Internal Trade

CBSE Syllabus Learning Outcomes

After going through this unit, the student/ learner would be able to:

¥ Internal trade - meaning and types
Services rendered b}-' o olialssalas dhdia State the meaning and types of internal trade.
Appreciate the services of wholesalers and retailers.

retailer
¥ Types i i B Explai - different types of retail trade.

Types of retail-trade-Itinerant and small Explain the different typ

sl fixed shops retailers # Highlight the distinctive features of departmenral stores, chain stores
y 1 and mail order business.

Aige scale retailers-Departmental stores, & it T S

| & 3 the ¢

|

GST (Goods and Services Tax):
oncept and key-features
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ning of Internal Trade
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; el | selling of goods and sepyi ;
\ ey -"‘: -‘ products are 'ces within the boundar

- the are purchase
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4 mail or even from any door.tq
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internal trade
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€s of a nation are
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door salesperson o
an individual or ¢

referred to as internal trade.
locality or a central market or a
r from an exhibition, all these are

| store or
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- »h'«l e nal trade can be classified Into two hma:_i
e % :

: Categories viz., (i) wholesale trade and (ii) retail trade.
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N !  purchase and sale of goods and services in large

el § quantitics for the purpose of resale or intermediate use - - -
% f. is referred to as wholesale trade.
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1 the activities of those

€ persons # *
or establishments which sell to retailers and other merchants.

: iy o ; _ Retail trade
! m\j or to industrial, institutional and commercial users bur Whmesale gade w
5 g ;
[a‘lkuﬁh g who d{'l not

sell in significant amount to ultimate consumers,

Wholesalers serve as an important link between manufacturers and retailers,
» They enable the producers no only to reach large number of buyers spread over a wide geographical area (through
lpmdm, retailers), but also to perform a variety of functions in the process of distribution of goods and services.

it sty # They generally take the title of the goods and bear the business risks by purchasing and selling the goods
bu}ma in their own name. :

ade. Tus # They purchase in bulk and sell in small lots to retailers or industrial users.

ies, 00 & » They undertake various activities such as

grading of products, packing into smaller lots, storage,
transportation, promotion of goods, collection of market information, collection of small and scattered
" retailers istribution of supplies to them.
orders of retailers and distribution of supp by Wk
" mainraini StOC i ies to them.
' ieve the rerailers of mainraining large stock of articles and extend credit facilities
# They also relieve the retailers g

Top Tip

. fnt alers, thesew-
Most of the functions performed by wholesalers are such which cannot be eliminated. If there are no wholes
st of the func tailers.
functions shall have to be performed either by the manufacturers or the re

>

iy ey i is referred to
Purchage am; sale of goods in relatively small quantities, generally to the ultimate consumers, is re
4 retail trade,

A retailer js 4 business enterprise that is engage tex. oo the ol sshler arid a0l tharkivn AT
he retajl ds in large quantities
tler normally buys goods in larg :

R { rs.
d in the sale of goods and services directly to the ultimate consumers
in ‘

b i ase o istribution of goods and services, as stated below:
fetailer performsg different functions in the distributio

istributors and others
Purchases 5 variety of products from the wholesale d

* Atranges for proper storage of goods




Services of Wholesalers 44 fetailers and provide Tt hel ¥ w |

* Exrends credit to the buyers
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Services Rendered by a Wholesaler and a
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* Sells the goods in small quantit
* Bears business risks
* Grades the products ;

+ FE et inf ation
S T . 1 various schemes, etc,

L P
) displays, participatior

. o 03 il r]
Promotes the sale of products throug

ailer T{;;

: ) ]
: e acturers as wel
Wholesalers provide various services to manufact Wﬂ

distribution of goods and services. l

Services to Manufacturers B i e pive NS
Major services offered by wholesalers to the producers of goods ; |
' 455 i

i

Services to Retailers
The important services offered by manufacturers to the retailers are described as below:

15

2,

3.

; a number of retaj

Facilitating large scale production: Wholesalers collect small orders fm;n l.5i{nu % le..llcrs a;:d
3 i u uantities. is e

on the pool of such orders to the manufacturers and make purchases in q Nables the

producers to undertake production on a large scale and take advanta%e I{?f the j;(:gte)m;esdc;f :::;1@1_(

Bearing risk: Wholesalers deal in goods in their own name, take h? n:ry 5 gof o C;ep the
goods purchased in large lots in their warehouses. In Ehc process, they cai va l:y : such ag b,
risk of fall in prices, theft, pilferage, spoilage, fire, etc. To that extent, they relieve the manu acturers frop

Sl

bearing these risks. )
Financial assistance: The wholesalers provide financial assistance to the manufacturers in the sense that

they generally make cash payment for the goods purchased by them. Sometimes they also advance money |
to the producers for bulk orders placed by them.
Expert advice: Wholesalers advice the manufacturers about customer's tastes and preferences, market
conditions, competitive activities and the features preferred by the buyers.

Help in marketing function: The wholesalers take care of the distribution of goods to a number of
retailers who, in turn, sell these goods to a large number of customers spread over a large geographical area,
This relieves the manufacturers from many of the marketing activities and enable them to concentrate on
the production activity.

Facilitate production continuity: The wholesalers facilitate continuity of production activity throughout
the year by purchasing the goods as and when these are produced and storing them till the time these are
demanded by retailers or consumers in the marker.

Storage: Wholesalers take delivery of goods when these are produced in factory and keep them in their
godowns/warehouses. This reduces the burden of manufacturers of providing for storage facilities for the
finished products. They thus provide time utility,

Availab.ility of .gooc‘ls: The wholesalers make the products of various manufacturers readily available 1
the retailers. This relieves the retailers of the work of collecting goods fr al producers and keeping
big inventory of the same. S e R

Maxiketu%gh suppgrt; The who?e.salers perform varjgys marketing funcrions and provide support t© the
r’f‘;—'m ersc.i chf un c?lrta.ke ac[vertlsmg and other saes Promotiona| activities to induce customers t P

the goods. ¢ retailers are benefitted as i helps them jn increasmg the demand. foraitionts o products.

Grant of credit: The whol_esalers generally extend cregi, facilities to thejr regular customers. This enables
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.ces of Retailers
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: r:fr‘ serve as an important link between i
R ices. They provide useful services to

rvices of retailers are described s be

Producers and f

nal cons - gosa ,
the consEaL umers in the distribution of products

whole
3 salers and manufacturers. Some of the
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Jrrant S low:

(i £
rvices €0 Manufacturers and Wholesalers

["r_1]l].l["1L‘ services that the retailers render to the wholesa|
: 5 ¥ " Olesaler 4
Help in distribution of goods: A rer iler' , s and producers are given as here under:
R aller's most importa : & nder:
is to provide help in the distribution of thejy products b o s e eR e B
who may be scattered over a large geographic area, The y rnal;mg lthesc available to the final consumers,
. ; ; Y provide place urili
, Personal selling: By undertaking perso ; paEe Ticilibye
nal selling eff;
: : orts, the retail i is activi
and greatly help th:jm in the process of actualising the sale of th oy dfdiew‘—‘ = el
. 4 . e products
Enabling large-scale operations: j P :
freed from the trouble c[:f making ggi:ic:l:ou]m ?f T e e
o ual sales to consumers i all iti i
B vlativ s in small quantities. This enables them to
gpf;ate' n, kat ‘clz/ large scale, and thereby fully concentrate on their other activities
ecting market information: o S :
4 Co g ation: As r-?tdllers remain in direct and constant touch with the buyers, they
serve as an important source of collecting market information ab h :
out the tastes, preferences and attitudes

thei
1.

of customers.
Help in promotion: From time-to-time, manufacturers and distributors have to carry on various

promonona] activities in order to increase the sale of their products. For example, they have to advertise
their products and offer short-term incentives in the form of coupons, free gifts, sales contests, and so on.
Retailers participate in these activities in various ways and, thereby, help in promoting the sale of the products.

Services to Consumers
Some of the important services of retailers from the point of view of consumers are as follows:

1. Regular availability of products: The most important service of a retailer to consumers is to maintain
regular availability of various products produced by different manufacturers. This enables the buyers to

buy products as and when needed.
New products information: By arranging for effective display of products and through their personal
formation about the arrival, special features, etc., of new

selling efforts, retailers provide important 1
products to the customers.
3. Convenience in buying: Retail
quantities, according to the requir
to the residential areas and remain 0
buying products of their requirements. : :
% Wide selection: Retailers generally keep stock of a variety of p
enables the consumers to make their choice out of a wide select{ :
3. After-sales services: Retailers provide import -sales SEVIEELL
of spare parts and attending to customers: oo vl At
b Provide credit facilities: The retailers sometimes provide ¢t
enables the consumers to increase their level of cons

L

buy goods in large quantities and sell these in small
Also, they are normally situated very near
ffers great convenience to the customers in

ers generally
ements of their customers.

pen for long hours. This o
roducts of different manufacturers. This

on of goods.
ant after 1 the form of home delivery, supply
lities to their regular buyers. This

umption and, thereby, their standard of living,
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Terms of Trade e W0 the trade: ayment for gc—ods O SETVICes is made at ’ '-pﬂf:

The following are the (1;1;1;)16“: o i of traﬂsac;wn lﬂer‘:}il:es aFl"e delivered then it will be returgsd 5 ﬂ.:le MZ:‘@ '1'11‘3”;
1. Cash on delivery ( v hen the goods or ller and the b i H : redt
If the buyer is unable to make FaymemF“OR}' It rerers to a contract bt‘fWCE'; t}:oi:leeby seller Rt the ' Ehea
: 1 (FoB or 2 : v ) are to be E ;
2. Free on Board or .I-‘ree on Rai (‘er (it may be ship, rail, lorry, et .) t only the cost of goods but y ke bu,;-,ﬂ
to the point b bl e It is the price of goods which includes no / also the mx% 1*]’1(.'\:
CFF): It is ,
3, Cost, Insurance and Freight ( ey Nl R
freight charges payable on i i hat term which is used in trade documents to say thy Mistak e l the
4. Errors and Omissions Excepted(E&OE): It refers to tha W% '| The)
' ; t.
that have been forgotten should be taken into accoun I Sh
\ ; Fij ed
i 1t
art
| hest’
i ! rom
Types of Retail Trade | o .
C

Itinerant Retailers

- ard |
oL
- Types of Retail Trade L. Cﬂh

Itinerant retailers are traders who do not have a fixed place b

= o { The
of business to operate from. They keep on moving with m—— 2. Thi
their wares from street to street or place to place, in search ‘ 3. |
to
2 comers, ltinerant retailers ” Fixed sho Tetal, ava
Characteristics e ‘—'H f
1. They are small traders operating with limited resources. ; Types
2. They normally deal in consumer products of daily use such as toiletry products, fruits and vegetablg; 1. Sm
and so on. .
3. The emphasis of such traders is on providing greater customer service by making the products availiblx .
the very doorstep of the customers. 2 la

4. As they do not have any fixed business establishment to operate from,

these retailers have to keep e | ’
limited inventory of merchandise either at home or at some other p "

lace.
|

Types of Itinerant Retailers
1. Peddlers and hawkers: Peddlers and haw
marker place who have not lost their utili

kers are probably amongst the oldest form of retailers in ¢
ty even during the modern times.

1 1,
They are small producers or petty traders who carry the products on a bicycle, a hand cart, a cycle-ricksu¥ G e
. ) ¢
;; on their ljrlads, and move from place to place to sell their merchandise at the doorstep of the custome® v;;?ml
. o . i d E
ey generally deal in non standardised and low-valye products such as toys. vegetables and fruits ;}'0
fabrics, carpets, snacks and ice creams, etc, . i
They are also found in streets of residenci ls
esidential areas, laces of exhibitions tsde schoo® > 5
B Places of exhibitions or meals, and ou »
The main advantage of this form of retailing is the prov il (
However, one should be careful in

1sion of convenient service to the consé® le

dealing ‘W.f[h thﬁm, as thc pl’OdUC[S EhCV deal in are not gjway’s

in terms of quality and price.

2. Market traders: Market traders
days or dates, such as every Saturday of alternage
These traders may be dealing in one Particular [j
toys, or crockery, or altcmative]y, the

They are mainly catering to lower
daily use.

Saturdays, and SO on.

; rb ne of merchandisc, say fabrics or rcady_mad‘ W
€Y may be genery] merchangs .
-Income group of :



raders (pavement vendors),
B e where hugcqﬂoaring Population

Stree
t trade
rs
Batherg, & c:l'c the smaj| .
m

. items of com
f 2 10 M
mJE{imﬂ > [ nery i €ms, eatah)
s,
: They Ar€ different from marker (ry4, IS in ] .
g 1
;'m]ll“ml,‘ 4 € sense thy,
iacks: Cheap ja
B Cheap jacks: P jacks are Petty retailers
husiness locality. s who haye it
keep on changing their business from one |
1¢ locali
« }) l

i I eve i' . ‘
| rhl‘ JI'(‘;I. H{N\L\t!- the \'Il.ll'l" - “f I !.‘ € l
g « S ! :
not Al i L‘qllcll[ s irl (h
cas

They deal in consumer items as
ch as repair of wat

well as S€rvices sy

[ acJShoP Retailers
e recail shops who maintain Permanent e
B o
: waeﬁst:cs : .
. Compared with the itinerant traders, normally they h
scale. However, there are different size groups ;. FRidy av
y These retailers may be dealing in different products is
This category of retailers has greater credibility m the mind
% Pfo"iFle greater services to the customers sdch as homcnd;
availability of spares, etc.
fipes of Fixed Shop Retailers
1, Small Scale Fixed Shop Retailers
s General stores * Speciality shops
+ Street stall holders * Second-hand goods shops
2. Large Scale Retailers

of customers,

, de i

pfcndlng upon the potentiality of
¢ of hawkers or market traders.
ches, shoes, buckets etc.

tablish
-+ to place to serve ir ) ment to g . )
place to | e their customers. ell their merchandise. They, therefore, do not

e
4 grcate.:r resources and operate on a relatively large
'fp dr.t:ta_llers, varying from very small to very large.
Ncluding consumer durables as well as non-durables.

and they are in a position

Ivery, guarantees, repairs, credit facilities,

* Departmental stores * Multiple shops or Chain stores

. General stores
General stores are most commonly found in a |
‘mfty of products required to satisfy the day-to-day needs
. ” Such stores remain open for long hours at convenient timings an
_ of their regular customers.
' ” The biggest advantage of such stores
daily use such as grocery items, soft drinks, toiletry p

ocal market and residential areas.

is in terms of conve
roducts,

These shops carry stock of a

of the consumers residing in nearby localities.
d often provide credit facilities to some

nience to the customers in buying products of
stationery and confectionery.

T°P Tip

i impo
A most of their customers are residents of the same locality, an imp

rtant factor contributing to their success is the

i . :
%82 of the owner and the rapport he has established with them.

48, .
" OPecialj

T ity shops :

Ype : . ylarly in urban areas.
M of retail sgore is becoming very POP“Jaf;ll; aert;l: r_ha; );3_[5 of a specific

Of different types, these retail stores spect

Instead of selling a variety of
line of products. For example,

- — —— s
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mtrs%h

ladies shoes, toys and gifts, school Uniformg
adies /

; car,
‘ . i mens W
shops selling children's garments,

b F

- i »ds, etc.
consumer electronic goc ion of goods. Gome
in the selectior
jers in 1.

ral place where a large number of g,
a central pla

2l ted in
» The speciality shops are generally locate :

;s . . : he custor
# They provide a wide choice to t

3. Street stall holders/Street 5]]0[“ ngs ol other l’];" es where flow of traffic is hea\?y
B & hp’

These small vendors are commonly found at e U”:;ia’w like hosiery products, toys, Cigaregm;, Soft A o
floating customers and deal m.ain.i\' e {!ii'b..l.}.‘ :t, “’(‘if as wholesalers. dﬂ.nh*‘
» They get their supplies from h;lt.,ld -.u['rl?l:‘l:il'cd and. therefore, they handle gol:ds on 3 ye -l 3.
# The to ea covered by a stall is very ol {aa e customers in buyin
. :—::i:‘r:::]:Z:{\-.:HLFC g providing convenient service to the ¢ YIng some Ofﬂk&
their needs. y 4.
4. Second-hand goods shop ; ks, clothes, automobiles, furniture and o},
These shops deal in second-hand or used goods, like books, ’ cr],N s
goods. The goods are sold at lower prices.
= Generally persons with modest means purchase
goods from such shops. Advz
» Such Rhops may also stock rare objcc{s of historical The «
value and antique items which are sold at rather 1.
heavy prices to people who have special interest in
such antique goods. 2.
# The shops, selling second-hand goods may be located
at street crossings or in busy streets in the form of a stall
having very little structure — 2 table or a temporary 3
platform to display the books or may have reasonably
good infrastructure, as in the case of those selling |

furniture or used cars or scooters or motorcycles.

Large Scale Fixed Shop Retailers

Ch
Departmental Stores Cha

A departmental store is a large establishment oﬂ'ering a wide variety of products, classified into 7 oy
defined departments, aimed at satisfying Practically every customer's need under one roof, |
It has a number of departments, each one confining its activitjes to one kin
For example, there may be separate departments for
toiletries, medicines, furniture, groceries, electronjcg
clothing and dress materia within a store, ’
Thus, they satisfy diverse market Segments with a wide
sariety of goods and services.

d of product.

le in India include 'Akberaﬂy' in Mumbya; i
Chennai.

'Spencers’ in Chennal
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hbok. ﬁ"ﬂ'felu‘ Ilnl“.;(.lm teatures of 3 ‘Il'p‘""m'lll.ll e . @\
O .1,.--1'“ dern departmental store may Provide al] are as follows \
ey, Oy moc : W Facilities ¢ : It |
'aqw i I -iu'i‘h'”"l booth, restrooms, erc. Ag such they oy 5 I_u'h s restaurant, travel and infetmation buieat, \q
: I . : i3 P i
' whom price is of secondary IMportance Provide maximum service to highes class of cuscomers \
0 » oenerall | ’
¢ stores are generally located ar 4 ¢ .
| [hesc . ntral place in the heart of 4 «; _ '.
a“r;( = of customeis: a city, which caters to a large number -
i . . 4 '
e, A the 1% of these stores is very large, they Are Denee
T : € generally formed &k
| board of directors. There is a man 1ging direct Y tormed as a joinr stock company managed by
Lt o - CCtor - =
4 assisted by 3 penper
f a gener; age s ent
Ale, managers Yy a general manager and several departm
it l-ryartm 'l11,ii store L\\Illl‘illl.“\ 11” . e .
Ny o ;A departme th the functions of retail

ing as well as warchousing. They purchase
€parate warehouses. That way they help in eliminating
ers and the customers.

Jv from manufacturers and operate

directd

_ndesirable middlemen berween the produc

i ey have centralised purc hasing arrangemens« %
h‘lld § 109 chase department of tl O purchases in a department store are made centrally
by the purchasc Cep: 10 Of the store, whereas sales are decentralised in different departments.
J‘dﬂlﬂmgcs

The major advantages of retailing through departmental stores may be listed as follows:
4 {, Artract large number of custome ;

; ts: As these stores are usually located at central places, they attract a
large number of customers duri ng the best part of the day, J

2. Convenience in buying: By offering large variety of éOc;ds under one roof, the departmental stores
prm'idf great convenience to customers in buying almost all goods of their requirements at one place. As
4 result, customers do not have to run from one place to another to complete their shopping.

3 Ar[_raCtl'VE services: A L'.lt.‘].):ll’t]ﬂCI‘ltlll store aims at providjng maximum services to the customers. Some of
the services offered by it include home delivery of goods, execution of telephone orders, grant of credit
facilities and provision for restrooms, telephone booths, restaurants, saloons, etc.

4. Economy of large-scale operations: As these stores are organised at a very large scale, the benefits of
large scale operations, particularly, in respect of purchase of goods are available to them.

5. Promotion of sales: The departmental stores are in a position to spend considerable amount of money

i S - pr ional activities, which help in boosting their sales.
on advertising and othet pmmonond] activities, p g

Chain Stores or Multiple-shops
Chain stores or multiple shops are networks of retail shops that are owned and operated by manufacturers
or intermediaries. L

7 These different shops normally deal in
standardised and branded consumer products,
which have rapid sales turnover. ey

7 These shops are run by the same orgamsarl.on
and have identical merchandising strategies,
with identical products and displays. .

* Chain stores are most effective in handling
high-volume merchandise, whose sales are

_ relatively constant throughout the year.

* InIndia, Bata Shoe stores are typical examples
of such shops. Similar type of retail outlets
¢ coming up in other products also. For
example, the exclusive showrooms of D.C-M:’
Raymonds and the fast food chains of Nirula's
and McDonalds,

Fast Food Chains of McDonalds
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| house business cannot be successfully carried g ur|
nail ho

Tip ol 1 1 '
0 Top Tif o this regard is that I n be reached through advertisements and othe, 'Onh
Another important point ¢ snly the literate people can ﬂ!\ '
’ o because «
wide spread. It s 50 s """"‘\5

communication
-4 - |§

er Business . i) |

Ord does not require heavy expendityre o b

. Aar 1ness
+ Mail order bus : Jatively | §
i N relative OwW amount '
d witl Y Ufcapttaj, &

Features/ Advantages of Mail
. it can be starte :
e, it ¢ order business from the Poing ¢

Limited capital requirement: IVIZE
['herefor

1. e
other infrastructural facilities. 1 e i ey
2. FElimination of middlemen: ['he biggest adv: he buyers and sellers are eliminated The
s o is o essary middlemen between the buyck: - Thig "ﬂ)';
consumers 1s that LN NCCESSl ) h : _”Cﬁ_
: 3 al] & the 5C
i  cavings . buvers as well as to R .
+ sl of bad lm[lfll mﬁ"[ht hlh} mail ordcr houses do not Cxtcnd (,rcdlt fauhncs o thc Custg
: Since the m: ] X
3. Absence of bad debt hances of any bad debt on account of non paymeny of b w
there is cash trading, there are no chances of any b“&
customers. _ he zoods can be sent to all the places having postal Services, Th:
4. Wide reach: Under this system the good: s 1 .
: : ber of people throughout the country can be served thy,
wide scope for business as a large num p
s

Convenience: Under this system goods are delivered at the doorstep of the customers, This

;n
reat Vi ie [ [ rs i }) (o] | {iuCt.‘h
!., onvenience Lo he customers 1n blI Ing [h SC I, (8]

GST (Goods and Services Tax): Concept and Key Features

The Government of India, following the credo of 'One Nation and One Tax', and wanting a unified marke ;
order to ensure the smooth flow of goods across the country implemented the Goods and Services Tax (Gst)
from July 1, 2017. The aim is to generate additional revenue for the government and to reduce i

evasion.

Key Features
ax on supply of goods and service,

1. Goods and Service Tax (GST) is the single comprehensive indirect t

right from the manufacturer/service provider to the consumer.
in the supply chain. The

It is a destination based consumption tax with facility of Input Tax Credit (ITC)
hain helps in avoiding the cascading effect (s

commodities and benefir the consumers.

ices, which were manufacmredfprovidcd in the

2.
provision of availing input credit at each stage of value ¢

on tax) under GST, which is expected to reduce prices of

As there have been a number of intermediate goods/serv
cconomy, the pre GST tax regime imposed taxes not on the value added at each stage but on the roal vaued

the.good/scrvicr with minimum facility of utilisation of Input Tax Credit. The toral value included taes paid
on mrtl:crmedilatc goods/services. This amounted to cascading of tax. Under GST, the tax is discharged at evey
stage of supply and the credit of tax paid ar the previous tage is avail ; of
<o ik p Stage is available for set-off at the next stage of supplf
(;3]" is, thus, egcc}:ively 4 tax on value addition ar each stage of supply of goods and/or services
addresses to establish parity in taxarj inci ‘ on
T ty On across the country, and extend principles of ‘value-added raxatiot
3 GS? ;; ap}p]icaf::::e ::Ihrr:mght:)utl the country with one rate for one type of goods/service Under GST, the®
are > (five) standard rates applied, i.e. 0% <o - vice
ppried, Le. 0%, 5%, 12%, 18% and 28% on supply of all goods and 1%

across the country.

Top Tip
Tax liability arises when the taxable Person crosses exemption limit i.e., Z20 | kh
L., akh.

—
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UNIT 9: Internal Trade

Assessmﬂ“ Test 2

Int
e
allowed : 1 hour mal Trade
john Jacob has a consumer electron;j
IC poog
goods Maximum Marks : 25

"h“P in Sg
douth Delh; A
elhi. Which type of retail trade is he doing?

(@) General store
(b) Cheap jack (Choose the correct alternative) (1 mark)

(©) Spcci.l.ii}' shop

(d) Sec

¢cond hand goods shop
retailers?
(b) Chain store
(d) General store

«The loss incurred by one sho
i T P may be covered
r agc 5 H b i
Advantage of which type of retail trade has been rcf:rrlzg)ﬁtshm other shops, reducing risk of an organisation”
to here? '
: (1 mark)

\h-l)nn;lld's comes under whic
] ich cate
. gOl’y QF

(a) Departmental store >
(Choose the correct alternative) (1 mark)

Specialty store

(©

et ee____ singlemavon
§ the
supply of goods & services from the manufacturer to consumer.
(Fill up the blank with correct answer) (1 mark)

Sandeep & Sons Delhi orders ;

: : s pearl jewellery from Nasi

certain that the payment will be made only on reCCiV;?TEEO;G};E?:gth}'ithfflt;fllintO e
1 at their Op.

(a) Identify the term of trade in the above example

(b) Explain any two other terms of trade.
(3 marks)

Rohit displays lots of magazines on a b o fy € type 0
o o usy street corner near the railwa 1 i i
: station.
g . y Identify and explain th‘; e 5
f 1] (3 marks

Mention the name and features of the store in which there are a number of departments in the same building
(4 marks)

selling different types of commodities.
(5 marks)

What is meant by itinerant traders? Explain any four types of itinerant traders.

ties do you think the manufacturers would have to face? (6 marks)

If the wholesaler is eliminated, what difficul
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m i (l
f 7 . Sources of Business Fin e |
| it /1 X ’ : . ‘neursni |
vy §: Small Business and Entrepre I l
! Unit 8: onx £ '
Unit 9: Internal Irade Mok 5
a aximum ), |
| ark; 4 ! (
E: Time allowed : 1 hour 30 minutes (Choose the correct m"f’?'nariwj 0 |
': Q.1 Which rax is called ‘One Nation and One Tax? b ||
[ (a) Sales rax |
| (c) Custom duty |
| () GST ]_
| : ;
| (d) None of these X e . |
| Y 1 cesses of the Centre and the Stages,
| g b indirec ssand E
| Q2 GST hasreplaced indirect taxes anc (Choose the correct alternative) (| Mar
| Ik
| hoose the correct alternati
| i T P (Choose tf atternative) (] p.
i’ Q.3 Big Bazaar is an example of which type of fixed shop: Mar|
{ (@) Specialty shop
(b) Departmental store
! (¢) Chain store
{ (d) General store y , t’
T . i : s 3 ‘Chaose the correct alternatiy |
[ Q.4 Which of these is included in Owner’s Fund? ( e) (1 nmk1|
} (a) Debenrture \
/ (b) Loan from SBI
(c) Equity share k
(d) Trade credit
Q.5 Trade credit is example of (Choose the correct alternative) (1 mak)
(@) Long-term finance
(b) Medium-term finance
(c¢) Short-term finance
(d) All of che above
Q.6 Trade involving buying and selling of goods and services within the boundaries of a nation is called Internationd
Trade. (True/False) (1 mark
(1 markl

7 Why is entrepreneurship regarded as a creative activity?
Q.8 A micro small scale industry has investment of 24 lakhs and engaged in manufacturing business. Now it wants
: e . . . Sl ) :
to increase its investment by ¥4 lakhs. What type of small business will it become and what is the maximum
investment limirt in such cases? (1 mark!
.9 Sukhvinder Singh desi ‘ frware applicati ;

Q y i g 51g'ncFi cm satrwa.re apphur.mn t0 monitor pulse rate, blood pressure, BMI, etc. of a user
Since this idea was new, his friend Rajesh asks him to get an IPR for it. What use do you think will it have fof
Sukhvinder? Explain. : (3 marks!

Q.10 Tara Led. decided to raise funds through j f equi
. . iss 2y
has to pay dividend to equity sh hgld . ':l)f ‘*q]‘::“}’ e bl Diseceoss katit B Comp::}'
) Yy shareholders only w it e: [ c My :
cord losses for the fi ;1 > Wheh It carns profits. Board of Directors decided that
record losses for the first 3 years so that they don’t have to pay any dividend to the shareholders. Are the B
N AR _ ’ y anj 0 shareholders.
of Directors right in thinking ? Give valid reasons. sy (3 mzl'i‘-"l

(3 mad)

Q11 Explain briefly the characteristic features of itinerant retailers.




A i i

L A st g

Q.13

Q14
Q15

Q.16

 Manav Sharma i the fnance e ——————
ﬁ; has two options— Of‘S"-"J-iUm'ma;l

UNIT 9: Internaj Trade

na | Issue of equiry . OMPany nesds 250 cromes arrange the capital needed
favour of'lssmng'dcbcnturcs_ He PMMdhj_g sh“fﬂor mmhfm?-] ,Toufaufxd:‘:?;lmm
M. Sharma replied d’“‘d‘be“mmmﬁmddmgtm:'mé:“ﬂd‘mowmw&hdw&'mm

three more £ do S
. aﬁyrss EE o Sharma myg, have mstm participate in profits of the company.
equity sha presented before the CEO abour the debentares and
«“pvika Ltd.” company, an IT gian (3 marks)

2 U company ree; . §
for its growth and expansion from USA. for r:?“md in India wants 1o top the huge amount of resources
years to meet its medium cum shory ¢ 8 (€M needs. It also needs money for a period of less then 3

€fm needs. i ; s
employment to under privileged youch, 50% of il}:&fﬂmpm} is following the practice of educating and giving

lectricity i P

, o e electricity is generated through solar 5

Which two sources of finance should be used by the company to meet its requirement? Explain their features.
(4 marks)

Ps? Give two examples. State its four features. (5 marks)
' uct y oF e Raveena decided to enter into a startup business. She wants to explore
the diary procuct business after hearing news of adulteration being found in the milk all over Delhi. She does
feasibility studies and finds there is a demand for healthy and quality products in the market. She is confused

about the options available to her for her startup. Suggest any 5 ways through which she can finance it.
3 {5 marks)

What do you understand by multiple sho

After complcring MBA from FMS, Delhi

Describe the services rendered by wholesalers o manufacturers and retailers. (three each) (6 marks)
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Check List t0 Objectivc Type Questions

1. (a)

2. (0

3. (¢

4. (o)

5. (d

6. (d

7. ©

8. destination-based
9. 28 per cent

10. I\’zt[;;mi Electronic Funds Transfer ement (RTGS)

11. (i) Chain stores or Multiple shops

(NEFT)/Real Time Gross Settl

(ii) Departmental stores
12. Chain Stores or Multiple Shops
13. FEalse: They purchase in bulk from
14. False: Wholesalers serve an important link between manufacturers an

manufacturers and sell in small lots to retailers or industrial users.
d retailers. They do not sell products to the uls

Consumers.
15. False: A retailer is an important link between wholesalers and consumers. He buys g

wholesalers and sells them in small quantities to the ultimate consumers.

16. True : A retailer is in direct and regular contact link with consumers.
e or a handcart, and move from place to place to sell their goods at the

oods in large quantities from the

17. True: A hawker carries goods on his head or on a bicycl
doorstep of the customers.

18. False: Departmental stores need a large amount of capital for es
because they provide many attractive services to their customers (

tablishment. Moreover, their operating costs are very high
e.g., free home delivery of goods, provision for rest-rooms, §

telephone booths).
False: Multiple shops are networks of retail shops located throughout in specific areas of a country, e.g., Bata shoe stores, Big

Apple.
20. (i) Customers tastes and preferences

(ii) Activities of competitors.
21. (i) Personally on door-to-door basis (e.g., sale of cosmetics/detergent powder).

(ii) In a store (e.g., sale of mobile phones at Hotspot).

e

22. Idnerants

23. Cheap jacks, e.g., shoe repairing, watch repairing, etc.

24. Theyi do not change their place of business so frequently. They sell stationery items, eatables newspapers, etc. near bus stands
or railway stations. , :

25. Departmental store

26. Chain stores or Multiple shops




