
PLASTIC CUPS INDUSTRY

Market Size Recycled, reusable plastic wear finds its place in the disposable sector of the industry under the segment,
â€œCups and Lids. This market accounts for.

Throughout our in-the-field pricing research, we found that the store brand alternatives to Solo cups were
consistently priced much lower than comparable name-brand products. Looking on the other end, if sales
skyrocket given a drastic increase in demand, there are a couple different options to consider: increase
capacity while maintaining or even lowering price, or implement a slight price-increase to counteract demand.
They will be at a higher price point than most of the competing products because of the reusability and color
changing features of the cups. The industry is multi-billion dollar commerce and one that most consumers
contribute to at one point or another. It becomes entirely necessary during the initial stages of product
development and marketing, to come up with something known as a worst case scenario. Then, as brand
awareness increases and we begin to re-coop our startup costs, we will generate enough cash flow to increase
production capacity and decrease our cost per cup. Increasingly, consumers are willing to spend more on
products made from recycled or biodegradable materials. Increase in the number of working women and
changing trends in ethnicity have also led to greater indulgence in foodservice disposables. As with college
students, these cups will draw in home users looking for that little extra bit of flare to throw in at a home party
or with the kids. It is a feature that is sure to be determining factor in the minds of potential consumers, and
will result in Kooler Cups gaining a sizable amount of market share from the product launch. Kooler Cups will
be positioned on the shelf where all of the other plastic party supplies are located. So, with this scenario in
mind, what if the demand for Kooler Cups plummeted during the first three to six months, creating a
significant decrease in our sales figures? This market accounts for several segments of plastic ware: Cups and
Lids, Containers, Dinnerware and others. This gives us a monthly demand of , packages of Kooler Cups. As
consumers continue to downscale they will be looking for more disposable items to use in their homes. We
will package and sell Kooler Cups in comparable quantities to its competitors in the market to encourage the
selection of this product for gatherings where many cups are required. These features add extra cost to the
production of the cups; however, these will be strong selling points to the consumers and will bring in the
volume of sales needed to counter the extra costs. This will keep broadening the consumer base until,
eventually, we have maximum market potential given our product. This group includes those involved with
barbequing, casual camping, outdoor sporting events, as well as general picnicking. This category is projected
to have the highest revenue growth between now and , due largely to innovations in environmentally friendly
products such as compostable cups and cups made from recycled materials. By pricing the cups slightly higher
than our primary competitor, Solo Cup, we will communicate high product value and capture the price
insensitive market first. Protection from Unauthorized Use. The design of the cup will have a more modern of
a look, with a slight outward curve on the upper half of the cup. Solo was and still is one of the biggest
companies in the plastic disposable cup industry. Once the price insensitive market is saturated, we will lower
the price slightly to capture more price sensitive markets. Since the founding of the consumer packaging
industry, growth has been exponential. This feature is currently not part of the market our product is entering
and this is a main reason it will be successful. Pricing Strategies within Market With several outside factors
affecting the profitability and bottom line of a firm, pricing plays a crucial role in reaching that yield. The
industry has grown from just a simple singular product into completely separate lines and product trees.
Seeing as the product is rather new into the market and un- established, most would agree that the appropriate
strategy to take would be to slightly increase price without coming across to customers as charging an
unreasonably high price. Specifically, the product being developed belongs to the reusable cup category, in
which the primary national competitor is Solo Cup Company. While the price for a package of thirty sixteen
oz. If a consumer were to go to the grocery store and purchase a pack of Solo brand cups, they would use them
for the evening, and throw them away at the end of the night just like any other trash. Rather than choosing
between a name brand Solo cup and a store brand cup that looks virtually identical, customers are choosing
between a commodity the classic disposable cup and a whole new product entirely. By having Kooler Cups
made as reusable and dishwasher safe cups, they are more appealing to a broader market, ranging from the
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household parent who is purchasing to entertain guests, to the college student who is looking for an affordable
option as a party cup, and everyone else in between. We believe that by adding these, our product will have
value associated with it that the products we are competing with do not have. The new material will also add
to the ease of cleaning the product, saving the consumer time as well as money because they will need to
purchase the cups as frequently.


