

Response to Anthony Neal’s Post
[bookmark: _GoBack]I agree with you that Indeed manufacturers offering rebate as opposed to decreasing the wholesale prices of their goods is a perfect example of customized pricing. This is because when a rebate is offered on a price that is higher than the one the item is retailing at, then customers’ perceptions change. They shall perceive that particular item as being of a higher value yet it is being sold at a lower price. Manufacturers have an advantage here. Besides giving an analysis of the behavior of consumers that makes manufacturers use rebates, it would have been important for you to include information on how manufactures actually use these rebates. For example, manufacturers use rebates to gather information on which customers are buying a certain product and from which stores and at what prices. 
Rebates are therefore a good strategy for manufacturers to carry out market research without necessarily incurring extra costs on it. The price masking rebates are also used by manufacturers to ensure they reap the best from the product mix and sell most of their goods under very minimum pressure (Genc & De Giovanni, 2018). At the same time, manufacturers use rebates to ensure a certain desired behavior among their customer is built over time. Manufacturers use volume rebates where different customers ear rebates over a certain period of time. Manufacturers can thus play with their clients' minds so long as they do not wrong them as it is discouraged in the Bible in Leviticus 25:14 "And if thou sell aught unto thy neighbor, or buy of thy neighbor’s hand, ye shall not wrong one another".
Your example of the real estate market is a perfect example. I also believe manufacturers have realized that not all their customers claim their rebates and this makes rebates a preferred strategy. Since rebates involve clients paying the entire cost of an item before picking the item, most customers have the capability to pay for the whole cost of an item at the time of purchase. The failure of customers to claim their rebates makes manufacturers retain their money (Kelly, 2017). They therefore find no need of reducing wholesale prices as this would instead make them lose some money.
I agree with you that many businesses find it difficult to do away with rebates. However I suppose that sellers like Sony and Panasonic often although differently charge their customers the same amount of money per item. At the same time, Best Buy based on my understanding, sells its items at constant prices to its suppliers thus eliminating the company’s need to use rebates. Best Buy eliminating rebates shall not therefore suffer any losses because it will continue selling goods to suppliers at a constant price. The suppliers on the other hand might want to make extra profits and thus rebates would be a good strategy for them (Weiss, 2017)
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