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Abstract:

This study aims to design a comprehensive model for developing effective price increase statements in Iran’s ready-mix
concrete industry under inflationary conditions. A qualitative research design based on grounded theory was employed. Data
were collected from two sources: (1) qualitative content analysis of 40 price increase statements issued by companies in
several sectors (particularly the concrete industry), and (2) semi-structured interviews with 15 industry experts, including
senior managers, marketing specialists, and economic analysts. Data were coded and analyzed using MaxQDA 2022. Sixty
initial conceptual codes were extracted and then categorized into 10 axial codes and finally 8 main categories. Credibility was
ensured through data triangulation, participant validation, and theoretical saturation. The results indicated that price
increases in the ready-mix concrete industry represent a complex and multidimensional phenomenon influenced by
economic, communicational, and managerial factors. The three core categories with the highest frequencies were: cost
pressures (rising raw material, energy, and labor costs), macroeconomic conditions (inflation and currency fluctuations), and
communication strategies (transparency, tone, and responsiveness). Complementary categories included quality and
innovation, risk management, customer and market concerns, environmental pressures, and market competitiveness.
Findings highlight that acceptance of price increases depends not only on economic justification but also on how the message
is communicated and perceived by customers. The study proposes a conceptual model demonstrating that effective price
increase statements require integrating three key dimensions: economic rationality, transparent communication, and long-
term strategic orientation. The model serves as a practical guide for managers to design messages that are simultaneously
fair, transparent, and value-driven, ultimately reducing customer resistance and strengthening relationships during
inflationary periods.
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Extended Abstract

Introduction

Pricing decisions are among the most complex and strategic managerial choices in any organization because they directly
affect profitability, competitiveness, and long-term customer relationships (Hinterhuber, 2023). In inflationary and unstable
economic environments, price management becomes even more critical —especially in industries that rely heavily on volatile
inputs such as raw materials, labor, energy, and transportation costs (Nrmca, 2023). The ready-mix concrete industry in Iran
exemplifies this complexity: production costs are persistently rising, while competitive pressure and customer price sensitivity
limit the ability of firms to adjust prices freely (Ahmadi et al., 2020).

In such contexts, pricing is not merely an economic decision but also a communicative act that shapes perceptions of
fairness, trust, and legitimacy among customers. Empirical evidence suggests that how companies announce and justify price
increases is often more influential in determining customer acceptance than the size of the price increase itself (Smith &
Johnson, 2020). According to consumer behavior frameworks, perceived price fairness—rooted in distributive and procedural
justice—is a crucial determinant of customer reactions to price changes (Solomon, 2018). This is particularly true in business-
to-business (B2B) markets, such as the construction supply chain, where long-term partnerships and trust form the
foundation of market relations (Nazari et al., 2023).

Global studies have increasingly focused on the importance of transparent communication strategies in managing
customer perceptions during inflationary periods (Dominique-Ferreira & Antunes, 2020). For instance, research conducted in
Europe shows that companies that provide detailed explanations of their cost structures and macroeconomic challenges
experience significantly less customer resistance to price adjustments (European Construction, 2022). In parallel, the Global
Concrete Institute highlights that price transparency and proactive communication reduce the likelihood of losing B2B clients
in highly competitive markets (Global Concrete, 2021).

However, most Iranian research in this field has concentrated primarily on the economic and technical dimensions of
pricing, neglecting its behavioral and communicative aspects. For example, (Hosseini & Rezaei, 2022) and (Rezaei & Hosseini,
2021) documented the inflationary impact on the construction industry but did not explore the communicative mechanisms
through which companies can mitigate customer resistance. Similarly, (Eslami & Mardasi, 2022) and (Mohammadi & Karimi,
2019) discussed pricing challenges but focused exclusively on cost-based analysis without addressing perception
management or customer trust.

In recent years, studies in strategic marketing and behavioral economics have underscored that customers are more willing
to accept price increases when they are framed as necessary for maintaining quality, ensuring sustainability, or supporting
innovation (Mehta, 2024). The environmental and social dimensions of corporate responsibility can transform an otherwise
negative message (price increase) into an opportunity to demonstrate corporate transparency and ethical commitment
(Sobuz et al., 2024). Such findings align with modern views of value-based pricing, where the focus shifts from cost recovery
to value creation and customer empathy (Hinterhuber, 2023).

Furthermore, technological advancements have reshaped pricing strategies in the modern industrial context. Machine
learning and dynamic pricing models allow firms to monitor real-time market behavior, forecast demand fluctuations, and
design optimal pricing communications (Mousavi Rowshan & Moghadam Ziyabari, 2023). Yet, in Iran’s B2B sectors, especially

in construction materials, the application of data-driven pricing communication remains underdeveloped. Research by
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(Sayyadi & Anvaripour, 2023) emphasized that integrating fuzzy system modeling with strategic pricing improves adaptability
in turbulent markets.

The ready-mix concrete industry’s sensitivity to inflationary shocks has also been confirmed in multiple global reports. The
Portland Cement Association found that price volatility in cement, energy, and logistics substantially reduces profit margins
in the construction value chain (Portland Cement, 2022). Likewise, (Adesi et al., 2023) demonstrated that in professional
service sectors exposed to inflation, transparent justification of pricing decisions fosters customer understanding and
preserves long-term relationships.

Despite these insights, there remains a critical gap in understanding how Iranian companies can structure price increase
statements to balance economic justification with customer empathy. Most notably, the absence of a unified framework
combining economic, behavioral, and communicative dimensions of price adjustment leaves both scholars and practitioners
without clear guidance. This study, therefore, aims to fill this gap by designing a model that identifies and categorizes the
behavioral and economic factors influencing the acceptance of price increase statements in Iran’s ready-mix concrete
industry. The model integrates distributive justice theory and communication strategy frameworks to propose a context-
specific guide for inflationary environments.

Methods and Materials

This research adopted a qualitative design grounded in Grounded Theory methodology to capture the multifaceted nature
of price increase communication. The study proceeded in three complementary stages.

In the first stage, a content analysis was conducted on 40 real-world price increase statements issued by companies
operating in various industrial sectors, including construction, steel, and ready-mix concrete. The documents were collected
from corporate websites, press releases, and annual reports between 2023 and 2024.

In the second stage, semi-structured interviews were held with 15 experts, including senior managers, marketing directors,
and economists specializing in the construction materials industry. The interviews aimed to explore the rationale, structure,
and language used in price increase statements and the perceived reactions from clients.

Data were coded and analyzed using MAXQDA 2022. The process followed the classic three-step coding sequence of open,
axial, and selective coding. In total, 60 initial conceptual codes were extracted from the content analysis and interviews. These
were grouped into 10 axial codes and ultimately condensed into 8 main categories. Triangulation of data sources, participant
validation, and theoretical saturation were applied to ensure reliability and validity.

Findings

The qualitative analysis revealed that the phenomenon of price increase in the ready-mix concrete industry is
multidimensional, involving complex interactions between economic pressures, macroeconomic context, and communication
strategies.

Three core categories emerged as the most frequent and influential factors shaping the acceptance of price increases:

1. Cost Pressures — This included escalating costs of raw materials, labor, logistics, and energy, representing the most
cited cause for price increases across all analyzed statements.
2. Macroeconomic Conditions — Inflation, currency fluctuations, and government fiscal policies were found to have

direct and pervasive impacts on pricing decisions.
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3. Communication Strategies — The tone, transparency, and structure of price increase announcements significantly
influenced how customers perceived and accepted the adjustments.

Additional complementary categories included Quality and Innovation, Risk Management, Customer Concerns,
Environmental Pressures, and Market Competition. These categories highlighted how companies attempted to frame price
increases not just as a cost-based necessity but as part of a broader strategy for long-term value creation.

Statistical frequency analysis indicated that “cost pressures” were mentioned in 95% of the analyzed statements, followed
by “macroeconomic conditions” (75%) and “communication strategies” (70%). The remaining categories, while less frequent,
were conceptually important as mediating factors influencing customer acceptance.

The analysis further revealed that companies using transparent and empathetic communication —emphasizing fairness,
shared challenges, and quality assurance—experienced greater customer tolerance compared to those employing technical
or purely financial justifications.

Finally, the theoretical model synthesized from the data illustrates that economic logic, transparent communication, and
strategic empathy are the three essential pillars for effective price increase statements.

Discussion and Conclusion

The results of this study indicate that managing price increases in the Iranian ready-mix concrete industry requires a
holistic approach that integrates economic justification with behavioral and communicative sensitivity. The dominance of
“cost pressures” as the main driver confirms previous findings that inflation, energy costs, and supply chain disruptions are
the principal determinants of price volatility in construction-related industries. However, beyond these tangible economic
factors, the study highlights that the success or failure of price adjustments is largely contingent upon how the message is
communicated to stakeholders.

Companies that openly shared detailed explanations of their cost structures and macroeconomic challenges were more
successful in maintaining customer trust. Transparent communication builds procedural justice, which strengthens
perceptions of fairness and mitigates resistance to price changes. In contrast, statements lacking transparency or empathy
were often perceived as opportunistic, leading to deteriorated customer relationships.

The second core factor—macroeconomic conditions—demonstrated that inflationary instability magnifies the
psychological sensitivity of customers to price changes. Under such conditions, companies cannot rely solely on cost-based
explanations; they must frame their messages in a way that connects with customers’ expectations of equity and mutual
respect.

The third and perhaps most strategic finding concerns the role of communication. The use of respectful, customer-
oriented, and data-supported language proved to be a decisive factor in determining acceptance levels. In practice,
companies that utilized visual aids, comparative charts, and references to industry benchmarks in their statements achieved
higher transparency and legitimacy. Furthermore, those that employed empathetic language (“we understand that this
adjustment may be challenging, but we remain committed to quality”) successfully humanized their communication and
reduced emotional resistance.

Complementary factors such as quality improvement, sustainability initiatives, and innovation served as value-adding

narratives that justified the price increase as a component of corporate responsibility rather than a profit-driven necessity.
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This reframing aligns with global trends in sustainable business practices, where ethical justification of price adjustments
strengthens long-term brand equity.

From a managerial perspective, the study provides a framework demonstrating that effective price increase management
is not limited to cost control but extends to strategic communication design. Integrating transparency, empathy, and strategic
justification creates a multidimensional message that both explains and legitimizes the decision.

At the theoretical level, this research bridges the gap between pricing economics and communication psychology. It
demonstrates that distributive and procedural justice theories, traditionally applied to consumer behavior, are equally
relevant to B2B industrial contexts. The findings confirm that fairness perceptions, when reinforced by credible
communication, can neutralize the negative connotations typically associated with price increases.

The proposed conceptual model offers practical implications for managers operating in inflationary markets. It suggests
that price increase statements should: (1) clearly present the cost structure and external factors prompting the change; (2)
adopt a tone of empathy and shared responsibility; and (3) reinforce long-term value creation by linking price adjustments
to quality, sustainability, and innovation.

In conclusion, the research underscores that in inflationary and competitive environments such as Iran’s ready-mix
concrete industry, the effectiveness of price increase communication depends on balancing economic logic with emotional
intelligence. Firms that master this balance can maintain profitability without sacrificing customer trust, turning price

adjustment from a reactive necessity into a proactive strategic tool.
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