
CORE ACTUAL AND AUGMENTED PRODUCT FOR NOTEBOOK

Example of core product can be a car and the core benefit that it gives, which is the ability to move. Neither is it the
physical component of a product (actual product) nor is it the All such benefits are categorised under 'augmented
product.' and pleasure from the usage of the laptop is the core product.

Related Posts. Once they have done this the marketer must design the features of the actual product. The
augmented product is an important way to tailor the core or actual product to the needs of an individual
customer. As we have learned, a product is more than what you actually see when you buy it. Such objective
tends to be expensive, but the benefits are worthwhile and one of them is praise from customers. Hence,
together they are the basic product. Someone who has a habit of wearing makeup can see this core product as
need. Products tend to have a whole series of features but only a small number of benefits to the actual
consumer. This reveals that the levels of product build up on each other. Everything included must be able to
stay on for hours. Each level adds more customer value. Then, they must design the actual product and in
addition find ways to augment it in order to create customer value and the most satisfying experience. The
next version of it may contain some improvement. Consumers often think that a product is simply the physical
item that he or she buys. So with the car example, the benefit is convenience i. What does the customer really
need and want, what problem does he have? Becoming healthier is the benefit to the consumer. Also included
in the actual product is the brand name. You can touch it. Looking at our phone example once more, the
augmented product could include a month warranty for all customers. That is why professional salespeople for
example, often ask many questions whereas a novice salesperson will just tell you the features of the product.
These are all examples of features to the consumer. As we have described, a product is more than you can see
and touch when you buy it. As we know from our previous lesson on the business environment , legislation i.
The first one of the levels of product, the core customer value, answers the question: What is the buyer really
buying? For a company also, they are quite beneficial, for they make the product attractive. Answer Three
Levels of a Product. Marketers should turn the core benefit, the core customer value they identified into an
actual product. In fact, she might seek hope. The six items shown in the image form the set. One way to
recognize the core product is to ask about the main reason why someone wants it. Therefore, to extract
expected product, we have to direct ourselves to the keyword, want. It is here that the real value is added.
Finding the augmented product from the pack can turn out to be daunting, for most often it might not come
with any extras.


