Running head: MAR2011 PRINCIPLES OF MARKETING
MAR2011 PRINCIPLES OF MARKETING                                                                                  6

MAR2011 Principles of Marketing
Student’s Name

Institutional Affiliation

MAR2011 Principles of Marketing
This case study is about a firm that is looking for alternative methods to improve its profitability, remain stable as well as promote its growth in the market. The founder of Continuous Education Corporation acquired the business idea while visiting a nursing home. From this visit, he was able to develop his first education tools that would be administered by the nursing home staff to senior citizen his first tools were successfully incorporated into his mother’s nursing home. Due to this success from his tool, Mr. Heilig acquired a loan that he used to start his corporation for mass production these kits for the nation. Additionally, he was awarded capital to grow his business, with this capital he employed some full-time workers. With the increased sale, the business was highly profitable but there were concerns of decline and updates in the company were necessary and had to be implemented. Therefore, the founder of CEC found a means of producing new products in his kit and update his marketing strategies, however, issues aroused in that the new product would require huge investments, production of traditional products and updated tool would not be done simultaneously and a lot of time will be spent in marketing and selling the new product. Three options were concluded in solving this issue, they should observe the market and stick to their original product, increase incorporate the new product and then rebrand the company or double down.
Marketing Decision in the Case Study

Marketing decisions made at CEC include pricing of the education-kits. This includes setting the standard price on the courses per kit at $59 and the shipping expenses for each kit. Hence, the company had decided on a means of transporting and distributing their products (Baker, 2014). Since the business was growing and the products were demanded outside the district shipping expense had to be made per kit ordered. Additionally, to attract and maintain client purchasing discounts of 10% were made for all purchases. Another pricing decision was wholesale pricing in which a set price for every 100 kits was set, in wholesale pricing, two free items were awarded the institution purchasing the kits for every single tool bought. This was a form of promotion when products were bought in bulk. 
Another marketing decision is branding the product as Edu-kits and considering the environments. The nursing environment required a product that would stimulate and engage the senior citizens. Production of the tools and Mr. Heilig distributing the initial tools to the nursing home by himself was among the first marketing decisions. In that he identified the need, come up with a product and decided on how to distribute his course kits.  Also increasing the market size from local community centers and nursing home to others centers across the nation. Additionally, defining the functionality of their product where it would be used to educate older people (Armstrong et al., 2015). One of the marketing decision was the accessibility of education kits would be accessed in which the firm would distribute the products to its clients both locally and nationwide. 
Product, Place, Price and Promotion

The product is the initial P of marketing in which the case study product is an educational kit. This Edu-kit consists of courses that the elderly will take, instruction manual and a demo kit. Moreover, the education kit is a tangible product. This product is unique since it helps the elderly become engaged and enthused. The courses in the kit can be incorporated with other activities that stimulate the brain. Place is another p in marketing, the firm is located in Jacksonville, the firm is also accessible online. Price is the amount clients pay for the product or the services, the firm has set prices per kit and also on the courses (Hussain et al., 2015). The business had set affordable prices on bulk buying and also offered a 10 percent for courses purchased as a series. Distribution prices were also set for every kit purchased. Prices set resulted in the business making a profit and increasing the number of product purchased. In addition, the product has great client value and hence the prices set to reflect on its value. The promotion included marketing and communication methods and strategies, this includes special offers such as free kit guide and demo for products bought in bulk. Another promotion is discounted for courses bought in series.
Double-Down Analysis

This option involves updating the traditional product and start producing similar products but for another business environment. A huge investment will be made in updating the products. The business is at risk of decline due to using similar methods today as used 19 years ago. New inventions have been developed and can be utilized by the firm to save it from decline Stimulation of the younger generation can also be profitable, hence the need to expand the market. The initial product was widely incorporated into nursing homes but, the firm has the mandate to improve this inspiration within its customers in order to increase their purchases. During the 19 years of productivity competitors have emerged and thus the business has to secure its role in society. Modernizing the courses will result in increased functionality.  However, this step may not be easily accepted by the older generation who would not utilize the new product and would prefer the older product (Baker, 2014). Developing virtual educational skill will require a trained operator or developed guide system to help senior people is using the new products.
Every business has undergone several changes and hence it should be flexible to incorporate the changes. Investing creation of courses to be used for children is a good solution because developing children who are mentally stimulated is preferred. Rather than children being idle, they will have some courses to work on before joining schools. Therefore, production of education kits for all ages will improve the productivity of the business and new marketing strategies will be developed to reach the new market being targeted. Moreover, the younger generation is well informed in technology and the virtual Edu-kit will be easily utilized increasing the revenue. Initially, reaching the new target may be slow but since these products are updated and contain advanced technology, the new market will easily accept the product and boost profits (Armstrong et al, 2015).

Solution to Incorporation of Virtual Edu-kit

Production of both traditional and modernized products, production and marketing of new products are very expensive and the company needs to keep being productive hence, producing the traditional product should carry on. Maintaining the install products may be a way to save the company if the new product is not fully accepted into the market during its initial slow purchase levels. According to Armstrong et al. (2015), the firm should consider the slow production of the modernized educational kit while the majority of production is focused on traditional products. This will be done while accessing the market response to the new product and progress on the modernized product if the response is positive. Additionally, the second solution to the business is delayed the production of the new product while research is being made on the potential. This will be helpful for the management to analyze the new product and its possible profit when incorporated in the society. It will also provide the root cause that can occur if the product is not received in the market, find ways to encourage and motivate customers to purchase their products. Lastly, the third solution to the company’s situation is adjusting the promotion of their products and advertise the new products that will be produced to prepare the customers. Once the clients are aware and start making orders the business can then start producing the new products immediately. This is because the market is aware of this project and want to try the new invention.
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