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1. What is a ‘Retail Credit Facility™?
(A) Loan facility to a company for office
decoration

,\,H{] Loan facility to retail customers for
purchasing goods and services

(C) Loan facility to students for pursuing
higher education

(D) Loan facility to educational
institutions for research work

2. What is Credit Sale Agreement?

It is an agreement for the sale of
goods.

(B) Itis arent agreement.
(C) Itis a service agreement.
(D) None of the above

3. Whatare the details included in Credit Sale
Agreement?

(A) Customer Relationship Management
(CRM)

(B) Customer’s purchase history
\(£7 Both (A) and (B)
(D) Loanrepaymenttermsand conditions

4. What is good in terms of customer loyalty?

\{}’J/Offering credit to customers which
indicates that you respect and trust
them to pay before their due dates.

(B) It relates to the stock management of
the store.

(C) Itis related to branding.
(D) None of the above

5. What is a security interest in products?
(A) A legal right granted by a debtor to a
creditor over the debtor’s property
(B) Itis a bank interest.
(¢¥ Security to prevent products from
getting damaged
(D) None of the above

(3)

RSA3021

1. “4pal A9 Afqa’ Fie
(A) SR AeTega T e 4o
Hfax
(B) #li & #AfATad! STaa el 451 S
4o Hfax
(C) Twfemi arzrera s i e syfay

(D) Sitaga FEa Gay frs Afedm ae
sAfaut

2. (& feh fa@w pfe e
(A) @b o T@EE o 3 B
(B) @it v=f ot 5fe |
(C) afb 9= farat pfe |
(D) Toitaa @oe 7

3. (@ feh e piers i F faaad sege ey

(A) Customer Relationship Management
(CRM)

(B) oizraa wead 3fesm
(C) (A) 922 (B) Twwz
(D) =9 oAfqreirea =s$iae

4. AT S5ETE (FCG ST B 7

(A) SESE 49 2w 41 91 3fFe om @
Totfy S Afe EMlE W9 Siwa
Tola Il A @ wiRl oiwa efifae
wifarea wiwst wief 2w Facae |

(B) @ft FTAg H&F FaFIoE Al
T FE |

(C) «ft anfea e ifFs |

(D) Tofraa (e 7

5. #Arera oo arerer wiel Fi v

(A) Aeaierd wifea g adadie T
ATV 27E HZA91S 4P

(B) «f5 «af6 ams 7w |
(C) ola *fesrg 7l 2eTR G W19l
(D) ToEa (@I 71



RSA3021

6. What is the meaning of Credit Check”

(A) Itisa privilege card.

(BT Credit Check is a sort of secarch
performed by the retailer to evaluate a
customer’s creditworthiness.

(C) Itis about customers’ behavior,

(D) All of the above

7. What informationis not provided in a Credit
Check?

(&g Customer’s feedback

(B) Customer’s personal loans
(C) Customer's mortgage

(D) Customer’s hire purchase

8. What is positive credit reporting”?
(A) A security check facility
(B) It is about customer safety.

Information about current accounts
held by a borrower

(D) None of the above

9. How to get Credit Report?
(A) From shopping malls
@B‘] From credit bureau like CIBIL
(C) From local Police Station
(D) None of the above

10. What is Customer Buying Journey?
(A) Itis a bank account statement.
(B) It is about CRM.
(C) Both (A) and (B)
D7 It generally includes the stages of
awareness, consideration, purchase
and loyalty.
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11. What are the features of a Product?
(A) Features of a product describe the
goodwill of the manufacturer.

(B) Features of a product mean only the
dimensions of the product,

(C) Features of a product describe the
terms of loan facility to purchase it.
(}2) Features of a product describe the
physical or technical attributes of it.

12. What is Product or Service Features?

(29 Specific  characteristics  or
functionalities that provide value to
USers

(B) Tt's a customer-retaining program.

(C) It's all about potential customers.

(D) None of the above

13. What are the Product or Service Benefits to
consumers’

(A) The nature of the product or service

{B) Thecompany s profit from selling the
product or service

(C) Tax paid to the government by the
company for selling the product or
service

\{/L)T The advantage customers get out of it

14. What 1s a Product Demonstration?
(A) It is subject to customer safety.

(BT A Product Demonstration i1s a

presentation that demonstrates the
value, benefits and uses of the Product
or Software.

(C) It is about customer care.

(D) All of the above

(5)
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15. Whatare the channels of customer service?
(A) Direct channel
(B) Indirect channel
(C)
(

ybrid channel
All of the above

16. What is 24/7 Customer Support?

(A) Around-the-clock customer support
for 6 days out of every 7 days

~ Around-the-clock customer support
without any breaks
(C) Customer support from 6 AM to
12 AM for all 7 days a week
(D) Around-the-clock customer support
for a specified 7 days a month

17. What is the Customer Rewards Program?
(A) Reward employees for bringing new
customers
(B) The company’s tax-saving tool
7" A marketing strategy of the company
(D) Providingagifttopotential customers

18. How to follow up with customers
professionally after a Product Demonstration?

MAnswering customers’ questions
about the demonstrated product

(B)

(C) Enquiring aboutthe financial strength

of the customer to purchase the product

(D) All of the above

Calling the customer for lunch together

(6)
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19. How to maintain employees’ Health and
Safety in the Retail Store?
(A) Take one month’s leave
\@'{Con‘ect employee posture, be aware
of the surroundings, take regular
breaks, report unsafe conditions, wear
the correct safety equipment and
reduce workspace stress
(C) Meet a doctor
(D) Both (A) and (C)

20. What is the definition of health?
(A) It's all about statf behaviour.
(B) Taking good food
} Health is a state of complete physical,

mental and social well-being and not
merely the absence of disease or
infirmity.

(D) All of the above

21. What is the definition of safety?
\(/M’Sufety is the condition of being
protected from harm or other
non-desirable outcomes.
(B) Take rest at home
(C) 1It’s all about CDM.

(D) It’s Customer Loyalty Program.

22. Whatisthe meaning of Health and Safety in
Retail Stores?

(A) Do regular inventory checks.

(

In terms of retail stores, it is the
retailer’s responsibility to ensure the
health and safety of workers and any
others who could be put at risk by the
business's work, such as customers,
visitors, children, young people, or
the general public.

(C) Greetings to the customer
(D) None of the above
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23. What are the factors to keep in mind while
undertaking Health and Safety measures in a Retail
Store?

\y{j Abiding by the safety laws, risk
assessment, ergonomics and air
quality

(B) Good food quality
(C) Clean atmosphere
(D) All of the above

24. What is a Risk Report at a Retail Store?
(A) To call a doctor
(B) Report about hospitalization

‘A Risk Report is a summary that
describes the potential risks that a
retail store may face.

(D) Both (A) and (B)

25. How effective is the Retail Company at
handling potential risks?
(A) Very effective
(B) Less effective
\‘LQ{Five common strategies for managing
risk are avoidance, retention,
transferring, sharing and loss
reduction.
(D) None of the above

26. What are the Safety and Health risks at a
Retail Store?

(A) Nerve disease
BT Slips, trips and falls

(C) Infection in the eyes

(D) All of the above

27. How to control the risks at the workplace?
(A) By welcoming the customer
(B) Greet the potential customers
J,Q’f Redesigning the job, replacing the
materials, machinery or process
(D) Both (A) and (B)
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28. What is the ‘Daily Risk Assessment’ at a
Retail Store?
MA.shcssing the risk of falling objects
(B) Checking the wall painting
(C) Assessing the risk of workers’ health
problems
(D) Assessing the risk of cyber-attack

29. What is the “Weekly and Monthly Risk
Assessment” at a Retail Store?
(A) Assessing the potential risks of regular
staff meetings
(B) Assessing potential risks in regular
customer interaction
) Assessing potential risks because of
something new
(D) Both (A) and (B)

30. What are the main hazards and risks for
customers’

(A) A heavy rainfall

WSIips and falls on the retail store floor

and tripping over cables or packaging

left on the retail store floor

(C) Strong sunlight
(D) All of the above

31. How 1o practice the Retail Store Product
Demaonstration?
(A) Practice in a recording studio.
(B) Pracuce by all store staff,

\lj(‘f Rehearsing or practicing the product
demonstration is crucial for
troubleshooting and ensuring
everyone 15 prepared for the live
launch.

(D) All of the above
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32. What is a Product Demonstration?
(A) Display of money
(B) Customer Loyalty Program
(C) Security program of a Retail Store

A Product Demonstration is a
component of asales strategy in which
companies highlight the value of a
product or service to potential
customers.

33. Whatisan ‘experiential retail sale strategy™?
(A) It’s a horror movie.

V(B{ The store demonstration and product
sampling are usually part of a broader
experiential retail sales strategy and
have always been a part of retail sales.

(C) A retail textbook
(D) Aneconomical system

34. How to prepare the demonstration areain a
Retail Store?

(A) Build a big stage
(B) Make the stage on a roadside.

\(VBrands and reiailers use in-store or a
particular demonstration area for
demostoengage with prospective and
existing customers by providing a
human touch and letting shoppers
experience and test products before
they buy them.

(D) Both (A) and (B)

35. What is the primary goal of a Product
Demonstration?

\(}(fThe primary goal of a Product
Demonstration is to provide potential
customers with a clear understanding
of what the product does and how it
can benefit them.

(B) To get a good profit
(C) To give a free sample
(D) Both (B) and (C)
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36. Where
Demonstration?

to conduct the Product

(A) In arailway station

\}Bf Product Demonstrations are usually
done in large retail stores like
departmental stores, discount stores,
supermarkets and shopping malls.

(C) Ina zoo
(D) In a football stadium

37. What are the different types of Product
Demonstrations?

(A) In-store Product Demonstration
(B) In-home Product Demonstration

(C) Trade showsand fairs, Demonstration
using TV and online advertisement

\(/D'I All of the above

38. How tohandle anaccidentinaRetail Store?
(A) Offer medical assistance

(B) Remove the person, he or she may be
a customer or an employee, from the
area or clear the area around them

(C) Register an accident report in the
accident record book

,\yl{} All of the above

39. What are the reasons for accidents in a
Retail Store?
(A) The customer is not careful.
Leaky ceilings may cause wet spots
on the floor and narrow walkways.
(C) Normal floor conditions
(D) All are in good condition.

(11)
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40. How to respond to accidents and
emergencies in a Retail Store?

(A) Prevention
(B) Remain calm

(C) Follow protocols and provide basic
first aid

,\}Bﬁ' All of the above

41. What must the emergency action plan
communicate?

(A) Call the Police
(B) Call a Doctor

\/(2)/ Procedures foremergency evacuation,
including the type of evacuation and
exit route assignments

(D) Both (A) and (B)

42. What is Human Crisis Management?
(A) It’s a Customer Loyalty Program,

Muman Crisis Management means
managing the crisis beforehand,
arising out of human or man-made
disasters like fire, riots, etc.

(C) It’s a Customer Demonstration.
(D) All of the above

43, What does CISO stand for?
\(XJ Chief Information Security Officer
(B) Chief International School Official
(C) Central Information Street Officer
(D) Both (B) and (C)
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44. The purpose of retail business is to

(A) to go for a partnership

(B) to make maximum promotion

(C) to extend to other localities
\}D{ to offer products and services

45. The Retail Store changes format to suit the
requirements of

(A) wholesalers
(B) producers

\'(Ef consumers

(D) taxpayers

46. Under organized retailing, the most
common feature is that

J}B_l/ the number of brands and products is
large

(B) purchases are on a credit basis
(C) few employees exist
(D) All of the above

47. Retail Store sales of goods and services
from individuals to

V(,K)/ end-user

(B) consumers

(C) ultimate user
(D) All of the above
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44, At ARAR T |
(A) SeAmifarga o= Trent
(B) &ifea a5tg w2
(C) S @R 21 ae
(D) e @az #ifacaar zmw w5

45. 453 AT -3 PTG TS S
T sifaada a2 |

(A) oIz fareer
(B) Teofmen

(C) cere

(D) Tmrel

46. A5 457l s Gw, SarsE HaEe
i - A

(A) TS G2 #7ela HeL &
(B) & o< fefers 7

(C) 43 o o5 fawrait

(D) Toiraa swabe

47. PpafeFeigfE@E_ sfgdee
“Afaaara foen w7 |

(A) (%3 FrazEsid
(B) (e

(C) FOI% qazaaral
(D) Teirgq awioe



RSA3021 (14)

48. Why is there a need to have skillful sales 48. v faen HEr e A (@ e ¢
v rRine ot T
associates’ (A) 947 el e
(B) Hizastrd A2 Esians g
(C) For promoting loyalty among (C) SRR NCy SN, AP B
customers (D) ToAraa Hawioe

,‘y All of the above

(A) For displaying merchandise
(B) For interacting with customers

49. The ability toreadily listen to acomplaining 49, Sferatsd serEd T FLE2 AT 93R

customer and to understand him or her comes OIS (AT TS| (Pl WHeld TGO G ?
under which skill?

: (A) T
(A) Patience
Atlentiveness (B) 2
(C) Communication skills (C) CRIAMCAlS !
(D) Resilience (D) fEfezsfe
50. Skill is a(n) 2 50, wEs| o= I
(A) inborn ability (A) HZEE FAS|
\LB’T learned 3b11|[y (B) (*11q1 #aa
(C) Both of the above (C) Boraa 7

(D) None of the above
(D) Toitaz @it 78

51. Which of these is not a skill? 51. @9 sty (@0 wEel "7 e

(A) Carpentry (A) FRffEe @
(B) Reading and Writing (B) #Gl €48 &4l
(C) Cooking

Wy (C) =
\Q)')/Rlsmg up .
(D) @0% €21
52. Which of these is a specific skill? 52. @3 sty (@0 @& Wi wwe

(A) Teamwork
(B Time management

(C) Barber work
(D) None of the above

(A) EAFSIA FIe
(B) A Ao

(C) wifsiren o

(D) Toitaa @E w1




(1)

53. Which of these is an essential step in skills
development?

(A) Taking stock of yourself
(B) Creating a plan

(C) Creating an environment for
development

\93{ All of the above

54. While giving information to the customers,
asales associate must be with the customer.

polite and friendly
(B) angry
(C) rude
(D) None of the above

55. Today, continues to be an important
tool for both consumers and manufactures.

(A) post-sales service support
(B) phone call
(C) customer data

\LD'}/ trust

56. A to customers is a business
necessity today, to attain customer loyalty.

\{/ar)’ support
(B) sale
(C) promise
(D) retail
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53, wFel g o 93 e @A aFh
wioifaared ofwrme v

(A) frera s=oie sifiatise a1
(B) «ai #fqaswi tefa @

(C) Tauta Gw sifara« tefa @1
(D) Teiraa waafba

54, AZSME O AW W, dFGA faww
TN AErEa e 5O oA |

(A) ©7 9 3Gy
(B) wtsifae

(C) wrem

(D) Toitaa @iz 73

55. wES, a1z «@3: fersfrel Teraa i
=i wwgel 2fewm e aw o)
(A) fararea sifaral wzas!
(B) (Pl &5
(C) HretFd wqy
(D) feimt
56. dzdR oAfe a3 apreifue
ATATGAS!, HTFHH S 5S] TSR Gl |
(A) 7EEel
(B) fawa
(C) affen:fs

(D) ¥oa1
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57. The main objective of a Credit Check is to
manage the risk of
) Bad Debts
(B) Credit Sales
(C) Cash Sales
(D) None of the above

58. A high credit score provides
(A) low creditworthiness
\Mhigh creditworthiness
(C) moderate creditworthiness
(D) None of the above

59. Extreme environmental conditions include

(A) summer heat
(B) cold
(C) wet

All of the above

60. Risks which turn into emergencies at a
Retail Store include

(A) uneven flooring
(B) spills
(C) misplaced boxes

MA]I of the above

(16)

57, (@ T (5raa W& Trwely 2o
sifsTe @41 |

(A) =7 39

(B) (&=feh faw

(C) s fazmy

(D) ToAraa @R 77

-3 4f

58. T (FfCH (FE oW I
(A) T (TGOS
(B) T (FHLHISTS!
(C) wranfa cerfebrasret
(D) Toirad (&l 78

59, v9w ARE=ere SFE WY IEE
(A) &z ©iA
(B) Jr@
(C) wwe
(D) Tsiraa e

60. o4 CrIITe Teefa =g Afe 2e dfafFg
AT AEZ |

(A) =73 GITal

(B) febra ofgl

(C) 3l ga1 SRS 4l
(D) Toitaa Aty




