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Reflect on a recent purchase you have made. Argue why the product was worth the price you paid. Indicate whether the product has monetary value and/or psychological value, and the influence these values had on your purchasing decision. Create a counter argument for someone who believes the price does not reflect the value of the product. Use the Internet and/or Strayer Library to research how this company divides its market into segments. Suggest two ways in which the company could maximize profits.
I recently purchased an iPhone at a store. I understand the product was worth the price that I made to purchase that particular product. Paying $300 for the device was worth it given the many features that the accompany the product. However, it is difficult to ascertain whether the value is psychological or monetary, but apparently the product has many benefits which could be attached to monetary although there are other aspects of the product that has psychological value such as being perceived as luxurious product (QuickBooks). This is the reason why I purchased this product. However, someone might think that the value of the product is only attached to the brand name, but I think the product is worth the price. If one evaluates the benefits that they derive from purchasing an iPhone it is evident that the value attached to the product is not essentially exaggerated, but in reality the monetary value correspond to benefits derived from the product. One way of increasing profitability is to focus on product positioning to achieve a competitive edge. It is also important for the company to study the channel features before designing the product in order to suit specific needs of the market.
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