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Industry Evolution Stages


	1. Emergence

	2. Rapid Growth

	3. Maturity

	4. [image: Logo, icon
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	New Innovations/ early adopting customers
	Early adopters wider influence. More conservative customers follow pioneers lead
	Mass market
	Sophisticated customers

	Price insensitive customers
	Fairly high prices and very high margins. High £ marketing costs but lower as a % of sales    
	Dominant players established 
	Lower/ falling prices and margins

	High prices
	Broad distribution channels open up 
	Competitors’ shake out
	Industry over capacity

	High Margins
	Competitors scramble for presence in emerging distribution channels
	Expansion of product lines
	Shift back towards specialised channels

	High Marketing costs to convey message
	Market share battle between pioneers and early followers – the latter often overtake pioneers
	Advertising and service are key
	Move back towards shorter production runs, higher costs

	Specialised Distribution channels
	Many competitors now in the game
	Continued movement to mass distribution channels
	Fewer competitors

	Short production runs – high costs
	Marketing becomes a key skill
	Less product differentiation, standardisation – fewer product changes
	Product stagnation

	Early entrants gain quick share of market
	Rapid product enhancements
	Falling prices
	Can be the perfect time to reinvigorate an industry with new innovation 

	Few competitors
	
	Lower Margins
	

	Multi product designs – no standards
	
	Long production runs – unit costs decline 
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