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One similarity between products and consumers is that they are normally characterized by lifecycles, meaning that they can transform from booming to declining demand. A product is likely to be unprofitable if there is a decline in demand. A customer or product can also be unprofitable due to an economic downturn. This is normally witnessed when the values of commodities drop, leading to slow growth in productivity or a decline. In the case, for example, it is revealed that Westmid was an unprofitable customer for Egan & Sons because of the economic downturn in the United Kingdom, which affected the productivity of the company.
A product or a customer is likely to be highly profitable when there is limited competition in the market. Limited competition means high demand, which makes a product or consumer highly profitable. In the case, for example, it is revealed that Egan & Sons was never a sleepy company evident from the way it reinvented itself to be a leading manufacturer fiberglass doors and steel staircases. However, things changed when Chinese companies started encroaching Egan’s end. This illustration shows that competition can undermine profitability.
I have had an experience with a product that I thought needed to be dropped by a company I worked for because it was unprofitable. Initially, the product was performing so well because we were the only suppliers in the market. However, when other companies with similar products encroached the market, there was a decline in demand, which made our product unprofitable. Our product’s performance was so poor to the extent that we felt that it needed to be dropped by the company. However, we later realized that we needed to change our marketing strategies despite the competition that we were facing. Indeed, for a product to be profitable, a business must understand the commodity for it to deliver highly.    
