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The research aimed to find out the differences of selling price of product through
the Target Pricing and Cost-Plus Pricing approach in achieving the expectation
profit in cake store around the Gorontalo city. Population of research was cake
stores in Gorontalo city with sample amounted to 4 cake stores. Data of research
was primary data which was gained from question sheets and directly interview.
The analysis method used independent t-test.

The result showed that marketing selling price was different with the theoretical.
The determined selling price was 20% of marketing selling price by using Cost-
Plus pricing method while 10% by using Target Pricing method.
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