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First section
Despite the two videos being dated, there is a lot of similarities in the introduction of the two videos and can also be compared differently. The target audience is different. iPhone is targeting audiences that are busy. Example, iPhone can be targeting people like students and professionals who track their work daily and like seeing unique features of their phone. iPad, on the other hand, is targeting people who need convenience in doing their tasks in need to complete them ineffective, efficient manner and with less effort. 
The basic strategy with high-tech products is ensuring that its products are technologically competitive than the organization’s competitor. The laugh of the high-tech products is also made to be superior compared to competitors’ products. In other words. High-Tech companies strive to provide more satisfying products than their competitors. 
Second Section
Qn 1
The CEO of Whole Foods suggested that all business have the time of growth and recognition, someday they need to lose competitiveness and be out-placed by its competition. I think this statement is false because the organization/company can only remain competitive through good management and innovation. If the whole food can keep these two qualities, then it can remain competitively successful in the market. I order to remain competitive, Whole Foods should continue doing what they do in a unique way as well as being innovative. 
Qn 2
There is a place for the triple-bottom-line in which they are evaluating the organization’s true return on investment. With whole foods, if the company can concentrate on satisfying its customer's needs, they will continuously increase their profit. The aforementioned is because the company is satisfying its customers. 
[bookmark: _GoBack]Third Section 
Although the video is dated, the pricing strategies for new products and innovation to those of more traditional and mature products is that the new products use more comprehensive methods such as mark up and perceived price in pricing fundamentals and new product promotion.The old pricing method was only based on demand and supply. The two pricing strategies are important in ensuring that the price set doesn’t affect the demand. The old traditional methods were less abstract and convenient. 
The basic pricing strategies in launching a new product can be as a new product  i.e skimming and penetration and as a promotion i.e price loss leader and special event. These strategies are basic in making the price of the product to me rationally correct.These strategies also ensure that the price matches the product’s value. 
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