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J2/
Attempt all questions.

6. State with reasons which of the following statenients is correct or incorrect : 3x2=6
4) Globalisation means different things to different peoples"
@y l Production strategy implements, supports and drives higher strategies. e

&/Benchmarking and Business Process Reengineering are one and the same
7. Briefly answer the following : 3%x2=6
(q.}/ Need for Turnaround Strategy

( rand Strategy Alternative during Recession

‘Shared Vision’ and ‘Vision Shared’.

8. (i/éx tips can you offer to write a ‘right’ Mission Statement ? Ix4=8
G

B~ An industry comprises of only two firms—Soorya Ltd. and Chandra Ltd. From
the following information relating to Soorya Ltd., prepare BCG Matrix :

Product Revenues Percent Profits Percent Percentage Percentage
(in Rs.) Revenues (in Rs.) Profits Market Industry
Share ~ Growth rate

A 6 crore és,/ 120 lakh qé_lS\_

B 4 crore 82 50 lakh 20

C 2 crore 16 75 lakh 30
=9 ==

50 lakh 4 5 lakh 2 Wik

D
Tétal 125 crore 100 250 lakh 100 \ /

9./ Mrekhael E. Porter has suggested three generic strategies. Briefly e‘xﬂi% 3+1+3
What is the %asic objective to follow a generic strateg In what situatns can +3=10
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(b),~“Our basic strategy was to charge a price so low-that microcomputer makers
couldn’t do the software internally for that cheaply.”

(¢) NDTV’,aTV Channel has ider_é_tﬁa_c_l_a/proﬁtable audience niche in the electronic

Marks

media. It has further expWou@h the adWels ,
.

like ‘NDTV Profit’ and Tmage’.
Lot and TR
Read the following case and answer the questions given at the end :

gubhiksha (prosperity in Sanskrit) began with a single grocery store at Chennail
in 1997. Subhiksha stores increased from 50 in 2000 to 140 by 2002-03 (spread
across 30 towns in Tamilnadu) to 670 by 2006-07 to 1650 by September, 2008. Its
early success was due to its business Wd
high level of neighbourhood focus. {ts decision in 2004 to go national from a
WM. With the growing ambition to g0
national, focw_,,value to customers to creating valuation for self. The
company had ~coruited 'all the employees to foray into consumer durables also. Its
revenue increased from Rs. 278 crore from 140 stores in 2005 to Rs. 2305 crore
in 2008 with a capital base of Rs. 32 crore. Subhiksha’s profit after tax for
2007-08 was Rs. 41 crore. It had invested heavily, largely using debt, and paybacks
toWd. Repa{y;_‘ngnt of debt had no relationship to cash flow. In
{e ond the company had liabilities s of Rs. 900 crore.

Ay

Around J anw, the company ha@wgwﬁndm
and in Ew%wa@%e&w\gc@ﬁ%gf not just because it defaulted
on gg@ggﬁ@f_uﬂgﬁg and salaries since Ucto &r, 2008. Today all the stores are
closed. Major supwwww It
asked its employees to take home groceries; and go on leave without pay. Many
emplWﬂalmes. Initially the company was confident to restructure

and remain in business.

Indian retail industry, comprises of 12 million mom-and-pop stores and kirana

stores (many of whom have also started innovating) and unknown number of
hawkers in the unorganized sector working on small-sized stores and withﬂ_gr
no rentals and salaries éngthe orgWrs (market share not more than
5%). :

The emer; sence of a large young population and a growing_gjggllg class with strong

disposable incomes and credit card culture are the drivers of the organized retail,

. v T -~ v
a mix of two types = ones going in for huge expansion announceme TS
il e8 gOls M M o tee S ;

1, 1 e ) p ,_,fw——-m—‘—-—‘v;‘—" .
following “slow and steady wins the race strategy . The industry operates not on
e R ) o .
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a very hefty margin. The yearly top-line growth is likely to remain around 10-15%
as against for sted 35% this ear. Compared with players like Pantaloon, Reh’ance,
More, RPG ang even Nilgiri’s (which has roe

7 ting. hi Suddenly retail was no lop er so hot and the
cmhad one dry. Duye to inability to Imwmw
divé‘my of the organized retaﬂmurvived the downturn )
through transformation ip their strm&lé thing ig
certain that footfalls have declifedfor © Organized retaj]

Debt-ridden retailer Subhikshg Trading Services Ltd. has begun jts Second innings
2 ~2.2EC0nd 1nr

-

in February, 2010, with ¢ it first (;Qashﬁ:a_lgg;carrz store (the hoard
outside the outlert reads Subhiksha Maligai Arig; Méﬁ?:fﬁTﬁWThiruvanmiyur in
Chennaj — at’its first ever retail outlet). “Subhiksha’s model wil] he differgg‘gj;his

time around 4ng Will not directly engage Withm,” said an mndustry source,
——=Lectly enga

Questions -

( “ nderstand the nature of competition certain questions need tq be answereq » 3

" What those questions are ?
(9)4:? were the competitors of Subhiksha ? Do you think they were better 5
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