

Q.4 (A) Explain the Gap Model of service quality and state m Brtef tﬁg wa
eachgap . A v

nsﬂaﬁgnaﬁ &

?/‘ e

ngs Circle. Servmg wide vanéty ﬂregzonai,and, tradntaonal”cﬁxsme‘ :
were already existing in thlS'\gIaQG J’he -Sh_udh rést?imazn_t befe‘amc"’s(ew*-gogﬂar soon and people
started throngmg to it. The restaurant startedg tt!;ig__p iti vxews Qn Soclal medla The capac1ty

-

pier wa;fmg outside are even more.

00 ‘pir ind & 7:00pm to 11:00pm. It is
altihg shp\ped td‘nearby restaurants.

";5‘.','\ B ‘\. ‘\,

1ded ig.hcqmre adjacent prennses for expansmn,
&ment is now thinking of extending the

16 i),
U
fr'_‘ m: emces marketing scholars on these issues.

'
P

however thls:k-nnt ?Dssmféeafihrs oifl ‘[
workmg heurs oftﬁe t%stauraut\and alko'sgek«ad

i T o
.-“.-.\. p'-"C

ﬁ %ne Q‘f To]erainc x: ; :
4T -Ethles,'ih Service: Ma“kétmg

ecenkh'gﬁ;ls m {nsurapbe industry
: i - 34 o e o o oot o ol o o e KoK B R e e

" Page2 of2
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raper / Subject Code: 46002 / Corporate

TIME : 2.5 HOURS

Note - 1. All questions are compulsory

2. Figures to the right indicate full marks
Fillin the blanks (any 8)

Q1A)

Lo

e R EREE e of AR

e C‘Crws«-mcﬁ)x{’
Publc Padedfay

MARKS: 75

iy -
\ A

srmrsbeseags nesias IS ~principles are to be followed by the busmess In orderte survi'ye"in tha -
long run SN o T
a. Profit motive b. ethical ¢. CSR d. none ofthese SP i el v
SO Gatsasas .is the main role of corporate communlcatien wlth respect to brand o, AN
a Recogmtron b. loyalty c.value d. posltloning S s
S NOt AN essential of Public relations. . > SRR :

a.  Human relations b. empathy c. dlalo
The first rule of crisis ma nagement is to .
a. Communicate b. avoid media c,

nevertake responsrblhty d Ignore “~'7“ Bt I x
The word ................. — is a short form forw‘eb og " RS IR
a. Twitter b. blog c. skype d. lnternet S ke oy
.................. is not an audience forflnancral tommunication 3¢ ol

a. Financial analysts b, rndlwdualsta
~.theory is another wayito [ook a\'t h

a. System b. situatio a] edi
Spoken defamatron is called\ %

a.

uni

- * 3 ‘( 3
al‘tool isT no [onger used foQav,
k c onhne messa

gu'c d. supply of lnf)ormatlon ¥

\)....

ges d telegrem.

. SA I
4 e, Y N

keholders 6 financlai instgtgltlo“r‘rf?-g. p‘syl’cli::cé_l‘o‘gists
ow people protess ahd accept'mformatipn
“d, soclalexchenge PN

New econom;c polrcy“»

“Corporate identity .~ <

\

oK

)* \\..

N b rThird party media }

|

~€

8 marks -

7 marks

|.Good employee cbmmunJcatron C,\'; RS

\-: i "Q"' ‘\1991

Executive’ blcrg

Podeast % VR w

Media beynnd busrness ‘control s
T N T
‘Online magazines - s

Y

;| PR system

Crisis

.:\!

Formal source of employee communlcatlon

Introduction of PR in India"",
M

.,") L
RN

Two way feedback - }

e-zines il E

2 '-"-'What s cor

v Explain cor|

: '-' Ethlcslsani
di‘ Enurnerateo

~ Jurmng pomt for better or worse >

BF8003E49DBD4ECBD943 B7E8FA1BBOGR

Or

mportant part of co
n; defamation ang its types

e I
| f Favourabem‘age\
g | TISCO
h

porate cémmunlcatlon? Justify
porate reputatlon What are its

advantages?

rporate communication”

Page 10f2

=~ discuss

M

Excluslve organizationa| ends

its need and relevance

8
7

~

-

LI‘-'»“

Communication & pPuplje Rclullmw - f\f Bmg
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| SR IR
-
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