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Abstract:

In today's world, the fact that the product does not constitute a value on its own and the innovations
and conveniences offered to consumers with developing technologies force companies to produce
new strategies in order to compete with their competitors in the market. One of these strategies is
called participatory pricing which is considered one of the innovative pricing. Contrary to traditional
pricing, participatory pricing strategies offer both buyers and sellers the opportunity to participate in
the price setting process. The two prime examples of these participatory pricing are name your own
price (NYOP) and pay-what-you-want (PWPW) pricing strategies. In these two methods, the seller
partially transfers the authority to determine the price to the consumer in NYOP and completely in
PWPW. In “Name your own price” (NYOP) pricing, consumers are asked to place a bid against a
threshold set by the seller but unknown to the buyers. This pricing will be accepted by the seller if the
quoted price exceeds this threshold. In "Pay What You Want" (PWYW) pricing, consumers are asked
to pay whatever price they want, including zero. It has been observed that both pricing are used in
service sectors with high fixed costs to discriminate without setting a reference price. The participatory
and innovative nature of these strategies leads to non-accrual promotional benefits to advertised
sellers. In this study, these two new pricing strategies will be investigated and discussed in the light of
the related literature to find out which one is more effective and what are the differences in terms of
consumers-sellers, and friction costs -payment motivations. In this study, within the framework of
literatlire review, it is aimed to determine which of the mentioned strategies is potentially more
successful in terms of consumers and companies, also it is expected to prepare a useful ground for
new studies and to draw more attention to the strategies.
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Katilimci Fiyatlandirma Stratejilerinden Kendi Fiyatini Belirle ve
istedigin Kadar Ode Fiyatlandirmalarinin Tiiketici ve Firma Agisindan
Karsilastiriimasi

Ozet

GUnUmuz diinyasinda, tGrlnlin tek basina bir deger teskil etmemesi ve gelisen teknolojilerle tliketicilere
sunulan yenilik ve kolayliklarin artmasi, firmalarin pazarda bulunan rakipleri ile rekabet edebilmek igin
yeni stratejiler iretmek zorunda birakmaktadir. Bu stratejilerden biri ise yenilikgi fiyatlandirmalardan
sayilan katihmci fiyatlandirmadir. Katilimci fiyatlandirma stratejileri, geleneksel fiyatlandirmanin aksine
hem alicilara hem de saticilara fiyat belirleme slrecine katilma olanagi sunmaktadir. Bu katilimci
fiyatlandirmalarinin en 6nemli iki 6rnegi, kendi fiyatini belirle (NYOP) ve istedigin kadar 6de (PWPW)
fiyatlandirma stratejisidir. Bu iki yontemde, satici fiyatin belirlenme yetkisini NYOP’da kismen ve
PWPW’da tamamen tiketiciye devretmektedir. “Kendi Fiyatinizi Belirleyin” (NYOP) fiyatlamasinda
tuketicilerden satici tarafindan belirlenen ancak alicilarin bilmedigi bir esige karsi bir teklif vermeleri
istenir. Bu islem, yalnizca teklif edilen fiyat bu esigi asarsa gerceklesir. "istedigin Kadar Ode" (PWYW)
fiyatlamasinda ise tiketicilerden sifir dahil olmak Uzere istedikleri fiyati 6demeleri istenir. Her iki
fiyatlamanin da bir referans fiyat belirlemeden, fiyat ayrimcili§i yapmak igin ylksek sabit maliyetleri
olan hizmet sektorlerinde kullanildiklar gorilmistir. Bu stratejilerin katilimci ve yenilikgi yapilari
fiyatlariilan edilen saticilara tahakkuk etmeyen promosyon avantajlarina yol agar. Bu ¢alisma, yeni olan
bu iki fiyatlandirma stratejilerinin, hangisinin daha etkili oldugu, tiketici ve satici agisindan farklari,
sirtinme maliyetleri ve 6deme motivasyonlarinin ne oldugunu bulmak icin literatiirdeki ¢alismalar
nezdinde arastirilarak, tartisilacaktir. Calismada literatlir taramasi gercevesinde NYOP ve PWPW
modellerinden hangisinin potansiyel olarak daha basarili oldugunun tiketici ve firma agisindan
belirlenmesi hedeflenmekte ve yeni arastirmalar icin yararl olabilecek bir zemin hazirlanarak konuya

daha fazla dikkat ¢ekilmesi beklenmektedir.
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