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[bookmark: _5x0d5h95i329]MHC (Slims) Menu $ 2024 ➡️
[bookmark: _af80tl7prv5v]26th January 2024
[bookmark: _14mpx6a8znb7]Chicks Meal
[bookmark: _110mfwj6nqx5]Consumer Psychology Insights:
In 2024, value consciousness is prominent among consumers due to economic pressures. This suggests a careful balance between price and perceived value.
The slight increase in price from 2023 to 2024 did not negatively affect the sales volume or the percentage of sales significantly, which indicates a positive price elasticity; consumers were willing to accept the small increase without reducing purchase frequency.
The Chicks Meal is priced below the competitors' average, which may contribute to its strong performance. This price advantage can be a strong selling point.
[bookmark: _vr6xgj1pn29t]Creative Feedback:
Given that the price is lower than the competitors' average by $1.67 and considering the current economic climate where consumers are looking for value, maintaining a competitive pricing strategy is important.
Since the sales volume remained fairly stable with the previous price increase, there is potential to explore a slight increase again, but it should be done cautiously.
Consider highlighting the value proposition of the Chicks Meal in marketing efforts, emphasizing quality or quantity at a better price compared to competitors.
[bookmark: _b0m4deyae19d]Optimal Menu Price Suggestion:
Based on the data and the current economic trends, I would suggest a cautious price increase to $9.49 for the Chicks Meal.
[bookmark: _cngypqkuw91]Rationale Behind the Price Suggestion
The suggested price is still below the competitors' average by $1.17, which keeps the value proposition strong.
The past price increase led to a marginal increase in total sales and percentage of sales, showing that customers were not significantly deterred by a small price hike.
A price increase to $9.49 is a less than 6% increase from the 2024 price, which should be tolerable for most consumers, especially if the quality and service remain high.
This price point allows for an increase in revenue per unit sold without reaching the psychological threshold of $10, which could potentially be a new decision point for consumers.
It's also important to ensure that any price increase is accompanied by communication about the quality, care, and value customers receive, which can further justify the increase and maintain customer loyalty.
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[bookmark: _xv69wvugtkmp]Classic Meal
[bookmark: _ylrqcu5p6hpt]Consumer Psychology Insights:
The "Classic Meal" maintains a significant share of total sales, suggesting it is a popular choice among customers. The slight price increase from 2023 to 2024 did not significantly impact its sales volume, indicating a stable demand for this item.
The meal is priced below the competitor's average, which suggests it offers a competitive value, an important factor for price-sensitive consumers.
[bookmark: _v7bruxmjrzq]Creative Feedback:
Since the "Classic Meal" holds a substantial and slightly increasing percentage of total sales, it is crucial to price it in a way that reinforces its perceived value while also taking advantage of its popularity.
Given the menu item's stable demand despite the price increase, there may be room for a marginal price adjustment, but it should be kept below the psychological threshold of $12 to remain attractive against competitors.
Emphasizing the quality and portion size could justify a modest price increase, especially if the meal has a unique selling point or ingredient that sets it apart from competitors.
[bookmark: _8thhzbv0452x]Optimal Menu Price Suggestion:
Considering the data and maintaining a competitive edge, I would suggest adjusting the price of the "Classic Meal" to $11.49.
[bookmark: _hko5ci5eisks]Rationale Behind the Price Suggestion
The proposed price is still significantly lower than the competitors' average price by $0.38, which preserves the competitive value proposition.
A price increase to $11.49 is an approximate 4.5% increase from the 2024 price, a modest raise that is likely to be accepted by consumers given the past trend.
This price point strategically avoids hitting the $12 mark, which could be a potential new decision-making barrier for consumers.
The increase is expected to boost the total sales value without drastically affecting the volume, as indicated by the past year's data where a price hike resulted in a negligible change in the percent of total sales.
It's assumed that the cost of ingredients and labor may have risen, and this price adjustment helps in maintaining profitability while still offering value to customers.
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[bookmark: _2aisq1by0rfs]Slims Meal
[bookmark: _egmilep8fmyc]Consumer Psychology Insights:
The "Slims Meal" is a higher-priced item that has maintained its percentage of sales after a price increase, indicating it is less sensitive to price changes and likely viewed as a premium option.
With a minimal decrease in quantity sold and total sales after the price increase, consumers seem to perceive this item as having good value for the cost, even as it approaches the competitors' pricing.
[bookmark: _d3cd8vnuschr]Creative Feedback:
Premium items like the "Slims Meal" can typically sustain a higher price point due to their perceived quality and value.
The close proximity to competitor pricing provides an opportunity to increase price while still maintaining a competitive edge, but the increase should be moderate to avoid surpassing the competitor's average.
[bookmark: _cu5lphcmeksy]Optimal Menu Price Suggestion:
Given the data, consumer behavior, and the competitor's average price, I suggest a slight price increase for the "Slims Meal" to $13.49.
[bookmark: _fyik1la9y2os]Rationale Behind the Price Suggestion
The new price is exactly on par with the competitors' average, signaling to consumers that the "Slims Meal" is equal in value and quality to competitor offerings while maintaining the brand's value proposition.
The small increase represents a roughly 3.85% price hike from the 2024 price, which is modest and in line with the previous year's price elasticity observed in the sales data.
The current price comparison to competitors shows that the "Slims Meal" is $0.50 cheaper. Matching the competitors' price can help reinforce the premium nature of the meal without significantly altering consumer perception of value.
This adjustment also accounts for potential increases in operational costs while aiming to maintain profitability without risking a significant drop in sales volume.
By keeping the price just under the significant $14 mark, it avoids hitting a higher pricing bracket that could trigger a negative psychological response from cost-conscious consumers.
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[bookmark: _qypfr3kqpew8]Hungry Meal
[bookmark: _uf2j28wu9z83]Consumer Psychology Insights:
The "Hungry Meal" maintained its price from 2023 to 2024 and saw an increase in both quantity sold and the percentage of total sales. This indicates a strong demand and a positive consumer response, even at a higher price point.
With the price significantly lower than the competitors' average by $4.77, the meal appears to be positioned as a value option within the higher-priced menu segment.
[bookmark: _37ald8pomovn]Creative Feedback:
Given the substantial price gap with competitors, there is room to increase the price without reaching the competitors' average, thereby maintaining the value appeal.
The increase in sales volume suggests that customers see this meal as a favorable cost-to-satisfaction option, indicating potential acceptance of a modest price increase.
Marketing can emphasize the meal's generous portion size or premium ingredients to justify a higher price while still offering perceived value.
[bookmark: _roxujpg69zjv]Optimal Menu Price Suggestion:
In light of the robust demand and comparison to competitors' pricing, I suggest increasing the price of the "Hungry Meal" to $15.99.
[bookmark: _npabh15oy0g6]Rationale Behind the Price Suggestion
The new price point of $15.99 is still significantly less than the competitors' average, retaining its appeal as a value purchase.
The suggested price increase is a modest 6.67% from the 2024 price, which should be manageable for consumers given the meal's value perception.
The psychological impact of moving from $14.99 to $15.99 is likely minimal, as it does not cross a major price threshold that could deter customers.
The increase would likely lead to higher revenue per unit while the quantity sold may not be adversely affected, given the trend observed from 2023 to 2024.
This pricing strategy also allows for a buffer against rising costs while ensuring that the restaurant can capitalize on the meal's popularity without compromising on profitability.
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[bookmark: _quqqld3pgv1]6 Wing Meal
[bookmark: _kjl1z7qitd1e]Consumer Psychology Insights:
The "6 Wing Meal" shows a slight decline in both quantity sold and the percentage of sales year over year. This could indicate either a shift in consumer preference or increased price sensitivity for this item.
The meal is still priced below the competitors' average, which could be leveraged as a competitive advantage in marketing strategies.
[bookmark: _guj6xq5mv9i1]Creative Feedback:
Despite the small decrease in sales, the "6 Wing Meal" remains a solid contributor to the sales mix. It's important to maintain its competitive pricing to continue appealing to value-seeking customers.
A creative approach might involve bundling this meal with complementary items or promoting it on specific days to increase its appeal without altering the price.
[bookmark: _jexx7agmkov7]Optimal Menu Price Suggestion:
Considering the slight decrease in sales and the need to maintain competitiveness, the price of the "6 Wing Meal" should remain at $12.99.
[bookmark: _vmleabs2if6x]Rationale Behind the Price Suggestion
Maintaining the price will help stabilize sales volume by continuing to offer a competitive price compared to the market average, which is $1.05 higher.
Given the slight decline in sales, it is prudent to avoid any price increase that could further deter price-sensitive customers.
The current price maintains a value proposition for consumers, which is particularly important in the current economic context where consumers may be becoming more price-conscious.
The decision to hold the price takes into account the importance of keeping certain items as anchors of perceived value within the menu, which can help drive traffic and potentially increase sales of other items.
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[bookmark: _fom31vvun2dd]8 Wing Meal
[bookmark: _glqqpur7nxku]Consumer Psychology Insights:
The "8 Wing Meal" experienced a slight decrease in the percent of total sales and quantity sold year over year, suggesting a bit more price sensitivity compared to the "6 Wing Meal."
The item's price is very close to the competitors' average, leaving less room for a price increase without risking a more significant drop in sales volume.
[bookmark: _d30zflowq0yc]Creative Feedback:
Given the small price difference with competitors and the slight decrease in sales, this item might benefit from promotional strategies rather than a price increase.
Marketing efforts could emphasize the quality or sourcing of the wings, or offer deals on certain days to maintain sales volume.
[bookmark: _lnohrxbi3lds]Optimal Menu Price Suggestion:
Considering the competitive landscape and the slight decrease in sales, it would be advisable to keep the price of the "8 Wing Meal" steady at $14.99.
[bookmark: _mflv4zociof5]Rationale Behind the Price Suggestion
The current price is already nearly aligned with the competitors', and a further increase might push cost-sensitive customers towards competitor offerings.
Maintaining the current price could help solidify customer loyalty and encourage repeat purchases, as the meal is perceived as a good value for the price.
A stable price point might also compensate for the slight decrease in sales, ensuring the item remains an attractive option within the wing category.
This decision is also a safeguard against potential market fluctuations and allows for assessing long-term consumer response without immediate risk to sales volume.
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[bookmark: _8tfnrz9hj5oo]3&3 Meal
[bookmark: _5zb0t8wu3wec]Consumer Psychology Insights:
The "3&3 Meal" shows a very slight decrease in quantity sold and total sales year over year, indicating stable demand. This product is unique to your restaurant, which can be a distinct competitive advantage.
Without direct competition, pricing strategy can be more flexible, guided primarily by customer demand and perceived value rather than competitor pricing.
[bookmark: _nulsyofrqf01]Creative Feedback:
As an exclusive offering, the "3&3 Meal" could be marketed as a signature item, which might warrant a higher price due to its uniqueness.
Highlighting the combination of wings and tenders as a diverse option might appeal to customers seeking variety within one meal.
[bookmark: _639lrxalpzdd]Optimal Menu Price Suggestion:
Given its unique position in the market and stable demand, I suggest a small price increase for the "3&3 Meal" to $13.49.
[bookmark: _bvvu1b3279i]Rationale Behind the Price Suggestion
A price increase to $13.49 represents a less than 4% increase from the 2024 price, which should be acceptable to consumers given the uniqueness and perceived value of the combo.
The absence of direct competition allows for some pricing freedom; however, keeping the price increase modest is key to maintaining customer satisfaction.
Positioning the "3&3 Meal" slightly above other tender meals while still offering variety may increase its perceived value without alienating customers due to a high price point.
The increase also provides a buffer against rising costs, preserving profit margins without heavily impacting sales volume.
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[bookmark: _ojkxj7r38a4]5&5 Meal
[bookmark: _icipmjumgfi5]Consumer Psychology Insights:
The "5&5 Meal" shows a slight decrease in quantity sold and total sales, which might suggest a sensitivity to price changes, albeit minor.
As this meal offers a substantial quantity of both wings and tenders, it may be perceived as a more indulgent or sharing option, which could justify a premium price.
[bookmark: _27609n431718]Creative Feedback:
This meal could be marketed as the perfect sharing option for groups, which may increase its appeal without needing to adjust the price.
Since there's no direct competitor pricing to compare to, the focus could be on promoting the unique value this meal provides.
[bookmark: _vz3u602y1ypo]Optimal Menu Price Suggestion:
Considering the slight decline in sales and its unique position in the market, I suggest maintaining the price of the "5&5 Meal" at $16.99.
[bookmark: _ifuccbdc6l0j]Rationale Behind the Price Suggestion
Keeping the price steady allows for assessing the longer-term impact of the previous price changes without introducing new variables.
The price point remains attractive for a meal that is designed for more than one person or for those with a larger appetite, offering perceived value in terms of quantity.
Without competitor data, it is essential to ensure the price reflects the quality and quantity of the offering without risking further decreases in sales.
This approach allows for the potential to increase perceived value through marketing and positioning as a special offering rather than relying on price changes to drive sales.
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[bookmark: _mttz30c5gjq6]Chicken Club Sandwich Meal
[bookmark: _ch4ieeqrq9o8]Consumer Psychology Insights:
The "Chicken Club Sandwich Meal" saw a small price increase from 2023 to 2024 and a slight decrease in total sales but maintained a stable percentage of total sales, indicating that the demand for this item is relatively price inelastic.
The meal is priced above the competitors' average, suggesting that it could be perceived as a premium offering.
[bookmark: _9jfbkhf1ucm6]Creative Feedback:
Since the price is already higher than the competitor's average, there's an opportunity to emphasize the quality or unique features of the sandwich that justify a higher price.
Marketing strategies could include highlighting locally sourced ingredients, a unique recipe, or any special preparation methods that set this sandwich apart from competitors.
[bookmark: _j2wfn1pdgfz9]Optimal Menu Price Suggestion:
Given the competitive positioning and the slight sales decrease, the price of the "Chicken Club Sandwich Meal" should be adjusted carefully. A price increase could be justified, but it should be modest to avoid losing sales. Therefore, the suggested price is $12.49.
[bookmark: _rcid86ya8aia]Rationale Behind the Price Suggestion
The recommended price is a moderate increase of about 4.17% from the 2024 price, which is likely to be acceptable to customers if the perceived quality and value are communicated effectively.
The new price would still be above the competitor's average, reinforcing the premium positioning of the sandwich meal.
The slight increase allows for additional revenue per sale which could help offset the small decrease in quantity sold and maintain profitability.
The price point of $12.49 is still below the psychological barrier of $13, which might be a more sensitive price point for consumers.
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[bookmark: _oip5vk38snvo]Chicken Club Sandwich Meal
[bookmark: _a8y8o218xhf5]Consumer Psychology Insights:
The small price increase from 2023 to 2024 did not significantly affect the sales volume or percentage of total sales, suggesting the item has a loyal customer base that perceives it as valuable.
The price point is slightly above the competitor's average, which indicates that customers might perceive this sandwich as offering a unique flavor or quality that they are willing to pay a premium for.
[bookmark: _2drqvwvqrwm2]Creative Feedback:
Given the stable demand and slightly premium price, the "Cayenne Ranch Sandwich Meal" can continue to be marketed as a specialty item that offers a unique taste experience justifying its price.
Promotional campaigns could focus on the distinctive flavor profile of the sandwich to reinforce its value proposition.
[bookmark: _xqhrpm2tm90k]Optimal Menu Price Suggestion:
Taking into account the item's performance and market position, a modest increase to $11.99 could be considered for the "Cayenne Ranch Sandwich Meal."
[bookmark: _vywm8d1dzo4f]Rationale Behind the Price Suggestion
The suggested price is a moderate increase that aligns with general inflation and operational cost increases, which is less than a 5% increase from the 2024 price.
The new price would still be competitively close to the competitor's average, maintaining the meal's competitive edge while reflecting its specialty status.
This price point remains under the significant $12 mark, which is important for maintaining the psychological appeal of the meal.
The increase is small enough to potentially be absorbed by the current customer base without a significant impact on sales volume, as evidenced by the historical data.
By gradually increasing the price, it allows for incremental revenue growth while monitoring customer response to ensure continued demand for this product.
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[bookmark: _j458lmvp3rob]Crispy Chicken Sandwich Meal
[bookmark: _ertojv35sug5]Consumer Psychology Insights:
The minimal price increase from 2023 to 2024 resulted in a slight increase in both the percentage of total sales and total sales, indicating good price elasticity and a strong customer demand for this item.
Priced below the competitors' average, the meal is positioned as an affordable option within the sandwich category, which may appeal to value-conscious customers.
[bookmark: _dsl4lvx7s4dj]Creative Feedback:
Given its performance and affordability, the "Crispy Chicken Sandwich Meal" can be marketed as a value-for-money option, emphasizing quality at a competitive price.
Bundle deals or special promotions such as "sandwich of the day" could drive additional sales without adjusting the base price.
[bookmark: _3z1vz03jlvfb]Optimal Menu Price Suggestion:
Considering the slight increase in sales and its value positioning, the price of the "Crispy Chicken Sandwich Meal" could be adjusted to $9.49.
[bookmark: _3mpymrh696md]Rationale Behind the Price Suggestion
The suggested price is a moderate increase that remains below the psychological threshold of $10 and under the competitors' average price, ensuring continued appeal for cost-sensitive customers.
A 5.56% increase is modest and may be justified by overall market inflation and increased costs while maintaining a competitive advantage.
The historical data suggest that the demand for this meal is relatively stable, so a small price hike is unlikely to deter customers, especially if the quality is perceived to be high.
The increase also adds to revenue per unit, which could help to counterbalance any decline in quantity sold and boost overall profitability.
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[bookmark: _2bh6677hrguc]Slim's Wrap Meal
[bookmark: _pe4g0t46l8rv]Consumer Psychology Insights:
The slight price decrease from 2023 to 2024 has resulted in a small decrease in quantity sold and percent of total sales, suggesting that price may not be the primary factor driving sales for this item.
The wrap is significantly cheaper than the competitors' average price, which positions it as a value option within the wrap category. However, this substantial price difference could imply to customers that the wrap is of lesser quality.
[bookmark: _p03xjl584797]Creative Feedback:
To leverage the value positioning, consider enhancing the perceived quality of the wrap through marketing that emphasizes fresh ingredients or unique flavors.
Since the price is already well below the competitors' average, a slight increase could be justified without significantly affecting its competitive positioning.
[bookmark: _2rvo5qgg3kac]Optimal Menu Price Suggestion:
Given the item's current market position, a price increase to $10.99 might be an appropriate adjustment for the "Slim's Wrap Meal."
[bookmark: _gbpgv0i8246s]Rationale Behind the Price Suggestion
A new price of $10.99 would still keep the wrap well below the competitors' average, ensuring it remains an attractive value proposition.
This increase is less than 5% from the 2024 price, which is modest and likely to be accepted by consumers.
The increase helps to account for inflation and rising costs while still being competitive.
The psychological impact of pricing just under $11 may still appeal to customers looking for options that offer quality at a reasonable price.
Given the current competitive advantage, the price hike is unlikely to deter a significant number of customers, especially if the wrap's quality is highlighted effectively.
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[bookmark: _9imm6ja6j7ks]Buffalo Wrap Meal
[bookmark: _fk56nlcijud1]Consumer Psychology Insights:
The "Buffalo Wrap Meal" saw a slight decrease in price from 2023 to 2024, which did not significantly increase its sales volume or percentage of total sales, indicating that price is not the sole driving factor for this item.
The item is priced significantly lower than the competitors' average, suggesting it could be perceived as an economical option. However, the lower price point should not undermine the perceived quality.
[bookmark: _r125b8828vxw]Creative Feedback:
The wrap could be marketed to highlight its flavor profile, especially if "Buffalo" implies a certain level of spiciness or a unique recipe that sets it apart from competitors.
Consider pairing the wrap with complementary items or limited-time offers to enhance its value without changing the base price.
[bookmark: _u1lkfg4ksd78]Optimal Menu Price Suggestion:
Considering its position relative to competitors and its performance, the price of the "Buffalo Wrap Meal" could be adjusted slightly upwards to $c.
[bookmark: _5bmyc2v3lc6o]Rationale Behind the Price Suggestion
The new price of $10.99 remains competitive, significantly lower than the competitor's average, which may attract customers looking for value.
The price increase is modest (less than 5%), which is likely to be accepted by consumers without causing a significant impact on demand.
Adjusting the price upwards slightly can help improve profit margins, assuming that the quantity sold remains relatively stable.
The increase is also in line with general market inflation and could help offset any rises in cost while maintaining the wrap's position as a value-for-money option.
This strategic increase allows for maintaining a competitive edge in the market and can be accompanied by marketing efforts to boost the wrap's perceived value.
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[bookmark: _bwvaud111m1z]Smokey Cheddar Wrap Meal
[bookmark: _es38hge1vikr]Consumer Psychology Insights:
The "Smokey Cheddar Wrap Meal" experienced a price decrease from 2023 to 2024, however, this did not significantly impact the quantity sold or percent of total sales, which may indicate that demand is relatively inelastic to price changes.
There is no competitor price to directly compare to, suggesting this could be a unique offering in your menu lineup.
[bookmark: _bjxuj46y4amf]Creative Feedback:
The unique flavor profile of the "Smokey Cheddar Wrap Meal" could be highlighted in marketing to differentiate it from standard wrap options and justify a higher price point.
Consider packaging this wrap with a side or drink to create a combo meal, which could increase perceived value and potentially raise the average check size without directly raising the item's price.
[bookmark: _13ugvegp8e4u]Optimal Menu Price Suggestion:
Given the slight increase in sales and the absence of direct competition, the "Smokey Cheddar Wrap Meal" could see a price increase to $10.99.
[bookmark: _5icx5g6s7lbg]Rationale Behind the Price Suggestion
The suggested price maintains the meal's affordability while allowing for a slight increase in revenue per item sold.
A less than 5% increase is unlikely to deter customers given the meal's unique position and the general acceptance of small price increases as a reflection of inflationary pressures.
The slight increase in sales from 2023 to 2024 suggests there may be growing interest in this menu item, which could be further capitalized on with a higher price point.
Raising the price to $10.99 keeps the item under the competitive threshold of $11, which can be an important psychological price point for consumers.
This increase can help to offset any increases in operational costs and maintain profitability without significantly impacting customer demand.
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[bookmark: _g1styh7xv0fm]Slims Salad
[bookmark: _2d4kbbhlu8fx]Consumer Psychology Insights:
The price for the "Slims Salad" remained stable between 2023 and 2024, but there was a slight decrease in the quantity sold and the percentage of total sales, which could indicate a moderate sensitivity to market conditions or changing consumer preferences.
The item is almost at par with the competitors' average price, suggesting it is competitively priced within the market.
[bookmark: _cknc8pv3k0j3]Creative Feedback:
Salads are often seen as healthier options, so emphasizing the freshness and quality of ingredients could enhance the perceived value.
Marketing campaigns or promotions that highlight the health benefits or the convenience of a salad as a meal could attract health-conscious consumers.
[bookmark: _wd14gvbcg4s3]Optimal Menu Price Suggestion:
Considering the slight decrease in sales and the competitive market price, it may be advisable to maintain the "Slims Salad" at its current price of $9.99.
[bookmark: _dmv9li9axl3v]Rationale Behind the Price Suggestion
Keeping the price unchanged may help to stabilize and potentially recover the slight decrease in sales volume.
A price point under $10 is psychologically appealing and could be an important factor for consumers making purchasing decisions based on value.
The current price is competitive with the market average, ensuring the item remains an attractive choice for consumers looking for healthier meal options.
With only a $0.03 difference from the competitors' average price, any increase might push the price above the competitors' average, which could be detrimental to sales.
Maintaining the current price allows for monitoring longer-term trends in consumer behavior and demand for healthier options without the immediate risk of alienating price-sensitive customers.
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[bookmark: _ex9hnwtpv5j6]Chicken & Waffles
[bookmark: _tfzo4lkovaxe]Consumer Psychology Insights:
The "Chicken & Waffles" is a unique item in your menu, as none of the competitors offer it. This exclusivity could be a draw for customers seeking a distinctive dining experience.
A slight price increase from 2023 to 2024 did not significantly affect its sales, suggesting a dedicated customer interest in this unique combination.
[bookmark: _k9jt5r4pxpy8]Creative Feedback:
This dish can be marketed as a specialty item, emphasizing the unique blend of sweet and savory that it offers.
Given its uniqueness, you have more flexibility in pricing. It could be positioned as a premium item, leveraging its exclusivity and the indulgence factor.
[bookmark: _m4nq8zuuk06e]Optimal Menu Price Suggestion:
Given the item's unique position and slight drop in sales, the price of "Chicken & Waffles" could be increased to $10.49.
[bookmark: _al6iddsleuvt]Rationale Behind the Price Suggestion
A price of $10.49 remains accessible and maintains the appeal of this unique dish while providing room for an increased contribution to overall revenue.
The increase is modest and aligns with inflationary pressures, likely acceptable to consumers given the unique appeal of the product.
Since there are no direct competitors for this item, a slightly higher price point might not deter customers if the dish is perceived as a special offering.
The increase could also reflect any rises in the cost of ingredients or preparation, ensuring profitability is maintained.
By keeping the price increase below a significant threshold, like $11, it remains a psychologically attractive option for customers.
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[bookmark: _6ocyjolffug]Tender Mac Bowl
[bookmark: _potg1xrpi5eu]Consumer Psychology Insights:
The "Tender Mac Bowl" maintained its price from 2023 to 2024, and there was an increase in both the quantity sold and the percentage of total sales. This suggests that the item has a strong appeal and is gaining popularity.
As there is no direct competition for this item, you have the flexibility to set the price based on its value to the customers and its cost to the restaurant
[bookmark: _ppt07fs37z4t]Creative Feedback:
This unique dish combines popular elements (tenders and mac & cheese), which can be marketed as a comfort food favorite or a signature dish.
Highlighting the quality of ingredients or the homestyle nature of the dish could reinforce the value proposition to justify a potential price increase.
[bookmark: _5veimtfc20mf]Optimal Menu Price Suggestion:
Given its popularity and lack of direct competitors, the "Tender Mac Bowl" could see a price increase to $9.49.
[bookmark: _511p7wxmco0h]Rationale Behind the Price Suggestion
The suggested price is a modest increase of about 5.56%, which is likely to be well-received by consumers given the popularity of the dish.
An increase to $9.49 would contribute to improved margins while maintaining the product’s competitive appeal.
The increase in sales volume from 2023 to 2024 indicates growing customer acceptance and popularity, which provides some room to adjust the price upwards without losing sales.
The new price point remains under the psychological threshold of $10, which is generally attractive to customers seeking value.
Since there is no competitor pricing to compare to, the focus is on the perceived value of the meal; the slight price increase should not drastically change the perception of its value.
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[bookmark: _htk3afr2dx4m]Buffalo Tender Mac Bowl
[bookmark: _dsfc8cwh46u7]Consumer Psychology Insights:
The consistent price point from 2023 to 2024 and stable percentage of total sales indicate that the "Buffalo Tender Mac Bowl" is a well-received item with loyal customer demand.
Without direct competition, this item can capitalize on its unique flavor profile, which may be a key differentiator in your menu.
[bookmark: _tdcg5y618153]Creative Feedback:
This dish could be emphasized as a signature menu item that combines the comfort of mac & cheese with the zest of buffalo sauce, offering a unique flavor combination.
Marketing efforts could focus on the novelty and uniqueness of the bowl, perhaps introducing it as part of a "spicy" campaign to draw attention to its distinctive taste.
[bookmark: _sw1l0kbq2bne]Optimal Menu Price Suggestion:
Given its success and exclusive presence on your menu but a slight decrease in sales, it may be advisable to maintain the "Buffalo Tender Mac Bowl" at its current price of $9.99, offering a premium option for the standard “Tender Mac Bowl.”
[bookmark: _j8e2ki9vntqk]Rationale Behind the Price Suggestion
Keeping the price at $9.99 maintains the value proposition for customers, especially important for a unique item that is exclusively offered by your restaurant.
By not increasing the price, you continue to offer competitive value, which is crucial for retaining customers who are particularly fond of this dish.
The stable sales figures suggest that the current price resonates well with customers, so maintaining it helps to ensure ongoing customer satisfaction and loyalty.
The $9.99 price point remains under the psychologically significant $10 threshold, which can be an important factor for consumers when making purchasing decisions.
As there are no direct competitors, the focus remains on sustaining the appeal of this unique dish rather than responding to competitive pricing pressures.
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[bookmark: _ecr7xo3o2mjc]Kid's Tender Meal
[bookmark: _6zy101maa1s7]Consumer Psychology Insights and Creative Feedback:
The "Kid's Tender Meal" experienced a price increase in 2024, yet showed an increase in total sales and a slight increase in the percent of total sales, indicating good value perception and low price sensitivity.
The meal is currently priced below the competitors' average, suggesting room for a potential price increase without losing competitiveness.
[bookmark: _4ctp52ll1c2]Optimal Menu Price Suggestion:
Considering the above factors, the "Kid's Tender Meal" could be adjusted to $6.99.
[bookmark: _s54r4tb64n3s]Rationale Behind the Price Suggestion
A price of $6.99 would still be below the competitor's average, maintaining its value appeal.
The increase is modest relative to the competitors' price, and the previous year's increase didn't negatively impact sales, suggesting customers may accept another slight increase.
The $6.99 price point is still approachable for a kid's meal, keeping it under the psychologically significant $7 mark.
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[bookmark: _g6f7d29hr3r6]Kid's Mac & Cheese
[bookmark: _o7j3f6apk26q]Consumer Psychology Insights and Creative Feedback:
The price for "Kid's Mac & Cheese" has remained stable, and there's been a slight decrease in sales, which could indicate either a natural variance in demand or a shift in consumer preference.
Without a competitor's price to compare and a decrease in sales, it may be advisable to enhance the perceived value before considering a price adjustment.
[bookmark: _8ti7qg77vysh]Optimal Menu Price Suggestion:
It is suggested to maintain the current price of "Kid's Mac & Cheese" at $4.99.
[bookmark: _sgus7e1wxjy9]Rationale Behind the Price Suggestion
Keeping the price steady may help to stabilize sales and can act as a value proposition within the kid's menu category.
A stable price point may encourage families to continue choosing this as a reliable option.
Maintaining the current price allows for the observation of longer-term sales trends and consumer preferences.
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[bookmark: _w6dw2ngjcky0]Chicken Club Sandwich
[bookmark: _whn8dfg7whwh]Consumer Psychology Insights
A slight price increase from $8.99 to $9.49 between 2023 and 2024 has resulted in a marginal decline in the quantity sold, but the overall contribution to total sales has remained consistent.
Priced significantly above the competitors' average, this item likely enjoys a premium perception among customers, indicating a strong brand or product quality.
[bookmark: _i3gpk1nue7c0]Creative Feedback:
There is an opportunity to capitalize on the premium price of the Chicken Club Sandwich by enhancing its perceived value through marketing.
Highlighting unique selling points such as special ingredients, a secret recipe, or the sandwich's popularity could justify the existing price and any future increases.
[bookmark: _t37gzl3gt1r0]Optimal Menu Price Suggestion:
Considering the product's premium perception and minimal sales volume impact post-price increase, a strategic price adjustment to $9.99 would be recommended.
[bookmark: _oiem0ns5db5s]Rationale Behind the Price Suggestion
The new price point represents a moderate rise, which should be absorbable by the market, given the item's premium status and minimal sales impact observed from the last price change.
This price remains competitive while increasing the average transaction value slightly to improve overall profitability.
The suggested price is just shy of the $10 mark, which may be a psychological spending limit for some consumers, thereby not dissuading purchase decisions.
Incremental pricing ensures the item remains attractively priced against competitors while affirming its premium position in the market.
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[bookmark: _9b3o3iag01qy]Cayenne Ranch Sandwich
[bookmark: _vnhjbkeahkm9]Consumer Psychology Insights
The "Cayenne Ranch Sandwich" observed a price increase from $8.29 in 2023 to $8.99 in 2024. Despite the increase, sales remained robust, with a slight increase in the percentage of total sales, suggesting that consumers have a strong preference for this item.
There's no direct competitor price available, which might indicate a unique market position for this product.
[bookmark: _9byp7qrfkdr3]Creative Feedback:
The absence of a direct competitor price could be used to the sandwich's advantage, marketing it as a unique offering in the market.
Promotional activities could highlight the distinctiveness of the cayenne ranch flavor profile as an exclusive experience only available at Slim Chickens.
[bookmark: _6b96hxk82fq8]Optimal Menu Price Suggestion:
Given the positive reception to the recent price increase and the unique market position, a further price increment to $9.49 could be considered.
[bookmark: _vz2ifo1djv38]Rationale Behind the Price Suggestion
The proposed price represents an increase of approximately 5.56% from the 2024 price, which seems justifiable based on the strong performance and unique value proposition of the sandwich.
The increase can potentially be absorbed by customers who do not have alternative options for this unique flavor combination at competitor outlets.
Pricing at $9.49 also establishes a new premium threshold for this sandwich, potentially elevating its status among the a la carte items and increasing its perceived value.
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[bookmark: _rlqokrxxgz1z]Crispy Chicken Sandwich
[bookmark: _fl3pd8bqdajo]Consumer Psychology Insights
The "Crispy Chicken Sandwich" underwent a significant price increase from $5.79 to $6.49, which led to a noticeable decrease in sales volume and a slight decrease in its percentage of total sales, suggesting some price sensitivity among consumers.
Despite the price increase, it's still priced below the competitors' average, which indicates that the item offers value for money.
[bookmark: _r7cgoes18i78]Creative Feedback:
With its price point still below competitors, there's room to market the Crispy Chicken Sandwich as both high-quality and affordable.
Enhance its appeal by emphasizing on freshness, the crispy texture, or any special ingredients to differentiate it from competitors.
[bookmark: _4xrrmrdjgjxy]Optimal Menu Price Suggestion:
In light of the price sensitivity observed, increasing the price to $6.99 would be advisable to stabilize and potentially increase sales volume.
[bookmark: _uljlzkmesx2a]Rationale Behind the Price Suggestion
Maintaining a similar current price could reinforce customer loyalty and value perception, encouraging repeat purchases and potentially attracting price-conscious consumers from competitors.
The current price undercuts competitors, positioning it as a more accessible option without compromising on quality, aligning with the consumer trend towards value-oriented decisions.
Keeping the price steady at $6.99 also avoids crossing the sensitive $7 threshold, which could be a potential decision-making pivot point for customers.
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[bookmark: _147lpf3i82sp]Slim's Wrap
[bookmark: _f829kivv72c5]Consumer Psychology Insights
The "Slim's Wrap" experienced a modest price increase from $7.59 to $7.99, which did not significantly impact its sales volume, showing customer retention despite the higher price.
It's currently priced below the competitors' average, potentially increasing its attractiveness as a value proposition.
[bookmark: _ngwnghmr78k7]Creative Feedback:
With a price below the competitor's average, the "Slim's Wrap" can be positioned as an affordable yet delicious option.
Highlighting the wrap's unique flavors, freshness, or any health benefits could further justify the price and create a strong value proposition.
[bookmark: _c7mpcr7mx0pb]Optimal Menu Price Suggestion:
Considering the sales volume has remained fairly consistent and the product is below the competitors' average price, a strategic increase to $8.49 may be feasible without significantly impacting demand.
[bookmark: _svnw35m1dshp]Rationale Behind the Price Suggestion
A slight price increase leverages the gap between the current price and the competitors' average, without exceeding customer expectations for value.
This price adjustment represents an approximate 6.25% increase, which is likely to be absorbed by the market given the product's stable performance.
The proposed price still positions the "Slim's Wrap" as a competitively priced item, allowing it to remain attractive to cost-conscious consumers.
Increasing to $8.49 also aligns with the new meal price of $10.99, maintaining a consistent pricing strategy across the menu.
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[bookmark: _8q949m9lvv3v]Buffalo Wrap
[bookmark: _5qqv308aekv3]Consumer Psychology Insights
The "Buffalo Wrap" has experienced a price hike from $7.59 to $7.99 without significantly impacting its percentage of total sales, which indicates a robust customer base with a preference for this item.
Despite the increase, the sales volume has actually gone up, and it's priced just slightly below the competitors' average, suggesting a competitive edge in terms of pricing.
[bookmark: _ex2t16q99hky]Creative Feedback:
The product is well-positioned to leverage its popularity and could potentially withstand a further price increment, provided it is supported by strong marketing communications that highlight the unique spicy flavor profile that customers are willing to pay for.
There is room to amplify the unique selling proposition of the Buffalo Wrap, perhaps focusing on spiciness or other flavor aspects that appeal to the target market.
[bookmark: _ak8s2cvyo76n]Optimal Menu Price Suggestion:
A careful increase to $8.49 aligns with the wrap's value perception and compensates for the cost inflation while remaining competitive.
[bookmark: _uktk3cwjwexk]Rationale Behind the Price Suggestion
The suggested price is a modest increment of about 6.25% from the 2024 price, which respects the customer's price sensitivity threshold.
This adjustment keeps the wrap's price below the psychological $9 mark, which may be an important consideration for customers.
The price adjustment is also in line with the overall pricing strategy, considering the wrap meal price increase to $10.99.
The increase is slight enough to remain competitive but also takes advantage of the wrap's strong market position to improve profit margins.
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[bookmark: _umncjdzhtid7]Smokey Cheddar Wrap
[bookmark: _9my86g8e7dkv]Consumer Psychology Insights
The minimal price increase from 2023 to 2024 has not deterred customers, indicating a loyal customer base for the "Smokey Cheddar Wrap".
Stability in sales volume post-price increase suggests the uniqueness of the flavor profile is valued by customers.
[bookmark: _epvddiz9zazx]Creative Feedback:
Emphasizing the distinctive smoky flavor and quality of cheddar used could further solidify this wrap's special place on the menu.
Suggest pairing with seasonal promotions or limited-time offers to create a sense of urgency and boost sales during off-peak times.
[bookmark: _t4all72o491h]Optimal Menu Price Suggestion:
A moderate price increase to $8.49 seems viable, considering the wrap's unique appeal and the planned meal price increase to $10.99.
[bookmark: _ux245usfgt88]Rationale Behind the Price Suggestion
The $8.49 price point is a modest increase, approximately 6.25% more than the 2024 price, which is unlikely to alienate the current customer base.
This price remains competitive, as there's no direct comparison with competitors' pricing, giving a perceived exclusivity.
Incremental revenue from the slight price hike can contribute to overall profitability while maintaining the wrap's competitive edge.
The new price point maintains the product's position as a value proposition, even with the meal's price increase to $10.99, which may include additional items or sides.
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[bookmark: _j4m3vfp20pwc]1 Tender
[bookmark: _qmoido8a1a2y]Consumer Psychology Insights
The consistent price point from 2023 to 2024 for "1 Tender" and an increase in total sales suggest customers see individual tenders as a reasonable add-on or customization option.
Compared to the competitors' average, the "1 Tender" is priced higher, which can suggest a premium quality perception or a more substantial portion size.
[bookmark: _3ycr7wi5779]Creative Feedback:
Emphasize the "build your own meal" concept, where customers can multiply the tenders to fit their hunger level, each tender adding a simple $2.00 to their total.
Market the tenders as an easy add-on for families or groups, where each member can choose the number of tenders they want, making the shared dining experience more personalized and enjoyable.
[bookmark: _r67kivq0ei20]Optimal Menu Price Suggestion:
Pricing "1 Tender" at an even $2.00 can enhance the customer's perception of simplicity and transparency, making the decision process easier and potentially increasing the propensity to purchase.
A clear, round number is easily remembered and can streamline the customer experience, especially for those looking to customize their meals with additional tenders.
The proposed price for "1 Tender" is $2.00, aligning with the simplicity model.
[bookmark: _4vsk45fqmx77]Rationale Behind the Price Suggestion
The $2.00 price point is psychologically appealing, as customers are drawn to whole numbers, which are perceived as fair and straightforward deals.
This pricing strategy sets a clear standard that can be easily multiplied as customers add more tenders, enhancing the appeal of larger meal options.
For example, a 3-tender option would be $6.00, a 5-tender option $10.00, and so forth, making it transparent and reinforcing the value proposition of the tenders.
The simplicity of this pricing could lead to increased sales, as customers find it easier to make quick decisions without complex calculations.
It also allows for ease in marketing and communication, as the price becomes a simple and memorable part of the brand's offering.
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[bookmark: _nyza6piyrxwf]3 Tenders
[bookmark: _zg8dhxodskrd]Consumer Psychology Insights
See “1 tender”
[bookmark: _3b9ww9p2h4gd]Creative Feedback:
Emphasize the "build your own meal" concept, where customers can multiply the tenders to fit their hunger level, each tender adding a simple $2.00 to their total.
Market the tenders as an easy add-on for families or groups, where each member can choose the number of tenders they want, making the shared dining experience more personalized and enjoyable.
[bookmark: _ddcmrxkns5fl]Optimal Menu Price Suggestion:
Pricing "1 Tender" at an even $2.00 can enhance the customer's perception of simplicity and transparency, making the decision process easier and potentially increasing the propensity to purchase.
A clear, round number is easily remembered and can streamline the customer experience, especially for those looking to customize their meals with additional tenders.
The proposed price for "3 Tenders" is $6.00, aligning with the simplicity model.
[bookmark: _7u9x6qpa123f]Rationale Behind the Price Suggestion
The $2.00 price point is psychologically appealing, as customers are drawn to whole numbers, which are perceived as fair and straightforward deals.
This pricing strategy sets a clear standard that can be easily multiplied as customers add more tenders, enhancing the appeal of larger meal options.
For example, a 3-tender option would be $6.00, a 5-tender option $10.00, and so forth, making it transparent and reinforcing the value proposition of the tenders.
The simplicity of this pricing could lead to increased sales, as customers find it easier to make quick decisions without complex calculations.
It also allows for ease in marketing and communication, as the price becomes a simple and memorable part of the brand's offering.
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[bookmark: _itsz3w5ght6w]5 Tenders
[bookmark: _cih01g3y098i]Consumer Psychology Insights
See “1 tender”
[bookmark: _cvgdjocgwji2]Creative Feedback:
Emphasize the "build your own meal" concept, where customers can multiply the tenders to fit their hunger level, each tender adding a simple $2.00 to their total.
Market the tenders as an easy add-on for families or groups, where each member can choose the number of tenders they want, making the shared dining experience more personalized and enjoyable.
[bookmark: _osh2d5yrz7oy]Optimal Menu Price Suggestion:
Pricing "1 Tender" at an even $2.00 can enhance the customer's perception of simplicity and transparency, making the decision process easier and potentially increasing the propensity to purchase.
A clear, round number is easily remembered and can streamline the customer experience, especially for those looking to customize their meals with additional tenders.
The proposed price for "5 Tenders" is $10.00, aligning with the simplicity model.
[bookmark: _76btv97oseot]Rationale Behind the Price Suggestion
The $2.00 price point is psychologically appealing, as customers are drawn to whole numbers, which are perceived as fair and straightforward deals.
This pricing strategy sets a clear standard that can be easily multiplied as customers add more tenders, enhancing the appeal of larger meal options.
For example, a 3-tender option would be $6.00, a 5-tender option $10.00, and so forth, making it transparent and reinforcing the value proposition of the tenders.
The simplicity of this pricing could lead to increased sales, as customers find it easier to make quick decisions without complex calculations.
It also allows for ease in marketing and communication, as the price becomes a simple and memorable part of the brand's offering.
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[bookmark: _uynazlosap8j]7 Tenders
[bookmark: _5tzb2hcq6czf]Consumer Psychology Insights
See “1 tender”
[bookmark: _y88cuhr521ee]Creative Feedback:
Emphasize the "build your own meal" concept, where customers can multiply the tenders to fit their hunger level, each tender adding a simple $2.00 to their total.
Market the tenders as an easy add-on for families or groups, where each member can choose the number of tenders they want, making the shared dining experience more personalized and enjoyable.
[bookmark: _ct7eg7vf6ow5]Optimal Menu Price Suggestion:
Pricing "1 Tender" at an even $2.00 can enhance the customer's perception of simplicity and transparency, making the decision process easier and potentially increasing the propensity to purchase.
A clear, round number is easily remembered and can streamline the customer experience, especially for those looking to customize their meals with additional tenders.
The proposed price for "7 Tenders" is $14.00, aligning with the simplicity model.
[bookmark: _b3m734z983hw]Rationale Behind the Price Suggestion
The $2.00 price point is psychologically appealing, as customers are drawn to whole numbers, which are perceived as fair and straightforward deals.
This pricing strategy sets a clear standard that can be easily multiplied as customers add more tenders, enhancing the appeal of larger meal options.
For example, a 3-tender option would be $6.00, a 5-tender option $10.00, and so forth, making it transparent and reinforcing the value proposition of the tenders.
The simplicity of this pricing could lead to increased sales, as customers find it easier to make quick decisions without complex calculations.
It also allows for ease in marketing and communication, as the price becomes a simple and memorable part of the brand's offering.
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[bookmark: _e2h3na823btv]1 Wing
[bookmark: _mvurg5hl22rw]Consumer Psychology Insights
A price point of $2.00 for "1 Wing" can appeal to consumers' desire for simple and transparent pricing, making decisions easier and potentially increasing the likelihood of additional purchases.
This straightforward pricing can also enhance the perceived fairness and value, as customers understand exactly what they're getting for their money.
[bookmark: _6603d3imnkpd]Creative Feedback:
The simplicity model of pricing each wing at $2.00 can be a unique selling proposition, differentiating Slim Chickens from competitors with more complex pricing structures.
The strategy can be promoted as a 'build-your-own' meal experience, providing flexibility and control to the customer, which can lead to greater satisfaction and repeat business.
[bookmark: _ew9jyng52j91]Optimal Menu Price Suggestion:
Adjust the price of "1 Wing" to a flat rate of $2.00.
[bookmark: _wbp20o4pdmts]Rationale Behind the Price Suggestion
Simplifies the pricing structure, making it straightforward for both customers and staff, reducing potential confusion at the point of sale.
Encourages customers to purchase multiple wings by establishing a clear and easy-to-calculate incremental cost, potentially increasing the average order value.
For larger wing orders, such as 6 or 8 wings, the simplicity model promotes transparency as customers can quickly multiply the number of wings by $2.00, knowing their total cost upfront without any surprises.
This simplicity can be a key marketing message, highlighting the ease of customization and personalization of orders based on individual appetite and preference, which could lead to an increase in sales volume.
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[bookmark: _hnvyb21280yu]6 Wings
[bookmark: _x08e112z71km]Consumer Psychology Insights
A price point of $2.00 for "1 Wing" can appeal to consumers' desire for simple and transparent pricing, making decisions easier and potentially increasing the likelihood of additional purchases.
This straightforward pricing can also enhance the perceived fairness and value, as customers understand exactly what they're getting for their money.
[bookmark: _t6rub2xh66]Creative Feedback:
The simplicity model of pricing each wing at $2.00 can be a unique selling proposition, differentiating Slim Chickens from competitors with more complex pricing structures.
The strategy can be promoted as a 'build-your-own' meal experience, providing flexibility and control to the customer, which can lead to greater satisfaction and repeat business.
[bookmark: _er7mjlx2sm9m]Optimal Menu Price Suggestion:
Adjust the price of "6 Wings" to a flat rate of $12.00.
[bookmark: _s87q2pqec3vp]Rationale Behind the Price Suggestion
Simplifies the pricing structure, making it straightforward for both customers and staff, reducing potential confusion at the point of sale.
Encourages customers to purchase multiple wings by establishing a clear and easy-to-calculate incremental cost, potentially increasing the average order value.
For larger wing orders, such as 6 or 8 wings, the simplicity model promotes transparency as customers can quickly multiply the number of wings by $2.00, knowing their total cost upfront without any surprises.
This simplicity can be a key marketing message, highlighting the ease of customization and personalization of orders based on individual appetite and preference, which could lead to an increase in sales volume.
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[bookmark: _kpa7x5bv38ay]8 Wings
[bookmark: _j8zoawgywgq2]Consumer Psychology Insights
A price point of $2.00 for "1 Wing" can appeal to consumers' desire for simple and transparent pricing, making decisions easier and potentially increasing the likelihood of additional purchases.
This straightforward pricing can also enhance the perceived fairness and value, as customers understand exactly what they're getting for their money.
[bookmark: _7rgqx5oynr9r]Creative Feedback:
The simplicity model of pricing each wing at $2.00 can be a unique selling proposition, differentiating Slim Chickens from competitors with more complex pricing structures.
The strategy can be promoted as a 'build-your-own' meal experience, providing flexibility and control to the customer, which can lead to greater satisfaction and repeat business.
[bookmark: _p9vpoc4i2gwk]Optimal Menu Price Suggestion:
Adjust the price of "8 Wings" to a flat rate of $16.00.
[bookmark: _rzaevlc2w1vz]Rationale Behind the Price Suggestion
Simplifies the pricing structure, making it straightforward for both customers and staff, reducing potential confusion at the point of sale.
Encourages customers to purchase multiple wings by establishing a clear and easy-to-calculate incremental cost, potentially increasing the average order value.
For larger wing orders, such as 6 or 8 wings, the simplicity model promotes transparency as customers can quickly multiply the number of wings by $2.00, knowing their total cost upfront without any surprises.
This simplicity can be a key marketing message, highlighting the ease of customization and personalization of orders based on individual appetite and preference, which could lead to an increase in sales volume.
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[bookmark: _icncm1ieni5x]Waffle Only
[bookmark: _i0xekviddv7q]Consumer Psychology Insights
The consistency in the "Waffle Only" price between 2023 and 2024 may have contributed to a stable perception of value among customers. However, the slight drop in sales indicates a potential shift in consumer preference or perceived value.
Without a direct competitor price point, it is important to focus on the internal data and customer feedback to gauge the correct pricing strategy.
The psychological effect of pricing just under a whole number, known as charm pricing, can be applied here to subtly influence customer perception of value.
[bookmark: _mxqj5hx43jtp]Creative Feedback:
To combat the sales dip, reinvigorate interest in the "Waffle Only" offering by bundling with seasonal syrups or limited-time toppings, which can provide a unique experience without altering the base product.
Consider leveraging the "Waffle Only" as a brunch item, pairing it with coffee or other breakfast offerings to increase its appeal during different dayparts.
[bookmark: _gpzkxp92mntc]Optimal Menu Price Suggestion:
The optimal menu price for "Waffle Only" should be adjusted to $5.49.
[bookmark: _sxgd47rs5g9q]Rationale Behind the Price Suggestion
A minor price reduction to $5.49 could improve the perceived value, potentially increasing the quantity sold and offsetting the reduced price point.
This price maintains the product's premium perception while acknowledging the slight decrease in sales, potentially attracting price-sensitive customers.
Positioning at this price point takes advantage of charm pricing, which can make the item seem more affordable while still providing sufficient profit margin.
This price point also allows for the potential inclusion of "Waffle Only" in combo deals or special promotions without significantly impacting the perceived standalone value of the product.
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[bookmark: _6j7jbplz3vw0]Coleslaw
[bookmark: _2onr37kr2lj]Consumer Psychology Insights
Despite "Coleslaw" being priced higher than the competitors' average, the steady sales suggest customers see added value in this side dish at Slim Chickens.
Stability in the percentage of total sales despite a price increase illustrates customer loyalty and a perceived quality worth the premium price.
[bookmark: _2c1vn3ldg2z9]Creative Feedback:
To sustain its premium price point, Slim Chickens could emphasize the superior quality or unique aspects of their "Coleslaw," such as using a secret blend of spices or emphasizing freshness.
Marketing can focus on the value added through the quality and taste that justifies the existing price, differentiating it from cheaper competitors.
[bookmark: _kys9sj9kps7s]Optimal Menu Price Suggestion:
The current price of $2.99 should be maintained to capitalize on the perceived value without risking loss of sales.
[bookmark: _uepvgn1vg24j]Rationale Behind the Price Suggestion
Holding the price at $2.99 aligns with the current consumer valuation, as evidenced by consistent sales figures.
This price preserves the premium image of the product while acknowledging competitor pricing, ensuring that the item remains attractive to both quality and cost-conscious customers.
The retention of the $2.99 price point avoids triggering price increase sensitivity, encouraging continued sales volume.
It also simplifies customer decision-making, as the price remains under the psychological threshold of $3, which is typically more appealing to customers.
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[bookmark: _xzpfw3vrqlin]Lg. Coleslaw
[bookmark: _7sa0me7w7z9n]Consumer Psychology Insights
A slight price increase from 2023 to 2024 has not significantly affected sales volume, indicating that customers are relatively insensitive to this small price change.
The maintenance of sales proportion despite the price hike suggests that customers see added value in the larger portion size of the "Lg. Coleslaw."
[bookmark: _43aoyzw7jz20]Creative Feedback:
Focus on the size and satisfaction guarantee of the "Lg. Coleslaw" to justify its price point compared to the standard option.
Marketing can emphasize the freshness and perfect pairing of this side with main dishes, potentially increasing its perceived value.
[bookmark: _w8vxjnqmiej]Optimal Menu Price Suggestion:
Retain the current price of $4.99 for "Lg. Coleslaw" considering the minimal impact on sales from the previous year’s price and to keep the perceived value high.
[bookmark: _3spu9khgmw25]Rationale Behind the Price Suggestion
The consistency in price year-over-year for a side dish like coleslaw, which is often an accompaniment rather than the main focus of a meal, helps to maintain customer expectations and satisfaction.
A stable price supports the positioning of Slim Chickens as a brand that offers generous portions and high-quality sides.
The marginal difference between the 2023 and 2024 sales indicates that the slight increase in price did not deter customers, suggesting a good price point has been found.
Ensuring the price remains stable allows for a simple, straightforward pricing that customers can remember and trust, reinforcing brand loyalty.
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[bookmark: _cwikupvoa407]Mac & Cheese
[bookmark: _jbo1j0t3cmtd]Consumer Psychology Insights
Despite a lower price than competitors, the reduction in price from 2023 to 2024 did not significantly increase the sales volume, which suggests that customers may not be highly price-sensitive for this product.
The current pricing strategy might be undervaluing the "Mac & Cheese," and a higher price may be perceived as an indicator of superior quality.
[bookmark: _d8njefp4iu6c]Creative Feedback:
Emphasize the premium aspects of the "Mac & Cheese," such as using gourmet cheese blends or a unique recipe, to justify the price increase.
Implement visual marketing strategies to enhance the perceived value, like showcasing the creamy texture and rich color to entice customers.
[bookmark: _saujsfxwgblh]Optimal Menu Price Suggestion:
Increase the price to $3.99 for the "Mac & Cheese" to align more closely with its value proposition and quality perception.
[bookmark: _4i4vipwu54p3]Rationale Behind the Price Suggestion
The recommended price of $3.99 is a modest increase that positions the "Mac & Cheese" as a premium side item without being overly expensive, which can potentially increase the perceived value and profitability per unit.
The increase to $3.99 is still competitive, especially if the quality and taste surpass that of the competitors.
The new price point remains under the psychological threshold of $4, which can be a more sensitive point for customers when considering side items.
The increment allows for potential margin improvement while testing the price elasticity of demand for the side item. If the perceived value is communicated effectively, customers are likely to accept the new price without a significant drop in sales volume.
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[bookmark: _qoae14fnsx5o]Lg. Mac & Cheese
[bookmark: _9ry7i0z2pd2e]Consumer Psychology Insights
Incrementally raising the price of "Lg. Mac & Cheese" to $5.99 aligns with the customer expectation of getting a substantial, high-quality side dish.
Customers may perceive the price increase as an indicator of superior quality or a larger portion size, which can enhance the overall meal experience.
[bookmark: _rwvvpmf4mp8s]Creative Feedback:
With the price increase, there's an opportunity to enhance presentation or recipe elements to justify the new pricing.
Marketing could focus on the "homemade" appeal or introduce a narrative of artisanal, specialty cheeses to add perceived value.
[bookmark: _83gkk0usqgiu]Optimal Menu Price Suggestion:
The new suggested price for "Lg. Mac & Cheese" is $5.99.
[bookmark: _utxgonhiejf5]Rationale Behind the Price Suggestion
A price of $5.99 is still under the significant $6 mark, which may be a psychological pricing barrier for a side dish, making it an acceptable increase for consumers.
The increased price provides a buffer to maintain profit margins in the face of fluctuating dairy costs or other economic variables.
The suggested price is a modest increase that mirrors the industry trend of rising food costs, which consumers may already be accustomed to.
Emphasizing the quality and portion size at this price point can encourage customers to perceive the "Lg. Mac & Cheese" as a premium side option, potentially boosting its sales and percentage of total sales.
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[bookmark: _4u6u48xsd7kk]Fries
[bookmark: _99qmu5vl24ur]Consumer Psychology Insights
Raising the price back to 2023's level of $2.99 may align customer perception with quality, avoiding the association with lower-tier offerings.
The increase can be leveraged to suggest enhanced quality or an improved recipe, which may justify the return to the previous higher price point.
[bookmark: _73i6p3383py2]Creative Feedback:
Introducing this price change should be accompanied by marketing that highlights any improvements or quality features that warrant the price increase.
A campaign focusing on "upgraded taste" or "enhanced experience" could mitigate any negative customer reactions to the price hike.
[bookmark: _x79nb94q6y6z]Optimal Menu Price Suggestion:
The suggested price is to revert to $2.99, matching the 2023 price point.
[bookmark: _rrw58ra4gxcz]Rationale Behind the Price Suggestion
The slight drop in sales suggests that there is room to move the price without significantly impacting the quantity sold.
A price of $2.99 positions "Fries" slightly above the competitor's average price of $2.98, which can imply superior quality to the customer.
The increase to $2.99 could potentially recover the lost revenue from the decreased sales volume seen in 2024.
By setting the price at $2.99, it remains under the psychological threshold of $3, which is a favorable factor for consumer decision-making.
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[bookmark: _9wlhxx35axu]Lg. Fries
[bookmark: _cgnngwv1mjhp]Consumer Psychology Insights
The "Lg. Fries" maintained a consistent percentage of total sales from 2023 to 2024 despite a price decrease, indicating a stable demand.
Pricing significantly above the competitor's average price might position this as a premium option, but it could also make customers consider alternative options.
[bookmark: _dro15spm7ns0]Creative Feedback:
To justify the premium pricing over competitors, the marketing approach could focus on the unique selling propositions of the "Lg. Fries" such as specialty seasoning, portion size, or a unique dipping sauce that comes with it.
Packaging or presentation improvements could also support the higher price point, enhancing perceived value.
[bookmark: _atkl5n4wqr9a]Optimal Menu Price Suggestion:
The suggested price is $6.99, maintaining the 2024 price.
[bookmark: _kyeflgknja17]Rationale Behind the Price Suggestion
The slight increase in sales volume from '23 to '24 suggests that customers are responding well to the current price point, despite the high comparison with competitors.
Retaining the price at $6.99 takes advantage of the existing customer willingness to pay without risking loss of sales due to a price hike.
The $2.27 difference from the competitor's average price can be leveraged if the "Lg. Fries" are distinctly superior in taste or portion size.
A strategic focus on value addition rather than price competition could help sustain the higher price point.
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[bookmark: _pprewcchv4tj]Fried Mushrooms
[bookmark: _l6aktxf94rrg]Consumer Psychology Insights
The price stability from 2023 to 2024, with only a $0.10 increase, suggests a careful approach to maintaining customer loyalty.
The slight decrease in sales indicates a potential sensitivity to even small price increases for this unique offering.
[bookmark: _8zlwtv9rkbg6]Creative Feedback:
With no direct competition, emphasizing exclusivity and uniqueness could justify the premium pricing.
Creative marketing highlighting the quality, special batter, or unique seasoning used in the "Fried Mushrooms" can reinforce its value proposition.
[bookmark: _9lldqlbr5qb8]Optimal Menu Price Suggestion:
The suggested price is $5.99, keeping the 2024 price steady.
[bookmark: _neexiv8qfa6]Rationale Behind the Price Suggestion
The small drop in sales volume is not significant enough to warrant a price reduction, especially given the lack of direct competition.
Maintaining the price at $5.99 can help solidify the item's premium perception while monitoring if the decrease in sales is a trend or an anomaly.
The unique market offering allows Slim Chickens to set the price without the pressure of matching competitors, banking on the product's differentiated appeal.
The current pricing strategy appears to balance profitability and customer value, as indicated by the minor change in sales percentage.
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[bookmark: _epmx66q8emi2]Fried Okra
[bookmark: _yi41b5luw38t]Consumer Psychology Insights
With a marginal price increase from 2023 to 2024, the "Fried Okra" maintained a relatively stable percentage of total sales, suggesting that customers are satisfied with the value at the current price point.
The absence of a similar offering from competitors gives Slim Chickens leverage to maintain or slightly increase the price without fear of losing customers to a direct alternative.
[bookmark: _g0ga9hfpqkvb]Creative Feedback:
The uniqueness of "Fried Okra" in the competitive landscape presents an opportunity to market it as a specialty item exclusive to Slim Chickens.
Emphasizing the homemade style or southern authenticity of the dish could add value, resonating with customers seeking a unique side option.
[bookmark: _q2k9ivf85nv6]Optimal Menu Price Suggestion:
The suggested price remains at $5.99, aligning with the 2024 price and acknowledging its unique position in the market.
[bookmark: _e0ebssofbojw]Rationale Behind the Price Suggestion
The slight decrease in sales volume is a consideration; however, the lack of direct competition and the modest decline suggest that the current price does not deter a significant number of customers.
Holding the price at $5.99 supports the perception of "Fried Okra" as a premium side dish, justifying its place in a competitive menu.
Considering the uniqueness of the offering, Slim Chickens can capitalize on the lack of direct competition to maintain a higher price point.
If the trend of slightly decreasing sales continues, it may signal the need for a price reassessment in the future, but for now, the price should remain to test market elasticity further.
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[bookmark: _c2o6vkrhbak6]Fried Pickles
[bookmark: _pu46g59b8wpn]Consumer Psychology Insights
The "Fried Pickles" exhibit a steady hold in sales contribution to total sales, even with a slight price increase, hinting at a dedicated customer interest and acceptable price elasticity.
Exclusive to Slim Chickens in the competitive space, this uniqueness may allow for a premium pricing strategy.
[bookmark: _ips6s6plnnvj]Creative Feedback:
Marketing the "Fried Pickles" as an exclusive, signature side could enhance customer perception of its value.
Storytelling around the origin of the recipe or the pickling process could create a unique selling proposition.
Engaging customers with promotional activities, like a "Try Our Unique Side" campaign, could encourage trial and reinforce the exclusivity.
[bookmark: _86rzbf5oh4i7]Optimal Menu Price Suggestion:
Holding the price at $5.99 is recommended, given the product's unique position and solid sales performance.
[bookmark: _sl8uabs0goej]Rationale Behind the Price Suggestion
A consistent price underlines the value proposition of the "Fried Pickles" as a distinctive Slim Chickens offering.
The small decrease in sales is not significant enough to warrant a price reduction, especially given the lack of direct competition.
Maintaining the current price will continue to position "Fried Pickles" as a special, premium option, justifying its cost to customers.
Should sales begin to decline more noticeably, a re-evaluation of pricing strategy might be necessary, but the current data supports the status quo.
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