Narration
Slide 2 covers the introduction of my presentation. Here I have expounded on the market feasibility of Blackberry’s new product Hub+.  Since its exit in the hardware industry to concentrate on service delivery, the company has been continuously losing its once commanding market share. The company is betting on this new product to consolidate its place in the market as a software company offering superior solutions to customers’ needs. This presentation looks at the problems and challenges the company currently faces in trying to achieve this goal. I will also look at how the consumers currently perceive the Blackberry as a brand and if the new Hub+ has any chance of gaining traction among users. 
From my graph on slide 3, you can see how the company has continuously lost its market share. This has been mainly because of the entry of new players in the smartphone industry like Apple and Samsung whom customers perceive to be offering better and more innovative products. 
Slide 4, covers the problems that motivated my study and presentation. The biggest challenge Blackberry has to tackle is negative customer perception. Most consumers view the company as outdated and less innovative compared to its competitors. The company’s entry into the software industry also comes with its own challenges. Owing to the dynamism and competition in this industry the company should ensure its new products are highly personized, superior to its competitors and offer seamless experience to its customers.
In slide 5, I expounded why I initiated the report. Here I expound on the reasons why it is important to have this study if I am to help Blackberry’s Hub+ gain better traction and attract loyal customers. I also expound on who will have access to my report for appropriate decisions to be taken.
In slide 6, I expound on the criteria upon which I will be recommending solutions for Blackberry’s Hub +. This includes area benchmarks which Blackberry can in order to make inroads into the software industry and regain its lost glory.
In slide 7, you can see that only 37.5% of customers are even aware of the new product. Those customers who have used the product have rated it at 5.3 out a possible 10 point. This shows the level of competition the company faces. Most customers currently don’t see the value of the product compared to other similar free services offered by rival third-party companies.
[bookmark: _GoBack]Slide 8, carries an analysis of the findings in slide 7 against the criteria I set out in slide 6. It outlines area where the company needs to improve on its current standing and way of operation in order to penetrate the software industry and compete favorably.
I have concluded my presentation in slide 9 by recommending a viable step the company can take to ensure the product is successful. These are offering customized products tailored to meet their customers’ needs, providing superior products and experiences to customers and adopting a strategic pricing mechanism which will offer their products at the best prices in town.
Slide 10 has the references I used in my research and presentation.
