Marketing
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Marketing Personnel are major forces for a company’s marketing, who should work out
influential marketing strategies such as pricing, promotion activities and sales channels and
further control the factors that may affect the company’s sales. They help to open new
market areas for company and consolidate the company’s position in the market. Marketing
personnel can be further classified into the following categories: marketing developing
manager, marketing planner and market surveyor.
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Responsibilities and Tasks Chart

REMEELER

Position Marketing Manager Market Surveyor Marketing Planner
B A7 I & %M i H A R ik s
Responsibilities Enterprise Marketing Market survey Marketing Planning
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Making a Market Survey Plan
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Designing Questionnaire
Typical Tasks Making a Market Survey eIt A
R T AEAE 55 AT i A Carrying out the Survey
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Compiling a Simple Market Survey Report
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Positioning
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Analyzing the competitors
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Determing the Marketing Objectives
Making a Marketing Planning Bl 8 B H b

W E R R Deciding the Marketing Strategy
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Discussing the Marketing Activities
Typical Tasks A Rk = =R

WL T AEAT 55 Controlling
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Making a Reservation
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Designing the Booth
Participating the International 1i

Fairs —

S0 E b2 R RC/CCIVlng Customers
HERER
Writing up the Negotiation Minute
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The main skills for successful Market Personnel are marketing developing, establis-
hing public relationship, wise judgement, strategic planning,innovation, and seeking and
developing potential clients. Marketing Personnel are able to find the demands of the cus-
tomers, to evaluate how much they would pay for the product, to meet the consumers’
needs for convenience, to well communicate with them, to position the product of the com-
pany, to select sales channels, and to carry out promotions.

The basic qualities for a successful marketing personel are hard working, creativity,
positive attitude, passion,dedication, persistence.
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Practice 1 Making a Market Survey
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Kevin Wu(Wu Tong), Nicole Guo(Guo Sisi) and Lucas Fu(Fu Haichao) are newly-
recruited staff of Beijing Sunshine Import and Export Co. , Ltd..

Kevin is the Market Developing Manager of the Marketing Department, who speciali-
zes in developing new market for enterprises.

Nicole is the Marketing Planner who also works in Marketing Department, speciali-
zing in making market plan.

Lucas is the market surveyor, whose responsibility is to carry out market survey of va-
rious products for Beijing Sunshine Import and Export Co. , Ltd..

Smith is the customer of North America.

Beijing Sunshine Import and Export Co., Ltd. is established through the previous
preparations. At present, Marketing Department, Finance Department and HR Depart-
ment are ready to carry out tasks respectively. In this section of the chapter, Beijing Sun-
shine Import and Export Co. , Ltd. plans to seek North American market, and thus the
Marketing Department becomes very active to do market related work, such as a survey to
the North American market in domain of children underwear and obtaining the relevant in-
formation needed urgently by Beijing Sunshine Import and Export Co. , Ltd..

The students are divided into groups which contains 4 members each. Student A plays
a role as Kevin. Student B plays a role as Nicole. Student C plays a role as LLucas. Student
D plays a role as a customer.

They will work out a market survey plan, design a questionnaire, carry out the sur-
vey, and write a report of the survey.
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Preparation | Marketing Department Meeting

i
Writing
Plan for Developing North American Market
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Questionaire Designing
Completing the North American Survey Questionaire

Practice *

Survey Process
Fulfill the task for North American Survey

Writing
Simple Report for the North American Market
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Background of Practice ZZ3Il &F &

Information Chart 1 Knowledge of International Marketing Research
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Marketing Research is the leading step for an enterprise that aims at entering international market.
Carrying out the international marketing research is the foundamental preparatory work for an informa-
tionized enterprise. Therefore, it is crucial to grasp knowledge about international marketing research,
such as research items, methods, procedures and so on.

Main types of international marketing research are exploratory research, descriptive research, causal

research, desk research and field research.
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Basic methods of international marketing research are primary data, second data, observational
research, experimental research, mail questionnaire, telephone interview, personal interview and on-line
interview.
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Task of Practice ZZ %Il 1E %
Now, let’s begin the practice based on the following Task Chart.
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Task Chart 1
TilEEFR1

Kevin, the Marketing Developing Manager, calls upon Lucas, marketing surveyor, and Nicole. sales
planner, to discuss the issues of the research of North American market.
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Practice Student A plays a | Student B plays a | Student C plays a
Steps role as Kevin role as Nicole role as Lucas
FhA 3 3 L3 %4 B mEEFRR | 24 C R Pl ]
Step 1 Greet B and C, and ask for
S 1 their opinions ,
O B A C If i) — A&
Step 2 Start an opinion: about gen-
S 2 eral information ‘analysis
LR SC TR A1 Bl A BT
Step 3 Start another opinion: deciding
T 3 the investigating subj‘ect A
25 W+ B VAT R R U
Step 4 Ask.Ques.tionf%; how to carry
ﬂ:@% 4 out 1nvestigation
P& a8l R S B
Step 5 Answer; about making inves-
Y tigation plaAn A ‘
M 3T B2
Step 6 [/\nswe'r: about collecting in-
ormation
P I BERHIC
Step 7 Ask C to write the investiga-
tion report
PRT L cmmmanit
Step 8 Receive his task
PR 8 2%
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Kevin: Good morning, guys. Now I'd like to listen to your suggestions about the North A-
merican market research.
Nicole: Personally, I think the purpose of our research is to know the North American tex-
tile market situation, its demands, and our competitors so that we can position our
product. Due to the present situation of our company, I suggest we make good use
of the government statistics and research reports from other authorities. Thus we
can gain direct and authoritative materials with limited capital and time.
Lucas: I agree with Nicole. We can refer to China Import and Export Guidance published
by Business Ministry to find what we need to know about the North American Tex-
tiles Market. In addition, we can collect necessary information by means of ques-
tionnaires sent to potential customers through Internet.
Kevin: I'm interested in Lucas’ idea. Then how are you going to carry out the research?
Nicole: I think we ought to open our sales channel with children color cotton underware
first, and later present other products. There has to be a good research plan be-
forehand, in which we need to make sure our researching purpose, items, subjects,
and methods. Meanwhile a questionnaire has to be designed. We can carry out the
research on-line or by means of telephone interviewing.
Lucas: I agree with Nicole. When the plan is finished, relevant information needs to be
collected according to it, followed by a thorough analysis of the information. Then
we can have our own statistics, which will help our company know about the North
American in detail and lay solid foundation for our company to enter into the North
American textile market.
Kevin: Very good. So Lucas your job for the next two days will be work out an research plan.
Lucas: OK. T'll email to you the plan as soon as I finish.
Kevin: Nicole, you assist Lucas finishing the investigation plan and as well, you and Lucas
need to design a questionnaire,
Nicole: No problem. We will discuss the issue about the plan and questionnaire as soon as
possible.
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Task 2 Designing a Questionnaire
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Background of Practice ZZ%I & &

Information Chart 2 Questionnaire for Marketing Research
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Designing marketing research questionnaire is a key task in marketing. A properly-designed market-
ing research questionnaire can fully record and reflect the replies of the research subjects to the questions
related to enterprises; thus provides accurate market information.

It is suggested that the questions be simple to read, brief, precise and closely related to the research
topic, have clear focus. A complete questionnaire is composed of three parts: the discription (the begin-
ning part) , the background information questions and the main research questions.
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Now, let’s begin the practice based on the following Task Chart.
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Task Chart 2
TillELFE 2

Student C plays a role as Lucas to design a questionaire
=4 C IS R B — 0 JH A )

To write the description part of the questionnaire: research purpose, acknowledgement

Practice Steps

Step 1
HIE 1

and guarantee
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Practice Steps i:Udenl ¢ AN plays 2 r‘OI‘% a I‘u?as l‘f d‘esign a questionaire
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Step 2 To wr?te th‘e first group of questions concerning surveyee’s backgrounds: age, gender,
) cduca‘tlon, job, salary ‘
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Step 3 o Wm‘e the. rr%éin part of tbe questionnaire: consuming habit, consuming capability,
L3 consuming hablht‘y, consuming preferel‘me | |
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Questionaire
Description:
Que. 1
(Required)
A. B . ]
Que. 2
(Required)
A. B.
Que. 3
(Required)
A. B . ]
Que. 4
(Required)
A. B . .
Que. 5
(Required)
A. B . ]
E.
Que. 6
(Required)
A. B . )
Que. 7
(Required)
- B C. D
Que. 8
(Required)
- B C. D
Que. 9
(Required)
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Que. 10

Que. 11
Que. 12

Que. 13
(Required)
A. B. C. D.
E.
Que. 14

Answer:

Que. 15

Answer:

Model of Practice ZE 31 3 B&

Questionaire
Description:

In order to know about the consuming habit to the adults’ underwear, the question-
naire is released. We highly appreciate your participation and we assure what you have
filled in here is only used for our research.

Que. 1

Age(Required)

A. under 20 B. 21-30 C. 31-40 D. 41-50
Que. 2

Gender(Required)

A. Male B. Female

Que. 3

Education(Required)

A. Master and above B. University graduate

C. College diploma D. Secondary school diploma
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Que. 4

Job(Required)

A. Student B. Employee C. Freelance D. Other
Que. 5

Salary(Required)

A. under 1000 yuan B. 1001-2000 yuan

C. 2001-3000 yuan D. 3001-5000 yuan

E. above 5000 yuan

Que. 6

Propotion of salary spend on underwear monthly (Required)

A. under 100 yuan B. 101-200 yuan

C. 201-500 yuan D. above 500 yuan

Que. 7

Price of each item(Required)

A. 10-30 yuan B. 31-60 yuan

C. 61-100 yuan D. 101-150 yuan

E. above 150 yuan

Que. 8

The highest price you can afford(Required)

A. under 50 yuan B. 51-80 yuan C. 81-150 yuan D. above 150 yuan
Que. 9

The items you pay more attention to(Required)

A. Feel B. Style C. Color D. Fame
E. Practical F. Customer Service

Que. 10

The styles you prefer

A. Elegant B. Individual C. Lovely D. Casual
E. Simple

Que. 11

Time when you purchase underwear
A. weekly B. monthly
E. others

Que. 12

Your attention towards underwear fashion

o

per season D. on holidays

o

A. closely B. so-so indifferent

Que. 13

The way you know about the brand(Required)

A. friends B. shops C. magazines D. advertisement
E. others

Que. 14

What brand do you often purchase and why?
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