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W/ HEN SHOPPING FOR CANDLES, MANY CONSUMERS ARE DRAWN TO STORES THAT OFFER UNIFORM PRICING, ESPECIALLY DURING
SEASONAL SALES OR PROMOTIONAL EVENTS. A STORE THAT SELLS CANDLES WITH A CONSISTENT PRICE PER CANDLE, WHICH
THEN REDUCES PRICES DURING A SALE, PRESENTS AN INTERESTING BUSINESS MODEL AND SHOPPING EXPERIENCE. UNDERST ANDING
HOW SUCH PRICING STRATEGIES WORK, THEIR BENEFITS, AND HOW CUSTOMERS CAN MAXIMIZE SAVINGS CAN HELP SHOPPERS MAKE
INFORMED DECISIONS. THIS COMPREHENSIVE GUIDE EXPLORES THE DYNAMICS OF A UNIFORM CANDLE PRICING STORE, THE IMPACT
OF SALES, AND TIPS FOR CONSUMERS TO GET THE BEST DEALS.

UNDERSTANDING THE BusiNess MobDeL: UNIFORM CANDLE PRICING

WHAT Does UNIFORM PRICING MEAN?

UNIFORM PRICING REFERS TO SETTING A FIXED PRICE FOR ALL PRODUCTS WITHIN A STORE OR A SPECIFIC CATEGORY, REGARDLESS
OF THE CANDLE’S SIZE, SCENT, OR DESIGN. For EXAMPLE, IMAGINE A STORE WHERE EACH CANDLE COSTS EXACTLY $1 O,
WHETHER IT’S A SMALL TEA LIGHT OR A LARGE PILLAR CANDLE.

KEY FEATURES OF UNIFORM PRICING:

- SIMPLIFIES THE SHOPPING PROCESS FOR CUSTOMERS.

- MAKES PRICE COMPARISON STRAIGHTFORW ARD.

- FACILITATES EASIER INVENTORY MANAGEMENT FOR THE STORE.
- ALLOWS FOR PREDICTABLE PROFIT MARGINS.

ADVANTAGES OF UNIFORM PRICING FOR THE STORE

STORES ADOPTING UNIFORM PRICING STRATEGIES OFTEN BENEFIT FROM:

- EASE OF PRICING AND INVENTORY MANAGEMENT: NO NEED FOR COMPLEX PRICING STRUCTURES.

- ENHANCED CUSTOMER EXPERIENCE: SIMPLIFIES DECISION-MAKING AND REDUCES CONFUSION.

- CLEAR PROMOTIONAL MESSAGING: EASIER TO COMMUNICATE DISCOUNTS, SUCH AS “BUY ANY 3 CANDLES, GET 20% OFF.”
- POTENTIAL FOR INCREASED SALES VOLUME: SIMPLIFIED PRICING CAN ENCOURAGE LARGER PURCHASES.

WHY MIGHT A SToRrE Use UNIFORM PRICING?

STORES MIGHT CHOOSE THIS APPROACH TO:

- ENCOURAGE CUSTOMERS TO PURCHASE MORE ITEMS.

- OFFER TRANSPARENT PRICING THAT BUILDS TRUST.

- PROMOTE SPECIFIC SALES EVENTS WITHOUT COMPLICATING THE PRICING STRUCTURE.
- MAINTAIN COMPETITIVE POSITIONING IN THE MARKET.

THe SALE: Price RepucTioN AND CUSTOMER SAVINGS



How Does THE SALE W ORrk?

DURING A SALE, THE STORE REDUCES THE PRICE OF ALL CANDLES. FOR EXAMPLE, IF EACH CANDLE ORIGINALLY cosTs $10, A
20% DISCOUNT WOULD LOWER THE PRICE TO $8 PER CANDLE. THIS UNIFORM REDUCTION APPLIES TO ALL CANDLES IN STOCK,
REGARDLESS OF SIZE OR SCENT.

COMMON SALE SCENARIOS:

- PERCENTAGE DISCOUNTS: 10%, 20%, 30%, OR MORE.

- FIXED AMOUNT REDUCTIONS: $2 OFF ALL CANDLES.

- Buy-onNe-GET-oNE (BOGO) DEALS: BUY ONE CANDLE AT THE SALE PRICE, GET ANOTHER FREE OR AT A DISCOUNT.
- TIERED PRICING: LARGER QUANTITIES OR SETS AT A DIFFERENT RATE.

BeNEFITS oF UNIFORM PRrICE REDUCTIONS DURING SALES

- SIMPLICITY: CUSTOMERS EASILY UNDERSTAND THE DISCOUNT.

- FAIRNESS: NO CUSTOMER FEELS SHORTCHANGED BASED ON THE PRODUCT THEY CHOOSE.
- ENCOURAGES BULK BUYING: CUSTOMERS MAY BUY MORE CANDLES TO MAXIMIZE SAVINGS.
- INCREASED TURNOVER: FASTER INVENTORY CLEARANCE.

IMPACT oN CUSTOMER PERCEPTION AND BUYING BEHAVIOR

A UNIFORM REDUCTION CAN LEAD TO:

- INCREASED FOOT TRAFFIC.

- HIGHER AVERAGE TRANSACTION VALUE.

- IMPROVED CUSTOMER SATISFACTION DUE TO TRANSPARENT DISCOUNTS.

- COMPETITIVE ADVANTAGE OVER STORES WITH COMPLEX PRICING SCHEMES.

STRATEGIES FOR CUSTOMERS TO MAXIMIZE CANDLE SAVINGS

PLAN YOUR PURCHASE AROUND SALES

- MONITOR PROMOTIONAL PERIODS: SIGN UP FOR NEWSLETTERS OR FOLLOW SOCIAL MEDIA CHANNELS OF THE STORE.
- UNDERSTAND THE TYPICAL DISCOUNT RATES: KNOW THE USUAL PERCENTAGE REDUCTIONS DURING SALES.
- CREATE A WISHLIST: IDENTIFY THE TYPES OR SIZES OF CANDLES YOU NEED BEFORE THE SALE.

CoMpPARE PrICES AND OFFERS

- CHECK IF THE STORE OFFERS MULTIPLE DISCOUNTS OR BUNDLE DEALS.
- LoOK FOR ADDITIONAL PROMOTIONS SUCH AS:

- LOYALTY DISCOUNTS

- CouPoNs

- SPECIAL HOLIDAY SALES

Buy IN BuLk or SETS

- PURCHASING MULTIPLE CANDLES DURING A SALE OFTEN RESULTS IN SIGNIFICANT SAVINGS.
- SOME STORES OFFER DISCOUNTS ON SETS OR MULTI-PACKS, PROVIDING BETTER VALUE.



TIMING |s Key

- SALES OFTEN OCCUR DURING HOLIDAYS, SEASONAL TRANSITIONS, OR STORE ANNIVERSARIES.
- SHOPPING EARLY IN THE SALE PERIOD CAN ENSURE AVAILABILITY AND THE BEST PRICES.
- BE AWARE OF RETURN POLICIES AND WHETHER SALE ITEMS ARE ELIGIBLE FOR REFUNDS OR EXCHANGES.

UTILIZE STORE POLICIES AND ADDITIONAL SAVINGS OPTIONS

- TAKE ADVANTAGE OF PRICE MATCHING POLICIES IF APPLICABLE.
- USE STORE CREDIT OR REWARD POINTS TO FURTHER REDUCE COSTS.
- COMBINE SALES WITH OTHER PROMOTIONS FOR MAXIMUM SAVINGS.

THe MATH BeHIND CANDLE PrICE REDUCTIONS

CALCULATING DiscounTs AND FINAL PrICES

SUPPOSE EACH CANDLE COSTS $ 12 INITIALLY, AND THE STORE OFFERS A 25% DISCOUNT DURING A SALE.

CALCULATION:

- DISCOUNT AMOUNT = ORIGINAL PRICE X DISCOUNT PERCENTAGE
- DISCOUNT AMOUNT = $12 X 0.25 = $3

- SALE PRICE = ORIGINAL PRICE - DISCOUNT AMOUNT
-SALEPRICE=$12 -$3 = $9

MULTIPLE CANDLES:

- BUYING 3 CANDLES DURING THE SALE: 3 X $9 = $27
- SAVINGS COMPARED TO NON-DISCOUNTED PRICE:

- ORIGINAL TOTAL =3 X $12 =%$36

- TOTAL AFTER DISCOUNT = $27

- TOTAL SAVINGS = $36 - $27 = $9

Key TAKEAWAY: THE MORE CANDLES YOU BUY, THE GREATER THE TOTAL SAVINGS, ESPECIALLY WHEN DISCOUNTS ARE APPLIED
UNIFORMLY.

UNDERSTANDING PERCENTAGE VS. FIXED DISCOUNTS

- PERCENTAGE DISCOUNTS (E.G., 20%) ARE PROPORTIONAL TO THE ORIGINAL PRICE.
- Fixep DISCOUNTS (E.G., $2 OFF) ARE THE SAME REGARDLESS OF THE CANDLE’S PRICE.

EXAMPLE COMPARISON:

- CANDLE PRICED AT $10:

- 20% DISCOUNT = $2, FINAL PRICE = $8

- FIXED DISCOUNT OF $2 = FINAL PRICE = $8
- CANDLE PRICED AT $15:

- 20% DISCOUNT = $3, FINAL PRICE = $12

- FIXED DISCOUNT OF $2 = FINAL PRICE=$13

CUSTOMERS SHOULD EVALUATE WHICH DISCOUNT OFFERS MORE SAVINGS BASED ON THE ORIGINAL PRICE.



ADDITIONAL T1Ps FOR CANDLE BUYERS DURING SALES

Know Your CANDLE TYPES AND Sizes

- UNDERSTAND THE DIFFERENT TYPES (PILLAR, VOTIVE, TEALIGHT,JAR) AND THEIR TYPICAL COSTS.
- RECOGNIZE WHICH SIZES AND SCENTS ARE MOST SUITABLE FOR YOUR NEEDS TO AVOID OVERSPENDING.

INsPECT CANDLES BEFORE PURCHASE

- ENSURE CANDLES ARE IN GOOD CONDITION, ESPECIALLY IF BUYING DISCOUNTED OR CLEARANCE ITEMS.
- CHECK FOR ANY DAMAGES, CRACKS, OR IMPERFECTIONS.

Consiper CANDLE ACCESSORIES AND PACKAGES

- SOME STORES OFFER DISCOUNTS ON CANDLE ACCESSORIES LIKE HOLDERS, WICKS, OR DECORATIVE BOXES.
- BUYING GIFT SETS MIGHT BE MORE ECONOMICAL DURING SALES.

Be MINDFUL OoF SEASONAL AND HoLIDAY PROMOTIONS

- HoLibAYs Like CHRISTMAS, VALENTINE’S DAY, OR MOTHER’S DAY OFTEN FEATURE SPECIAL SALES.
- STOCK UP ON CANDLES DURING THESE PERIODS FOR FUTURE USE OR GIFTING.

ConNcLusIoN: MAKING THE MosT ofF UNIFORM CANDLE PRICING AND SALES

A STORE THAT SELLS CANDLES AT THE SAME PRICE PER ITEM, COMBINED WITH STRATEGIC SALES THAT REDUCE PRICES
UNIFORMLY , PROVIDES AN EXCELLENT OPPORTUNITY FOR CONSUMERS TO SAVE MONEY WHILE ENJOYING A VARIETY OF CANDLE
OPTIONS. UNDERSTANDING THE PRINCIPLES OF UNIFORM PRICING, HOW DISCOUNTS ARE CALCULATED, AND EFFECTIVE SHOPPING
STRATEGIES CAN HELP BUYERS MAXIMIZE THEIR SAVINGS.

KEY TAKEAWAYS INCLUDE:

- ALWAYS STAY INFORMED ABOUT UPCOMING SALES AND PROMOTIONAL PERIODS.

- CALCULATE POTENTIAL SAVINGS BASED ON PERCENTAGE OR FIXED DISCOUNTS.

- PURCHASE IN BULK OR SETS TO LEVERAGE THE UNIFORM PRICING MODEL.

- CONSIDER THE TYPES AND SIZES OF CANDLES TO ENSURE VALUE FOR MONEY.

- SHOP EARLY DURING SALES TO SECURE THE BEST DEALS BEFORE STOCK RUNS OUT.

BY APPLYING THESE INSIGHTS, CUSTOMERS CAN ENJOY HIGH"QUALITY CANDLES AT REDUCED PRICES, MAKING THEIR SHOPPING
EXPERIENCE BOTH ENJOYABLE AND ECONOMICAL. W/HETHER FOR PERSONAL USE, GIFTS, OR SPECIAL OCCASIONS, UNDERSTANDING
THE DYNAMICS OF CANDLE PRICING DURING SALES EMPOWERS SHOPPERS TO MAKE SMARTER PURCHASING DECISIONS AND ENJOY
THE WARM AMBIANCE CANDLES BRING TO ANY SPACE.

FREQUENTLY AskeD QUESTIONS

How DOES THE STORE DETERMINE THE NEW SALE PRICE FOR EACH CANDLE?

THE STORE REDUCES THE ORIGINAL PRICE BY A SPECIFIC PERCENTAGE OR FIXED AMOUNT DURING THE SALE, WHICH APPLIES
EQUALLY TO ALL CANDLES.



ARE ALL CANDLES DISCOUNTED BY THE SAME AMOUNT DURING THE SALE?

YES, SINCE EACH CANDLE COSTS THE SAME INITIALLY, THE STORE APPLIES THE SAME DISCOUNT TO ALL CANDLES TO KEEP
PRICING UNIFORM.

How CAN | CALCULATE THE SALE PRICE OF A CANDLE IF | KNOW THE ORIGINAL PRICE
AND DISCOUNT RATE?

YOU MULTIPLY THE ORIGINAL PRICE BY (1 - DISCOUNT RATE). FOR EXAMPLE, IF THE ORIGINAL PRICE IS $ 10 AND THE DISCOUNT
1s 20%, THE SALE PrICE IS $10 x (1 - 0.20) = $8.

DOES THE STORE CHANGE THE PRICE OF INDIVIDUAL CANDLES DURING THE SALE BASED ON
THEIR SIZE OR SCENT?

NO, SINCE ALL CANDLES ARE SOLD AT THE SAME PRICE INITIALLY, THE STORE MAINTAINS A UNIFORM SALE PRICE REGARDLESS OF
SIZE OR SCENT.

ARE THERE ANY SPECIAL DEALS OR BUNDLE DISCOUNTS DURING THE SALE FOR
PURCHASING MULTIPLE CANDLES?

SOME STORES MAY OFFER BUNDLE DISCOUNTS DURING SALES, BUT THE STANDARD SALE REDUCES THE PRICE OF EACH INDIVIDUAL
CANDLE EQUALLY.

CAN | USE COUPONS OR ADDITIONAL DISCOUNTS ON TOP OF THE SALE PRICE?

|T DEPENDS ON THE STORE'S POLICIES. SOME MAY ALLOW COMBINING COUPONS W/ITH SALE PRICES, WHILE OTHERS MAY NOT.

How DOES THE PRICE REDUCTION IMPACT THE STORE'S TOTAL SALES AND PROFIT
MARGINS?

W/HILE THE PRICE PER CANDLE DECREASES, INCREASED SALES VOLUME DURING THE SALE CAN COMPENSATE, POTENTIALLY
MAINTAINING OR BOOSTING OVERALL PROFIT MARGINS.

IS THE SALE PRICE OF CANDLES FIXED FOR THE ENTIRE SALE DURATION OR DOES IT
CHANGE DURING THE SALE?

TYPICALLY, THE SALE PRICE REMAINS FIXED THROUGHOUT THE SALE PERIOD UNLESS THE STORE ANNOUNCES A DIFFERENT
PROMOTIONAL STRUCTURE.

WHAT SHOULD CUSTOMERS CONSIDER BEFORE BUYING CANDLES DURING A SALE WITH
REDUCED PRICES?

CUSTOMERS SHOULD CONSIDER THEIR ACTUAL NEEDS, COMPARE PRICES, AND CHECK FOR ANY LIMITATIONS OR RESTRICTIONS ON
SALE ITEMS TO ENSURE THEY GET THE BEST DEAL.

ADDITIONAL RESOURCES

A STorE SELLS CANDLES: AN IN-DEPTH REVIEW OF PRICING STRATEGIES AND CUSTOMER EXPERIENCE

W/HEN IT COMES TO PURCHASING CANDLES, SHOPPERS OFTEN SEEK A COMBINATION OF QUALITY, AFFORDABILITY, AND GOOD
DEALS. A STORE THAT SELLS CANDLES, PARTICULARLY ONE THAT EMPLOYS STRATEGIC PRICING MODELS SUCH AS UNIFORM



PRICING AND DISCOUNTS DURING SALES, OFFERS A UNIQUE SHOPPING EXPERIENCE. UNDERSTANDING HOW THESE STRATEGIES
IMPACT CUSTOMER SATISFACTION, VALUE FOR MONEY, AND OVERALL SHOPPING CONVENIENCE IS ESSENTIAL FOR BOTH
CONSUMERS AND BUSINESS OWNERS ALIKE. IN THIS COMPREHENSIVE REVIEW, WE WILL EXPLORE THE KEY ASPECTS OF SUCH A
STORE, EXAMINING ITS PRICING POLICIES, THE BENEFITS AND DRAWBACKS OF THESE STRATEGIES, AND WHAT MAKES IT A
COMPELLING DESTINATION FOR CANDLE ENTHUSIASTS.

UNDERSTANDING THE STORE’S PRICING MODEL

UNIFORM PRICING: THE FOUNDATION OF SIMPLICITY

AT THE CORE OF THIS CANDLE STORE’S BUSINESS MODEL IS THE PRINCIPLE THAT EACH CANDLE COSTS THE SAME AMOUNT. THIS
UNIFORM PRICING APPROACH SIMPLIFIES THE SHOPPING PROCESS, MAKING IT EASY FOR CUSTOMERS TO UNDERSTAND AND
COMPARE PRODUCTS WITHOUT THE CONFUSION OF VARYING PRICES.

FEATURES € BENEFITS:

- TRANSPARENCY: CUSTOMERS KNOW EXACTLY HOW MUCH EACH CANDLE COSTS, REDUCING HESITATION AND UNCERTAINTIES.
- EASE OF SHOPPING: NO NEED TO COMPARE PRICES FOR DIFFERENT CANDLES; SHOPPERS FOCUS ON QUALITY AND SCENT.

- STREAMLINED INVENTORY MANAGEMENT: THE STORE CAN EASILY SET AND COMMUNICATE PRICES, REDUCING COMPLEXITY.
POTENTIAL DRAWBACKS:

- LIMITED FLEXIBILITY: THE STORE CANNOT ADJUST PRICES BASED ON DEMAND OR PRODUCT EXCLUSIVITY.

- PERCEIVED LACK OF VALUE DIFFERENTIATION: CUSTOMERS MIGHT FEEL THAT HIGHER QUALITY OR MORE POPULAR CANDLES
SHOULD COMMAND HIGHER PRICES.

IMPLEMENTING THE SALE STRATEGY: PRICE REDUCTIONS DURING PROMOTIONS

DURING PROMOTIONAL PERIODS, THE STORE REDUCES THE PRICE OF ALL CANDLES, ALLOWING CUSTOMERS TO PURCHASE AT A
DISCOUNT. THIS UNIFORM REDUCTION MAINTAINS THE SIMPLICITY OF THE PRICING MODEL WHILE INCENTIVIZING PURCHASES.

FEATURES T BENEFITS:

- CLEAR DISCOUNTS: CUSTOMERS EASILY UNDERSTAND THE PERCENTAGE OR AMOUNT SAVED.

- INCREASED SALES VOLUME: REDUCED PRICES ATTRACT MORE BUYERS, ESPECIALLY DURING SPECIAL SALES EVENTS.

- CUSTOMER LOYALTY: REGULAR SALES CAN ENCOURAGE REPEAT VISITS AND BRAND LOYALTY.

POTENTIAL DRAWBACKS:

- PERCEIVED VALUE DECREASE: FREQUENT DISCOUNTS MIGHT LEAD CUSTOMERS TO WAIT FOR SALES INSTEAD OF BUYING AT
REGULAR PRICE.

- MARGIN COMPRESSION: THE STORE MUST BALANCE DISCOUNTS WITH PROFITABILITY.
- POTENTIAL FOR UNDERVALUING: REGULAR DISCOUNTS CAN DIMINISH THE PERCEIVED WORTH OF CANDLES.

CuUsTOMER EXPERIENCE AND SHOPPING DYNAMICS



Pros ofF THE UNIFORM PRICING AND SALE APPROACH

- SIMPLICITY AND CONVENIENCE: CUSTOMERS APPRECIATE STRAIGHTFORW ARD PRICING. KNOWING THAT ALL CANDLES COST THE
SAME REDUCES DECISION FATIGUE.

- EQUALITY IN PRICING: EVERY CANDLE, REGARDLESS OF SIZE, SCENT, OR DESIGN, IS PRICED EQUALLY, WHICH CAN FOSTER A
SENSE OF FAIRNESS.

- EFFECTIVE PROMOTIONS: SALES ARE EASY TO COMMUNICATE AND MANAGE, LEADING TO QUICK CUSTOMER DECISIONS.

- Rebucep Price DispuTES: CLEAR, CONSISTENT PRICES MINIMIZE CONFLICTS AND BARGAINING.

Cons AND CHALLENGES

- LimiTep CusToMizATION: CUSTOMERS SEEKING PREMIUM OR LUXURY CANDLES MAY EXPECT HIGHER PRICES, WHICH ARE NOT

AV AILABLE UNDER A UNIFORM PRICING MODEL.

- SToCk MANAGEMENT: DURING SALES, THE STORE MUST HANDLE INCREASED DEMAND CAREFULLY TO AVOID STOCK SHORTAGES.
- CUSTOMER EXPECTATIONS: FREQUENT DISCOUNTS MAY CONDITION CUSTOMERS TO WAIT FOR SALES RATHER THAN PURCHASE
AT REGULAR PRICES.

CuUsTOMER PERCEPTION AND SHOPPING BEHAVIOR

THE UNIFORM PRICING STRUCTURE OFTEN APPEALS TO PRICE-SENSITIVE SHOPPERS WHO VALUE TRANSPARENCY. DURING SALES,
CUSTOMERS PERCEIVE THEY ARE GETTING A GOOD DEAL, WHICH CAN BOOST SATISFACTION AND ENCOURAGE LARGER PURCHASES.
HOWEVER, SOME CUSTOMERS MIGHT FEEL THAT THE LACK OF TIERED PRICING LIMITS OPTIONS FOR PREMIUM PRODUCTS,
POTENTIALLY IMPACTING PERCEIVED VALUE.

MARKETING STRATEGIES AND THEIR IMPACT

ProMoTIONAL CAMPAIGNS

THE STORE’S STRATEGY OF REDUCING PRICES DURING SALES CAN BE A POWERFUL MARKETING TOOL. EFFECTIVE PROMOTION CAN
INCLUDE ADVERTISING DISCOUNTS THROUGH VARIOUS CHANNELS SUCH AS SOCIAL MEDIA, EMAIL NEWSLETTERS, AND IN-STORE
SIGNAGE.

ADVANTAGES:

- CREATES URGENCY: LIMITED-TIME SALES CAN PROMPT QUICK PURCHASING DECISIONS.

- DRAWS IN NEW CUSTOMERS: ATTRACTIVE DISCOUNTS CAN ATTRACT FIRST-TIME VISITORS.

- ENCOURAGES BULK BUYING: CUSTOMERS MAY PURCHASE MULTIPLE CANDLES DURING SALES TO MAXIMIZE VALUE.
DISADVANTAGES:

- POTENTIAL PROFIT LOSS: EXCESSIVE OR FREQUENT DISCOUNTS CAN ERODE MARGINS.

- CUSTOMER EXPECTATION MANAGEMENT: CUSTOMERS MAY DELAY PURCHASES UNTIL SALES, AFFECTING REGULAR SALES
CYCLES.



BUILDING CUSTOMER LOYALTY

OFFERING CONSISTENT DISCOUNTS DURING SALES CAN FOSTER REPEAT BUSINESS. CUSTOMERS OFTEN LOOK FORWARD TO SALES
EVENTS, WHICH CAN BE POSITIONED AS SPECIAL OCCASIONS OR SEASONAL PROMOTIONS.

STRATEGIES INCLUDE:

- SENDING ADVANCE NOTICES OF UPCOMING SALES.
- PROVIDING LOYALTY PROGRAMS THAT REWARD REPEAT BUYERS.
- OFFERING EXCLUSIVE DEALS TO NEWSLETTER SUBSCRIBERS.

ProbuUCT FEATURES AND SELECTION

\W/HILE THE PRICING MODEL DOMINATES THE PURCHASING EXPERIENCE, THE VARIETY AND QUALITY OF CANDLES ARE EQUALLY
IMPORTANT.

FEATURES TO CONSIDER:

- DIVERSE SCENTS: FROM FLORAL TO GOURMAND, OFFERING A BROAD SCENT SELECTION CATERS TO DIFFERENT PREFERENCES.
- VARIOUS SIZES: SMALL VOTIVES TO LARGE PILLARS MEET MULTIPLE NEEDS.

- DESIGN V ARIATIONS: ELEGANT, RUSTIC, MINIMALIST DESIGNS ATTRACT DIFFERENT CUSTOMER SEGMENTS.

- QUALITY MATERIALS: USE OF NATURAL WAXES, LEAD-FREE WICKS, AND LONG-LASTING FRAGRANCES ENHANCE CUSTOMER
SATISFACTION.

IMPACT oF PRICING STRATEGY ON PrRODUCT FEATURES:

SINCE EACH CANDLE COSTS THE SAME, THE STORE MIGHT FOCUS ON OFFERING A WIDE RANGE OF OPTIONS WITHOUT
DIFFERENTIATING PRICES. THIS CAN LEAD TO:

- CUSTOMERS PERCEIVING VALUE THROUGH VARIETY RATHER THAN PRICE.
- OPPORTUNITIES TO UPSELL OR CROSS-SELL RELATED PRODUCTS LIKE CANDLEHOLDERS, WICK TRIMMERS, OR GIFT SETS.

Pros AND CoNs ofF THE UNIFORM PRICING AND SALE MODEL

Pros:

- SIMPLIFIES THE SHOPPING EXPERIENCE, MAKING IT ACCESSIBLE FOR ALL CUSTOMERS.
- FACILITATES STRAIGHTFORW ARD MARKETING AND PROMOTIONAL CAMPAIGNS.

- REDUCES BARGAINING AND PRICE DISPUTES.

- ENCOURAGES LARGER PURCHASES DURING SALES.

Cons:

- LIMITS PREMIUM PRICING FOR HIGH-END OR SPECIALTY CANDLES.

- MAY REDUCE PERCEIVED EXCLUSIVITY OR LUXURY APPEAL.

- FREQUENT DISCOUNTS COULD DIMINISH BRAND VALUE IF NOT MANAGED CAREFULLY.

- CUSTOMERS MIGHT DELAY PURCHASES EXPECTING FUTURE SALES, IMPACTING REGULAR REVENUE.



CoNcLusioN: Is THIs PRICING STRATEGY EFFECTIVE?

FOR A STORE SELLING CANDLES WITH A UNIFORM PRICING MODEL AND SALE-DRIVEN DISCOUNTS, SUCCESS HINGES ON BALANCING
SIMPLICITY WITH PERCEIVED VALUE. THIS APPROACH APPEALS PARTICULARLY TO BUDGET-CONSCIOUS CONSUMERS AND THOSE
WHO APPRECIATE TRANSPARENCY. |T STREAMLINES OPERATIONS, ENHANCES CUSTOMER TRUST, AND CAN BOOST SALES DURING
PROMOTIONAL PERIODS.

HO\X/EVER, IT REQUIRES CAREFUL PLANNING TO AVOID PITFALLS SUCH AS MARGIN EROSION, CUSTOMER EXPECTATION
MISMANAGEMENT, AND DEVALUATION OF THE PRODUCT LINE. COMBINING THIS PRICING STRATEGY WITH HIGH-QUALITY,
APPEALING PRODUCTS, ATTENTIVE CUSTOMER SERVICE, AND WELL-EXECUTED MARKETING CAMPAIGNS CAN ELEVATE THE STORE’S
REPUTATION AND PROFITABILITY.

ULTIMATELY, THE EFFECTIVENESS OF THIS MODEL DEPENDS ON UNDERSTANDING THE TARGET CUSTOMER BASE AND ALIGNING
PRODUCT OFFERINGS AND PROMOTIONAL TACTICS ACCORDINGLY. W/HEN EXECUTED THOUGHTFULLY, A STORE SELLING CANDLES
WITH UNIFORM PRICING AND STRATEGIC SALES CAN CARVE OUT A LOYAL CUSTOMER NICHE AND THRIVE IN A COMPETITIVE
MARKETPLACE.
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