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Case Study: Southwest Airlines
It is important to comprehend that Southwest Airlines' product and service model is grounded on streamlining its operations that contribute to low fares as well as satisfied and loyal clients. Notably, the aforementioned organization utilizes a point-to-point routing scheme to fly many shuttle trips existing between various pairs of airports as well as carrying more passengers per plane as compared to other airlines. The preceding business model plays a vital role in helping the firm determine its target market and segmentation. The company operates as a low-cost carrier to serve value and cost-conscious clients, small business executives, not forgetting clients who travel short distance as well as prefer a low-cost fare. In particular, this is considered the primary target market of Southwest Airlines (Toh & Hu, 2003). On the same note, the second segment consists of families who are value-conscious as well as senior residents. Similarly, the firm's demographic segmentation is broad. Precisely, the firm functions a simplified airline to maintain costs low. The company is positioned with the target as mentioned earlier, which help it function as a simplified airline to keep costs down. In particular, the organization functions one type of aircraft, as well as its no-frills plan, consists of no assigned seats or even class seating as well as no meals.
Southwest Airlines’ pricing strategy is different from other airlines. In particular, the pricing strategy of the firm provides low prices as compared to other companies. To be in a position to provide low prices, the firm had to establish its business model around low functioning costs. The airline's business model leverages efficient operations, considerable concentration on the client experience, a motivational team of workers, as well as low-cost pricing and logistics (Doganis, 2005). Through the aforementioned pricing technique, the company has attained many competitive edges that have enabled it to stay relevant in the face of an evolving landscape. In simple terms, Southwest Airlines’ pricing strategy is considered as a differentiating aspect in the market. Specifically, because of the preceding pricing strategy, Southwest Airlines stands out to be the better than the rest. 
Some of the risks facing Southwest Airlines include stiff competition because of emerging of other low-price as well as no frill carriers. Furthermore, other full services airlines are attaining economies of scale with heightened mergers as well as acquisition. Again, the airline's prevailing information scheme is outdated as well as cannot serve international passengers and cannot deal with sophisticated ticketing mechanisms (Rodrigo, 2014). Similarly, the company's focus on low-cost with no frill strategy as well as its inability to fly long routes not forgetting international destination might restrict Southwest Airlines' clientele in the long run. In this case, the airline misses on a substantial client section that is willing to pay top dollar for full-service air travels.  
It is evident that Southwest Airline experiences some risks in the airline market. Therefore, the company can continue to thrive as a low-cost airline when tough economic times hit as there will always be a market for the lowest price in the airline sector. In particular, the firm has proven this because it has made considerable profits for approximately 37 years. It is evident that during tough economic times, individuals tend to look for the lowest prices. In simple terms, it is clear that Southwest Airlines can thrive as a low-pricing company despite the availability of tough economic conditions. 
Overall, it is evident that Southwest Airlines’ product and service model is grounded on streamlining its operations that contribute to low fares as well as satisfied and loyal clients. On the same note, the preceding business model plays a vital role in helping the firm determine its target market and segmentation. Lastly, Southwest Airlines’ pricing strategy is different from other airlines. In particular, the pricing strategy of the firm provides low prices as compared to other companies.
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