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ABSTRACT

COLADA, CAMILLE L., FANTILAGA, JANICA H., GALANG, HANNA MIKAELA V.
Pricing Strategy and its Influence to Profitability of Selected Local Drugstore in
Cavite. Undergraduate Thesis. Bachelor of Science in Business Management major
in Financial Management and Marketing Management. Cavite State University,
Indang Campus, Cavite. June 2019. Adviser: Ms. Janice E. Paiton.

The study was conducted from August 2018 to May 2019 in selected local
drugstore in Cavite.

The study focused on the pricing strategy and its influence to profitability of
selected local drugstore in Cavite . It had these objectives: (1) determine the profile
of selected drugstores in terms of years of operation, business ownership and
capitalization; (2) determine the pricing strategy in terms of breakeven pricing,
competition based pricing, cost-plus pricing and value-based pricing; (3) determine
the profitability of local drugstore in selected area of Cavite; (4) determine the

influence of pricing strategy to profitability; (5) determine the problems encountered

by the drugstore in preparing their pricing strategy

Descriptive method was used to analyze the study. The participants of the
study are the owners/managers of selected local drugstore in Cavite.

Result shows that the Influences of pricing strategy to profitability of the local
drugstore in Cavite are not significantly different. Based on the result the before and
after pricing strategy have a low change in profit, therefore pricing strategy have no
influence on the profitability of selected local drugstores in Cavite.

In terms of pricing strategy, value-based pricing was the highly implemented
method of the local drugstores followed by break even pricing. Competition based

pricing and cost-plus pricing were the moderately implemented by the local

drugstore.

In terms of profitability, out of 140 participants only 12 answered the question

before using pricing strategy. Based on the result seven of the participants lost their
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profit and five increased their profit. Furthermore, after using pricing strategy 16
participants lost their profit and 140 increase their profit.
Based on the study, lack of supply and competitors strategy were the top two

problems encountered by the drugstore.
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INTRODUCTION

A drugstore is one of the most stable businesses because medicine is a
necessity, and demand continuously increases as the population grows. The majority
of those who enter this business are pharmacists or doctors because they know a lot
about medicine. However, while knowledge of medicine is a plus factor when starting
a drugstore, business side of drugstore operations needs to be know to be

successful. Starting a drugstore can be a very profitable venture. But must know how

to manage and operate one before risking your capital.

In the earlier days, when shopping hours for all but necessary stores were
limited both on a daily basis and on Sunday, pharmacies where the only
merchandise store open on evenings and even on Sundays. These brought
pressures on pharmacies to carry on an extensive number of items, which the public
wished to be available on odd hours when other stores is already closed. Pharmacies
responded by expanding their line of merchandise for the convenience of their
customers. In an area of increasing specialization, the owner of the typical

community pharmacy continues to function as a generalist in both professional and



