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Customized pricing refers to the change in the cost of companies’ products due to the consumer variability. It is an approach taken by some companies to attract their consumers by giving them reduced prizes depending on unique conditions that boast sales. Customized pricing requires an organization to have a good understanding of customer demographics and the prevailing market conditions. Giving rebates is one way of customized pricing because it sets the prices in a way that brings customer satisfaction (Agrawal, & Souza, 2016). It is a way of offering quality and still maintaining customer retention. The refunds strategy is very beneficial and convenient for manufacturers as it is very unlikely for all customers to complete their rebate procedure, hence saving the manufacturing business costs. With retained costs, the manufacturer increases profitability and retains customers. Rebates are attractive to consumers because of their tax-free refunds for the different products purchased. 
QN. 2
Rebates are not always cash, but sometimes store credits. Thus, the manufacturer prefers rebates to a reduction in wholesale prices because they are guaranteed the next visit and next purchase. More often, consumers will purchase more than their credit rebate hence boosting sales for the manufacturer. Rebates ensure a constant flow of business for the guarantee.
Rebates are very attractive to consumers and, therefore, quickly draw them in to make a purchase. When consumers get in the store, they will have an array of products to choose from since most of them will have rebates (Borenstein, 2017). Therefore consumers are more likely to purchase items that they had not planned to buy. These purchases boost sales of manufactures hence more profits. 
Rebates generally do not happen every fortnight. When they do, companies usually have regulations of refunding the repayments from 8 weeks. The prolonged period allows the company to hold on to cash that can earn extra interest. The additional money within the company cash flow can also help the manufacturer invest in a project to boost its productivity. The plans may be the production of more units, which will ultimately add more revenue to the company.
When filling out information for a refund of rebates, details of the customer are taken. The database can be used by the company to inform their already existing clients of new products. These customers are very vital as they ensure the flow of products (Agrawal & Souza, 2016). The database is thus essential for the marketing and promotion of new products. The existing customers can also be approached for research and reviews that will be used to improve the efficiency of the company. Offering these current customers coupons is an excellent strategy for customer service and retention. Rebates also ensure the manufacture of the continued use of products. While claiming the refunds, most manufacturers require the attachment of receipt of the product bought. The continued interaction with product information generates product awareness and loyalty. Satisfied consumers are also more like to give referrals to various products.
QN.3
Companies like Best Buys are considering eliminating rebates because of the constant backlash and complaints they get from customers. Redeeming the rebates is tedious and time-consuming; as such, some customers get tired along the way and abandon it (Borenstein, 2017). The customers who go through with the process may be successful and get refunded while there are those whose applications may be declined for one reason or another. Such experiences are very frustrating for consumers whose loyalty to the company or brand gets shifted.
New regulations that recommend the use of an online system to refund the rebates are expensive to companies. A significant amount of investment goes into digitizing the process. Most companies may not find rebates rewarding to approach such a substantial venture for a considerable investment (Borenstein, 2017). Therefore, they are reducing rebates offers. Unlike human beings, computers validate most of the applications for rebates, which, to some extent, may reduce the revenues for the company. Some regulators have fallen prey to lawsuits requiring them to declare the audit reports, especially regarding the revenues they have collected from rebates. Declaring such reports with huge non refunded rebates portrays a negative image for the company.
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