Topic M09: Marketing Mix 

Student Worksheet P.8

BAFS Elective Part - Business Management Module – Marketing Management 
Topic M09: Marketing Strategies for Goods – Marketing Mix 
Activity 1: Identifying Market Segment 
Identify the characteristics of the Target Customers of each footwear type below according to Occupation, Gender and Age Group. Tick a box according to your choices in each column. If you can identify any brand name associated with the specified type of footwear, write it down in the space provided.
*There are no definite answers, tick the choices according to your perception of the product. You can even check more than one choice in each column.
	Products / Brand
	Occupation
	Gender
	Usage
	Age Group
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1. Baby Shoes ($290)

Brand: _______________
	White-collar Workers (
Blue-collar workers (
Sport Players (
Students (
Retirees (
Other:___________ (
	Male (
Female (
Both (
	Daily (
Occasional (
Professional (
	Babies (
Kids (
Adults (
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2. Soccer Shoes ($650)

Brand: _______________
	White-collar Workers (
Blue-collar workers (
Sport Players (
Students (
Retirees (
Other:___________ (
	Male (
Female (
Both (
	Daily (
Occasional (
Professional (
	Babies (
Kids (
Adults (
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3. High Heel Shoes ($1280)

Brand: _______________
	White-collar Workers (
Blue-collar workers (
Sport Players (
Students (
Retirees (
Other:___________ (
	Male (
Female (
Both (
	Daily (
Occasional (
Professional (
	Babies (
Kids (
Adults (
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4. Running Shoes ($699)

Brand: _______________
	White-collar Workers (
Blue-collar workers (
Sport Players (
Students (
Retirees (
Other:___________ (
	Male (
Female (
Both (
	Daily (
Occasional (
Professional (
	Babies (
Kids (
Adults (
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5. Hiking Shoes ($560)

Brand: _______________
	White-collar Workers (
Blue-collar workers (
Sport Players (
Students (
Retirees (
Other:___________ (
	Male (
Female (
Both (
	Daily (
Occasional (
Professional (
	Babies (
Kids (
Adults (
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6. Basketball Shoes ($799)

Brand: _______________
	White-collar Workers (
Blue-collar workers (
Sport Players (
Students (
Retirees (
Other:___________ (
	Male (
Female (
Both (
	Daily (
Occasional (
Professional (
	Babies (
Kids (
Adults (
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7. Leather Shoes ($3,400)

Brand: _______________
	White-collar Workers (
Blue-collar workers (
Sport Players (
Students (
Retirees (
Other:___________ (
	Male (
Female (
Both (
	Daily (
Occasional (
Professional (
	Babies (
Kids (
Adults (
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8. Open Toe Sandals ($190)

Brand: _______________
	White-collar Workers (
Blue-collar workers (
Sport Players (
Students (
Retirees (
Other:___________ (
	Male (
Female (
Both (
	Daily (
Occasional (
Professional (
	Babies (
Kids (
Adults (
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9. High Heel Boots ($1490)

Brand: _______________
	White-collar Workers (
Blue-collar workers (
Sport Players (
Students (
Retirees (
Other:___________ (
	Male (
Female (
Both (
	Daily (
Occasional (
Professional (
	Babies (
Kids (
Adults (
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10. Climbing Boots ($190)

Brand: _______________
	White-collar Workers (
Blue-collar workers (
Sport Players (
Students (
Retirees (
Other:___________ (
	Male (
Female (
Both (
	Daily (
Occasional (
Professional (
	Babies (
Kids (
Adults (
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11. Beach Sandals ($190)

Brand: ________________
	White-collar Workers (
Blue-collar workers (
Sport Players (
Students (
Retirees (
Other:___________ (
	Male (
Female (
Both (
	Daily (
Occasional (
Professional (
	Babies (
Kids (
Adults (
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12. Water Boots ($290)

Brand: _______________
	White-collar Workers (
Blue-collar workers (
Sport Players (
Students (
Retirees (
Other:___________ (
	Male (
Female (
Both (
	Daily (
Occasional (
Professional (
	Babies (
Kids (
Adults (


Activity 2: Role Play - Market Positioning

Pair up with a neighbouring student and perform a sales drill scenario. One person acts as the footwear shop sales person and the other person as a walk-in customer. The sales person should spend 1 to 2 minutes trying to uncover the type of footwear that will satisfy the needs and wants of the walk-in customer by asking the questions listed below.

After completing all the questions, the sales person should provide appropriate footwear suggestions that match the customer requirements. Next, swap positions and practice again…..

Sales-drill

Q1 Sale Assistant: 
Good afternoon (or morning)! Welcome to Foot-Shocker. May I help you?


Customer:
I‘d like to buy a pair of shoes for my friend as a present but don’t know which type of shoes I should get.

Q2 Sale Assistant:
Oh I see! Well in this case, we’ve a variety of choices in our shop for you to choose from. Anything from sports shoes to outdoor boots to leather dress shoes and boots.


Customer:
That’s wonderful. I’m sure you can recommend a pair of shoes just right for my friend.

Q3 Sale Assistant:
Is your friend an active person who loves outdoor or sports?

(YES => Q4, NO => Q7)

Q4 Sale Assistant:
I see I see. What activities does he/she like? Outdoor activities or sports?

(Outdoor => Q5, Sports => Q6)

Q5 Sale Assistant:
Does your friend like to go hiking, fishing and camping? Or is your friend the extreme type who likes mountain climbing? (Hiking => Type B, Extreme => Type E)

Q6 Sale Assistant:
I believe your friend must be very health conscious and physically fit. Let me take you to the sports section to have a closer look. (Type A)

Q7 Sale Assistant:
Oh, then I believe a pair of leather dress shoes is just right. Is your friend a MR or MS? (MR => Type C, MS => Type D)


Type A:
I’d recommend you to buy a pair of professional sport shoes for your friend.

Type B:
A pair of outdoor hiking shoes would be perfect. It is suitable for light climbing, waterproof, and durable for any outdoor activity.

Type C:
I’d highly recommend you to buy a pair of leather shoes. It’s great for everyday walking and provides great comfort and style even after long hours of wear.

Type D:
Either a pair of leather high heels or leather boots would suit perfectly for your friend for daily use or at work.

Type E:
Here is a pair of professional, reliable climbing boots for the most extreme situations.

Activity 3: Rebranding exercise: “Tai Cheong Hong 太昌電器行”

Case Study

Introduction

A local electronic store at Sham Shui Po called Tai Cheong Electronics 太昌電器行 selling imported goods such as CRT television, CD stereos, microwaves and fans to customers around the neighbourhood. The management is considering refreshing their business practices due to slow store traffic, sales and profit. Patrick Wong has recently taken over the ownership of the store due to his father’s retirement. He plans to research the market to determine the current demand for electronic gadgets. Patrick is determined to revive the failing business and restore the family business to its original success then expand as a chain.

Reviewing the financial history, Patrick notices that the business was relatively good for the past 10 years. As the local area demographics have changed with aging, the result was a reduced demand for new electronic goods. He knows a new strategic plan is needed to address the changes and reposition the company. 

Review of Current Business

The first thing Patrick did was to conduct an analysis to identify the existing weaknesses of the business. After some investigation, he discovered:

i. Sham Shui Po district and his customers have aged significantly;
ii. Customers’ tastes are rapidly changing and product assortment is out-dated;
iii. Store identity is weak without impact to consumers; 
iv. Internal staff members are customer sensitive, but they lack sufficient technical information and product knowledge.  

1. Using the marketing mix, which elements should Patrick consider in order to facilitate the rebranding of his retail operations and achieve his objectives?

2. Based on your assessment, how can he use your choices to effectively communicate to the target customers and establish an effective market presence and position? Explain your answers in the blank space provided.

Turn to the next page to fill in your answers.

Select the boxes below that would assist Patrick in achieving his rebranding objectives.

	Marketing Mix

	A. Product
( Variety


( Brand Name

( Quality


( Packaging


( Features


( Services

( After Sale Services
	B. Price
( List Price


( Allowances

( Promotional Price
( Payment period

( Discounts


( Credit terms



	C. Promotion
( Advertising

( Sales promotion

( Personal selling

( Public relations
	D. Place
( Channels


( Transportation

( Coverage


( Logistics

( Locations


( Inventory


Explain your reason(s) of choice in the space provided.

A. Product

___________________________________________________________________________________________________________________________________________________________________________________________________

B. Price

___________________________________________________________________________________________________________________________________________________________________________________________________

C. Promotion

___________________________________________________________________________________________________________________________________________________________________________________________________

D. Place

___________________________________________________________________________________________________________________________________________________________________________________________________

Example: Product Variety – The increase of products variety offered by Patrick’s shop can attract more customers of various types and age to visit the store, and therefore increase the store’s traffic.

Activity 4: Matching Marketing Mix

Form into groups of 4 or 5 to match the following marketing mixes in a logical order to construct 5 sets of marketing mixes. Select one item from each category and write them down in the blank area provided. Each choice should only be used once.

	Price
	Place

	
$500.00


$2,000.00

$9,000.00

$25,000.00

$45,000.00


	Mong Kok

Shum Shui Po

Tsim Sha Tsui

Central

Causeway Bay



	Product
	Promotion

	Hand Bag

Hotpot

Laptop Computer

Watch

Dress


	Magazine

TV Commercial

Online Banner

Outdoor Billboard

Coupon




Price



Place



Product



Promotion

(eg:)


$500


   Mong Kok



  Dress   

     Magazine   
Set 1: 
_________________

________________

_________________

_________________



Set 2: 
_________________

_________________

_________________

_________________

Set 3: 
_________________

_________________

_________________

_________________

Set 4: 
_________________

_________________

_________________

_________________
Set 5: 
_________________

________________

_________________

_________________

Activity 5: Discussion on Changing Environment

Observe the product image from the slides #27 - #29 and compare the differences of the products in the 70’s to 90’s with products in the 21st century in terms of style, design, and functionality. Write down the changes you feel have occurred and identify the factors that led to these changes.

Tips: These factors can be - Micro-environment: company management decisions, change in consumer taste, increase in competition, and change in public regulations. Macro-environment: demographic, economic, nature, technological advancement, political, cultural change, globalization, internet, improved communications, mobile phones…etc.
	Time Period
	Observation

	1. 70’s
	Changes:

Factors:

	2. 80’s
	Changes:

Factors:

	3. 90’s
	Changes:

Factors:
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