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MKT3629 Pricing strategies and decisions 
COURSE SYLLABUS 
 
 
Course 
Description: 

A comprehensive study of the role that pricing plays in marketing and managerial 

decision making, with an in-depth understanding of strategic pricing concepts 

including market-oriented proactive pricing focused on customers’ value 

perceptions, the price-demand relationship, cost structures and elements, and 

how buyers perceive, process, retrieve, and use price information in purchase 

decisions.  An analytic look at how profitable pricing strategies and decisions can 

be developed in relation to the experience curve, different customer segments, 

new products, products throughout their life cycle, product lines, the distribution 

channel, and promotion. 

Objectives: • To provide students with an integrative framework for making pricing 

decisions. 

• To provide students with a systematic overview of the factors to be considered 

when setting price. 

• To facilitate students’ understanding of how pricing strategy alternatives can 

be developed and analyzed 

 
COURSE RESOURCES 

Main Textbook: Pricing, Making Profitable Decisions, Third Edition By Kent B Monroe, McGraw-Hill 
Irwin 

References: The strategy and tactics of pricing, Fourth Edition, By Thomas T Nagle, Pearson 
International Edition 

Course Website: www.sm.au.edu/mkt 

 
COURSE LECTURER 

Lecturer:    A. Surej P. John     

Office: CL 12    

Email: Surejpjohn@gmail.com   

Website: www.sm.au.edu/mkt    

MARK ALLOCATIONS  

 
 
 
 
 
 
 
 
 
 

Quizzes in Class (2x5%)  10% 

Participation/Attendance 5% 

Individual Assignments 15% 

Midterm Examination 30% 

Comprehensive Final Examination 40% 

Total 100% 



TENTATIVE CLASS SCHEDULE  TENTATIVE CLASS SCHEDULE  TENTATIVE CLASS SCHEDULE  TENTATIVE CLASS SCHEDULE      

 

LESSONS CHAPTER MAIN TOPICS/ ACTIVITIES 

 
1 

Section One: Introduction 
 
 
Chapter 1: Effective Pricing 
Management 

Introduction to various pricing strategies 

Chapter 1 Effective Pricing Management 

Case Study: Page 7 Box 1.1  

Discussion Question : No.2  

 
2 
 

Section Two: Economic 
Foundations of Pricing Theory 
 
 
 
Chapter 2:The Economics of Price 
Determination 
 

Introduction to Profit Maximization Strategies 

Corporate and Pricing Objectives 

Market structure: Degree of Competition 

The laws of demand and supply 

Price elasticity and consumer’s surplus 

Case study: Box 2.1 Boeing Pricing 

Objectives 

 

3 
 

Chapter 4: Signaling and 
Managing Competition 
 

Adverse Selection  

Types of Quality signals 

Low Price Vs High price 

Brand equity 

Warranties and guarantees 

Moral hazard 

Price Premiums 

Price war- Causes and effects 

Case Study: Box 4.5 Winning Price war 

 

 
                                                QUIZ 1 

 

 
 
 
 
4 
 
 
 

Section Three: Understanding 
Customer and Buyer Behavior 
 
 
 
Chapter 6: Pricing Practices that 
endanger profits 

Introduction to reference prices 

Product Line pricing 

Order of presenting prices 

Introductory pricing strategies and tactics 

Price thresholds 

Decomposing Price elasticity 

 

 
 
5 
 
 

Chapter 8 Customer Value 
Analysis 

Introduction to Value Analysis Management 

Components of Perceived Acquisition Value 

The concept of benefits to customers 

The Five steps of Value Oriented Pricing 

Contingency Value Pricing 



Case study: Box 8.1  

Discussion Question: No.4  

 

 

6 
 

Section Four: Profitability 
analysis for pricing decisions 
 
Chapter 10: The Role of Costs in 
Pricing Decisions 
 

Cost fundamentals 

Importance of cost in pricing 

Cost concept and classifications 

Elements of profitability 

Break Even Analysis 

Discussion Question No. 9 

 
7 
 

 
 
 
 
Chapter 12 Marketing Profitability 
Analysis 

Need for marketing profitability analysis 

Marketing profitability analysis 

Contribution analysis 

Net profit approach 

Customer profitability analysis 

Discussion Question No: 2 

 
MIDTERM EXAMINATION 

 

 
 
 
 
8 

Section Five: Developing Pricing 
Strategies 
 
 
Chapter 14 Pricing Over the 
Product Life Cycle 
 

Product Life Cycle-The conceptual model 

Price elasticity over the product life cycle 

Basic pricing decisions 

Pricing Strategy – introduction stage 

Pricing strategy- growth stage 

Pricing strategy- maturity stage 

Pricing Strategy- decline stage 

Price Skimming and penetration pricing 

Case Study: Box 14.1  

 
9 
 

 
Chapter 15 Product-line Pricing 

Introduction to Product line pricing 

Conceptual framework 

Determination of end prices and price 

differentials 

Guidelines for setting price differentials 

Price Bundling 

Developing a price bundling strategy 

 
QUIZ 2 

 

 
 

Section Six: Managing the 
Pricing Function 

Managing Transactions 



 

 

 

 

 

 
 
10 
 
 

 
 
Chapter 16: Developing a Price 
Structure 
 

An Overview of various discount decisions 

Quantity discount structures 

Cash discounts and credit decisions 

Geographical pricing decisions 

Case study: Box 16.2 

 

 

 

 

 
 
 
 
11 
 

 

 

Chapter 17: Pricing to and through 

the Channel 

Trade and Functional discounts 

Price promotions and deals 

Various perspectives on price promotions 

Trade promotions 

Everyday pricing Vs High Low pricing 

Guidelines for enhancing distributor 

performance 

Case study: Box 17.4 

 
 
 
12 

Section Seven: Special Topics 
on Pricing 
 
Chapter 21: Pricing on the Internet 
 

Moving toward perfect information 

Leveraging pricing opportunities on the 

internet 

Innovative internet pricing models 

Legal issues in internet pricing 

Case study: Box 21.1 

 

 
 
13 
 

 
 
Chapter 22: Guidelines for Better 
Pricing Decisions 

Four basic rules of pricing 

Criteria for pricing decisions 

Adaptive pricing 

Principles of pricing Management 

Providing a basis for effective pricing 

decisions 

Guidelines for Better Pricing Decisions 

 

 
COMPREHENSIVE FINAL EXAMINATION 

 



 
 
    
    

    
    
Part 1: Introduction to pricing Part 1: Introduction to pricing Part 1: Introduction to pricing Part 1: Introduction to pricing     



Lesson Content:  
This lesson is intended to provide an overview of the nature and scope of pricing 

decisions in the real business scenario. A definition and classification of pricing terms are 

provided. An overview of the basic terms, importance of price decisions, conceptual 

orientation to pricing, implications of current pricing decisions, the three levels of pricing 

management etc are provided. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

DURATION: 3.00 hours 

   

INSTRUCTIONAL PROCEDURES: 

Anticipatory Set:  

Start the class by self introduction and allow the students to introduce them to each other. 

Then I will explain the course syllabus and importance of class participation and role of 

term project in this subject. 

Lecture:  

Class starts with the definition and classification of pricing terms. An overview of the 

basic terms, importance of price decisions, conceptual orientation to pricing, implications 

of current pricing decisions, the three levels of pricing management etc are to be taught. 

Each step will be discussed more fully throughout the course 

Assignments: 

Divide the class into groups of five to six students each. These assigned groups will be fixed for 

the whole semester. Talk briefly about the term project and deadline of the term project proposal 

and submission of the final report and presentation in the class room. 

Case Study: 

Students are allowed to read the case which are related to the subject matter  given in the text 

book and let them  answer various questions related to the case asked. 

L E SS ON  1 :  E f f ec t i ve  P r i c i ng  Man a ge m e n t  

Learning Objectives – Upon completion of this lesson, the students should be able to: 

• Define what is price and explain what the role of price is. 

• Explain the ways to change the price of a product/service 

• Explain the factors that make pricing decisions are quite important for a product manager 

• Define the conceptual orientation to pricing 

• Explain the implications of current pricing decisions 

• Explain the three levels of pricing management 

 



Suggested Questions: 

• Define price? What is the role of pricing? 

• Describe the various ways to change the price of a product or service. 

• Describe the three levels of pricing management. 

 

 

Materials and equipment: 

• Visual aids – PowerPoint slide show presentation 

• Course outline 

• Term project guideline 

• Paper and pens 

•  Calculator 

 

Evaluation  

• Asking Questions and answering in class room 

• Class Assignments 

• Home works 

• Case studies 

• Quizzes 

 

 
 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

L E SS ON  1 :  E f f ec t i ve  P r i c i ng  Man a ge m e n t  
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Chapter 2: The Economics of price determination 
Lesson Content:  
This lesson is intended to provide the theoretical foundations of pricing decisions such as 

Economic theory of buyer behavior, price determination in theory, corporate and pricing 

objectives, Market structure based on the degree of completion, the law of supply and 

demand and other useful concepts from the price theory such as demand elasticity, 

income elasticity, cross price elasticity and finally the concept of consumer surplus. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

DURATION: 3.00 hours 

   

INSTRUCTIONAL PROCEDURES: 
 

Anticipatory Set:  

To stimulate the interest in the chapter, start the class by various clippings of real life 

examples or asking questions to the students related to the subject topic.  

Lecture:  

Provide the theoretical foundations of pricing decisions such as Economic theory of 

buyer behavior, price determination in theory, corporate and pricing objectives, Market 

structure based on the degree of completion, the law of supply and demand and other 

useful concepts from the price theory such as demand elasticity, income elasticity, cross 

price elasticity and finally the concept of consumer surplus. Each step will be discussed 

more fully throughout the course 

 

 

 

 

Lesson 2: The Economics of price determination 

Learning Objectives – Upon completion of this lesson, the students should be able to: 

• Describe the concept of a profit maximizing firm and what the challenges to the profit 

maximizing objectives are. 

• Describe various corporate and pricing objectives and identify the situations where each 

of these objectives is suitable. 

• Differentiate between monopoly, oligopoly, perfect and imperfect competitions 

• Describe the law of supply and demand and the various factors affecting the law of supply 

and demand 

• Differentiate demand elasticity, income elasticity and cross price elasticity 

• Describe what is consumer surplus and seller surplus 

 



Assignments: 

Students are given a few problems related to the calculation part studied in the class. 

Each of the students is supposed to submit the assignments in the class room which is 

considered as a proof of class participation as well as attendance. 

 

Case Study: 

Students are allowed to read the case which are related to the subject matter  given in the text 

book and let them  answer various questions related to the case asked. 

 

Suggested Questions: 

• Describe the concept of a profit maximizing firm and what the challenges to the 

profit maximizing objectives are. 

• Describe various corporate and pricing objectives and identify the situations 

where each of these objectives is suitable. 

• Differentiate between monopoly, oligopoly, perfect and imperfect competitions 

• Describe the law of supply and demand and the various factors affecting the law 

of supply and demand 

• Differentiate demand elasticity, income elasticity and cross price elasticity 

• Describe what is consumer surplus and seller surplus 

 

Materials and equipment: 

 

• Visual aids – PowerPoint slide show presentation 

• Visual aids- Multimedia presentations 

• Course outline 

• Paper and pens 

•  Calculator 

 

Evaluation  

• Asking Questions and answering in class room 

• Class Assignments 

• Home works 

• Case studies 

• Quizzes 

 

 

Lesson 2: The Economics of price determination 



Chapter 4: Signaling and Managing competition 

 

Lesson Content:  
This lesson is intended to provide the insight of signals used in business especially 

quality signals and how these signals should be interpreted by a buyer in order to avoid 

adverse selection. This chapter starts with the details of adverse selection and moral 

hazard. Then the chapter is going to the description of the types of quality signals such as 

Brand Equity, High price, Warranties, Guarantees etc. Finally, chapter explains about 

managing competition and talk about the causes, negative effects and methods to avoid 

price wars. 

 

 

 

 

 

 

 

 

 

 

 

 

 

DURATION: 3.00 hours 

   

INSTRUCTIONAL PROCEDURES: 
 

Anticipatory Set:  

To stimulate the interest in the chapter, start the class by various clippings of real life 

examples or asking questions to the students related to the subject topic.  

Lecture:  

Teaching starts with various examples of asymmetric information happens in the real life 

such as a good buyer going to buy a wrong product because of the lack of knowledge on 

the product quality. Students are then learned two types of asymmetric information such 

as adverse selection and moral hazard. The other important points to be discussed in the 

class are Types of Quality signals low price vs high price, brand equity, warranties, 

guarantees etc. Importance of price premiums and how it avoids moral hazard are to be 

Learning Objectives – Upon completion of this lesson, the students should be able to: 

• Define adverse selection. 

• Describe the types of Quality signals 

• What is moral hazard? 

• Describe the ways to avoid moral hazard. 

• Describe the negative effects of price war 

• Describe the causes of price war 

• Describe how to stay out of price war. 

 

Lesson 3: Signaling and Managing competition 



taught next in the class. The last topic is the price war and its causes and effects. Various 

ways to stay out of price war for a profitable business are also to be taught. 

Assignments: 

Students are given a few problems related to the calculation part studied in the class. 

Each of the students is supposed to submit the assignments in the class room which is 

considered as a proof of class participation as well as attendance. 

 

Case Study: 

Students are allowed to read the case which are related to the subject matter  given in the text 

book and let them  answer various questions related to the case asked. 

 

Suggested Questions: 

• Define adverse selection. 

• Describe the types of Quality signals 

• What is moral hazard? 

• Describe the ways to avoid moral hazard. 

• Describe the negative effects of price war 

• Describe the causes of price war 

• Describe how to stay out of price war. 

 

Materials and equipment: 

 

• Visual aids – PowerPoint slide show presentation 

• Visual aids- Multimedia presentations 

• Course outline 

• Paper and pens 

•  Calculator 

 

Evaluation  

• Asking Questions and answering in class room 

• Class Assignments 

• Home works 

• Case studies 

• Quizzes 

 

Lesson 3: Signaling and Managing competition 
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Chapter 6: Pricing practices that endanger profits    
 

Lesson Content:  
This lesson is intended to provide the knowledge of reference prices, implications for 

pricing strategies and tactics such as product line pricing, order of presenting prices in a 

product line, introductory pricing strategies and tactics. The students are also learned 

about the price threshold concepts and more detailed knowledge of price elasticity of 

demand. 

 

 

 

 

 

 

 

 

 

 

 

 

 

DURATION: 3.00 hours 

   

INSTRUCTIONAL PROCEDURES: 
 

Anticipatory Set:  

To stimulate the interest in the chapter, start the class by various clippings of real life 

examples or asking questions to the students related to the subject topic.  

Lecture:  

Teaching starts with asking questions to the students about the price of various products 

they buy in daily life and eventually explains the role of reference price in buying 

decisions. The students are studying various new terms such as ascending and descending 

order series of presenting prices of products in a product line, absolute price thresholds, 

differential price thresholds, decomposing price elasticity etc. All these points are clearly 

explained with examples through out the chapter. Finally they are allowed to solve 

problems as well as solving relevant case studies 

 

 

 

 

Learning Objectives – Upon completion of this lesson, the students should be able to: 

• Define what is a reference price 

• Describe the order of presenting prices in a product line. 

• Explain the various introductory pricing strategies and tactics 

• Differentiate absolute price threshold and differential price threshold 

• What are the factors affecting the price elasticity of demand? 

 

Lesson 4: Pricing practices that endanger 

profits 



 

Assignments: 

Students are given a few problems related to the calculation part studied in the class. 

Each of the students is supposed to submit the assignments in the class room which is 

considered as a proof of class participation as well as attendance. 

 

Case Study: 

Students are allowed to read the case which are related to the subject matter  given in the text 

book and let them  answer various questions related to the case asked. 

 

Suggested Questions: 

• Define what is a reference price 

• Describe the order of presenting prices in a product line. 

• Explain the various introductory pricing strategies and tactics 

• Differentiate absolute price threshold and differential price threshold 

• What are the factors affecting the price elasticity of demand? 

 

Materials and equipment: 

 

• Visual aids – PowerPoint slide show presentation 

• Visual aids- Multimedia presentations 

• Course outline 

• Paper and pens 

•  Calculator 

 

Evaluation  

• Asking Questions and answering in class room 

• Class Assignments 

• Home works 

• Case studies 

• Quizzes 

 

 

 

 

 

 

Lesson 4: Pricing practices that endanger 

profits 



Chapter 8: Customer value analysis 

 

Lesson Content:  
The lesson is intended to provide the students the knowledge related to the value analysis 

management such as difference between value and price of a product, components of a 

perceived acquisition value, concept of benefits, how to improve customer value etc. 

The chapter provides a detailed knowledge on the five steps of value oriented pricing. 

The chapter ends with the brief description of contingency value pricing. 

 

 

 

 

 

 

 

 

 

 

 

DURATION: 3.00 hours 

   

INSTRUCTIONAL PROCEDURES: 
 

Anticipatory Set:  

To stimulate the interest in the chapter, start the class by various clippings of real life 

examples or asking questions to the students related to the subject topic.  

Lecture:  

Teaching starts with the various examples of price as well as value of a product in the 

minds of a buyer. Lecture proceeds with the differentiation of customer value and its 

importance in buying decisions. Students are learning the basics of customer value 

analysis in the first half of the class. The important topics in the chapter are value versus 

price, components of perceived acquisition value, the concept of benefits, improving 

acquisition value etc. In the second phase of the class room lecture, the students are 

learning the five steps of Value oriented pricing. The main topics are conceptualize 

customer value, understand the key value drivers for customers, calculation of customer 

value, communicating value to the customers, and developing new ways to capture 

customer value. Each topics will be discussed more fully throughout the course. 

 

 

 

Learning Objectives – Upon completion of this lesson, the students should be able to: 

• What is customer value 

• Differentiate value vs. price if a product 

• Describe the components of perceived acquisition value 

• Explain the concept of benefits to a buyer 

• Explain the five steps of value oriented pricing 

• Describe the concept of contingency pricing 

Lesson 5: Customer value Analysis 



 

Assignments: 

Students are given a few problems related to the calculation part studied in the class. 

Each of the students is supposed to submit the assignments in the class room which is 

considered as a proof of class participation as well as attendance. 

 

Case Study: 
Students are allowed to read the case which are related to the subject matter  given in the text 

book and let them  answer various questions related to the case asked. 

 

Suggested Questions: 

• What is customer value 

• Differentiate value vs. price if a product 

• Describe the components of perceived acquisition value 

• Explain the concept of benefits to a buyer 

• Explain the five steps of value oriented pricing 

• Describe the concept of contingency pricing 

Materials and equipment: 

 

• Visual aids – PowerPoint slide show presentation 

• Visual aids- Multimedia presentations 

• Course outline 

• Paper and pens 

•  Calculator 

 

Evaluation  

• Asking Questions and answering in class room 

• Class Assignments 

• Home works 

• Case studies 

• Quizzes 

 

 

    
 

 

Lesson 5: Customer value analysis 
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Chapter 10: The role of costs in pricing decisions 

 

Lesson Content:  
The lessons is intended to provide the fundamental knowledge of cost aspects such as 

what costs in a business are important, whose costs are important such as buyers costs, 

competitors costs, suppliers costs, sellers costs etc. This chapter explains the importance 

of costs in pricing decisions. Finally students are learning the elements of profitability 

and break even analysis. 

 

 

 

 

 

 

 

 

 

 

 
  

DURATION: 3.00 hours 

 

 

INSTRUCTIONAL PROCEDURES: 
 

Anticipatory Set:  

To stimulate the interest in the chapter, start the class by various clippings of real life 

examples or asking questions to the students related to the subject topic.  

Lecture:  

Teaching starts with the presentation of income statements showing the revenue and costs 

of various companies. Students are learning the importance of costs in deciding 

profitability and basically setting up pricing decisions. Lecture continues with the costs of 

various people involved in the businesses such as seller, buyer, competitors, and 

suppliers. Students are learning the different types of costs involved in each of these 

parties and thus understanding the real importance of costs in pricing. The chapter also 

explains the various costs classifications such as direct costs, indirect costs, opportunity 

costs, cash and non cash costs, fixed and variable costs etc. Finally students are learning 

the importance of break even analysis. All the topics covered in the chapter are well 

explained with examples and videos. 

Learning Objectives – Upon completion of this lesson, the students should be able to: 

• Explain buyers costs  

• Explain sellers costs 

• Explain competitors costs 

• Explain suppliers costs 

• Describe the importance of costs in pricing decisions 

• Describe the elements of profitability 

• Calculate the break even quantity and break even sales 

• Explain the limitations of break even analysis 

Lesson 6: The role of costs in pricing 

decisions 



Assignments: 

Students are given a few problems related to the calculation part studied in the class. 

Each of the students is supposed to submit the assignments in the class room which is 

considered as a proof of class participation as well as attendance. 

 

Case Study: 

Students are allowed to read the case which are related to the subject matter  given in the text 

book and let them  answer various questions related to the case asked. 

 

Suggested Questions: 

• Explain buyers costs  

• Explain sellers costs 

• Explain competitors costs 

• Explain suppliers costs 

• Describe the importance of costs in pricing decisions 

• Describe the elements of profitability 

• Calculate the break even quantity and break even sales 

• Explain the limitations of break even analysis 

 

Materials and equipment: 

 

• Visual aids – PowerPoint slide show presentation 

• Visual aids- Multimedia presentations 

• Course outline 

• Paper and pens 

•  Calculator 

 

Evaluation  

• Asking Questions and answering in class room 

• Class Assignments 

• Home works 

• Case studies 

• Quizzes 

 

 

Lesson 6: The role of costs in pricing 

decisions 



Chapter 12: Marketing profitability Analysis 

 

Lesson Content:  
The lesson is intended to provide the students the need for collecting marketing and 

customer costs data. Topics included are the responsibilities of marketing and distribution 

management, benefits of marketing and distribution costs data and its contributions 

towards pricing. Main contents of the chapter are nature of marketing profitability 

analysis, marketing costs classifications, contribution approach and net profit approaches 

of marketing profit analysis. 

 

 

 

 

 

 

 

 

 

 

DURATION: 3.00 hours 

   

INSTRUCTIONAL PROCEDURES: 
 

Anticipatory Set:  

To stimulate the interest in the chapter, start the class by various clippings of real life 

examples or asking questions to the students related to the subject topic.  

Lecture:  

Lecture starts with the revision of the last class topics which explained the various costs 

classification involved in the business. Asking questions to the students made them to 

revise what they had learned in the previous classes and will make them to listen to the 

current classes. Lecture continues with the detailed explanation of the topics such as need 

for marketing and customer cots data, responsibilities of marketing and distribution 

management, benefits of marketing and distribution costs data, contributions to pricing 

etc. The second half of the class is dedicated to the calculations parts such as calculating 

the contributions from sales towards profit by various methods such as contribution 

approach and net profit approach.  

 

 

 

Learning Objectives – Upon completion of this lesson, the students should be able to: 

• Describe the responsibilities of marketing and distribution management 

• Describe the benefits of costs data and its contributions to pricing 

• Describe the nature of marketing profitability analysis 

• Differentiate net profit approach and contribution approach 

 

Lesson 7: Marketing Profitability Analysis 



Assignments: 

Students are given a few problems related to the calculation part studied in the class. 

Each of the students is supposed to submit the assignments in the class room which is 

considered as a proof of class participation as well as attendance. 

 

Case Study: 
Students are allowed to read the case which are related to the subject matter  given in the text 

book and let them  answer various questions related to the case asked. 

 

Suggested Questions: 

• Describe the responsibilities of marketing and distribution management 

• Describe the benefits of costs data and its contributions to pricing 

• Describe the nature of marketing profitability analysis 

• Differentiate net profit approach and contribution approach 

 

Materials and equipment: 

 

• Visual aids – PowerPoint slide show presentation 

• Visual aids- Multimedia presentations 

• Course outline 

• Paper and pens 

•  Calculator 

 

Evaluation  

• Asking Questions and answering in class room 

• Class Assignments 

• Home works 

• Case studies 

• Quizzes 

 

 

 

 

 

 

 

Lesson 7: Marketing Profitability Analysis 
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Chapter 14: Pricing over the Product Life Cycle 

 

Lesson Content:  
This chapter is intended towards giving adequate knowledge of Product Life Cycle and 

how pricing strategies are varying while product moves along the stages of PLC. The 

main contents are the conceptual model of PLC, Basic pricing decisions, pricing 

decisions for introduction stage, pricing decisions for growth stages, pricing decisions for 

maturity stage of a product and pricing decisions for decline stages of a product. 

 

 

 

 

 

 

 

 

 

 

 

 

 

DURATION: 3.00 hours 

   

INSTRUCTIONAL PROCEDURES: 
 

Anticipatory Set:  

To stimulate the interest in the chapter, start the class by various clippings of real life 

examples or asking questions to the students related to the subject topic.  

Lecture:  

Lecture starts with the examples of various products that represent the various stages of 

Product Life Cycle (PLC). While students are familiar to each of the stages of PLC, 

lecture continues towards the details of each of the stages and its relation ship with the 

price elasticity of demand. Lecture continues with the topics such as Basic pricing 

decisions, Systematic approach to new product pricing, skimming pricing, penetration 

pricing etc. Lecturer will make sure that each of the topics covered in the chapter are well 

understood by the students by asking them questions as well as allow them to ask 

questions to the lecturer. 

 

 

Learning Objectives – Upon completion of this lesson, the students should be able to: 

• Describe the various stages of a product life cycle 

• Explain the importance of price elasticity in accordance with the product life 

cycle. 

• Describe the factors to consider when pricing new products 

• Describe the basic pricing decisions 

• Differentiate Price skimming and Penetration pricing strategies 

• Explain the pricing strategy for a product in the growth stage 

• Explain the pricing strategy for a product in the maturity stage 

• Explain the pricing strategy for a product in the decline stage 

 

Lesson 8: Pricing over the Product Life Cycle 



Assignments: 

Students are given a few problems related to the calculation part studied in the class. 

Each of the students is supposed to submit the assignments in the class room which is 

considered as a proof of class participation as well as attendance. 

 

Case Study: 
Students are allowed to read the case which are related to the subject matter  given in the text 

book and let them  answer various questions related to the case asked. 

 

Suggested Questions: 

• Describe the various stages of a product life cycle 

• Explain the importance of price elasticity in accordance with the product life 

cycle. 

• Describe the factors to consider when pricing new products 

• Describe the basic pricing decisions 

• Differentiate Price skimming and Penetration pricing strategies 

• Explain the pricing strategy for a product in the growth stage 

• Explain the pricing strategy for a product in the maturity stage 

• Explain the pricing strategy for a product in the decline stage 

Materials and equipment: 

 

• Visual aids – PowerPoint slide show presentation 

• Visual aids- Multimedia presentations 

• Course outline 

• Paper and pens 

•  Calculator 

 

Evaluation  

• Asking Questions and answering in class room 

• Class Assignments 

• Home works 

• Case studies 

• Quizzes 

 

 

Lesson 8: Pricing over the Product Life Cycle 



Chapter 15: Product Line pricing 

 

Lesson Content:  
The chapter is designed to help the students to understand the concepts of product lines, 

determining the end prices and price differentials of a product lines, and finally price 

bundling concepts.  

 

 

 

 

 

 

 

 

 

 

 

 

 

DURATION: 3.00 hours 

   

INSTRUCTIONAL PROCEDURES: 
 

Anticipatory Set:  

To stimulate the interest in the chapter, start the class by various clippings of real life 

examples or asking questions to the students related to the subject topic.  

Lecture:  

Lecturer starts the class with the examples of various product lines and its prices. Once 

the students are curious to know the details of the pricing of a product lines, lecturer 

explains the commonly used pricing strategy such as trading up pricing or segmented 

pricing strategies. Students are learning the calculation of price differentials after this. 

Lecturer proceeds with the guidelines for setting up price differentials. Finally students 

are studying the rationale, and economics behind price bundling. The last topic is the 

various ways to develop a price bundling strategy. Each of the topics is clearly explained 

in the class with relevant examples.  

 

 

 

 

Learning Objectives – Upon completion of this lesson, the students should be able to: 

• Describe the conceptual frame work for a product line 

• Determine the price differentials of a product line 

• Differentiate segmented pricing and trading up pricing strategy 

• Describe price bundling and its classifications  

• Explain the rationale for price bundling 

• Explain the economics of price bundling 

• Explain the steps in developing a price bundling strategy 

 

Lesson 9: Product Line pricing 



Assignments: 

Students are given a few problems related to the calculation part studied in the class. 

Each of the students is supposed to submit the assignments in the class room which is 

considered as a proof of class participation as well as attendance. 

 

Case Study: 
Students are allowed to read the case which are related to the subject matter  given in the text 

book and let them  answer various questions related to the case asked. 

 

Suggested Questions: 

• Describe the conceptual frame work for a product line 

• Determine the price differentials of a product line 

• Differentiate segmented pricing and trading up pricing strategy 

• Describe price bundling and its classifications  

• Explain the rationale for price bundling 

• Explain the economics of price bundling 

• Explain the steps in developing a price bundling strategy 

Materials and equipment: 

 

• Visual aids – PowerPoint slide show presentation 

• Visual aids- Multimedia presentations 

• Course outline 

• Paper and pens 

•  Calculator 

 
Evaluation  

• Asking Questions and answering in class room 

• Class Assignments 

• Home works 

• Case studies 

• Quizzes 

 

 

 

 

Lesson 9: Product Line Pricing 
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Chapter 16: Developing a pricing structure 

 

Lesson Content:  
The chapter is designed to help the students to understand and develop a price structure. 

The chapter primarily talking about various discount structures such as trade or functional 

discounts, cash discounts, advance purchase discounts etc. The later parts of the chapter 

are talking about the quantity discount structures including various non linear pricing 

structures. Chapter ends with the explanations of cash discounts and various geographical 

pricing structures. 

 

 

 

 

 

 

 

 

 

 

 

DURATION: 3.00 hours 

   

INSTRUCTIONAL PROCEDURES: 
 

Anticipatory Set:  

To stimulate the interest in the chapter, start the class by various clippings of real life 

examples or asking questions to the students related to the subject topic.  

Lecture:  

Lecture starts with showing the examples of various kinds discounts offered by different 

brands to stimulate the demand. The lecturer explains each of the discount structures with 

clear and precise examples and make sure the students are following the topics without 

much difficulties in understanding. Class ends with some case studies or problems to 

evaluate the understanding of the students in the class. 

 

 

 

 

 

 

Learning Objectives – Upon completion of this lesson, the students should be able to: 

• Differentiate trade and functional discounts 

• Describe promotional and cash discounts 

• Differentiate advance purchase discounts and peak load pricing 

• Explain various non linear pricing structures 

• Describe the rationale and problems of cash discounts 

• Describe various geographical pricing decisions 

 

Lesson 10: Developing a price structure 



Assignments: 

Students are given a few problems related to the calculation part studied in the class. 

Each of the students is supposed to submit the assignments in the class room which is 

considered as a proof of class participation as well as attendance. 

 

Case Study: 
Students are allowed to read the case which are related to the subject matter  given in the text 

book and let them  answer various questions related to the case asked. 

 

Suggested Questions: 

• Differentiate trade and functional discounts 

• Describe promotional and cash discounts 

• Differentiate advance purchase discounts and peak load pricing 

• Explain various non linear pricing structures 

• Describe the rationale and problems of cash discounts 

• Describe various geographical pricing decisions 

Materials and equipment: 

 

• Visual aids – PowerPoint slide show presentation 

• Visual aids- Multimedia presentations 

• Course outline 

• Paper and pens 

•  Calculator 

 
Evaluation  

• Asking Questions and answering in class room 

• Class Assignments 

• Home works 

• Case studies 

• Quizzes 

 

 

 

 

 

Lesson 10: Developing a price structure 



Chapter 17: Pricing to and through the channel 

 

Lesson Content:  
The chapter is designed to help the students to understand and learn the members of 

supply chain management and how pricing decisions vary according to each member. 

The chapter starts with the detailed explanation of trade and functional discounts to 

various wholesalers and retailers. Later half of the chapter explains the importance of 

price promotions and deals. Chapter ends with the guidelines for enhancing distributor 

performance. 

 

 

 

 

 

 

 

 

 

 

 

 

 

DURATION: 3.00 hours 

   

INSTRUCTIONAL PROCEDURES: 
 

Anticipatory Set:  

To stimulate the interest in the chapter, start the class by various clippings of real life 

examples or asking questions to the students related to the subject topic.  

Lecture:  

Lecturer starts the class with video presentation of supply chain management system for 

any bigger companies. Once the students are familiar with the terms such as retailer, 

wholesalers etc, class proceeds to the discounts offered by the manufactures to these 

distributors. Lecturer explains the topics such as discounts, price deals and price 

promotions to the wholesalers and retailers. Other important topics covered in the class 

room are Immediate, intermediate and long term effects of price promotions, trade 

promotions, comparison of High Low pricing Vs Every day pricing, price matching 

guarantees, guidelines for enhancing distributor performances etc. Each of the topics is 

well explained with precise examples.  

Learning Objectives – Upon completion of this lesson, the students should be able to: 

• Differentiate trade and functional discounts 

• Explain the concept of dual function discounts 

• Explain the guidelines for setting up functional discount policy 

• Explain the effect of price promotions on buyers 

• Differentiate the immediate, intermediate and long term effects of price 

promotions 

• Compare Every day low price Vs High Low pricing 

• Describe the guidelines for enhancing distributor performance 

 

Lesson 11: Pricing to and through the channel 



Assignments: 

Students are given a few problems related to the calculation part studied in the class. 

Each of the students is supposed to submit the assignments in the class room which is 

considered as a proof of class participation as well as attendance. 

 

Case Study: 
Students are allowed to read the case which are related to the subject matter  given in the text 

book and let them  answer various questions related to the case asked. 

 

Suggested Questions: 

• Differentiate trade and functional discounts 

• Explain the concept of dual function discounts 

• Explain the guidelines for setting up functional discount policy 

• Explain the effect of price promotions on buyers 

• Differentiate the immediate, intermediate and long term effects of price 

promotions 

• Compare Every day low price Vs High Low pricing 

• Describe the guidelines for enhancing distributor performance 

Materials and equipment: 

 

• Visual aids – PowerPoint slide show presentation 

• Visual aids- Multimedia presentations 

• Course outline 

• Paper and pens 

•  Calculator 

 
Evaluation  

• Asking Questions and answering in class room 

• Class Assignments 

• Home works 

• Case studies 

• Quizzes 

 

 

 

Lesson 11: Pricing to and through the channel 
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Chapter 21: Pricing on the Internet 

 

Lesson Content:  
The chapter is designed to familiarize the students on specialized pricing issues such as 

auctions and competitive bidding or emerging issues such as pricing services, 

international pricing and pricing on the internet.  

 

 

 

 

 

 

 

 

 

 

 

DURATION: 3.00 hours 

   

INSTRUCTIONAL PROCEDURES: 
 

Anticipatory Set:  

To stimulate the interest in the chapter, start the class by various clippings of real life 

examples or asking questions to the students related to the subject topic.  

Lecture:  

Lecturer starts the class by showing various examples of e commerce applications and 

talk about the importance of suitable pricing strategy over the products or services sold 

across the internet. The main topics covered in the class room are availability of perfect 

information on the internet, presence of independent buyers sellers, movement of 

differentiated to homogeneous market over internet, absence of price wars in internet 

platform, innovative pricing models and legal issues on internet pricing. All these topics 

are clearly explained with the aid of various multimedia usages including internet. 

 

Assignments: 

Students are given a few problems related to the calculation part studied in the class. 

Each of the students is supposed to submit the assignments in the class room which is 

considered as a proof of class participation as well as attendance. 

 

 

Learning Objectives – Upon completion of this lesson, the students should be able to: 

• Describe whether Internet lead to perfectly competitive prices 

• Describe about the various independent buyers and sellers over internet 

• Explain why the internet may not lead to lower prices 

• Describe the leveraging pricing opportunities on the internet 

• Explain various innovative pricing models on internet 

• Describe the legal issues in internet pricing 

 

Lesson 12: Pricing on the Internet 



Case Study: 

Students are allowed to read the case which are related to the subject matter  given in the text 

book and let them  answer various questions related to the case asked. 

 

Suggested Questions: 

• Describe whether Internet lead to perfectly competitive prices 

• Describe about the various independent buyers and sellers over internet 

• Explain why the internet may not lead to lower prices 

• Describe the leveraging pricing opportunities on the internet 

• Explain various innovative pricing models on internet 

• Describe the legal issues in internet pricing 

Materials and equipment: 

 

• Visual aids – PowerPoint slide show presentation 

• Visual aids- Multimedia presentations 

• Course outline 

• Paper and pens 

•  Calculator 

 
Evaluation  

• Asking Questions and answering in class room 

• Class Assignments 

• Home works 

• Case studies 

• Quizzes 

 

 

 

 

 

 
 
 
 
 
 

Lesson 12: Pricing on the Internet 



Chapter 22: Guidelines for better pricing decisions 

 

Lesson Content:  
The chapter is designed to help the students to revise the topics they have learned through 

out the semester. The main contents of the chapter are the four basic rules for pricing, 

other criteria for pricing decisions, adaptive pricing, and principles of a better pricing 

management and finally as the title say the guidelines for a better pricing decision. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

DURATION: 3.00 hours 

   

INSTRUCTIONAL PROCEDURES: 
 

Anticipatory Set:  

To stimulate the interest in the chapter, start the class by various clippings of real life 

examples or asking questions to the students related to the subject topic.  

Lecture:  

Lecturer starts the class by explaining the important points they have learned from the 

previous 12 classes. The last chapter is a mere summary and some better tips for an 

effective pricing management. The lecturer continues with the four basic rules of pricing, 

criteria for pricing decisions, adaptive pricing, principles of pricing management, and 

guidelines for better pricing decisions. Lecturer gives the opportunity to all students to 

ask questions from any of the topics they don’t understand.  

Lecturer once again reminds the students for a better term project presentation in the 

coming week.  

Learning Objectives – Upon completion of this lesson, the students should be able to: 

• Identify and explain the four basic rules for pricing 

• Describe the criteria for pricing decisions when operating below normal capacity 

• Describe the criteria for pricing decisions when operating at or near maximum 

capacity. 

• Describe the criteria for pricing decisions when operating at normal capacity. 

• Explain the concept of adaptive pricing 

• Explain the principles of pricing management 

• Explain the guidelines for better pricing decisions 

 

 

Lesson 13: Guidelines for better pricing 

decisions 



Assignments: 

Students are given a few problems related to the calculation part studied in the class. 

Each of the students is supposed to submit the assignments in the class room which is 

considered as a proof of class participation as well as attendance. 

 

Case Study: 

Students are allowed to read the case which are related to the subject matter  given in the text 

book and let them  answer various questions related to the case asked. 

 

Suggested Questions: 

• Identify and explain the four basic rules for pricing 

• Describe the criteria for pricing decisions when operating below normal capacity 

• Describe the criteria for pricing decisions when operating at or near maximum 

capacity. 

• Describe the criteria for pricing decisions when operating at normal capacity. 

• Explain the concept of adaptive pricing 

• Explain the principles of pricing management 

• Explain the guidelines for better pricing decisions 

 

Materials and equipment: 

 

• Visual aids – PowerPoint slide show presentation 

• Visual aids- Multimedia presentations 

• Course outline 

• Paper and pens 

•  Calculator 

 

Evaluation  

• Asking Questions and answering in class room 

• Class Assignments 

• Home works 

• Case studies 

• Quizzes 

 

Lesson 13: Guidelines for better pricing 

decisions 


