Pric
To Customer :-
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“It represents a monetary SackHi
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the good and services”

To Ma_-\n ufacture :-

y &
“Price represents the quantity of money
-received by the firm or seller fior its

products or services”



+ Select

+SUurviva
f\Maximum urrent Profit
£Maximum Market Share
, +A\?Iég<imum Market Skimming
. +Product Quality Leadership
- +Other Objective
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+ Price Elasticity: off Demand
— If demand hardly changes witha smallfchangein
. w price the demand Is called inelastic:
"L 1f demand changes considerable the demandiis
v 4 \called elastic
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St ¢ nd Level off Production
- rJ,@J COSt that: denotVary/Awith
Sales revenue.

Varies directlyswithrtherlevelrof:
production.

™\ ‘;\ — Total Cost:-TC cnsjg'FJ/[H sum of the FC anday
tha

E ~ = Average cost:- AC IS the cost per unit at thatle /eJ Off
g production.

+ Accumulated Production
+ Activities Based Cost
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Markup Pricing :- Add standare martp tertieNprocUcE
cost.
Target Return Pricing :- In IR the firmrdeterminesithe
price that would yield its target rate of return on
investment.
Perceived Value Pricing
Value R{icing
— Evgr‘yt;lay Low Pricing :- EVeryday Iow: pricing inVolVes
’consisﬁently low price in some items.
7= High-low Pricing :- This strategy. entails alternating
between regular high and lew pricing in the
product offered by a retail firm.
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+ Impact off other marketing actVItes
+ Company Pricing’ policies

+ Gain and Risk sharing pricing

- Impact of price on other parties
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ACaptingiERHCE
Geograpnical’ PHcIng

~ash
+ Point off Production; Pricing
+ Uniform: Delivery: Pricing
+ Zone Delivery Pricing
'+ “Freight Absorption Pricing
— Byu\/back Arrangement
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New Preduct PHEEING
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Proctct mixspneing

+ Product line pricing



PrHce AdjUStERL

ce Discount and AllowWanREes

Cash Discount
Quantity Di count
'Er'é\de Discount

" ~Seasonal Discount

Other Discount and Allowance



+ Promotional Pricing

- Laﬁ\interest financir

" ‘—’I'_o/nc_;\\term Payment
- —Warranties and service

— Psychological discounting



- Pmduct form
—Imége Pricing
—Channel pricing

2 — Locating Pricing
— Time pricing




+ Initiating Price
+/(Z'3‘ t Inflation
- +Qver Demand
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+ Firm is In financial trouple:
+ Quality is reduced.
" Quality :

ﬁ\
+ Competitor Reaction:-
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+ Maintain Price.

+ Reduce Price.

+Increase price and Improve quality.
+Launch a low price fighter line
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Demand Curve Supply Curve

+—Equilibrium Price

5 B Fi a8 9
Quantity Supplied  (in millions)

o determination




PrCIng iR agr]qu'ture

+ Different administerearpri
Minimun: :)J,),)Jrr ;r ES,
statutory minimum ; RICE
procurement prices am
prices
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CACP

+ Set up In January: 1€
of Agriculturall Price
(APC)

+ Set - up under the recommendation of

the If'c)od grain prices Cﬁmmump
heaéle\d by Shri L.K Jha.

« All round economic overvie , heeds
of farmers and consumers are taken
into consideration while setting up

965 I cher me
SCJ MISSIO

price.



Consideratensiwhile
[ECOMMEREINGNIHCES

+ The need for incentives to farmMers
for the adoption of improved
technology and maximization of
production.

+ The need for ensuring a ratienal
utilization of land and other
production resources.

+ The likely effect of the price policy on
the rest of the economy, particularly.
on cost of living.
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