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	Product and Services Life Cycle - Policy
Owner/ Department: Sales & Marketing Department



	Brief
	The concept of this policy is to concern the life of the product and services in the current market with respect to its costs and sales measures.

	Purpose
	To review, improve the quality, identify potential sales opportunities and reduce prototype costs of the product and services.

	Persons Affected
	All departments in KSA / IBU

	Procedure:
	Product life cycle (PLC) is the progression of product or service through four stages on the market. The four stages of PLC are;
· Introduction Stage: At the Introduction stage the product comes to the market and the business looks to get on the sales ladder by:
· Establishing branding and assuring the market of the quality of the new product.
· An initial low pricing policy to get into the market, though with little competition, price may be high initially to recover development costs.
· Selection of a distribution model to get the product onto the market.
· Promotion of the product through aiming it at specific target groups such as online forums and Social Media.
· Growth Stage: This will look to take developments at the introduction stage up to another level by:
· Maintaining the quality of the product / Service and adding any extra services or support that becomes obvious during introduction.
· Keeping the price at a good level to maintain sales growth.
· Marketing campaigns aimed at a broader audience and at growing market share for the product.
· Maturity Stage: Maturity is the next stage of the life cycle. The business deals with this by;
· Adding features that will make the product and services differ from the unavoidable competitors that enters the market.
· Cutting price to counter competition.
· Revising distribution channels and using incentives to encourage stores to stock the original product in preference to newcomers.
· New promotions that aim to show differences between products and service.
· Decline Stage: When the Decline happens these to be considered;
· Keeping the product / service in the market but adding or removing features or finding new uses for it.
· Reducing costs keeping it just for a niche segment of the market.
· Discontinuing the product / service or selling the rights to another company.

	General
	· Any exception to this policy must be approved by the Director, Sales & Marketing Department
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