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Abstract

At present, the ratio of such pareameters as price and quality of the product is dominant in decision making of the (end) con-
sumer. Comparison is the most common and most frequent method that customers use when buying products. They com-
pare expectations of products, products with each other, their individual parameters and characteristics. Price is the basic
characteristic that is compared and applied to most customers, producers and their products. For this reason, this paper
focuses attention on selected components of the current pricing strategy of organisations (price vs. quality, unit price and cost
structure for the acquisition of the product) and their perception by end customers in Slovak Republic. The aim of the paper
is to present the attitudes of end customers in Slovak Republic to pricing strategies and to compare them with their percep-
tion of product quality. The results presented in this paper may serve as a good starting point for organizations operating at
the end customer markets, since they realize the importance of creating an optimal relationship between price and quality of
the product.

Keywords: Pricing Strategy; Quality; Perception of Relationship between Price and Quality; Unit Price; Cost of Acquisition of
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3aeHko Ctaxo
KaHOMOAT EKOHOMIYHUX HayK, BUKIaaaY,
Buwa wkona ekoHoOMikM Ta MEHEeXKMEHTY rPOMaZICbKOro ynpaeniHHa B BpaTtucnasi, CnoBaubka Pecnybnika

KaTapiHa lNy6iHboBa
KaHOMpaT HaykK 3 AePXXaBHOro ynpasniHHS,
YHiBepcuteT imeHi KomeHcbkoro B Bpatucnasi, CnoBaubka Pecny6nika

Fa6piena MaiitiHkoBa BapTakoBa
KaHOMpaT Hayk 3 AePXXaBHOro ynpasniHHS,
YHiBepcuTeT imeHi KomeHcbkoro B Bpatucnasi, Cnoeaubka Pecnybnika

OkpeMi KOMMOHEHTU cTpaTerii LLiHOYyTBOPEeHHS OpraHisauii Ta IXx CNpUUHATTA KiHLEeBUM

cnoxuBayem y CnoBaubkii Pecnyoniui

AHoTauis

Y paHunin 4ac Ha MPUAHATTS KIHUEBUM CrMOXMBAYEM pPilleHb WOAO KyMiBfi TOrO 41 iHLWOro NpoaykTy NepeBaXXHO BrJMBaE
CMiBBIAHOLLEHHS TaKMX NapameTpiB AK LiHa Ta AKiCTb. MNOPIBHAHHSA € HANBINbLL NOWMPEHMM i HAaCTO BMKOPUCTOBYBAHUM Me-
TOOOM, A0 §IKOro BAAKOTbCS MOKYMLUi Npy Kyniefai ToBapis. LliHa — ue OCHOBHa xapakTepucTuka, fika € akTyalbHOo ANS
GinbLOCTi NOKynuiB, BUPOOHMKIB CTOCOBHO iXHbOT NpoAyKLii Ta niansarae nopiBHAHHIO. Buxoasym 3 Uboro, y AaHii ctaTTi yBa-
ra akUeHTYETbCS Ha OKPeMUX KOMMOHEHTax MOTO4YHOI CTpaTerii LiHOYyTBOPEHHS OpraHisauin, cepen fkmMx MOXHa Ha3BaTu
CNiBBIAHOLLEHHS LLiHW Ta SKOCTI, LiiHY OAMHULi NPOAYKLLi, CTPYKTYPY BUTPAT Ha NpuabaHHSA OKPEMO B3ATOrO MPOAYKTY, @ TaKOX
Ha X CNPUAHATTI KiHLEeBMM cnoxueadem y Cnosaubkit Pecny6niui. MeToto po60oTu € aHani3 CTaBieHHSs KiHLLEBOro CnoXxnaa-
Yya [0 cTparTerii uiHoyTBOpeHHs B CnoBaupbkin Pecny6rivj, a TakoX MOro 3icTaBfeHHs i3 CIPUNRHATTAM HUM SKOCTi MPOAYKLi.
Pesynbrati, npeactasneHi B gaHin poboTi, MOXyTb OyTV BiANPaABHOIO TOYKOIO ANS OpraHidawiii, OPiIEHTOBAHUX HA PUHOK
KIHLLEBOrO CMnoXmBa4a, OCKiflbkM iCHYE YCBIAOMAEHHS BaXXIMBOCTI BCTAHOBIEHHS ONTMMASIbHOIO CMiBBIAHOLLIEHHS MiX LIHOKO
Ta AKiCTIO MPOAYKTY.

Knio4oBi cnoBa: ctpareris LiHOYyTBOPEHHS; AKICTb; CIPUNHATTS CMiBBIAHOLIEHHST MiX LHOK Ta SKIiCTIO; UiHa OAVHULI Npo-
AyKUii; BapTiCTb NpnadaHHSa NPoayKTY.
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3paeHko Ctaxo

KaHAMOAAT 9KOHOMUYECKMX Hayk, npenoaasaTensb,

BbicLuas LKona SKOHOMUKM 1 MeHeIKMeHTa 06LLEeCTBEHHOrO yrnpasneHns B Bpatucnase, Cnosaukas Pecny6nvka
KaTtapuHa lyouHéBa

KaHAMAAT HayKno rocyaapCTBEHHOMY YNPaBAEHUIO,

YHuBepcuteT nmeHn KomeHckoro B bpatucnase, Cnosaukas Pecnybnvka

Fa6puana MaintnHkosa BapTakoBa

KaHAMOAT HayKno rocyfapCTBEHHOMY YNPaBAEHUIO,

YHuBepcuteT nmeHn KomeHckoro B bpatucnase, Cnosaukas Pecnybnvka

OTAenbHble KOMMOHEHTbI CTPaTerMmn LLleHoo6pasoBaHUa opraHu3auuii U ux BocnpusTue

nortpebutenamu B CnoBaukoii Pecny6nuke

AHHOTauua

B HacTosiLLee BpeMsi Ha MPUHATME KOHEYHbIM NOTPeBUTENEM PELLEHNIA KacaTelbHO MOKYMKN TOrO UM MHOTO NPOoAyKTa B 3Ha-
YUTENBbHOW CTEMEHMU BANSIET COOTHOLLEHNE Taknx NapamMeTpoB, Kak LeHa 1 ka4ecTBo. CpaBHeHWe sBnsieTcs Hambonee pacnpo-
CTPaHEHHbIM W HaCTO UCMOb3yeMbIM METOAOM, K KOTOPOMY NpuberatoT nokynarenu. LieHa — 370 0OCHOBHasi XxapakTepmucTunka,
KOTOpas ABASETCS akTyasbHOM Ans 60NbLUMHCTBA NOKynaTenei, Npous3BoanTeNEell OTHOCUTENBHO UX NPOLYKLUMN N NOONEXNT
cpaBHeHuto. Micxoas 13 atoro, B AaHHOM paboTe BHMMaHME akLEHTUPYETCS Ha OTAESbHbIX KOMMOHEHTax TEKYLLUEn cTpaTrerum
LeHoo6pa3oBaHusl opraHM3aumii, 8 UMEHHO: COOTHOLLEHUW LIEHbI 1 KAYECTBA, LIEHE eAVHULBI NPOAYKLMM, CTPYKTYpe 3aTpar Ha
npuobpeTeHne OTAENbHO B3STOMO MPOAYKTA, @ TakKe Ha X BOCMPUATUM KOHKPETHbIM noTpebuTtenem B Cnosakuu. Lienbto pa-
60Thbl IBNSIETCHA aHaIN3 OTHOLLIEHMSI KOHEYHOIro NOTPebuTens K cTpaTterun ueHoobpasosaHus B Cnosaukon Pecnybnvike, a Tak-
e ero CornocTaBneHME C BOCMPUATMEM KaYeCTBa Npoaykumn. PeaynbtaThl, NpeacTaBAeHHbIE B JaHHOM paboTe, MOryT CIyXnTb
OTNPaBHOWN TOYKOW AN OPraHM3aumii, OPUEHTUPOBAHHbLIX HA PIHOK KOHEYHOrO NOTPEOUTENS, MOCKONbKY CYLLLECTBYET OCO3Ha-
HNE BaXKHOCTM YCTAHOBNEHMWS OMNTMMasIbHOrO COOTHOLLEHWUS MEXAY LIEHOM 1 KA4ECTBOM NMpoayKTa.

KnioueBble cnoBa: cTparterns LeHooOpa3oBaHWs; Ka4eCTBO; BOCMPUATUE COOTHOLLEHUS MEXAY LEHOM 1 KaYeCTBOM; LeHa
€AVHNLBI MTPOAYKLUMN; CTOMMOCTb MPUOBPETEHNS NPOAYKLMN.

1. Introduction

Price as an element of the marketing mix which organiza-
tions charge for their products is largely dependent on the
economic macro environment in which organizations operate.

The process of creating a pricing strategy is made up of
a set of strategic actions that marketing managers take to
achieve objec-
tives; for exam-

The economic environment in the Slovak Republic was affec- ple, this may Tab. 1: The level of purchasing power per
ted by two significant transformation crossings: the country’s include a certain capita in Europe in 2014
transition to a market economy in 1989 and the changeover market position, The European Index
to the Euro in 2009. There are a few indicators to demonstrate a market share, Country Rank (index per capita,
the maturity level of the economic environment of the Slovak profit margins,
. . R European average = 100)

Republic. Table 1 shows levels of purchasing power per capi- sales volume,
ta in European countries. etc. Factors that 1. Liechtenstein 418

Another indicator, which is monitored by the Statistical have a strong 2. Switzerland 283
Office of the Slovak Republic and Eurostat is the ability to pay impact on mar- 3. Norway 233
usual expenses (see Table 2). keting mana- 4. Luxemburg 220

In this paper, we have investigated the relationship gers’ decisions 5. Denmark 168
between the price of products and their quality. That relation- with regard to Europe (42 countries) 100
ship i§ the subject of many.research, for example, [3; 4], price settings 23. Slovak Republic 575
especially because the quality of (material) products, and are, for exam- 26.C -

X ? . . Czech Republic 53.4
services is currently a trend, already observed in a number of ple, the nature

. 28. Poland 47.1

areas such as planned (moral) obsolescence of products, and size of su-
problem solving of the streamlining production processes,  pply and de- 31. Hungary 377

Source: GfK Purchasing Power Europe
2014/2015 [1]

design of organizational structure [5; 6; 7] and others. In the
conditions of the Slovak Republic, there are special features
of quality management, respectively its monitoring

mand, produc-
tion costs and

and control in comparison with the pre-transformation -
period. These were due to the fact that ensuring the Tab. 2: Ability to pay usual expenses by household type (%)
quality was before 1989 under the supervision of the Household type
state. At present, the correlation between price and without dependent children with dependent children
quality is less balanced because surveillance by the . o 2 +
state is limited and concerns only some sectors; mar- - 58S o | 82| 25]285|8- )
ket competition tends to sharpen. Cost reduction [8], Ability to 5|82 |88o | 2 |85 | 2E|c28|%8 3
the introduction of private label products in the retail :;;e"nss“:s' Eo|E gL g2 g¥l 8 |25 |52|55|25¢8| ¢
[9] as well as other factors (such as managing rela- EG(ECYESe 2 |I5 |28 |LE|0e3| 8
tionships with selected categories of customers have o3 c;> 548 g E E8| & 5 § 3 g8 22 § 95|
[10] have an immediate effect on price and quality. © |Fg |Fgsg g Y e8¢ :'%’ © £ g
2. Brief Literature Review 3 3% @S |F |E= |2
Price is one of the most important elements of the < ° F
marketing mix, and also an important factor influen- With great | . .| ;9 8.3 1011263 95 | 94 | 208 | 13.2
cing the buying decisions of customers. Price is a difficulty
monetary expression of the value of the product and is :‘#:i':__ult 28.0 | 21.0 26.8 |[19.6 | 25.7 | 21.2|19.7 | 18.5 | 20.1
established by «agreement» between the seller and With so:;e
the customer. It can be simply equated with the price difficulty 385|382 | 417 |41.3]28.0|43.2143.1| 459 | 43.8
of a product with the perceived value by the customer. Relatively
It is necessary to strictly distinguish costs relating to easily 13.5 | 24.4 21.0 12541132 12051226 116 | 19.2
the amount of money, time and other resources Easily 23 | 5.1 1.7 3.1 | 41 | 56 | 4.7 2.2 2.9
required for the acquisition of certain product from Very easily | 0.1 | 0.4 0.4 0.7 | 2.8 | 0.0 | 0.6 1.0 0.7

price. Source: Statistical Office of the Slovak Republic [2]
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spending on marketing activities, competitor activity and
regulatory measures taken by the state [11].

Price is a marketing tool that greatly affects product
demand. Traditional economic theory predicts that a fall in
product price increases demand and, conversely, growth in
product price causes a decline in demand. However, there are
exceptions from this relationship, in which, for example, cus-
tomers identify a high level of price with product quality and,
respectively, with exclusivity of the product. The sensitivity of
customers to price changes is different with respect to the
product category and customer segment. According to Kotler
[12], by setting prices at a certain level, organizations can
affect customer demand for the product, thus increasing or
decreasing demand.

According to Pajtinkova Bartakova and Gubiniova [13],
price is an important element by which customers evaluate
the product and its value, but it is not the only factor entering
into the purchase decision of the customer. In the strict
sense, a price represents the amount of money charged for a
particular product. The legal definition of price is reflected in
Act no. 18/1996 Coll. Prices are regulated in §2 as follows:
the price is the amount of money agreed in the purchase and
sale of goods. According to the above definitions, price as an
element of the marketing mix is based on the exchange and is
producer-oriented, since it relates to the amount of money
obtained by the producer (retailer) from a customer on the
place of transaction. From a broader perspective, price
enters into several aspects and features. Peattie understands
them as follows [14]:

1. It reflects production costs.

2. It represents the quality of a product for the customers.

3. It may form a starting criterion for market segmenta-
tion.

higher than in the first group. It ranges from 600 to 1,000
Euros. The third group of respondents has some peculiarities,
especially in the aspect that people aged 36-46 create their
households, as the family makes almost all of their purchasing
decisions. According to respondents’ answers, their dispo-
sable personal income, varied from 1,000 to 1,200 Euros. The
upper limit of the age of the penultimate group in the Slovak
Republic consists of the retirement age population of 62 years
old or older. The respondents from 46 years old to the retire-
ment age are sober, experienced people, who in many cases
are subject to the same stereotypes (especially with regard to
the purchasing decision). It is recognised that their expenses
have very few outliers, and therefore it is a group whose pur-
chasing behavior has a very a high degree of rationality. The
level of disposable income is about the same level as in the
previous group. The last group is made up of retired people,
i.e. people older than 62 years old whose income declared in
the survey is around 500 Euros.

4. Results

One of the aspects of our research is concerning the ac-
ceptance by the end customers of the philosophy of modern
marketing management was to study the relationship bet-
ween price and quality, as these two are major criteria for
making buying decisions. Since the concept of a product falls
within marketing, to give a precise definition we divided pro-
ducts into several categories. We included grocery, medica-
tions and clothing in the group of everyday products, whereas
toys and electronics were included in the group of products
for occasional demand.

Examining the relationship between price and quality of
five product categories (Table 3), we have come to several
conclusions.

4. 1t reflects the demand for a cer-
tain product, as well as the availability
of its supply.

5. It constitutes an important star-
ting base for the competitors.

6. It is a key marketing variable

through which a broad spectrum of

(not only) marketing objectives can be

achieved.

Tab. 3: Comparison of the importance of price and quality as criteria for the purchase
of various categories of products to end consumers (%)

Grocery Medications Clothes Toys Electronics

price | quality | price |quality | price | quality | price | quality | price | quality
Under 26 years old 13 11 22 25 19 18 4 2 42 44
26- 36 years old 16 22 28 13 21 25 2 3 33 37
36- 46 years old 32 40 25 18 21 19 8 14 14 9
46- 62 years old 34 37 28 25 23 26 4 4 11 8
Above 62 years old | 42 39 33 30 18 11 3 11 4 9

3. The purpose of the paper is to
present attitudes of end customers in
the Slovak Republic to pricing strate-
gies of organizations and to compare them with the cus-
tomers’ perception of product quality. A juxtaposition based
on the comparison of the parameters such as price and qua-
lity in the current market environment and many other se-
condary dominants affects purchase decisions of end cus-
tomers at present.

Material and Methods. The results presented in this paper
are based on a primary, representative and quantitative
research. The research was undertaken in the period from
September to November 2014 with a sample of 1,200 respon-
dents. The represented the population of Slovakia in terms of
gender, age, education, nationality, regional representation
and size of settlement. For the purpose of showing the paper
to the breakdown of respondents, we used the demographic
age criterion, which divided the sample into five groups,
whose brief characteristics are as follows. The first group con-
sists of respondents under 26 years old. Among these are
graduates, namely people who gain working habits in their
first job. This fact directly determines the amount of their ave-
rage disposable income, which is based on the results of the
survey, the figure ranges from 400 to 600 Euros netto, while
creating a free choice in the process of purchasing decisions
and behavior. The second group consists of participants from
26 to 36 years old. People who make it up have a relatively sta-
ble life situation, they are able to plan (which is also reflected
in their ability to make rational purchasing decisions and their
behavior); they are building their career, but deal with the
dilemma of either having a family or enjoying life. The average
disposable income declared by this group of respondents is

Source: Own research

Suppose that the group of respondents under 26 years
live mainly in the same household with their parents, sugges-
ting that primary needs satisfied by food, medications and
clothing are provided by their parents. In this case, respon-
dents would rather buy some kind of standard product listed
in the categories above. For this reason, the relationship bet-
ween price and quality depends on a higher standard/price,
accordingly, a higher price corresponds to a higher quality. In
the case of this group of respondents, the electronics catego-
ry is specific, because the achievements of modern informa-
tion technologies are the domain of the young and a balance
between price and quality is provided, for example this corre-
sponds to access to detailed information about the product.
Toys are on the opposite side because the respondents of this
age group do not feel like children and the purchase of toys is
replaced by the consumer electronics. We can conclude that
both criteria (price and quality) show a high degree of balance
within this group of respondents. These customers do not
make compromises, but they expect to buy a product of cor-
responding quality at a certain price.

Respondents aged 26-36 have the first experience of
managing their own (often single-member) households. As
they become independent and take responsibility for the
financial managing of their household, they plan to arrange
their financial expenses. In this case, we see an increased
demand for quality with regard to grocery, clothing and elec-
tronics. Under the weight of a more sober allocation of
finance the respondents of this age group look for ways to get
a higher quality product at a lower price. Medications are sub-

Stacho, Z., Gubiniova, K., & Pajtinkova Bartakova, G. / Economic Annals-XXI (2015), 9-10, 78-82

80



ject to the most significant impact on marketing activities and
related purchases of new, innovative products that are gene-
rally associated with a higher price, even though their quality
is comparable to the previous variants, accordingly, a gap is
generally caused due to a higher price of the new product.
The respondents in this age group even buy toys for their per-
sonal use (not for their children). Thus, the conclusions are
identical to the conclusions made regarding the previous
group.

Respondents aged 36-46 have sufficient experience in
the management of their households; they are capable of
financial planning, which creates their steady and realistic
view on the relationship between cost and quality and they
conduct a targeted search for products that meet this ratio.
They are used to getting products of a certain quality standard
at a certain price, corresponds to their expectations, as we
have noticed in the case with grocery. In the case of drugstore
goods when it comes to the survey results with regard to me-
dications, we expect that the impact of marketing activities
continues. Nevertheless, such respondents prefer brand
products. In case of clothes, the relationship between price
and quality clearly reflects a steady dress style, as the respon-
dents in this age group are sufficiently knowledgeable in this
respect. In terms of electronics, we have noted that the end
customers in this segment have their needs satisfied, as the
respondents take into account the costs associated with use
and disposal. Their attitude towards the relationship between
price and quality, if compared with the previous groups of
products, are vastly different since they buy products for their
descendants, and based on the results of the survey, we may
conclude that in their purchase depends on the quality of a
product.

The group of respondents aged 46-62 buy products with-
out extremes. The price of a product depends on financial
resources available to those customers. Their expectations,
regarding the relationship between price and quality are quite
balanced when it comes to the first four product categories. In
the case with electronics, we see a greater disparity in favour
of price. Thus, we assume that it is due to weaker informa-
tional awareness, compared, for example, with the respon-
dents under 26 years old.

The respondents of the retirement age or older are
almost entirely influenced by the level of financial funding
available to them and, in many cases, they refuse to buy a
product which cannot be acquired at a lower price. This
reflects the fact that the respondents of this age group
accept lower quality due to their limited financial resources.
Such respondents have occasional demand for pro-
ducts, such as toys or electronics, and they are wil-

MONEY, FINANCES AND CREDIT

enable consumers to evaluate and compare the price of
products, as well as to make buying decisions on the basis of
simple comparisons [17; 18]. In the Slovak legislation, this
obligation is enshrined in Act No. 250/2007 Coll. on con-
sumer protection, amending the Act of the Slovak National
Council No. 372/1998 Coll. on offences. The provisions of §2
foresee that the unit price is adjusted in a way that it is the
final price including value added tax and other taxes per kilo-
gram, litre, metre, square metre, cubic metre of the product
or a different single unit of quantity which is widely and cus-
tomarily used in the selling and promoting of the product.

The survey showed that respondents generally disregard
the unit price of the products, demonstrating a high percen-
tage of those who do not take into account such a price on the
purchase of goods. However, with increasing age and decli-
ning volume of available financial resources the significance
of unit price increases.

One reason for this trend may be the fact that end cus-
tomers show a relatively low level of awareness and know-
ledge regarding the information conveyed to them, for exam-
ple because of small font, etc. The results of two checks on
labelling information by unit price are published at the website
of the Slovak Trade Inspection. Between 15 and 26 May 2006,
inspectors from the Slovak Trade Inspection controlled pro-
duct labelling unit price in the establishments of supermarket
chains and other retail chains. The summary results of the
checks are shown in Table 5.

Another piece of information [16] was published for the
period from 28 December 2005 to 15 January 2006. That
check was focused on sale events in chain stores and other
commercial establishments. The Central Directorate of the
Slovak Trade Inspection concluded their report with observa-
tions that the situation had substantially improved.

Table 6 shows the costs that the customer has to spend
on the purchase of the product broken down into three
categories (P — costs related to the purchase of the product;

Tab. 4: The unit price of products and their perception
of final consumers (%)

Under 26 | 26-36 36-46 46-62 | Above 62

years old | years old | years old |years old | years old
Grocery 2 3 15 19 29
Fresh food 5 8 22 26 31
Medications 1 2 5 7 8
Does not reflect 92 87 58 48 32

Source: Own research

ling to consider price adjustments (rebates) and pro-
motions, in order to acquire such a product. Attitudes

Tab. 5: Summary results of the checks on product labeling of unit price

of end customers towards the unit price of products

are summarised in Table 4.
The notion of unit price was introduced in the

Slovak legislation due to the adoption of Directive

98/6/EC of the European Parliament and of the

Council of 16 February 1998 on consumer protection

in the indication of prices of products offered to con-

sumers. The legislator states that consumers must

be guaranteed a high level of protection and the

European Community should contribute to the speci-

fic action which supports and supplements the policy
pursued by the EU member states regarding precise,
transparent and unambiguous infor-

mation about the prices of products
offered to consumers. The legislator
introduces the notions of selling price
and unit price, which must be unam-

biguous, easily identifiable and clearly

legible, whereas the obligation to indi-

cate the selling price and the unit price

substantially contributes to the imp-

rovement of consumer information,

Number of Chain stores | Other retailers Total
Controlled establishments 305 388 693
tE:;a:rlrliihpTi?::ts with deficiencies in 190 326 516
Percentage 62.3 84 74.5
Controlled product type 53,733 34,916 88,649
Missing unit prices 5,738 11,984 17,722
Percentage 10.7 34.3 20
Checks the accuracy of the unit price 19,200 10,018 29,218
Incorrect unit prices 738 51 789
Percentage 3.8 0.5 2.7
Source: Slovak Trade Inspection [15]
Tab. 6: Cost of purchase, use and disposal of products to the end consumer (%)
Grocery Medications Clothes Toys Electronics
P U D P U D P U D P U D P U D
Under 26 yearsold | 64 | 8 | 28 | 68 | 22 | 10 [ 68 | 20 | 12 | 65 | 34 | 1 | 48 | 44 | 8
26- 36 years old 62 |12 |26 |72 |23 | 5 |71 |26 | 4 |64 |35| 1 | 42| 48| 10
36- 46 years old 52 |28 20|56 |35| 9 |67 |30 | 3 |71 |23 | 6 |39 46| 15
46 -62 years old 44 | 40 | 16 | 55 | 35 | 10 | 56 | 32 | 12 | 66 | 30 | 4 | 37 | 47 | 16
Above 62 yearsold | 45 | 42 | 13 | 58 | 34 | 8 | 49 [ 38 |13 |9 | 3 1124|169 7

because it is the easiest best way to

Source: Own research
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U - costs associated with the use of the product; D — costs
associated with product disposal).

Costs related to the purchase of the product (sometimes
referred to as transaction costs) include the triad variable
costs; and it is important to highlight the fact that there is no
need to spend financial costs, which can be viewed as a jux-
taposition of monetary and non-monetary costs: search costs
related to products; costs regarding product-related informa-
tion such as price, product attributes and features, compari-
son of a product with competing products; costs related to
acquisition of a product, for example transport costs which
are directly related to the intensity of product distribution —
the longer the distance is, the fewer products are available to
the customer, hence the cost increases.

Costs associated with the use of a product are often
underestimated or ignored by the customer at the moment of
the purchase transaction. In the case with durable products,
such as houses, cars, washing machines, refrigerators, cus-
tomers spend a considerable amount of money on mainte-
nance and energy during their use.

The last group consists of the costs related to product dis-
posal, which consist of the cost of accumulation, storage and
disposal of the product. The key characteristics (attributes)
affecting the level of costs related to product disposal are the
amount of packaging, product design, product durability,
amount and type of materials used to manufacture the pro-
duct and the existing opportunities to resell or recycle the
product. In general, it can be concluded that customers have
a relatively low level of awareness of the costs related to pro-
duct disposal (a fact confirmed by our survey).

The survey clearly shows that respondents of different
ages pay little attention to costs related to product usage and
its disposal and, therefore, the focus of their attention is pre-
dominantly on the (financial/monetary) costs which they have
to pay to acquire a product. This fact appears to be related to
the level of purchasing power (see Table 1).

The product category, in which the respondents declared
the importance of costs related to the use, is electronics, to
promote which considerable efforts, such as creation of le-
gislation, provision of activities in public relations, are exerted
so that the careful buyer could make the right decision, for
example with regard to choosing electric appliances with
electricity consumption of either class A or B, etc.

5. Conclusions

Of all the decisions implemented by the marketing ma-
nagers, correct pricing has a direct impact on the achieve-
ment of the organization’s objectives related to its share in the
market, as well as on the overall level of profit. Ideally, the cor-
rect price will ensure fulfiiment of the corporate objectives
and make it possible to withstand competitive attacks.

In the paper, we have reviewed the selected components
of pricing strategies and their perception by end consumers.
The survey has allowed us to make several conclusions: the
price criterion is dominant for most customers with regard to

the relationship between price and quality; the respondents
paid little attention to the unit price of the product (despite the
fact that this is a certain guarantee of consumer protection);
the respondents of almost all age groups paid little attention
to the costs related to product use and disposal, as they
focused primarily on the financial costs related to the pur-
chase of the product.
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