Kentarus Maronie 
I agree with your arguments. Amy used her demographic understanding to evaluate the demand for her products. This included the people, families, school kids, and competitor prices. She further analyzed her competitive environment by studying her competitor prices from which she sold most of her candies slightly below competitor market prices. She further set her prices to match the demand and consumer needs and preferences to boost her sales. Amy’s Candies and gums are precisely cheap. From the data she collected from the demographic and competitor analysis, she set her maximum price to US$ 10 to accommodate people of all social and economic statuses. It allowed her products to sell within the existing competition. 

Andrew Arthus 
The argument you have presented is true and I completely agree with it. It is true from the video that Amy examined her neighborhood by looking at the essential demographics which she used to make her products affordable to all members of her community. With the aid of her competitors, she set her prices at fair amounts below 10 dollars to allow affordability of her hums and candies. Other factors she considered while determining the prices were demand, cost, and profit. The essence of any business organization is to make a profit and grow. Like any other business, Amy's Candy shop put consideration on how to make a profit by setting her prices at the best rate for all customers of different socio-economical statuses. 
