
PRICING DECISIONS CASE STUDY

We have seen that Bryant's pricing decisions are determined by a sophisticated mix involving - more than covering
costs, charging a price that reflects the perc.

Therefore, you need to know the client's cost structure. Keep in mind that different customer segments may
have a different willingness to pay for the client's products, implying that the client could charge different
prices to different customer segments by changing the "value added" to justify the changes in prices. For
instance, you could charge a certain price for the product and charge separate delivery costs. The most
significant factor in pricing is that the final decision will be market driven. Interested in facing pricing issues?
House prices in this country reflect market forces. Indeed research indicates that many customers believe that
Bryant gives the best value for money. To do this successfully requires a lot of information about the market
in which you are operating. Bryant is able to add value for customers by providing plenty of choice.
Takeaways There are three main pricing strategies: Competitive analysis, Cost-based pricing and Price-based
costing. Bryant builds a number of homes of roughly the same size but with totally different layouts on the
same development. Pricing the product A Bryant Homes case study Below is a list of Business Case Studies
case studies organised alphabetically by company. Furthermore, consider breaking the price into various parts.
Brand positioning? The net result is that Bryant is able to achieve a higher premium per square foot than rivals
because its specifications and accommodation have higher perceived value. Thus, make sure to investigate
customers' willingness to pay. Bryant Homes Pricing the product lock. If the first phase of a Bryant
development sells quickly, then it is logical to raise the prices for the second phase in order to increase the
gross margin. When people drive to a Bryant development they frequently remark that it feels better and looks
better. Competitive response? How does the production differ? To view more companies, please choose a
letter from the list below. How are they priced? A pricing case study can be either a stand-alone or part of a
broader case like 'entering a new market' In a case interview , you can approach this type of case in three steps:
1. Market share? What are the alternatives or substitute products? On the other hand, sometimes customers
might be willing to pay a lot more for a product than its costs plus a 'usual' margin. This strategy is now
considered outdated. It is important to know the three strategies mentioned above and know that while
knowing costs of the product is important, cost-based pricing is generally seen as ineffective and obsolete.
Cost-based pricing by itself is largely seen as insufficient. However, the secret is to raise prices in a way that
will not curtail sales. Investigate the company. Think about highly differentiated products such as iPhones.
While it may make sense to strive for a certain profit margin, the product simply might not sell because the
customer may be unwilling to pay that price. Are the supply and demand foreseeable? There are three major
pricing strategies: 1 Competitive analysis benchmarking : In this strategy, the price is based on the price our
competitors charges.


