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First Response
In any firm, the sales team might decide to lower or increase products' prices depending on various reasons. For instance, a firm that sells pure organic maple syrup has decided to lower its prices since losing market share to store brands. The major benefit of lowering prices is that there will be more sales. The company will generate profits since more people will buy their products at lower prices or discounted prices (Wagner, Zeckhauser & Ziegler, 2018). In most cases, lowering prices attracts more people to the product who would not buy the same product at a higher price point. 
Lowering prices helps firms to introduce and launch new products to the markets. In this context, if this company produces other organic items apart from the maple syrup, they have a chance of introducing them to the market since there are more clients during the price reduction period. Secondly, the new products will also get into the market with reduced prices compared to the existing ones, thus gain popularity faster (Wagner, Zeckhauser & Ziegler, 2018). Also, the company might have an improved product which makes them lower prices of the previous products to give room for the new product to enter the market. Introducing new products in the market will enable the company to increase sales promotions. In most cases, consumers seek bargains and promotions for them to purchase a product. Therefore, there will be more sales for rush buyers trying to purchase during the lowered period. 
The company will also have a decreased production cost. For a firm to lower its prices on different products, it must have calculated all other costs, which will initially reduce production costs for them to make profits. In most cases, the company will have a faster turnaround time in their inventory. In such a case, the company will not store their products for a long time, thus reducing costs. Also, a decrease in production cost leads to discounted prices for higher volume orders from the suppliers. When one has a high volume of sales from one person, they tend to sell products at discounts to clients who order higher quantities leading to huge discounts from the suppliers. 
On the contrary, lowering prices cannot be recommended since customers might question the quality of goods. In most cases, quality products tend to be a bit expensive in the market (Llorente, 2017). When a product is frequently discounted or given at a certain offer, customers might question quality and lose trust in the company's brand. The management should ensure they consider their brand before lowering prices since they might also lose loyal customers. In selling organic maple syrup, clients look for quality for their overall wellbeing. 
Lowering prices is dangerous since a company might not manage their risks effectively. When a company lowers their prices regularly, it might create a certain trend where clients will only purchase products during the reduction period. In this case, the business might not sustain itself during the normal pricing, where the clients will wait for reduction time for them to purchase the products (Llorente, 2017). The trend puts the company at a risk where reduced sales will lead to losses due to increased production, salaries, and marketing costs, which will impact the profit margin. 
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