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Reservation Price Estimation by Conjoint Analysis
1. Conjoint analysis for non-price attributes to estimate preference structure

2. Estimate reservation prices in an additional interview scene
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Reservation Price Estimation by Conjoint Analysis
1. Conjoint analysis for non-price attributes to estimate preference structure

2. Estimate reservation prices in an additional choice-based interview scene
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Response Behaviour

Total Nokia 6230 Nokia 5140 Nokia 3220
Started 331 206 67 58
Completed 255 156 53 46
Response Rate 33% 20% 7% 6%
Valid 188 109 42 37

Objective: Estimate reservation prices for 
product bundles at Nokia online shop

1000 randomly selected newsletter recipients

Self selection page with three different 
interviews

Normal response and completion rates1 

Result: Estimation Procedure can be used for 
unsupervised surveying

1Kaplowitz et al. (2004) and Cobanoglu et al. (2001)
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Simulating Profits under Pure Bundling
Simulations for 109 individuals with estimated reservation prices for 108 different 
product bundles

Simulations for Nokia 6230 with contract “D1 Relax 100”

Bundle Data cable Headset

26 DKU-2 ACP-12E LCH-12 HDW-2 -
31 DKU-2 ACP-12E - HDW-2 CNT-327
49 DKU-2 - - HDW-2 CNT-327
64 - DCV-14 LCH-12 HS-3 -

Extra battery 
charger

Car
Accessory

Leather 
Case

Contents of bundles used for Simulations:



Vienna University of 
Economics and Business Administration

Simulating Profits under Pure Bundling

Optimal Price

List Price
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Rank Bundles Opt. Price Max. Profit Units Share
1 26; 31 244 €;  239 € 1.326,60 € 14; 6 18%
2 26 244 € 1.108,80 € 16 15%
3 31; 49 218 €;  245 € 700,40 € 14; 2 15%
4 31 218 € 630,40 € 16 15%
5 64 159 € 620,20 € 14 13%
6 49 195 € 390,40 € 16 15%

Results: 

1) Estimated RPs1 can be used to simulate one and many bundles

2) Estimated RPs can be used to identify and price bundles that lead to 
optimal profit

3) Profit increases due to product or price changes can be forecasted
1RPs := Reservation Prices

≈ 90%

Simulated profits for 109 individuals

≈ 75%
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Simulating Profits Under Mixed Bundling

Mixed Bundling is bundled sales and un-bundles sales.

For un-bundles sales every possible product combination can be 
bought at list price.

For bundles sales one or many product combinations can be 
bought at a discounted price.
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Simulating Profits Under Mixed Bundling

Mixed Bundling is bundled sales and un-bundles sales.

For un-bundles sales every possible product combination can be 
bought at list price.

For bundles sales one or many product combinations can be 
bought at a discounted price.

→ Mixed Bundling is simulated by offering all 108 possible bundle 
combinations at list price (un-bundled sales) and offering some 
bundles at a discounted price (bundled sales).
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Results: 

1) Estimated RPs1 can be used to simulated purchase behaviour  for pure- 
and mixed bundling scenarios for one and for many bundles

2) Estimated RPs can be used to identify profitable bundles

3) Estimated RPs can be used find optimal prices for any bundle

4) Estimated RPs can be used to forecast market reaction to price changes 
and product changes

Simulating Profits Under Mixed Bundling
Rank Bundles Opt. Price Max. Profit Units Units Reg.

1 49; 64 235 €; 139 € 2.697,60 € 1; 5 47
2 31; 49 263 €; 235 € 2.670,35 € 0; 1 50
3 31 258 € 2.669,90 € 2 49
4 49 235 € 2.670,35 € 1 50
5 64 139 € 2.633,20 € 5 47
6 26 259 € 2.605,95 € 0 50

≈ 4%

1RPs := Reservation Prices
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Estimated Reservation Prices

Analyze response behavior for 109 individuals with estimated 
reservation prices of 108 different product bundles.
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Estimated Reservation Prices

Preference is often assumed to be normally distributed across consumer 
populations1

Kolmogorov-Smirnov:

p-value of 0.97 for bundle 32

35 out of 108 bundles have a p-value < 0.05

7 out of 108 bundles have a p-value < 0.01

Result: H0 cannot be rejected

1Schmalensee (1984), Fürderer (1999), and Olderog and Skiera (2000)

 H0 : The RPs2 follow a normal distribution with mean and       
standard deviation of the empirical data.

 Ha : The empirical data does not follow a normal distribution.

2RPs := Reservation Prices



Vienna University of 
Economics and Business Administration

Simulating Profits under Pure Bundling


