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[bookmark: _Toc35362651]Introduction
Company G is a well-renowned company that deals with electronics and small appliances. The company has been in operation for over ten years, during which it has managed to acquire a large able size of the market. The company has been efficient in the production of high quality and durable products that has enabled it to attract a lot of consumers. The consumers are satisfied with the kind of products that the company is giving them and this has, in turn, led to higher sales for the company. The revenues have been performing quite well and this is set to increase with the strategic plans that the company is putting into place. In order to increase their market share and provide their customers with the best form of small appliances and electronics. The company is in the process of formulating a marketing plan that will be essential in achieving this. Through the marketing plan, the company will introduce a new coffeemaker appliance that is set to revolutionize the manner in which coffee is being prepared. The coffee maker is intended to have additional features that will make the process of preparing coffee much easier and fast. This is something that I will save on time that is used to prepare coffee and thus enable most of the customers to get back to whatever they were doing. 
The coffee maker is one of its kind as it uses the latest technology in terms of preparing and serving coffee. The company has already created a base of loyal customers due to the quality products that they produce, and thus, it will be interesting to see how the consumers will respond to the new product. The company is also eying a new target market that will be instrumental in ensuring the success of the products. In analyzing the marketing plan for the new product for company G, it is important to factor in various aspects such as the competitive analysis which will highlight the competition that the company faces in terms of promoting its new product. A SWOT analysis will also be instrumental in analyzing the strengths, weaknesses, opportunities and threat that the company faces in respect to the new product. Marketing objective and strategies of implementation are also critical elements when it comes to marketing plan as it enables the company to identify the objectives that they wish to accomplish and the best strategy to be used to achieve them. The implementation of the strategies will inform to a great extent where or not the marketing plan will be successful.
[bookmark: _Toc35362652]Product Description and Classification
The mission statement of company G states that “we enable consumers to improve the quality and convenience of their lives by providing high quality innovative electronics solutions”. This is a statement that shows how the company is determined to ensure that the consumers get the best quality of products from them. The new coffee maker is a product that is in line with the mission statement of the company. This is in the sense that the product is meant to enhance the process of coffee preparation which will ensure that the consumers get value for their product. The coffee maker will be of high quality due to the technology used to make it and as such, the consumers will be able to stay with it for a long time. They will enjoy the preparation of coffee for many years without having to worry on whether the machine will breakdown or not.th manner in which it enhances the process of coffee preparation is also instrumental in satisfying the needs of the consumers. The process of making coffee is much faster and this offers a lot of convenience to the company. Therefore, the new product supports the mission statement of the company in terms of producing quality and convenient products to the consumers. 
[bookmark: _Toc35362653]Consumer Product Classification
The new product can be classified as a convenience product. This is because it offers a lot of convenience to the people who will be using it in terms of preparing their coffee faster and also in saving time (Miliopoulou, 2019).  The product will also be easily available on the numerous stores that the company has and this will enable the consumers to get the product much conveniently. The company is known for the brands that they have produced and therefore, the introduction of the new coffee maker is set to be recognized by the consumers. They have always known that the company produces quality products, and as such, the introduction of the coffee maker is set to attract the same belief from the consumers. The product can also be promoted using the in-store strategies that are currently in place and thus offer a convenient way of reaching out to the consumers. These factors, therefore, support the classification of the coffee maker as a convenient product.
[bookmark: _Toc35362654]Target Market
The company intends to reach out to consumers who mostly work in high-end offices and also those at social places such as the parks. The consumers who are in office are a good target market for the company as they are normally engaged with a lot of work which requires them to be on their desks full time. They need to take coffee at some point in their work and this is rather difficult when it comes to the preparation of coffee. The techniques that they are currently using takes a lot of time as they have to carry out each of the activities separately. This is something that wastes a lot of time for them which in turn contributes to lower productivity. The organizations in which they work in suffer as a result of low productivity of the employees and the lack of concentration on their work. The product, therefore, targets this group of employees in that they will be able to prepare their coffee faster and thus get back to their work. This will, in turn, improve their performance and translate to better performance of the organization. 
There is also the category of people who are working in parks and other recreation facilities. These groups of people are consumers of coffee and thus would like to take coffee from time to time as they continue with their work. The fact that they are not at home makes it difficult for them and thus the product will come in handy. They will be able to prepare coffee faster and without much inconvenience. This will be done for both their own use and also for selling. There are a lot of people that visit the recreational facilities and would prefer to have coffee. This will, therefore, come in handy for them. From the analysis done, the two target groups are set to have significant impact when it comes to the sales of the coffee maker. They are set to contribute to a bigger percentage of the sales and this is set to make the company successful in the long run. The uptake of the coffee maker from the two groups will increase the revenues of the company and thus be able to acquire even more market share. This is important for the future growth of the company.
[bookmark: _Toc35362655]Competitive Situation
The development of the product is not something that will come easy as there are several competitors in the coffee maker industry. Therefore, the company needs to ensure that the product is one that is outstanding and unique to fend off competition from other companies. In order to better analyze the issue of competition, the porters five model analysis comes into play. Through this model, the company will be able to identify the critical issues that surround their competitiveness and the ways of dealing with them.
[bookmark: _Toc35362656]Analysis of Competition Using Porters Five Forces Model
 The first issue is competitive rivalry (Armstrong, Kotler, Harker & Brennan, 2018). This refers to the direct competition that the company will face regarding the coffee maker. Several companies are in the business of producing coffee makers. These are the companies that will be expected to give company G competition in terms of sales. Therefore, the new product will contain added features that will make sure that it is unique from the products of the other companies and thus ensure that it performs well. Another issue is the potential new entrants. The production of the coffee maker is faced with the possibilities of other new entrants coming into the market. This has the danger of reducing the overall sales and revenues that the company intended to get. The new entrants will be able to copy most of the features that have been added on the coffee maker and this will provide a great threat. In line with this, the company will ensure that the technique and the features on the coffee maker will not be easy to copy and thus prevent the company from suffering losses. 
Another aspect of the porter model is substitutes. The company is faced with the possibility of consumers having substitutes to the product. They may be able to solve the problems that they have through other products which may be similar to the coffee maker. This is bound to affect the company in the long run. Thus, the marketing plan will ensure that the company identifies other factors that could be added to the product which will make it attractive over the substitutes. Bargaining power of suppliers is also another critical factor affecting the new product. The suppliers may increase their bargaining power which would mean that the raw materials used to produce the coffee maker will increase. This is bound to affect the company in future as they will be forced to produce the product at a high cost which will be translated to the consumer prices. The bargaining power of buyers also affects the performance of the company as some of the buyers may want to get discounts from buying the product. They may be able to demand the product in bulk which is something that the company will have to think of reducing the prices. This has an effect on the prices of the new product and on the overall revenues and performance of the company.
[bookmark: _Toc35362657]SWOT Analysis
SWOT analysis is a technique that is used to analyze the strength, weaknesses, opportunities and threats of a company (Gürel & Tat, 2017). Through this analysis, the company can determine these factors and thus be able to formulate appropriate strategies in terms of either improving on the strengths and opportunities that they have or dealing with the threats and weaknesses that they have identified. This ensures that the company stays ahead in terms of achieving its objectives. Company G SWOT analysis provides a perfect background for the production of the coffee maker.
[bookmark: _Toc35362658]Strengths
One of the strengths of the company is brand loyalty. The company has achieved brand loyalty based on the high-quality products that they have produced over the years. Therefore, the development of the coffee maker is set to proceed on smoothly as the company has a set of an established consumer base that would readily accept any brand of product from the company. They believe that it is of good quality and thus would be interested in having it. Another strength is the financial resources that the company has. They have been able to acquire a lot of revenues and started several stores around the world. Therefore, they have the necessary resources to ensure that they develop the product and carry out extensive marketing of the same. The location and facilities that they have also provide significant strength in terms of marketing the new product. The available stores and technology that they have will contribute a lot to the development and the success of the product. Brand loyalty and financial resources are core strength competencies that affect the company.
[bookmark: _Toc35362659]Weakness
The company has a weakness in terms of using the online platform to market their products. The advancement of technology has brought with it the issue of online trading. Most of the companies have been able to use the online platform to advance their sales. The company is still behind in terms of the online platform and this is bound to hamper the marketing of the product and is also bound to increase marketing costs. Another weakness is the rigidness of the employees in terms of adapting to new products. Some of the employees are resistant to change and this will provide a challenge in the production and development of the new product. The fact that they are resistant will make it difficult for them to go all out in advertising and selling the product. The company also has a weakness of product diversification. They have only concentrated on the production of small appliances and mostly to do with home items. This is a weakness that may affect them in the long run as the competition on the small appliances may affect them and thus lead to lower sales.
[bookmark: _Toc35362660]Opportunities
One opportunity that the company has is technology. The company could take advantage of new technologies that have come up to ensure that they produce the products effectively and at a lower cost. The other opportunity is the current tax on small appliances. The government has come up with favourable taxes on small appliances which is set to reduce the cost of production. The company will, therefore, use this to produce at a lower cost and thus maximize their sales. The third opportunity is consumer demand. The increase in the demand for small appliances has been on the rise recently and is set to continue in the future. The company can take advantage of this to produce and sell more coffee makers and as such increase their revenues.
[bookmark: _Toc35362661]Threats
In terms of threats, the company is faced with new entrants into the industry. Several companies could enter the coffee maker business and this could reduce the revenues that the company will get. Therefore, the company has to put in place strategies that will differentiate them from the rest of the companies. Another threat is on the cost of raw materials. The unfavourable business environment may lead to the rise in prices of raw materials that are used in the production of the coffee maker. This is something that could affect the prices of the products and the overall revenues obtained from the sale of the product. Another threat is customer shopping trends. Consumers are unpredictable people and they may change the trend in which they carry out their shopping. They might prefer to do away with certain small appliances such as the coffee maker for something else. This is bound to bring a challenge to the company and hinder the achievement of its objectives.
[bookmark: _Toc35362662]Marketing Objectives
Smart objectives are objectives that are specific, measurable, achievable, and realistic and time-bound (Austin, 2019). It is crucial to come up with these objectives to ensure that the organization can achieve its objectives faster and in an efficient way. 
[bookmark: _Toc35362663]Product Objective
In terms of the product, the company will ensure that the product is achievable. It is important to develop a product that one is able to achieve it fully and not one that is discarded during the process of creation. The plan that has been set will go all the way and thus ensure that the product is available to the consumers. The company should be able to come up with an appropriate design of the coffee maker and manufacture it for the target customers.
[bookmark: _Toc35362664]Place Objective
 In formulating the coffee maker, the company is sure that it will achieve the product. The smart objective for the issue of place is the area in which the product will be sold. Through this, the company will set up stores in busy locations that are mostly frequented by people. This will ensure that they can spot the store and the new coffee maker being introduced. This will make the consumers want to know more and thus be able to purchase the product.
[bookmark: _Toc35362665]Price Objective
In terms of pricing, the company will set up a price that is low and friendly. This is intended to make the product attractive to the consumers and also assist in the market penetration of the product. This is a realistic objective that the company can make. Consumers will buy the product based on the low price that is set as compared to the prices of other companies. The company should price the coffee maker with a cost that is attractive to the consumers but ensuring the price caters for productions and marketing costs and provides profit for the company.
[bookmark: _Toc35362666]Promotion Objective
The promotion methods to be used should be realistic.it is important to fully identify the promotion methods that will be best suitable for the company. This involves analyzing the methods that will be realistic to both the people undertaking the promotion and the buyers. The method, therefore, to be used in the promotion of the coffee maker product is one that will be realistic and which will be flexible to the users. The company should be able to promote the coffee maker through displays in stores, online advertising and open public demonstrations.
[bookmark: _Toc35362667]Marketing Strategies and Implementation
The company will have to adopt a number of strategies that will be critical in the development and implementation of the product. The strategies will be divided into four major components that include the product strategies, price strategies, promotion strategies and place strategies. These strategies are instrumental in ensuring that the company achieve the objectives that they have set in place.
[bookmark: _Toc35362668]Product Strategies
The first strategy is the market leader strategy in which the company will seek to establish themselves as the leader in the coffee maker production business. Through this strategy, the company will come up with a new coffee maker that is unique from the other coffee makers. They will be setting the pace ion the industry through the new product which can prepare coffee at a go.
The second strategy is the follower strategy in which the company lays back and react to various concepts raised by competitors. The strategy offers the company a chance to observe what the other industry players are doing and thereafter react to the same. The company will, therefore, be able to assess the kind of coffee makers that competitors possess and thus come up with a product that is more advanced. This is meant to provide more satisfaction to the consumers
The third strategy is the niche strategy that is set to satisfy a particular set of people or target market. The strategy will be very useful to the company as they have already identified their target market. This is something that the company will use to ensure that they serve a particular market which is, in this case, are the people working in offices and in social places. They will be able to concentrate on this market and thus ensure that they achieve higher sales.
[bookmark: _Toc35362669]Price Strategies
Competitive strategy is used to set prices that will compete with those of other competitors. The company will be able to observe the kind of prices that are set by competitors and therefore decide to set a price that will be competitive. The consumers may be forced to buy from them due to the lower prices that they may decide to offer.
A cost-plus strategy is one in which the company determines the price based on the cost incurred in producing the product. In coming up with the price, the company will analyze the costs that they have incurred in the production of the coffee maker and thus factor it in the price to be charged to consumers.
A value-based strategy is used to determine the price based on the value that it offers the consumers. This is a strategy that is very critical as it considers the value that the consumers’ get. The company determines the approximate value that the consumers will get from the product and use it to determine the price at which the product will go at. The consumers will appreciate the satisfaction that they get and thus proceed to pay the price.
[bookmark: _Toc35362670]Place Strategies
The selective strategy that involves the use of more than one intermediary carrying out their duties based on company rules will be used. Through this strategy, the company will identify several intermediaries that will be used in ensuring that the product reaches the consumers. They are required to observe the company rules at all times to ensure that the distribution process is carried out effectively. The decision to have many intermediaries ensures that the consumers can be served efficiently and that they do not lack the products.
The mass strategy in which the product is distributed in large numbers will also come in handy. This is a strategy that is meant to create efficiency on the part of the company in terms of the distribution of the new product. They will be able to serve different areas with the products which will last for a long time. The mass strategy minimizes the expense to be incurred in the distribution of the products and thus enables the company to save.
Another one is the exclusive place strategy in which distributors have the exclusive right to sell the products within their specific areas. Through this strategy, the company is able to allow particular individuals to carry out the sales exclusively. The company will allow the distributors to undertake the process the way they would like without any interference. This is an agreement that is made with them so long as they are able to give back the money that will be owing to the company in relation to the sale of the products.
[bookmark: _Toc35362671]Promotion Strategies
Direct marketing strategy in which the company deals directly with the consumers. The company is able to sell the new products directly to the consumers without the use of any representatives. They are able to do away with the long chain that is normally present when it comes to the sale of products.
Personal selling strategy in which the company identifies people to be used to interact with the customers. Through this strategy, the company will engage several people that will be used in the selling of the products, the appointed people will have full responsibility of the products and will ensure that they operate while adhering to the rules of the company
Advertising that the company uses electronic media to inform the consumers of the product. The company will carry out various advertisements on the electronic media which will be meant to inform the consumers about the product. The advertisements will run from time to time which is a constant reminder to the consumers about the product and any offers that the company may be having
[bookmark: _Toc35362672]Explanation of the Strategies
The above strategies are best and critical in the achievement of the company objectives. This is because the product strategies offer a way in which the company can be able to sell the product and thus increase its revenues. On the other hand, the promotional strategies give the company options to choose from in the determination of the best way to promote the products. The strategies ensure that the company is able to carry out the promotional activities in a proper manner and thus achieve higher sales. The place strategy is also critical in assisting the company to display or sell out its products. The company will identify the best strategy to be used in the selling and distribution of the coffee maker. They can either adopt the mass strategy or the selective strategy to carry this out. The price strategy will also be critical for the company. In doing this, the company will either adopt a competitive or value-based strategy. This will ensure that they can compete with similar products in the industry and that they fully attract consumers. The competitive strategy will ensure that the prices offered are slightly lower than the usual prices to attract customers to the company.
[bookmark: _Toc35362673]Marketing Implementation
[bookmark: _Toc35362674]Product
	Tactic
	Due date
	Responsible party

	Developing the product
	weekly
	Production team

	Ascertaining actions of competitors
	monthly
	Marketing team

	Identifying target market
	monthly
	Marketing team



[bookmark: _Toc35362675]Price
	Tactic
	Due date
	Responsible party

	Analyzing the prices of competitors
	monthly
	management

	Ascertaining the cost used in producing the product
	monthly
	Production team

	Researching on value to be received by consumers
	monthly
	Marketing team



[bookmark: _Toc35362676]Place
	Tactic
	Due date
	Responsible party

	Identify intermediaries to carry out the distribution
	weekly
	Marketing team

	Research on the appropriate drop off points
	weekly
	Marketing team

	Develop a team to sell the product within a specific area
	monthly
	Marketing team



[bookmark: _Toc35362677]Promotion
	Tactic
	Due date
	Responsible party

	Interacting with consumers directly
	weekly
	Marketing team

	Representatives selling to the consumers face to face
	weekly
	Marketing team

	Creating adverts for media
	quarterly
	Marketing team



[bookmark: _Toc35362678]Monitoring Procedures
	Monitoring activity
	Due date
	Responsible party

	Development of the product
	weekly
	Production team

	Formulation of marketing strategies
	monthly
	Marketing team 

	Implementation of the marketing strategies
	monthly
	Marketing team

	Assessing of performance of product
	quarterly
	management



[bookmark: _Toc35362679]Conclusion
The marketing plan formulated here will be very instrumental in ensuring that the company achieve its objectives in terms of the new product that it has formulated. The SWOT analysis provides a framework upon which the company may evaluate itself and thus determine if the product will be successful. The marketing strategies are also crucial in ensuring that the new product developed is presented to the countries and that they are more aware of it. This will see the sales of the company increasing which will, in turn, contribute to an increase in revenues for the company.
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