Part 1- Pricing strategies 
1. After interviewing the owner of the company, I learnt that the restaurant used “skimming pricing strategy” whereby it used a reputation that it had already been built to charge high prices for early adopters. The restaurant charged the highest initial price that customers pay and then it lowers it over time. As the demand of first customers is satisfied and competition enters the market, the restaurant lowered the price to attract another, more price-sensitive segment of the population. The restaurant used this pricing objective because it was offering a new product in the market. The manager maintained that this pricing objective was essential given that the company was offering a new product in the market.
2. The owner said that the restaurant’s target customers to changes in price were “highly reactive to price changes.”
3. Yes, they do have some target segments that are less price-sensitive than others. When the demand of the first customers was satisfied, the company lowers the price to attract another segment which is more price-sensitive. The prices are lowered over time as the sensitivity increases among different segments.
4. The company gives very high consideration to the competitors when setting their prices. This because skimming encourages the entry of competitors. When other firms see the high price margins available, they quickly enter the market. Also some competitors use the opposite of price skimming which is “market penetration pricing” whereby they offer a low initial price. Therefore, the restaurant has to be extra sensitive not to lose customers.
5. From my interview, I noticed that the restaurant used “demand-based Pricing”. This is because the restaurant set high prices for products if the demand of such products is high. When the demand of the product is less, they charged low prices to attract the customers. Demand-based pricing method is applied in that the price of a product is determined by its demand. If the demand of the product is high, the prices is high and vice versa. This was the case with the restaurant. After listening to interviewee I arrived at the conclusion that they use this pricing method (demand-based pricing).
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