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SECTION- A

Each Question will carry 5 Marks

S.No. | Question

Q.1

1.

MCQs:

Pricing designed to have a positive psychological impact termed as:
Premium pricing

Predatory pricing

Psychological pricing

Dynamic pricing

The science of friction, lubrication and wear is called
Indology

Geology

Tribology

Morphology

Which company has the largest network of Lubricant distribution
network in India?

Exxon Mobil

Castrol

Shell

I0CL

What id full form of DLP

Dealer loyalty price

Dealer landed price

Dealer laying price

None of the above

JASOMA is necessary for which type of lubricants
PCMO segment

MCO segment

Off road segment

Industrial segment

CO2

Q.2 | Define the application of following products:

CO3




2
3. Transformer Oil.......ccooioiiiiiiiiiiiiiiiiiaan,
4

5. Hydrulicoil..............coooiii

Match the followings:

Brand name of Product Organization
1.SPEED a. CASTROL
Q3 2.POWER b. SHELL CcO2
3.MAGNETIC c. IOCL
4 RIMULA d. HPCL
5. EXTRAPREMIUM e. BPCL
Fill In the Blanks:
a.A involves the use of a successful brand name to launch
new or modified products in a new category.
b.We define a as anything that can offered to a market for
attention, acquisition, use, or consumption and that might satisfy a want or
Q4 need. CO3
c. is a location where goods and services are exchanged
d.In , the price set by the monopolist to discourage
economic entry into a market.
e. is the practice of keeping the price of a product
or service artificially high in order to encourage favorable perceptions among
buyers, based solely on the price.
Describe the the lubricant USE as per their grades in vechicles of
DISEL / PETROL / 2W
1.15W40 API CI-4 uses for ........cocevviiiiiiiiiiiiiinenn,
Q.5 | 2.10W30 API SM & JASOMA uses for .........ceovvvinininnn. CcO3

3.10W40 API SL USES fOr e vt e
440 APICD USES O oo,
5.20WA0 APL CFEF-4/SJ. .o




MCQs:

1. Which MNC organization has the highest Retail market share in Indian
industry?
Shell
Castrol
Mobil
Total

2. The model that calculates the cost of producing the product and
adding on a percentage profit to that price as selling price is known as:
Limit Pricing Model
Cost plus model
Market oriented pricing
Skimming

3. What s the full form of SAE?
Society of Aviation Engineers

Q6 Society of Automobile Engineers co2
Society of Aeronautical Engineers
Society of Automotive Engineers
4. Aggressive pricing intended to drive out competitors from a market
termed as.
Premium pricing
Predatory pricing
Psychological pricing
Dynamic pricing
5. Setting a price based upon analysis and research compiled from the
target market is termed as
Limit Pricing Model
Cost plus model
Market oriented pricing
Skimming
SECTION- B
Each Question will carry 10 Marks
Critically examine replenishment process issues for supply of petrol and
Q.1 diesel to petrol pumps in India. What are your recommendations for CO3

improving replenishment process issues?




Sales of which petroleum retail products in India are growing very fast?
02 Critically examine reasons for fast sales growth of these retail products. coa
‘ Sales of which sensitive product in India is not growing? Critically

examine the reasons for its not growing.

What is the importance of Lubricating oils? Critically examine why
03 volumetric growth of Lubricating Oils is high in India and why co2
‘ volumetric sales of lubricating oils in other developed countries are not

growing?

Why Government of India took more than six decades after independence
04 in decontrolling prices of MS and HSD in India? Why many committees coa
‘ were set up to guide Government of India on pricing of petroleum

products?

You are invited as a consultant by the Sales Head of a Fast-Moving
Consumer Goods (FMCG) company. During your first meeting with the
Sales Head, it became apparent, that sales of some good quality products,
which are well accepted in the market, are much below the expectation
Q.5 level and there is lot of scope to improve the sales and profit for the CO2
company. What information you will gather/obtain from the Sales Head
for your evaluation? What steps/action you will take at your end and what

will be your recommendations to the company for improving sales and

profit?

SECTION- C

Each Question will carry 20 Marks

In a city, there are three trading areas (TA) and three Oil marketing companies namely IOC, BPC
and HPC. All three oil companies are considering, setting up of new retail outlet(s) (ROs) in the
city. The relevant details are given below: CO4

Sales before setting up new ROs Sales after 1 year & after setting
(KL/Month) up new ROs (KL/Month)




Total sales of all | No of existing ROs Cost of Estimated sales of
existing ROs in settingup 1 | all ROs in TA after
Trading | TA (KL/month) new RO 1 year with addition
Area in TA of one/more than
(TA) I0C | BPC HPC | (Rs Lakh) one new ROs
A 912 3 2 1 290 1008
B 150 1 2 0 65 180
C 390 1 1 1 145 420

Estimated sales of all ROs in TA after setting up new ROs mentioned in last column is given
after one year period and time required for constructing and setting up new RO(s) is also one
year. Assume sale of all ROs in a trading area (TA) is same. For example, sales per RO in
Trading area “B” before addition of new RO was 50 KL/month (150 divide by 3) and sales
per RO after 1 year with addition of 1 new RO will be 45 KL/month (180 divide by 4),
similarly sales after 1 year with addition of 2 new ROs will be 36 KL/month (180/5) and so
on.

Assume maximum budget allocation under retail business head (including setting up of new
ROs in the city) by IOC, BPC and HPC is Rs 360 Lakh, Rs 150 Lakh and Rs 290 Lakh
respectively. Assume that all above data is readily available in public domain i.e. data of one
oil company is known to other two oil companies. All oil marketing companies want to
spend their retail business budget judiciously so as to maximize the returns on the money
spend. Critically examine the above information and answer the following questions:

(a) What is the estimated average per pump throughput in trading area “A” after setting up

one new RO? 2 marks

(b) How many options are available with HPC for setting up one or more than one new ROs
in three trading areas? 8 marks

What would be your advice to HPC as their consultant for setting up one or more than one new

ROs in three trading areas? Justify your proposed advice? 10 marks




