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1. Target Market: Which target Market Segment (Sports or Youth) will you pursue with your new MP3 Player and why did you select this Market Segment?
One of the most vital roles of a marketing coordinator in any company is to identify the best market segment for their products and services. Failure to select the best means failure to meet their sale targets, hence their revenue reduces. 
For this particular case, I will consider sports since it is a wider platform compared to the youth. In sports, actually most people are the youths and since they are potential customers, they will be factored in this segment. The segment’s price range ($60 to $150) is very preferable for the profit, motives of the company. MP3 Player is a product mostly preferred by the youths and the youths prefer sports. This means that by selecting the sports segment, most youths will be factored in the segment and the company will make good profits out of their sales. Prospects in this segment are very high. 
2. Sales: What is your Sales Forecast in units for the new product in its first year? Explain how you arrived at this forecast.
Forecasting is very ideal in any plan that one intends to implement.  It helps one stay in the right track and keep to the company’s targets. 
Here in, I will target a sales volume of 12,000 units of the MP3 Players.  This is based on previous achievements that the company has made and the direction I want to stir the company to. Higher aspirations would fuel the workforce to toil and achieve higher targets.
3. Pricing: What will be the Retail Price of your new product and what information did you use to decide on this?
Pricing is very critical and it needs factors to be considered. The purpose is to set a price that covers for cost that has good returns of investments and that which do not exploit the customer as competitors can take advantage at that. Having considered all costs and other expenses, the MP3 Player should be retailed at $99.99. I used information on costs and the expenses that have been incurred it the production of this product. Also, information on company’s profit projections has been put into use while discerning this amount. Competitor’s prices have also been considered. 
4. Advertising: Describe the Advertising Mix that you will use for your new product (i.e. how you will split your advertising spend across the four different media types). Justify why this is appropriate (hint: see Market Information Report).
Research has shown that adverts directly impact on sales volume. The much and effective advertising is done, the higher the sales made. 
Product launch is intended to be made over the televisions. Television appears more realistic since the audience are exposed to the product applicability and usability. This way, awareness is created over a large coverage. Digital Media will be used advertise the product as a tool that can be integrated in the daily lives of potential customers.  During promotions, since people are already aware, the magazines and newspapers will be used. This is just to remind consumers that their product is still selling and they need to purchase again. In case of developments made on the products, these are the best mediums to use. 
5. Distribution: What will be your Retail Margin for the new product and why is this appropriate?
The retail margin will be calculated as; the sale price of the MP3 Player less cost of goods sold, divided by the sale price and then multiply the result by 100. The retail margin will thus be 35% representing a good market share, actually the largest in the industry. 
6. Forecast Results: What is your Product Contribution forecast for this new product in its first year?
Projections are very health for a business, they encourage hard work. In this product, prospects are high and therefore, the contribution to work on will be $2,499,000 million in the year. Out of 2,500 units of sale at $99.99 each, the above figure will result. This is because of the fineness that the clients will see at the go. 
7. Marketing Strategy: How does the strategy for this new product fit with your Marketing Plan? Do you have any areas of uncertainty that may affect the success of the product launch?
[bookmark: _GoBack]This strategy will allow for product development, that is, promotion and the creation awareness to new markets. This is very vital as the point at the end of the day is to make good profits. Again it will allow for improvements to be made once identified by clients, hence satisfying customer needs. 

