
PRICE

pricing
factors

costs of production

businesses need
to maximise profits or sales

provide value for money

attract consumers to buy

Nivea
young
visage
re-launch

higher
price

new formulations

new packaging

extended product range

value for money
target market
was teenage
girls and mums

the price
leader

sets the
price level

competitors
follow or
undercut

reviews
prices
to remain
competitive

if a competitor
enters the
market at the
"market growth"
point

NIVEA's
strategy

sells products
to retailers
at one price

retailers'
sales
promotion

loss
leader

selling for less
than it cost
to attract large
volume of sales

discounting
special offers
- BOGOF

pricing
strategies

cost-based
pricing

covers costs and
an element of profit

focuses on the product

takes no account
of consumers

penetration
price

initial low price

ensures a high
volume of purchases

wins market share quickly

encourages consumers
to develop a habit of buying

price
skimming

initial high price

a unique product
/ premium price

"first to buy"

maximum revenue before
a competitor's product
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