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ENGLISH VERSION

Instructions : (1) As per the instruction no. 1 of page no. 1.

(2) Question No. 1 is compulsory.

1 Answer in brief : 10

(1) Name the various types of allowances.

(2) What do you mean by market share.

(3) What are the reasons to use skimming method to price
a new product ?

(4) State the types of middleman.

() Give the main difference between promotion and
advertising.
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2 (@) What are the special problems faced in pricing a 9
product ? Explain.
(b) Explain different type of pricing policies. 9
OR
2 (a) Explain various objectives of pricing. 9
() What are the different internal factors affecting pricing 9
decesions ? Explain.
3 (@) Explain the meaning and importance of distribution 8
channels in todays Business World.
(b) Explain the various factors influencing channel choice. 8
OR
3 (@) Discuss the importance of middleman. 8
(b) Explain the various services offered by Retailors. 8
4 (a) What do you mean by Personal selling ? What are 8
its special features ?
(b) Explain the sales promotion at dealer's level. 8
OR
4 (a) Explain the sales promotion at salesman's level. 8
(b) Give meaning of personal selling and explain its functions. 8
5 Case study : 10

Anubhav enterprises is a new company, who has decided

to launch two wheelers specially for ladies, after a market

survey. Company found that there is good demand for ladies

two wheelers and till date there are few manufacturer who

are in production of two wheelers specially for ladies. Company
has decided to launch two different models for two different
age group namely one for age group of 14 years to 18 years

and other for age group of 18 years to 40 years. What do

you thinik is right method of pricing these two models and

why
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? Also suggest channel for distribution.
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