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Introduction
In our group I had the task of describing what product and services we MAP mobile solution provide and discuss within my group the pricing strategy we can take to make our business more profitable. This report is going to showcase all the products and services MAP mobile solution will be providing and different pricing strategy we will be taking for our business.
Products and Services
MAP mobile solution focuses on repairing any smartphones, selling accessories, buying and selling smartphones. The business provides repair service with pickup and delivery option. The business will collect the smartphones that needs repairment and will deliver it to the customer as soon as possible. The main objective of the business is providing excellent customer service According to Macdonald (2019) there are five ways a business can be unique by delivering exceptional customer service.
1. Responding to customers as quickly as possible.
2. Knowing the customers wants and their needs.
3. Striving for high quality output and having high level of standards.
4. Going the extra mile by keeping the customers happy.
5. Thinking about the long term as it can help to build loyal customers to the business.
In MAP mobile solution there is no need of an appointment as customers can visit the sop at any opening times for the shop. There the technicians with their expertise will give them immediate quote for their damaged smart phones. Only in case of water damage the diagnosis will take longer. 
  Pricing Strategy
Hill (2013) explains that the most important factor affecting the profitability of a business is price. When opening the store for MAP mobile solution the business will offer 20% student discount for the first three months. MAP mobile solution will make marketing efforts to target the students from the start of the business. As the business uses state of the art technology in fixing phones which takes less time and effort, the company will be using differentiation marketing strategy and charge at a premium price as it is unique and customers will pay more  as the product and service is not available anywhere else. Hill (2013) further states that whatever the business, selling products at very low prices in the hope that it will generate profit elsewhere is very unlikely to succeed. 
MAP mobile solution also offers services online. In the website customers can browse for new and used phones and accessories. By using the Search engine optimization, the business will boost the visitors to the website and obtain a high-ranking placement in the search results in the search engine. Fox (2012) explains that nearly every potential customer is broadcasting exactly what they want through their searches. Fox (2012) demonstrates that sixty-two percent of searchers click a result on the first page of results and 90% click within the first three pages. In the website all the accessories will use odd value pricing making the pricing seem like a bargain to the customers. Kokemuller (2018) explains the odd pricing strategy contribute to increased sales volume when effectively applied. Kokemuller further demonstrates that it conveys better value and encourages larger purchases.
[bookmark: _GoBack]MAP mobile solution will buy large quantities of wholesale merchandise at a discount and share a portion of the savings with customers through low prices. The business will offer January sales to attract customers to the store as Shell (2010) states that discounting plays many tricks on the human mind.  
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