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Pricing Strategies
Question 1
Status Quo Pricing Strategy
The status quo pricing strategy uses the current market prices for the product. Based on the current prevailing prices, the retail selling price should be $6.97 (Walmart, 2019). 
The main advantage of status quo pricing method is that it makes the firm to avoid the unnecessary competition in the market that may prove to be harmful. As a result, the firm is able to survive for long in the market.
However, the disadvantage is that the customers can not use the price to differentiate the product form other competitors. Consequentlty, the firm has to utilize other strategies to make the product unique in the market. In the same way, the price may be such that it ignores the aspect of demand and cost, thereby lowering the profit margin.
Question 2
Sales Volume Maximization
The retail price at sales volume maximization would be to sell at a lower price than the current market prices for the products. Since the prevailing prices for tooth pastes is $6.97-$8, the retail price for the product should be $5.
The most important pros of sales volume maximization is that it makes a firm to establish itself in market, as it attracts more customers (Smith, 2012). The strategy, therefore, enables a firm to gain a competitive advantage and establish itself in the market. 
The most important con of the strategy is that it minimizes the profit margin of the firm, in some times leading to lower margins and losses since the revenue may not cover for the total costs.
Question 3
Prestige-oriented Pricing 
The retail price will be $8.5.
The prestige-oriented pricing strategy will make SMG to charge higher prices for its products.
The main advantage of the strategy is that the consumers perceive the product as premium, thereby making them happy to pay the higher price as a result of their perception. 
However, the main disadvantage of the strategy is that it requires the firm to sell in premium markets, which is the smallest portion in the market. Therefore, it takes time for products priced using this strategy topick and convince the customers that they are indeed of prestige in nature.
Question 4
Break-Even Point
The break-even point is calculated by the formula
Fixed costs  (Revenue – variable costs)
	= 1,500,000  (2.5 – 0.75) = 857,143 tubes
Question 5
To determine the volume sold to earn the profit, the following formula is used

= = 914,285.71 units
Question 6
Mark-up = 30%. And the cost is $3.5.
Therefore, the new retail price has to be 30% higher than the cost, which is calculated as
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