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Marking Criteria:
 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 
	Please insert your completed assignment ( in word format)  here:

1.         Give short answers to the following questions:                                                                           (20)

i. Discuss the objectives of pricing in detail.
Pricing objectives can divided into 3 main objectives :- 
a) Profitablity oriented objectives –maximisation of the profits  , gain maximum profit for long duration & achieving the investment periods in short periods .
b) Sales volume  –oriented objectives –concerned more to sales volume
c) Price stabalisation –maintain the stable prices 
d) Preventing compeititor’s entry  - fixing the lowest price to avoid competitors .
e) Improvement of company image – not just say , marketing campaign need to do
ii. What is the difference between predatory pricing and price discrimination?
Predatory pricing means the pricing of goods or services at the lowest level which other competitors cannot compete and forced to leave the market while price discrimination is the action of selling the same product at different places to different buyers , in orders to maximize the sales .
iii. How would you distinguish between collusive tendering and collusive bidding?
Collusive tendering is when a companies making tenders secretly share information or make arrangement among themselves in order to control the result  while collusive bidding is arrangements by contractors or suppliers in a particular trade or area to cooperate to defeat for the competitive bidding process in order to inflate process to artificially high levels .It can be small or big contracts .
iv. What is the difference between fixed costs and variable costs?
Fixed costs are the ones which do not change significally with the production volume or sales while variable costs are change with the level of production .
v. Outline the factors that affect price determination.
There are 5 factors -
1) The products value to the buyer –buyer will value the products if worth to pay or not , can be depends on price , location and quality 
2) Product cost –fixed cost and variable costs 
3) Competition – facing competitors  , need to lower down the price to create stability in the market .
4) Legal considerations –if a price suddenly rise ,can lead to legal restraints 
5) Other issues such as marketing campaign 



2.         Discuss the basic methods of pricing determination in detail.                                                  (10)

a) Cost oriented pricing –determined the cost based price , when the sales price is determined on the basis of the total product’s coists with a specified margin.
b) Demand oriented pricing –determined based on the volume of sales that is expected at the different process which different types of buyers can buy . It will involed differential pricing and perceived value pricing .
c) Competiton oriental pricing –determined based on reference to the price of a similar 



d) product being charged by a competitor and are not based on the cost of the product , or even difference perceptions by differerent buyers for same products .
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