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Content of a project

* Researching of a market of hard toilet soap;
* Developing new kind of soap;
* Creating an advertisement of new product.




Introduction

Hard toilet soap is a wide-spread means of
personal hygiene.

Historians think, that first soap was created by
ancient Sumerians. In the 20™ century many
companies started to produce soap by using
machines; knowledge in chemistry allowed to
create soap with different characteristics.

Soap is the product of everyday using,
consumer’s needs in soap are stable, and it allows
our company to get a position on this market.

In our project we have analyzed market
conditions and developed new kind of soap.



Stage 1

Market research and
selection of target market



Stage 1

At this stage we have analyzed primary
and secondary data, selected target market
and the way of positioning of our new
product.

We have found out the following facts:



Analysis of secondary data

Volume of soap market in Belarus

thousand tons :

* Isnear17/,1 g
year

* Volume of production of soap in Belarus (with
thousand tons

export) is 10,7 ,
\\* year
.« Volume of import of soap is 9,75

thousand tons
year '

So, our competitors are both belarusian and
foreign producers.




Analysis of secondary data

Main competitors
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Analysis of secondary data

Main tendencies in production of soap

* Quality; e Cleanness;
e Special additions; * Characteristics;

* Focus on a specific group of consumers.

Supply of raw materials

e Animal fats - 550 Delrqubles,

4

bel tonbz
e Coconut oil -4,9 i 'T:; eS;
. bel.roubl
 Palm kernel oil - 4,25 Lild. eS;
kg
We will supply our products to:
* «Euroopt» * «Neighbors» («Cocean»);
(«<EBpOONTY); e «lsland of cleanness»
* «Hippo» («['mnnoy»); («OCTPOB YNCTOTBIY);

* «Crown» («KopoHa»); e «Mila» («Mwunan).



Analysis of primary data

What color of soap do You like most?  Many consumers don’t pay

163 %
/

attention to color of soap.

256% —

Which aroma of soap do you prefer?

7.0%

~ 140%

|
7,0% 140% ~_

® colorless ® beige ® pink @ Yellow ® irrelevant ® other

—i326%

Many people prefer soap with
natural additions.

|
|
93% -

® floral @ fruit © seabreeze ® perfumery ® withoutaroma @ other




Analysis of primary data

Which characteristics of soap are the most important for You?

60%

Main

characteris-tics of « , |

soap: - f |

* Price; | I I .
* Aroma; . .

e Naturalness.  «mir "t =i

What are the main reasons for You to buy a new kind of soap?

Main reasons for

buying soap:
* Price;
l I - * Packaging.

® Low price ® Discounts or advertising game
© Advise of relatives or friends ® Attractive packaging
@ Other



Analysis of primary data

«Which producers of soap do You prefer?»
e 46,5 % - foreign soap;
* 23,25 % - belarusian soap;

 Others - found it difficult to answer or don’t pay attention to
producer.

Conclusion: our main competitors are foreign producers.

«How many pieces of soap do you usually buy?»
We received answers from 1 to 7 pieces, average value is 2,3

pieces. Nearly 42 % prefer to buy 1 piece of soap, 25 % prefer to buy 2
pieces.

Conclusion: it is efficient to sell soap by 1 or 2 pieces.

\




Analysis of primary data

«Define optimal price of soap».

--"'"/

Amount of consumers
4
(=]
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Price

The chart shows the soap demand curve. Our revenue will be
maximal in point, where result of multiplication of price on amount of
consumers will be the largest. We can see, that such point is (2; 18).

So, we will get maximal revenue, if we will set the price at 2
roubles.




Analysis of primary data

Which factor is more important for You, when you
select soap?

_— 31%

® Packaging ® Quality

Quality is more important than
packaging, that’s why we will try
to achieve the best quality of
production, but also we will
develop attractive packaging.

Totally we interviewed 43 respondents at the age from 10 to 77,

and 53,5 % of them were women.



Main results

Selection of target market
Our target market consist of consumers of middle class. They
live in towns or cities, they have family or live alone. They buy
soap as the product of everyday using.

Selection of kind of marketing
We selected undifferentiated marketing so that to reduce
costs and make lower price.

Selection of the way of positioning
We will position our soap as natural and cheap. That’s why
our tagline can be «Natural soap at a low price».



oT1an 2

Pa3paboTka ToBapa



Hayano

Ha 6enopyCccKkoMm pbiHKe
OYEHb Mario Mbifia c
HaTyparibHbIMU SKCTPaKTaMu,
N Mbl PELLUNIN UBMEHUTb
CUTyauumtio.




KntoyeBasa ocoOeHHOCTb - OCeHHMe
JIUCTbS rPELIKOro opexa




3enéHbin uBeT




[1lpegnpopaxHbi cepBUC

[na npousBoagcTtBa  Hallero
TOBapa Mbl NCMosib3yem
npeanpo-aaxHol cepBuc.

[ NnaBHas 3agava

npeanpoaaXHoro cepsBuca —
MWUHUMU3NPOBATb ycunug
nokynartenenm no BbIOOPY u
npnobpeTeHnto TOBapa.

PaboTHMKN cny0Obl cepBMca OCYLLECTBAT NpeanpoaaxHyto
NOArOTOBKY TOBapa, KOHCYNBTUPYIOT nokynatenemu,

o6ecrneynBaloT PEMOHT U TEXHUYECKOE OOCNYyXUBaAHNE TEXHWUKU
Nocrie COBEPLUEHUS MOKYMKW, aHanuM3upyrT KOMMMEKC YCNyr,
NpeaoCcTaBrsiEMbIX noKynatensam npeanpuaTUAMN-
KOHKYPEeHTaMMW.



LleHoBas nonnTtuka

[lponsBooa cBOK MNpO-
OYKUMIO, Mbl OPUEHTU-
pyemcs Ha
MakCUManbHO  HU3KKe
UeHbl (He ©Oonee 2
pybrien Ha nayky mMblina),
a OCHOBOM  Hallew
cTparterumu bynet
Heoporoe, HO
Ka4eCTBEHHOE  MbISIO,
LUEHY Ha KOTOpPOE Mbl
bynem NOCTENEHHO
NoBbILLATb,
nponopuUMoHarnbHO
POCTY cnpoca Ha ToBap.




ToBapoaBuXeHune

B Hawem cny4yae
Mbl Oy1eM OpueH-
TUPOBATLCA  Ha
KpynHble ropoga
benapycn n Ha
KpynHble  mara-
3MHbI, Takue Kak
EspoonT, OcTpoB
Unctotel u Aap.

ToBapoaBu»XeHne - ogHa U3 BaXXHENLLKUX 3ada4 HaLleun
KOMMNaHWM, NOCKOSbKY Halle MbINo, KaK 9KONOrm4yecku
YNCTOE, UMEET OrpaHNYEHHbIN CPOK FrOQHOCTU U
onpegeneHHble yCnoBnAa NepeB0o3Kn, a 3HAYUT, K NpoLeccy
TPAHCNOPTUPOBKN HYXXHO OTHECTUCH TLLATENLHO.



MepyeHOansuHr

Hawa dupma yoensetr Oonblioe BHUMaHWE BbIKagke
TOoBapa, 4ToObl OH HaxoOuncs Ha YPOBHE rfa3 Haluux
noTeHUManbHbIX MNOKynaTenen, a TaK e OCBELUEeHU |
o0LEMY NHTEPBLEPY MarasuHa.




oT1an 3
Peknama



Peknama

1. O6beKTOM peknambl B MEPBYIO ovepeab SBndeTcsa ToBap. [Ans npoaBumkeHns
ToBapa HeobXoAMMO caenaThb akLEeHT Ha TO, YTO OH SAIBASETCA HOBUHKOWN, a TakKe
HEe UMEET 3KBUBANEHTOB Ha pblHKe. HeobxoouMmbiM Takke SIBNSETCHA yKasaTb
npenmMyLlecTBa Hawero Toeapa. K HUM Mbl MOXXEM OTHECTMU:

» KavecTBO TOBapa;

* HaTtypanbHOCTb MHIPEONEHTOB;

« OTHOCUTENLHO HM3Kas LEeHa;

» Bbicokast adhdeKkTUBHOCTb B 60pbbe C rpsasbio.

2. AgpecatoM peknambl  SBNAKOTCA  MOKynaTenu CcpeaHero  Knacca,
NpoXnBawLLMe B ropodax, MMeLLne CeEMbIO UMM KUBYLLUME CaMOCTOSTENBHO,
NoKynarwLme MbIfo Kak ToBap NOBCEAHEBHOrO Nomnb3oBaHus. B nepsyto ouepeapb
Mbl OyleM OPUEHTUPOBATLCH Ha XKEHLLMH, TaK KaK UX KOHEYHO X€ MPUBMEYET
Ka4eCTBO U HaTyparnbHOCTb UHIPEeOMEHTOB HaLLEro Mbina.

3. AKLUEHT B pekrnamMHOM OObSABMEHUN OenaemM Ha KadvecTBO Mblfia, cocTaB, a
TOYHEe Ha ero HatypanbHocTb. Mbino «OpexoBoe» obnagaeT HeXHenwen
TEKCTYPOW, NEerko BNWUTLIBAETCS, HacbIWas KOXY HeCcpaBHEHHbIM apoMaToM.
OKCTPaKT JIMCTbEB TPELKOro opexa, BXOASWMW B COCTaB, nopfdepxvBaeT
NUMMYHUTET KOXMW, BblpaBHMBaAsA €€ CTPYKTYpY, obecrneunsaeT ONUTENbHbIN
YBITaXXHSOLLNN acbcbeKT



B kayecTBe peknambl Mbl Bbibpanu:

e Lllendotokep
e BoOrnepbl

e LLlendTOKEp - 3TO ApKada M KpacoyHagd
pekrnamMHaga KOHCTPYKLKSA, KOTopasi KpenuTtca K
NofKe C TOoBapoOM N 0ObEANHAET €ro B OAHY
rpynny. HazaHa4yeHue: C NOMOLLbIO LLENPTOKEPOB
npounsBognTenb NPUBekaeT BHUMaHUE
nokynaTenewn K ceoemMmy bpeHay, BblAENASA ero n3
paga opyrux.

 Bobnep - peknamHbint HocuTesb MO0 LLEHHWUK
donrypHoun dopmbl, U3roToBNEHHbLIV U3 MITIOTHOW
bymarn nnm kapToHa ¢ NIacTUKOBOM HOXXKOW, C
NMOMOLLIbIO KOTOPOU OH MPUKNeNnBaeTCcs Ha 2-X
CTOPOHHWUI CKOTY K MpuUaBKy nnu K nrobomy
Opyromy MecTy pekrambl ToBapa.




Halua peknama cogepXuT crieayoLlmnm TekcT «!HHoBuHka!l!
Meino A+. OpexoBoe» Ha Bobnepax. Ha wendTtokepax —« Mbino
A+.OpexoBoe».




¢+ Cwmeta pacxonos
o lLlencpTokep -200.00 py6

l

(meyaTtb 150 WTYK + pasmMeLlleHune
B MarasmHe)

o Bobnepbl—192.00 pyo.
(meyaTtb 200 WTYK + pasmMeLlleHune
B MarasmHe)

* B obuiem: 392.00 pyo.




