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PHD JUNE 2012 EXAMINATION 

DGM 14/DGM05 

 STRATEGIC MANAGEMENT  

  

Time: Three Hours        Maximum Marks: 100 

 NOTE : The paper is divided into two sections. Section A and Section B.   There are five 

questions in Section A. Students are required to attempt any three questions from Section 

A.  Question No. 6 (Section B) is compulsory.  

Each question in section-A carry 20 marks each and Question No. 6 in Section B carry 40 

marks. 

Section-A 

1. a) What are the various levels of strategic decision making? How important is corporate 

strategy for business success?       [10] 

   b) How is Vision different from Mission? Provide suitable examples. [10] 

 

2. a) State the concept of competitive advantage. What is SWOT analysis? [10] 

b) Discuss the implications of a strategy when a firm differentiates and lowers it cost too. [10] 

           

3.  a) ‘Strategies involving mergers and acquisitions are prone to cultural problem’ . DO you 

agree with this statement? Support your answer.    [10] 

b) Differentiate between managerial ethics and Social Business Responsibility (SBR) of a 

corporation. Provide suitable examples.     [10] 

 

4. a)What forms of Organization structures are available to strategic managers? What are the 

primary advantages of each of such structure?     [10] 

b) Explain the significance of strategic leadership. Briefly discuss the models of strategic 

leadership.         [10]  

    

5. Write short notes on any two of the following:    [10+10] 

i) Managing strategic change 

ii) Micro Business strategy 

iii) Corporate Governance in India 

iv) Organizational Learning 
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Section-B 

6. Case Study (Compulsory) 

Bed Bath & Beyond 

Warren Eisenberg and Leonard Feinstein launched what is known as Bed Bath & Beyond in 

1971 with one small linens store in New York and another in New Jersey. Bed Bath & Beyond 

had expanded into two states- California and Connecticut by year 1985 at which time the firm 

launched its first successful superstore, a format that became a prototype for all future outlets. 

The company went public in 1992, and total retail square footage quadrupled between 1992 and 

1996. The retailer opened 28 Jew stores in fiscal 1997, 33 in fiscal 1998 and 45 in fiscal 1999 

when it reached a billion-dollar mark in sales. In March 2002, Bed Bath & Beyond acquired 

Harmon stores Inc., a health and beauty aid retailer with 27 stores. 

In recent times, Bed Bath & Beyond is a nationwide chain of superstores selling domestics 

merchandise and home furnishings, including larger selections of department-store-quality, 

brand name, and private-label products. The company’s domestic merchandise includes items 

such as bed linens, bath accessories, and kitchen items. Bed Bath & Beyond emphasizes service, 

selection, and everyday low prices, a formula that helped the firm stay ahead of its closest 

competitor, Linen ‘n Things. The company is engaged in a continued growth initiative. 

Management attributes it success in part to the freedom it gives its store managers with regard to 

inventories, new products and layouts. The firm’s decentralized structure allows store managers 

to have more control than their peers at other retailers. The company ships merchandise directly 

to retail outlets, eliminating the expense of central distribution center and reducing warehousing 

costs. 

Questions         (16+12+12) 

a) Is the industry for Bed Bath & Beyond limited to other specialty retailers? To what 

extents are discount t retailers such as Wal-Mart and Target prime competitors of Bed 

Bath & Beyond? 

b) Is Bed Bath & Beyond likely to remain a successful retailer without a substantial 

emphasis on internet business? Provide support for your view. 

c) Is Bed Bath & Beyond pursuing a low-cost, a differentiation, or a combination 

business strategy? Provide justification for your answer. 


