
Pricing

Tipping Point (Calculating Break Even)
In business, breaking even is a basic rule of survival. Businesses 
must be able to cover costs to keep going—and hopefully, make a 
profit. ©2007. Recommended: PS/AD
LAP-PI-004C-MN-4...$43.95  
(Member: $33.95) (complete)
Additional copies of student LAP (20)
LAP-PI-004K-MN-4...$25.95 (Member: $21.95)
Tipping Point (PowerPoint)
PSW-PI-004-4...$49.95 (Member: $35.95)

(Continued)

PSW

®

Each LAP Module includes 8-page student handout                 
(with                   permission) and comprehensive 
lesson plan with discussion notes, transparency 
masters, practice and posttest with keys, and several 
different student activities. Mix and match quantity 
prices www.MBAResearch.org.

Gauge Your Prices 
Customers want the “most” for their money. Sport/Event 
marketers must learn about the factors that affect pricing, 
so they can meet customers’ expectations. ©2005. 
Recommended: HS/PS
LAP-PI-007C-SP-4...$43.95  
(Member: $33.95) (complete)

Additional copies of student LAP (20)
    LAP-PI-007K-SP-4...$25.95 (Member: $21.95)

Gauge Your Prices (PowerPoint)
PSW-PI-007-4...$49.95 (Member: $35.95)

It’s the Law (Supply and Demand)
Why is it important for businesses to understand the law 
of supply and demand? If they don’t, they may not have 
a supply of products available when consumers want 
to buy. Or, they might end up with more products than 
they can sell at a time when demand is low. ©2008. 	
Recommended: HS
LAP-EC-011C-CS-4...$43.95 		
(Member: $33.95) (complete)
Additional copies of student LAP (20)
LAP-EC-011K-CS-4...$25.95 (Member: $21.95)
It’s the Law (PowerPoint)
PSW-EC-011-4...$49.95 (Member: $35.95)

The Price Is Right (Nature of Pricing)
Pricing is a marketing function that involves the determina-
tion of an exchange price at which the buyer and seller 
perceive optimum value for a good or service. Effective 
prices are realistic, flexible, and competitive. Pricing 
affects the other elements of the marketing mix—prod-
uct, promotion, and place. ©2008. 		
Recommended: HS/PS.
LAP-PI-002C-SP-4...$43.95 		
(Member: $33.95) (complete)
Additional copies of student LAP (20)
LAP-PI-002K-SP-4...$25.95 (Member: $21.95)
The Price Is Right (PowerPoint)
PSW-PI-002-4...$49.95 (Member: $35.95)
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Available!

Save! Purchase Direct 
Downloads online.

These products are produced by CEV Multimedia 
and have not been reviewed by MBAResearch. Your 
satisfaction is guaranteed with ALL products pur-
chased from MBAResearch. Additional, professionally 
produced PowerPoint presentations are listed with 
individual LAP modules.

by CEV

Introduction to Agricultural Markets and Pricing 
Have you ever wondered why companies charge a particular rate 
for a given product? This comprehensive Microsoft® Power-
Point® presentation is designed to teach students the basics of 
marketing and pricing as they relate to the retail and wholesale 
industries. An in-depth examination of the four P’s, supply and 
demand, SWOT assessments and various psychological and 
promotional pricing techniques will provide students with a greater 
understanding of economic processes and decision making fac-
tors. Students will learn the role of pricing as it relates to advertis-
ing, store discounts and marketing research.  ©2009. Length: 86. 
Recommended: HS
PPT-09-010-4...$69.00 (Member: $65.55)

Marketing and Pricing Concepts 
This comprehensive Microsoft® PowerPoint® presentation is 
designed to teach students the basics of marketing and pricing as 
they relate to the retail and wholesale industries. An in-depth ex-
amination of the four P’s, supply and demand, SWOT assessments 
and various psychological and promotional pricing techniques will 
provide students with a greater understanding of economic pro-
cesses and decision making factors. Students will learn the role of 
pricing as it relates to advertising, store discounts and marketing 
research. ©2009. Length: 75. Recommended: HS
PPT-09-081-4...$69.00 (Member: $65.55)
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