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- Explain the offering concept and offering mix portfolio
+ Describe how the marketing monager modifies the offering
mix.
+ Identify and describe the stoges in the new offering
development process,
- Identify and describe the stages in the product life cycle
_ + Explain the types of positioning strotegies.
+ Define the concepts of brand and brand equity.
-+ Describe how brand equity is created as well s its value to

organiz ations.
— - Explain the types of branding and brand growth strategies.




Objectives

- Explain the offering concept and offering mix portfolio

- Describe how the marketing manager modifies the offering
mix.

- ldentify and describe the stages in the new offering
development process.

- Identify and describe the stages in the product life cycle

- Explain the types of positioning strategies.

- Define the concepts of brand and brand equity.

- Describe how brand equity is created as well as its value to
organizations.

- Explain the types of branding and brand growth strategies.




Offering Strategy
Framework

- The profitability of an organization depends on its product or
service and the strength of its brand. With that marketers
face three offering-related strategy decisions:
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The Offering Concept ’

- An offering consists of the benefits or satisfaction provided to
target markets by an organization.
« It consists of:
« Tangible product/service- a physical entity.
+ Brand names.
et TheCaseSolutions.com
+ Other features.
- Warranties/ guarantees.
- Related services (delivery, setup, ect).
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‘ The Offering Mix The Offering Mix
- E E—

Offering mix cepends on the:
Offering M Partfolio- The tatality of dn
organizotions offerings i known os its product
of service.
Praduct Lines- Graups af of erings similar in
tarms of usage, buvers morketed tw, or
technical charackeristics.
Product thems- @ specific pracct or senvice
noted by o brond, size, or price.

The Offering Mix

i
Offering mix decisions concem the:
Wikdtth- Number of offering lines.

Depth- Hurnber of items in each lins.
Consistency- The extent to which afferings

sotisfy similor needs, oppeol to similor buyer
Em”Fs' ar use similar technalogjes




Offering Mix Modification
Strategy Decisions

Adding to the
Offering Mix

New Offering
Development

Erdirg
Line

Additions to the offering
Mix

the Offering

+ Additions to the offering mix take form in: Single
Dffering ond Entire Line.
+ Questions to ask when considering new offerings:
- Consistency: How consistent is the new offering
with existing offerings?
= Resources: Does the arganization have the
resources to introduce ond sustoin the offerings.
- Market: Is there o vioble market for the offering?

Harvesting
the Offering

Eliminating
the Offering

Consistency

Market

+ Consider demand

interrelationships |offering - Corsider whether o merket st

L = Consider whether the mew offerings his o
subspmi.:es or com plements}- The ‘ R relute ovantage aver competite offerings
cannibalization effect. esources b grice corsurmers ore wiling o able ta

+ Consider the degree to which the
new offering fits the
argonizations existing selling and
distribution strategies,

Py
= Consider if there is o distinct buwer group or
segrent for which no present offering is
watisfeclary,

« Consider the organizations
finoncial strengths.

« Consider the speed and
magnitude of the competitive
response.

« Consider the market growth




