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Upscale manufactures for unique and prestige products such as Tiffany glass, Rolex watches as well as BMW autos use a differentiation strategy model whereby a company is able to set higher prices of their products and then gain the loyalty of its customers who strongly get attached to such commodities. The buyers are usually out for prestige and status. Effective differentiation makes it hard for rival companies to develop or duplicate similar products.  
[bookmark: _GoBack]For such companies, when the prices of their products are reduced, there will be an increase in demand of the commodities up to a certain point where so many people would rush to acquire the products because of their reduced price. However, beyond this point, then the prices get lowered, there will be a reduction in demand of the product because the products would have lost its uniqueness and when more of customers have such products then automatically its brand value significantly reduces.
When the prices are significantly reduced past a certain point, then it will attract low-end customers as opposed to the high-end consumers. This is to mean that the high-end customers would then shift their attention to substitutes to fulfill their needs.  Consequently, if their products get reduced then the cost of production will significantly be cut and at the end, the companies will have lost both their value and brand loyalty as well.  
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