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                                                            QUESTIONS
	

	 
1.
	
Question  List and critically discuss the general approaches to pricing. Select examples of products that you regularly use. 
i. Notice the price of each of these items For each item, 
ii. State the main benefits you are looking for in using the product.
iii. Does the price communicate the total benefits sought?
iv. Does the product’s price suggest good value? 
v. Do you think the manufacturer or retailer is overcharging or undercharging consumers for the product?

Ans 
1 Fixed Cost: -
Fixed cost changes over time, for the simple reason that each additional unit produced will lower the average cost per unit relative to fixed investments. Take, for example, an investment in a machine for 10,000. The machine can produce 10,000 units in a year. At maximum capacity, this machine will cost 1 per unit. However, the demand is not high enough to produce at this capacity. Instead, it is only producing 5,000 units a year. Now the cost per unit is 2.

2 cost-based pricing: This pricing strategy focuses on measuring all of the costs involved in producing a given product, and pricing that product according to those costs.
It is often referred to as cost-plus pricing, as the firm (unless it is a non-profit organization) must retain some value or profit from the sale. This markup can be set at a fixed percentage, such as 5%. If a given good will cost 100RS to develop, a perfect cost-based pricing would be to sell it at 100RS. A cost-plus pricing model at 5% would be to sell the product at 100.50
3 Determining Cost: -
While the concept of cost-based pricing is quite simple, the accurate measurement of cost can sometimes be a bit complex. There are fixed costs, variable costs, and indirect costs that all must be factored into the overall calculation. Each of these costs are impacted differently by volume, and as a result, cost-based pricing may fluctuate over time. This creates some requirements for projecting volume, basing cost off of a certain volume and understanding the potential in variance.
4 Psychological Pricing
The retail prices are often expressed as odd prices a little less than a round number, e.g. 99.99. Bundle pricing is a marketing strategy that involves offering several products for sale as one combined product. This strategy is very common in the software business, in the cable television industry, and in the fast-food industry in which multiple items are combined into a complete meal. 
Price for mobile product based on pricing approach.  
1) The main benefits for looking a mobile price is to check the specification of phone matches the price of product.
2) Yes, the product will communicate if the price in the four PS model is replace by value the total value to consumer product or services.
3) For a mobile it is up to generation and model so that it suggests a good value. 
4) Yes if the price in the main store is change than the price of market.





	


	
    2.
	
Which product life-cycle stage, if any, is the most important?


In contrast, the Growth stage can be the most profitable part of the whole cycle for a manufacturer. As production increases to meet demand, manufacturers are able to reduce their costs through economies of scale, and established routes to market will also become a lot more efficient.

· Which stage is the riskiest?
Introduction stage of product life is initial and riskiest stage of all. This stage can make or breakcompany and its product. Introducing a new product to society can result in either a lot or fewconsumers depending on the longevity or lack thereof. For example Apple’s IPhone. Thecompany has history dating back 1976, starting with a computer later evolving its process withtechnology. The most recent IPhone which was the IPhone 6/s, is only gearing to prepare thoseconsumers for the next updated phone by them. If a company can get and keep a consumer baseand even recruit more it will eventually grow.

· Which stage offers the greatest profit potential? 

 Maturity stage
In the maturity phase, profits are still good, but are not growing as much as they were in the growth phase, because most people who are interested in this product have already been aware of it and using it since the growth phase. In other words, there are fewer new customers.





· Which stage appears to require the greatest amount of ‘hands-on’ management? 
Decline stage appears to require the greatest amount of ‘hands-on’ managemen.

You may use practical examples to address these questions and to explain the thinking behind each of your answers








.
	


	




3.
	




Virtual retailing is touted to have a bright future, Through virtual retailing; a seller comes directly into your home, at your convenience, and allows you to design your own personalized product and shopping experience. This sounds great No-High-pressure salespeople and no congested car parks. At a virtual retail site, you can take as much or as little time as you like to make up your own mind. And virtual retailing has made mass customization a reality. Select a product (e.g. clothing, shoes, and spectacles) and identify a company whose website allows you to customize its products. Visit the website of the company you have selected.

 

a) How does virtual retailing compare with traditional shopping formats? What are the major advantages and disadvantages for consumers?

Ans  Virtual retail is retailing on the Internet. Many traditional retailers are entering thevirtual retail market in support of their physical stores. To enter the virtual retailmarket, you will need a website, and a reliable means of processing customer payments. Virtual retail is retailing on the Interne

Traditional shopping is a method of buying a product by going to a store. It is a way like we go to our favorite store in a nearby mall.
Pros of online shopping:
· You will save time and money that you would use for parking and gas, if you were shopping in stores
· You can easily compare the prices
· Variety – You can choose sizes, designs and colors
· You can buy the product whenever you want
· You can send gifts
· You can buy the same thing you’ve seen in the local store for less money
· You have a “Shopping cart” icon that reminds you how much money you’ll spend
· You can make your own design.
Cons of online shopping:
· You can’t see the product physically
· You can’t try it on
· You must wait for the product to arrive
· There is a possibility for not receiving the order because of wrong address or some other reason
· Sometimes, you will need to pay higher price for shipping, than for the product
· You are under risk of online fraud

traditional shopping
Pros of traditional shopping:
· You can try on clothes
· You can check the material
· You can see the design from close
· You get the product immediately after you pay
· You know from where does the product comes
Cons of traditional shopping:
· You lose a lot of time
· You are under pressure, because you want to see everything and visit every shop
· You forget the prices you’ve seen in the previous shops, so you can’t compare them
· You must wait for a free dressing room to try on the clothes
· You must meet a lot of strangers and to go through the fuss

Advantages and Disadvantages of Traditional Selling
	 Advantages and disadvantages of traditional selling
Traditional selling has been around from a long time and is still being used to buy products although there are advantages and disadvantages to it. 
        Advantages:

            Consumers can test the product before purchase.
It helps a person feel better about the environment they are in. (That is if it is in a shop)
The owner cannot lose money since there are no hackers and scammers in the real world.
People without internet can visit stores for items.
Rip-off merchants can be caught easier than scammers
Disadvantages:
Consumers have to travel a certain distance for the product.
Not all store and businesses have the exact item for the customer.
It costs money to build the physical atmosphere
There is limited time of when the store is opened and shut.




Benefits of Shopping Online
1. Convenience. 
2. Better prices. , More variety. You can send gifts more easily.s 
3. More control. Easy price comparisons.
4. No crowds. 
5. No pressure. 
6. You can buy used or damaged items at lower prices. 
7. Discreet purchases are easier.
 Disadvantages of Online Shopping
1. Negative environmental impact of packaging and gas. 
2. Shipping problems and delays.
3. Risk of fraud.
4. Spending too much time online.
5. Less contact with the community. 
6. You don't know exactly what you're getting. 
7. Returns can be complicated.
8. Unfriendly, scammy, or complicated websites. 
9. No sales assistance. 
10. No support for local retailers. 


Q3 B  Try to design your own product. Discuss the pros and cons of your experience. How would this experience be different from buying in a retail store? Would you be willing to purchase the item you designed? Why or why not?


Ans 
Going Global
It goes without saying that brick-and-mortar setups are bound by location, and depending on your product or service, this could be key to your revenue. But even if you think that your business 'needs' to stay local, expanding globally could allow you to expand into new facets of your business.
For instance, if your business is primarily service-based, you may want to complement your local offerings with products that people can purchase online from you, such as a hairdresser offering specialty accessories. It may also be that you are able to tap into the travel and tourism market more easily if you move towards online selling.

Lowering Costs
Because e-commerce tends to carry far lower costs than brick-and-mortar setups, adding an online component to your existing business doesn’t need to be a high-risk investment and in fact, in most cases would be a far better choice than opening another storefront if that’s something that you feel you could easily lose money on.

Sales on Advertising

Digital advertising is inexpensive compared to traditional channels and can be more easily adjusted to fit varying budgets. You can use a blend of traditional and digital to market your entire operation, or even switch to primarily digital and save a lot of money.
Email is just one example of a simple digital tool that remains a cost-effective and simple way to send information to segmented markets (check out a simple tool like MailChimp if you’re looking to get started on email marketing).

Save on Staff

You won’t have to pay in-person staff and in fact could consider integrating something like a chat-bot into your social media and customer service activities instead of live help. You may also want to hire an overseas virtual assistant or marketing specialist if you are looking for people to handle customer service or other activities on a 24-hour basis.

Save on Rent

There will be some initial costs to do with web setup and maintenance – for instance, integrating a Shopify account into your current website, or even doing an overhaul. Shopify costs only a few thousand per year, and for this fee, you also get to use other built-in features that will help you run our business more smoothly. This is especially the case if you are already paying for space to store inventory and are willing to ship from your location.

Better Targeting & More Personalization
Digital marketing and selling models such as those that use e-commerce may allow you to gather, synthesize and use customer information and data more easily than traditional channels. This is especially the case when you consider retention activities like customer loyalty programs – essentially you can track their buying habits more carefully which offers the opportunity to target marketing and promotional efforts in a more accurate way.
To this end, you’ll also find that there are greater opportunities to personalize your promotions and other offerings as you have data about your customers integrated automatically into the system. If you know how Amazon “recommends” items that it thinks you like, you can easily do that as well. You can also segment and personalize based on specific location, spending habits, or cart abandonment rates.
Upselling and cross-selling may also become easier as you are not stuck with an uncomfortable face-to-face situation where the customer may be turned off if they feel pressured. You can simply provide suggestions for add-ons as a part of the shopping cart process and let the buyer go from there.

Different Traffic Streams
You probably already have a website set up to support your business, but is it getting much traffic? Developing an online presence can help you understand your market better so that you can offer them new and innovative products as well as promote your on-the-ground store.
How do you do this? Search Engine Optimization on your site is key and digital marketing strategies can be huge when it comes to customer research and targeting your marketing both online and offline.

Easily Scale and Grow

One key benefit of running a business online is that you can easily optimize and scale your budget in accordance with all other aspects of the business, and it’s not too difficult to scale your business should you see your customer base expand and grow.
For instance, if you are running Facebook ads, you can easily adjust these in accordance with purchasing behavior. And even if you find some dips or shrinkage – say, if your offerings tend to be seasonal, you can adjust your marketing and inventory in accordance with these changes as well.

Possible Drawbacks

Though in most cases it’s going to be fairly smooth and low-risk to open an e-commerce component of your business, you’ll want to bear in mind a few things. For one thing, you’ll want to ensure that you invest in a highly professional web developer/designer (or agency) to help you set up a solid system for your website that will be sustainable and secure over a long period of time.
Another possible disadvantage has to do with your products. For instance, if you have something that’s wearable and fit-focused, it can be hard to have people know what they’re getting. To this end, you’ll need to ensure that you offer a well-developed return or exchange policy in place for customers to know that it will be worth it because they can’t actually try items on.
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