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Priceline Case Study
Priceline is a leading online marketing site for travel and hotel bookings. It gives travelers an opportunity to propose the amount of money they would pay for their hotels, vacations, and airfare and car packages. The company uses a business model dubbed “Name your own price” that has proven to be helpful to buyers in finding services and products that align with their quoted prices (David, 2015).
Priceline faces internal weaknesses and strengths which are comprised of experiences and resources which have influence and effect on the company as a whole and need to be strategically assessed. Some of the company’s strengths include an excellent customer loyalty package of "Name your own price" which makes many people purchase its products thus it benefits from the economies of scale and makes a significant profit margin on the services (David, 2015).
Priceline is a renowned brand because of its user-friendly services including for air ticketing and hotel booking. Prices of numerous hotels and airlines are displayed on its website, unlike its competitor’s website that has limited prices of their suppliers thus customers prefer to visit its website due to its convenience.
Also, its strength is based on the opportunity it gives customers to choose international airlines and hotel rooms of their choice that has led to a record a 65% increase in its bookings. Furthermore, its rate of sales growth is high since it a registered 23.08 percent return on assets. Finally, it has a vast domestic market which registered $4 billion in annual sales. The weakness that the company is facing is the possibility of internet-based booking technologies developing hitches. Another weakness is that it has 5000 employees that consume a lot of money as salaries. It also pays a lot of money as taxes on the large profit it records.
Priceline’s main competitors are Expedia and Orbitz World Wide. Though Expedia was founded a year earlier than Priceline, the latter still has a wide customer base as compared to the former. This is attributed to the wide network that Priceline has developed.
The strategy of Priceline is effective through the discounts and online booking it offers. The company has developed a support link between its main portal and agoda.com, booking.com and travel jigsaw. Finally, the company has formed a good working relationship with its suppliers thus it has a wide base of suppliers that enables it to give discounts to its customers thus generate a wide customer base due to its relatively fair prices compared to that of competitors.
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