GROUP PROJECT PRESENTATION OUTLINE


Section I: Product Concept 
Briefly discuss your proposed product idea

· What is the value-proposition of your new product/service?

· What is the business’ core-competency ?
· How do you plan to deliver the value from the core-competency, so as to maintain a sustainable competitive advantage?
Section II: Situation Analysis (SWOT Analysis)

· Discuss strengths/weaknesses/opportunities/threats by scanning the market environment for your product.
·  Provide a brief discussion of the industry’s current situation. (industry analysis)
·  A brief analysis of key competitors or potential competitors. (competitor analysis)
Section III: Market-Product Analysis (Segments/Targets)
· Why is your product new? What is the “point of difference”  from existing products? How will you differentiate yourself from the competition?
· Identify the “target segment” for your product. What age/income/lifestyle,etc. do your consumers belong to?
· What “positioning strategy” will your follow? Will you differentiate or go head-on against competition? What image do you want to build for your product? (value vs. premium product, etc)
Section IV: Product Analysis (First P)

· What is your product?
· Explain how your product will be used by consumers
· Design and execution of product
· Key product features
Section V: Pricing (Second P) 

· How will you price your product?
· What is the nature of demand? (Elasticity?)
· What are your expected sales targets at the chosen price?
· How does your price compare to other alternatives that exist in the market
· What pricing strategy will you use? (skim, penetrate, etc)
· What is the expected profits and rate of return?
· How will you adapt pricing to competitors’ response?
Section VI: Distribution Strategy (Third P) 

· What channels will you use to sell your product? (direct, online, through wholesale/retailer, franchise, intermediaries)
· What are the wholesaler/retailer margins? 
· Which retail stores and locations will your product be sold at launch? And over time?
·  What is your retail positioning strategy, (if your product is a retailing concept) ?
· Why did you choose a particular retailer/channel for your product? How does it fit your product/service?
Section VI: Promotions & Advertising (Fourth P) 

· What promotional mix components do you intend to use (advt, promotions, PR, direct selling)?
·  What channel strategies will you use (PUSH vs PULL), consumer vs trade promotions?
· What promotional programs will you design for consumers? (trials, coupons, introductory offers, etc)
· Where and how will you advertise, which media and how much advertising will you do (TV, Online, Magazines, Billboards, Radio, etc)
· How will you set promotion and advertising budget? (% of sales)
