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The Study of Pricing Strategy in Online-offline Channel
Based on the Consumer’s Switching Behavior

LIU Xiaofeng,GU Ling
School of Business Administration, Zhongnan University of Economics and Law, Wuhan 430073, China

Abstract: In a multi-channel environment, consumer channel switching behavior is bringing the traditional offline retailers great
challenges. Suning and other traditional offline channels have recently taken “the same price between online and offline” pricing
strategy to cope with the “showing room” effect caused by consumer channel switching behavior.

The price strategy of multi-channel has long been a hot issue, but most related articles do not consider consumers channel switc-
hing behavior. This paper is to explore how hybrid channel retailers decide on pricing product strategy when considering consum-
ers channel switching behavior. Based on Hotelling model, game theory and quantitative analysis, this paper studies the impact
of different pricing strategies such as the same price between online and offline, price matching guarantee and product differentia-
tion on consumers channel switching behavior, retailer’s profits and market shares.

Here draws the conclusion. First, consumers channel switching behavior has negative impaect on offline retailer’s price ,services,
and profits, so online and offline retailers should take appropriate measures to deal with the impact caused by consumers channel
switching behavior. Second, “the same price between online and offline” pricing strategy, to some extent, can reduce consumers
channel switching, yet at the expense of hybrid channels profits. Hybrid channel retailer should trade off the short-term profits
and long-term development. Third, relatively speaking, price matching can stop consumers from further searching for cheaper
goods to some extent. So it can reduce consumers channel switching behavior. And it can reach price collusion from which hybrid
channel retailers can get higher profits. Fourth, product differentiation strategy can make it difficult for the consumer to compare
the price between online and offline, which, in turn, can reduce consumer channel switching behavior and improve the hybrid
channel retailer's profits. Thus, differentiation strategy should be an effective way to deal with channel switching of consumers.
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