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resresResponse to Taurik Haddad’s Post
          I agree with your reasons why manufacturers prefer rebates over reducing the wholesale costs of selling their goods. Since customized pricing involves playing around with the mind of the customers but retaining the profits a company makes, then it remains the best option as opposed to reducing the price at which items are sold as this would mean a direct and automatic reduction in the volume of profits companies make (O’brien, 2019). This strategy however works best for the type of customers who prefer to buy items based on their perceived value of that particular item. 
For those clients who buy items based on the price as opposed to the utility of that item, then rebates might not be a very efficient strategy for marketing items to them. These customers would prefer that the wholesale prices of goods be reduced as they can even buy the items in bulk just to take advantage of the reduction of their costs. I also agree with your reasoning that manufacturers take advantage of the fact that most customers do not claim their rebates. Many customers find the procedure of applying and claiming rebates as tedious and too bureaucratic. As such these customers would not prioritize going for rebates. This makes companies remain with these rebates and remain with profits as well.  
[bookmark: _GoBack]                   It is true that the reduction in the wholesale prices of goods results in a direct loss of revenue for companies which the Bible discourages in 1 Samuel 12:21 "and turn ye not aside; for then would ye go after vain things which cannot profit nor deliver, for they are vain". The fact that manufacturers remain with the of playing around with rebates to their advantage, makes them prefer offering rebates other than lower the prices at which they sell their wholesale goods. Manufacturers can, therefore, use whichever rebate approach works for them to ensure they retain the profits they should make by using techniques like volume rebates and pricing rebates. The manufactures can choose to offer rebates only when they have a certain volume of goods that they would want to deplete. This ensures they reach their targets and make the profits they intend to (Kratzke, 2016). This is impossible with the reduction of wholesale price
 It is clear that Best Buy is considering eliminating rebates because of the impression its rebates are have given its customers. Best Buy, therefore, wants to change the impression customers have on the complexity of rebates including not being able to claim rebates and their claims being ignored many times. A satisfied customer is better than an unsatisfied one as failure to satisfy customers could lead to serious loss of customers both directly and indirectly and this would imply that Best Buy loses a lot of money. Customers also tend to attach rebates to the main company and not the suppliers (Huelin, & Patel, 2019). This, therefore, disadvantages Best Buy than it does the suppliers.
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