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As international experience shows that in today's dynamic market to achieve business success can only be provided as the enterprises spend a conscious and deliberate pricing strategy. When pricing strategy refers to a certain attitude to enterprise pricing for their own production and the corresponding direction of behavior in the market arena. 

The aim of this article is to examine the role and place of different pricing strategies of agricultural enterprises in the system of measures for maximizing its self. 

There are two pricing strategies of companies: 1) typical strategy; 2) specific strategies. As part of standard are the following basic types: maintaining a stable position on the market; increase in sales volume and market share of the enterprise; maximize profits and profitability. 

First a typical strategy, can stably functioning enterprise which has its "market place" for products corresponding saturated market, and opportunities for further intensive development limited. The second is taken into service enterprise with great potential in improving the quality and increasing the volume of production, which requires additional markets. The third used a powerful enterprise leaders, provided that they are trusted and consumers are able to influence the situation in the market with its lack of saturation corresponding products. 

The main specific strategies include the following: maintaining a stable solvency (liquidity) as an absolute priority of economic enterprises; out on the market with new products. 

Special pricing strategies used for shorter compared with typical periods of time and, mainly, under certain circumstances in the enterprise. In particular, maintaining a stable liquidity may be necessary if you need to return long-term loans or other debts, including payroll. Access to new or traditional markets with new products there as an economic priority for those companies that are diversifying their areas of activity and commodity nomenclature or aim to conquer new markets. The need for survival strategies conditioned by many factors, but most of all the threat of bankruptcy. 

Any of these strategies should not go beyond the current economic legislation, as this may result in qualification of an enterprise as the use of banned pricing strategy. Unauthorized strategies include monopoly pricing and price policy coordination entities. 

Modern farms characterized by broad diversification not only production, but also marketing activities. They act as operators in different product markets - grains, sugar, sunflower, etc. This requires the use of almost all elements of market infrastructure, ranging from commodity exchanges and ending with its own marketing network in the form of kiosks and tents, as well as various forms and channels implementation - from wholesale to retail. In such circumstances, the company cannot be limited to any one, standard for any pricing strategy. You must use separate strategies for each product or group of products with similar marketing properties. 

However, with all the diversity of sales channels and tools of practical implementation of any pricing strategy remain united. Their role is sales prices and sales volumes. To justify their level necessarily need information about the elasticity of demand for the relevant product prices and incomes, the actual market price, the actual and potential market size. 

It is important to emphasize, that the specific business management solutions for the practical implementation of pricing strategy in relation to specific product ultimately boils down to determining the volumes and sales prices in the open (free) market, in the formation of prices based solely on supply and demand.
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