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drive success



Good times



Good times
Bad times



Good times
Bad times
The next 12 months



GOOD
times



Price
Quality
Accessibility
Availability
Choice



Price
The cost to your customers of the 
products and services you deliver. 



Price
Priority for companies that want a 
“premium” or “budget” market position.







Quality
The perceived standard of the products 
and services you deliver, in the eyes of 
your customers.



Quality
Priority for companies offering a 
premium or high-end product.







Accessibility
Your customers’ ability to buy or 
use your products and services.



Accessibility
Priority for companies that want to be 
“mass market”.







Availability
The volume or capacity that you are 
able to deliver to your customers.



Availability
Priority for companies that want 
to achieve scale.







Choice
The range of product or service 
options you offer to your customers.



Choice
Priority for ecommerce businesses and 
companies delivering digital services.







Price
Quality
Accessibility
Availability
Choice



BAD
times



Customer behaviour 
is changing



%56 Buy fewer items /
Shop less.

Ecommerce amid economic downturn, Klaviyo



%54 Buy less 
expensive option.

Ecommerce amid economic downturn, Klaviyo



%44 Buy need-to-haves, 
not nice-to-haves.

Ecommerce amid economic downturn, Klaviyo



7% No change in how 
they shop.

Ecommerce amid economic downturn, Klaviyo



Customer priorities 
are changing



1. Lowest price
2. High quality
3. Free / quick shipping
4. Free / easy returns
5. Product reviews

What do customer want?

Ecommerce amid economic downturn, Klaviyo



1.
2. 
3. 
4. Free / easy returns
5. Product reviews

What do customer want?

Ecommerce amid economic downturn, Klaviyo
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Accessibility



Customers are changing:

Behaviour
Priorities



As a result:
• More competition on price
• Harder to stand out
• Less customer loyalty



12months









Stay active



£



Roland Vaile, Harvard Business Review 1927

Increased 
advertising

No advertising
Decreased 
advertising

Increased 
sales

Decreased 
sales

Movement of sales by advertising policy



Year 1

Advertising
Year 3

Advertising
Year 2

No advertising
Ehrenberg-Bass Institute of Marketing Science, 2018

Growing

Stable

Declining

Sales trends; stopping then restarting advertising 





Don’t follow 
everyone else
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Focus on 
your strengths



Accessibility Availability ChoiceQualityPrice



Price
Price
Price
Price
Price



Quality
Accessibility
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Availability
Choice
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Example 1:
Quality





Price Quality
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Example 2:
Choice
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Example 3:
Accessibility
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Strength?



Change?



Plan: 2023

Plan?



Thank you



Thank you
jonathan@alderandalder.co.uk


