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About this Document




This document outlines key marketing issues when thinking about an online catalogue and es
p
e
cially when 
considering an e-commerce solution. 




For more information about the procedures within this document contact Darryl Lyons (Project Manager) on (07) 3208 0213 or 0417 757 995.



This document was created using Microsoft Word.
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Part One



�



Please fill out the form
:




Who are your five (5) most important customers and/or customer groups?



a. _________________________________________________________________

b. _________________________________________________________________

c. _________________________________________________________________

d. _________________________________________________________________

e. _________________________________________________________________

    _________________________________________________________________

    _________________________________________________________________



What have these customer groups got in common?



a. _________________________________________________________________

b. _________________________________________________________________

c. _________________________________________________________________



Why do they buy your products/services?



a. _________________________________________________________________

b. _________________________________________________________________

c. _________________________________________________________________



Mention three (3) potential customers and/or customer groups who are not your customers today..



a. _________________________________________________________________

b. _________________________________________________________________

c. _________________________________________________________________



Why aren’t they current customers?



a. _________________________________________________________________

b. _________________________________________________________________

c. _________________________________________________________________



Does there exist ethical, religious, age depending or sex depending factors in your customers which is special and obvious?



a. _________________________________________________________________

b. _________________________________________________________________

c. _________________________________________________________________

What is the most effectual sales channel you have?



a. _________________________________________________________________

b. _________________________________________________________________

c. _________________________________________________________________




Which product group/services are
 your t
h
ree
 (3)
 biggest income source
s
?



a. _________________________________________________________________

b. _________________________________________________________________

c. _________________________________________________________________



If the customers couldn’t buy what 
Everhard
 sell (also not from the competitors) what do they then want to do?



a. _________________________________________________________________

b. _________________________________________________________________

c. _________________________________________________________________




Demographic factors: who 
is 
buy
ing
?





Do the customers come from a certain group 
of
 
people in a certain age
 group
? 



_________________________________________________________________
�
_________________________________________________________________



_________________________________________________________________



_________________________________________________________________






Are the product
 
groups/services mainly bough
t from certain companies within 
businesses or persons? 



_________________________________________________________________
�
_________________________________________________________________



_________________________________________________________________






Are the product groups/services brought mainly from a certain gender/sex?



 
_________________________________________________________________



	
_________________________________________________________________






Are the product groups/services mainly bought from customers within a certain 
geographical area? 



_________________________________________________________________



	
_________________________________________________________________















Are our product groups/services mainly bought from a certain range of income groups?



 
_________________________________________________________________



_________________________________________________________________






Are our product groups/services mainly bought from small, midsize or bigger
 companies
 (plumbers, 
other, 
etc)
?



_________________________________________________________________



_________________________________________________________________





Is the sale of our product groups/services tied to the sale or use of other products? 



_________________________________________________________________



	
_________________________________________________________________






Is the sale of our product groups mainly tied up to certain occupation categories? 



_________________________________________________________________



	
_________________________________________________________________






Which kind of education level do 
our most important customers have?
 



_________________________________________________________________



	
_________________________________________________________________






Who (according to 1
0
-
1
9
) are our greatest users of our products/services?



_________________________________________________________________
�
_________________________________________________________________






Which advantages do the different customer group
s
 (according to the points above) 
have 
by using our products/services?



_________________________________________________________________
�
_________________________________________________________________






Which promotion activities have been most effective?



_________________________________________________________________
�
_________________________________________________________________





Which type
 of
 support could influence on other customers in the way that they buy? 



 
_________________________________________________________________
�
_________________________________________________________________





Which type of products/services has lead to the biggest turnover?



_________________________________________________________________
�
_________________________________________________________________












What is the buyer’s mainly characteristic traits?



_________________________________________________________________
�
_________________________________________________________________



	
_________________________________________________________________



	
_________________________________________________________________



	
_________________________________________________________________






Channels: Where do the customers buy
 from
?





Which distribution channels give the highest sales income?
 



_________________________________________________________________
�
_________________________________________________________________






Which distribution channels give the highest gross profit? 



_________________________________________________________________
�
_________________________________________________________________





What are the most 
comprehensive
 alteration/changes our competitors have done concerning distribution channels? 



_________________________________________________________________
�
_________________________________________________________________





What are the most effective changes we have done concerning distribution channels?



 
_________________________________________________________________
�
	
_________________________________________________________________






Why was this change (look at 2
8
) so effective?



_________________________________________________________________
�
_________________________________________________________________





Is it a level in the distribution chain, which we can eliminate? And why?



_________________________________________________________________
�
_________________________________________________________________
































P
art Two



�



SWOT analysis






Strength 





�Weakness��Opportunities









�Treats��






B Analysis of strategically factors concerning competitors. Scale (1 – 5), 1 best	
			



	






_______________



Client/Customer��������Product group:



��


Ranks���������
Company:�Price�Quality�Delivery�Service�Technology�Distribution�?��
We���������
���������
Competitor A���������
���������
Competitor B���������
���������
Competitor t C���������






























Competitors climate






How well established are the competitors?

Which special advantages have the most important competitors?

Geographically

industrial

depending on size

mainly the same products

good with spread dealer/agent network

image

acknowledgement




�
Part three



�



Market size






How big is the market for the main product groups?

Which markets are most important for a) home production
? b) export?

The size of the different market segments?

After geographical areas?

After customer size?

After trade/business?

After product group, type, quality designs or price?


After dealer/retailer Type?



What is the size of the total market for a substitute?

 How are the export possibilities for main product groups?








Market structure






Who are the most important suppliers to the market in Australia? A
ny abroad
?


What
 does the export profile of our competitors look like?

Which markets are the most important ones?

Which geographical variation is 
in the home market?

Which s
e
a
son depending variation 
is 
in the home market
?


Which factors are positive
 at the moment concerning opening new 
f
actories/companies?

Mention the most important industrial customers?

Mention the secondary industrial customers?








Market variations






What
 d
i
d
 the market look like compared with the situation
 today
:

10 years ago?

5 years ago?

Last year?


What
 was the demand for the main product groups

10 years ago?

5 years ago?

Last year?

Which trends shows that changes will /had to occur?

10 years ago?

5 years ago?


Last year?



Market shares






How big market share 
does
 Everhard
 hold
? Geographically within Australia, total and in New Zealand


How big 
a 
share do the competitors have?

What is the market share
 divided 

After Businesses/trade?

After Company size?

Geographical?

What are the competitors market share?

After Businesses/trade?

After Company size?

Geographical?

How big percentage is coming from
:

Old customers?

New customers?








Company






What
 is Everhard
’
s
 reputation in the market?


What
 is Everhard
’
s
 reputation concerning 
its
 products/services?


What
 is the company’s image?

Are the suppliers potential customer groups for certain products?

Do Everhard use their own products?

Which kind of services 
do 
Everhard
 offer
?


W
h
at
 are they compared with the customer’s demands?

Which guaranties are offered?

What are Everhard
’
s critical factors for success? 
(
i
.
e
. retailer networking, agents, local representatives)















































Promotion
 methods






Which Promotions methods are used today? How big share of the turnover?

How are the budget share of every of the following media compared with the customers?

newspapers

magazines

outdoors

direct mail

exhibitions

Campaigns

Catalogues and brochures

PR-campaigns

Pictures / text etc an the sales places

film

samples

other

Which reasons could be given for possible differences?

Which other media should be considered?

Which evaluating methods of the total promotion efforts and of special promotion tools exist?

How often do you make an evaluation of the effects of the promotion efforts?

How has the development been concerning Everhard
’
s expenses for promotion in $ and in % per main product groups?

How big is the expenses for promotion?

yearly?

Per order?

per. salesperson?

per media?

How do the expenses for promotion look like divided after:

methods?

media?

season?

geographical?

Trade/business?

use?




What kind of advertisement and media are the customers (users) and potential customers (users) mostly exposed for?


















In what way differ the competitors advertising compared with Everhards'?



media?

frequency? 

Place?

text?

Strategy?






Distributions methods






How many agents/dealers/retailers are roughly selling the main product groups at the market?

How effectual are the distribution methods, which you use?

How are they compared with the methods of the competitors?

Which alternatives do you thing you have?








Market research






How are the expenses for market research compared with the competitors?

Do you use Internet for market research (Competitors intelligence, consumer intelligence, environmental intelligence and business intelligence)?

Which market research have been done at the home market and when and which one at the export market and when?

How effective have they been?

How effective are the company’s information sources?

Do Everhard have a databank with statistical data concerning the market?








Export marketing






Have you evaluated potential export markets?

Which criteria are used to decide whether the market is attractive or not?

Which public help do you get by a) collecting information about special markets  b) financial help for the market research c) market penetration 








New products





Which product groups are
 less than 5 years old? One year old?

How do
 the product group(s) benefit to the profit?













User attitudes
 






Which factors enter into the deciding process concerning buying, divided into:

Trade/business

Companies size

Geographical  fields

season

Who are the decision-makers by the biggest customers?

In which way is purchasing a function that is maintained by a department/committee?

How often and regularly do the bigger customers do purchase?

How good do the user know the product groups?

How big orders could be expected divided into:

Trade/business

customers size

geographically

How has the development and the reasons for lost order been?

How are the development and the reasons order cancellations?

Do the buyer bye direct or through other channels?

Which delivery time is demanded from the users?

Who are the best customers and how much will the buy for in average. ABC analyses

Which product groups or services do the A customers buy.

What do the best customers and worst customers have in common?
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