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KFC Corporation (Kentucky Fried Chicken) was founded by Colonel Harland Sanders in 1952. Starting in the USA in 1930, it has been growing to become one of the largest fast foods in the world. Now, KFC have more than 162000 outlets in 109 countries and served more than 12000 customers every day. To let you know more about KFC Company, I will introduce to you about their Pricing strategy.
1. Primary research and secondary research 
Many companies want to expand their business into a new area or introduce a new product, hence primary and secondary market research is necessary for their business.
1.1 Primary research
Primary research is related to collection of data which are called origin data. The data can collected like questionnaires, observation and interview. And the primary research is more important when you prepare introduce a new product or service. Through primary research can help you define the market trend then you can investigate an issue specific to your business. And to know more about the effectiveness

and the success of KFC in the fast food market, I had done a survey with 50 random people whose age from 7 to 55 that I met at school, university, shopping centres, and on the streets in Singapore about KFC. The details are as follow:
The opinion of customers about the price of KFC 
1. What is your favourite food at KFC in Singapore?

2. Do you satisfy with the prices? Why and why not?

3. Our product “Ultimate value box” with special price brings value to the customer. Do you prefer it compare to other valuable product of other fast food rest? Why and why not?

4. What other fast food do you frequent visit? 

5. Do you like the customer service? Why and why not?

1.2 Secondary research
After that, about Secondary research, it is about collecting the information from books, newspaper, magazines, or internet. “In fact, Secondary data more important to the marketing research today than ever before because so much of it is available and it can be useful” ( Alvin C. Burns - Ronald F. Bush)
For this assignment, I read the article Fast-food chains in Asia cater menus to customers, written by Kathy Chu at 7th September 2010 from USA Today to get the more information about KFC.
To compare this two kind of research, the secondary research is less expensive than primary research and but the secondary information is more accurate and more specific than primary information.

For example, with my survey, I interviewed with 50 people only therefore, the strategy result cannot be comprehensive and accurate.
2. The 4Ps
To understand more about the pricing strategy of KFC, we should know about 4Ps of KFC.
2.1 Product
All of products need to satisfy what consumers’ needs, wants and demands. KFC also research the customers’ needs. And then, they create the value of our products to meet the demands of customers. KFC’s marketing strategy is serving fried chicken in many various cooking styles and their menu has three types of chicken are original recipe, extra crispy and roasted. The original recipe followed the secret flavour recipe of 11 herbs and spice. As well as the extra crispy is made of garlic, chilli and some other special secret ingredients.
In Singapore, KFC’s menu has plenty of choices to serve customers from many different countries such as fried chicken, burgers ( zinger burgers, mushrooms burger, fish zinger and fillet burger ), toasted, snacks ( such as popcorn chicken, winglets, etc ), cheese fried. KFC had focused on competitive Marketing Strategy and aim at students, low and normal income people. And that competitive product is called “Ultimate value box”. It is consist of fried chicken, mushroom hamburger, whipped Potato and Pepsi. We can choose the types of fried chicken such as original recipe or not hot and crispy. Furthermore,

if you don’t want eat drumstick, you can choose to eat fried breast chicken. And, if you don’t want whipped potato, you can also change to fries. This point makes the distinction to KFC from the other fast food companies.
2.2 Prices
KFC not only servers customers better than other company but the prices of product are also cheaper and it has many choices for all of customer. Prices consist of expenses such as: production, transport expenditures, your staff salary etc... And when we are setting the prices, we should to see whether our customers willing to pay for their choice or not. Therefore, KFC offer different products at different prices. The list of prices is added in menu and it’s very suitable for many people. Following is the price list of KFC’s products from the higher price to the lower, comparing to other fast food company.
KFC | Mc Donald’s | Burger king | Mos Burger |
Chicken daily savers meal$ 8.40 | Double quarter pounder with cheese $ 8.85 | Tender grill$ 7.25 | Rice burger meal$ 7.10 |
Fish zinger daily savers meal$ 6.50 | Double MC spicy $ 8.35 | Spicy tender crisp$ 7.25 | Teriyaki chicken/Natsumi teriyaki chicken burger meal$ 6.75 |
Daily savers meals$ 6.40 | Mega Mac$ 8.05 | Double WHOPPER$ 7.25 | Mos burger meal$6.75 |
a.m platter   meal$ 5.80 | MC wings (4pc)$7.30 | Triple WHOPPLER$ 7.25 | Hot dog meal$ 6.75 |
Ultimate value box$ 5.50 | 

Fillet- o-fish$ 6.70 | WHOPPER$ 7.25 | Fish/ chicken/ natsumi fish burger meal$ 6.60 |
a.m Porridge meal$3.50 | Big breakfast$ 6.30 | BK singles BBQ tuckey Bacon $6.25 | Mos chicken meal$ 6.45 |
Wow meals- shrooms burger meal$ 3.30 | Mac chicken$ 6.25 | Double cheese burger $ 6.25 | Cheese burger$ 1.95 |
Snackers$ 2.95 | Egg muffin$ 5.55 | BK fish$ 6.25 | Cheese burger$ 1.95 |

KFC’s prices of products are cheaper than some other fast food companies. And, we have a special promotion for our customers. The ‘Ultimate value box” is one product under the pricing strategy to competing products with other companies. It is consumer-orientated product which customers are the students and low income people. The prices are suitable for many custormers with many choices for your meal.
2.3 Place
Moreover, to attract people, KFC put many outlets near schools, universities, shopping mall centre and MRT stations where there are many young customers and potential customers going around. KFC has many outlets at many famous shopping centres like Singapura plaza, Bugis Junction, Habourfount, City Hall, Somerset 313, Orchard, Kallang stadium, etc…. These outlets attract many student and working people.
Due to hectic lifestyles, many people (especially officers) choose to eat the fast food to saving time and less stress about waiting for food. Thus, we use “home delivery” strategy to provide

delivery to their homes or offices. Instead of going to the restaurant, the only thing they need to do is contact KFC by the number: 6222-6111, then they would have favourite’s meal quickly.
2.4 Promotion
Promotion is one of the most essential strategies for all products of companies. If your product has good promotion strategy and release at the right time, you can earn the big income. KFC also knows about the important role of promotion, hence we are advertising through TV, newspapers, magazines, and sales promotion.
2.4.1 Advertising 
KFC was using logo “its finger licking good” to create attention and make difference to our customer. In Singapore, KFC is not only advertising through TV but also use E-commerce to attract customer. We opened Chicky club with 58000 strong memberships. To attract the student and kid, we also have a student’s specials privilege programmer was launched with daily burger meals at attractive price. Besides, we have program for children with many gifts such as Super Alien hero Pda, Ben 10 Flip watch, the Power puff girl’s posh phone, the power puff girl’s diary. Especially, we have Super Tuesday for family or friends with 8pc chicken, 1 popcorn, fries, whipped potato and Coke with $20.80.
2.4.2 Sales promotion
During the Christmas festive in Singapore, we have special meal “buddy chicken meals”. Through sales of the Christmas Buddy Meal,

with KFC donating 10 cents for every meal purchased. The KFC management said that they will donate 10 cents of every meal purchased for donating 10 cents for low income people. Furthermore, we were using coupons for consumer-oriented promotion.
2.4.3 Marketing segmentation
In demographic, we divided customers segment into groups based on age, income, nationality, family size, gender etc…
Age | From 6-50 years old |
Income | For middle class with acceptable prices |
Gender | Both female and male |
Family size | About 2,3,4,5 members etc... |
Religion | Not specific |

2.4.4 Psychographic segmentation
In psychographic, we divided customers segment into different groups like personal, lifestyle, and attitude. KFC has designed its menu according to taste of customers. It had deals for family and also has deals for children. Further, the theme colour of KFC are very strong and active with red and white which suitable for young people.
3. Conclusion
To compare with others companies, I think the prices of 1 set in KFC should have from $ 5.5 SGD to 7 SGD. And the prices of 1 side about $ 1.5 SGD to $ 3SGD/ KFC should follow the certain strategy to attract consumers to serve the customers with the best service the can provide.
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Survey
1. What is your favourite fast food in Singapore?
  * KFC
  * MC Donald
  * Burger King
  * Others
2. Do you satisfy with the prices? Why and why not?
  * Yes
  * No
|
|
|
                                                          
3. Our product “Ultimate value box” with special price brings value to the customer. Do you prefer it compare to other valuable product of other fast food rest? Why and why not?
  * Yes 
  * No
|
|
|

4. What other fast food do you frequent visit?
  * KFC
  * Mc Donald
  * Burger King
  * Others
5. Do you like the customer’s service? Why and why not?
  * Yes 
  * No
|
|
|
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