
 

  当前位置：首页>>CN>>讨论稿>>英文讨论稿 双击自动滚屏 关闭窗口

NO. E2005008
Discount Store

         Discount Store 在GOOGLE搜索此内容

2005-12-7      阅读3715次

  

Discount Store 

 Hao Wang

Abstract: A retail store can profitably commit to the lowest prices because 

that allows it to take significantly greater market share. If a discount store 

acquires a competing convenience store, the average retail price tends to go 

up. When the upstream market is oligopolistic, the discounter can exert buyer 

power in the upstream market and thus earn even more profits. That also allows 

the discounter to lower its competitors’  profit margins and sales. The average 

retail price goes down because the buyer power leads to more sales through the 

discounter. However, the consumers as a whole may not better off, and the 

social welfare decreases. 
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