Price and Pricing

Exam Questions
1. Describe what is  price and pricing 

2. Explain importance of price

3. Explain price as an indicator of value
4. Identify and explain common pricing mistakes

5. Describe and explain internal factors to consider when setting price

6. Describe and explain external factors to consider when setting price

7. Who sets the price

8. Explain value based pricing and describe the process

9. Explain cost based pricing and describe the process

10.  Explain cost and describe types of cost 

11.  Explain price-demand relationship

12.  Explain price elasticity of demand as one of the pricing considerations
13.  Explain how  to estimate the profit impact from price changes
14.  Identify and explain full-cost pricing and its types
15.  Identify and explain different type of markets and their effects on price

16. Consumer behavior and price

17.  Explain role of competitors’ costs, prices, and offers in pricing
18.  Explain break-even analysis and target profit pricing
19.  Identify and explain  New-Product Pricing Strategies 
20.  Identify and explain  Product Mix Pricing Strategies
21. Describe the major strategies for pricing initiative and new products

22. Explain how companies find a set of prices that maximize the profits from the total product mix

23. Discuss how companies adjust their prices to take into account different types of customers and situations

24. Discuss the key issues related to initiating and responding to price changes

25. Explain  skimming pricing and when to use it
26.  Describe monopolistic competition and identify its characteristics
27. Explain Output, Price, and Profit of a Monopolistic Competitor
28. Explain Oligopoly as a market structure
29. Identify models of Oligopoly Behavior
30. Explain  implicit price collusion
31. Explain why prices are sticky?
32. Describe strategic pricing and oligopoly
33. Explain Price Wars
34.  Identify costs considered in evaluated price in B2B marketing

35.  Explain relevant costs and identify four criteria

36. Explain contribution margin 

37. Identify Strategic Purposes of Pricing in B2B markets

38.  Identify Tactical Purposes of Pricing in B2B markets

39. Explain Management of  Pricing Tactics in B2B markets

40.  Describe pure competition and its characteristics

41.  Explain how demand seen by a purely competitive seller

42.  Explain profit maximization in the short run by purely competitive firm

43. Explain how to determine A Profitable Firm in Pure Competition

44. Explain and describe the strategic pricing pyramid

45.  Identify Reasons for segmented pricing

46. Identify 6 Steps for Value Based Segmentation

47.  Identify and explain three mechanisms to maintain segmented structures

48. Explain price offer configuration

49. Explain price fences and identify its types 

50. Explain Price Metrics and identify Criteria for evaluating price metrics
51. Explain pricing as one of the most critical and complex issues in international marketing

52.  Explain how company’s global pricing policy may make or break its overseas expansion efforts.

53. Identify challenges multinationals  face to coordinate their pricing across different countries

54.  Identify and explain analytic dimension of international pricing strategies
55.  Identify and explain managerial issues in international pricing 
56.  Identify and explain role of environmental factors in international pricing strategies
57.  Identify and explain global pricing objectives and strategies

58.  What is dumping and why is it used?

59.  Identify and explain  three policy alternatives in global pricing

60.  Identify and explain common used  incoterms

61.  Identify  industrial pricing strategies 
62.  Explain Demand Analysis in industrial pricing 
63.  Explain Cost Analysis  in industrial pricing 
64.  What is competitive bidding?

65.  Identify  industrial pricing policies
66.  What conditions are necessary if a "pricing above the competition" strategy is to be successful?
67.  Identify and explain geographical pricing 

68.  Explain and compare cash discounts and quantity discounts

69. What is non-price competition ?

70. What is price flexibility?

71. What is price lining? 
72.  What are some of the more common types of discounts and allowances and the purpose of each?
73.  What benefits does price lining hold for customers?
74.  Identify and explain  psychological aspects of pricing 

75.  What advantage might a uniform delivered price have for a seller?
