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LI How is pricing part of

Marketing Strategy?

[l How is pricing affected by

Cost, Demand, Competition?

[l How do you set a price?
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Emphasis - Competition

[l Meeting the Competition

[1 Non-Price Competition
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Target Profit Pricing

Target Profit

Revenue of _ Fixed Cost + Target Cost
Sales T " o4 of Gross Margin

Where,

1. Revenue = The Revenue or Sales amount need to be achieved for attaining target profit.
2. Target Profit = The Required Target Profit.

3. % of Gross Margins = It denotes the percentage of profit is to be gained from the sales amount.
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Mark-Up Pricing

" Selling

price
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