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ITpoAoyog¢

H napovoa epyaocia 61e§nxOn ota mAaiowa tou pabnpatog
Awoiknon Mapketivyk iou nieplAapPavetal oto mpoypappia ortoudwv
tou Z’ e§aprpvou tou tpnpatog Mapkeuvyk tou  A.T.E.L
Ocsooalovikng.

Avadutikotepa, a@opd oe pla diadikaocia eopoinong, autnyv
IOU Tapexel 1o Aoywlopiko Mark Strat 3, Omou o1 @OUtNteg
KANOnkav, oe opadeg, va ouvepyaotouv OnUlOUpPYKA yla va
aviene§eABouv oto poAo Tou pavatlep NG €raipsiag rmou toug
600nke. ['a v akpifela, Enperne va aoxXoAnBouv pe T OTPATNYIKL)
TOU MAPKETIVYK, HE {nTpata rmou a@opouVv Otnv Iapaymyr] Kdl To
XAPTOPUAAKIO NG eruxeipnong, 1o oxedlaopo Tou IMPoioviog, 1)
Oiavopr), v Twpodoynon, 1 Owaenpon Kat v powdnor.
ErurnA¢ov, auteg TG ano@aocslg KANOnKav va tg AdPfouv Kate® aro
ouvOnkeg afePfalontag, o £va AKPKOG AVIAYDVIOTIKO IePBAAAov.

ZInV IPOKEPEVH TIEPIMTIMOT, 1 €Talpeia mou eetadetal eivat n
«I», 1 OTI01Q TIAPAYEL, OTIOG KAl O1 UTTOAOLIIEG TE00EPIS £TAlpEieg, HUO
npoiovia Sonite, to Silk rat 10 Sign, ta omoia &civar mpoiovia
texvoldoyiag awxurge. H opdda epyaociag rmou avédaPe tnv ev Aoywm
etalpeia  arotedeitar  arndo  toug: Ilanadormoudo  Xproto,
TplravtapuAdibou Eubolia, Towapta EAeuBepia ratr Xaotalepn

Arjpntpa.
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Eiwoayoyn

[Tpwv apxiocetl n €kOeson KAl avaluon TRV AMOQACE®V yid TNV
enopevn nepiodo, kpiveratr okoruun 1 napdabson g TPEXOUCAG
Kataotaong Kat B€ong tng staipeiag «I» otnv ayopd tou MarkStrat.

NMAPOYzZA KATAZTAZH

Onwg eivatr ep@aveg aro 1o otowxeia 1rou pag 600nkav, n
etalpeia «I» eival autr] ITOU KATEXEL TO PeEyaAutepo pepidlo ayopdag,
22,9%. Me pua 1o Aemmopepr) patid opeg, mapalnpoviag ta
pepibla ayopag ava mpoiov kat kata repiodo, dHarotwvoupe OTL 10
Silk pag oy npwtn rnepiodo kateixe 1o 13,4%, MEPTTO OTI YEVIKI)
Katatadn, kat ot deutepn repiodo exktoSeuOnke ot deutepn Ocon
Katakioviag 1o 17,4%. Avtibeta 1o Sign eve gixe apxika 10 6,3%
Kat v oydon O¢orn, otn deutepn mepiodo €meoe otnv €vatn Kat
npoteAsutaia O¢on g yevikng ratatasng pe 5,5%.

Emiong, ta mpoiovta t™g Xaipouv G Peyadutepng
aAvVayvoplolpotntag oto ouvolo, pe npwto 1o Silk pe 62,5% kat 1o
Sign pe 59% (t€tapto ot yevikrn ratatadn). v rpobeon ayopdag,
€V OUVOAIKA Ta Ipoiovia g €ralpeiag pag €pxovial mpeta He
12,8%, pepovopéva to Silk épxetal tpito otn yeViKr) Katdtagn pe
13,2% xat to Sign nipotedeutaio pe 6,7%.

H ayopa otoxog 1mou pag yvepiler meploootepo eivatr ot
Professionals mou 6ivouv 81,9% oto Silk, 10 ortoio mpotiBeviatl va
ayopacouv kata 31,7% xrat katexouv to 31,6% tou pepidiou
ayopdg TOU OUYKEKPEVOU Ipoioviog. ‘Ocov agopd oto Sign, 10
yvopi¢el 1o 70% twv Professionals, aAAa poAig 1o 1% arno autoug
npotifetat kat va to ayopdoet. H opdba mou mpotibetatr va 1o
ayopdoel Teploootepo eivat ot Singles kata 12,2% rat ot Others
rata 9%, ot oroiot katexouv 10 11,9% kat 1o 9,8% armo 1o pepidio
ayopdag tou Sign avtiotoixa.
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Ertiong, PAenovtag ouvoAika ta pepidia ayopdg twv mpoioviwv
pag, d1armotwvoupe 0Tt LOAOVOTL 1] £Talpeia KATEXEL TO PYEYAAUTEPO
pepidlo ayopag 22,9%, owmv katataln pe Paon g povadeg
nwAnong epxetat deutepn pe 9,85% - orou 10 Silk exel 13,4% rat
10 Sign 6,3%.

Axopn, mapamnpoviag toug Perceptual maps priopoupe va
doupe mooco aviamokpivoviait ta Ipoiovia pag otg Ipoodokieg
dlapopwv target groups, OXeUKA HE TV ATTOdOTIKOINTA
(performance), v owovopia (economy) KAl T €UXpnotia
(convienience), kaBwg eriong Kait va €&VIOIICOUPE TOUG APECOUG
aviayeovioteg pag. 'Etol, BAénoupe nwg 1o Silk pag aviarnokpivetat
apketa oug arnatoelg v Professionals kat tov Buffs yua
guxpnotia Kat amnodoukotnta, Tautifetat HPe TS OIKOVOUIKES
arntawtrjoelg v Professionals, evw uotepel Alyo ®¢ 1pog TIS
anawrjoelg yua suxpnotia twv HiEarners kaBwg mAnowader tg
OlKOVOMIKEG TOUG Arattr)oslg, O€toviag ®g APECOUS AVIAY®VIOTEG
pag 10 Seal ing E kat 1o Soap g 0. To Silk pag twpa, n povn
opada wng oroiag g anatwr)oelg mAnotadet eivat ot Singles, oe OAeg
TS ITAPAPETPOUG.

Avagpopikd pe ta kavadia dwavoung, 6nAadn 1o 1moocooto 1ou
KATEXOUV Ta TIpoidvia pPag OTt0 OUVOAO TV TIIPOIOVI®V TV
KATaotnpaiov, e£xoupe 1 Osutepn O€on ota Specialty Stores
(35,05%), eve v npotn ota Department Stores (38,45%) kat ta
Mass Merchandise (39,5%). AvaAutikotepa OP®G, OTn YEVIKL)
Katatadn, to Silk pag katexel v €kt B€on ota Specialty Stores
(36,4%), eve 10 Sign v ¢£Rdoun (33,7%), rat avtiotowxa ota
Department Stores Bpiokovtatl otnv Tpitn Kat neprn 8€on, Kabwg
ota Mass Merchandise otn deUtepn Kat t€tapt.

ErunA¢ov otowxeia mou rnpoodilopifouv v rmapouoa Katdaotaon
pag eivat autd rnou agopouv ot daraveg ya diagnpion kat 1o
duvapiko pag otg nwArnoelg. Xt Sa@nuion exoupe daravi)oet
5.000.000% (6oAdpia MarkStrat), ard ta omoia 1 30%
aplepwdnke oto Sign kat to 70% oto Silk aviiotowxa. Agiler va
ava@epbei 011 TO MAPAAVE ITO0O0 €Xel KatavepnBeil 1oopepwg
petady twv mnevie opdadwv otoxwv. Ocov a@opd otig duvatotnteg
pag ya niwAnoelg ta O6edopeva pag Aeve ot Habetoupe 68
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MEANTEG, TIOU TOU KATAVEPOUUE 100HEPWS oOta Ouvo 1poiovia,
xprnowpornowwviag ano 20 ota Specialty kat ta Department Stores
kat 36 ota Mass Merchandise.

IXEUKA TOPA HE T OUVOALKI] arodoot] pag, eKupdrat ot
EXoupe IV npwin 0¢on otg Alavikég mwArnosilg pe 77.194.000
olapia MarkStrat ($), ta oroia pag ermotpépouv oe KEPHOG TO
66%, 6nAadr) 51.230.000%, rou eivat to PeEYAAUTEPO TMOCO HEV
petadu v etalpelnv, aida 1pito g rmoocooto, peta o 67,2% g U
Kat 10 66,6% tng A. Ilpaktkd auto onuaivel Ot ipaocte pitol oe
eruxelpnpankn anodouxkomrta. H napaywyn pag pag aro@epet ta
peyaAutepa €000 KAl WG TTOCOOTO €I TOV MWATNOCEDV O OXEOT HE
TG dAAeg etaipeieg — auto ooduvapei pe 10 40,1% vV NEANoCe®V
kat 30.942.0008. Ta £0oda petd TG evEPYEIEG TOU MAPKETIVYK
urtodoyilovtatl oe 31,3% tov nwAnocnv, dndadn 24.193.000%, kat
MAAl 11 Peyadutepn arodoorn OCUYKPITIKA M€ TS UITOAOITES
eruxelprjoelg. Or umodoureg dartdiveg artogepouv kabBapd KEPON
uyoug 23.689.000%, tour’ £otv to 30,7% TV MOANCE®V, KAl
artotelet eriong 10 PEYAAUTEPO ITOOO KAl TO PEYAAUTEPO TTOCOOTO.

Ta 161a 6edopeva 10xUoUV Kal OTOUG AVAAUTIKOTEPOUG ITIVAKEG
yla v ayopd v Sonite, a@ou oUIKG 1) GAA®S otnv ayopd
UMAapxouv Jovo ta Sonite ripoiovd.

Tédog, o mpolmodoywouo¢ pag ywa v enopevn Irepiodo,
urodoyiletat oe 24.193.0008, 10 peyadutepo H1abéouo 1moood ev
ouykpioel pe TG dAAeg etaipeieg, aAAd artotedei poAig o 12,3% tov
NeANoe®v pag, édnAadrn to devtepo peta o 16,8 tng U, 10 oroio
O1®G avtiotoxei poAig oe 12.668.000%.

2TOIXEIA A TA TARGET GROUPS

Z1n Ayn 1oV 81a@oprVv Aro@ACE®V yid TV EMOUEVI) TIEP1000
oNuavtiko poAo naifouv emiong ot H1APoPeG TACEIS KAl OTACELS TTOU
npouv ta diagopa target groups.

Tetolou €iboug otowxeia yia napadetypa eivatr avtd rou divouv
10 peyebog katl 1g npoPAsyweig ya avarrtudn kabs opdadag Xwpiotd.
Ao autd ta otowxeia maipvoupe Kat TG MANPOQPOPIEG ITOU [ag
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deixvouv Ot 1o peyaldutepo TpNpa IS ayopdag aroteAsital ano toug
HiEarners, t@v ornoiov o apiOpog avépxetat oe 289 atopa, Kkat oto
peAAov mpoPAenetatl va OutAaociactouv, ayyi{oviag v EMOHPEVI)
nepiodo 1ta 342 datopa, svw OTIG IMEVIE emOpeveg Ieplodoug Oa
@tacouv ta 673. H apeong emopevn oe peyebog KAl TTPOOITIIKEG
avarttuéng ayopa eivat ot Singles, ot omoiot avépxovtat oe 244
atopa, v enopevr repiodo Ba yivouv 277 Kal pPETA aArtio IMEVIE
rieplodoug Ba avedBouv otoug 544. Tedog, alifel va avagpepoupe Ot
ot Professionals, o1 oroiol evw KATEXOUV TO HMEYAAUTEPO ITOCOOTO
TRV ayopaot®v 1ou rpoiovtos pag Silk, armotedouviatl poAg amno 57
atopa kat akoAouBouv @bivouoa mopeia, n oroia npofAenetal otig
EMOPEVEG TTIEVTE TIEP1OO0UG va KataAnsel ota 46 datopa.

Ta otowxeia mou a@opouUv OTO0 MO0 KOO OTOX0G Hag IMPOoTihd
exouv 10n npoavagpepBei. Me Pdon opwg TG INyeg AUTOV TRV
oloxelwv Tmaipvoupe Kat daldeg TIAnpogopieg, Omwg OTl 1O
HEYAAUTEPO TTIO0O0TO AVAYVRPLOTHOTNTAS ouyKkevipwvel 1o Silk pag
arto toug Professionals pe 81,9%, eveo mpoto oe npobson ayopag
epxetat 1o Such g U aro toug Singles (40,2%), ot oroiot Kat tou
bivouv 1o peyaldutepo pepidio ayopag (43,4%).

Axopun, unapxouv otoixeia yia 1 Papuvinta rnou 6idouv oe
KaBéva ano 1a £§1 XapaKInPloTKA IOV IIPOIOVI®V. LNIAVIIKOTEPO
XAPAKINPELOTIKO Aoutov, Oswpouv 1 Meyiotn Zuxvotnua (Max
Frequency), evao akoAoubei n Tiar] Katl tedevutaio oe onpavukotnta
epxetat 1o design. Avadutikotepa otowxeila ywa kaBe opada rat
XAPAKTINPEOTIKO OBa e§etdcoupe otnv attiodoynon g €rmAoyng tou
KO1WOU OTOXO0U Kdl TRV ITPOIOVIDV.

Ertiong, pag divovial otoixeia yia 11g 1mpoodokieg KOs Kotvou
OtOX0U yla Kabe mpoiov wg Ipog v olkovodia (economy), Tnv
artobotkotnta (performance) kat v suxpnotia (convenience).
Ao autd napatnPoupEe OTl TS UWPNAOTEPES AIMAITOES O
arnodoukotnta g €éxouv ot Buffs, ot omoiotl eivat dAAwote kat ot
KAAUTEPOL YVWOTEG MG KOWVO TG ayopds TV IPoioviwv texvoAoyiag,
EVQ XAUNAOTEPES ATIATNOEIS OTOV 1810 TopEa €Xel 1o APOadlOP10To
Koo 1@V Others, o1 oroiol €Xouv KAl T1§ XAUNAOTEPEG OTKOVOUIKES
anatnoelg. Tig uPnAotepeg OIKOVOUIKES ATTATIIOE1S €XOUV KAl TTAAL
ot Buffs ot omoiot vat pev eivar kadoil yvwoteg g texvoloyiag kat
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g ayopdag g, adda dev e&xouv anapaimnta kKAt uynia
ewoodrpata, kabwg Kait ta 1poiovia T1ou  ayopdalouv 1A
XPNOI0TIO0UV yia 161a XPprjon Kat OX1 EMAyyEAPATIKA.

Télog, oe pla moAudiaotatn kAipaxka, omou cuvdudadoviat ot
TPE1G TIAPANETPOL TTOU TIpoava@epOnKav pe ta €51 XapaKinplotika
v 1npoioviwv, (Bapog-Weight, Xxedio-Design, Oyxkog-Volume,
Meyiotn Xuxvotnua-Max Frequency, loxug-Power kat Twar)-Price),
pag 6ibetatr omt peyotn Paputnra dibetatr oy anodoukotnia g
Meyiotng Zuxvotntag, eve akoAoubei n anodotkotnta g loxuvog
Kal n euxpnotia oto Bdpog.



MarkStrat 3

Ztpatnyikn

H otpamnywkr) ing etaipiag I mapouoiddetatl pe ) goppa tou

MarkStrat, eve 1 aitioAoynon Kait avaluorn tev ermAoynv yivetat

napaxkate® otnv “Avaduvon Baowkov Znipatov’.

Brand Portfolio

Marketed Brand o Status . R&D Project
(Maintain, Withdrawn, Modified)
SILK Maintain PSILK
SIGN Modified PSIGN
Production, Price and Advertising
SILK
Production This period
Brand production level (KU) 130
Inventory sold to trading company (KU) 0
Pricing
Recommended retail price ($) 500
Advertising
Advertising media budget (K$) 3290
Advertising research Budget (K$) 210
Target \ Total \ Buffs |Sing|es\ Pros | HiEarners \ Others
segments (%) | 100% | 0% | 0% | 40% | 60% | 0%
Perceptual objectives
Dimension 1 | Objective Dimension 2 Objective
MDS
Dimensions Economy -7,2 Performance 7

10
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SIGN
Production This period
Brand production level (KU) 72
Inventory sold to trading company (KU) 5
Pricing
Recommended retail price ($) 340
Advertising
Advertising media budget (K$) 1410
Advertising research Budget (K$) 90
Target Total ‘ Buffs | Singles ‘ Pros | HiEarners ‘ Others

segments (%)  100% | 10% | 52% | 3% | 15% | 20%
Perceptual objectives
| Dimension1 | Objective | Dimension 2 | Objective
Semantic .
Dimension Weight 8,50 Max Freq 4,90
Sales Force and Distribution
Specialty | Department Mass
stores stores Merchandise | Sales Force
Number of cost
salespeople 27 23 26
% of SILK 38 59% 52% 38% 806 K$
effort by | SIGN 38 41% 48% 62% 806 K$
brand [ 1ota1 | 100% 100% 100% 1.612 K$
Market Research Studies
Study Titles Order |  Costs (K$)
Vodite Sonite
Industry benchmarking M All markets 33
Consumer survey 4 ™ 110
Consumer panel 4 ™ 185
Distribution panel 4| | 121
Semantic scales 4| | 22
Multidimensional scaling (MDS) 4} 4} 76
Market forecast 4| 4|

44

11
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Competitive advertising

& M 66

Competitive sale forces %} %} 32
Advertising experiment o4} 4} 54
Sales Forces experiment | | 76
Conjoint analysis 4 ™ 76
Total cost (K$) ‘ 895

Research and Development

SILK

R&D project_~PS/ILK .
Project Specifications

L s R IR
LJ [ o
Weight Design Volume Max Freq Power
(10 — 20) (3-10) (20 —100) (5-50) (5-100)
14 7 50 35 70

Request base cost ($)

159

Allocated budget

SIGN

R&D project_A~SIGN .
Project Specifications

[X] Develop project at minimum base cost

Feasibility study

| T [ )
LJ C ] | > o
Weight Design Volume Max Freq Power
(10 — 20) (3-10) (20 - 100) (5-50) (5-100)
15 V4 50 30 20

Request base cost ($)

84

Allocated budget

Develop project at minimum base cost

Feasibility study

12
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ANAAYZH BAZIKON ZHTHMATQN

T'pauun wpoiovrwv (Product Line)

Kat ywaa twmv enopevnp 1nepiodo, 1n etawpeia pag Oa
e§axkoAoubrjoel va apayet ta 106n vniapxovia Sonite rpoiovia tng,
10 Silk kat 1o Sign. To mpato WG €XEl, XWPI§ Kapia Tpororoinon
Kat to 6evutepo PeAtiopevo.

Tunuazoroinon tnc ayopac (Market Segment)

H tpnpatoroinon g ayopdg twv  Sonite  eivat
npoxkaBoplopévy Kat  Xwpietar otoug:  Buffs,  Singles,
Professionals, HiEarners kat Others. @uoika yia kabe rpoiov pag
exel ermAeyel KAl O1A@OPETIKO KOO OTOXOG AI0 TS TAPAIIAVE

KATNYOpP1EG.

To Silk pag, Aoutov, aneubuvetatl oe duo target groups, toug
Professionals, kat toug HiEarners. Ot mpotol kKatexouv 1dn to
peyaAdutepo pepidlo  ayopag tou Silk kat ekdnlavouv 1)
peyaAutepn npobeon ayopdg tou, addda n e§EASn tou mAnOuopou
Toug 1npoPAenetar apvnukn. Etoi, ya v nipooexn 1iepiodo,
e§axkoAlouBoupe va otoxeuoupe oto KOwo 1wV Professionals, aAla
HEWVOUPE €Aa@P®G TO II00O0TO TOUG, Yyid va HUII0OPECOUHE va
arneuBuvOoulle oe KATTO10 KOWVO PE KAAUTEPES TTPOOITTIKEG.

To rowvo auto sivat ot HiEarners, ol ortoiotl 116n aroteAouv 1o
peyaAutepo AnOuopo tou Koopou tou MarkStrat, €éxouv €vioveg
audnUKEG TAOEIS KAl €VIOG TWV EMOHEVAV TIEVIE TEPLOOWV
rpofAsrnietal oxedov va tputdaciactouv, Kabwg ertiong 10 Ipoiov
pag eivat 1dén kKovid oOTg AVAYKEG TOUG, KATEXOUV TO Oeutepo
peyaAutepo Koppdtt arno 1o pepidbio ayopag tou Silk, 10 oroio
€PXETAl KAl HEUTEPO OTNV IPOTIUNOT] TOUG.

AvtiBeta pe 1o Silk, 10 Sign ameubuvetat oe €va POVO KOO
otoxo, 1oug Singles. Ot Singles eival 10 Kowo otoxog pe ) deutepn
peyaAutepn avamtudn, oe 1Evie 1eplodoug Oa  apilBpouv ta
544.000 datopa, KAt €riong €ivat auvutoi TV OIOI®OV Ol ATTIAIT)OE1g
elval mAnolEotepa Ota UMAPXOVIA XAPAKINPIOTIKA TRV ITPOiOVIog

13
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pag, ta oroia opwg Oa tpororonBouv e181KA yla TS ATTATNOE1g
10V Singles, yia 1oV €EOEVO XPOVO.

Toro0¢tnen (Positioning)

H tortoBetnon tou npwtou nipoioviog (Silk) Oa yivel pe Paon ta
«rtoAudildotata XapaktnpeloTiKAa» Tou, Kat 6a agopd v oikovouia
Kat v anodoon. Oa dwooupe eugaon otnv arnodoon yuatt auto
€lval To0 KUP1OTEPO XAPAKTINPLIOTIKO ITOU IMPOCEXoUV o1 Professionals
Kat ot HiEarners, rail otnv owkovopia, yuati kat ta 6uo target
groups O6ev €xouv owkovoplko mpofAnua — to Silk eivatr ano ta
axkp1Ba mpoiovia kootifoviag 5008 - kat Bewpouv vV TUn Kat
evbel§n rootntag.

H tornoBstnon tou Sign, avtiBeta yivetatl pe Bdaon ug xKAipareg
ONPAvUKOINTag, Katl £pO0OV TO0 KOO OTOX0G £ivatl €va, ot Singles,
enpaon Ba 606l ota onueia rmou ekeivol Bewpouv onuavuKkolepd,
6nAadn to Bapog kat ) peylotn ouxvotntd.

IlpowOnon (Promotion)

[Ma v npondnon v mpoioviev pag XPnotpoItoloUHE 11
dlapnuion kat toug MWANTEG pag. O PoUIoAoy1OpN0G TOU EMTOUEVOU
£toug yia ) dagrpion avépxetat ota 5.000.000$ arto ta oroia to
70% Oa diateBouv yua 1o Silk to 30% yua to Sign.

E18ikotepa, ard ta 3.500.000$ rou Ba Siatebouv yia to Silk,
10 6% 0Oa agplepwbel onv epeuva (Advertising Research) yia v
anoteAeopatkonta g dwagnuong kat ta unolourta 3.290.000
yla v ayopd XpOvou Kdl X®PoU Otd d1a@npiotika peod.

Avtiotoixa eivatl kat ta mocootd ywa to Sign, ta 1.500.000%
Tou oroiou potpdloviat oe 90.000$ yia €peuva kat 1.210.000% yua
1a Sa@nuiotika peoa.

Oocov agopa twpa T0UG TWANteg pag, Oa Oatnprooupe
akplfpog twv 1610 apBpo nwAntov, ©O6nAadn 76, rar Oa
anaoxoAnBouv 1oopepwg pe ta duo mnpoiovia pag (ard 38 newAnteg
yla 1o kabeva), pe anotedeopa va unv €xoupe kabolou daraveg
npocAnyng Kat exknaidevong oute Oaraveg aroAvoswng. O

14
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MPOUITOAOYIOPOG TOUG Yyl TO EMOPEVO  £10G AVEPXETAl Otd
1.612.000%.

Awavoun (Distribution)

H Owavopr) tov mpoioviev pag — Kal avilotoiXeg TV MOANTOV
pag — yivetat pe Baon 1ig ayopactikeg ouvr)Osieg tov target groups
ota oroia arteuBuvopaote.

'Etol, 10 38% 10V noAntev rmou Ba aoxoAnbouv pe 1o Silk 6a
Bpioketatl ota eSedikeupeva kataotpata (Specialty Stores), orou
KAl OUYKEVIPWVETAl OUVOAIKA TO HEYAAUTIEPO HEPWV TRV
Professionals kat tov HiEarners, to 37% ota moAukataotrjpata
(Department Stores), ota omoia OUYKEVIPWVETAL TO MEYAAUTEPO
nooooto twv  HiEarners, rat 1€Aog 10 25% o0Ota EKITIOTKA
kataotpata (Mass Merchandise).

['a to Sign, ta mpaypata eivat armdouotepa, 610611 to KOO
OTOX0G €lval €va Kat €10l akodouBoupe armida TS MPOTIPL0ES ToU,
artotedeopa va dwaveipoupe 10UG MEOANTEG ToU @G €§ng: 30% ota
eCeldikeupeva rataotpata, 30% ota nmoAurkataotrpata kat 40%
Ola EKITIEOTIKA Kataotnpata, akpipag onwg opifouv ot ouvr)Beieg
v Singles.

H ouvodwkny 6wavopr) opwg twv noAnmov 6wabetert to 36%
(6nAadry 27 otov apiBpod) twv newAntwv pag ota eeldikeupEva
kataotpata, 30% (23 nwAnteg) ota noAukataotrpata kat to 34%
(26 MOANTEG) OTA EKIMTIOTIKA KATAOTPATA.

Oocov a@opd oto 1Mocooto g rpoortddelag yia Kabe 1mpoiov
X@P10Ta péoa oe kaBe rataotnpa, auvtd @aivertat {ekabapa otov
mivaka yia 1o Suvapiko twv NeAnoswv Kat ) dwavopur) (Sales Force
and Distribution).

THoapaywyn (Production)

To Uyog ng napaywyrg tou Silk ylia tov enopevo Xpovo Oa
napapeivel otaBepod otig 130.000 povadeg Kat autod yati UMapxet
EMAPKELA TOU TIPOoidviog, Kal €Xoupe rat 18.752 povadeg otok, 10
OITO10 PITOPOUHE va To H10XeETEVOOUNE OtV ayopd, KaBottl to poiov
pag dev €xel unootei kapia tportonoinon. Emiong, okomog pag
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elval va pag peivel to pikpotepo duvato anobspa, yati peta myv
ernopevn repiodo 10 mpoiov pag Ba tpororoinBei ocupPeva pe g
antawtnoelg twv HiEarners, kat to ornotodrrote anoBepa 0a mpernet
va SemouAnBei pe {npia, 610t o1 Katavadwieg oto MarkStrat
ayopadouv ralalotepeg eKO00EIS TV IMPOIOVIOV, A@OU UITHPXOUV 01
BeAtiwpeveg otnv ayopd.

[a 1o Sign opwg, Ba €xoupe audnon g MAPAy®yrS Kata
20%, mou petagpadetal oy napayeyn 72.000 povadwv, kat auto
yuati to npoidv pag Ba eivatl BeAopévo ®G IMPog TG avAyKeG ToU
KO1VOU OTOXO0U OTO OItoio areubuvetat.

Etor 1a xapaktnpiotika tou Sign Ba diapoppwbouv onwg
(Paivetal Kat otov aviiotoxo rivaka. Avalutikotepa, 0a peiwdei 1o
Bdapog tou kata técoepa KAda (Ba @raoetl ta 15kg.), yia va priopeoet
va «XTUIT O TOV apeco aviayaviotr) tou SUCH, to ortoio {uyilet
18 K1Ad, OT0 ONPAVITIKOTEPO XAPAKINPIOTIKO yia toug Singles. Me
10 1610 oKeMUIKO peWOBNKe Kat o oykog ota S0dms3, evw to SUCH
exel 75dms. Enopevo onpavilko Xapakinplotiko yia toug Singles
elvat n woxug n omoia Oa mapapeiver ota 20W, eva 1n peyotn
ouxvotnta Ba @tavel ta 30KHz.

To Silk, o6niwg &xel mpoavagepBei, mapapévelr 1610, XWPIg
TPOTIOTIOW0E1G KAl TA XAPAKINPIOTIKA TOUu  @aivoviat otov
avtiotowxo rivaka tou R&D.

Twoloynen (Pricing)

H 161a otaBepotnta pe ta Xapakinplotikda tou Silk 1oxuel Kat
yla TtV TIan T0U QUOtKA, 1 ortoia Oa mapapeivel ota 500$, k1 auto
yluati ot ratavadwteg tou MarkStrat 6ev SeyeAdlouviatr kat pua
adwkatodoynin audnon g g Oa ofpatve pla avtiotoixXn IO
OT1G TIWAT0ETG.

To 1610 otaBepr) Ba peivel kat n tur) ou Sign, ota 340$, apd
TS PeAtiwoeslg, yuari polovott n uun O6ev elvar ano  ta
ONPAVIIKOTEPA XAPAKINPIOTIKA yia Ttoug Singles, mapapevouv
euaioOntotl oto Bpa g owkovopiag, kabBott ayopdfouv ta rpoidovia
yua 16ia xprjon. Audnon otnv T tou npoioviog Oa onpelwbel otnv
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petenetta miepiodo, avdadloya HPE TV AVIATIOKP10N TOU KOWOU
otoxou.
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ITpoiimoAoyiouog

O 0uYKeVIPOTIKOG TPOUTIOAOY1IOHNO0G g £talpiag pag deixvet
Pla OUVOA1KI], OUVOITIIKI] €1KOVA TNG O1KOVOUIKIG KATAotaong yua
10 emnopevo €rog. Ta meploodtepa arod auvtd Ta OTOXEia €XOouv
avaAuBei oto IIponyoUupEevo Ke@AAALO.

To poévo rou npénet va avagpepBei 161aitepa eivat ot daraveg
yua v €psuva ratr avartuén (Research and development), ot
oroieg avépxoviat oto 1.500.000$ kat katavépovratr 1.000.000$
yia 1o Sign, ¢éxel peyaAutepn avaykn aro épsuva, kat 500.000$ ya
10 Silk.

TUYREVIPOTIKOC [IpoiinoAdoyiopog

Unit Total Sonite Market Vodite Market

Advertising expenditures K$ 4700 4700 0
Advertising research
expenditures K$ 300 300 0
Sales force K$

Operating cost K$ 1.612 1.612 0

Hiring and training cost K$ 0 0 0

Firing cost K$ 0 0 0
Market research studies K$ 895 464 3908
Research and
development K$ 1.500 1.500 0
Total expenditures K$ 9.007 8.576 398
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IHapaptnua

I[IINAKEZ XTOIXEIQN [OY XPHERIMOIOIHOHKAN ITH NAHVH TQN
ATIOPATEQN .
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CONSUMER SERVEY - BRAND AWARENESS BY SEGMENT

Firm |Brand Buffs Singles Pros HiEarners Others Total
A |SACK 0,018 0,105/ 0,006 0,016 0,255 0,073
SAND 0,04 0,08 0,024 0,377 0,045/ 0,159
E [SEAL 0,358 0,04/ 0,226 0,049 0,026 0,117
SEXY 0,106 0,026] 0,024 0,043 0,017 0,046
| |SIGN 0,021 0,119 0,01 0,038 0,098 0,063
SILK 0,12 0,051 0,316 0,223 0,028 0,134
O [SOAP 0,098 0,046/ 0,361 0,182 0,023 0,117
SONG 0,198 0,069 0,018 0,034 0,027 0,075
U |SUCH 0,034 0,434 0,011 0,033 0,176 0,161
SUMO 0,007 0,031 0,003 0,005 0,306/ 0,054
Total 1 1 1 1 1 1
MINAKAX 1
CONSUMER SERVEY - PURCHASE INTENTIONS
Firm |Brand |Buffs Singles  |Pros HiEarners Others Total |Total average
A SACK 2,2% 11,9% 0,8%|2.1% b 8,20%
SAND 3,7% 7,4% 2,3% 33,2% 4,2% 13,3% 10,75%
E SEAL 32,9% 3,6%| 20,8% 5,0% 21% 11,0%
SEXY 13,1% 3,1% 2,9% 5,6% 1,9% 57% 8,35%
I SIGN 2,3% 12,2% 1,0% 4,5% 9,0% 6,7%
SILK 12,1% 4,9%| 31,7% 23,8% 2,5% 13,2% 12,80%
O SOAP 9,3% 4,6%| 37,0% 18,0% 2,4% 11,2%
SONG 19,6% 7,3% 1,9% 3,6% 2,9% 7,8% 9,50%
U SUCH 3,1% 40,2% 1,0% 29%| 16,7% 15,6%
SUMO 1,6% 4,9% 0,5% 1,2%| 33,6% 7,2% 11,40%
Total 100%| 100% 100%| 100% 100% 100%| 100,0% 52,80%
MINAKAX 2
CONSUMER SURVEY- SHOPPING HABITS
Segment Speciality stores| Depart. Stores |Mass Merchandis. Total
Buffs 50,0% 20,0% 30,0% 100,0%
Singles 30,0% 30,0% 40,0% 100,0%
Professionals 35,0% 25,0% 40,0% 100,0%
High earners 40,0% 50,0% 10,0% 100,0%
Others 10,0% 30,0% 60,0% 100,0%
Total 34,8% 34,1% 31,1% 100,0%
MINAKAZ 3
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CONSUMER SERVEY - BRAND AWARENESS BY SEGMENT

Firm Brand Buffs Singles Pros HiEarners Others Total Total Average
A SACK 1,8% 10,5% 0,6% 1,6% 25,5% 7,3%
SAND 4,0% 8,0% 2,4% 37,7% 4,5% 15,9%| 11,60%
E SEAL 35,8% 4,0% 22,6% 4,9% 2,6% 11,7%
SEXY 10,6% 2,6% 2,4% 4,3% 1,7% 4,6%| 815%
| SIGN 21% 11,9% 1,0% 3,8% 9,8% 6,3%
SILK 12,0% 51% 31,6% 22,3% 2,8% 13,4% 9,85%
o] SOAP 9,8% 4,6% 36,1% 18,2% 2,3% 11,7%
SONG 19,8% 6,9% 1,8% 3,4% 2,7% 7,5% 9,60%
U SUCH 3,4% 43,4% 1,1% 3,3% 17,6% 16,1%
SUMO 0,7% 3,1% 0,3% 0,5% 30,6% 54%| 10,75%
Total 100,0% 100,0% 100,0% 100,0% 100,0% 100,0%
Total Sales 181158,0% 244131,0% 57,0% 288710,0% 124261,0% 895232,0%
Total Sales(%Total) 20,2% 27,3% 6,4% 32,2% 13,9% 100,0%
MINAKAZ 4
DISTRIBUTION PANEL- DISTRIBUTION COVERAGE BY CHANNEL
Speciality
Firm Brand Stores Depart stores |Mass merchandis.
A SACK 24,5% 35,0% 34,0%
SAND 42,6% 51,2% 24.,8%
E SEAL 41,2% 39,6% 41,4%
SEXY 30,5% 32,7% 31,3%
SIGN 33,7% 37,1% 38,5%
SILK 36,4% 39,8% 40,5%
0] SOAP 49,8% 36,6% 22,9%
SONG 50,1% 36,4% 23,0%
u SUCH 48,3% 49,7% 14,9%
SUMO 0,6% 17,9% 39,3%
Total number of outlets 10.000 5.000 12.500

MINAKAZ 5
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DISTRIBUTION PANEL- MARKET SHARES BASED ON UNIT SALES

Mass
Firm Brand Speciality Stores | Depart stores Merchandise Total Total average
A SACK 3,4% 6,6% 13,3% 7,3%
SAND 16,4% 22,9% 6,3% 15,9% 11,6%
E SEAL 14,6% 8,0% 12,8% 11,7%
SEXY 5,2% 4,1% 4,5% 4,6% 8,1%
I SIGN 4,7% 5,9% 9,0% 0,3%
SILK 14,1% 14,7% 10,8%) 13,4% 6,9%
0] SOAP 15,5% 11,8% 6,8% 11,7%
SONG 10,8% 5,5% 5,8% 7,5% 9,6%
U SUCH 15,0% 17,3% 15,9% 16,1%
SUMO 0,3% 3,3% 14,8%) 5,4% 10,8%
Total 100,0% 100,0% 100,0% 100%
Total Sales 325182,0% 321407,0% 248643,0% 895232%
Sale-sr(o"}f'll'otal) 36,3% 35,9% 27,8% 100%
MINAKAZX 6
SEMANTIC SCALES - IDEAL VALUES (1 TO 7)
Segment Weight Design \Volume MaxFreq Power  |Price
Buffs 3,00 5,20 1,80 6,07 6,40, 4,00
Singles 5,59 4,14 5,30 4,22 4,71 3,71
Pros 2,58 5,88 3,51 5,26 2,79 4,86
Hi Earners 4,94 4,59 4,62 4,88 2,40 5,71
Others 6,28 2,36 6,23 2,42 5,82 232
Importance of characteristics 5 3 4 10 4 8

(1) On a scale from 10 to - 1= Not very imprortant -10= Very important

MINAKAZ 7
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MULTIDIMENSIONAL SCALING- IDEAL VALUES (-20 TO +20)

Segment
Buffs
Singles
Pros

Hi Earners
Others

MNMINAKAZ 8

Economy
4,8
2,8
-6,4
-11,2
11,5

Performance

14
-1,1
7,1
3,3
-11,6

Convenience

7,1
-7,
10,4
-3,2

-13,9

MULTIDIMENSIONAL SCALING- BRAND RECEPTIONS (-20 TO +20)

Firm Brand Economy Performance Convenience
A SACK 1,3 -10,3 -12,2
SAND -9,9 -2,3 -4,7
E SEAL -3,8 11,5 7,7
SEXY -6,2 14,7 -4,7
I SIGN -4,9 -8,8 -8,1
SILK -7,2 7,0 4,8
0 SOAP -6,9 41 7,7
SONG 2,1 11,7 -8,0
u SUCH 2,0 -4,1 -14,8
SUMO 3,4 -13,4 -20
MINAKAZ 9

MULTIDIMENSIONAL SCALING
INFLUENCE OF PRODUCT CHARACTERISTICS ON MDS DIMENSIONS

Weight  |Design Volume Max Freq Power Price
(Kg) (index) (Dm3) (KHz) ($)

Economy Slight Slight Moderate Slight Moderate Moderate
Performance Slight Slight Moderate Very stong Strong Slight
Convenience Stong Moderate Slight Slight Slight Slight
MINAKAZ 10

CONJOINT ANALYSIS- RELATIVE IMPORTANCE OF CHARACTERISTICS
Segment Design Max Freq Power Price Total
Buffs 13,6% 47,4% 3,3% 35,8% 100,0%
Singles 16,5% 50,5% 6,0% 27,0% 100,0%
Pros 7,.9% 43,9% 14,0% 34,2% 100,0%
Hi Earners 24.8% 50,2% 2,9% 22,1% 100,0%
Others 26,8% 44,9% 71% 21,2% 100,0%
MINAKAZ 11
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COMPETITIVE SALES FORCES- ESTIMATED SIZES in number of sales people

Firm Brand Speciality Stores Depart stores Mass merchandis. |Total
A SACK 5 8 13 26
SAND 15 18 7 39
TOTAL 20 25 20 65
E SEAL 13 12 20 44
SEXY 7 8 10 26
TOTAL 20 20 30 70
I SIGN 10 10 18 38
SILK 10 10 18 38
TOTAL 20 20 35 75
0] SOAP 20 9 7 36
SONG 20 9 7 36
TOTAL 40 18 13 71
u SUCH 20 18 2 40
SUMO 0 2 18 20
TOTAL 20 20 20 60
TOTAL 120 103 118 341
AVERAGE BY BRAND 12 10 12 34
AVERAGE BY FIRM 24 21 24 68

MINAKAZ 12
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COMPETITIVE ADVERTISING-ESTIMATED TOTAL EXPENDITURES (all numbers in K$)

Firm |Brand Buffs Singles Pros Hi Earners Others Total
SACK 400 400 400 400 400 2.000
A SAND 600 600 600 600 600 3.000
TOTAL 1.000 1.000 1.000 1.000 1.000 5.000
SEAL 550 550 550 550 550 2.750
E SEXY 500 500 500 500 500 2.500
TOTAL 1050 1.050 1.050 1.050 1.050 5.250
SIGN 300 300 300 300 300 1.500
I SILK 700 700 700 700 700 3.500
TOTAL 1.000 1.000 1.000 1.000 1.000] 5.000
SOAP 450 450 450 450 450 2.250
o] SONG 550 550 550 550 550 2.750
TOTAL 1.000 1.000 1.000 1.000 1.000 5.000
SUCH 300 900 900 300 250 2.650
U SUMO 400 250 250 400 1.400 2.700
TOTAL 700 1.150 1.150 700 1.650 5.350
TOTAL 4.750 5.200 5.200 4.750 5.700 25.600
AVERAGE BY BRAND 475 520 520 475 570 2.560
AVERAGE BY FIRM 950 1.040 1.040 950 1.140 5.120

MINAKAZ 13

BENCHMARKING - ETIMATED OVERALL PERFORMANCE

Unit |A E I 6] U

Sales
Retail sales K$ 75.345 64.836 77.194 75.650| 44.377
Revenues K$ 50.213 42.460 51.230 49.156| 29.821
Production
Cost of goods sold K$| -21.248] -23.888| -19.954| -29.714| -9.453
Inventory Holding cost K$ -114 -663 -334 -500 -553
Inventory disposal loss K$ 0 0 0 0 0
Contribution before marketing K$ 28.850 17.910 30.942 18.942| 19.815
Marketing
Advertising expeditures K$ -4.800 -4.900 -4.950 -4.900 -500

Advertising research expeditures K$ -300 -300 -160 -160 -370
Sales force K$ -1.395 -1.517 -1.639 -1.541 -1.273
Contribution after Marketing K$ 22.355 11.193 24.193|12.3.41 13.172
Other expenses
Market research studies K$ -504 -440 -504 -504 -504
Research and development K$ 0 0 0 0 0
Interest paid K$ 0 0 0 0 0
Exceptional cost or profit K$ 0 0 0 0 0
Net cotribution K$ 21.851 10.752 23.689 11.837] 12.668

Next period budget K$ 8.750 7.450 9.500 7.450 7.450

MINAKAZ 14
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BENCHMARKING- ESTIMATED OVERALL PERFORMANCE

Unit A E I 6] U
Sales
Retail sales % sales| 100,0%| 100,0%| 100,0%| 100,0%| 100,0%
Revenues % sales 66,6% 65,5% 66,4% 65,0% 67,2%
Production
Cost of goods sold % sales| -28,2%| -36,8% 25,8%| -39,3%| -21,3%
Inventory Holding cost % sales -0,2% -1,0% -0,4% -0,7% -1,.2%
Inventory disposal loss % sales 0,0% 0,0% 0,0% 0,0% 0,0%
Contribution before marketing % sales 38,3% 27,6% 40,1% 25,0% 44.7%
Marketing
Advertising expeditures % sales -6,4% -7,6% 6,4% -6,5%| -11,3%
Advertising research expeditures % sales -0,4% -0,5% -0,2% -0,2% -0,8%

Sales force % sales -1,9% -2,3% -2,1% -2,0% -2,9%
Contribution after Marketing % sales 29,7% 17,3% 31,3% 16,3% 29,7%
Other expenses
Market research studies % sales -0,7% -0,7% -0,7% -0,7% -1,1%
Research and development % sales 0,0% 0,0% 0,0% 0,0% 0,0%
Interest paid % sales 0,0% 0,0% 0,0% 0,0% 0,0%
Exceptional cost or profit % sales 0,0% 0,0% 0,0% 0,0% 0,0%
Net cotribution % sales 29,0% 16,5% 30,7% 15,5% 28,5%

Next period budget % sales 11,6% 11,5% 12,3% 9,8% 16,8%
MINAKAZ 15

BENCHMARKING- ETIMATED IN SONITE MARKET
Unit A E I 6] U
Sales
Retail sales K$ 75345 64836 77194 75650 44377
Revenues K$ 50213 42460 51230 49156 29821
Production
Cost of goods sold K$ -21248 -23888 19954 -29714 -9453
Inventory Holding cost K$ -114 -663 -334 -500 -553
Inventory disposal loss K$ 0 0 0 0 0
Contribution before
marketing K$ 28850 17910 30942 18942 19815
Marketing
Advertising expeditures K$ -4800 -4900 -4950 -4900 -5000
Advertising research

expeditures K$ -300 -300 -160 -160 -370

Sales force K$ -1395 -1517 -1639 -1541 -1273
Contribution after

marketing K$ 22355 11193 24193 12341 13172

MINAKAZ 16
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Segment

Buffs

MARKET FERECAST - SEGMENT SIZES AND GROWTH RATES

Singles

Pros

Hi Earners

Others

Total

Segment sizes in KU

Actual size this period
Forecasted size next period
Forecast in five periods

181
215
307

244
277
544

57
56
46

289
342
673

124
154
241

895
1.042
1.811

Relative segment sizes in %
Actual size this period
Forecasted size next period
Forecasted size in five periods

20,2%
20,6%
16,9%

27,3%
26,5%
30,1%

6,4%
5,3%
2,5%

32,2%
32,8%
37,2%

13,9%
14,7%
13,3%

100,0%
100,0%
100,0%

Forecasted growth rates

Next period

Total over next five periods
Average over next five periods

MINAKAZ 17

Unit

18,4%
69,4%
11,1%

13,3%
123,0%
17,4%

-2,1%
-19,5%
-4,2%

BENCHMARKING- ETIMATED PERFORMANCE IN SONITE MARKET

A

E

18,5%
133,2%
18,4%

23,6%
93,6%
14,1%

Sales
Retail sales
Revenues

%sales
%sales

100,0%
66,6%

100,0%
65,5%

100,0%
66,4%

100,0%
65,0%

100,0%
67,2%

Production

Cost of goods sold

Inventory Holding cost

Inventory disposal loss
Contribution before marketing

%sales
%sales
%sales
%sales

-28,2%
-0,2%
0,0%
38,3%

-36,8%
-1,0%
0,0%
27,6%

-25,8%
-0,4%
0,0%
40,1%

-39,3%
-0,7%
0,0%
25,0%

-21,3%
-1,2%
0,0%
44,7%

Marketing
Advertising expeditures
Advertising research expeditures

Sales force
Contribution after marketing

MINAKAZ 18

Y%sales
%sales
Y%sales
Y%sales

-6,4%
-0,4%
-1,9%
29,7%

-7,6%
-0,5%
-2,3%
17,3%

-6,4%
-0,2%
-2,1%
31,3%

-6,5%
-0,2%
-2,0%
16,3%

-11,3%
-0,8%
-2,9%
29,7%

16,4%
102,3%
15,1%
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