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How companies can get smart about raising prices
                Pricing strategy is very important for a company simply because there has to be a value attached to the product that a company is selling. It is from the pricing that the company optimizes its sales and also the profits. Depending on the business environment, a company can choose to change prices either upwards or downwards whichever direction that will help the company maximize on it profits. However, when considering changing the prices of your product, there are several factors that should be factored in (Ailawadi, 2013). For instance, before changing the price, you have find out how it will impact on sale volume. Nevertheless, companies can get smart on their pricing strategy, rise price for its products and at the same time attract customers to buy more. In this paper, I will explain how to successfully get customers to pay more for my products.
             The first strategy to ensure that I successfully raise the price of my products is ensuring customer satisfaction. Customers are sensitive to prices but when the product is worth the price that is attached then they don’t mind paying more for the same (Robert, 2011). Before you raise the price of your product it is very important to ensure that it is of high quality and the customer will be satisfied with. This is simply because, you can choose to increase the price of a product and in return, drive away your customers.
             Secondly before raising the price of a product, consider timing. Timing in this case involves assessing the business environment and keeping an eye to your competition. Sometimes there might a standoff in the industry on raising the prices whereby all the businesses are waiting for the other to make the first move (Ailawadi, 2013). A smart business first waits the rival to raise their own prices, observe the consumer reaction then follow along. 
            Relatively, a business can raise the price of its products successfully by offering discounting to its customers. For instance, attaching coupons and prizes to be won once a customer buys the product is a very effective strategy. This kind of promotion is very strategic especially when you raise the price of your products. Customers are very price sensitive but when they realize that they can get additional value then they tend to ignore the price and comfortably buy the product (Gordon, 2012).
              Explaining why you have decided to increase your prices can be also an important decision too. Customers are human beings and they also understand that business survival relies on the sale of its products. This means explaining to your customers the reason behind the price increase. It might be due to increased production cost or even increased of the raw materials. If you can explain this to your customer, then they would consider the move unfair and run away from your product.
            Finally, always evaluate the product that you are offering to a business and understand the target market. Different customers respond differently to prices. Depending on the product that you are offering, you might find that the targeted consumers are price strapped which makes it hard for them to afford a product that probably you have increased its price (Daniel, 2015). However, if the product that you have targets a group of customers that are less sensitive to prices, then you can easily raise the prices and still retain your customers.
Explain how a specific pricing strategy will allow you to raise the price on your product successfully.  
           To settle on certain pricing strategy depends on market segmentation, the ability of the customers to pay the set price, the market conditions, your competition and many more others. Putting this into consideration will help you come up with the best pricing strategy that suits your product. Some of the pricing strategies include premium pricing, penetration pricing, and economy pricing and skimming strategy (Gordon, 2012). All this strategies differ when it comes to pricing of products and some of them increase of prices without negatively impacting the sales volume within the company. So why would specific pricing strategy allow raise in price successfully?
             The first reason why specific strategies will allow you to raise the price of a product successfully is, knowing your customer. Market research is a very important part of business since it provides you with information needed to make a decision. Some of the pricing strategies require you to research on your customer and find out whether they are sensitive to price or not. For instance premium pricing strategy is underlined by high prices meaning that even the customers will be premium (Andrew, 2012). For a premium customer they don’t care about the price. All they care about is the quality of the product.  This means that with premium customers you can increase the prices of a product successfully.
          Similarly, if your market leader in the industry, all the other businesses will be waiting for you to change the prices so that they can change too. One thing with market leaders is that, pricing is always set to signify product superiority in the market. This is why other companies will always wait the market leader to increase the price for its product so that they follow along. However, this is not a strategy that can be applied by every business especially in the case where the company is just penetrating in the market. It can have negative impact to the sales which can translate to losses in terms of sales. In conclusion, businesses should endeavor on applying different strategies that will not affect the sales volume of its product.
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