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Product life cycle 
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The Product and Product Mix 

Potential customers judge product 
offerings according to three 
elements: 
¡  Product features and quality 
¡  Services mix and quality 
¡  Value-based prices 

¡  Core benefit 
¡  Basic product 
¡  Expected product 
¡  Augmented product 
¡  Potential product 

The customer value hierarchy 
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Customer-Based Approaches:  

¡ Customer choices – What brand would 
you buy if your favorite was unavailable?  

¡  Application associations – What 
applications? 

¡  What brands for each application?  

¡  What product substitutes?  

Competitor 
Identification  

Competitor 
Identification  

Strategic groups 

¡  Pursue similar competitive strategies  

¡  Have similar characteristics 

¡  Have similar assets and competencies  
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Competitive Advantage 

An advantage  over competitors gained 
by offering consumers greater  value 
than  competitors offer. 

Competitive Analysis 
The process of identifying key 
competitors; assessing their objectives, 
strategies, strengths and weaknesses, 
and reaction patterns; and selecting 
which competitors to attack or avoid 

¡  People	
  donʼ’t	
  buy	
  “things”;	
  they	
  
buy	
  a	
  result,	
  solu)on,	
  or	
  benefit	
  

¡  People	
  donʼ’t	
  buy	
  products,	
  
services,	
  companies,	
  or	
  people-­‐-­‐
they	
  buy	
  beliefs	
  and	
  percep)ons	
  
backed	
  up	
  by	
  evidence	
  

Crea)ng	
  a	
  U
SP	
  

•  It begins by answering a few 
questions: 
– Who is your target market or 

buyer? 
– What do they want or need? 
– Why do they want it? 
– How and why can you give it to 

them better than anyone else? 

Crea)ng	
  a	
  U
SP	
  

World’s Most Expensive fruits 

Elements for Creating a USP: 
– Geography 
– Pricing 
– Selection 
– Quality 
– Service 
– Delivery Time 
– Expertise 
– Size 
– Details  Cr
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Key	
  elements	
  of	
  an	
  
effec&ve	
  USP:	
  
ü  Clearly	
  Stated	
  Benefit	
  
ü  Dis&nguishing	
  From	
  

Compe&tors	
  
ü  Quan&&es/Quali&es	
  
ü  Sets	
  Criteria	
  for	
  Buyers	
  
ü  Educates/Dis&nguishes	
  
ü  Brief	
  

HOW	
  TO	
  CREATE	
  PACKAGE	
  

1.  Which	
  market	
  segment	
  is	
  my	
  
package	
  going	
  to	
  go	
  aPer?	
  

2.  What	
  are	
  the	
  needs	
  of	
  that	
  market	
  
segment?	
  

3.   Where	
  do	
  I	
  go	
  to	
  reach	
  that	
  market	
  
segment?	
  

4.  What	
  kind	
  of	
  pricing	
  structure	
  will	
  
that	
  segment	
  respond	
  to?	
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Next Week’s assignment 

Chapter 3 PRICING STRATEGY 
Revision on Product strategy 

3.1 Room rates from 2013-2015 

3.2 Average room rates 2013-2015 

3.3 Package pricing  

- Within 2016 Hotel X will offer USD XXX for 
X,Y,Z type of room, USD YYY for ABC 
Package 

Please	
  send	
  assignment	
  to:	
  sastri.stpbali@gmail.com	
  

Subject:	
  TugasPHO(Pricing	
  Strategy)_ADHXsmtY_Nama	
  
Kelompok_NamaHotel	
  	
  


