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[bookmark: _Toc108241564]Introduction 
Management economics is the branch of study which tries to understand all of the decisions that meet in connection to the application of economic models (Eichner, 2019). It is important to understand this type of subject as it facilitates in improved decisions related to distribution, production, and consumption of goods. Throughout this analysis, Apple Inc, will be selected. This is a multinational electronic company that provides a wide range of premium quality goods. In this assessment, the newly launched Apple AirPods will be selected here in this assessment. Throughout this research, a description of the business, aspects of economics related to market an equilibrium, and price elasticity will be discussed. In this analysis, aspects relating to such products, luxury goods being accepted by individuals to show status, and much more will be discussed.
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In this research, Apple’s new headset is being considered which is because of the Apple AirPods. This is a premium line noise cancelling headphones set that is being provided to Apple consumers to provide them with a market option for the best quality headphones. The price of this product goes up words of 167 dollars (apple.com, 2022). This product is directly in the ecosystem of Apple and links with all of the devices that is provided by the business. The unique selling point of this product is the various types of colours in which the community comes. These are ranges from green, silver, red, blue, and more. In addition to this, this Apple AirPods has intuitive that lets it become responsive to a wide range of imports that is provided on it. This directly facilitates in customers to take advantage of the headset and use it for a variety of activities. Moreover, it has a big selling point for productivity as individuals are able to shut of any type of external noise and focus upon any task that they are performing.
The reason why the Apple AirPods has been selected is because this is a newly launched product by Apple and any of the products of this organisation has a unique standing in the electronic market against any of the competitors operating. A big factor for the selection of this product is the way in which the headset will inevitably sell more with its high price irrespective of the market conditions. It can be understood that since Apple has an extremely loyal customer base, the chances of the business owing south this new product is very unlikely. Since a surety around Apple products is so high, this product is being selected so that is simpler research and assessment process can be conducted here in this assessment. A seamless narrative can be created by going through with this product effectively. The reason for this product being selected also is that the Apple products are usually accepted by consumers very easily and this directly facilitates in acquiring data about the business and its products even at an early stage immensely easy as reactions of consumers and sales data can be acquired effectively.
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Market Equilibrium is usually a state in which the price of the product being provided and the demand of the consumers are meeting at a junction where both satisfy one another and optimal margin of sales and supply is both being provided as well. In order to achieve this, multiple factors are considered and evaluated and there is always an attempt to reach market equilibrium. Six factors will be analysed here in the case of Apple AirPods in order to create a seamless analysis:
Price of Substitutes: Through a market evaluation, it can be understood that against Apple’s AirPods, some of the products that are the closest to competing with the headset beings provided by Sony and Bose. These two organisations are the closest rival to Apple AirPods as their companies provide similar noise cancelling headphones for premium class consumers. However, these companies still have a lower price in comparison to Apple AirPods. Irrespective of these products are existing, Apple consumers are more likely to buy the AirPods of the organisation since it attaches status symbol with the consumer. However, for individuals who are looking for a budget focused option with similar types of specifications, the Bose and Sony headphones options are a direct choice that those consumers who do not have brand buyers can directly choose. This is important as it helps in providing different consumers with different products (Arnold et al., 2022).
Price of Complements: A wide range of compliment products are present in the market in the form of speakers, wired headphones, and much more in the market which competes against Apple’s AirPods. These types of products have extremely low prices and the range of brands that provide these types of products is immense as well. Starting from local brands to premium brands, all of the mentioned products are available with lower prices in the market. The existence of these types of products directly provides customers with a huge number of options from which they can choose any number of headphones which are less are required. In the case of Apple’s AirPods, the business focuses severely upon a wireless experience being provided to clients effectively. The existence of other products in a complimentary state does not affect the overall demand of Apple’s AirPods as the business is able to sell its AirPods to existing consumers on a perpetual basis who are dedicated towards the brand and its name (Salvatore, 2016).
Consumer Income: the income of the consumers for Apple’s AirPods products needs to be high. Apple as a brand with all of its commodities focuses upon consumers who are willing to pay the highest orders for the most premium experience that can be provided. This is a huge step that the organisation takes in order to make sure that the business is able to create a group of customers who are consistently focused upon achieving the highest margin of status with the premium most product being available in the market. This has directly facilitated Apple and its AirPods to make sure that customers who are already having different types of MacBooks, iPhone, and other Apple products are making a no-brainer choice and on the AirPods experience to their product line which is existing. Therefore, having a higher price for this headset is not a big factor that can decrease demand (Carbaugh, 2022).
Consumer tastes & preferences: The taste of consumers in the electronic market is always changing as new technologies are emerging. It is because of this that Apple has been in the forefront of creating new work products consistently which is helping the business to propel forward. The Apple AirPods is a hallmark in the headset range that the business has been offering till now as active noise cancelling feature has not been a major factor that the business have been selling before this. As the need for active noise cancellation in busy working environment is increasing, Apple has been able to transform its approach can be in alignment with the taste and preferences of the market and create the Apple AirPods in order to help people who are working from home or in office. This type of change is helping the organisation to increase its demand for the Apple AirPods effectively (Goldfarb and Tucker, 2019).
Consumer expectations of price: Customers of Apple look forward to the newly launched products of the business. As a result of this, the Apple AirPods has also seen a huge margin of demand for the product even before it had launched. Irrespective of the type of pricing that will be implemented, it was already anticipated that it would be a premium product that would have a high pricing strategy going for it. In accordance with such expectations, the 169 dollars had been attached to the product which has directly facilitated in creating an effective method to system through which it was easier for there to be a push being given towards not only selling the part but also the services that come with the community (Wessels, 2018). 
Demographics: In accordance with Apple sales previously, thousands of buyers all across the globe are present who are immensely likely to buy the products of the business. Presently, individuals between the age of 18 to 55 are all the target audience of the business as these are people who are working and have the highest likelihood of pie apples premium products for their personal or business use. Since the enterprise is focusing towards selling its noise cancelling feature, people in university level, a working-class level who are able to earn highly is being targeted as these are people that need this type of teacher to be able to stay protected effectively (Goodstein and Polasky, 2017).
Based on the entire analysis being conducted, it can be illustrated that in order for market equilibrium to be reached by Apple, the business should focus upon increasing the supply of the AirPods in the early stages of production. Putting focus upon satisfying the needs of consumers and helping in establishing for the word-of-mouth marketing is a focus strategy that the business can be putting emphasis upon. This is important in helping in creating equilibrium for the products of the business. As a result of this type of strategy being implemented, the likelihood of influence being created onto the market and making sure that demand will rise which will enable Apple to be able to propel much more supply is important. This can help in making it easier for there to be more sales being drawn in. Increased marketing can also facilitate in pushing products through new generations of the product being introduced into the market. In addition to this, in accordance with the taste and preferences and the feedback being provided, newer add-ons to the products of Apple can also be a feature on which focus can be given upon (Galbraith, 2017).
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Substitute Effects: through an analysis of the Apple AirPods, it can be underpinned that the products are certainly a luxury rather than a necessity for individuals. From the point of view of the consumer, it can be mentioned that being able to spend such a high price for headphones is not entirely required. Lower-priced options for noise cancelling earbuds as well as headphones are present in the market. Therefore, this type of commodity falls under the luxury category undoubtedly. However, individuals purchase Apple AirPods in order to use it as a signalling measure for themselves in social gatherings where they are static signalling amongst other people. This type of product operates as a means through which people are able to showcase how much wealth acquisition they have done and how better they are in a social hierarchy. Owing to this, this type of economical factor is a huge role in propelling individuals to have a better standing in an environment in which much more reputation is required for individuals (McEachern, 2016).
Through analysis of the elasticity factors that are operating for Apple AirPods, it can be understood that any changes to the prices of the product does not affect the margin of demand there will be for the product. Apple has a dedicated fan base of consumers who are buying the products of the business on a yearly basis at any price, this type of headset will undoubtedly be non-responsive to any price changes being present which will directly make it very inelastic and make it survive as long as the next product comes into the market. The chances of purchase of the product in thousands is immensely high in the present market and it can be highlighted that Apple has the chance of selling accessories with the headphone as well in addition to the main port AirPods. As a result of this, additional sleeves, cases for the product, and much more can be sold on a perpetual basis to make profits for the business (Van Kooten, 2020).
Through a pricing policy analysis, it can be highlighted that the business should be focused with a premium pricing strategy as this type of pricing is directly tied into the identity of Apple. However, emphasis upon improved focused differentiation strategy should be focused upon by Apple in the future as the business will be able to provide a higher level of customisation to the AirPods of the business and this will directly help in achieving and providing a better sense of control over the product when purchasing it. The premium pricing strategy can facilitate in customisation options to be added to the product of the business which can directly help in creating a much more personalised and unique experience when buying the headset (Shiller, 2017). In addition to this, inscription of the name of the consumer, and helping in creating a customised headband, colour, and much more internal balances which can be tapped into by the consumers can be a major selling point of the organisation which can directly help in propelling the margin of sales effectively in the long term (Candela and Geloso, 2018).
Through an evaluation, it can be stated that the margin of income that individuals possess directly can impact the purchase capability of the individuals in a present. In the older Apple consumers no longer have effective income, the likelihood of them buying the newer version of the AirPods being made available by the consumers will not affect the consumer attitude (Mankiw, 2020). In this circumstance, it is necessary that high income is maintained by the consumers of Apple as this is the only way through which the justification for pricing and targeting a premium plus consumer base can be illustrated. In addition to this, it can also be mentioned that at least 20 percent of the income of consumers should be available for spending upon Apple products which can play a huge role in making sure that purchase for the new AirPods is being achieved. Throughout this assessment, it can be illustrated that if the savings capability and the income capability are immensely low for consumers, then the chances of sales being made will not be present. In this sense, there is elasticity present for the consumers however, this is directly tied to the income market going down rather than going up (Ross, 2016).
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Conclusion 
In this entire illustration for understanding management economics, Apple and its new Apple AirPods headset has been considered through which emphasis upon the demand for the product and various aspects of pricing has been discussed. Throughout this analysis, emphasis has been given upon concepts such as changing tastes and preferences to price elasticity, and other aspects that directly impacts the business and how the way in which sales, attitude towards purchase, and much more can be achieved. These have played a huge role for Apple and its AirPods, as they have been explored immensely as the luxury goods under which they are categorised. In this above illustration, the way in which the business is practising premium pricing strategy and how it is able to provide varying changes in taste and preferences to entice consumers has been a factor that has been discussed here in this evaluation as well.
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