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EXECUTIVE SUMMARY

Our aim is to launch of a new detergent brand (“Sawaira Washing Powder”) in the Market. Our mission is it to develop a marketing plan for the new brand according to consumer need and demand. Our objective is to provide high quality in Pakistani market and compete  with our competitors like Surf Excel and Ariel. Our company is newly established. And we have no history but we will compete and make a good history in Pakistani market.
We have also research not 4p’s only but 7p’s resech. The different managers should know the sales and marketing objectives of the firm in order to achieve these objectives.

We are going to use the method SMART:

 Also analyze our and competitor SWOT ANALYSIS .
And also mention strategies and product policies. And we have our own slogan and logo. That is uniqe in the world. We have also copyright for this brand name slogan and logo.

The product policies and life cycle and pakeging style and quantity of different pakeging mention.

And in the last we have mention market stratigeies for action programs and control system of timing cost.

Explanation of the project

Our aim is to launch of a new Detergent brand (“Sawaira Washing Powder”) in the Market. Our mission is it to develop a marketing plan for the new brand according to consumer need and demand. This includes a search for a Market Gap and finally a Marketing Strategy to introduce the new brand into the Market.

I) Introduction of our company

Vision 

The company vision is to compete in the industry by emphasizing on customer needs and to build and promote a culture of continuous improvement.

Mission Statement 

 “The Fraz Group of Company Ltd intends to become market leader in the detergent business. We wish to be recognized for offering the best products and excellent customer service. We will run a high quality, profitability and growth oriented business in an exciting and safe environment. 

. Goals  

1. Dedicated involvement of every employee at all levels of the organization to the total quality management concepts. 

2. A complete focus or prevention of non conformance through cohesive detergent work. 

3. Constant emphasis on “doing it right the first time and every time”. 

4. Improving the quality of every thing we do, to the complete satisfaction of our internal and external customers

Objectives 

Our objective is to provide high quality in Pakistani market and compete our competitors like Ariel and Surf Excel. The objectives of the marketing plan are strategically centered around 2 criteria 

· To be No. 1 in Pakistani detergent businesses 

· To achieve turnover of 20% in 2010 from over all business portfolio. 

· To reduce its industrial wastes by 50% till 2011. 

·  To create a strong consumer awareness against unorganized detergent product,

Situation Analysis

INTERNAL ANALYSIS

SWOT Analysis 


 We have identified some strengths, weakness  opportunities and threats. 

Strengths 

1.  Positive Image                                                

In the detergent business we expect our positive image in the minds of customers because market demand is more as compared to supply of our competitors.  We think our brand will helps in the sale of our products. 

2. Financial Strength Of The Business 
We are financially very strong and with our resources we can compete with our competitors.
3. Committed and enthusiastic staff 
We will hire young and enthusiastic staff and it will helps us to achieve our market goals.
4. Up To Date Technology 

The company has up to date technology in its production. The company claims that we offer Two type of detergents to the customers out of which customer can demand any product. For that we have latest machinery in which we just give name of the detergent that customer want and then machinery gave them the formula which will produce that particular detergent then we will produce that detergent for the customer. 

Weaknesses 

 1.

No Distribution Network 

The major weakness of the company business is that we don’t have our own distribution network.
Opportunities 

1.

Increase Quality Awareness Among The Customers 
One of the greatest opportunity for the company is that now a days people are very much conscious about the quality of the detergents and we are aware of the fact that good quality detergent has good impact on clothes. When THE COMPANY will produce high quality detergents so it will increase the demand of company’s so it is a great opportunity for The company. 

Threats 


Increased Competition From Cheap Detergents 


Producers 

Cheap detergents producers capture almost 60% of the market share of detergents so it’s a great threat for The company because other companies will share the market as well.

Financial Analysis 

We have enough resources to compete with our competitiors. We have almost 50 million rupees to invest in the market which will help us to capture our desired market share.
Ratios 

 Estimated Gross Profit Margin 

Gross Profit Margin 
= gross profit / net sales 


2009



2010

10%



15%

The gross profit margin will increase from 10% to 15% in sales Inshallah. This shows that the firm will control its cost of sales. 

External Analysis

5 FORCES ANALYSIS

Threat of new entrant
 
We are the new company to enter in the market. Although unstable economy and decrease in trend of market, there is not much attraction in detergents industry for the new entrants but also have the threat of new entry like others.

Threat of existing rivalry 

 THE COMPANY has to compete with a large number of detergent makers. But the threat is from two major competitors . 

Those competitors are Surf Excel and Ariel Detergents. Surf Excel detergents is having market share of 40% - 60% of the detergents market. 

Other major competitor is Ariel. Ariel is having market share of about 10% to 20%. All other competitors are having a very small portion of market and are not considered as threat for THE COMPANY detergent. 

Threat of substitutes 

There are many substitutes available for the detergents. For past few years there was no concept of detergents but now people are very keen to wash clothes with detergents. Although we are having new entry but we are also having a threat of substitutes.
Bargaining power of buyers 

Bargaining power of buyer is a considerable threat for us  because many competing brands are available in the market. It is necessary for us to satisfy our customers as far as price and quality is concerned. Otherwise the customers will switch to other brands. 

Bargaining power of suppliers 

There are two major suppliers as far as our company is concerned. 

If any of the suppliers offer the terms and conditions that do not suit our company then we would switch to the other supplier. 

SLEPT Analysis 

Political and legal analysis 

Politics and govt. rules and regulations have a critical role in fostering the success or (creating problems for any organization. 

Similarly in case of detergent business, political instability in recent years has affected the sales and growth rate immensely of the companies. 

Govt has imposed 21% sales tax and heavy duties on imports and raw materials. 

Economic analysis 

Recessionary conditions continued to prevail as the government pressed on with its efforts to document the economy. 

The depressed detergent industry and the slow trading industry and the slow trading environment resulted in an overall market shrinkage in the decorative business by 10%. Against this back drop the over all businesses were however able to increase its market share by 1% through our strong advertising and promotional campaigns and increasingly effective after sale service.

Societal Analysis 

In future we will show a lot of concern for society. Organization is very conscious about safety and health of its employees.

The company wants to become leader in the protection of the environment. 

Rs. 15 million is undertaken not only to upgrade production facilities and achieve further operational improvements but also to be more environment friendly by installing plants and machinery that do not cause any damage to environment.

Technological Analysis 

 The company have got the latest technology with them as compared to our competitors. Our production process is highly automated. We can offer any detergent as demanded by the customer. Customers can ask for any of anything. 

For every product there is a specific formula 
that states about composition of constituents and our proposition. 

High level of automation is one of the critical success factors of the company that differentiates then from our competitors and serves as a source of competitive advantage. 

Competitor Analysis 

There are hundreds of competitors competing with us. But their market share is very small as compared to major competitors. Mainly there are only 2 major competitors i.e Surf Excel detergents and Ariel detergents. 

	Company 
	Market share 

	The company 
	00%

	Surf Excel 
	60%

	Ariel  
	20%

	Others 
	20%


All other companies are having market share less than 1%. 

Let us have a look at hot selling brands of above mentioned detergent manufacturers. 

	Company 
	Product 

	The company 
	Sawaira Washing powder

	Uni-Lever Pakistan
	 Surf Excel

	 P&G Pakistan
	Ariel 

	Others 
	Bonus etc 


Company’s Strategies

Consumer Products 

Our company will enter in the consumer products business in 2009 offering a range of domestic detergents under the brand name of Sawaira washing powder. 

By deepening the product range, active support of advertisement and promotional programs, Our consumer products business will be able to mature into a big profit center for us in the next few years through increasing brand loyalty and share consolidation.
Business Level Strategies 

Differentiation 

The company division operates in one area:
Washing Powder
The hottest selling brands of The company is:
Sawaira Washing Powder

Our major competitors are:

· Surf Excel  

· Ariel 

Surf Excel 

The share of Uni-Lever Pakistan in detergent market is 60%. Their hot selling brand is “Surf Excel”. 

Ariel
The share of P & G in detergent market is 20%. 

Their hot selling brand is “Ariel”

Operations Level Strategy 

Total quality management (TQM)

TQM is what The Company will follow in each and every operation we perform. We want quality in every thing we do. Total quality management is one of the basic objectives of the company and we do not compromise on quality at any cost. 

To ensure TQM we will offer various training programs to our employees. 

Training package is offered at all levels of employees. 

Training courses are offered 3-4 times per year. Serena Hotel Faisalabad is the Location where those courses are often organized. 

Performance of every employee will be monitored every month. We are very concerned about efficiency and effectiveness of employees. We discourage wrong deliveries and late deliveries. 

We emphasize on customer satisfaction. Customer can register their complaints regarding wrong delivery and late delivery of products. We will put our best effort to minimize the number of complaints and increase the number of satisfied customers. 

Product Development

The company has a well-established R & D department in Faisalabad. There all people are continuously will make tests to develop new products and that’s the main reason why the company will be able to launch its new products frequently into the market. The top management has allocated good budgets for this R&D department. The company has qualified and competent people in the field of R&D activity. After about 8-9 months we will launch our new brands in the markets, which will help us to maintain our competitiveness. Recently we are launching following brand. 

1. Sawaira Washing Powder  

Demand Management

The company mange its demand by first identifying its customer needs through market research and then introduce its products to customers. The media we use for advertisement are TV, sign boards etc. 

Order Fulfillment 

The company will use 2 approaches for its order fulfillment process. For decorative business we have customized brands and we send our brands to dealers then deliver it to retailers. 

While for industrial business we first receive demand for the detergent to be delivered and then we make detergent for them and then deliver to them and for that we charge high price.

Alternative Strategies

There are several strategic options for The Company. We can reduce our competition and market share by using any of the following strategies. 

These strategies are:

1.
Forward integration 

We are at the moment is depending on dealers for the sale of our products. These dealers will store company’s products, retailers will have to get our products from these dealers & then offer customers for sale. 

In future The COMPANY instead of depending on dealers use our own on distribution to supply products to retailers then we can increase the sales of our products by giving products to every possible retailers and in this way we can get acceptance of every retailer to get our product and offer it to customer for sale. 

2.
Backward integration 

Presently The COMPANY Pakistan will purchase its raw material from both local as well as foreign suppliers. About 25% material is purchased from foreign countries and 75% is purchased locally. 

As such as huge quantity of raw material will be purchased from foreign countries that’s why change in government import duties have a great impact on prices of raw material and now a days government is continuously increasing its import duties so it rents in reverse in prices of raw material which also increase the prices of finished products. 

Therefore if THE COMPANY acquires local suppliers for start making its own raw material then it can save itself from such fluctuations in prices, which could result in the stabilization of prices, and customers, can purchase the products at low prices. 

3. Acquisition 

At present THE FRAZ COMPANY is medium manufacturer of detergents in Pakistan. Its prospective market share is 25%. There are several companies in detergents business having a small portion of over all market. 

THE FRAZ COMPANY can increase its market share by acquiring a few small companies dealing in detergents   

As a result of this acquisition We can increase our market share up to 35% 

4. Combination 

Business strategy of Our COMPANY includes differentiation and quick response. Recently THE COMPANY has introduced SAWIARA that covers only segment of middle class. But company wants to introduce a powder which will cover all market segments. 

As THE COMPANY brands are of high price so other companies get benefit and capture the lower end of the market. . 

Combination of differentiation and cost leadership can be very fruitful for the organization. 
Marketing Mix of Sawaira Washing Powder

Marketing considerations

Product life cycle: Sawaira detergent is a product when it is at its maturity level so then we will find a new multiple segments to differentiate themselves.
1. Product

Sawaira Washing Powder will be a high quality product offered to all type of customers.

Contents of the Sawaira Washing Powder are:

  (Family pack)

  [Bachat Pack] 
 [Small pack]
Packaging: 

Customer perception of a package creates brand equity and purchaser loyalty. The image presented by the package largely determines success or failure of a detergent line. Appearance

stimulates memories and emotions inside the purchaser, who oftentimes is female, often

buying for an entire family. Colour, image and slogan all combine to facilitate customer allegiance.

Target:

We want to touch the target group in a progressive way. At the beginning, it is important to touch the consumers of Ariel detergent. In second time, we should attract the consumers of the main competitor: “Surf Excel”.
2. Place

Washing powder ingredients are imported from China because the company is able to get high quality for a reasonable price and will then be blended and packed .

The final product will be distributed to Retailers such as Super markets and small shops so the end consumer has easy access to it.

Place in supermarket:

The Sawaira washing powder boxes should preferably be placed on top of the shelves in the

supermarkets. Beneath them on the middle and lower levels the there will be place for our competitors.
3. Price

we are offering very low price as compare to competitor with high quality.

Reasons for pricing policy: Sawaira Washing Powder is competing against the main player on the Pakistan Market Surf Excel and Ariel, by setting a higher price but offering more value for it. Various promotion activities, giveaways and advertising on radio and television will help to establish the brand and gain market shares.

4. Promotion

The promotion is the most important point to launch our products because we want to be able to compete with our biggest competitor “Uniliver”. We want to focus on this point because the Pakistanis like to purchase bargains or buy products that offer free gifts. Other brands do not offer as many promotion and free gifts as “Uniliver” does. This is why it is important to focus especially on the Promotion activities of the marketing mix. We are going to set up original events in order to attract new customers and consumers of other detergent brands.

Promotional offerings

- Promotional offers during the year: If a client buys a Family pack of Sawaira washing powder, he will get a free Neel Sachet.
 Advertisement 

At the beginning, the strategy is to focus on the Internet, the radio and on daily newspaper to reach a lot of customers. These media are noticed by a large target group

which will help the firm to be known. After six months or one year, we will begin a campaign on television, in magazines and on busses.

5. People

The employees and the consumers are very important for the product’s development. They represent the image of the brand; it is for that the services have to be optimum. The

employees and more particularly the commercial people and the hostesses should be trained in order to know the product and to can sell it properly. Moreover, in the other hand, the clients are important because they passed a message to the potential clients. To allow this, the hostesses at the beginning and the employees after have to explain the quality, the different catogeries of the product.

6. Process

We have seen that the selling process is vital in the decision making process. In the

shops, the selling is making by the advice. The clients like to feel reassured in front of making process. So we conclude that one time per three months, commercials and hostesses will give advices to the consumers in order to make him more confident the product.

7. Physical evidence

The environment should be very clear, clean and attractive because the decision

making process takes into account these elements. Moreover, in the shelves, the products

should be stored correctly in order to attract the consumers. We have to ask to the staff that we need light in order to bring out the colours of the product.

Action Programmes

Marketing Strategy

Action Responsibility

Control System

Timing costs

Marketing communication campaign  Advertisement on TV, internet, radio, newspapers, campaign ad on the street Marketing managers Monthly sales figures Whole year  Set up special stand for personal selling Marketing Managers, Sales managers, Counter staff Supervisors Count customers and monitor sales per moth organize promotional events  in Pakistan market.. Marketing Managers, Supervisors, Hostesses Count participants Promotional offers e.g. free gifts with purchase.

Implementation Plan

 For successful implementation of the strategies that we have recommended, THE COMPANY should emphasize on the following main points to implement those strategies. 

Budget 

For above 2 strategies, which we have recommended there, should be separate budget allocated for the implementation of the recommended strategies. 

In this context the finance department personnel should work to develop budget for these alternative and then the top management should approve that budget so that the actual work can be executed. Because without top management’s approval the whole task can’t be implemented.

Human Resources 

THE COMPANY should believe in our people’s potential and ability. We should invest in them and consider them as most valuable assets. Because business goals can be best realized through people. 

Before bringing any change employees should be communicated about why the change is necessarily and what are the objectives and goals that companies want to achieve through those changes. Employees should be given training so that we can better adapt to those changes. Employees are vital to the profitability of the company because we directly contribute to the success of the organization. Human resource department should strive to ensure that a professional and caring environment continues to be fostered so that the creative energies of staff are released and fully utilized while developing our potential 

 Sales

As the company will undergo backward integration and combination strategies therefore it should increase its sale by exploring new geographical areas and markets which will result in increase in profitability for the company and the company will have funds for the new strategies to implement

Production 

For selling more definitely the company should also increase its production so that the product should be readily available for sale.     

