Objective 9.03


Establishing a Selling Price – Case Study


You are the owner of a window washing service in a small town.  Until recently, you have been the only business in your town and enjoyed success through word of mouth advertising.  Your customer list has grown because of satisfied customers telling other people about your service.  In the last two years, you have experienced a growth spurt in your business because of new housing development in your town. 

You have always operated out of your home.  You keep your supplies in your garage and do your paperwork in your living room.  As a result, your expenses are quite low.  Your prices are based on the number of average size windows in a home.  You charge $10.00 per window and estimate that $6.00 of the price covers your fixed and variable costs.

Last year, two new window-washing businesses opened in your town.  Two college students who work only on the weekends own one business.  The other business is a chain of home cleaning services that offers window washing as only one of their many exterior home cleaning services.

Unit recently, you have never had to advertise your business.  You believed you had loyal customers that purchased your services regularly every year.  Now you feel the homeowners in the new developments do not know about your services since they have little contact with your old customers.  

You have begun to do some investigation of the competition.   The two college students are offering their services also for $10.00 per window.  The cleaning service chain business is offering window washing for approximately $9.00 per window, and $8.25 if you include power washing the exterior of your home.

You do not know what to do.  You do not want to lower your price and reduce profits, but you have noticed that you have less business lately.  

For the above case, develop a pricing strategy.  Use the following outline to help organize your answer.

NOTE:  You will have to consider the other elements of the marketing mix to complete your answer.

1. Pricing objective.

2. Set Study costs.

3. Analyze competition.

4. Decide on a pricing strategy.

5. Set a price.
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