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[ Warming-up: Task 1 ]

Task 1 Match each pricing strategy with its corresponding picture.
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» A. Limited Time Pricing

»  B. Promotional Pricing

»  C. Psychological Pricing



[ Warming-up: Task 2

Task 2 Match the following terms on the left with their English meanings on the right.

D

E
A
B
C

1. pricing strategy

2. consumer goods

3. price sensifive customers

4. penetrafion pricing

5. promotional pricing

i

those who view price as a factor in a purchase
the pricing technique of setting initial entry price
lower than the market value to attract new customers

a reduction in the price of a product or service to

attract customers

the methods by which a business calculates how

miuch it will charge for a product or service

the goods that are purchased for personal, including

for family and household use and for personal

gifting




[ Reading A




[ Reading A
<« 5

Pricing in Emerging Markets

» The final price of a product may be affected
by many factors, such as the offering’s costs, the demand, the
customers whose needs it is designed to meet, the external
environment (e.g. the competition, the economy, and
government regulations), and other aspects of the marketing
mix (e.g. the nature of the offering, the current stage of its
product life cycle, and its promotion and distribution). These
factors can be categorized into two main groups: internal factors
and external factors.
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[ Reading A
<

»

»

Internal Factors

Some factors can be controlled by the company and, if necessary, can
be adjusted. However, making a quick change is not always possible.
For instance, price may depend heavily on the productivity of the
manufacturing facility (e.g. how much can be produced within a
certain period of time). The marketer knows that increasing
productivity will reduce the cost of each unit and thus allow the price to
the customers to be decreased. But increasing productivity may require
major changes in the manufacturing facility, such as building new

premises or buying new machinery, which will take time and will not
translate into lower prices for a considerable period of time.




[ Reading A
4 WEED

» External Factors

» Pricing very often has to take into account external factors, especially in the case
of consumer goods and in international markets. For example, Piaggio & C. SpA,
the maker of Vespa scooters, reentered the Indian market in 2010 after a 10-year
absence. Indians are among the world’s most price-sensitive customers. The
Indian market was already being served by global competitors such as the market
leaders in India—Honda and Suzuki—and Yamabha, a relatively new entrant in
India. Piaggio also faced some local Indian firms such as TVS Motor, Hero
MotoCorp, Mahindra, and Bajaj Auto Ltd.




[ Reading A

»

»

To compete in this market, Piaggio had to make efforts to reduze its cost
structure to serve India. The €100 million investment in local production was
clearly an effort to reduce Piaggio’s Indian market cost structure to a position
that was lower than importers and comparable to local producers. That is,
Piaggio was taking steps to level that portion of the competitive playing field.

Piaggio’s release of Vespa LX 125 in India was priced at ¥66,661 (€790). At
66,661, Vespa LX 125 was considerably more expensive than most of its local
competitors, which often sold for ¥40,000 to ¥60,000. However, Vespa also
provided more benefits than most other scooters in the Indian market, so it
could be said to have been priced in the neutral position. In this position, few
competitors felt threatened, and Piaggio felt comfortable attacking the market
with its local production and high-benefit value proposition. In the first nine
months alone, more than 25,000 units were sold. For Piaggio, this was
considered a highly successful launch.
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[ Reading A: Task 1 ]

» Before reading the passage, list as many factors
as you can that may influence the final price of a

product.

& Cost, advertising, tax, wage, bonus, distribution, etc.




[ Reading A: Task 2

Task 2 Read the passage and categorize the factors mentioned in the first paragraph into
infernal and external factors.

Internal Factors External Factors
Internal factors atfecting External considerations
pricing include, but not beyond the company’s
limited to, the offering’s control include the nature
costs, the company’s overall | of the market and demand,
marketing strategy, and environmental factors
objectives and marketing such as the economy,

mix, as well as some reseller needs and
organizational government actions.
considerations




[ Reading A: Task 3

Task 3 Decide whether the following statements are true (T) or false (F) according to the

passage.

] 1. When marketers detect mistakes in pricing, it’s easy to make changes.
[ ] 2. Improvement in productivity allows for decrease in the sale price.

D 3. Customer perceived value is considered an internal factor in setting a price.

| | 4. Economic conditions can have a major impact on pricing decisions.

D 5. Even though the production cost is typically considered internal to the firm, cost
comparison with competing firms is an external factor to Piaggio in India.




[ Reading A: Task 4 ]

Task 4 Suppose you are the Marketing Manager of a perfume MNC, planning fo penetrate
into the Chinese market, What factors will you take into account when pricing your
products? Discuss with your classmates,

» (Open answer)




[ Listening

@ Listening Task 1




Listening task 1 <« .

Task 1 Jack Hunter, the marketing manager of Hampshire Cosmetics Ltd., is talking
n to his assistant Emma about the pricing of their new product. Listen to the
conversation and answer the following questions.

1. What product have they just developed?
A new face cream.

2. What’s the objective for this product?
To capture a large market share.

3. What pricing strategy does Emma suggest?
Penetration pricing.

4. What will it take longer to recover if Emma’s suggestion is taken?
Production and development costs.

5. What will help reduce costs and make profits according to Emma?
The large sales volume.
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Listening task 2 s

Task 2 Jack Hunter is talking with his colleague Helen about the pricing strategy. Listen to
n the conversation and fill in the blanks with what you hear.

2. build market
share

1. pricing strategy Helen, what do you think about the 1. of our new face cream?
I think setting a low price for the cream and using a penetration pricing strategy
will 2. quickly.
But consumers usually relate quality to price. Won't they think our cream is of low
quality?
We can offer 3. for consumers to test. [ think we can convince our

3. samples
4. low-income

5. psychologial

customers that the cream is really of good quality and exceptional value for the
money.

Good! OK, so what other factors do we need to take into consideration? I suppose
one factor is our target market?

Yes, who are we targeting?

Middle-aged, 4. women.

This type of consumer is sensitive to price. So we could use some psychology. You
know, consumers perceive prices to be cheaper if they end in odd numbers. For
example, we charge $9.99 instead of $10 or $99.95 instead of $100.

Right. We need to develop both a penetration and 5. strategy to set the

price!




[ Listening task 3 {-

Task 3 Jack Hunter is talking with Helen about the launch of the new product. Listen to the

O

conversation and choose the best answer to each of the following questions.

1. When 15 the new face cream poing to be launched?
Mﬂ December. B. In November. C. In September.

2. What are women busy shopping for during December?
A Birthday gafts. B/C!m'shmls oifts. C. New Year's gifts.

3. What promotion does Helen suggest to help attract customers?
Muy one, get one free. B. Buy two, get one free.
C. Buy one, get two free.

4. What pricing strategy can be effective in the introductory stage according to Mr. Hunter?
A Psychological pricing. B. Time pricing. 'G/Pmmuhﬂml pricing.

5. When will they call a meeting to further discuss the 1ssue?
A This afternoon. ,e/l‘nmmmw C. The day after tomorrow.



[ Listening task 4 €

Task 4 Jack Hunter is falking with his colleague Jane on the phone. Listen to the

n conversation and decide whether the following statements are true (T) or false (F).

1. The sales of the face cream stayed stable for the whole year

2. Stee last June, profits have begun to decline.

3. The company 15 using a eeographical pricing strategy 1n India.

4. The prices of key raw matertals are mereasing and shippine costs have risen sharply.

5. Jane will report the results of the survey analysts to Mr. Hunter next month.

izl el e




[ Listening task 5 &

Task 5  Professor Thompson is giving a short falk to students on factors that will influence

n product pricing strategies. Listen carefully and complete the following notes,

S Firstfactor: thelevel of  ©OmMpetition

Reason: without considering competitors' prices = business _failure

Secondfactor: perceived value

Reason: low price =low _quality

. Thirdfactor Product development cost




[ Speaking




[ Speaking task 1

Task 1 Work in pairs. Suppose David, the marketing manager of Roy’s Furniture Company,
wants to ask his colleague Harry’s opinion on the pricing strategy for a new piece
£ of furniture. Practice making a conversation between them. Refer to the following

expressions if necessary.

» Sample

A: What's your opinion about the pricing strategy for
our new furniture?

B: Well, | think it’s not appropriate. | feel that a
penetration pricing strategy will build market share

quickly.

A: | agree with you.




[ Speaking task 2

Task 2  Work in groups. Suppose you are staff members of the Marketing Department of
P Roy’s Furniture Company. Now you are discussing the pricing strategy the company

» Sample

A: | feel that we may use psychological pricing strategy
for our new product.

B: | can’t agree with you.
A: Then, what about promotional pricing strategy?
B: That’s a good idea.




[ Speaking task 3

Task 3 Work in pairs. David is talking to his friend Mary about the pricing strategy his
company has adopted for the new furniture. Practice making a conversation between
; them according to the following instructions.

» Sample
A: Hi, David.
B: Hi, Mary. Nice to see you here.
A: Yeah. How are you?
B: I'm busy with pricing our new product.
A: What pricing strategy have you adopted?
B: Penetration pricing.
A: Why?

B: Because we want to capture market share.




Speaking task 4

Task 4 Practice giving a simple presentation on the factors affecting pricing strategies.
! Refer to the following expressions if necessary.

» Sample I

» Good morning, ladies and gentlemen! I’'m glad to have
the opportunity to share my thoughts with you. When 1t comes
to the pricing of products, there are two factors you must take
into consideration. The first factor i1s the demographics of the
targeted customers. Let me share an illustration with you.
Suppose your product is a portable bag specifically designed
for students. If 90% of the populations in the region you are
targeting are students, your product price will be affected
positively. The second factor is product development cost. This
1s definitely a factor you cannot turn a blind eye to. In
conclusion, the two factors are very important in the process of -
pricing.




[ Reading B

Reading B




[ Reading B

IS

McDonald’s Pricing Strategies

» Product Line Pricing

» McDonald’s has a unique pricing strategy. Their Value Meals fall into
the category of product line pricing. “Where there is a range of products
or services, the pricing reflects the benefits of parts of the range.” For
example, a customer can order a Two Cheeseburger Value Meal that
comes with a medium drink and fries for around $3 (prices may vary).
The customer can choose to Super Size this meal to get a larger drink
and more fries for a little more money or they could buy another Value
Meal that might include different items at a different price.

- 24




[ Reading B

»

»

»

»

&

Almost all McDonald’s have signs and banners indicating special
promotions. For example, currently the McDonald’s in Maine is
advertising “Two Sausage McMuffin’s for $3”. This promotion can be
seen on a large banner draped across many restaurants in Maine.
Promotions change weekly and may consist of different menu items
packaged together.

Promotional Pricing

Penetration Pricing

When McDonald’s first began to break into the coffee market, they ran
a large marketing campaign in order to gain some market share in the
industry. For a limited time, customers could get a free coffee every
morning from 8:00-8:30. This was to promote their new coffee
partnership with Green Mountain Coffee and helped spread the word
that McDonald’s was now offering coffee.
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[ Reading B <

» Value Pricing

» “This approach is used where external factors such as a recession or
increased competition force companies to provide ‘value’ products and
services in order to retain sales.” The most notable and recent example
of this is McDonald’s “Dollar Menu”. The Dollar Menu was created
because McDonald’s recognized that the economy was in decline and
that their competition was getting fiercer. The introduction of the
Dollar Menu, from which customers can buy a number of single
products for only one dollar, is by far the most economical product line
that McDonald’s has ever offered. The Dollar Menu recognizes the
current economic climate and has increased the pressure on
competitots.
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[ Reading B: Task 1 ]

Task 1 Read the passage and complete the following table.
I Pricing Strategy of Example -
McDonald’s
" Product Line Pricing Value Meals
- Promotional Pricing Sausage McMuffin’s -
Penetration Pricing Free Coffee

Value Pricing Dollar Menu



|' Reading B: Task 2

Task 2 Match the following terms with their Chinese meanings.

=—

© ® N L R WD

10.

. pricing strategy a. BN
product line pricing b. B&EENE
promotional pricing ‘( c. RS
penetration pricing "“ d. &5ES
value pricing "<"’ e. EMTHME
marketing campaign > f. P=EEmE
external factors " ’ g WBEEE
product line < h. {RESEGE
economic climate ~ i. JMAH

value meal % j. MEENE




[ Reading B: Task 3

Task 3  Translate the following passage into Chinese.

A business develops the pricing strategy for a product after performing a
marketing analysis. Product distribution, positioning and promotional
decisions are made and demand is estimated. A pricing strategy is
formulated taking into consideration factors of cost, competitors and profit
objectives. Possible pricing strategies include a full-price strategy,
competitive pricing, discount pricing or a mix of the above.

SWGET I )a, M= mBEAT e, R e anfers
FEEEET . RAAEH, HFMEERRE. FlEeiwgn <
ERERA . TENFHAEEFFRR. TR RIgE
fém%ﬁ?ﬂs\ RFEMIE. FTHEME, BERLRTENA
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[ Writing

Suppose you are Caroline Johnson of Cadbury Bicycle Factory. Write a letter to Tony
Black, one of your customers, to announce your price reduction on Model K bikes. The
following details should be included.

Dear Mr. Black,
It is my pleasure to inform you of a price decrease
of Model K bikes.

To celebrate 10-year anniversary, our company will
launch a promotional campaign. There will be a 15%
price reduction on Model K bikes. The effective date
will be from July 1, 2012 to September 1, 2012. Of
course, you can expect the same quality and service
from us.

We look forward to continued cooperation with you
in the future.

Sincerely yours,
Caroline Johnson




[ Project

Project Guidelines

This project aims to go through the process of
pricing a product. The whole task 1s divided into
three steps. Step One is about the factors affecting
the final price of a product. Step Two focuses on
commonly used pricing strategies. Step Three
concerns the selection of appropriate pricing
strategies in specific market situations.

Please follow the Task Description to
complete the project.




[ Project

Task Description

Step One

* Divide the class into several small group of 4-6 students;

* Decide on a product you’d like to do research on;

* Discuss the factors that will affect the final price of the product;
» Categorize these factors into internal and external factors.

Step Two
* Come up with commonly used pricing strategies;
* Discuss what these pricing strategies are about.

Step Three

* Discuss and decide which of the pricing strategies mentioned above will be
used for the product;

* Summarize the discussion and report to the whole class.
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[ Vocabulary and Structure




[ Vocabulary & Structure: Task 1

Task 1  Fill in the blanks with the words from this unit that match the meanings in the

column on the right. The first letters are already given.

1 bonus money added to someone’s wages, especially as a reward for good work

2 snheaker a type of light soft shoes with a rubber

3 drape to put something somewhere so that it hangs or hes loosely

4 banner a long piece of cloth on which something 1s written, often carried
between two poles

L

productivity the rate at which goods are produced, and the amount produced, especially
in relation to the work, time, and money needed to produce them

6 enthusiast :omeone who is very interested in a particular activity or subject

7 categorize o put people or things into groups according to the type of person or
thing they are

g8 premium of very high quality

9 retain to keep something or continue to have something

10 cam paign a series of actions intended to achieve a particular result relating to

politics or business, or a social improvement




[ Vocabulary & Structure: Task 2

Task 2  Fill in each blank with the appropriate form of the word given in brackets.

1. Mr. Sun 1s making an enthusiastic (enthusiast) lecture to the students in the
waterborne hall.

2. This attitude goes against the company’s regl"atlon (regulatory) and it must be

reported.
3. The demand for some goods is less S€NSItIVE  (sensitivity) to price changes than others.
The marketers (market) are discussing if the TV station has any future.
5. I missed the train ambjﬂS_Q_QLl_&ﬂ'_}(cnﬂsequem} was late for work
. Wage rates depend on levels of prOdUCtiVity(pmductivf:}_
He made aCONSiderableconsider) sum of money in real estate.

T

ge =1 oh

. The villagers used advanced instruments to open up wasteland. and have achieved

notable .. results.

9. Although very rich, he still leads an economical (economac) life.

10. Dr. Roberts is a leading  (lead) expert and heads the faculty at the university.

3b¢<t‘°‘wc% N % ,i .:
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[ Vocabulary & Structure: Task 3

Task 3 Complete the following sentences with the words or phrases given below. Change

the form if necessary.

fall into threaten perceive recession package

take into account depend on adjust volume categorize

1. Pollution along the coastline isthreatenlng marine life.

. His latest work cannot be Cat€gorized s either a novel or an autobiography.

People now perceive that green 1ssues are important to our future.

Al living things d€PeNd ON the suy for their growth.

The language of the article will have to be _@djusted  for the mass market.

The videos were paCkaged up. ready for distribution.

According to doctors, some diseases ___fall INtO  the category of stress-related illnesses.

L T

The economy started to recover after years of _recession .
The VOlume of traffic on the road has increased dramatically in recent years.

— take into account | _ _
10. People seem to fail to the fact that education does not end with graduation.
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[ Vocabulary & Structure: Task 4

Task 4 Translate the following Chinese into English using the words or phrases given in

brackets.

do not take into account changes in the inflation rate
1. These figures (EESERER
R RYERE). (take into account, inflation)

2. Non-allereenic wet baby wipes are best for __Cleaning the sensitive skin

(EEEURERR). Gensitive) _
If you want to increase profits by a large margin

3. (BEREEEEHE). you

should work hard on technological development. (margin)

retain many aspects of their ancient culture
4. Chinese Americans (R E T

& LBF£ HE), even after having lived here for several generations. (retain)
why are they still keen on emerging markets

5. If investors are going off risks,
Chft 2T IR A ENE)? (emerging marke?)

@ aﬂiﬂ?ﬂk%j

FMEH L



[ Reading A Backdrop

» Emerging market

@ An emerging market generally refers to a developing market
economy with low-to-middle per capita income. Countries in this
category are usually undertaking a process of economic development
and reform. Many countries in the world fall into this category. An
important feature of most emerging markets is that they are in the
process of moving from closed economies to more open economies. As
part of this process, emerging countries generally experience rapid
growth in both local and foreign investment.




[ Reading A Translation ]
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[ Reading A Translation ]
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[ Reading A Translation
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Reading A Translation ]
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Listening task 1 Script {:

» Mr. Hunter: As you know, we’ve just developed a new face cream. It’s
important we get the pricing strategy right.

Emma: Yes. That’ll be critical. What’s the objective for this product?

Mr. Hunter: We want to capture a large market share.

Emma: Then, I think we’d better use penetration pricing. We’ll have to
consider our competitors’prices, and sell the new cream cheaper.

M:r. Hunter: Yes, but it’ll take longer to recover our production and
development costs. As you know, we’ve invested a lot developing this
particular product.

Emma: Yes, I know, but it is a very good cream. If we sell at a lower
price than our competitors, we should be able to build market share
quickly. Then, the large sales volume will help reduce production costs
and achieve profit.

Mr. Hunter: Mm!
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[ Listening task 2 Script

»

»

(&

M:t. Hunter: Helen, what do you think about the pricing strategy of our new
face cream?

Helen: I think setting a low price for the cream and using a penetration pricing
strategy will build market share quickly.

Mr. Hunter: But consumers usually relate quality to prices. Won’t they think
our cream is of low quality?

Helen: We can offer samples for consumers to test. I think we can convince our
customers that the cream is really of good quality and exceptional value for the
money.

Mr. Hunter: Good! OK, so what other factors do we need to take into
consideration? I suppose one factor is our target market?

Helen: Yes, who are we targeting?
M:r. Hunter: Middle-aged, low-income women.

Helen: This type of consumer is sensitive to price. So we could use some
psychology. You know, consumers perceive prices to be cheaper if they end in
odd numbers. For example, we charge $9.99 instead of $10 or $99.95 instead of
$100.

M:r. Hunter: Right. We need to develop both a penetration and psychological

[H strategy to set the price!
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[ Listening task 3 Script

»
»
»
»

»

3

W S

Helen: When is the new face cream going to be launched?
Mr. Hunter: Next month.

Helen: In December?

Mr. Hunter: Yes.

Helen: December is a good time. People, especially women, are busy
shopping for Christmas gifts.

Mr. Hunter: Yes, that’s why we chose December.

Helen: During this special period, perhaps we should also run a "buy one,
get one free" promotion to help attract customers.

Mr. Hunter: Mm. Promotional pricing can be effective in the introductory
stage of marketing a new product but I’m not sure whether the ""buy one,
get one free''strategy is the most appropriate strategy for this. We’re hoping
to undercut our competitors on price so the margins won’t be high.

Helen: The price will either make or break our business so we need to get
it right.

Mr. Hunter: Yes, you’re right. Good pricing strategies depend on several
factors. All these factors should be taken into account. Tomorrow we’ll call

[H a meeting to further discuss this issue.
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音频/listening-task 3.mp3
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[ Listening task 4 Script

» Mr. Hunter: Hello, Jane. How are sales?

» Jane: Good for the first half year. Sales held steady and our profit margin stayed
| stable. But since last July, profits have begun to decline.
M:t. Hunter: What’s the problem?
Jane: I think it’s the geographical pricing strategy we’re using in India. The
new face cream is priced lower in India than it is in our country in order to
compete, so the margins are very tight.

Mr. Hunter: Yes?

Jane: But the prices of key raw materials are rising and shipping costs have
increased steeply. So if we remain with the same low price, our profit margin
will be negligible.

Mr. Hunter: You’re right. We’ll have to adjust our price. Jane, you’d better
conduct a market survey and find out just what the local competition is
charging. The results will help us to decide what to do.

Jane: OK. Next week I’ll give you a report on the results of the survey analysis.

Mr. Hunter: Thank you.

2024-5-14




[ Llstenlng task 5 Script <
IR

Good morning, ladies and gentlemen! It is a great honor for me
to be here sharing with you my opinions. When it comes to the
pricing of products, there are certain factors you must take into
consideration. The first factor is the level of competition. Pricing your
product without considering your competitors’ prices is a sure way to
business failure. Perceived value of your product is another factor you
must take into consideration. The reason is that customers often
associate low price with low quality. Meaning, if your product is
priced too low, customers tend to feel the product is of low quality.
The third factor is product development cost. This is definitely a
factor you cannot turn a blind eye to. You should never sell your
product below its actual cost price.

As a final note, I think it’s worthwhile you know that price is a
double-edged sword that can either make or break your business.




[ Reading B Translation ]
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[ Reading B Translation
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