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Abstract: This survey aims to look at organized retailers to investigate the impact of pricing strategies on 

consumer buying behavior. Three organized retailers were considered for the study. 150 respondents were 

included in the survey. Lunch was selected as a research site where stratified random sampling was 

performed to understand aspects of consumer buying behavior related to pricing. Consumers have been 

surveyed for quality results. First, we approached retailers  and  conducted face-to-face interviews to learn 

what pricing methods they used to promote their products and what they were doing well. Consumers were 

then asked about the impact of pricing strategies on  buying behavior. A survey was conducted using a 

sample of 150 lunch respondents, of whom 144 responded. The purpose of this survey is to identify the 

impact of pricing strategies and  customer buying attitudes. The results show that the way retailers set 

prices influences consumers' buying habits, which attracts customers and  creates value and loyalty. 

Retailers are pricing tools to promote their products by offering seasonal festival discounts on their 

products 
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I. INTRODUCTION 

1.1 Problem Description  

Even though many businesses can obtain better products, their ineffective pricing tactics may prevent them from being 

able to compete in the market. In this approach, a great brand has the ability to create devoted, long-term customers, 

which will ultimately result in increased sales in the future. History and Danes by Hess, 20011. The survey will 

concentrate on the significant reputation of the brand and the role or impact of the brand in the consumer's purchasing 

decision-making process as a result of the problems in managing the brand and its advantages. 

A sort of pricing strategy known as multiple pricing strategies involves selling the same product at various rates. Price 

differences that exist between different pricing schemes for telecom products (particularly those offered by MTN and 

Globacom) are one of the largest issues. 

These issues require the case study done by MTN and Globacom Nigeria for investigating the impact of multiple 

pricing strategy of consumer purchasing behavior 

 

1.2 Survey Objectives: 

The main objective for the survey was to investigate the global impact of multiple pricing strategies of the consumer 

buying behavior,  

A case study by MTN and Globacom Nigeria.  

The specific goals are:  

 Find out whether MTN and Globacom are perceived by customers as having different pricing methods. 

 Examine the impact of different pricing strategies on user perceptions of MTN and Globacom's dependability. 

 Determines how customers perceive various pricing methods for items from MTN and Globacom. 

Any business' foundation is its customers. A company's potential clients have a significant impact on its ability to 

survive. Therefore, it fails for companies who are unable to find and keep clients. Different regions of Finland are 

producing businesses, and various industries are expanding in size. Since businesses in an industry typically have 

similar target markets for potential customers, as the number of businesses in an industry rises, the battle for clients 
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intensifies and market share rises. (Berry, 2001). If you pay close attention, you'll notice that the bond between the 

business and the client is eroding. Customers complain about the stress, uncertainty, and operational transactions that 

they experience instead of applauding a corporate partner. Contrarily, marketers tend to do 

Due to intense competition in the telecommunications sector, telecoms companies have increased their marketing 

efforts through branding, advertising, and communication density (number of subscribers per 100 people). rice paddies 

The telecommunications sector has established a foundation for fresh possibilities in terms of learning and imparting 

knowledge for various objectives. Additionally, the family was able to communicate. 

 

II. REVIEW OF LITERATURE 

A technique to seize the maximum big traits of an entrepreneur is supplied via way of means of Wickham (2001), who 

described entrepreneurship as “a fashion of control” and marketers as a “difference among the entrepreneur as a 

performer of managerial tasks, as an agent of monetary alternate and as a personality”. In entrepreneurial studies 

marketers are described as marketplace entrants or younger companies which have currently entered the marketplace. 

Like in every other enterprise, entrepreneurship withinside the style enterprise combines the advent and control of an 

undertaking with the particular components of the enterprise, in this example style. As noted above, marketers make an 

applicable contribution to the monetary boom and the dynamics of the economy. (Davidson 2006; Zhao 2005; Parietal 

2007). It is big to study the attention ratios of massive gamers and small businesses of the clothing enterprise, so that 

you can examine the monetary effect of small actorswithinside the style enterprise. Especially the style enterprise is 

ruled via way of means of small groups. In the United Kingdom, for instance, the pinnacle 15 groups generate 25% of 

the final results as a percent of the overall. Compared to the variety of different industries just like the dairy enterprise, 

wherein the pinnacle 15 groups generate 57% of the overall final results or the pharmaceutical enterprise, right here the 

pinnacle 15 groups advantage 74% of the overall final results. It is seen that the clothing enterprise includes many small 

companies that make contributions to the enterprise output. Consequently, the small actors of the style enterprise 

maintain relevance in phrases in their monetary strength and dominate the style enterprise panorama. This isn't always 

best authentic for the United Kingdom however additionally for lots of different countries. In Germany micro 

groupswithinside the layout enterprise generates 75% of the overall enterprise volume. The European Enterprise and 

Industry Commission defines micro groups as businesses, which hire fewer than ten people and whose annual turnover 

is beneath 2 million euro. Additionally, to the monetary relevance, the cultural contribution to society of the style 

enterprise needs to be considered. The not pricey overall performance needs to be enlarged via means of the “cultural 

fee of return”. It is the cultural sales businesses create, which stands in assessment to the not pricey sales. Fashion 

layout marketers innovate internal those dimensions with creativity and regular alternatives. As Dickerson (2003) said 

to the point: “The regular in style is alternate.” According to Schumpeter (1934) innovation is difficult to replicate and 

Drucker (1985) talked about the need for non-stop innovation. Both statements are authentic for style marketers who 

have to be constantly progressive in their sphere of activity; style may be copied however now no longer innovation. A 

style layout entrepreneur is the important individual that manages the entrepreneurial method and unites an enterprise to 

combine their layout thoughts into the marketplace 

 

III. RESEARCH METHODOLOGY 

In this research, we used the Questionnaire Method, where we connected to the people and asked questions about 

conflicts they faced in an educational institute. The questions which were created were to study how many people fall 

into conflicts and ways they used to resolve them.As per our respondents we got 30 responses from students, teachers 

as well as the non-teaching staff. They were personally contacted by us to fill the survey form online. Many of the 

people took initiative and filled the forms through email Ids and personal details which were kept confidential, Only the 

responses were used for the research paper and there were no objections raised from anyone 

 

IV DATA COLLECTION METHOD 

The source of data in this research paper are both primary and secondary  

1.Primary data:- primary data consist of original information gathered from a sample size of  30 responses residing in 

Mumbai  
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2.Secondary data:-  secondary data consists of data already gathered and present on the web 

 

V.   DATA ANALYSIS 

For analyzing the data simple tools like google forms are used we have the data analysis of 30 people on how the 

responses are submitted  

 

DATA ANALYSIS & INTERPRETATION: 

 
10.8% percent people said no and 88.2% people said yes according to this question 

 
36.8% people said no and 63.2% people said yes according to this survey 
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14.1% people said no and 85.9% people said yes  

 
 

VI. CONCLUSION 

The study demonstrates how pricing has a big impact on what consumers decide to buy. 

When the store alters the price and adopts new pricing procedures, the customer's expectations shift. These marketing 

techniques draw both current and potential clients. 

According to the poll and current trends, India is establishing itself as a market full of opportunities for advertisers and 

entrepreneurs, and it will also offer special benefits to consumers. Additionally, the demands of the customers, which 

can be the benefits associated with the products, are what the businesses need to focus on. The benefit also keeps in 

mind the appropriate goods for the appropriate customer at the appropriate pricing, as well as what The company can 

focus on helping the customers by providing them with accurate information about the products and also new uses for 

the products. The attitude of the retailer is also one of the most important factors that affects the customer. The pricing 

approach used on the shop side draws in more customers. People typically wait for the offer price to arrive before they 

make a purchase. When a store uses the price bundling strategy, customers also make purchases without feeling 

obligated to do so, thereby promoting the brand. Thus, it can be said that the majority of buyers wait for unique 

products that will provide them with the most possible value for their money and innovation 
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