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Do you want a product for free?

We are inviting members to test out these Japan
Diaper Covers. All we need is your comments,

3 members will be selected to take home
one piece of diaper cover each worth $25.

To the p al
foem, fill b the details and

apphcanos

sond it 10 mail@emdassyofbabies com.
Embassy of Babies will inform you i you
are selected.

RETURNING

SHOPPERS PURCHASERS

Site visitor
segments

Post-first-purchase visitors,
up io and induding the

second purchase.

Visitors up to and induding
the first purchase

Methods of product trial

«Advertising
*Free Publicity
*Free samples
*User Testing
Low trial prices

*Targeting trade buyers

Repeat purchase through:

A

—\E *Promotion
REPEAT *Price
PURCHASERS
*Product

Post-second-purchase
visitors, nduding all
subsequent purchases.

Place
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Product Lite yc\e

G

Sales startto grow rapidly.
Persuasive advertising may be used.
Prices may be reduced as new
competitors enter the market,

Profits start coming.

Productis launched.
Sales grow slowly as people
are not aware of the product.
Informative advertising is used
Usually no profit

downloaded from www.dineshbakshi.com
interactive crosswords, quizzes,
mindmaps, flash games.
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i Company
Customer Name
Service Logo

Strong
Impression

BRANDING

Repetition

Value

Product Proposition

Benefits

Differentiation

*Design
Formulation
*Function

‘Name

*Packaging

High
Quality
2

1
I n}l‘,ﬁg -
Low m -

=3

=
%

=

Low

Market Mapping

Product Range

High
Price
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Customer

Promotion

Place

Remember...

¢ Identifying needs

¢ Anticipating
needs

¢ M eeting

customer needs
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Topic 3.1- Marketing

What the syllabus
says...

- How to collect and
Interpret quantitative
and gualitative
research data to
help decide on
ISsues such as the
appropriate
marketing mix



Topic 3.1: Product Trial and
Repeat Purchase

What the syllabus says...

- The concept of breaking
down ‘sales’ into product
trial and repeat purchase

PHlOAL

W - How to maximise
I ||AIIIIIIIE i repeat purchase through
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S g L it o] VN g customer loyalty’
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Topic 3.1: Product Life
Cycle

What the syllabus says...

- The four phases of the
life cycle,

- extension strategies,

- cash flow and the life
cycle,

- product portfolio analysis
through the Boston Matrix”

- Phases of the life cycle
can be related to product
trial and repeat purchase;
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Topic 3.1: Branding and
Differentiation

What the syllabus says...

- The importance of brands
as an aid to product trial
and repeat purchase

- The need to differentiate
a product/service from
others, given the level of
Competition

- Useful to analyse brand
Images using a
market map
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Topic 3.1:
Marketing Mix

What the syllabus
says...

- The importance of
managing a brand
through the key
variables that make up
the mix: Product, Price,
Promotion and Place



Design and Research Development

/‘\\\~ The Design Stylish, elegant,
SR Mix —is made % beautiful products are
up of 3 <€ more like to sell than
factors: ppearance products that have no

/ style
\\ il '

How well a product
works and the extent to
which it does what it is
supposed to do.

The cheaper the Cost

cost of producing
an item the

better
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€18 3 main types of stocks: "
& 1. Materials to be assembled into products M an ag I n g

n \»%)‘ ‘\\;\
i JEY 2. Semi-finished products s
=~ 701 3. Finished products StOCk
Business holds
STOCK CONTROL \\" "7/ no stocks, stocks
600 CHART : " Maxstock R ] delivered when
; BYE =
: . JUST= they need them
500 ' ‘
5 Qiler 4adN Business holds
T 3 qu antity .
o 0 L stocks, in the hope
C i |
K oot people will buy them!
. : lewvel |
E
200 1} .
E v Min stock Unsufficient Stock | Excessive Stock
100 e i lewvel
TLea Buffer l ' ' ‘/\
o stock
¥ Reduction of active product Expenses of keeping Lack of financial
Maonth 1 Maonth 2 Maonth 2 [ position number J { and transportation ] L resources J
Time y
What is the minimum level of stock a business Senvice leve Extemalloans it T
should hold? Should it hold any stock at all? Salee volume
When should stock be reordered? ANSWER: “it reduction — s
dependS ” Leave of clients Leave of clients
O COSt L J - v - v Y
* Production needs Reduction of Reduction of Reduction of Reduction of
. short-term profit long-term profit short-term profit long-term profit
* Price L ) t
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Quality Assurance:
o S checked throughout
production process

Advantages & Disadvantages

e

Quality Control: checked AT

once product made

—

Employee
Satisfaction

Customer
Satisfaction

Teamwork

o
Integrity

% Quality

QUALITY ASSURANCE

Define and improve the
quality related processes and
procedures to ensure quality

QUALITY CONTROL

Evaluate the quality; extimate if i
meets customer's expectations

TESTING /
Find defects in the product

QUALITY &
A "
Improvement
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Cost effective operations and
competitiveness

Productivity = Total Output

 Oosts
Number of workers . .
Ways to raise productivity... Bottom ILine
- Training
Better equipment v ¥
. /
Motivation | -

Better communication

Ways to reduce costs...
Improved purchasing (buy
better e.g. bulk buying
Relocation
Better design

- Cut overhead costs
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Effective Customer Service

30 min :
NO SERVIC

When your Customer Service Drops:

You LOSE clients.
! | You LOSE referrals.
' You LOSE repeat business.
| Your Competition WINS.

[ f“)
e

Meeting the needs of the customer
- Quality

- On time service

- Innovation

- Collaboration (working with other companies)
- Spotting problems

- Listening to customers

- Dealing with complaints

- Staff training

- Going beyond what is expected
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Consumer Protection Laws

The Sale of Goods Act — Trade Descriptions Act —

CIAFFICE F Faoar TRAL S

exmerEe) Oy 2

er@ E 'ﬂ; @R " 5 - Gi\_/e false information

- Fall to give important information

FLILL E."D
o0 [eEETnel .E! - Acting aggressively

The SELLER has to make These laws can have a
Sure that PRODUCTS SﬁTISFﬂCTOHYQUM.ITY, number of effects on
have 3 characteristics. .. As businesses such as...
1. Match the description Deschnio - Companies having to
2. Merchantable quality : AT L2

. TFORPURPOSE - Compliance costs
3. Fitfor purpose AnoLisTA - Revenues and profits

REASONAELE LENGTH OF

Time
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Topic 3.2: Design and Research

HE What the syllabus says...
@ME@ |
A @g.; \% - Design as a key approach
=) E? \ E"-‘-': %s \ . SO
- w%\ 6 E % M to product differentiation
=z 4
= 3 ¥ i
%g\ % /%% é‘§~;‘g§ - Be able to appreciate the
V'3 "j, S design mix (Function, cost,
‘é’;— Y7 appearance)
= g?,‘h e
= - Show the need for scientific

research to provide the basis
for development
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Topic 3.1: Stock
Control

What the syllabus says...

- To interpret bar gate stock
graphs to see how stock
control should work In
theory

- Understand the need for the
use of Just In Time (JIT) stock
control

- The advantages and
drawbacks of different stock
control methods — “Just in
case” and “Just in time”
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Topic 3.2 Quality

What the syllabus says...

- Quality control versus a
culture of quality assurance
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Topic 3.2: Effective Customer
Service

What the syllabus
says...

- Providing customers with
the service level they
want, when they want it

- See the link with repeat
purchase levels

- The disadvantages of
poor customer service

- The need to find out what
the customer wants from
‘service



Topic 3.1: Consumer
Protection Laws

What the syllabus
says...

- A brief introduction to
the purpose of Trade
Descriptions and Sale of
Goods legislation

- The effects of this
legislation on business

- No need for exhaustive
detall, just an outline;
‘Why?’ and ‘With

what effect?’




Improving cash flow

Cash inflow

{Revenue
ﬁ frorm sales)

-De-stocking :
; E?:Er::a::;d *Reduce orders for new
*Increase sales : materials and stocks
revenue : | _ _
E——— —==| *Delaying paying
*Improve cash flow A SN Cash outflow invoices
from customers i (Costs of production

Leasing rather than

eLonger term
solutions e.g. bank
loan, issue shares,
sell assets i.e. land or

property.
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How to improve profit

Profit = Revenue - costs

Cutting costs
-Materials costs
-Labour
-Investment

-Marketing

Increasing revenue

Revenue = number
of products sold *
average price

-Improved marketing

-Better products




Break-even analysis

|, Breakeven analysis
o | Profl
| Wi

| copacy Fixed Cost
Contribution

= Sales revenue per item
— variable cost per item

Fived Cost (FC)

Margin of Safety

Break aven outpit —

Quantity (Units)

Full Capacity Output

Total revenue

= Quantity sold *
average price
Total cost

= fixed cost + variable
cost




Sources of finance

l
Il Internal ’ II E%ternal |
ﬂ “ﬁzazsllgﬂzz " » g

Advantages & Disadvantages
of different types of finance: Vo -Overdraft

-Loan
-Cost

-Risk

-Bond
-Trade Credit

-Avallablility of finance
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Topic 3.3: Improving
Profit



Topic 3.3: Break Even
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Topic 3.3: Financing Growth




a) BROAD: One-Level,
1 Manager,

Span =48
48 Workers

$66666008486660000888486666068884884660006088846666

’W - 5?35;7":’“
EEEMEEEE S G G

c) MODERATE: Two Levels,
7 Managers, Average Span =
42 Workers

o Network

CASTING DERCONNEI I Ececutive

AN
O ouAND

Noj

WWW.HOWT

Executive

Producer

‘ % Casting

Director

Casting |
D% Producer

8\ Casting
\A Assistant

Production | |
Assistant

\Yl

e

Centralization and Decentralization

s 2IMEnace .com

A
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Challenges

Innovation Flexibility
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Increased Recommendations

More
Customers

to friends
and family

shareholder
value
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Communication

ot Y
\ : receiver unable
> >
\ poor timing no feedbcak >

*Internal V External Communication

The Communication Process

The Sender

The Recelver

Hi Alfred! How Oh, she's fine.
is your sister? She just had a
baby!
he Message

I The Feedback

Insufficient

communication

Excessive
communication

Blah! Blah! '

Slah! Bigl! «Channels of communication

eBarriers to communication

: ‘:& : -Communication skills

The importance of good communication
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Remuneration

Which payment system? Different types of payment

» What is possible? SYEIETE
P « Manual (blue collar worker)

» Tradition « Office (white collar worker

»Tax & other employment costs ) (Shegﬁmg)s Uiy ditees

> Motivation  Payment method
— Qvertime

EMPLOYEE — Basic Pay
— Commission
Permanent
« Steady Income - BO”US

«Health Insurance

— Piece rate

— Fringe benefits e.qg. car,
health care

« Discounts on Museums, Eym Mambership No
= Paid Vaeation - Dental Insurance Ne
* Flex-Spend Account No
« 4010k} Plan « Paid Holidays No
«Personal Days No

« Sick Days No
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Topic 3.4: Organisational
Structures

What the syllabus says...

- The significance of motivation in the
workplace.

- The importance of divisional
structure, levels of hierarchy, chains
of command.

- Centralised versus decentralised
systems.

- Link this material to Maslow’s
Hierarchy of Needs and to
communication.



- The idea that motivation
comes from within

E g z > 5% OESIE Topic 3.4: Motivation
g g L0 E U E g Ei 5"‘ FLEYIBLE What the syllabus says...
DeSchRES #, & g
-E pERTsIgFIEﬂg BELONGING @gHELP ;EED - The significance of motivation in
§5 IJEHOTIVATEI] g;T 5@ the workplace,
0 z :, ACGORDING ¢ WUCH NEEU o
= q - Maslow’s Hierarchy of Needs and
éE @ a its potential in organisations
2
y J
E

- Students may have to analyse a
business situation using Maslow,
and see how an understanding of
the theory could make a manager
better at their job.

- This idea is one to query and
debate, as motivation may be
rooted largely in circumstances.
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Topic 3.4: Remuneration

What the syllabus says...

- The impact on staff of various
payment strategies:

- time

- piece rate

- commission

- full-time

- salary versus freelance or
temporary work

- fringe benefits

- The impact on business of
different payment systems

- The key is for students to think from
two different perspectives: the
employer and the employee. The key
concept is financial incentives

vVersus salary/time rate.



Ethics In Business

Ethical issues can affect...

Production
Suppliers

Workers
Customers
Competitors

The Product

The environment
Local communities
Possible trade offs
Pressure Groups

— o -
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Short term
effects

Recycling

Environmental Issues -°ngtem

effects

Climate Change
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Economic Issues affecting International Trade

GDP GROWTH FORECASTS: CHINA
Eusa [ Russian Federation
.JU__W” |:|::Ir_':q|::| Federal INDIA VS CHINA INDIA
B china W karea, South WORLD
Wuk [l Metherlands
W Germany B ~ustralia
[ italy Bl ndonesia
[Jindia [ Turkey
CIFrance Jamentina
W 5pain Otsmael
[Jarmzil [l China, Hong Kong
[Jcanada [Qiran
Unequal distribution - |
. v 2014 2015 2016 2017
Of Income \ Source: World Bank
| ~
N Imports and N The level of

& \#f "\ Exports A== =—- = development of an

e ) | economy affects its

[ | - d sImport Protection — Tariffs or imports and exports:

| NG A | | custom duties _

‘@F” \CT > -Average Incomes
, ‘;f ) *Quotas :
L ) f,// -Wages & prices
.4 BE *Export Subsidies — (firms given
< 28 - '
S money to help reduce costs) Quality and technology

of products
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You need Ato be able to discuss the benefits and drawbacks
to businesses of...

*Tax rates set by individual Governments

*Regulations (red tape)
Minimum wage (not fixed, each government decides)
Maternity and Paternity rights

*Health and Safety regulations
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Topic 3.5: Ethics in Business



Topic 3.5: Environmental issues
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