Pricing
The amount of money paid per unit for goods or service. Prices are usually dependent upon three major variables:

· cost

· competition

· customer

Selecting the Pricing Objectives
A company can pursue any of five major objectives through pricing:

1. Survival
2. Maximum current profits
3. Maximum market share
4. Maximum market skimming
Selecting a Pricing Method
Companies select a pricing method that includes one or more of the following three considerations:

· the customers’ demand schedule

· the cost function

· competitor’s prices

1. Markup Pricing

2. Target – Return Pricing
3. Perceived – value pricing
4. Value pricing
5. Going – rate pricing
Promotional Pricing

Companies can use several pricing techniques to stimulate early purchase:

· Loss – leader pricing
· Special event pricing
· Cash rebates
· Low interested pricing
· Warranties and service contracts

· Psychological discounting
Discriminatory Pricing

· Customer- segment pricing 
· Product-form pricing
· Image pricing

· Location pricing

· Time pricing

