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2 Trade

 2.1   Introduction and meaning

 2.2   Types of Trade

 2.2.1 Internal Trade

   A)  W h olesale T rade
   B )  Retail T rade :  T ypes of Retail T rade

 2.2.2  International Trade

   A) Ex port Trade

    Meaning
    E x port Procedure

   B)  Import Trade

    Meaning 
    I mport Procedure

  C) Entrepot Trade

   Distinguish Betw een 

   Summary 

   Ex ercise

I n a small v illage in Ratnagiri D istrict,  Moh an w as grow ing rice. W h atev er h e could grow ,  
h e sold it in h is v illage in retail price. H e didn’ t k now  th e mark eting strategies. O ne day h is 
friend came to meet h im from Pune. W h en th ey discussed about th eir economic grow th ,  Moh an 
wasn’t	ready	to	reply.	His	friend	RaMiv,	who	was	in	marketing	field,	suggested	him	that	he	could	
dev elop h is farm w ith  mangoes,  nuts and j ack fruit. H e w ould dev elop h is business w ith  I nternal 
and F oreign trade also. Moh an surprised and ask ed about th e process.

RaMiv	suggested	that	Mohan	already	had	some	trees	of	mangoes	and	Mackfruits	in	his	field,	
h e sh ould try to send h is goods to big cities lik e Mumbai and Pune. Ratnagiri’ s mangoes are 
famous and h av e th e mark  of ‘ G eograph ical I ndication’ . H is goods could easily sell in th ese 
cities.	This	kind	of	internal	trade	would	give	him	big	profit.	With	the	profit,	he	would	develop	his	
farm by importing necessary tools for h is business. H e suggested h im th at h e could tak e v ariety 
of products of mangoes,  j ack fruits and nuts in commercial w ay. H e w ould ex port h is goods in 
foreign countries.

Moh an accepted Raj iv ’ s suggestion and started h is business. A farmer become a good 
businessman by trading h is goods. Moh an’ s ex ample suggests us th at I ndian farmers can do a 
good business w ith  th e h elp of trade.
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2.1  IN TR ODU CTION  
T rade plays a v ital role in th e economy of ev ery country. T h e ov erall dev elopment of economy 

is an outcome of proper functioning of trade.
B uying and selling of goods and serv ices for money’ s w orth  is fundamental feature of trade 

and oth er is th e transfer of ow nersh ip of goods and serv ices from one person or entity to anoth er. 
T h e original form of trade w as barter,  th e direct ex ch ange of goods and serv ices. After inv ention 

and	acceptance	of	common	currency	i.e.	money	trade	became	greatly	simplified.

MEAN IN G
 ‘ T rade’  means th e process of ex ch ange of goods and serv ices. T rade refers to buying and 

selling	 of	 goods	 and	 services	with	 an	 obMect	 of	 earning	 profit.	Trade	 establishes	 a	 link	 between	
producers and consumers and it is carried out by buyers and sellers.

2.2 TY P ES OF TR ADE 
On	the	basis	of	di൵erent	criteria,	trade	can	be	divided	into	di൵erent	types	which	are	as	follows.	

Trade

  Internal Trade   Ex ternal Trade

                                                
 W h olesale T rade  Retail T rade I mport E x port E ntrepot

                      
  I tinerant Retailers              F ix ed Sh op Retailers 

                                                    
1. H aw k ers Small scale Retailers L arge scale Retailers
2. Peddlers 1. G eneral Stores 1. D epartmental Stores
3. Street T raders 2. Second h and goods sh ops 2. Supermark et stores
4. C h eap J ack s 3. Auth oriz ed dealers 3. C h ain stores
5. Mark et T raders 4. Speciality sh ops 4. O ne prices sh ops
  5. Malls 

2.2.1 IN TER N AL  TR ADE
W h en th e goods and serv ices are purch ased or sold w ith in th e country it is referred as I nternal 

T rade e.g. purch asing goods from th e door salesmen,  local sh op,  ex h ibition,  regional mark ets,  
departmental store or a mall are th e ex amples of internal trade .

W h en th e buyers and sellers both  are from th e same country,  it is k now n as internal trade. 
T rade betw een tw o states or cities of same country is also considered as internal trade. 

As th ere is a gap betw een production and consumption,  th ere is a need to h av e proper ch annel 
of distribution. T h e ch annel  of distribution  is v ery important in th e internal trade. U sually,  producers 
are situated at one place w h ereas th e consumers are scattered ov er a w ide area.  T h ere is a big gap 
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betw een producer and consumer. T h is gap can be sh ortened by ch annel of distribution. C h annel of 
distribution h elps to mak e products av ailable at th e righ t time,  at th e righ t place and in righ t q uantity 
through	di൵erent	intermediaries.	

� Channel of Distrib ution

Producer/ Manufacturer  W h olesaler  Retailer  C onsumer

�� Types of Internal Trade :  
T h ere are tw o types of I nternal T rade  i.e. W h olesale T rade and Retail T rade

 A) W HOL ESAL E TR ADE :  
  W h en goods are purch ased in large q uantities from th e manufacturer or producer for th e 

purpose of resale to retailers,  it is k now n as w h olesale trade. T h e person w h o is engaged 
in w h olesale trade is k now n as a w h olesaler. W h olesaler buy goods from manufacturers 
and sell it to retailers so w h olesaler is buyer as w ell as seller. 

	 	 The	Wholesaler	may	perform	di൵erent	functions	in	the	process	of	distribution	of	goods	
and serv ices. I t enables th e producers to reach  th e consumers. 

�� Definition
 1) According to P hilip K otler,  “ W h olesaling  includes all activ ities inv olv ed in selling 

goods or serv ices to th ose w h o buy for resale or for business use.”
 2) According to Evelyn Thomas,  “ A true w h olesaler is h imself neith er a manufacturer nor 

a retailer but act as a link  betw een th e tw o.”

�� Features of W holesaler
 1)  A W h olesaler purch ases goods from th e producer in large q uantities.
 2)  W h olesaler h as to tak e risk  in th e process of distribution.
 3)  A W h olesaler deals w ith  one or few  types of goods. 
 4)  A large amount of capital is req uired in th is business.  
 5)  A w h olesaler maintains price stability by balancing supply and demand factors.
 6)  T h e manufacturers can get direct information about mark et th rough  w h olesalers.
 7)  A W h olesaler sells th e goods to th e retailers as per th eir req uirements.   
 8)  A W h olesaler performs th e mark eting functions lik e assembling,  w areh ousing,  

transporting,	grading,	packing,	advertising	and	financing.		
� Services of W holesalers 

 T h e w h olesaler prov ides v aluable serv ices to manufactures and a retailers. 

� A) Services to Manufacturers :  

 1) L arge P urchase :   A W h olesaler purch ases a large q uantity of goods from th e manufacturer 
and sell it to retailers by collecting order from retailers. 

 2) Storage : 	A	Wholesaler	has	his	own	storage	facility	which		he	uses	to	fill	the	time	gap	
betw een production and consumption of goods
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 3) Transportation :  A W h olesaler  uses h is ow n transportation to deliv er th e goods from th e 
place of production. 

 4) Financial Assistance :  A w h olesaler is ready to pay th e amount in adv ance to th e  
manufacturer,  w h ich  can h elp th e manufacturer to produce goods,  w ith in sh ort period. 

 5) P rovide Mark et Information :  Manufacturer can get th e updated information from 
w h olesaler lik e mark et conditions,  demand,  taste etc.  

 6) R isk  Bearing : 		A	Wholesaler	takes	a	risk	in	his	business	by	financing	and	storing		large	
q uantity goods. Sometimes h e may bear th e loss. 

 7) Mark eting  Functions :   A W h olesaler carries v arious mark eting functions lik e  
w areh ousing,  adv ertising,  sales promotion etc. on beh alf of th e manufacturer. 

B] �Services to R etailers

 1) Stock  of Goods :  A W h olesaler  k eeps large stock  of goods. T h erefore retailers can get 
th e goods easily w h en th e consumers ask  for th e goods. 

 2) R egular Supply :  A W h olesaler assures regular supply of goods to th e retailers. T h erefore,  
retailers are free from storing goods. Retailers can supply goods to consumers as and 
w h en req uired by th em. 

 3) R isk  Bearing :  The	wholesaler	bears	the	risk	of	price	and	market	Àuctuations,	large	stock	
of goods,  th erefore,  retailers are free from th ese risk s. 

 4) Financial Support :  	Wholesalers	provide	financial	support	 	by	way	of	credit	 facility,	
discounts	etc.	Such	support	increases	the	e൵ect	of	working	capital	of	the	retailer.	

 5) Mark et Information:  W h olesalers prov ide v ariety of information about mark et condition 
of	di൵erent	products.	This	information	is	regarding	new	products,	variants	of	products,	
new  sch emes on ex isting products etc. Sometimes,  w h olesalers guide retailers about,  
w h en to buy,  h ow  to buy etc.  

 6) Sales  P romotion :   A w h olesaler does adv ertisement and also promotion of  th e goods 
w h ich  can h elp th e retailer to increase th e sales. 

B) R ETAIL  TR ADE
 W h en goods are sold relativ ely in small q uantity to th e ultimate consumer by w h olesaler 

or distributor or dealer is k now n as Retail T rade. T h e person w h o is engaged in retail trade 
is k now n as retailer. I n mark et th ere is an ex istence of some sellers w h o are doing business 
at local lev el or w ith in limited area. Such  sellers are prov iding goods directly to ultimate 
consumers at reasonable prices. 

�� Definition	:	
 1) According to Ox ford Dictionary,  “ Retail is sale of goods to th e public in relativ ely small 

q uantities for use or consumption rath er th an for resale.”
 2) According to W illiam Stanton,  “ Retail T rade includes all activ ities directly related to 

th e sale of goods and serv ices to th e ultimate consumer for personal and non business 
use.”
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�� Features of  R etailers :  
Retailer is th e link  betw een th e w h olesaler and consumers w h o operates in local mark ets. 

H e deals in w ide v ariety of goods by inv esting limited capital. H e establish es good relations 
with	consumers.	He	undertakes	less	risk	than	wholesaler.	He	tries	to	satisfy	demands	of	di൵erent	
consumers but does not h old large q uantity of goods at a time. 

 1) Retailer is th e link  betw een th e w h olesaler and consumers. 
 2) H e operates in local mark ets. 
 3) Retailers deal in w ide v ariety of goods in small q uantity. 
 4) I nv estment req uirement is limited. 
	 5)	 Less	risk	and	low	amount	of	profit	as	compared	to	wholesaler.	

A) Services to W holesaler :  

 1) Connecting L ink  :   T h e retailer is th e connecting  link  betw een th e w h olesaler and 
consumer. 

 2) Helps to Distrib ute :   Retailers h elp to q uick ly distribute goods. I t becomes v ery 
important,  in case of perish able goods lik e dairy  products,  fruits,  v egetables,  pulses etc. 

 3) Mark eting :  I f th e w h olesaler  is unable to carry out mark eting function,  retailers conduct 
th em. Sometimes h e h andles transportation on h is ow n. Sometimes h e tries to solv e 
sh ortages problem or adv ertises for better sell. 

 4) P rovide Information :  T h e retailer prov ides information about ch anging demands,   
preferences,  lik es and dislik es of consumers to th e w h olesaler. 

 5) Attract Consumers :  T h e Retailers attract consumers by adv ertising th e products. T h is 
activ ity directly h elps th e w h olesaler to sell th e product. 

 6) Create Demand :  T h rough  personal salesmansh ip retailer attracts consumer’ s attention 
tow ards new  goods and arriv als in th e mark et. T o create demand for new  goods,  th e 
retailer puts new  goods for w indow  display. 

B) Services to Consumers :

 1) R egular Supply of Goods :  The	 retailer	 stores	 sufficient	Tuantity	of	goods	as	per	 the	
req uirement of consumers. G oods are av ailable to th e consumers as and w h en th ey are in 
need. 

 2) L ocal Convenience : 	Retailers	are	normally	situated	near	residential	areas.	This	o൵ers	
local conv enience to th e consumers as th ey can purch ase goods as per th eir conv enience 
and timings. 

 3) Home Delivery :  Many retailers prov ide h ome deliv ery of goods to th e customers at 
nominal cost or free of cost. T h is improv es th e relations betw een th e consumers and 
retailers. 

 4) V ariety of Goods : 	Many	retailers	keep	di൵erent	variety	of	goods,	this	o൵ers	the	consumers	
for proper selection of th e req uired commodity of th eir ch oice. 

 5) Credit Facilities :  T h e retailer giv es credit facility to th eir regular consumer,  w h ich  h elps 
th e consumers to purch ase goods as and w h en  th ey are in need. I t h elps many consumers 
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w h o are in sh ort of money.  C redit facility by retailer creates large customer base for th e 
business. 

 6) After Sale Services :  Some retailers do prov ide after sales serv ices to consumer for 
durable products such  as laptop,  mobiles,  telev ision sets,  music systems,  refrigerators 
etc.	at	cheaper	rates.	Such	services	create	confidence	in	minds	of	consumers	for	further	
purch ases. 

 7) Information :  Retailers prov ide v aluable  information about goods,  th eir q ualities as 
w ell as v arieties,  new  arriv als in th e mark et w h ich  h elps to ch oose better product. Such  
information facilitates q uick  buying for consumers and h elps to build good image in mind 
of consumers. 

Types of R etailers

R etailers

                        
 Itinerant R etailers Fix ed shop R etailers 
 
  

 1. H aw k ers Small	scale	fixed	Retailers	 Large	scale	fixed	Retailers
 2. Peddlers 1. G eneral Stores 1. D epartmental Stores
 3. Street T raders 2. Second h and goods Sh op 2. Supermark et Stores
 4. C h eap J ack s 3. Auth oriz ed D ealers 3. C h ain Stores
 5. Mark et T raders 4. Speciality Sh ops 4. O ne Price Sh ops
       5. Malls 

A) Itinerant R etailer :  Itinerant	retailers	are	those	retailers	who	do	not	have	a	fixed	place	or	fixed	
sh op for th eir business.

 1) Haw k ers :  H aw k ers are one of th e oldest types of retailers. T h ey mov e from one place 
to anoth er place,  carrying goods in h and cart,  mov ing from th e city or place anyw h ere,  
w h ere th ey can sell easily. T h ey req uire limited capital. T h ey  mov e on street by sh outing 
loudly or announcing th e names and prices of th e goods. T h ey deal in seasonal v egetables,  
fruits,  some oth er items lik e h ouseh old ch eap articles,  bangles,  clips etc. 

 2) P eddlers :  Peddlers are th e oldest form of retailers. Peddlers are th ose,  w h o carry goods 
on th eir h ead in bask ets or container. T h ey deal in low  q uality goods of day to day use on 
cash	basis,	such	as	vegetables,	fruits,	fish,	utensils,	soaps	etc.

 3) Street Traders :  T h ese retailers do th eir business on footpath s of  busy street of cities and 
tow ns. T h ey prefer crow ded places lik e mark et places,  bus stops,  railw ay stations,  sch ool,  
colleges,  etc.  T h ey set up temporary stalls on th e roadside. T h ey sell items lik e h andbags,  
ready- made garments,  toys,  electronic goods,  etc. T h eir prices of goods are reasonable. 
T h ey do not ch ange th eir place of business freq uently. 
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 4) Cheap Jack s :  C h eap J ack s h av e independent sh ops h av ing temporary setup. T h ey k eep 
ch anging places of th eir business depending upon responses th ey get from consumers. 
Cheap	Jacks	have	a	fixed	shop	for	a	particular	period.	They	deal	in	variety	of	goods	like	
cutlery,  crock ery,  sock s,  sh ampoos etc. T h e q uality of goods is inferior. 

 5) Mark et Traders :  Market	traders	open	their	shops	on	market	days	i.e.	on	di൵erent	places	
on	fixed	days.	Usually	many	villages	and	 town	have	 some	day	of	 the	week	known	as	
th e mark et day. O n th at day v arious retailers come and set th eir temporary sh ops at th e 
particular v illage or tow n. T h ey deal in v arious goods lik e v egetables,  pulses,  fruits,  toys,  
spices,  ready- made garments,  daily utensils etc. I t is also called as w eek ly mark et. 

B) Fix ed Shop R etailer
 F ix ed sh op retailers are th ose retailers w h o do not mov e from one place to anoth er.  

They	mostly	have	fixed	places.	They	can	further	be	classified	into	small	scale	fixed	retailer	and	
large	scale	fixed	retailer.	

�	 Small	scale	fixed	retailer
 T h e Retailers w h o conduct th eir business operations on a small scale and deal in v ariety of 

goods	are	small	scale	shop	retailers.	They	o൵er	shopping	convenience	to	the	customers	as	they	
are situated in th e same locality e.g. G eneral stores,  medical store,  laundry,  etc.  

�	 Types	of	small	scale	fixed	retailers 

 1) General Stores :   G eneral store Retailers sell goods w h ich  are req uired by people for 
their	day	to	day	needs	like	food	grains,	soaps,	stationery,	medicines,	oils,	to൵ees,	biscuits,	
plastic goods,  footw ear,  umbrella,  pens etc. T h ese sh ops are generally situated near 
residential areas of th e city or tow n. T h ey prov ide h ome deliv ery of goods. T h ey h av e 
v ariety of goods in each  item. T h ey buy th e goods from w h olesalers or buy directly from 
manufacturers. 

 2) Second hand Goods Shop :  T h ese retailers purch ase and sell used goods e.g. T h ey deal 
in book s,  furniture,  T V . Set,  cloth es,  cars etc. After repairing th e goods and setting th em in 
w ork ing conditions,  th e goods are sold to th e consumers. G enerally consumers from w eak  
financial	background	purchase	goods	from	them.	As	prices	of	these	goods	are	cheap,	they	
lack  q uality,  durability and guarantee. 

 3) Authoriz ed Dealer :  T h ese retailers h av e auth oriz ed dealersh ip of particular manufacturer’ s 
goods. T h ey deal in goods lik e T . V . Sets,  w ash ing mach ines,  automobiles,  music systems 
etc. Auth oriz ed dealers try to max imiz e sale of goods,  because th ey get good commission 
from manufacturers. 

  Auth oriz ed  dealers do not h av e products of oth er manufactures,  ex cept for w h om th ey are 
w ork ing as auth oriz ed dealers. T h ey promote th e goods by w indow  display,  adv ertisements 
and attractiv e sch emes. 

 4) Speciality Shops :  T h ese retailers deal in particular line of goods. T h ey k eep a w ide 
variety	of	item	of	same	line	of	the	product.	e.g.	A	toy	shop	may	keep	only	toys	of	di൵erent	
types. O th er ex amples of speciality sh op retailer are sports material,  ready- made dresses,  
leather	goods,	plastic	goods,	watches,	books	etc.	They	o൵er	goods	at	varying	price	range.	
T h ey prov ide a w ide ch oice to th e customers. T h ey giv e adv ice to th e customers as th ey 
h av e ex pert k now ledge about th e product. 
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Large	scale	fixed	Retailers	
 T h e retailers w h o conduct th eir business operations on a large scale by inv esting h uge capital,  

selling v ariety of q uality goods are large scale sh op retailers. T h ese retailers h av e come into 
existence	because	of	urbanization.	These	are	fixed	shops	located	at	di൵erent	localities	of	the	
cities.

 Types of  L arge Scale Fix ed R etailers 
 1) Departmental Stores : 	A	departmental	store	is	a	large	scale	retail	shop	having	di൵erent	

departments ( sections) under one roof. E ach  section deals in a particular type of goods,  All 
th e departments are organiz ed and managed by one management. I t sells a large v ariety of 
goods. i.e. food,  toys,  dresses etc. e.g. Sh oppers Stop   

���According to James Stephenson :
 “ A big store engaged in th e retail trade of v ariety of articles under th e same roof  .”  

���According to G. B. Giles :
 “ A departmental store is a collection of sh ops under one roof and ow nersh ip,  each  sh op  or 

department specializ ing in selling a special range of goods” .   

Features of Departmental stores
 1) Shopping convenience :  D epartmental stores prov ide a w ider range of goods and serv ices 

under	one	 roof	hence	provides	maximum	shopping	convenience.	Customers	can	 fulfill	
their	wants	of	goods	at	di൵erent		price	levels.	

 2) Centraliz ed Management :  I n departmental stores all th e departments are independent 
but th ey are centrally ow ned,  managed and controlled e.g. adv ertising,  accounting,  
recruitment	of	sta൵,	etc.		All	activities	of	departmental	stores	are	managed	at	central	level. 

 3) W ide variety of Goods : 	Departmental	stores	provide	a	wide	variety	of	goods	of	di൵erent	
brands,  designs and colours.  

 4) Specializ ation :  E ach  department section deals in a separate line of product or goods w ith  
specializ ed serv ices e.g. E lectronics section,  k itch en w are section etc.

 5) Central location :   A departmental store prefers central place of th e city. So th e location 
becomes easy for customers to access. 

 6) Huge Capital :   D epartmental store req uires large capital inv estment. T h is capital is 
reTuired	 for	 spacious	 place,	 storing	 of	 variety	 goods,	 salary	 to	 sta൵,	 advertisement,	
electricity etc. 

 7) N o Credit Facility :  D epartmental stores w ork  on cash  basis or th ey accept credit cards 
but	do	not	o൵er	credit	facility.

2) Super Mark et Shop 
 Super Mark et is a large retail organiz ation w h ich  mainly sells w ide v ariety of food and grocery 

items on th e basis of ‘ Self- Serv ice’ .

 Supermark et is a large retailing sh op,  w h ere goods are k ept on open rack s,  buyers h av e to 
select products,  place th em in a trolley or a box ,  bring th em near th e gate,  w h ere a clerk  



29

prepares th e bill on a counter for th e goods selected,  th e buyer pays th e bill and tak es deliv ery 
of goods. 

�	 Definition	:	
 “ A large store selling a w ide v ariety of consumer goods,  particularly food and small  articles 

of h ouseh old req uirements.”

 e.g. B ig B az aar,  D - mart,  Reliance F resh  etc. are some of th e ex amples of supermark et. 

Features of Super Mark et Shop :  

 1) L ocation -  Super mark ets are generally situated at th e central location of th e city  w h ere 
th ere is population concentration. 

 2) Types of Goods :  I n super mark et goods of day to day req uirement are sold e.g. food,  
grains,  tinned food,  bak ery products,  groceries,  stationery etc. At times goods w h ich  are 
not av ailable w ith  small retailers are av ailable in super mark et. 

 3) Self Service :  Super mark et operates on self serv ice style. T h ere are no salesmen around 
in th e sh op. T h e C ustomers can select th e goods from th e information printed on th e 
products. 

 4) R easonab le P rices :  As	super	market	buys	goods	on	large	scale,	they	pass	on	the	benefits	
to th eir customers by selling th e goods at reasonable prices. 

 5) Capital :  Super mark et sh op req uires large capital,  it is establish ed by co- operativ e 
societies and priv ate limited companies such  as Reliance F resh ,  T ata G roup,  G rah ak  Peth  
etc.

 6) Cash Sales :  G oods are sold only on cash  basis. N o credit facilities are giv en to th e 
customers. Some sch emes are introduced such  as cash  back  sch eme,  loyalty programme,  
etc. to increase cash  sales. 

 7) Attractive P ack ing :  Pack ing plays important role in selling th e product in th e supermark et. 
G oods are duly pack ed,  by giv ing details of q uantity,  q uality,  w eigh t,   price,  contents etc. 

 8) Impulsive Buying :  C ustomers get induced to buy unw anted items j ust because of 
attractiv e  pack ing and sales promotion sch emes. T h e customers become impulsiv e 
buyers.  

    
     
    

  Activity     

  V isit any large scale sh op in your city and note dow n th e th ings you can get th ere,  
compare th e prices of th e same goods in small sh ops.

 
3) Chain Stores :
 C h ain stores are retail store ow ned by a single organiz ation. C h ain store is a netw ork  of a 

number	of	branches	situated	at	di൵erent	localities	in	the	city	or	in	di൵erent	parts	of	the	country.	
They	are		owned,	managed	and	controlled	by	its	head	office.	The	appearance	is	same	in	internal	
and	external	display	e.g.	the	furniture,	the	name	boards,	the	sta൵s	uniform	are	same	in	colour	
and design. 



30

�	 Definition	:
 According to James Stephenson,  “  A C h ain store sh ops consists of a number of similar sh ops 

owned	by	a	single	business	firm.´
 According to Clark  and Clark  :

 “ C h ain stores system consists of a number of retail store,  w h ich  sell similar products are 
centrally ow ned and operated under one management, ”  

 I n I ndia th e retail sh ops lik e B ata Stores,  Raymond Stores,  V ij ay Sales,  C roma etc. are ex amples 
of ch ain stores. 

Features of Chain Stores :

 1) L ow  and U niform P rice :  	Due	to	centralized	buying	from	head	office,	prices	are	less.	
L ow  operational ex penses and low  cost of th e goods leads to low  price of commodities. 
T h ere is uniformity in price in all ch ain stores. 

 2) U niformity :  E v ery ch ain store h as th e same style of ex ternal and internal layouts w ith  
same interiors,  colours,  display,  etc. H ence th e customers can easily identify th e ch ain 
store.

 3) L imited R ange of Goods :  C h ain stores sell a limited range of goods produced by a 
particular manufacturer. Manufacturers open th e ch ain stores by th emselv es or th rough  
distributors. e.g. B ata sh ops sells footw ear manufactured by B ata Sh oes C ompany L td 
only. 

 4) L arge Investment :  Chain	store	reTuires	large	financial	investment.	A	large	number	of	
branches	have	to	be	managed	in	terms	of	salary	of	sta൵,	advertisement,	decoration,	etc.	
So th ere is a need of large  inv estment. 

 5) Distrib ution through Branches :  C h ain store purch ases in large scale from th e producer 
and th en distributes th em th rough  its branch es. 

 6) Cash Sales :  C h ain stores sell th eir goods on cash  basis only. C ash  sales av oides th e 
problem of bad- debits. 

 7) Quality of Goods :  T h e ch ain stores sell standardiz ed and branded goods. T h e q uality of 
goods is assured to customers in ch ain stores.

4)  One P rice Shop :
 T h e sh op w h ere th e prices of all th e products or goods are same is k now n as O ne Price sh op. 

T h is sh op sells a large v ariety of goods of daily use at low  prices. T h e products irrespectiv e of 
their	size	and	Tuality	are	sold	at	one	common	uniform	price.	The	price	are	fixed	in	advance.	

 G oods lik e gift articles,  w atch es,  sh ampoos,  h air products,  h ouseh old articles,  crock ery,  etc. 

 e.g. sh ops selling goods for Rs. 49 / - ,  Rs. 9 9 / - ,  Rs. 19 9 / -
  

 
      Activity     

 V isit one price sh op near your locality.
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Features of One P rice Shop :   

 1) U niform P rice :   All th e goods w h eth er big or small in siz e are sold goods at one standard 
fixed	price.	There	is	no	scope	for	bargaining.	

 2) L ow  P rice :  U sually th e price of th e goods is reasonable and low . 

 3) V ariety of Goods :   T h ese sh ops usually deal in v ariety of small siz ed goods. T h ere is a 
w ide scope of ch oice of goods e.g. stationery,  toys,  fun games,  play cards,  cosmetics etc. 

 4) L ocation :   T h ese sh ops are located in busy centers of th e city such  as busy trade streets 
near railw ay stations,  bus stops,  etc. Sometimes th is sh op is temporarily set up in fairs or 
ex h ibitions.

 5) Cash Sales :   I n th is sh op goods are sold on cash  basis only. N o credit facility is giv en to 
customers and so th ere is no risk  of bad debts. 

 6) L ess Capital :   D ue to small goods th ese stores req uire less amount of capital.

5) Mall :  
 A Mall is a large enclosed sh opping complex  containing v arious stores,  businesses and 

restaurents. 

 A modern sh opping mall is an American term in w h ich  one or more buildings form a complex .  
It	is	modern	type	of	shop	which	enables	customer	to	buy	di൵erent	products	from	one	unit	to	
oth er units of mall.  

 F rom th e late 20th  C entury entertainment v enues such  as mov ie th eatres and restaurants began 
to be included. N ow  a days,  th e popularity of mall is increasing because of  v ariety of th ings  
av ailable at one place. e.g. Ph onix  Mall,  I norbit Mall.

	 There	 is	a	 thin	 line	of	di൵erence	between	various	 retail	 shops	such	as	departmental	 stores,	
ch ain store,  mall etc.

� R ecent trend in R etail Trade :
N ow  a days O nline retail form of buying and selling of goods become more popular in I ndian 

scenario. T h is form is v ery easy platform for seller as less inv estment is req uired,  no need of storage 
and w areh ousing,  no need of face to face interaction w ith  customers. T h eir focus is on prompt serv ice 
and q uality. F ollow ing are v ery popular ex amples of online retail forms. e.g. F lipk art,  Amaz on,  
Sh opclues,  Myntra etc.

2.2.2 International Trade  
I n Ancient I ndia,  international trade w as conducted for v arious q uality products lik e silk ,  h and-

loom,  ornaments,  w eapons etc. 

W h en th e trade activ ities are conducted betw een tw o or more countries,  it is called as 
µInternational	Trade’.	The	political	relations	between	two	countries	also	inÀuence	the	trade	between	
them.	 International	 trade	procedure	 is	always	complex,	difficult	and	 lengthy.	Various	 factors	 like	
government	policies,	economy,	international	market,	international	laws,	currency	etc.	inÀuence	the	
trade activ ities. Most economists globally agree th at international trade h elps to boost th e nation’ s 
w ealth . T h e consumers get v ariety of goods and serv ices due to I nternational trade. 
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A) EX P OR T TR ADE

E x port trade referes to sale of goods and serv ices to foreign country.

Ex port procedure

         
A) P reliminary B) P re-shipment  C) Shipment D) P ost-Shipment 
  Stage  Stage  Stage  Stage
  1) Registration  1) Receipt of order  1) Processing  1) Sh ipment  Adv ice
  2) Appointment   2) L etter of credit   2) E x amination   2) Presentation of   
  of Agent      of goods    document
     3) Pre- sh ipment  3) L oading of   3) Realiz ation of 
      F inance   goods   incentiv es   
     4) Production     4) F ollow  up
     5) Pack aging 
     6) E C G C  cov er
      ( E x port C redit and
       G uarantee C orporation)
     7) G ST  formalities ( G oods and Serv ices T ax )
     8) Marine I nsurance
     9 ) C  &  F  agents ( clearing and forw arding)
� Ex port P rocedure
A) P reliminary Stage
 1) R egistration :  T h e ex porter h as to get h imself registered w ith  v arious auth orities as 

follow s:  
	 	 i)	 Directorate	General	of	Foreign	Trade	to	obtain	Import-Export	Certificate	number.	
  ii)  I ncome T ax  auth ority to obtain Permanent Account N umber.
  iii) O th er Auth ority lik e E PC  ( E x port Promotion C ouncil) and G ST  auth ority. 

 2) Appointment of agent :
   After registration th e ex porter appoints agents or sales representativ e abroad to book  

orders.	The		exporter	may	also	open	sales	office	in	foreign	country.	

B) P re- shipment Stage 
 1) R eceipt of Order :  As	soon	as	the	order	is	received	the	exporter	must	verify	and	confirm	

th e order. T h e ex porter ch eck s on th e ‘ Restriction on I mport’  in I mporter’ s country. 

 2)  L etter of Credit :  T h e ex porter req uests importer to issue a letter of credit in h is fav our. 
T h e receipt of ‘ letter of credit’  from importer’ s bank  w ill clear th e foreign ex ch ange and 
oth er restrictions. 

 3)  P reshipment Finance : 	The	 exporter	 obtain	 pre	 shipment	 finance	 from	his	 banker	 to	
meet w ork ing capital req uirement. 
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 4)  P roduction of Goods :  T h e ex porter h as to produce goods as per buyer’ s need. I f th e 
ex porter is not a manufacturer th en h e w ill get th e ordered goods from th e local supplier. 

 5)  P ack aging :  T h e goods must be properly pack ed because pack ing plays th ree important 
roles. 

  i)  Protection of goods in transit
  ii)  Preserv ation of q uality of goods 
  iii) Promotion of goods

 6)  ECGC Cover ( Ex port Credit and Guarantee Corporation) :  T h e ex porter may obtain 
cov er from E C G C . Such  cov er protects ex porter against credit risk . e.g. I f th e importer 
fails to mak e th e payment of bill,  th e ex porter can be cov ered from E C G C  to th e ex tent of 
9 0 % of th e loss. 

 7)  GST formalities ( Goods and Services Tax ) :  T h e ex porter needs to complete G ST  
formalities regarding ex port trade. 

 8) Marine Insurance :  T h e ex porter h as to obtain marine insurance under C I F   
( cost,  insurance and freigh t) contract. H e h as to pay necessary insurance premium and 
obtain insurance policy. 

 9 ) C &  F agents ( Clearing and Forw arding) :  I n ex port trade C  &  F  agents are k now n as 
custom h ouse agents. T h ese agents are responsible for forw arding th e goods. 

C) Shipment Stage :

 1) P rocessing of Document :  E x porter prepares th e sh ipping bill and gets all th e documents 
processed at customs h ouse.

 2) Ex amination of Goods :  T h e C & F  agent obtain carting order from th e PT A ( Port T rust 
Auth ority) to cart th e goods inside th e dock s.

 3) L oading of Goods :  After ex amining th e goods C E  ( C ustoms E x aminer) issues ‘ L et 
E x port’  order. T h e C & F  agent th en obtains ‘ L et Sh ip O rder’  from C ustom Prev entiv e 
Officer	�CPO).	The	goods	are	then	loaded	on	ship	for	which	a	Mate’s	receipt’	is	obtained.	
T h e C & F  agents approach es sh ipping companies and obtains a B ill of L ading.

D) P ost Shipment Stage
 1) Shipment Advice :  T h e ex porter sends sh ipment adv ice to th e importer informing h im 

about dispatch  of goods. H e also sends copy of pack aging list,  commercial inv oice and 
non- negotiable copy of loading along w ith  adv ice letter.

 2) P resentation of Documents :  T h e ex porter submits all necessary documents to th e bank  
for negotiation and realiz ation of ex port proceeds.

 3) R ealiz ation of Ex port Incentive :  T h e ex porter mak es an arrangement to obtain ex port 
incentiv e from th e concerned auth orities. T h e incentiv e includes duty draw back s,  refund 
of G ST ,  if paid etc.

 4) Follow -U p :  Exporter	should	always	have	follow	up	after	export	to	find	buyers	reaction	
tow ards th e goods.
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  Activity     

  F ind out importer and ex porter in your locality.

B) IMP OR T TR ADE 

 Meaning

I mport trade refers to th e purch ase of goods and serv ices from foreign country. T h e procedure 
for	 import	 trade	 di൵ers	 from	 country	 to	 country	 depending	 upon	 the	 import	 policy,	 statutory	
reTuirements	and	customs	policies	of	di൵erent	countries.	In	almost	all	countries	of	the	world	import	
trade is controlled by th e gov ernment. T h e obj ectiv es of th ese controls are proper use of foreign 
ex ch ange restrictions,  protection of indigenous industries etc. 

Import P rocedure

         
A) P reliminary Stage B) P re- Import Stage C) Import Stage D) P ost- Import Stage  
1)		Registration	 1)		4uota	Certificate	 1)	 Receipt	of	Document	1)	 Port	Trust	Due	
2)  N egotiation 2)  F oreign E x ch ange 2)  B ill of E ntry 2) C ustom D uty
       C learance
     3)  O rder Placement 3)  D eliv ery O rder 3) I nsurance Premium
     4)  L etter of C redit 4)  C ustom C learance 4)  F reigh t Payment 
     5)  C  &  F  Agent    5)  E x porter Payment
     6)  Sh ipment Adv ice   6)  F ollow  - up

Import P rocedure 
A)  P reliminary Stage  
 1) R egistration :  T h e I mporter h as to get h imself registered w ith  v arious auth orities as 

follow s:  

	 	 i)		 Directorate	General	Foreign	Trade	to	obtain	Import-Export	Certificate	Number.

  ii)   I ncome T ax  auth ority to obtain Permanent Account N umber. 

  iii)  F ormalities regarding G ST . 

 2)   N egotiation :  T h e importer must h old negotiation w ith  ov erseas suppliers regarding-  
  i)  Price of goods 
  ii) D eliv ery sch edule 
  iii) C redit Period 
  iv ) T erms and C ondition regarding sale,  payment and deliv ery

B)  P re-Import Stage 

 1�	 4uota	Certificate	: C ertain items are subj ected to q uota restrictions. T h e I mporter needs 
to	obtain	import	Tuota	certificate	from	government	authorities.
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 2) Foreign Ex change Clearance :  T h e I mporter needs to obtain foreign ex ch ange clearance 
from RB I . T h e I mporter sh ould forw ard th e application for th e same th rough  h is bank .

 3) Order P lacement :  After obtaining foreign ex ch ange clearances from RB I ,  th e importer 
places an order w ith  th e ov erseas suppliers. T h is order is called as indent. T h e importer 
negotiates th e terms and conditions of th e import contract and places th e order.

 4) L etter of Credit ( L C):  T h e ex porter normally req uest for L C . T h e L C  is an undertak ing 
giv en by th e importer’ s bank  guaranteeing th e payment to th e ex porter on beh alf of 
importer. T h e L C  is th e safest meth od of payment in foreign trade. T h erefore th e importer 
h as to obtain L C  from h is bank  in fav our of th e ex porter. 

 5) Clearing and Forw arding Agent ( C &  F Agents) :  T h e importer h as to appoint C &  
F   agents to undertak e v arious custom formalities and documentation w ork  in respect of 
import of goods. 

 6)  Shipment Advice :  T h e sh ipment adv ice enables th e importer to mak e necessary 
arrangement for custom clearance and  unloading of goods sent by th e E x porter.

C)  Import Stage 

 1)  R eceipt of Document :  T h e importer receiv es th e documents sent by th e ex porter th rough  
h is bank . T h e documents include :  

	 	 a)	 Bill	 of	 Lading	 b)	 Packing	 List	 c)	 Commercial	 Invoice	 d)	 Certificate	 of	 Origin	 
e)	Certificate	of		Inspection	etc.	

 2) Bill of Entry :  C  &  F  agents prepare bill of entry w h ich  is req uired for custom clearance. 
T h e bill of entry giv e details about number of pack ages q uality of goods,  price of goods 
etc.

 3) Delivery Order :  T h e C  &  F  agent obtain deliv ery order from th e sh ipping company. T h e 
sh ipping company giv es th e deliv ery order on payment of freigh t. D eliv ery order h elps to 
unload th e goods from v essel. 

 4) Custom Clearance : 	The	purpose	of	custom	clearance	is	to	get	the	document	certified	
from custom auth ority. T h e document includes bill of lading,  bill of entry and pack ing list.

D)  P ost- Import Stage

 1) P ort Trust Dues :  T h e C  &  F  agents h as to mak e payments of port trust dues. 

 2)  Custom Duty :  T h e C  and F  agent h as to mak e payment to custom auth orities in respect 
of importing goods.

 3)  Insurance P remium :  T h e I mporter h as to mak e payment under F O B  ( F ree on B oard) 
contract.

 4) P ayment of Freight :  T h e I mporter h as to mak e payment of freigh t under sh ipping 
contract. 

 5) Ex porters P ayment :  T h e importer h as to mak e payment to th e ex porter as per th e terms 
of contract. T h e ex porter draw s a bills of ex ch ange for th e payment. 

 6) Follow  up :  T h e importer needs to tak e follow  up in respect of import of goods. I f th ere 
are any discrepancies importer sh ould inform to th e ex porter. 
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C) Entrepot Trade 
 T h e term entrepot h istorically referred to a seaport or w areh ouse w h ere goods w ould be 

imported for storage or process before re- ex port. I t also refers to th e practice of re- ex porting 
goods w ith  or w ith out processing or re- pack aging th em again. I t is mainly used to refer to duly 
free ports w ith  th e h igh  v olume of re- ex port trade. At entrepot,  goods do not face any import 
and ex port duties upon sh ipment from th e port. 

I ndia    I mporting raw  material from South  Africa

 E x porting to ( after process)

J apan

Distinguish b etw een 

1. Itinerant R etailers and Fix ed Shop R etailers 

Sr. 
N o.

P oint Itinerant R etailer Fix ed Shop R etailers

1) Meaning These		retailers	do	not	have	fixed	
place of business.

T h ese retailers are th ose w h o h av e 
a	fixed	place	of	their	business

2) C apital L imited capital inv estment. H igh er capital inv estment
3) Stock  of goods T h ey k eep limited stock  of goods T h ey k eep large stock  of goods.
4) Q uality of 

goods
T h ey sell low  q uality goods. T h ey sell q uality goods. 

5) V ariety of 
goods

They	do	not	o൵er	variety	of	goods	
to customer.

They	o൵er	variety	of	goods	to	
customer.

6) Prices Price is low . Price is h igh  due to h igh er 
ov erh ead cost.

7) C redit facility T h ey don’ t giv e credit facility to 
customer.

T h ey prov ide credit facility to 
regular customers. 

8) C h oice of 
goods

C ustomers h av e limited ch oice for 
selection of goods.

C ustomers h av e more scope for 
ch oice of goods.

9 ) D oor to door 
Serv ice

They	o൵er	door	to	door	service They	do	not	o൵er	door	to	door	
serv ice. 

10) After sale 
Serv ice

T h ey do not prov ide after sale 
serv ice

T h ey prov ide after sale serv ice on 
selected goods. 
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2. General Store and Speciality Shop

Sr.  
N o.

P oint General Store Speciality Shop

1) Meaning I t is a sh op dealing w ith  w ide 
range of goods

I t is a sh op dealing w ith  specializ ed 
products. 

2) L ocation L ocated near residential areas. L ocated in sh opping centers of th e 
city. 

3) Prices Prices of goods are generally 
low

Prices of goods are generally h igh . 

4) T ype of goods D ay to day req uired goods are 
sold.

O nly specializ ed goods are sold.

5) Adv ertisement T h ey do not spend on  
adv ertisement 

T h ey spend more on adv ertisement 

6) V ariety of Products L ess v ariety of products More v ariety of products

3. Departmental Store and Chain Store

Sr.  
N o.

P oint Departmental Store Chain Store

1) Meaning I t is large scale retail store h av ing 
v arious departments or sections 
selling	 di൵erent	 goods	 under	 one	
roof. 

I t is a retail sh op ow ned,  
controlled and managed by 
a single organiz ation selling 
one line of product,  located in 
di൵erent	parts	of	city.		

2) V ariety of goods D eals w ith  v ariety of goods in large 
scale.

D eals w ith  goods of one 
particular manufacturer only. 

3) L ocation I t is situated at th e central location 
in th e city.

It	is	situated	in	di൵erent	parts	of	
th e city and country. 

4) C apital Req uires large capital for inv estment. C omparativ ely less capital is 
req uired. 

5) Price T h e price ch arged is v ery h igh . T h e price is comparativ ely less. 
6) O perating cost O perating cost is v ery h igh . O perating cost is low . 

4. W holesaler and R etailer

Sr.  
N o.

P oint W holesaler R etailer

1) Meaning A person w h o conducts th e w h olesale 
trade is called a w h olesaler.

A person w h o conducts th e retail 
trade is called a Retailer

2) C apital Req uired large capital C omparativ ely less capital is 
req uired. 
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3) L ink L ink s th e manufacturer and retailers. L ink s w h olesalers and customers. 
4) L ocation L ocated in C entral Mark et of th e  

city.
L ocated in v arious L ocal Mark ets 
of th e city. 

5) Profit	Margin Less	 profit	 margin	 as	 compared	 to	
retailer.

More	 profit	margins	 as	 compared	
to w h olesaler.

6) Prices Sells goods at low er prices to retailer. Sells goods at h igh er prices to 
consumer .

7) C redit F acility O൵er	credit	facility	to	retailer.	 O൵er	credit	facility	to	customer.	
8) W areh ousing Req uires big w areh ousing for storing 

of th e goods.
Req uires limited w areh ousing for 
storing of th e goods. 

9 ) Specializ ation Specializ ed in one or a few  line of 
goods.

Specializ ed in v ariety of goods. 

10) F inance ReTuires	large	financial	resources. ReTuires	 limited	 financial	
resources. 

5. Internal Trade and Foreign Trade. 

Sr.  
N o.

P oint Internal Trade Foreign Trade

1) G eograph ic Scope W ith in th e national boundaries 
of th e h ome country. 

V aries from national boundaries of 
tw o countries to th e entire globe.

2) O perating Style Production,  mark eting and 
inv estments limited to h ome 
country.

O perations spread to th e entire 
globe.  

3) Tari൵ Tari൵	rates	of	various	countries	
do	not	a൵ect	the	internal	Trade.

Tari൵	 rates	 of	 various	 countries	
a൵ect	the	foreign	trade.	

4) F oreign E x ch ange 
Rates

F luctuations in foreign 
ex ch ange rate do not directly 
a൵ects	internal	trade.

F luctuations in foreign ex ch ange 
rate	directly	a൵ects	foreign	trade.

5) Q uotas Q uota imposed on ex ports and 
imports by v arious  countries do 
not	 directly	 a൵ect	 the	 internal	
trade.

F oreign trade h as to operate w ith in 
th e q uotas imposed by v arious 
countries on ex port and  imports. 

6) C ulture D omestic culture of th e country 
a൵ects	on	product	design.	

C ultures of th e v arious countries 
a൵ects	on	product	design.	

7) Mark ets and 
C ustomers 

U sually domestic companies 
meet th e needs and demands of 
th e local mark ets and customers.

F oreign trade needs to understand 
th e mark ets and customers of 
v arious countries. 
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Internal Trade

W h en th e buyers and sellers both  are from th e same country,  it is k now n as internal trade. 
T rade betw een tw o states or cities of same country is also considered as internal trade. 

� Types of Internal Trade :  T h ere are tw o types of I nternal T rade i.e. W h olesale T rade &  Retail 
T rade.

1) W holesale Trade :  W h en goods are purch ased in large q uantities from th e manufacture or 
producer for th e purpose of resale to retailers,  it is k now n an w h olesale trade. T h e person w h o 
is engaged in w h olesale trade is k now n as a w h olesaler. 

W holesale Trade 

Sr. 
N o.

Features Services to 
Manufacturer

Services to 
R etailer

1) A w h olesaler deals w ith   one or few  
types of goods.

L arge purch ase Stock  of G oods

2) A large amount of capital is 
req uired in th is business.

Storage Regular supply

3) A w h olesaler purch ases goods from 
th e producer in large q uantities

T ransportation Risk  B earing

4) A w h olesaler sells th e goods to th e 
retailers as per th eir req uirements.

F inancial assistance F inancial support

5) T h e manufacturers can get direct 
information about mark et th rough  
w h olesalers 

Prov ide mark et 
information

Mark et information

6) I n th e process of distribution,  
w h olesaler h as to tak e risk

Price stability Sales promotion 

7) A w h olesaler performs th e 
mark eting functions

Risk  bearing -----

8) A w h olesaler maintains price 
stability

Mark eting F unctions. -----

R etail Trade

Sr. 
N o.

Features Services to 
W holesaler

Services to Customers

1) Retailer is th e link  betw een th e 
w h olesaler and consumers.

C onnecting L ink  Regular supply of G oods.

2) H e operates in local mark ets. H elps to distribute L ocal C onv enience

SUMMARY
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3) Retailers  deal in w ide v ariety 
of goods in small q uantity. 

Mark eting H ome D eliv ery

4) I nv estment req uirement is 
limited

Prov ide information V ariety of G oods.

5) L ess risk  and low  margin 
of	profit	as	compared	to	
w h olesaler.

Attract consumers C redit F acilities

6) ------ C reate D emand After Sales Serv ices . 

Types of R etail Trade

 Itinerant R etailers Fix ed shop R etailers
 
  
  

1. H aw k ers Small scale Fix ed R etailers L arge scale Fix ed R etailers
2. Peddlers 1. G eneral Stores 1. D epartmental Stores
3. Street T raders 2. Second h and goods Sh op 2. Supermark et Stores
4. C h eap J ack s 3. Auth oriz ed D ealers 3. C h ain Stores
5. Mark et T raders 4. Speciality Sh ops 4. O ne Prices Sh ops  
   5. Malls

Features

Sr. 
N o.

Departmental Store Super Mark et Shop Chain Store One P rice Shop

1) C entral L ocation C entral L ocation L ow  and U niform 
price

C ash  sales

2) W ide v ariety of goods T ypes of G oods U niformity U niform Price
3) Sh opping conv enience Self Serv ice L imited range of 

goods
L ow  price

4) Specializ ation Reasonable price L arge inv estment L ocation
5) C entraliz ed 

Management
C apital  D istribution 

th rough  branch es 
L ess C apital 

6) H uge capital C ash  sales C ash  sales V ariety of G oods
7) C ash  sales Attractiv e pack ing Q uality of goods ------

- I mpulsiv e B uying ------ ------
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International Trade
W h en th e trade activ ities are conducted betw een tw o or more countries,  it is called as 

µµInternational	Trade´.	The	political	relations	between	two	countries	also	inÀuence	the	trade	between	
them.	International	trade	procedure	is	always	complex,	difficult	and	lengthy.	

� Types of international trade

A)  I mport T rade  B ) E x port T rade C ) E ntrepot T rade

� Career Oppourtunitis
 1) O ne can start Retail sh op of mobile accessories.  
 2) G ST  consultant
 3) Accounts w riting J ob
 4) Adv ertisement Agency
 5) Mark eting Agent
 6) Pack ers and Mov ers
 7) I nterior designer
 8) B usiness consultant
 9 ) E x port /  I mport Agent in F oreign T rade

� R eference Book s
 1)  O rganiz ation of commerce by Sh erlek ar and sh ej aw alk ar.
 2)  O rganiz ation of commerce by M. G . Patk ar Ph adk e Prak ash an K olh apur. 
 3)  O rganiz ation of C ommerce  &  Management by Mah arash tra State B oard of Secondary &  H igh er 

Secondary E ducation,  Pune.
 4) O C M T ex t book  education 2012 -  H SC  B oard.
 5) Retailing management by Sw apana Pradh an.
 W eb site referred - W ik ipedia -  th e free encyclopedia

Q.1 A) Select the correct option and rew rite the sentence. 
 1) … … … … . is th e link  betw een producer and retailer.
  a) C onsumer b) W h olesaler  c) Manufacturer

 2)  Price ch arged by retailers is generally… … … .
	 	 a)	higher	 	 b)	lower	 	 c)	fixed.

 3)  A w h olesaler inv est … … … . C apital in th e business. 
  a) small  b) large  c) less.

 4)  Retailer is th e … … … … ..link  in th e ch ain of distribution
	 	 a)	first	 	 b)	last	 	 	 c)	second.

 5)  Retailers supply information to th e … … … .. th rough   w h olesalers. 
  a) manufactures b) gov ernment  c) consumers

EXERCISE
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 6)  Maj or items … … … .are ch emicals,  crude oil and petroleum products,  edible oils,  
electronic goods,  gold and silv er,  pearl and precious stone. 

  a) ex ported by I ndia  b) not ex ported by I ndia c) imported by I ndia.

 7)  F or customs clearance th e… … …  is prepared by th e ex porter. 
  a) carting O rder b) letter of C redit c) sh ipping B ill  

 8)  … … … …  carry goods on th eir h ead in bask ets or containers.
  a) H aw k ers  b) Peddlers  c) C h eap J ack s.

	 9)		 ««««.	open	their	shops	on	market	days	i.e.	on	fixed	days.	
  a) Street traders b) Mark et T raders  c) Peddlers

 10) … … … …  retailers deal in particular goods. 
  a) G eneral Stores b) Speciality sh op retailers c) Second h and goods sh ops.

 11)  … … … . is k now n as self- serv ice store.
  a) D epartment store  b) Super mark et  c) Multiple store 
B) Match the pairs.

1)
 

Group ‘ A’ Group ‘ B’
A) D epartmental Store 1) C arry goods on h eads
B ) Mark et traders 2) U niform Price
C ) G eneral sh ops 3) B usiness on mark et day
D ) O ne price sh op 4) Most common sh op
E ) Peddlers 5) H uge capital

6) D istribution th rough  branch es
7) C arry goods on carts
8) Sale used articles
9 ) Specializ ed goods
10) Auth oriz ed dealers

2)
 

Group ‘ A’ Group ‘ B’
A) I mport T rade 1) F irst step in I mport
B ) Registration 2) G oods not for ow n country

C ) E ntrepot trade 3) B uying goods from oth er country
D ) L etter of C redit 4) N o restrictions

5) Selling goods to oth er country
6) C redit w orth iness of importer.
7) Recov ery of dues
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C) Give one w ord/ phrase/ term. 
 1)  A person w h o mov es daily from place to place to sell goods.
 2)  T h e middleman betw een w h olesaler and consumer. 
 3)  A retail sh op w h ich  operates th rough  branch es.
 4)  A sh op w h ere all goods are av ailable at same price.
 5)  A retailer w h o displays h is goods on th e road.
 6)  An order placed by an importer for th e supply of certain goods.  
 

D)  State True or False.
 1)  W h olesaler k eeps large stock  of goods.
 2)  W h olesaler deals in small q uantity.
 3)  A retailer h as no direct contact w ith  consumers. 
	 4)		 Super	market	shops	o൵er	home	delivery	facilities	to	customer.	
 5)  D epartmental store located out of th e city. 
 6)  C ustomers cannot bargain in one price sh op.
 7)  L etter of C redit is req uired for obtaining ex port license. 
 8)  B uying goods from oth er country is k now n as ex port trade. 
 9 ) Maintaining h igh  q uality is necessary to sustain in ex port business. 
 

E) Find the odd one. 
 1)  G eneral Stores,  H aw k ers,  C h eap J ack s,  Peddlers.
 2) D epartmental Stores,  C h ain Stores,  Mark et T rader,  O ne Price Sh op.
 3) Speciality Sh ops,  Secondh and goods sh ops,  Malls,  Auth orised D ealers.
 

F) Complete the sentences. 
 1)  T h e original form of trade w as ................. 
 2) T rade establish es a link  betw een producers and .................
 3) T h e w h olesaler prov ides v aluable serv ices to manufactures and .................
 4) T h e w h olesaler purch ases a large q uantity of goods from th e .................
	 5)	 The	wholesaler	bears	the	risk	of	.................	and	market	Àuctuations.
	 6)	 The	wholesaler	provides	financial	support	to	retailers	by	way	of	.................	facility.
 7) T h e retailer is th e connecting link  betw een th e w h olesaler and .................
 8) ................. is a large retail organiz ation w h ich  mainly sells w ide v ariety of food and 

grocery items on th e basis of ‘ self- serv ice’ .
 9 ) ................. are retail stores ow ned by a single organiz ation.
 10) T h e sh op w h ere th e prices of all products or goods are same is k now n as .................
 11) A modern sh opping mall is an ................. term.
 12) T h e L etter of C redit is th e safest meth od of payment in ................. trade.
 

G) Select the correct option.
 1)  W h olesaler deals in ( small /  large) q uantity.
 2) D epartmental store located ( in /  out of) th e city.
 3) C ustomer cannot bargain in ( General stores /  one price shop).
 4) Retailer operates in ( glob al /  local) mark ets.
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 5) D epartmental store is a ( large /  small) scale retail sh op.
 6) Supermark et sh op req uires ( limited /  larges) capital.
 7) C h ain stores are retail store ow ned by ( many /  single) organiz ation.
 8) T h e sh op w h ere th e prices of all th e products or goods are �different	�	same� is k now n as 

one price sh op.
 

H) Answ er in one sentence.
 1)  W h at do you mean by internal trade?
 2) W h o is k now n as h aw k ers?
 3) W h at is th e meaning of peddlers?
	 4)	 What	do	you	mean	by	fixed	shop	retailer"
	 5)	 What	is	meant	by	small	scale	fixed	retailer"
	 6)	 What	do	you	mean	by	large	scale	fixed	retailers"
 7) W h at is departmental store?
 8) W h at is meant by supermark et sh op?
 9 ) W h at is th e meaning of ch ain stores?
 10) W h at is one price sh op?
 11) W h at is mall?
 

I) Correct the underlined w ord and rew rite the follow ing sentences.
 1)  W h en th e trade activ ities are conducted betw een tw o or more countries,  it is called as 

internal trade.
 2) E x port trade refers to th e purch ase of good and serv ices from foreign country.
 3) T h e price ch arged in departmental stores is comparativ ely less.
 4) W h olesaler req uires less capital.
	 5)	 Tari൵	rates	of	various	countries	a൵ect	the	internal trade.
 

J) Arrange in proper order.
 1)  Retailer,  consumer,  producer,  w h olesaler
 2) I nternational mark et,  local mark et,  national mark et,  state mark et
 3) I mport stage,  Pre- import stage,  Post- import stage,  preliminary stage
 

Q.2  Ex plain the follow ing terms/ concepts.
 1) W h olesale T rade 5) O ne Price Sh op
 2) Retail T rade 6) D epartmental Store
 3) F oreign T rade 7) G eneral Store
 4) L etter of C redit 8) Mall
 

Q.3 Study the follow ing case/ situation and ex press your opinion. 
 1)  Sonupant purch ases h is grocery material ev ery month  from nearest N andulal grocery 

sh op and h e purch ases w h eat,  rice and pulses in bulk  for w h ole year from G orh e and 
Son’ s,  Mark et yard. 

  i) W h o is w h olesaler?
  ii) W h o is retailer?
	 	 iii)	Any	one	di൵erence	between	wholesaler	and	retailer	
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 2)  Anurag is selling goods to J apan. K av ita is buying goods from U SA w h ere as G anesh  
is	buying	raw	material		from	South	Africa	and	after	processing	it	sells	finished	goods	to	
Malaysia.

    i) W h o is ex porter?
  ii) W h o is importer?
  iii) W h at is E ntrepot T rade?
 

Q.4  Distinguish b etw een.
 1)  W h olesaler and Retailer.
 2)  I tinerant and N on I tinerant Retailers.
 3)  G eneral stores and Speciality stores. 
 4)  D epartmental stores and C h ain store. 
 5)  I mport T rade and E x port T rade.
 

Q.5  Answ er in b rief.
 1)  State any four features of one price sh op.
 2)  State any four serv ices of w h olesalers to manufacturers. 
 3) W rite any four serv ices of retailers to consumers. 
	 4)		 State	any	two	types	of	small	scale	fixed	shop	retailer.	
 5)  E x plain preliminary stage of I mport procedure.
 6)  E x plain post- sh ipment stage of E x port procedure.
 

Q.6 Justify the follow ing statements.
 1)  W h olesaler sells goods in large q uantities. 
 2)  W h olesaler maintains price stability.
 3)  Retailers prov ide h ome deliv ery of goods to customers. 
 4)  W h olesaler performs v arious mark eting function.
 5)  Auth oriz ed dealer do not h av e oth er products of oth er manufacturers. 
 6)  G eneral stores are generally situated near residential areas.
 7)  D epartmental store h as centraliz ed management system. 
 8)  Pack ing plays an important role in selling th e product in th e supermark et. 
 9 )  C h ain stores sell a limited range of goods.
 10) T h ere is no scope for bargaining in one price sh op. 
 

Q.7 Answ er the follow ing 
 1)  W h at are th e main features of w h olesaler?  
 2)  E x plain th e serv ices of retailers to w h olesaler.  
	 3)		 Explain	small	scale	fixed	shop	retailers.	
 4)  E x plain serv ices of w h olesalers. 
	 5)		 Explain	di൵erent	services	of	retailers.	
	 6)		 Define	import	trade.	Explain	its	procedure	in	detail.	
 7)  W h at is ex port trade?  E x plain its procedure in detail.

  www


