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Retail Strategies are Starting to Emerge

What Bill Sees ²Ƙŀǘ .ƛƭƭΩǎ ²ƛŦŜ {ŜŜǎ
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Setting Prices

Hospitality and Retail Typical Digital Goods Company
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In the World of Airlines

Å Non-negotiated pricing
Å Flexible return policy
Å Segmentablemarket demand
Å Highly competitive markets / little 

or no vendor loyalty
Å Generally available ratecards

Å Pre-existing anchoring on pricing 
and rates

Å Infrequent, large-dollar amount 
purchases

Å Customers return months or years 
later

Å Low variable costs
Å Fixed capacity
Å Inventory can be changed from one 

product to another
Å Perishable inventory
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In the World of Digital Content

Å Non-negotiated pricing
Å Flexible return policy
Å Segmentablemarket demand
Å Highly competitive markets / little 

or no vendor loyalty
Å Generally available ratecards

Å Pre-existing anchoring on pricing 
and rates

Å Infrequent, large-dollar amount 
purchases

Å Customers return months or years 
later

Å Low variable costs
Å Fixed capacity
Å Inventory can be changed from one 

product to another
Å Perishable inventory

άhƴŜ ǎƛŘŜŘ ƘŀƎƎƭƛƴƎέ -- Ability to offer 
different prices at different times.

Market conditions change depending on 
user engagement. 

Pricing can be highly personalized and based 
on deep knowledge of individual consumer

Anchoring depends on vertical but is mostly 
mitigated by virtual currency formulations

Large numbers of small transactions 
occurring close together in time

Costs mostly variable

Unlimited capacity and inventory

Durable inventory
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! tƘƻƴŜ ƻǊ ¢ŀōƭŜǘ Χ

ÅΧ Lǎ ǘƘŜ ǿŀȅ ƛƴ ǿƘƛŎƘ ŘƛƎƛǘŀƭ 
content is consumed

ÅΧ Lǎ ŀ ƭƻƴƎ-term persistent 
identifier that can be 
associated with behavior 

ÅΧ /ƻƴǘŀƛƴǎ ŀ Ǿŀǎǘ ŀƳƻǳƴǘ ƻŦ 
information about the person 
(which changes over time)

ÅΧ Lǎ ŀ ǇŜǊǎƻƴŀƭƛȊŜŘ Ǉƻƛƴǘ-of-
sale-device with built in 
confidentiality and security
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