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	The first major topic presented in the course was price. Price is basically described as the assignment of value. Price might include goods, services, money, votes and favors. In the assignment of value, it is evident that opportunity costs must always be considered. When setting pricing, it is evident that there must be consideration of customer satisfaction, image enhancement, sales objectives and profit objectives. It is always rare for people to agree on purchasing something without consideration of price. For this reason, price planning often following a sequence of steps that start with setting of price objectives. When setting price, major considerations such as revenue, demand, and price environment should always be essential factors for consideration. Both qualitative and quantitative factors can always have a major influence of the pricing strategy that has been adopted (Zikmund, 2012). 
  	Price is always influence by demand and supply considerations. Demand often refers to customers desire to have a product. The demand depends on what customers are willing to pay as the price for their product when it goes up or down. Economists must always consider the use of demand curves with a focus of illustrating its effect on price on the quantity of the product that has been demanded. Price elasticity of demand has always a major percentage change especially in unit sales that often results from any changes in price. The elasticity of demand occurs when a change occurs in price and has major effects on the amounts that has been demanded. Price elasticity is always essential due to the fact that marketers must know how their customers are likely to have reactions on changes to price (Zikmund, 2012). 
	For marketers to set up price, marketers need to have a complete understanding of product demand. The main considerations include price elasticity, variable and fixed costs, and impact on environment on pricing. These factors are essential for determining strategic pricing of commodities and ensuring that the price has been set in a more efficient manner. This helps to provide a complete analysis of the pricing factors to the price. The variable costs have been identified as those costs that fluctuate depending on market factors. The fixed costs are the costs that do not vary with the increment in the number of units that have been produced in the market. The aim is to ensure that the products that have been provided in the market. Break even analysis is a major factor that determines the units that have been sold in the market hence covering all costs. This helps to determine the relationship that exists between price and cost of the products in the market (Danziger & Rouse, 2007). 
	To sum it up, the pricing environment must always have consideration of major factors that might have influence to the pricing decisions. These include the existing consumer trends, international market, competition and economy. It is clear that consumers become more sensitive to price changes especially during bleak economic times. Marketers are expected to change a number of macroeconomic trends to help shape the pricing decisions in the market. This trending factor can always influence the consumer confidence, the recession, inflation and economic growth. Some of the most common pricing strategies and tactics that needs to be adopted to the market include skimming price, trial pricing and penetration pricing. 
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