38. Steps in developing a new product
· Ideation: in this stage is the development of ideas and brainstorming
· Research: the firm can check the response of the market toward the new product being anticipated.
· Planning: develop a blueprint of the new product of how it will be physically and chemically.
· Prototyping; development of the new product in low numbers and determination of its performance 
· Sourcing: the firm can start gathering resources and secure partners in the production
· Costing: determination of the price before releasing it into the market
39. Types of media
· Radio advertising
· Newspapers and magazines
· Fairs and exhibition
· Direct mail
· Films advertising
40 Components of media measurement
· Audience
· Impression
· Cost per thousands
· Frequency
41. How cost of advertising is measured
Advertising cost is usually measured using the Cost Per Mille, which is a thousand. This formula employs the division of the total impressions generated with the actual costs of the advertisement. Also, through research to determine the most available audience when the advertising is appearing, in addition to these is the pre-campaigning and post campaigning the sales figures and checking for the sales spikes where they coincided with the expenditures.

42. Determination of media rates
· Circulation of the media: if the press advertised it’s to be circulated among many people within a short period, automatically the rates will be higher.
· The size of the media: the size of the media is directly proportional to its cost,
· Frequency of the media appearance: the more the frequency, the higher the rate
· Position of the media on written forms of media, prime positions always require high rates.
43. Disadvantages of direct mail advertising
· This method requires a lot of time since it is much involved in designing the mail piece.
· There is also no immediate delivery of the mail; therefore, it may not be suitable depending on the requirements.
· It requires address data; direct mail advertising at some instance it may not be able to be the most efficient in some business as some address data are not always accessible.
45. Marketing mix strategy
· Price: it’s the amount of money paid to the seller by the buyer
· Product: the goods or the services offered by the seller
· Place: the geographical position where the buyer accesses the services or the products
· Promotion: some of the activities that increase awareness about a product or a service and persuade the buyer to acquire them.
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46 Steps in determining price
· The firm sets its objective of the price
· Analyzes the competitors costs, expenses, and offers
· Selecting the final price.

47. Importance of price in market mix.
Pricing offers the actual cost of the product. With a reasonable price in the market, the chances of getting large profits are high. With perfect optimization of the price, there lie high survival chances of the business in the market, also through, the price, the quality of the service or the good can be determined.

