PRICING STRATEGIES PROJECT

Step 1: 
Read the following short articles, brief notes, and power point presentation introducing you to external factors that affect pricing strategies.  In your notebook, jot down the key concepts on pricing strategies that you find that would make you a smarter consumer.  Think of the products you buy and why?    

Smart Pricing Strategies by Wen-fei L. Uva, Senior Extension Associate Department of Applied Economics and Management, Cornell University   www.hortmgt.aem.cornell.edu/pdf/smart_marketing/Uva 3-01.pdf  
http://econ.ucsc.edu/faculty/gkirby/price.ppt 
www.hs.ttu.edu/rhim4316/contents/Marketing Chapter Twelve.ppt 
Product Positioning and Product Repositioning
Economic forces

 Business life cycles:


• 
 Prosperity


• 
 Recession


• 
 Depression


• 
 Recovery

 Marketers may need to adjust their marketing mix as the economy passes through different stages.

 Different between a depression and recession = the number of months certain economic figures decline etc., but different economists use different indicators.

 Political force...Government uses fiscal and monetary policy to control the economy.

 Fed: Alan Greenspan increased interest rates to try to curb excessive growth that would lead to inflation, has now reduced the rates since the economy has not shown the signs of anticipated inflation.

 Interest rates have a big impact on COST OF MONEY...Business investment.... consumer spending.

 Consumer buying power determined by income (Interest, Rent, wages):


• 
 Pre-tax Income--Gross Income


• 
 After Tax income--Disposable income


• 
 After purchasing necessities--Discretionary income

 Consumer demand and spending patterns are affected by the economy and the perception of the future.  Need to determine:


• 
 Consumer buying power


• 
 Willingness to purchase, a function of employment security etc. Credit, increases current buying power over future buying power.
Step 2
Go to the following website and complete the lesson and exercises on pricing strategies. 

http://www.marketingteacher.com/Lessons/lesson_pricing.htm 

In you notebook, jot down the key concepts on pricing strategies that you find that would make you a smarter consumer.  Think of the products you buy and why.    



Also go through the following website:  click on power point lesson #8, Price



http://marketingteacher.com/powerpoint/MAIN.htm 

Step 3
Go to the following website and read through the following power point presentations:  Chapter 5, 6, 9, and 16 

http://www.consumerbehavior.net/powerpoint_presentations.htm 

In you notebook, jot down the key concepts on pricing strategies that you find that would make you a smarter consumer.  Think of the products you buy and why.    

Also go through the following website:  Click on power point lesson #5 Consumer Behavior:  http://marketingteacher.com/powerpoint/MAIN.htm 

Step 4 
Explore the following websites and identify and define the pricing strategies that marketers/ 

Entrepreneurs use to make a profit off your discretionary funds.  These are short to-the-point websites. In you notebook jot down the key concepts on pricing strategies that you find that would make you a smarter consumer.  Think of the products you buy and why.   

Strategies with a marketing perspective on pricing 

http://www.clickz.com/experts/crm/analyze_data/article.php/1582081 

http://www.euro-share.com/pricing.asp 

http://www.determan.net/Michele/mprice.htm 

http://www.tutor2u.net/business/marketing/pricing_strategy_other.asp 

http://www.tutor2u.net/business/marketing/pricing_strategy_skimming.asp 

http://www.tutor2u.net/business/marketing/pricing_influences.asp 

http://www.tutor2u.net/business/marketing/pricing_costplus.asp 

http://www.tutor2u.net/business/marketing/pricing_link_objectives.asp 

http://www.tutor2u.net/business/marketing/pricing_roi.asp 

http://www.tutor2u.net/business/marketing/pricing_strategy_penetration.asp 

http://www.tutor2u.net/business/marketing/pricing_strategy_skimming.asp 

http://www.tutor2u.net/business/marketing/pricing_variablecost.asp 

http://sbinformation.about.com/cs/bestpractices/a/aa112402a.htm 

http://marketing.about.com/cs/advertising/a/pricingstrtgy.htm 


http://www.wilsonweb.com/wmt5/plan-pricing-examples.htm 

Step 4

Now explore the following websites to discover our buying behaviors. In you 

Continued
notebook, jot down the key concepts on pricing strategies that you find that would make you a smarter consumer.  Think of the products you buy and why.
Consumer behavior and pricing 

http://www.consumerpsychologist.com/price_response.htm 

http://www.consumerpsychologist.com/#Family 

http://www.consumerpsychologist.com/#Decision 

http://www.consumerpsychologist.com/#Strategy 

http://www.consumerpsychologist.com/#Self-Concept 

http://oxygen.vancouver.wsu.edu/amsrev/theory/giese01-00.html thesis on consumer satisfaction

http://www.kent.ac.uk/ESRC/impulse.html Thesis on Decision Considerations and Self-Image in Men's and Women's Impulse Purchases 
http://www.psychology.org/links/Environment_Behavior_Relationships/Consumer/ 

http://www.udel.edu/alex/chapt6.html 

Step 5 

You now have notes on the external factors that affect price, the pricing strategies, and 

the reasoning behind our purchases. You will be assigned groups to creatively and accurately explain these concepts.  Each team unless otherwise informed by the instructor will be limited to 20 minutes.  This is a short period of time so you need to be organized and well rehearsed.  

Group 1 
Five entrepreneurs.  

This creative group will rewrite the Three Little Pigs story.  Using the pricing strategies, consumer behavior, and the external forces on prices, your group will develop the story line and act out the story for the class.  You need one person for each pig, the wolf, and a narrator and or/ extra character.   See the rubrics to ensure you cover all aspects.  This group will write a 15-question quiz to give to the students after your play.  After everyone takes the quiz, grade the quiz to see how well your group explained the concepts.  Did you have clear communications with your target audience?  Remember communication is a vital entrepreneur characteristic.  

Group 2 
Three Entrepreneurs 

This creative group will develop a Jeopardy style game show for the groups to play. Develop the game show using the pricing strategies, consumer behavior, and the external forces on prices develop the game show.  Then have the class play Jeopardy.  Each group will serve as a contestant.  The game will be restricted to 20 minutes.  So you need to be organized and fast paced.  The question categories will be pricing strategies, consumer behavior, external forces on pricing, pricing and target market relationship, and definitions. See the rubrics to ensure you cover all aspects.

Group 3 
Three Musical Entrepreneurs 

This creative group will develop a country western song based on the pricing strategies and perform for the class.  See rubrics to ensure you cover the material.  You will be exempted from the consumer behavior portion, but it does not stop you from placing some of the concepts in the song.   Your group will design a 15-question quiz on song concepts. After everyone takes the quiz grade it to see how well your group explained the concepts.  Did you have clear communications with your target audience?  Remember, communication is a vital entrepreneur characteristic.  

Group 4 
Four entrepreneurs 

This creative group will be a consumer activist’s team.  You are hosting a seminar to teach people to be smarter consumers.  The seminar heading is “How to be a smarter consumer”.    You are to teach the audience (class) strategies to be a smarter consumer by understanding the pricing strategies, external forces that affect prices, and consumer behavior.  Suggestion:  Examples, Examples, Examples.  



Group 5  
Six entrepreneurs (3 for the market companies/ 3 for the consumer)

This creative and combative group will debate the pricing strategies on gasoline.  Three of the team members will argue that the pricing strategies are based on the market.  You will use the pricing strategies, consumer behavior, and external forces on pricing concepts to assist in your defense.  The other three entrepreneurs will take the position that gas companies are exploiting the pricing strategies, external forces on pricing, and consumer behavior to make huge profits.



Here are some articles to get you started: 

Democrats Eager to Exploit Anger over Gas Prices
http://www.nytimes.com/learning/teachers/featured_articles/20060424monday.html


Economy Shows Signs of Strain from Oil Prices
http://www.nytimes.com/learning/teachers/featured_articles/20050818thursday.html 



Group 6 
Six entrepreneurs 



This creative group will hold a town hall meeting (with the class) and discuss the pros

 and cons of allowing a Wal-Mart to open in your community.  Your group is the Mayor and city council. The current businesses and entrepreneurs in your community are concerned about Wal-Mart’s unfair pricing advantage.  Take the concepts from the pricing strategies, consumer behavior, and external forces on prices and lead a discussion on allowing Wal-Mart to open up.  Three will present the positives and three the negatives.  At the conclusion of your discussion have the class vote on what is best for the consumers in your community. This battle is happening in every community in the world.



Here is a good article to get you started: The Wal-Mart You Don't Know


http://www.fastcompany.com/magazine/77/walmart.html 

