                                                                                                                                                                                   3
[bookmark: _GoBack]​MARKETING​ ​PLAN
I.​ ​Introduction
Names of individuals in the group:
Company Name: DATE PALM INTERNATIONAL SUPPLIERS
 Product
Our product is dates, or you could call it (Date palm). Dates are sweet and delicious fruits that are quite popular in Saudi Arabia. Dates are rich in nutrients such as vitamin, dietary fiber and even minerals such as calcium, potassium, copper, and manganese among many others. There are numerous health benefits of consuming dates including prevention of constipation, helping with heart disorders, abdominal cancer, diarrhea and even sexual dysfunction. Unfortunately, there are many countries that do not enjoy the benefits of consuming dates due to unavailability and unaffordability. We aim at growing and exporting dates and date by-products to these countries on a large scale. This will include the supply of fresh and dried dates, stoned dates, pitted dates, date wine, date syrup and date paste. The by-products to be supplied include date seeds, date molasses, immature dates, cull dates, dates pedicel and date leaves. 
II. Mission Statement 
Our mission statement is to become the largest suppliers of date palms in both the domestic and international market at affordable prices in the promotion of a healthier generation.  
III.​ ​Assessing​ ​Organizational​ ​Resources​ ​-​ ​The​ ​Company​ ​Environment
	According to a survey conducted in 2012, the total global production of date palms was a total of 7 million tons worth more than US$ 1 Billion. 75% of this total production was from the top 6 date producing countries among them Saudi Arabia. Saudi Arabia is ranked third with a total production of about 836,983 metric tons of fresh date palms every year. Overall, Saudi Arabia accounts for about15% of global production and 8.8% exports of the world’s dates with the main importers being Kuwait, Jordan and Yemen.
Internal Strengths
· Saudi Arabia has the perfect conditions for the growth and cultivation of date palms.
· Date Palm Suppliers has experienced staff with date palm cultivation and processing.
Internal weaknesses
· Minimal capital for large-scale, production, processing, marketing and exporting.
· Inadequate technology for date palm processing.
IV.​ ​The​ ​Situational​ ​Environment​ ​(Analysis)
1. Technology 
Recently, every business enterprise has adopted the use of technology in its operations due to its positive impact on business relationships (Lindh, Dahlin & Hadjikhani, 2008). This move has been made possible by the affordability and accessibility of internet connection. This high level of technology has enhanced company’s marketing communication as well as its production processes. Similarly, the company intends to utilize this high level of technology to market its palms both domestically and internationally using various online platforms. The internet has made the world a global village and we are positive that we can reach a larger population now through social media such as Facebook and Twitter among other online marketing efforts. We also hope to ensure that we utilize the latest technology in processing the date palms. Besides, modern technology will be adopted in preserving palms which will reduce wastage in the event of excess production. 
2.  Social and cultural factors. 
The major socio-cultural factor that we must consider when marketing dates is how a
majority of the population associate it with the Muslim religion. In fact, most date palm cultivators have a spiritual attachment to the fruits. This notion can only be changed through a marketing campaign. We aim to market dates as a healthy fruit, with a high nutritional value, that should be consumed by everyone to promote the overall wellbeing of the body. Besides, during our marketing campaign, we will elaborate benefits associated with date consumption in the body such being rich in calcium. Finally, we will target Islamic countries as our primary target markets since they use dates widely particularly during Ramadan period. Therefore, the company will not have to spend more on marketing the dates.  
3. Economic 
The today’s global economy is flourishing since the majority of adults irrespective of their gender engage in income-generating activities. This practice implies individuals have enough money for the transaction motive. Besides, the modern education on nutrition has increased the demand for healthy and natural foods stuffs. This situation creates the perfect opportunity to market and promotes date palms at a domestic and international level. Saudi Arabia is already a major exporter of date palms and therefore there is already good will in the market. Besides, the market is too wide to be exploited by a few players who are already established in this industry. 
4. Competition 
Saudi Arabia is one of the major exporting countries for date palms. The other major countries include Egypt, Iran, Iraq, Pakistan, Oman, United Arab Emirates, Sudan and South Sudan. Some of the major companies in Saudi Arabia that are a major competition include Amal Alkhair Dates Holding Company, Aneesah Alqasim Farms Establishment, Saudi Palm Dates LLC, Rashid Saad Al-Rashid & Sons Co. and Siddiqi Jewel of Trading Est. These companies already have a well-established presence in the domestic market and the brands well recognized. There is, however, a gap in the international market as dates and related by-products are not widely consumed especially by non-Muslims. Therefore, through good marketing strategies, the company has high chances of marketing its dates in the countries where date consumption is not common particularly Christianity-based nations.
5. Politics 
The major regulation that can influence the marketing of date palms in Saudi Arabia is the list of Restricted and Prohibited Exports. Since dates are not on this list, it is safe to begin marketing the product internationally. The major regulatory body for exports in Saudi Arabia is the Ministry of Finance, Customs Department. Saudi Arabia also has good relations with the Western countries since it is a major exporter of oil. As a result, this condition creates an ideal situation in promoting our business internationally. Besides, currently, the country is in a stable and peaceful political state which creates a conducive environment for operating the business.
Laws and regulations. 
To promote the exportation of goods, the Saudi government imposes minimal regulations on exports. There are labeling requirements and documentation requirements in place. For the documentation requirements, important documents include a commercial invoice by the exporter, a bill of lading, airway bill, Certificate of Origin, packing list and Export declaration. There are charges or fees that are incurred including port service fees, charges for containers and trailers and storage fees. All laws and regulations applicable will be checked to ensure adherence. The company will also pay taxes are required to ensure it has good relations with the government.  
6. Porter’s Five Forces 
Just like any other company, the business will not operate in a vacuum; its operations will be affected by various forces in the market (Renko, Sustic & Butigan, 2011). These forces include competitor's rivalry, buyer's power, supplier's power, threats of substitution, and threats of a new entry.
Competition Rivalry
The major company’s competitors are a few countries that also have large-scale production of date palms and a few specific major companies in Saudi Arabia. Dates are usually provided at a premium price and competition in this industry is on both quality in production, economies of scale and marketing and distribution to ensure availability. 
Buyer Power
 The buyer power in the date palm industry is limited in the international market. There are not many countries that have these fruits and they are not readily available which makes the bargaining power of buyers low. In the domestic market, however, date palms are a staple fruit and grown on a large percentage of the land which increases the buyer's power to determine the price among other factors. 
Supplier Power
Supplier power in this industry is high. Saudi Arabia is one of the major exporters of date palms accounting for about 8.8% of the world’s exports. Major production of date palms is done in less than 10 countries which gives suppliers a high bargaining power. They can price the products at a premium price since it is a rare fruit and retain a high number of customer specifically in international markets.
Threat of Substitution
There is a minimal threat of substitution of date palms. This fruit thrives easily in arid conditions and has high nutritional value. Most date palms are sold fresh and ready for consumption and there is no much threat of substitutes. Consumers may only have a choice of the brand, but the products are the same.
Threat of new entry
While date palm production is already quite popular in Saudi Arabia, most people have not considered its production on a large scale in other countries. Besides, palm does well only in dry regions. Therefore, there is a minimal threat of entry on that note. However, since the fruit does not require much capital to grow and process thereafter, we are likely to experience fewer barriers to entry in the future as more people grow aware of the business. 
V.​ ​Develop​ ​a​ ​SWOT​ ​Analysis
 Strengths
· Saudi Arabia has a large supply of date palms making it possible to negotiate affordable rates. Date palms for export will be obtained from existing farmers and produced on a large scale by the company.
· Good quality and fresh palms. Palms are widely grown in Saudi Arabia which will make it possible for the company to choose fresh and good quality fruits.
· Avoid wastage of palms. Since palms are produced in Saudi Arabia, the company will not have to purchase a huge amount of palms which are likely to spoil in the event of a breakdown in the production process.
· Regular supply of palms when needed. Since palms are produced in most parts of Saudi Arabia the country has effective and faster means of transport to ensure dates reach various companies for storage and processing before they spoil. 
· Experienced staff in growth and processing of date palms. Date palm international suppliers have staff who was raised in Saudi Arabia and who has worked with date production and processing companies before and are therefore well equipped with the appropriate knowledge to venture into the industry.
· Date palms are healthy, delicious fruits with high nutritional value. People today are more concerned about their health more than ever. There is a great room to market a healthy fruit such as the date palm.  
· Staff with experience in sales and marketing in the contemporary world. Marketing efforts will play a crucial role in raising awareness of our product in the domestic and international market and contemporary methods such as the internet and social media will be of great value to the company.
· Minimal regulation on exports in Saudi Arabia. Saudi Arabia supports export business and there are minimal barriers from the government and other regulators.
· Strong International Relations of Saudi Arabia and the West. This creates a good base to transact more business in addition to the oil exports.
Weaknesses
· Inadequate latest technology for date palm processing and storage.
· The high rate of spoilage of palms is due to their perishable nature.
· A Huge amount of funds required to market dates in the international market.
· Huge transport cost since fresh dates requires being transported using air which is relatively expensive due to their perishable nature.
· Lack of awareness of date palms in the international market. This is because only a few mostly Muslim countries have a substantial amount of date palm production.
· Date palms are associated with a specific religion. In fact, most farmers have a spiritual attachment to the fruit. Non-Muslim consumers may be skeptical about making this an everyday fruit.
· The governments of the target countries in case of international market are likely to charge the company high taxes to restrict the level of imports in their countries.
· Lack of qualified staff with adequate knowledge regarding dates in the target countries. 
Opportunities
· The international market that is highly unexploited. Most people, especially in non-Muslim countries, are largely unaware of date palms and the related benefits upon consumption. 
· The trend for consuming healthy foods in the world. Dates provide a natural source of sugar that is beneficial for the body.
· Available land for cultivation of date palm plants.
· Adoption of modern machines to assist in processing dates faster and quickly. 
         Threats
· Climate change and natural disasters which may affect the plants leading to huge losses.
· Future strong competition due to a strong response from the market.
· High chances of non-performance in the international market. This failure will result from difficulty in convincing international customers particularly Christianity-based nations that dates have no connection with Muslims. 
VI.​ ​Organizational/Marketing​ ​Objectives​ ​
· To sell 50,000 metric tons of date palms within a period of two years.
· To gain 20% market share in the international market within a period of two years.
· To market date palms in at least 50 countries across the continent within a period of two years.
· To gain at least 10% return on investment within a period of two years.
· To market Date Palm International Suppliers in 5 online platforms intensively within the first year.
· To purchase modern storage and processing facilities. 
VII. Organizational/Marketing Strategies 
The overall marketing strategy is market development. We aim to increase our market share profoundly by exploring both domestic and international markets. All marketing efforts will be directed towards raising awareness of date palms to non-users across the continent. Besides, the company will remind current users of date palm its significance in the body. As per the objectives, within the first two years, we hope to have gained a presence in at least 50 countries which will be selected strategically. We will also try to increase usage of our brand in the domestic market. This move will be achieved through producing better quality and offering it at a relatively lower price compared to competitors in the local market. Besides, the company will increase the level of its sales in the local market through utilizing niche market which has not yet been utilized by the competitors. Date palm companies with a well-established presence in Saudi Arabia are numerous since dates are a staple or traditional fruit grown in various parts of the country. To gain competitive advantage, we will use cost-leadership strategies. Date palms and related by-products are currently offered at a premium price. We aim at ensuring that the fruit is affordable to many and ensure profits are realized by maximizing sales volume. This will be achieved by ensuring that we have large-scale production and take advantage of economies of scale. Developing a presence in new markets in the contemporary world will require heavy promotional efforts online. Our product will be marketed as a fruit with nutritional value to be consumed for the overall well-being of everyone and not just for the Muslim community. 
VIII.​ ​The​ ​Target​ ​Market
Overall the company’s target market is consumers who are concerned about the consumption of healthy foods either in the country or in the international market. The following are the distinctive characteristics of the company’s various target market.
​Demographics variables
We will market the product to young people and adults mainly from the age of 12 years.  We will target both males and females irrespective of their education level provided they have the purchasing power. According to the income level, consumers will be in the middle-class and upper-class levels.
​Psychographic variables
The target market includes consumers who are extroverted and adventurous. They are ready to try out new tastes and have an open mind on an appreciation of different cultures. We will also target customers who are patient in listening to other since they will give us an opportunity to explain to them the value of date palms. 
Geographic variables
The aim is to establish a presence in 50 countries worldwide. Specifically, within the first two years, we hope to reach 20 states in North and South America, 2 countries in Australia, 5 Countries in Africa, 5 countries in Europe and 12 countries in Asia.
 ​Behavioristic​ ​variables.
We target regular shoppers who are usually concerned about their budget. Specifically, we aim to reach consumers who are concerned about their health and are all about healthy natural food products. We also target customers who are willing to try new products specifically in the international market since most individuals know very little or nothing about dates. Besides, the company is targeting flexible customers who can easily change their misconception regarding the dates.    
IX. Marketing Mix (Tactics) 
A.​ ​Product
Our product, date palms, can be described as sweet and delicious fruits that are quite popular in Saudi Arabia and are rich in nutrients such as vitamin, dietary fiber, and even minerals. In Saudi Arabia, dates can be considered convenience products. Consumers purchase the fruits frequently as they are stapled with little thought in the purchase decision. In the international market, we classify dates as shopping products. This is because they are premium products that are currently not frequently purchased by consumers. Quality and price are key factors in making the purchase decision. Besides, most individuals in the international market have very little knowledge regarding dates. 
 The product line will include fresh and dried dates, stoned dates, pitted dates, date wine, date syrup and date paste. The by-products will include date seeds, date molasses, immature dates, cull dates, dates pedicel and date leaves. The main product differentiation strategy will be to ensure that we provide fresh and high-quality dates and related products at an affordable rate. We will ensure to buy from the best farmers and take care of our plants in the best possible way.
Our product will be positioned as a healthy, natural and affordable fruit. This is the value that we intend for our customers. The brand name is simply the company’s name which is Date Palm International Suppliers. The brand strategy that has been adopted is the name brand recognition. This is because we have chosen to market all our products under the weight of our company’s name.
The packaging of our products will be done in durable but light containers. When it comes to labeling, Saudi Arabia ensures adherence to the international rules and regulations of labeling so that goods can be handled properly. All food items should have clear labels specifying the contents, their manufacturing and expiration dates. The contact information for the manufacturer is also of utmost importance. Labelling will also include the following details; shipper's mark, order number, Importer's mark as mentioned in the letter of credit, country of origin, destination and port of entry, port of shipment and places of dispatch, cubic measurement, size of cases gross and net weight and a number of packages. If there are any special instructions on how to handle the packages, details will also be included clearly. 
Besides, palms will be packed in different sizes to fit the budget of various target customers in both local and international markets. In case the customer make a purchase in huge pieces, all the pieces will be packed together either in a huge container or huge carton which will bear the owner's name. The labeling will ensure the package is not sold in case the buyer leaves it in the company’s premises after making payment. The labeling will also help the company’s driver to drop the package to the right owner in case transportation services are offered by the company after making a purchase.
B.​ ​Distribution
	Distribution will enable the company to achieve place utility of the product (Szopa & Pękała, 2012). Distribution ensures availability of palms to both the domestic and international target market; availability of dates in both local and international markets a key determinant of the achievement of the company’s set goals. For this reason, the distribution strategy that will be applied is intensive distribution. The aim is to get as much product out to the average consumer at affordable prices. Intensive distribution involves covering as much of the target market as is attainable. As a result, the company will increase its sales volume in the market which will raise the level of its profit margin. High-profit margin enables the company to achieve a competitive advantage over its rivals in the industry.
	The company will involve wholesalers and retailers in both domestic and international market to achieve the targeted intensive distribution of its products. However, when dealing with fresh dates in both local and international markets, the company will use the shorted distribution channel. This move will ensure the dates reach the target customers while still fresh, juicy, and delicious. Besides, fresh dates are highly perishable; if a long distribution channel is used, the fruits will spoil before reaching the target customer. 
In the case of dried dates, stoned dates, pitted dates, date wine, date syrup, and date paste, the company will choose distribution channels involving either one or two intermediaries. If the company chooses to use one intermediary in distributing its date palms to the customer, the company will involve merchant wholesalers in the distribution process. These traders will purchase date palms from the company in large quantities and sell them to the final consumer in small quantities. A wholesaler may deal with all company’s product lines, specialize in a few product lines or deal with a single product line depending on one’s capital and the target market. In addition to distribution, wholesalers are charged with the responsibility of storing and marketing the company’s date palms to their target market. However, this distribution channel has one major disadvantage to the company; the traders rise the price of the product since their aim is to generate profit through the sales of the company's products. As a result, the target customers perceive the company's products as expensive which reduces the level of customer loyalty. In the long run, the sales volume of the company will decrease which in turn reduces the profit margin. 
Besides, the company will utilize distribution channel involving two intermediaries: wholesalers and retailers. In this type of product distribution channel, wholesalers will purchase date palms from the company in large quantities and sell them to retailers who will sell them to the final customers in smaller quantities. The major retail outlets that will sell company’s date palms include grocery stores and supermarkets since these is where most target customers shop for food and beverages. Just like wholesalers, retailers are responsible for marketing, storing, and packaging date palms on the behalf of the company (Segetlija, Mesarić & Dujak, 2011). However, just like wholesalers, retailers are likely to rise the retail price of the company’s products for them to generate more profit. 
Besides, the company will utilize moving vans which will move around the targeted region selling date palms to the targeted customers. The company will also utilize online shopping websites such as Amazon and eBay since they are likely to play a significant role in establishing date palms international presence.
Due to the perishable nature of fresh date palms product line, the company will deliver them directly to the customer without involving an intermediary. The customer can also visit the company's premises to make a purchase of various product lines. Nonetheless, this practice is inconveniencing to both the company and the customers since a huge number of customers will flock to the premises making it difficult to offer quality services them.  This mode of delivery can also be applied while dealing with other product lines upon the request by the customer.
C.​ ​Promotional​ ​Objectives
a) ​ ​Advertising​ ​campaign
The target audience for the advertising campaign will be young people and adults from the age of 12 years and above in at least 50 countries worldwide. We specifically target consumers who are health conscious and have the open-mindedness to try new tastes.
 Advertising Objectives:
· To market date palms in at least 50 countries across the continent within a period of two years
· To market Date Palm International Suppliers in 5 online platforms intensively within the first year.
The company will adopt three major advertising mediums namely online advertising platforms, TV and radio channels, as well as print media; newspapers and magazines.  
Online advertising platforms will be largely utilized by the company to make advertisements since it is the best platforms among the three proposed advertising mediums in reaching international target customers (Celine, 2012). In this type of advertising strategy, the company will mainly utilize various social networks such as Facebook and Twitter handle, company website, blogs, and the use of third-party online marketing and campaign companies. These platforms are effective for delivering the intended message to the customer who use them to socialize with relatives and friends. Besides, individuals receive any information provided through these platforms positively; therefore, this company will enable the company to create awareness regarding its products in target market particularly in the international market.
The company will first create a website where it will post its products' information, location, and the contact addresses. Also, the website acts as a platform where the company communicates important information to the customers, for example, product changes, new brands, offers and coupons, and price changes. The website will also be used to list the location of the company’s branches and outlets in various parts of the world. Websites serve as the basic requirement for an organization which intends to open and expends through online ventures. Also, the company will utilize blogs for communicating general information to the customers. For example, the company will be posting articles that aim at educating the public on the importance and benefits of date palms, healthy living, and any other information that might help the society. In addition, blogs act as a platform for the firm-customer interaction. Customers usually leave comments which are addressed by the company appropriately.
The company will also create a Facebook page and Twitter handle and invite as many as possible users from within the country as well as other parts of the world. The company will be posting information regarding its date palms regularly. In this page, the company will also upload appealing pictures of their products to attract the interest of more customers. The price of every product line will also be stated to guide the targeted customers while making their budgets. The company will also state the value of date palms in the body to gain the loyalty of more customers who value their health. Besides, the company will also respond to customers' inquiries and issues to establish and maintain a good relationship with customers. This exercise increases customers' loyalty thus raising the number of company's customers in future.
The company will also use third-party online marketing and campaign companies like AdWords, Google AdSense, and PopAds to carry out advertisements and online campaigns on its behalf. These companies carry out online analytics on sites and blogs where they display the campaigns and advertisements on the behalf of their clients. In turn, the companies pay the owners of the platforms where the Ads are displayed on the basis of impression and pay per click (PPC). Therefore, the company this advertising company will carry out online campaigns on behalf of date palm international suppliers.  
In addition to online marketing platforms, the company will utilize TV and radio advertisements as well as print advertisements. A high-quality video will be created to promote date palms on TV advertisements. Besides, the company will prepare clear, precise and attractive audio message to be often played in various radio stations with the aim of promoting the date palms.  To ensure both TV and radio advertisements are effective, the company will instruct the advertising channel to repeat the advertisement often especially during important programs such as news. Therefore, the information contained in the advertisement will reach a huge number of potential buyers of date palms who could be attentive listening to the program. Although, for the prepared message to be understood by various target customers in the international market, the company need to change the language of the message to suit the language of the local people.
 Finally, the company will utilize print advertisements in newspapers and magazines to market its products to the target customers. Print media advertisements will include creative graphic images of dates among our other products. The company's crucial information such as its location and contacts will be included in the advertisement. This move will make it easy for the customer to make any inquiry regarding the date palms.  
Advertising Message: Date Palms! Sweet, Natural, Healthy. All in one. Take your taste buds for a ride. Have the best fruit in the market at the most affordable rates ever.
b) ​ ​Public​ ​Relations
The main public relations tools to be utilized include audio and video releases to various media channels and promotion of products in online press rooms. These tools have the capability of reaching a greater audience across nationalities
c)​ ​Sales​ ​Promotion
The push marketing sales promotional strategy will be majorly applied. We want to make our product available to consumers and promote consumptions which means that we take the date palms to our target consumers. TV and online advertisements count as pull strategies. The sales promotional activities that we will undertake include quantity discounts for traders and loyalty promotions for our customers. Free samples will be provided in specific promotional events and retailers will also be involved in some of the promotional activities.
D.​ ​Price
We aim at providing date palms and related products at an affordable rate. Dates are a premium product and therefore their prices, especially in the international markets, make them unaffordable to many. Our target market consists of middle-class and upper-class earners who can afford to pay for the fruit but are still under a budget constraint. Since this is a new product and we wish to encourage regular consumption, we must maximize value for the consumer's spending and still provide a quality product. Competitors in the market are currently applying premium pricing strategies since there are not many suppliers. Pricing is a key factor in marketing our product and we aim at basing the prices we set on the cost incurred during production and processing. We will utilize cost-plus pricing strategies to ensure that we are making reasonable profits but still providing our products to consumers at a justifiable price. The price will vary depending on the country and the associated costs. 
E.​ ​Life​ ​cycle​ ​decisions​ ​in​ ​the​ ​Growth​ ​Stage.
During the growth stage, some major changes in the marketing objective are that the goal will be more on diversification of the product line and market penetration rather than market development. This will be useful in maintaining the market share and attracting new consumers. As per the marketing mix, products will be diversified, and quality improved and promotional efforts will be minimal as funds are invested in research and development. Distribution channels will have already been established and the goal will be to ensure effectiveness such that demand always matches supply. As per the pricing strategy, we will maintain the cost-plus pricing strategy since this is our competitive advantage.
This marketing plan will be evaluated by the marketing team after one year to check on progress and make the necessary improvements.
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