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Business sell
pR—
products
A product can either
a good or service
focus on the tangible aspects of its
products, such as using high-quality
materials
Tangible, Intangible
emphasize the intangible aspects of
Understanding their products, such as excellent
Product and Industry | customer service
- Product
Price is determined
by Marketing
Pricing Strategies Targeted group
Business are working
on reducing cost as —-lBecause of "———Icompetition"
per market price
Have Certain - - -
Characteristics Features that deliver Cumulative is an important
Product Features satisfaction —| experience from [—— component of
purchase to end product feature
To maintain a
competitive edge in - N
the face of increased Product Centric }_ D"V'a':f ;3;?:;?'"‘1
competition, Approach activities
Entity should be aware of the
life cycle of their products
and plan for reinvention or
replacement accordingly.

Product life cycle
managment can introduce new product
lines or upgrade existing ones
to keep up with changing
customer preferences and
market trends.

Important for
strategic choice

- Sales
I Product Life Cycle " Relationship between

Time

"S" shaped curve

Sales W%
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lack of awareness on
the part of
customers

Slow sales growth

—

|

-! Growth

Stages of Product -
A product passes
through 4 successive
stages

Same stage wise
analysis can be used
for businesses

Competition is
negligible

Introduction

Price is high

[A——

Market is limited ]

demand expands
rapidly,

prices fall,

competition
increases,

and market expands

. Rapid market
acceptance.

—

slowdown in the
growth rate

competition gets
tough

-lMaturity Market - Stabilises ]

Profits - down

‘ due to stiff
Competition

organizations have
to work to maintain
stability.

Sales and Profit ]——IFall down sharply

—

New Product
replaces the existing

Decline

(Dectine]

—

Diversification

Strategies

Retrenchment
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Advantage of PLC

—

diagnose a portfolio
of products (or
businesses)

in order to establish

the stage at which
each of them exists.

Business in

expansion may be a

Introductory and

growth phases

feasible alternative

etc.

- may be used as In this way, a
Depending on the sources of cash for balanced portfolio
diagnosis, investment in other of businesses may
- app_ropna.te businesses which be built up by
strategic choice can need resources. exercising a
be made. strategic choice
combination of based on the PLC
strategies like concept.
Declining Business “—- hz(:\l/:(;?i\:\ Z
retrenchment,
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which explains the

' akintoa learhing ] efficiency increase
cUrye gained by workers
through repetitive

productive work.

as a firm
accumulates
experience in terms
of a cumulative
volume of production

1

Based on ” I - -
Phenomenon unit costs decline

larger firms in an industry

r \ : thereby gaining a
l - N I would tend to have lower unit e
Experience Curve Implication Il—— costs as compared to those competitive cost

for smaller companies, advantage.

we learn as we grow

Learning Effects

L—

Economies of Scale

hl results from ‘variety of factors -
) e Product redesign

Technological
improvements
considered a barrier for new firms I‘

Relevant for contemplating entry in an industry
different areas of SM used to build market share and discourage “

[

competition
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Commulative Production in units

Cost Per Unit




