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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. 
Question Two
Heuristics are the techniques used in decision making and solving problems. They involve the adoption of practical methods to give solutions within a limited timeframe. The methods applied are flexible and effective in quick decision making, where one finds an optimal solution while working with complex data. Heuristics benefit victims where they facilitate timely decisions since they use thumb rules, which involves intelligent guesswork, trial and error, elimination procedures, history, and analytical data when solving a problem (Del Campo, Pauser, Steiner & Vetschera, 2016).  An individual or a group of people can apply heuristics when faced with decisions that require extensive analysis since they work effectively where short term decisions are required. 
There are differences between individual, consultative and team decision making. The first difference is timing. An individual takes less time to come up with a prompt decision where a team must consult and look into everyone's views to make a certain decision. They spend a lot of time gathering group members for discussions and consultations, unlike in individual decision making. On the other hand, consultative or team decisions are more researched and concrete compared to the individual (Del Campo, Pauser, Steiner & Vetschera, 2016). Since most group members specialize in different fields, they tend to have more exposure to their area of specialization, thus combining their knowledge with other members and ends up with the best solutions, unlike in the individual's case, where they rely on their intuition and views. 
In the presentation, I would teach the students an escalation of commitment. It is a pattern from human behaviour where one faces negative results from a certain decision or action (Sleesman, Lennard, McNamara & Cinion, 2018). In the outside world, everything one does has a negative and positive side. Therefore, escalation of commitment is important since one can track whether they are right or wrong. They are exposed to information that helps them to improve their projects. I would, therefore, teach the students different ways to avoid escalation of commitment. They need to focus on the critical issues during the early innovative stages, celebrate their little achievements for motivation and restart if possible.
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