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 Zhang, & Jahromi, (2019) observes that the company worked on improving the products to retain customers by adopting a new approach towards their products, the customers were checking on the limited-time value of the products, the company had to change their product life span which boosted the average order value. Casper Company adopted a pricing strategy on their products that focused on giving quality products to their customer at low prices. This strategy was affected by checking on the manufacturing cost of the product by making an adjustment that resulted in the production of more quality goods that were offered to their customers at low prices. The policy had an impact and worked effectively because this lured many customers to more buying goods from the company. Casper based their pricing strategy on their return policy which gave them an advantage over other competitors. Benefits that resulted from return policy pushed the competitors into a tough competition by ensuring that Casper enjoyed a capital moat which involves developing working capital that can sustain the company for longer periods, this is beneficial to the company because it’s able to raise more capital. Another advantage that they had competitors were not able to sustain the long-term return policy so the customers had limited chances to go and purchase from other companies for new brands. The advantage associated with price competition and return policy results in a growth in profits in the coming years.
The company would have faced more challenges if it adopted another pricing strategy. The strategy that they used as effective as the company enjoyed economies of scale. More products were sold to the customers that resulted in increased returns that boosted the company financially, as a result, this stabilized the company giving it a competitive edge over other producers of complementary goods. The company would not be in a position to realize more profits compared to what they are receiving. This strategy resulted in retaining more customers in the company. 
     	Liu, & Chen, (2019) argues that price changes have an influence on the buyers, distributors, competitors, and other stakeholders in the business. in the case where the company may reduce the prices by cutting half the price this would affect the customer's perception of a good and think that it would have reduced value from this they will avoid purchasing the product, the company will acquire low returns from the products. For Casper Company to remain relevant in their industry they have to make price tags that are not alarming to the customers negatively. For the competitors are interested in price changes where the firms operating in a market are fewer, they have other firms offering a similar product, and the players of the market must be well informed. Interpretation of competitors on price changes will vary where some competitors will take that other firms are trying to make large market shares to make more sales for profitability. For the Casper company's success, it must check the number of competitors if they are many, they should analyze what would be the cause of taking that action. If the competitors are fewer the company will take on analyzing them separately. The analysis is important in the mattress industry it will determine competitors who could be threats to Casper company.
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