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Group 2 – Scope Statement


Our group has chosen to look at the pricing strategies of Scion, a relatively new and fast growing car manufacturer.  Scion entered the economy car industry in June 2003 as a subsidiary of Toyota.


We plan on identifying the entry strategies/prices used by Scion which enabled their explosive growth over the past few years.  We will identify the target markets that Scion was able to capture as well as what techniques were used to do so.  Additionally we will discuss the geographic growth of the car manufacturer which initially was only sold throughout California and later spread nationwide.  


Scions success comes from their strategy of targeting “Gen Y” buyers.  Scion immediately captured market share by producing vehicles that were stylish in design yet were affordable for almost all market segments.  To further attract customers Scion offered its “Pure Price” method, which equates to the prices that are listed on the dealership’s window is what you will pay without the hassle of haggling with a salesman.  Scion customers were also able to customize their vehicles with factory accessories relatively inexpensively.   This boosted their attractiveness to young consumers further expanding their reach throughout the economy car industry.
