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Post 8: The Five Cs of Pricing
Introduction
Pricing decisions are the most important ones in the marketing mix because they result in revenue generation for a company (Camilleri). There are certain considerations for a company when price is set. Following are the five C’s which have to be considered while setting price of the product:
Cost
	Price is based on the cost incurred to produce a product. There are two major components of costs incurred on a product, fixed and variable costs. The price should be such that the total revenue covers both variable and fixed costs (Korman). 
Customers
	Customers are the ultimate judge of the product and price. A pricing strategy should consider the expectations of customers regarding price of a product.
Channel Members
	The number of channels used by a company will affect the price charged by it for the product. Companies selling directly to customers can charge a lower price for its products.

Competition
	A higher level of competition will put extra pressure on the company to choose the right pricing strategy. Price can be used to differentiate a product from those offered by competitors. 
Company objectives 
	A price set for a product should work well with all the other components of marketing mix. All the components of marketing mix should coordinate with each other to achieve the company goals.
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Application
	The most important aspect for the Kellogg’s Raisin Bran will be the competition. There will be a very low level of differentiation between products offered by the company and competitors. This means that the price should also be very close to their prices. In an industry with such standardised product, the cost will be almost similar for all the companies. Channels of distribution for all the companies will also be similar to each other. The assessment of all these factors gives us the conclusion that the competitive pricing strategy will be the most appropriate for Kellogg’s in the case of Raisin bran crunch (Liozu).
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