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1. What do you mean by “PRICE”? 

    Price is the exchange value of goods and services in terms of 

money. It is the amount paid for the ‘value’ and ‘utility’ received by the 

buyers in the form of a product or service. 

 

2. What is Pricing? 

  Pricing is the process whereby a business sets the price at which it will 

sell its products and services, and may be part of the business's marketing 

plan. 

 

3. Name the pricing policies of marketers? 

1. Cost – based pricing policy 

2. Demand - based pricing policy 

3. Competition - based pricing policy 

 

4. What is Break-Even point? Is it significant in Pricing ? 

               The break-even point is the point at which total costs are equal 

to total revenue. At break-even level of sales there is neither profit nor 

loss for the business.  

               Apart from knowing the market conditions, break-even analysis 

also helps in formulating pricing strategies. 

 

5. What is odd pricing? 

         When the price of a product is an odd number, such a pricing 

method is known as ‘Odd Pricing’. 

Example: Bata Shoe Company has been fixing the price of chapels 

and shoes by the method of odd pricing e.g.Rs.399.95. The reason is 

Rs.399.95 sounds better than Rs.400. An impression that the price is 

less is being created. 

 

 



6. What is Dual Pricing? 

     Dual pricing refers to the practice of some marketers who quote 

two different prices for the same product; one may be for bulk 

buyers and one for small quantity buyers. 

 

7. What is ‘Skimming Pricing’? 

        Skimming Pricing refers to the practice of setting a very high 

price for a product, when it is introduced into the market  for the first 

time and to reduce the same gradually as competitors enter the 

market. 

 

8. What is ‘Penetration Pricing’? 

         Penetration Pricing is setting a low initial price for a product 

at the introduction stage in a market. Such a pricing is resorted to 

when the market for the product is very sensitive to price and the 

product faces threat from competition always. 

 

 

9. Define Channels of Distribution? 

     According to American Marketing Association Channels of 

Distribution is ’the structure of intracompany organisation units and 

extracompany agents and dealers, wholesalers and retailers through 

which a product or service is marketed’. 

 

10. Who is a wholesaler? 

    A wholesaler is an intermediary entity in the distribution channel 

that buys in bulk and sells to resellers rather than to consumers.  

       In simplest terms , they are people who buy in bulk from the 

producers and sell in small quantities to the retailers. 

 

 

11.  Who is a Retailer? 

                    Retailer - a person or business that sells goods to the public in 

relatively       small quantities for use or consumption rather than for resale. 

 

 


