Module  12

Pricing Decisions 
1.
Generally, the best price to charge is between Floor Price and Price Ceiling
2.
Determining the best price for global companies is not easy.  This is because pricing is often national in nature and not global.

Some of the influences that make price competition national and not global are as follows:

· Costs vary (export price escalation, some firms source)

· Governmental regulations

· Rivalry among competitors

· Overall pricing objectives of the company (Revenue? Market share? Profits?) 

· How the product is positioned

· The stage of product life cycle 

· What consumers are able to pay

· Prices of close substitutes in neighboring countries

· Internet prices

· Currency fluctuations

· Inflationary pressures

3.
Global Pricing Philosophy (Three Pricing Policy Alternatives)

Extension, Adaptation, or Geocentric
4.
Global Pricing Strategies

· Skimming (objective is profits)

· Penetration (objective is market share or revenues) – Cost-Leader Position

5.
Price Escalation

· Happens when a product is exported and “cost price method” pricing method is used

· To curb this problem, use the “flexible cost-plus” method.  In the long term, source or produce in the market where it will be sold

6.
Gray Market Goods (Parallel Imports)

7.
Dumping  

