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ABSTRACT 
 

 Companies use a variety of pricing methods to obtain a competitive edge in the fiercely 
competitive Indian auto business, especially in the two-wheeler category. Hero MotoCorp Limited and 
Honda Motorcycle & Scooter India (HMSI) Private Limited, two of the top companies in the two-wheeler 
sector in India, are the subjects of this study's analysis of pricing tactics. The study investigates how 
these businesses choose their pricing strategies, what influences those choices, and how those choices 
affect market share and customer preference. Hero MotoCorp, the biggest two-wheeler manufacturer in 
India, primarily uses a cost-based pricing strategy, producing reasonably priced commuter motorcycles 
for the general public. Its pricing strategy places a strong emphasis on cost control, economies of scale, 
and widespread rural penetration. HMSI, on the other hand, uses a value-based pricing approach and 
markets its goods as high-end options with cutting-edge technology, excellent quality, and a reputable 
brand. Even though HMSI charges more than its rivals, its greater build quality, increased fuel efficiency, 
and strong brand image justify the cost. The study compares the two organizations' pricing strategies, 
market performance, and strategic choices using secondary data analysis. The study comes to the 
conclusion that maintaining market leadership requires striking the ideal balance between cost 
effectiveness and value enhancement. Additionally, it offers suggestions for improving price methods for 
both businesses, such as utilizing technology, offering flexible financing alternatives, and maximizing 
production costs. The effect of electric mobility on pricing policies and changing consumer preferences in 
India's two-wheeler market may be the subject of future studies.  
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Introduction 

Background of the Study 
 One of the main forces behind economic expansion in India is the automotive industry, which 
makes a substantial contribution to GDP, job creation, and technological development. India is the 
biggest producer of two-wheelers in the world, and an increasing number of individuals are depending on 
motorbikes and scooters for their everyday transportation needs. Two-wheelers are a popular choice 
among Indian consumers owing to their affordability, fuel efficiency, and ease of mobility in crowded 
metropolitan locations (Srinivasan & Pradhan, 2021).1 

 The rise of electric vehicles, changing consumer preferences, and technological developments 
are just a few of the dramatic changes that the two-wheeler market has been experiencing. In this fiercely 
competitive business, pricing strategy is still a crucial factor in determining success. Businesses must 
strike a balance between affordability and revenue while taking into account variables including 
government laws, competitive advantage, manufacturing costs, and demand elasticity (Mukherjee & 
Seth, 2022).2 
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Hero MotoCorp Ltd and Honda Motorcycle & Scooter India (HMSI) are two of the leading 
companies in the Indian two-wheeler market. Hero MotoCorp, the biggest two-wheeler manufacturer in 
the world, has led the commuter bike market by providing reasonably priced and fuel-efficient 
motorcycles. With models like the Activa gaining a sizable market share, HMSI, a wholly owned division 
of Honda Motor Company, has established a name for itself as a formidable rival, particularly in the 
scooter sector (IBEF, 2023).1 

 Because Indian consumers are price-sensitive, Hero Motor Corporation and HMSI both depend 
on carefully thought-out pricing tactics to maintain their market leadership. The goal of this study is to 
investigate their pricing tactics and evaluate how they help the Indian two-wheeler market gain a 
competitive edge. 

Importance of Pricing Strategy in the Automobile Industry 

 A company's profitability, long-term viability, and market position are all significantly influenced 
by its pricing strategy. The price strategy has a big impact on customer decisions in the automotive 
business, especially in the two-wheeler category where several manufacturers provide comparable 
goods (Kotler & Keller, 2020).2  

A number of factors impact pricing decisions in the two-wheeler business, such as:  

• Cost of Production: Prices of raw materials like steel, aluminum, and rubber directly affect the 
pricing of motorcycles and scooters. Fluctuations in global commodity prices impact 

manufacturers’ cost structures (Bhasin, 2021).
3
 

• Consumer Behavior and Market Demand: Indian customers are extremely price-sensitive. 
Purchase decisions are frequently influenced by cost and financing alternatives, particularly in 
the commuter bike and scooter market.  

• Competitive Pressures: Businesses must use aggressive pricing tactics to maintain market 
share due to the existence of several rivals, including as Bajaj Automobiles, TVS Motors, and 
developing electric vehicle firms.  

• Government Policies and Regulations: Manufacturers' pricing tactics are influenced by taxes 
on imports, GST rates, and subsidy policies. For instance, pricing tactics for gasoline-powered 
two-wheelers are impacted by incentives for electric cars.  

Economic Conditions and Inflation: Consumer purchasing power and, thus, pricing tactics are 
greatly impacted by inflationary trends, fuel prices, and interest rates on two-wheeler loans.  

Businesses use a variety of pricing structures to handle these issues, such as:  

• Cost-Plus Pricing: Cost-plus pricing involves raising the production cost by a predetermined 
profit margin.  

• Competitive Pricing: Modifying costs in reaction to rivals' pricing tactics.  
Pricing that is determined by perceived consumer value as opposed to production costs is 
known as value-based pricing.  

• Penetration Pricing: Setting lower starting costs in order to enter a market and win over 
customers is known as penetration pricing.  

• Premium Pricing: Increasing the cost of high-end or technologically sophisticated goods.  

 To stay competitive, Hero MotoCorp and HMSI use a combination of various pricing techniques. 
The impact of these tactics on their market performance and client retention will be evaluated in this 
study.  

Competitive Landscape of the Indian Two-Wheeler Market 

Both domestic and foreign competitors are fighting for supremacy in the fiercely competitive 
Indian two-wheeler sector. The leading companies in this sector as of 2023 are as follows:  
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• Hero MotoCorp: Leader in the commuter motorbike market (Splendor, HF Deluxe, Passion 
Pro).  

• Honda Motorcycle & Scooter India (HMSI): expanding motorcycle portfolio (Shine, Unicorn) 
and strong presence in scooter market (Activa, Dio).  

• Bajaj Auto: A significant rival with a well-known brand in the sports and commuter motorcycle 
markets (Pulsar, Platina, Dominar).  

• TVS Motors: Known for both motorcycles (Apache, Radeon) and scooters (Jupiter, NTorq).  

• Royal Enfield: Leading the market for high-end cruisers (Classic 350, Meteor).  

• Emerging EV Players: Ola Electric, Ather Energy, and Bajaj Chetak are reshaping the market 
with electric two-wheelers.  

 Hero MotoCorp and HMSI control a substantial portion of the two-wheeler market in India. Hero 
MotoCorp is the industry leader in terms of volume sales, but HMSI has been rapidly growing its market 
share, especially in the premium bike and scooter markets. These two businesses compete fiercely with 
one another, and in order to obtain an advantage, they both use aggressive pricing, marketing, and 
innovation techniques.  

Hero MotoCorp and HMSI have fought a number of important contests in the commuter and 
scooter markets. Hero has maintained a dominant position in the 100–110cc motorcycle market with 
models such as the HF Deluxe and Splendor, which are renowned for their affordability and fuel 
efficiency. The Activa series from HMSI, on the other hand, has continuously topped the scooter market 
because of its dependability and reputation. (Sethi & Malhotra, 2023).1 

 Both businesses must adjust to new market trends while retaining profitability and pricing 
positioning in the face of the introduction of electric cars (EVs) and shifting consumer preferences. 
Pricing tactics are changing as a result of rising gasoline prices and government policies encouraging the 
use of EVs. In response, Hero MotoCorp released the Vida electric scooter, and HMSI is also growing its 
line of EVs.  

Pricing tactics will remain crucial in determining sales performance, market positioning, and 
customer trust in this fiercely competitive climate. Hero MotoCorp and HMSI's pricing strategies will be 
compared in this study in order to assess how well they suit the market and advance their respective 
competitive advantages.  

Objectives of the Study 

In order to comprehend how pricing choices affect competitive advantage, this study will 
examine Hero MotoCorp's and HMSI's pricing strategy in the Indian two-wheeler market. The particular 
goals are to:  

• Analyze the various pricing strategy used by HMSI and Hero MotoCorp.  

• To evaluate how pricing strategy affect market share and sales success.  

• To determine the main elements affecting the two-wheeler industry's price decisions.  

• To offer tactical suggestions for boosting pricing-based competitive advantage.  

Research Methodology 

This study uses academic literature, industry papers, and financial reports as part of its 
secondary data analysis methodology. Using information on price trends, sales performance, and 
consumer perception from reliable sources such corporate reports, government databases, and market 
research studies, a comparative case study of Hero MotoCorp and HMSI will be carried out.  

Scope and Limitations 

 Hero MotoCorp and HMSI's pricing strategies in the Indian two-wheeler market are the main 
subject of the study. Other segments, such passenger cars and commercial vehicles, are not covered. 
Furthermore, real-time pricing variations and the dynamics of consumer behavior might not be fully 
represented because of the dependence on secondary data.  
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Review of Literature 

Introduction 

 A thorough analysis of the body of research offers a theoretical framework for comprehending 
the pricing tactics used in the Indian auto sector, especially in the two-wheeler market. This chapter 
reviews earlier research on pricing tactics, market trends, and competitive dynamics in the automotive 
sector, concentrating on Hero MotoCorp Limited and Honda Motorcycle & Scooter India (HMSI). 
Academic research papers, industry reports, and theoretical frameworks that emphasize important 
elements affecting price decisions are all covered in the review. 

Pricing Strategies in the Automobile Industry 

In the automotive industry, pricing strategy is an essential part of marketing and business 
planning. Numerous academics have examined various pricing structures and how they affect market 
rivalry, profitability, and customer behavior. 

• Cost-Based Pricing Strategy 

 One of the most conventional strategies employed by automakers is cost-based pricing. This 
tactic entails marking up the cost of manufacture in order to determine a product's pricing. Although this 
strategy guarantees profitability, Kotler and Keller (2020) contend that it ignores competitive price and 
customer demand. 1 

 According to Bhasin (2021), Hero MotoCorp and other Indian two-wheeler manufacturers adopt 
cost-plus pricing for entry-level motorcycles in order to guarantee affordability while keeping a steady 
profit margin.2 

• Competitive Pricing Strategy 

 Setting prices based on rival strategies and the going market rates is known as competitive 
pricing. The idea of competitive advantage was first presented by Porter (1985)3, who emphasized that 
businesses need to implement price strategies that enable them to either differentiate themselves or lead 
in cost. 

According to Mukherjee and Seth (2022)4, HMSI strategically positions itself against Hero 
MotoCorp and Bajaj Auto by using a competitive price strategy. Businesses can preserve market share 
without waging bloody price wars by using this pricing technique. 

• Value-Based Pricing Strategy 

 worth-based pricing prioritizes customer perception and the product's perceived worth over 
manufacturing costs. According to Sethi and Malhotra (2023)5, HMSI positions its high-end scooters and 
motorcycles, such the Activa and CB Shine, as dependable and high-quality goods in order to use value-
based pricing. 

• Penetration and Skimming Pricing Strategies 

Setting lower rates at first in order to gain market share is known as penetration pricing. This 
tactic is frequently employed while launching new products. Hero MotoCorp has historically employed 
penetration pricing for models like Splendor in order to draw in price-conscious customers, according to 
Gupta and Sharma (2020)6.  

 Price skimming applied to high-end goods, where costs are initially exorbitant and then lowered. 
For high-end motorcycles like the Honda CBR series, HMSI uses skimming pricing, lowering prices 
gradually when market demand levels out, according to Rao and Shankar (2021).  

Factors Influencing Pricing Strategies in the Indian Two-Wheeler Industry 

• Consumer Preferences and Price Sensitivity 

 Customers in the price-sensitive Indian two-wheeler market place a high value on affordability 
and fuel economy. Since 80% of Indian two-wheeler buyers are middle-class, competitive pricing is an 
important consideration, according to Singh and Verma (2019). 

 
1  Kotler, P., & Keller, K. L. (2020). Op.cit 
2  Bhasin, H. (2021). Op.cit 
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4  Mukherjee, P., & Seth, R. (20220 op.cit 
5  Sethi and Malhotra (2023) OP.Cit 
6  Gupta, R., & Sharma, P. (2020). The Role of Penetration Pricing in India’s Two-Wheeler Market. Journal of Business Strategy, 14(4), 

77-91. 
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• Government Regulations and Tax Policies 

 Pricing tactics are greatly impacted by taxes, import charges, and government subsidies. Pricing 
decisions have been impacted by the introduction of the Goods and Services Tax (GST) and electric 
vehicle (EV) subsidy programs. In their analysis of how taxes affect car prices, Sharma et al. (2022)1 
pointed out that changes in GST rates have a direct impact on customer demand. 

• Technological Advancements and Innovation 

 In order to stay competitive, established manufacturers such as Hero MotoCorp and HMSI are 
modifying their pricing strategy in response to the increasing popularity of electric vehicles. According to 
Bose and Mukhopadhyay (2023)2, advancements in hybrid and fuel-efficient technology also contribute 
to the justification of higher price points. 

• Supply Chain Dynamics and the Cost of Raw Materials  

 Pricing strategies are impacted by changes in global supply chains and the cost of raw 
materials. During the COVID-19 epidemic, Choudhury and Banerjee (2023)3 examined the effects of 
changes in the price of steel and rubber on the cost of two-wheelers in India.  

Pricing Strategies of Hero MotoCorp and HMSI 

• Pricing Strategies of Hero MotoCorp 

 Hero MotoCorp ensures affordability for mass consumers by largely using a cost-plus pricing 
model for its commuter motorcycles. Penetration pricing is another strategy the business uses to launch 
new products. Hero MotoCorp uses economies of scale to keep prices competitive and profitability high, 
according to Mehta (2021)4.  

• Pricing Strategies of Honda Motorcycle & Scooter India (HMSI)  

 HMSI positions its products according to brand reputation and dependability, and it employs a 
competitive and value-based pricing approach.  

Research Gap 

 Few studies have compared Hero MotoCorp and HMSI in the Indian market, despite the fact 
that numerous studies have examined pricing tactics in the automotive sector. By assessing how well 
pricing tactics shape competitive advantage, our study seeks to close this gap.  

 With an emphasis on cost-based, competitive, and value-based pricing models, this chapter 
examined the body of research on pricing strategies in the automotive sector. It also looked at the 
variables that affect pricing strategies in the Indian two-wheeler market, such as raw material costs, 
government regulations, consumer preferences, and technical developments. The theoretical framework 
supporting the development of pricing strategies in the sector will be covered in the upcoming chapter.  

Theoretical Framework of Pricing Strategy 

Introduction 

This chapter covers basic pricing theories and models pertinent to the Indian two-wheeler 
industry, specifically in the context of Hero MotoCorp and Honda Motorcycle & Scooter India (HMSI). 
Pricing strategy is a critical component of businesses' competitive positioning, especially in the 
automobile industry. The theoretical framework for pricing strategy offers a structured understanding of 
how companies determine the price of their products to maximize profits, gain market share, and 
maintain a competitive edge. 

Theories of Pricing Strategy 

• Cost-Based Pricing Theory: Cost-based pricing is a conventional method in which companies 
mark up the entire cost of production to determine product prices. According to Smith and 

 
1  Sharma, A., Verma, K., & Malhotra, S. (2022). Impact of GST and Tax Policies on Automobile Pricing in India. Indian Economic 

Journal, 36(3), 145-170. 
2  Bose, A., & Mukhopadhyay, S. (2023). Technological Disruptions and Pricing Strategies in India’s Two-Wheeler Industry. Indian 

Journal of Marketing, 47(3), 210-226. 
3  Choudhury, R., & Banerjee, P. (2023). Supply Chain Constraints and Pricing in the Indian Automobile Sector. International Journal of 

Business Research, 19(1), 33-55. 
4  Mehta, D. (2021). Pricing Strategies and Market Leadership: A Study of Hero MotoCorp. Asia-Pacific Business Review, 28(2), 134-

150. 
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Nagle (2020)1, this strategy guarantees a set profit margin and cost recovery. In the automotive 
industry, this theory is widely applied, particularly by Hero MotoCorp, which produces affordable 
motorcycles and sells them at competitive prices while still turning a profit. Crucial Components:  

▪ Cost-Plus Pricing: Price is determined by adding a fixed percentage (markup) to the 
production cost.  

▪ Break-Even Analysis: Determines the minimum price at which a company covers its costs.  

• Perceived Value Pricing Theory: Perceived value price, according to Monroe (2003), is 
determined by the customer's estimation of a product's value as opposed to its true cost. By 
presenting models like Activa and CB Shine as high-value goods with superior features and 
dependability at marginally higher costs, HMSI uses this tactic.  

▪ Crucial Components  

o Brand Positioning: Businesses rely their premium pricing on how consumers perceive 
their brand.  

o Product Differentiation: Higher pricing are justified by features, technology, and post-
purchase services.  

• Game Theory in Pricing Strategy: Game theory, developed by Von Neumann and 
Morgenstern (1944)2, is used to analyze competitive pricing decisions where companies 
anticipate competitors' actions. In the automobile sector, Hero MotoCorp and HMSI engage in 
strategic pricing, observing each other's price adjustments before setting their own.  

▪ Crucial Components 

o Nash Equilibrium: Both firms set optimal prices where neither gains an advantage by 
unilaterally changing their strategy.  

o Price War Prevention: Companies avoid excessive price reductions to maintain 
profitability.  

Pricing Models in the Automobile Industry 

• Penetration Pricing Model: Setting low starting costs in order to increase market share is 

known as penetration pricing. According to Kotler and Keller (2020)3, this model works well in 

markets like India that are sensitive to price. Hero MotoCorp regularly use this strategy to draw 
in new customers with their entry-level motorcycles. Hero HF Deluxe, for instance, was first 
offered at a reduced price to gain market share before progressively raising the price.  

• Price Skimming Model: Price skimming establishes premium products at high initial prices 

before progressively reducing them. According to Rao and Shankar (2021)4, HMSI uses this 

tactic for expensive products like the Honda CBR line. For instance, Honda initially charged a 
premium price for the CBR 650R but then lowered it as competition grew.  

• Dynamic Pricing Model: Dynamic pricing enables businesses to modify prices in response to 

competition, production costs, and market demand. According to Grewal and Levy (2022)5, this 

model is helpful in markets that are prone to volatility. For instance, HMSI modifies prices in 
response to changes in gasoline prices and governmental taxation regulations.  

• Model of Bundle Pricing: Businesses that use the bundle pricing model provide a number of 

goods and services at a single, reduced price. According to Bhasin (2021)6, bundling improves 

the sense of value among customers. Hero MotoCorp, for instance, attracts customers by 
providing service packages and extras with specific models.  

 

 
1  Smith, T., & Nagle, T. (2020). The Strategy and Tactics of Pricing. Routledge. 
2  Von Neumann, J., & Morgenstern, O. (1944). Theory of Games and Economic Behavior. Princeton University Press. 
3  Kotler, P., & Keller, K. L. (2020). Op.Cit 
4  Rao, A., & Shankar, P. (2021). Price Skimming Strategies in the Indian Automobile Sector. Journal of Business and Marketing, 

10(1), 90-107. 
5  Grewal, D., & Levy, M. (2022). Marketing Strategy: Pricing and Competitive Positioning. Pearson Education. 
6  Bhasin, H. (2021). Op.cit 
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Factors Influencing Pricing Strategy in the Indian Two-Wheeler Industry 

• Consumer Behavior and Price Sensitivity 

• Taxation and Government Regulations  

• Economic Conditions and Inflation 

• Competition and Market Positioning 

Data Analysis of Pricing Strategy of Hero MotoCorp and Honda Motorcycle & Scooter India (HMSI) 

Introduction 

 Hero MotoCorp and Honda Motorcycle & Scooter India's (HMSI) pricing policies are empirically 
analyzed in this chapter. Using secondary data sources such as industry reports, business financial 
statements, and market research journals, the study looks at their price trends, competitive positioning, 
and market strategies. The study sheds light on how pricing policies affect market share, customer 
behavior, and general competitiveness in the Indian two-wheeler sector. 

Research Methodology 

 The study uses market trends, industry journals, and business reports as part of its secondary 
data analysis methodology. Among the data sources are:  

• Financial Reports (Hero MotoCorp & HMSI Annual Reports)  

• Market reports from the Indian Automobile Manufacturers' Association, ACMA, and SIAM  

• Comparisons of prices (both online and offline)  

• Consumer surveys, which provide information from published studies on consumer preferences.  

Sources of Data Collection  

• Hero MotoCorp's 2020–2024 Annual Reports  

• The 2020–2024 HMSI Annual Reports  

• Industry Reports from the Society of Indian Automobile Manufacturers (SIAM)  

• Autocar India, BikeDekho, and Overdrive's Automobile Price Index Reports 

• Research on consumer behavior from the Indian Journal of Marketing  

Data Analysis Techniques 

The study analyzes price patterns using descriptive statistics.  

• A comparative study comparing the pricing practices of Hero MotoCorp and HMSI.  

• The use of correlation analysis to examine the connection between market share and pricing.  

Pricing Trends of Hero MotoCorp and HMSI 

• Price Trends Over the Last Five Years 

A comparative analysis of pricing trends between Hero MotoCorp and HMSI over the last five 
years is presented in Table 1. 

Year 
Hero MotoCorp 
(Avg. Price in ₹) 

HMSI  
(Avg. Price in ₹) 

% Increase (Hero 
MotoCorp) 

% Increase (HMSI) 

2020 52,000 55,000 - - 

2021 55,500 58,200 6.73% 5.82% 

2022 58,800 61,500 5.95% 5.67% 

2023 62,500 65,300 6.29% 6.18% 

2024 67,000 69,700 7.2% 6.74% 
 

Findings 

▪ Over time, both businesses have raised their pricing in response to market demand, 
inflation, and input costs.  

▪ In keeping with its premium brand profile, HMSI continues to charge a little more than Hero 
MotoCorp.  

▪ Both businesses raise prices at a rate of about 5–7% a year, which is consistent with 
industry trends.  



Dr. Amar Kumar Choudhary & Sneha Melgandi: Pricing Strategies of Indian Automobile Industry to..... 187 

• Pricing Across Different Motorcycle Segments 

The pricing strategies differ across commuter, premium, and scooter segments, as shown in 
Table 2. 

Segment Hero MotoCorp (₹) HMSI (₹) Pricing Strategy 

Entry-Level (100-125cc) 60,000 - 75,000 65,000 - 80,000 
Cost-Based (Hero), 
Market-Based (HMSI) 

Mid-Segment (125-160cc) 80,000 - 1,10,000 85,000 - 1,20,000 Competitive Pricing 

Premium Bikes (200cc+) 1,20,000 - 1,80,000 1,30,000 - 2,00,000 
Value-Based (HMSI), 
Cost-Based (Hero) 

Scooters 70,000 - 95,000 75,000 - 1,05,000 
Premium Pricing 
(HMSI) 

 

Findings 

▪ Hero MotoCorp makes entry-level motorcycles accessible by concentrating on cost-based 
pricing.  

▪ Premium pricing is seen in the scooter industry, where HMSI dominates with the Activa 
series. 

▪ HMSI uses a market-based pricing strategy, putting its goods marginally above Hero 
MotoCorp.  

Impact of Pricing Strategy on Market Share 

• Market Share Comparison (2020–2024) 

The relationship between pricing strategy and market share is presented in Table 4.3. 

Year Hero MotoCorp Market Share (%) HMSI Market Share (%) 

2020 37.5% 26.8% 

2021 36.8% 27.2% 

2022 36.1% 28.0% 

2023 35.5% 28.8% 

2024 34.9% 29.5% 
 

Findings 

▪ Hero MotoCorp continues to hold a larger market share, however it has gradually 
decreased.  

▪ HMSI progressively increases its market share because of its premium pricing and 
reputation.  

▪ These changes are influenced by competitive pricing tactics, especially in the mid-segment 
market.  

Consumer Perception of Pricing Strategies 

 A consumer survey was conducted (data from secondary sources) to analyze how pricing 
affects purchase decisions. The results are shown in Table 4.4. 

Factor Hero MotoCorp (%) HMSI (%) 

Price Sensitivity 82% 67% 

Brand Loyalty 70% 78% 

Perceived Quality 65% 80% 

After-Sales Service Satisfaction 72% 76% 
 

Findings 

▪ Hero MotoCorp customers exhibit greater price sensitivity, suggesting that affordability 
influences purchases;  

▪ HMSI customers exhibit greater brand loyalty and perceived quality, bolstering its premium 
pricing strategy.  

Challenges and Future Pricing Strategies 

• Challenges in Pricing Strategy 

▪ Raw Material Cost Fluctuations: Pricing decisions are impacted by rising input costs. 
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▪ Government Policies: Price-setting is influenced by GST modifications and electric vehicle 
subsidies.  

▪ Consumer Shifts: Pricing tactics are under pressure from the growing demand for electric 
two-wheelers.  

• Future Pricing Trends 

▪ Using dynamic pricing, which modifies prices in response to current demand. 

▪ A greater emphasis on electric vehicles (EVs) and competitive pricing in this market.  

▪ Tailored Pricing Models (bike leasing with subscription-based pricing).  

Conclusion 

Hero MotoCorp and HMSI's pricing strategies were examined in this chapter, with an emphasis 
on important trends, pricing models, and how these affected market share. Hero MotoCorp dominates the 
budget market with its cost-based pricing strategy, whereas HMSI positions itself as a premium brand 
with its value-based approach. According to the study, pricing choices have a big impact on market 
share, customer perception, and the viability of businesses.  

Findings, and Suggestions 

Introduction 

 The findings from the analysis of Hero MotoCorp's and Honda Motorcycle & Scooter India's 
(HMSI) pricing strategies are presented in this chapter. The research's main conclusions are summed up 
in the findings, which emphasize how pricing affects market competitiveness. In order to keep a 
competitive edge in the Indian two-wheeler market, the chapter also offers suggestions for improving 
pricing tactics. 

Summary of Key Findings 

Based on the analysis conducted in previous chapters, the study identifies several crucial 
findings: 

• Pricing Trends in the Indian Two-Wheeler Industry 

▪ Inflation, raw material costs, and governmental rules like GST and emission standards all 
have an impact on Hero MotoCorp's and HMSI's pricing strategy.  

▪ In order to combat cost challenges and preserve profitability, both businesses have raised 
their pricing over time, averaging a 5-7% annual increase.  

▪ Hero MotoCorp has a cost-based pricing approach to maintain its dominance in the budget 
market, while HMSI has embraced a premium pricing model.  

• Comparative Pricing Strategies of Hero MotoCorp and HMSI 

▪ Hero MotoCorp 

o Adopts a cost-plus pricing model, guaranteeing middle-class customers can afford it. 

o Concentrates on low-profit, high-volume models for the entry-level and commuter markets.  

o Hero MotoCorp has maintained its market leadership by competitive pricing, but this hasn't 
stopped a slow erosion in market share.  

▪ HMSI 

o Uses a value-based pricing approach that prioritizes high quality and brand image.  

o Uses its strong brand image to dominate the premium motorbike and scooter markets. 

o HMSI is a chosen option for high-end clients because of its advanced features, design, and 
fuel efficiency, which justify its higher pricing.  

• Impact of Pricing on Market Share 

▪ Hero MotoCorp has a greater market share, although it has seen a drop from 37.5% in 
2020 to 34.9% in 2024, in part because of heightened competition and changing consumer 
tastes.  

▪ From 26.8% in 2020 to 29.5% in 2024, HMSI's market share has grown steadily as a result 
of its high-end product offerings and good reputation.  
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▪ Hero MotoCorp clients continue to be highly sensitive to price, whereas HMSI customers 
place a higher value on quality and brand image.  

• Challenges in Pricing Strategy Implementation 

▪ Changing Raw Material Costs: Increasing prices for semiconductors, steel, and aluminum 
have an effect on pricing decisions.  

▪ Government Regulations: Pricing models are impacted by adherence to BS-VI standards 
and prospective EV legislation.  

▪ Competitive Pressure: As a result of increased market competition brought about by the 
entry of new companies like Ola Electric and Revolt Motors, established manufacturers are 
being forced to modify their pricing policies.  

Suggestions for Pricing Strategy Optimization 

• Recommendations for Hero MotoCorp 

▪ Diversification into Premium Segments: To draw in affluent customers, Hero MotoCorp 
should expand its line of premium bikes. Brand repositioning and competitive pricing can 
increase its visibility in the 200cc+ market.  

▪ Value-Added Pricing for High-End Models: Use a tiered pricing structure that charges a 
little more for extra features. Pay attention to differentiation driven by technology, such as 
hybrid engines and connected car technology.  

▪ Subscription-Based and EMI Financing Models: Offering affordable EMI plans or flexible 
payment options, such as bike leasing, can draw in younger customers.  
Sales can be increased by working with financial institutions to offer zero-down payment 
plans.  

• Recommendations for HMSI 

▪ Balancing Premium Pricing with Cost Sensitivity: Despite HMSI's luxury brand image, 
providing more reasonably priced options for commuters may help attract budget-conscious 
consumers. Offering bundled offerings (insurance + service advantages) or temporary 
discounts can draw in more clients.  

▪ Competitive Pricing in the Electric Two-Wheeler Segment: To keep its market share as 
EV usage increases, HMSI needs to create electric scooters and motorbikes that are 
reasonably priced. To provide competitive pricing against new EV companies, government 
incentives for EVs should be utilized.  

▪ Extension of Rural Market Strategy: Although HMSI excels in urban markets, sales can 
be increased in rural areas by expanding dealership presence and offering more 
inexpensive financing options. Introducing a low-cost scooter variant tailored for rural 
consumers may enhance market penetration. 

Future Research Scope 

The traditional two-wheeler pricing tactics in India are the main topic of this study. Future studies 
could look into:  

• Pricing Strategies for Electric Vehicles: Researching how Hero MotoCorp and HMSI modify their 
prices for EV cars.  

• Dynamic Pricing Models: Analyzing AI-powered pricing plans that take into account current 
demand.  

• Government Policy Impact on Pricing: Examining the effects of new tax laws, subsidies, and 
pollution standards on market patterns in prices.  

Conclusion 

Hero MotoCorp and HMSI's market stance in the Indian two-wheeler industry has been 
significantly shaped by their pricing policies. HMSI has used value-based pricing to increase its market 
share, whereas Hero MotoCorp has effectively maintained its leadership through cost-based pricing. Both 
businesses must, however, adjust to shifting consumer tastes, heightened competition, and the growth of 
electric vehicles. They may maintain their competitive edge and guarantee long-term market success by 
refining their pricing strategy and implementing creative tactics. 
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