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2. PRODUCT DEMAND

3. PRICE ELASTICITY

4. COSTS

Marketing

1. How are we going to promote the product?  2 Strategies:










2.  How are you going to Price your Products?

Skimming – 

Penetration – 

Operations

DIST PTS 
· Based on your channels of distrib.

B. Be careful of channel conflict

.

         

     NODES/CHANNEL

          Why do retailers cost more?


          

    PRODUCTION:  

· MASS PRODUCE  Ex. 

· CUSTOMIZE          Ex.  

· MASS CUSTOM (JIT)  Ex.  







Finance

CASH FLOW CYCLE



BE QTY

         BEV = 
· 3 ASSUMPTIONS OF BREAK EVEN ANALYSIS

· FC NEVER CHANGE
· 













