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[bookmark: _GoBack]The first stage in the process of establishing prices is identifying the pricing objective. This stage answers the question of why set the price at a given amount. The objective is to enhance the company's survival alongside the profit-making objective and establish and increase the market share. The second stage is researching the impact of the set price on the demand for the product.  At this stage, various aspects are considered, including the quality and quantity of the product and the ability to satisfy consumer demands, thus dictating the demand of the product. Prices of competing firm’s products are also considered. Thirdly is estimating the costs associated with the production and sale of the product (Piercy et al., 2010). Next is analyzing the prices as set by the competing firms and products.  Fifth is adopting the pricing method suitable for the product after thorough consideration of the stated factors. Finally, the product's actual price is set upon which the consumers will acquire the product. 
Pricing decisions are important to various stakeholders within the organization. Pricing decisions play a huge role in revealing the value that consumers allocate to the product, thus indicating the extent to which they are willing to acquire the product. The organization is thus able o identify the areas that need to be improved on. Also, pricing decisions are significant in that they are key in determining the success of the organization. Through reasonable and well thought, planned, and executed pricing strategy, organizations can make profits on the products and services they offer. 
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