Product
A product is anything that can be offered to a market to satisfy a want or need.

Products that are marketed include physical goods, services, experiences, events, persons, places, properties, organizations, information and ideas.

Product Classification

1. Durability and Tangibility:

· Non durable goods
· Durable goods
· Services
2. Consumer goods classification:

· Convenience goods:
· Staple goods

· Impulse goods
· Emergency goods
· Shopping goods: 

· Homogenous shopping goods

· Heterogeneous shopping goods
· Specialty goods
· Unsought goods
3. Industrial goods classification:

· Materials and parts:
· Raw materials fall into two major classes:
· Farm products (e.g. wheat, cotton, livestock, fruits and vegetables).

· Natural products (e.g. fresh crude petroleum, iron core).

· Manufactured materials and parts fall into two categories:

· Component materials (iron, yarn, cement).
· Component parts (small motors, tires).
· Capital items:

Capital items are long-lasting goods that facilitate developing or managing the finished product

· Installation consists of buildings (factories, offices).

· Equipment consists of generators, drill presses, mainframe computers.

The Concept of the Product Life Cycle

A product has life cycle is to assert four things:

1. Products have a limited life.
2. Product sales pass through distinct stage, each posing different challenges, opportunities, and problems to the seller.
3. Profits rise and fall at different stages of the product life cycle.

4. Products require different marketing, financial, manufacturing, purchasing, and human resource strategies in each stage of their life cycle.

Product Life Cycle

Most product life-cycle curves are portrayed as bell-shaped. This curve is typically divided into four stages:

1. Introduction: 

A period of slow sales growth as the product is introduced in the market. Profits are non existent in this stage because of the heavy expenses incurred with product introduction.
2. Growth: 

A period of rapid market acceptance and substantial profit improvement.

3. Maturity: 

A period of showdown in sales growth because the product has achieved acceptance by most potential buyers. Profits stabilize or decline because of increased competition.

4. Decline: 

The period when sales show a downward drift and profits erode.













