Equilibrium of firm in short run and longrun.
Oligopoly market- Meaning and Characteristics.
Duopoly Market- Meaning and Characteristics

Unit-IV:

Factor Pricing

(15 hours)

Rent-Meaning-Ricardo’s&Moderntheoryofrent

Wage-Meaning-MoneyandRealwage. Wagedifferentials.

Interest-MeaningLiquiditypreferencetheoryofinterest

Profit — Meaning. Gross and Net profit — Risks —
Bearing and Uncertainty theories of profit.
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Objective:

Shivaji University Kolhapur

Syllabus in accordance with NEP- 2020
with effect from Academic Year 2022-23
B.Com-I (Semester-II)

GEC-AA2: General Elective Course
Principles of Marketing Paper-11

1. To understand 4 Ps of marketing in detail.
2. To know management of retailing and changing scenario of retailing business.

Credits: 04
60 hours Course Content Total 50 Marks
Course
Course 1. The students will be aware with four basic elements of (Marks: 40 for
Outcomes: marketing i.e.4Ps in detail and he will be armed with various Examination 10
Skills about branding, labeling and advertisement. for Internal
2. The students will know about management of retailing Assessment)
operations and changing scenario of retail business in India.
Unit-I: Product: (15 hours)
Meaning and importance, Product classifications; Concept of product
mix; Branding, packaging and labeling; Product-Support; Product life-
cycle; New Product Development..
Unit-11: Pricing and Promotion: (15 hours)

A. Pricing: Significance, Factors affecting price of a product.

Pricing policies and Strategies.




B. Promotion: Nature and Importance of promotion
Promotion tools: advertising, personal selling, public relation &
sales promotion —concept and their distinctive characteristics;
Promotion mix and factors affecting promotion mix decisions.

Unit-I11: Distribution: Channels of distribution—meaning and importance: (15 hours)
Types of distribution channels; Wholesaling and retailing; Factors
affecting choice of distribution channel; Physical Distribution. Direct
marketing and Services marketing-concept and characteristics.

Unit-1V: Retailing: (15 hours)

Types of retailing: store -based and non-store based retailing, chain
stores, specialty stores, supermarkets, retail vending machines, mail
order houses, retail cooperatives; Management of retailing operations; an
over view; Retailing in India: changing scenario.
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