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Identify the Market Structure of the Industry 
In the business world there are many industries which exist to make profits. All of these industries have different methodologies and techniques of operation. Business analysts have developed strategies of categorizing industries in relation to the product, the behavior of operation as well as the specifications and product delivery. These classifications help the experts to identify methodologies of managing it. Proper management of a business helps to make it more profitable, productive and competitive in the market. 
For this reason, managers develop strategies called market structures which clearly define the industry a certain business belong. Market strategies are therefore explained to be interconnected features of a market. These characteristics can be the number and relative potential of buyers and as well as sellers. As it is evidenced in our classes, every business is kept running in their respective market as a result of increased sellers. Through this, sellers are able to sell their goods and services because buyers are able to purchase their products at the market place. For this reason, I would conclude this statement by saying that, buyers are very crucial and need to be respected in order to improve the performance of business.
In the market world there are different market statures such as oligopoly, monopoly, monopolistic and competition. When I focus on the detergents industry, it lies in the monopolistic category. Detergent business is a competitive business. Many manufactures and business people can venture in to it and exit at their pleasure (Stoft, pg 67). This kind of business contributes many products for sale in the marketplace.  Just as like any other business, the returns take time to accrue and the profits accumulate steadily. In this industry the business holders experience severe competition from their opponents because it is a free business to venture in. 
With this open structure, skillful business owners come up with systematic and competitive market strategies which enable them to remain in the market. The degree of competitiveness in the laundry business exceeds that of other products like electricity business. Detergent industry encompasses other products to sale in the market such as synthetic organic detergents, inorganic alkaline detergents. Other products such as crude and refined glycerin are also in the detergent family. These open structures enable many business minded persons to get into the industry (Stoft, pg 12). Many capitalists make profits in this business and thrive well to success. However, the industry is associated with limitations of not able to be seen as a close substitute. In addition to this disadvantage, there is a considerable overlap associated with oligopoly (Mornah, pg 25).
	In the laundry industry, the market is unstable due to the availability of many competing companies. Consequently, the manufactures have to determine the elasticity of demand of the soap and other detergents available in the store. Elasticity demand explains the measures of the required quantity of a product to a change in its price. Demand Elasticity of the laundry products in the market varies depending on various measures. Here the demand of the product changes with the price. Demand becomes elastic when a minimal change in value effects a huge change in demand. Such products that display excessive variability in demand can be termed as to poses elastic demand.
However, when the competition increases, the laundry dement becomes inelastic. At this point of time, the change in price does not fetch the correspondingly large variation in demand. 
As a result, these products are viewed to contain inelastic demand. The elasticity of demand in the soap industry can usually be projected by examining the results to some major questions in business (Harris, 45).
The players in the soap industry utilize the business analysis to help them evaluate the business. Analysts examine the market using some questions such as determining whether the purchase of the product is delayed. This factor plays a bigger role in the business as the ability to postpone or delay the purchase of a product determines the elasticity of the product. If the procurement can be delayed, the request for the product leans towards the elastic side. However, if the demand cannot be delayed it tends to be inelastic. When the customers decide to keep holding to buy a   brand soap products until the price goes down demand varies greatly in relation to the price. In such a situation, the product thus would behave in an elastic manner. 
When the market contains massive substitutes from the laundry industry, it also affects the elasticity of the product. In this kind of business, there are several types of products. If a product has many substitutes, the demand for it tends to be elastic. The fewer substitutes available for a product are more inelastic the demand. If the price of oil were to escalate dramatically then many customers would switch to purchase other products such as soup thus a substitute is available. When this is the matter the cost causes the demand to go down.  In this case, the product would therefore be considered elastic (Harris, 89). Target market is retiring adults. Servicing this market requires remodeling homes of clients with safe structures such as wide hallways, stair lift and sensors and webcams to alert distant caregivers of potential problems.

Competitors include sheltered independent living communities and home health agencies.
Strengths include flexibility of the service and the meeting of the privacy and comfort needs of clients.
The marginal cost of production beside marginal income for economic measures is utilized in determining the amount of output. Moreover, the price per unit of a product to maximize profits can also be used to measure the effect. In laundry industry, the company always seeks to exploit its profits. The association between marginal cost and marginal revenue of production assists in finding the point at which this activity occurs. The place at which marginal revenue equalizes marginal cost take advantage of a company's profit (Mornah, 34).
The marginal cost of production evaluates the change in total cost of a respectable that arises from producing one additional unit of that good. The marginal cost can be calculated by dividing the change in the total cost by the change in quantity. In order to determine the marginal revenue, measures the alteration in the revenue that rises when one added unit of a product is sold. The business analyst calculates the marginal revenue by dividing the variation in the total revenue by the change in the quantity. When marginal revenue and the marginal cost of production are equal, profit is maximized at that level of output and price. 
For a laundry business, a company can utilize different strategies to develop product differentiation and also market segmentation. In the first place, a company may decide to use Product differentiation which is a significant strategic marketing process. By use of differentiation strategy the company gets closer to building a competitive advantage in the industry.  For any business to thrive well, it needs to frequently differentiate their goods from those of their competitors. A weakness is it requires costly and time-consuming training on the part of executioners.
Opportunities present themselves in the form of the baby-boomer generation which at this time is on the retirement road and demands an independent approach to aging.
Future prohibitive legislation in the types of modifications permissible poses a threat. If differentiation lacks in the market, then the customer would not buy the product (Stoft, pg 45)
In the detergent business, the pricing method can be determined by the producers. Here, the owners provide direction on how to set the product price. In this case the manner in which they set prices in business is bound to change over time. The business owners take time to learn the customer demands and competition which makes them to change with time. They use the available changes in the market of the product as a pointer that it’s time to review your pricing strategy.  Therefore, the above information is very crucial to any student studying business because it covers different areas of successful business men. 
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