[bookmark: _GoBack] Unit F240 – Creating a Marketing Proposal
Section 1 - Introduction 
The business which I have chosen for the following assignment is Cadbury’s and  I will be creating a marketing proposal for their business and the proposal I will be making is for the launch of a new chocolate provision related service. This will require me to embark upon a series of marketing research activities, both primary and secondary, in order to establish what developments must take place to ensure that this service will be successful. These activities will be specified within the marking objectives section of this document.
Cadbury’s – Background   [image: http://www.dvp.co.uk/dvp2010/wp-content/uploads/2010/01/Cadbury-logo.bmp]
Cadbury’s was found in 1824 in Birmingham, England. Cadbury’s currently sells a range of chocolate bars from dream bars to Bourneville. It also sells, hot drinks (cocoa power for hot chocolate), milk shakes, Easter eggs and cream eggs. They have a variety of other products which sell buoyantly. Cadbury’s headquarters are in Uxbridge, London. In 2010 Cadbury’s got taken over by Kraft foods, even though they  were taken over they are still a big success as they were responsible for 90% of Kraft’s profit in a three month period in 2012. (http://en.wikipedia.org/wiki/Cadbury).
Creating a marketing proposal involves investigating what the customer wants from a product, including the features, the appearance and the functions of that product. A key component of marketing therefore involves understanding the target market, their needs, purchasing motivations and therefore the specific features they are looking for in a particular product. Establishing all of the above assists any organisation in developing the correct product to ensure it success which will be recognised in terms of sales and profit. Effective market research will also give an organisation an It is also informative to carry out qualitative and quantitative research of this sort as it lets the organisation know what form of advertising must be done and what the key features of the product must be to ensure product success.	Comment by DGSC: AO1 MB3
Product Proposal
Cadbury’s is renowned for selling a range of chocolate products which are well received by consumers from all around the globe. If we consider Ansoff’s Matrix’s we can see that Cadbury’s clearly performs well on market penetration and market development, which can be seen from the way they have enhanced and developed their existing products by putting new twists and flavours in to chocolate bars and to their tasty snacks, however they could continue to enhance further their product development and diversification. One such idea which would assist them with this is the launch of a service such as a mobile van unit which could be stationed in prime locations offering hot and cold Cadbury’s snacks, a sit down consumption service and an ‘on the go’ purchasing opportunity for the customer. This would ensure that they moved into new markets and had a new service for existing customers. In the provision of this service Cadbury’s could be capturing a gap in the market. Whilst there are many competitor providing chocolate bars and chocolate dinks, how many are actually providing a mobile service such as this.	Comment by DGSC: AO1 MB3
 It is for this reason that my proposal is with Cadbury’s and my proposal is a mobile unit which will go around the different cities selling all or most of the chocolate bars and other chocolate related product which they sell, for example a range of chocolate beverages which they produce. It is envisages that there will be a sit down facility at the front of this van, with a canapé and portable chairs and tables. This aspect of the service is likely to be weather dependent. Also in the summer it will sell their ice cream. But it will also sell things like chocolate desserts and hot chocolate which will all be from the Cadburys chocolate range. So this will make the purchase of the Cadburys chocolate the consumer likes even more accessible, rather than just been able to be purchased in shops.
Target Market
I have chosen to have a wide target market, which ranges from under 16s to 65 year olds and above. I have choose a wide target market because my proposed product, the Cadbury’s mobile unit, which is like a takeaway, ice cream van which is a service which provides people with chocolate products. Also chocolate and chocolate related products appeals to all ages, as chocolate and chocolate related products are products which are always in demand, whether it is: young children, mature adults or the elderly. I will also be targeting both men and women as chocolate is a product which is bought and ate by both men and women. It also a wide market and it is not aim at a certain class, like: lower, middle or upper class. This is because everyone buys and enjoys chocolate, so we have a big target market because there are a large number of people, who buy chocolate and they range from male and female, young to old and poor to rich.  Also this product is able to make a lot of profit is it is effective because I would like to place them in city centres, where there is a number of different people, with different lifestyles, backgrounds, ages and genders and because of a large target market which appeals to everyone it will help draw people into the mobile units and make Cadbury’s a profit.  	Comment by DGSC: AO1 MB3













Section 2 - Marketing objectives 
In order to ensure that Cadbury’s take away serve is successful a series of marking objectives have been established. These will be disused in the following section of this document.
Marketing Objective 1
To identify and address the needs of the consumer to ensure that the product/service provided is of quality and fulfils their taste requirements.
This objective seeks to make sure the development of this new product, the needs of the target market will be taken into account.  By needs we mean what the consumer requirements are in terms of the mobile unit.  Questions must be answered such as, ‘Is there a need for the service at all?’, ‘Are the needs of this target market already being met by some other service?’, if there is a need what exactly is the need?’.  In addition, this objective aims to establish what the target market considers a quality service to be.  Do they expect a certain standard in terms of the food and drinks offered?  For example, would they expect freshly made food or do they accept that quality exists already in Cadbury’s chocolate bars?  This objective seeks to establish the answer to all these questions.  Any organisation must be fully aware of what the customer needs are and if these needs are being met they will guarantee sales success.  Companies such as Marks and Spencer constantly carry out research to establish customer needs by using online feedback surveys and questionnaires and by having consumer focus groups,  This means that they are able to adapt the product according to the changing tastes of the consumers and this assists them in ensuring sales success.  Some companies trial products on small groups of consumers or launch a product for a short period and then analyse consumer responses to these products and this tends to inform product development.  In addition, organisations generally look at secondary data to analyse whether their products have been selling successfully or not.  This gives them an insight into what products or services meet consumer needs and which ones do not.  It can also inform them when they make product modifications of what works and what does not work for the consumer.  There are therefore various different ways in which organisations are able to identify consumer needs and wants and this is the same for Cadbury in relation to this product proposal.  	Comment by DGSC: AO1 MB3
In order to achieve the above objective therefore, for me, it will be necessary to undertake a series of research strategies. 
Consumer focus group – This involves selecting a section of the target market in order to gain feedback on their opinions of the service proposed to be offered, ease of access to the service and choice and facilities within this service and that the taste and quality of the products on offer is of a high standard.
The consumer group will comprise twenty people from five major cities in England. These cities are as followed: London, Newcastle, Manchester, Birmingham and Bristol to gain feedback from them on the positive and negative aspects of this proposed service in order that it will be provided in the most effective way it ensure sales success, this will be done through personal contacts who are currently working in these cities. Part of the reason these cities were selected were due to personal connections within these cities and it is also in these cities and it is also appropriate to have a cross section of the country to be serviced. I will ask ten males and ten females from each of the above cities, from all of which are different ages, ranging from under 16’s to retirees. By doing this it will give me a range of results and opinions from people both young and old, and people in and out of employment. So overall I will have 100 results/opinions about my service. 
Questionnaires – This is where you give out or ask people a series of questions that are related to the service that I am going to give. These questions will give me the public’s views on what they would or wouldn’t like from a service of this type. But it will also give me an overall opinion on what they think of the service, but it will also give me way of knowing how I can improve my service to make it better and more consumer friendly.
When getting results for my questionnaire I would get my contacts from: London, Newcastle, Manchester, Birmingham and Bristol to each hand out ten questionnaires to their friends, family and colleagues. The questionnaire would be given to people who are under 16 to people who are retired, I would do this so I can get a range of opinions from my target market, which are both male and female and are under 16 to retired. Also by doing this I would get a clear view of what people in my target market what from the mobile unit. This would mean that I would have fifty questionnaires from these cities and from my focus group. The other fifty questionnaires results will come my online survey. 
Online surveys – This is the same as a normal survey or questionnaire but this survey is on the internet, as a result of it being on the internet more people will be able to access it, it will also be easier to fill in as you only have to click a answers then submit it and you are already online so you won’t have to stop what you are doing to fill it in. These types of surveys are normally on social networking sites because these sites attract a large number of people from all round the world and which are both male and female and young and old. 
I would carry out an online survey because it is an easy way to access your audience because a lot of people nowadays are online and on the social networking sites. When I carry out my online survey I will put it onto social networking sites and the site I will use is Facebook, because Facebook is a large and commonly used social network. Facebook is aged restricted to thirteen and above, so even though there is an age restriction, it still means that needs of my focus group because people who are thirteen years old are under 16’s. Also both males and females are on Facebook so I would be able to get responses from both genders. So by putting my questionnaire onto Facebook, a lot of people will be able to answer my questionnaire, so it is an easy way to get a large response to my questionnaire. But I am only going to fifty responses to my questionnaire.
Once I have done the questionnaires in both the five cities (London, Newcastle, Manchester, Birmingham and Bristol) and the online survey, I will collate the results together as I have asked the same questions. So this means I have asked one hundred people to answer my questionnaire. See appendix 1 for the questionnaire. This will assist me in drawing conclusions about the nature of the product and service which will be successful 	Comment by DGSC: AO1 MB3, AO3
Secondary research – These are online documents which give you information about the success of similar services that are already in existence. So they would tell you how the similar services are doing and what they are doing.
I would do this by looking on online documents to find similar services, like ice cream vans and take away vans, then see how they are doing and what they are doing. By doing this it will help me to find a gap in the market and to identify which services are performing well in terms of sales and where there are services which need revamping.  I would do this by looking on mintel reports. The particular reports include the KMPG reports which are included on appendix two. In addition I will be looking at published data into the success of mobile refreshment units to assist me in establishing the ideal mobile product for Cadbury’s. Such data includes information from http://www.countyfetes.co.uk/directory/midlands/fooddrink/drinksunits/page1.htm which gives ideas about successful mobile units and I will also be investigating a government report on high street outlets and which are successful and which are not successful, to see if there is going to be a demand for a food and drink mobile unit, in the high street and in other areas. The report I will be looking into is https://www.gov.uk/government/uploads/system/uploads/attachment_data/file/31823/11-1402-understanding-high-street-performance.pdf. 
I will also be referring on behalf of Cadbury’s to the www.mobilecatering.uk  website to gain an understanding of the important decisions which have to be made when setting up a mobile business.  This will assist me in developing a proposal which will provide quality and meet the needs of the target market.  	Comment by DGSC: AO1 MB3, AO3
Pricing strategies- These are strategies which are used to help the business to decide what prices the products should be. I will be considering whether to use skimming pricing which is high end pricing which will attract the top end of the market or whether a better approach would be to use penetration pricing which would be entering the market at low prices in order to become established and gain a market foothold, then once this has happen raise the price.  There are alternative pricing strategies which I could consider such as cost-plus pricing.  The pricing will depend on the final target market which is attracted to the product.	Comment by DGSC: AO1 MB3
I would be do this by seeing what my competitors pricing strategies are and what the prices of the Cadbury’s products in that area are, but also see what the general price of similar products are in that area.  In addition I will be asking pricing questions within my questionnaire to see what the target market is prepared to pay, for certain products. This will be an important component of my decision on pricing.  I will do this to see what prices I should use in the mobile unit, then I will find the pricing strategy which will be best suited to my product and to the area where the mobile unit will be stationed. This is because products in the south normally cost more than products in the north, for example a product would cost more in London than it would in Newcastle, and this is because people in London get paid more than people in Newcastle. I aim to establish the most suitable form of pricing through my market research. I want to use secondary research from places like KMPG reports to find out about the market for chocolate, to see how chocolate is doing in terms of sales. So this could assist me when I am deciding which pricing strategy to use.	Comment by DGSC: AO1 MB3, AO3
Objective 2 
To be aware of competition in the confectionary door to door services and to keep ahead of the competition.
It is essential that Cadbury’s do not embark upon this venture until comprehensive research has been done to see what competition is out there.  The aim of this objective is to establish whether this service could survive in the existing market place.  Survival can be difficult if there is competition for similar products and services because the competition could have already have an established consumer base where sales are buoyant.  Generally organisations can keep ahead of the competition by analysing existing trends to forecast any future sales levels, keeping a close eye on competition having clearly identified this competition and by enhancing their awareness of what the customer needs and wants.  Organisations which have been effective at keeping ahead of competition include Apple – through new and innovative product development such as the iPhone and iPad and many of the mobile phone companies such as Nokia with their new Lumia phone.  This has been launched after the percentage share of Nokia in the mobile phone market has dipped in recent years.  Indeed Nokia is a classic example of what happens if a company does not maintain a first mover advantage.  Perhaps they got too complacent – having been brand leader for several years and this affected their market position ultimately.  	Comment by DGSC: AO1 MB3
If competition is too fierce, this could mean that this new proposal of the mobile service for Cadbury’s may not survive after its launch period.  Ideally meeting this objective should ensure that Cadbury’s can launch this new service and have a long product life cycle with steady growth for a number of years.  To do this, they have to be providing something which is their Unique Selling Point which their competitor does not have.  By analysing existing information on what is already out there in the market place Cadbury’s will be able to identify where the gap in the market is and filling in this gap will give them more of a chance of survival and success.  	Comment by DGSC: AO1 MB3
In order to achieve the above objective it will be necessary to keep ahead of the competition and to be aware of them, in order to keep ahead of them I will have to come up with a number of techniques to make sure that I stay ahead. 
I must analyse who my competitors are, and keep up to date with what competitors are doing on order that I can address and challenge competition.  In addition it is necessary for any organisation to observe ant changes to the market position of competitors and to try and gain a competitive advantage over them.
A unique selling point  (USP)– To get ahead of the competition and stay there I will have to have a unique selling point like, my service is different to other services like mine because, my service is just made up of Cadbury’s products and no other brands, and no other chocolate brand has a service like this. This means we are already ahead of the other companies. We also might, on a hot day put out tables and chairs, so that people are able to have a sit down and enjoy what they are eating.
Where I would place my service- I would place my service in busy city centres and markets which attract a lot of people. I would do this as there are always people in these places and sometimes it is hard to find what you are looking for, but if my service is there is everything is in one place. Also a lot of people don’t have a lot of time for their dinner or a small snack, so this will make it easier as they will not have to go looking around of a small snack when it is there in one place with lots of choice. I would also take it to places of interest and to places like music festivals as a lot of people go to these events, so it would attract a large customer base.  Importantly, place is very significant in terms of beating the competition. It is no good placing the mobile unit where somewhere where there is an already established competition which has consumer loyalty.  This would not be effective.  However, at the same time it is no good placing the unit where there is no footfall as there will be no sales.  The balance must just be right in terms of capturing a segment of the market yet not being annihilated by the competition.	Comment by DGSC: AO1 MB3
Promotion strategies – I will have TV adverts and big posters showing people the new service so that people are aware of it and know where and what it is. The TV adverts will be on the TV at prime time as that is when most people will watch the TV so more people will see the service, which will mean more people will know about the service. The adverts will be aimed at all ages as the service is for everyone, both males and females and both young and old. Also the mobile unit itself will be purple and it will have the Cadbury’s logo so people are able to recognise it and know what it is straight away. Also if the van is purple it will stand out in a crowded place because it is big and bright so people will wonder what it is, so they will have a look and hopefully buy the products.  But I will also need to consider other promotional strategies, which might include things like offers. I would use offers because then people will be able to buy the products at a discounted amount, so as people are able to get the product for less than they normally would it should increase the sales as people will want to buy the products which are of a high quality and are cheaper than the other products which are on the market. So by doing this we could be drawing people from other services in the market places and bring them to the mobile unit. I will ask promotion strategies in my questionnaire to find out which strategies will work best with my target market.	Comment by DGSC: AO1 MB3
How intend to find out what the competition is?
I intend to find information on what the competition is by looking at secondary data, which will be in the form of reports on the high street, https://www.gov.uk/government/uploads/system/uploads/attachment_data/file/31823/11-1402-understanding-high-street-performance.pdf. And the sales of high street coffee shops http://www.guardian.co.uk/business/2012/dec/11/costa-coffee-sales-starbucks and http://www.guardian.co.uk/commentisfree/2012/apr/03/pret-a-manger-success . 
The evidence from these reports shows us that there clearly is a demand for this type of refreshment where consumers are able to purchase, hot and cold drinks and hot and cold food. Sales figures for these companies have risen in the past decade. This is shown in thehttp://www.guardian.co.uk/business/2012/dec/11/costa-coffee-sales-starbucks article because it says that ‘Costa Coffee sales rose by 7.1% in the last three months against the backdrop of protests and boycotts against its closest rival Starbucks because of the US chain's controversial tax arrangements’. The evidence therefore suggests that there is a market for such products and this would imply that Cadbury’s can make good product sales by creating a mobile unit which is similar to these fixed units but has the added advantage of being mobile which means the premises can move to different areas according to demand. This also shows us that even though the high street is closing down with the closure of many high street shops, there still is a big market for coffee shops and this would justify Cadbury’s having mobile units because there is a demand for these products on the high street and then the mobile units will be able to move and relocated to areas where there is a high demand for these products.	Comment by DGSC: AO3 limited
Objective 3
The need to be introducing new, original, ideas and being resourceful when seeing new opportunities.
In order to stay ahead of the competition, it is essential in the development of this product to keep re-launching in order to a fresh and up to date service which is provided.  When customers get used to a particular service or product sales can reach saturation point on the product life cycle and it is at this stage that new life needs to be injected into the product.  Therefore in seeking to achieve this objective I will be aiming to find out how new life can be injected into this service to keep the customer interested and keep them spending money.  I will be analysing new market opportunities and aiming to enter new markets with new products within this service I will be providing.  The initial launch of the service itself is the introduction of a new and original idea for Cadbury’s and I will be investigating how this service can be launched in the most effective way. 
Generally to stay innovative, companies usually follow six clear stages.  These include generation of ideas; the screening of ideas; a marketing analysis; product development and finally product testing.  To be innovative really means to take advantage of new ideas.  Products can be developed in such a way as value is added to them.  This could mean they could sell for more on the market place and could tap into new markets (Ansoff).  Innovation can occur in a series of stages with gradual changes or alterations to products or services to enhance their appeal.  Again a classic example is the IPhones and the way in which new models of that have come out in recent years.  Whilst there are substantial potential gains to be had from innovation there are also risks associated with it.  Energy and resources invested into the innovations process are not available to be channelled elsewhere and this means the company could lose market share to competitors in other areas.  	Comment by DGSC: AO1 MB3
In order to achieve the objective I have identified above for my service therefore it is necessary to look out for any new opportunities and come up with new ideas to keep ahead and keep selling.
Looking for new opportunities – For this I will have to look out for any new opportunities, like expanding the service: adding new produces, keep produces on sale for longer and changing the location, by going to new events and places of interest. Also taking it to more city centres at noon as there will be a bigger customer base as that it is the time that most people are out for their dinner, so it will attract more people.
Find out where there are gaps in the market- what ways there are gaps in the market, especially for this type of service. For this I will be researching though market research reports on ice cream vans and the success of them and other take away vans and also their success. I will also do a questionnaire for my target market (see appendix 1) to find what my target market thinks of my product and what things they would in and from the van. This would help me get opinions on what people think of the service. I would also look at secondary research of where people are buying their chocolate and the strength of the chocolate market. I would find this research on the internet from KPMG reports (http://www.kpmg.com/CH/en/Library/Articles-Publications/Documents/Sectors/pub-20120613-chocolate-of-tomorrow-en.pdf ) and I would find already published data like pie charts, graphs and phrases (appendix 2). Then I would then the information from the target market questionnaire and from the secondary research to help find new and original ideas which would help the mobile unit. But it will also help to be resourceful when finding new opportunities. 	Comment by DGSC: AO1 MB3, AO3
Objective 4
To be able to communicate effectively with the customers, so we know how to meet their needs and live up to their expectations.
In order to ensure sales success I need to be aware that the needs of the consumers are constantly changing and the competition is also increasing in the market place it is essential to change the service offered to consumers in order to make sure that they are still satisfied and keep purchasing the products from the mobile unit.  To be aware of the changing needs there must be dialogue with the consumers and first hand understanding of what they think and feel in relation to the service on offer.  Generally communication between customers and organisations can be in many forms within the promotional mix.  These could include direct mailing, advertising campaigns and various sales promotion techniques such as point of sale strategies.  If communication is effective, this will mean that sales can still be guaranteed and that the product will remain successful.  The right promotional mix must be coupled with the right market research to establish what the consumer really wants, needs and thinks.  In addition it is important that the customer is fully aware of the actual service on offer and is satisfied with the product or service on offer.  Communication can also affect the image that an organisation establishes.  A good image ensures that the potential customer looks favourably on an organisation and this can consolidate its reputation and build up sales levels.  It also ensure consumers are interested in the organisation and any new products and services they have to offer.  Cadbury’s will need to keep the customer informed of any product or service developments.  They can do this in a number of ways.  They can use different promotional strategies such as various advertising media and can have information at point of sale venues which in this case would be actually within the mobile units.  Also a way of communicating with the customer is to gain feedback for the organisations is now mainly done through online surveys after purchasing the products.  This can give an effective insight into what the customer is thinking and feeling in relation to the product or service.  In collating and analysing this information, Cadbury’s can make sure that the mobile service is continuing to meet the needs of the consumer and this will ensure that sales remain steady and may even be a vehicle to increase sales levels.	Comment by DGSC: AO1 MB3
In order to achieve this objective I will have to carry out the following tasks:
Consumer focus group- Within this group I will be holding discussions as to what they prefer to have from a take away van and what they would not want. I will also find what prices they would want to pay for the different products which are on offer and I will also find out what products they would want in the mobile van and how long they would want them in the van (seasonal, yearly). I will also have to find out what type of service they want, for example would they want tables and chairs to sit on in the summer or not. I would also find out where they would want the van and what events and places of interest they would want it. Once I have found out what my consumer focus group want, I will use that information to my advantage so I am able to provide the customers with a product which would suit them but also a product which would meet their needs and provides them with what they want, product wise. This would be an effective way to communicate with the customers to make sure that the product meets their needs and also lives up to their expectations because I am talking to the customers directly as my consumer focus group is made up of my target market, so these would be potential customers, who would be giving my their views, opinions, wants and needs.
I will also use my questionnaire (appendix 1) to identify the needs of my customer and to make sure that the products which are on sale in my mobile unit meet their needs. This will also help me to understand what the customers want from this service and how I can adapt it so it is more consumer friendly, but also help my find places where I can improve. My extensive primary research is going to assist me with this.
To communicate effectively with the customers, I will have to have effective and consumer friendly promotion strategies, where adverts and posters tell the consumers the correct and relevant information about the service. But the information will also have to be relevant to the place that is in.  So the advertisement campaigns will have to be appropriate for my target market but also tell them the information that they will need but also want to know.  In addition, I will be investigating the potential for a website section which invites customers to feedback on the service which Cadbury’s intend to offer.  I have investigated strategies employed which have already been used by existing organisations as a way of getting customer feedback and these include online retailers who ask customers to feedback when they have made an online purchase.  I will be using a similar strategy to them to gain feedback on the proposal for the new service.  	Comment by DGSC: AO1, AO3 (intro to research)
Objective 5 
To be able to overcome any constraints (internal or external) which could negatively impact the development of this new product
It is essential to overcome any constraints which could impose upon marketing activities.  Constraints can restrict the amount of marketing that can be carried out and can limit its effectiveness.  Internal constraints are within the control of the business and external constraints are outside of its control.  External constraints could be economic factors such as the current recession (double dip) and social or demographic or legal factors and internal constraints could include skills and expertise of staff, finance issues and productive capacity.  Constraints could actually prevent an organisation from achieving its overall aims and objectives and therefore need to be addressed.  
To be able to effectively tackle and limit the effects of constraints organisations can take a series of steps including looking into alternative distribution methods (multi channelling), aiming to enter new markets with new product s – widening the customer base – the innovation of the this new mobile van service could be an example of this.  They could also investigate different marketing activities and could look at cost saving production methods.   
If I able to find the constraints for Cadbury’s I will be able to prevent their activities from being restricted by them and that will mean they can market this service as effectively as possible and this will serve to increase sales levels.  
The obstacles which I will have to overcome are things like my competitors, who can be parked right next to me, as they are other mobile units. To overcome this problem I will have to have or create a unique selling point (USP).  I will be undertaking secondary research to see what competition currently exist on the market and this will assist me in devising a Unique Selling Point for my product in order to assist me in counteracting the competition.  But I will also have to have the appropriate finance which will include the prices of the products which are on sale, which will mean the prices will have to be high enough so that I am making a profit and not losing money but they will have to be low enough so that people will buy them.  The availability of finance within the organisation will depend upon the existing profit levels of the organisation. Therefore I will have to consider the existing profit of Cadbury’s to assist me in considering whether the proposal is viable or not.  In order to do this I will be referring to the Telegraph.  This will give me an insight into the position of Cadbury’s in terms of profit or loss and therefore the risk associated with launching a new product. Also my location will be key I will have to be in a place where I am able to get enough/ a lot of customers, but I will also have to be in the right place at the right time, so that I am able to sell well and be there set up for the key times and interesting customers as my competition will be able to park right next to me, so I have to be there are the right time and be in a good spot and at a good place/city where people want to buy my product. But I will also read secondary reports, so I am able to find out what other businesses and mobile units have done in the past to avoid obstacles which could negatively affect them. This will be able to help me because I will be able to use that information to help me if I and my product came against any obstacles which could negatively affect the development of my product.  So this could help when developing my product because I would be able to spot if there were any potential obstacles which could negatively impact my product and prevent them before they happened. But if there was an obstacle then I would know what to get around it or work it out.	Comment by DGSC: AO1 MB3, AO3 intro to research

















Section 3 - Marketing mix 
The marketing mix is made up of the four P’s and the four P’s are: product, price, promotion and place. The four P’s help businesses to determine and define what the product is and how and where it should be sold and promoted.
Product
Products are able to be split into two categories and they include: goods – physical products which you are able to touch and feel and services – product which are not physical. 
What is a product? It is anything which is able to satisfy the needs of the customers. The product is the most important part of the marketing mix because it is the heart of the marketing. There has to be a product of the other elements to occur. This is because this is the thing which a business or an organisation wants or is trying to sell, this is the main aim of the business. A product has three elements to it and they include: 
· Core benefits – what it does and what are the main functions 
· Tangible or physical element – what is it made of and what does it look like (dimension or duration)
· Augmented benefits – the other elements which are added to lead the value of the products with the consumers
Even thought the product is a big part, the packaging of the product is a very big part of selling the product. The packaging is what can make some customers buy the product, this is because the packaging can catch the customers eyes, because the packaging is bright and colourful and because f this they stand out and catch people’s attention. Then once the packaging has got the customers attention it can make them look and want to find out more about the product. So they will want to find out more about the product and see what its advantages and benefits are but also its effectiveness. But this can also be done through product differentiation and it is making the product which is different to the competitions product and this is done in three ways: distinctive design, branding and performance.
Also the business has to take into account any other issues before they are able to complete the product. One of the things which they have to take into account is the brand name and also the logo. This is very important because a name and a logo are able to define the business and the product. Businesses also use slogans so people are able to remember and recognise them. A brand name, logo and slogan help the business, define who they are and separate themselves from other business, organisations and products, so this would mean that they would be separate from any of their competitors.	Comment by DGSC: AO1 MB3
Price
Price is: the money which is charged for service or a product, everything which the consumer has to give up so that they are able to have a product or SERVICE and it is normally expressed in pounds. This is the only part of the mix which produces profit for the business, because the other parts of the marketing mix cost money. The significance of the pricing within the marketing mix is able to change depending on what the product is, but the business and the product will not be successful and it will not be able to run without this part of the marketing mix. One of the first tasks a business has to do in relation to pricing is to make a pricing goal and this is normally in line with the businesses marketing aims. Then once they have done this the business will be able to decide on a pricing model which is suitable for the business. The price which is charged for the product of services one of the most import decisions which the business has to make. If a business set a price which is too high or too low then the business is at risk of limiting their growth and cause cash flow problems.  To try and stop this there is a number of different pricing strategies, for example: skimming and penetration pricing. These strategies help the business to find out which strategy is the best for their customers. There is retail pricing which shows the customers what the business wants the product to be sold for. So if the price of the product is too high, it is able to put customers off buying the product and it could lead to people being put off the business and all of their products. As well as deciding what the price of a the product is, the pricing part of the mix can deal with discounts and wholesale pricing and these are normally given to customers who are devoted to the business, as they keep coming back to the business and buying their products. So business rewards them with things like discounts, on the products which they buy. Then as a result of this it should help to get the customers to keep coming back and buy from the business.  Another pricing method is seasonal pricing is when a business has a lot of stock, which they have to get rid of, they are able to sell the stock when it is out of season, then customers can think they are getting a good deal from the business and this might make customers come back and shop more with the business. There is also price discrimination, which is where the price is more reasonable for people depending on things like their age.  However, price discrimination, which involves different prices for different markets, is unlikely to be the most appropriate pricing policy for my service as it might be difficult to discriminate.  However, there are ways round this such as offering a discount for students which would be a form of price discrimination.  There are other pricing strategies which I could consider for example, skimming pricing.  This involves setting a high price to, ‘skim the cream off the market’, so to speak and this would be making a statement that this service on offers a high end service.  It might be unrealistic however to use this form of pricing as the type of target market which will be using this service may include festival goers and students who are unlikely to want to pay higher prices.  Indeed, using such a pricing policy may put them off making a purchase therefore being unproductive in terms of aiming to establish a market base for this product.  However, it could be argued that skimming pricing might work if the mobile unit is marketed as upmarket and located in an upmarket area such as the City (London), attracting city workers.  Realistically though, the word Cadbury’s is identical with the mass market and is unlikely to attract wealthy city workers and it could be considered pointless to be considering attracting this market.  This could lead to the conclusion that a more effective pricing strategy would be penetration pricing which involves entering the market at a low price to gain a market foothold.  Once the market for the mobile unit is established the next step is to raise the price of the products to increase the profit levels.  This might be the most appropriate pricing strategy because the mobile unit is targeted as the mass market and to niche groups like: festival goers and students.  They would be attracted by the low price and the Cadbury’ brand and this could be considered a successful approach.
There are a number of facts which a business has to consider when they are setting prices and they are:
· Competitors – do they follow the completion, who might have the most market share and strength or do they do something different 
· Costs – is the selling cost able to cover the production costs because if it doesn’t then their gross profit will be too low to cover the fixed costs of the business
· The state of the products market – is there high demand for the product, but if there is a short supply then the business is able to put their prices up
· The state of the economy -  some products are susceptible to the changes of things like: unemployment and wages
· The bargaining power of the customers in the market – who are the buyers? Do they have bargaining power?
· Other elements of the marketing mix – the prices of the products are not able to be set without any reference to the other elements in the marketing mix. 	Comment by DGSC: AO1 MB3
Promotion 
Promotion is not all about advertising, because there is a number of ways which a business is able to tell customers their message. There are a number of ways which a business is able to use and they can includes techniques which are used by an organisation to communicate with any individuals or organisations in order to promote their product. Promotion is all about communication, because the business is telling potential and existing customers about the product. In promotion there are senders and receivers and the senders are the organisations and business who have the products which they are promoting. The receivers are the consumers as they will receive the information about the new products. The senders normally give the information to the receivers in a way which they are able to understand, this can involve things like: verbal, oral, written or visual messages. This process is called encoding.  Sometimes the receivers might not understand the information which is given to them off the senders. The promotion of the product has to give off the message and this is done though the right type of media because there are different social groups which are able to pick up the information of the product in different ways and more revenue might have to be spent to be able to attract more and different social groups. 
There are four parts which make up the promotion; one of the parts is advertising. Businesses are able to advertise through different types of media and it can include: the internet, newspapers, TV, radio, direct mail, cinema and also product placements. Another way of promotion is though public relations and this can involve: celebrity endorsements, press releases, sponsorships or open sales or days. There is also third party selling which can involve, door to door sales, where the business has sellers and they are able to take to the buyers and give them a more personal service. Lastly there sales promotion which are things like: reductions in price, loyalty incentives and promotional gifts when customer buys a product or spends so much money on a certain range.
Sales promotions can also be used on the internet and because of this they are widely used and it is used with things like direct mail and direct mail now gets three to five more responses than any other type of promotions. But it all depends on what the products target market is and also what advertising the business or organisation will be using. E-Coupons are able to offer an online business an opportunity to increase their sales and they are able to be used in many different ways, for example: 
· A coupon which has a code which you type into the computer to get discount on their order
· First time customers offered new deals to persuade them to buy their products 
· Repeat customers rewarded when they buy so many products worth a certain amount 
· Incentives to help make customers buy straight away instead of waiting 
The promotional method which is used depends on a number of factors which include:
· Stage in the products life cycle 
· Nature of the product
· Competition – What are they doing?
· Marketing budget – How much is the business able to afford?
· Marketing strategy 
· Target market – What it the most appropriate way to reach them?	Comment by DGSC: AO1 MB3
Place (Distribution) 
There are three things which you have to consider and they are: the meaning and purpose of the place, distribution, the different distribution channel and what factors have to be considered when choosing a distribution channel.
Place, is also most commonly known as distribution and it is how a business get its products to their customers. You are able to have a good price and product but the consumers are not near a retailer which sells the products, a competitor has a similar product which is more widely sold and a competitor which has a better team of distributors who are talking to the consumers and selling them the product. The distribution of a business matters, no matter what its size is and it is big part of the marketing mix. There is one main objective of the distribution and it is ‘to make products available in the right place and at the right time but also in the right quantities’. 
When a customer buys their product, the product which they buy has to be received at the right time, place and in the correct condition. If this does not happen it will have a big effect on the business as they are not doing what they said they would be doing. For example, when a customer is ordering a product  from home, the product, should be the product that the customer ordered and the product should be delivered when the customer wants the product delivered, this is done when the business and the customer communicates, so the business knows when to deliver the product to the customer. But the business has to make sure that the delivery of products is practical, which means that the deliveries will be practicable both the customer and the business. The delivery of the product has to be effective; so that the customers are happy but so the customers of the business stay with the business and keep buying their products, then if this happens people will keep buy the businesses products so the business will keep making sales, which means they will keep receiving profit. This is will only happen if the business is effective and they will do this by making sure that they deliver the product at the right time and in the right place.
The place of the business and the product is a very important because the place of the product or shop will impact on the number of sales which they will receive. So the place is important because if it not placed correctly it might receive some sales or it might not receive any sales, then if it is not receiving enough or no sales it will have little or no profit. There are chains which businesses can use to sell their products and one is: the business sells their products to an agent, the agent sells the products to a wholesaler, the wholesaler then sells the product to retail and then the retailer will sell the products to the customers. This is a really common method of selling products. It is a commonly used method because it involves a buyer, who in the end will buy the product and the buyer will buy the product for as little as possible. But different business use different methods of distributing their products to the different areas where the business sell their products. When the business is providing a service, it can be a lot more complex. There is different rules, which apply in different situations: have you made more than one business in that location, what type of service is your business providing and is it placed where your business owns or where your customers are? When a business is finding the right location to place their product or service or promotion can be confusing. Then if it is completed properly it could benefit the business as they would be getting sales, which means they would be receiving profit, but if the business makes a mistake then it could potentially cost them a lot of money as they would be missing out on sales and profit. This is the reason why they have to make sure that they don’t make a mistake, so as a result of this, this process can be very time consuming. 
The main purpose of a distribution channel is to make the link between the production and consumption of the products. The organisations which form the distribution channel are able to carry out a number of key functions like 
· Information - Collecting and distributing the market research and intelligence 
· Promotion – Developing and distribution about their offers 
· Contact – Finding and talking to potential buyers 
· Matching – Adjusting the offers to suit the buyers and their needs
· Negotiation – Making an agreement on the price and the terms of things like offers
· Physical Distribution – Storing and transporting goods
· Financing -  Obtaining and using money to cover the costs
· Risk Taking – assuming commercial risks by the operating channel
These functions are able to be undertaken by any market. 
Different channels of the consumer marketing channels:
Producer 	Wholesaler	        Retailer	         Consumer 		- Channel 1
Producer 			        Retailer 	         Consumer 		- Channel 2
Producer 					         Consumer		- Channel 3
Channel 1 – This channel contains a wholesaler which normally buys their products in large amounts from different producers of goods and then they normal break it into bulk which is then delivered to the retailers, in small amounts
Channel 2 – This includes a retailer, who gets the products from the producers and sells them to the consumers 
Channel 3 – This is classes as the ‘direct market’, because there is no other levels apart from the producer and the consumers. 	Comment by DGSC: AO1 MB3
Applying the Marketing Mix to my Product
In the below marketing mix I will explain the four P’ which include: product, price, promotion and place for the mobile unit.
Product 
[image: http://t1.gstatic.com/images?q=tbn:ANd9GcRd2Q57quj9hBtO_UpXwGDVKyfm3Hu9nmdGO8gU8NgB1hPSSDmO]My product is a mobile unit which is like an ice cream van and like a take away van but the only difference is that it only sells Cadbury’s products, it will sell products like: chocolate bars, chocolate desserts, drinks, hot drinks and ice cream. The features of my product/service are: the mobile unit will be a large van which has a drop hatch which will show all the products that are available at the time. The mobile unit its self will be purple and it will have the Cadbury’s logo on it, this is so people can instantly recognise what it is and know what it is selling. Also I anticipate that in the summer months and on some hot days or weeks there will be tables and chairs to sit out on, this is so people are able to sit down and enjoy what they are eating or drink, the tables and chairs will also be purple so that people will also know who they belong too. Also as it is a mobile unit it is able to move from place to place, which means it is able to go different places of interest and it can go to big events that draw people in e.g. music events and sports games. This means that the service will be available to lots of people in lots of different places at the same time. The package/image of the service is as I said before a large purple van which has the Cadbury’s logo on it; this is so people instantly recognise what and who it is. All the products will have the same packages as they normally do, it will be like this so people know what the product is and people might not know the name of the product, but they might know the packaging so then they can easily spot which product they want. Also on the vans there will be a map of the usual places that the mobile unit will be stationed and a list of places/events/places of interest that the units will go too.	Comment by DGSC: AO1, MB3 AO2, MB3
[image: http://www.dvp.co.uk/dvp2010/wp-content/uploads/2010/01/Cadbury-logo.bmp]Images of the packaging and the colours that will be used
This is the logo which will be on the side of the mobile unit
This will be the colour of the mobile units as this is the Cadbury’s purple 
[image: ][image: ]This will be the type of van that will used to sell the products out of; this is because it has a drop hatch where products will be placed for everyone to see. It is also big enough to be able to get all or most of the Cadbury’s products on and also be able to store tables and chairs for the hot days. The van will be like this but it will not be grey it will be the Cadbury’s purple, with the logo, maps of where the mobile units will be placed and also a list of the events and places of interest where they will be stationed.
[image: http://www.altiusdirectory.com/Travel/images/uk-outline-map.GIF]The map of the UK will show the places that the mobile units will be stationed will look a bit like this and it will point out and label the places that the vans are normally stationed. The map of the UK will be on the back of the mobile unit so when it is driving around people will be able to see it when they are driving behind it, but it will also be on the side of the mobile unit where the drop hatch is so that people can see where it is going/will be when they are buying their products. The UK/the map will be coloured in green, so that it will stand out from the purple of the mobile unit. The labels of the places the mobile unit will go will be in yellow, so they also stand out from the green and the purple.
	Target groups
	Specific product to be aimed at target group
	Method of promotion

	Under 16s both genders, school children, for weekends when they are on outing with their families e.g. theme parks (Alton towers).
	Ice cream 
Chocolate desserts  
Small chocolate bars
	Hand out leaflets and flyers in and outside the schools; also have TV adverts on at prime time when they are watching the TV with their parents.

	16-25 years old, both genders, students, who go to cities for their dinner, festival goers e.g. Glastonbury, Kendal calling, and T in the park.
	Chocolate bars
Cold drinks

	Have big posters in the places where they go, e.g. coffee shops, colleges, sixth forms, universities. Hand out flyers at the event/festivals so that they know they are there and what they sell.

	25-45 year olds, both genders, young adults who have young families, working in the cities, taking their families to places of interest
	Cold drinks 
Hot drinks
Chocolate desserts  
Chocolate bars 
	Have TV adverts on the TV at prime time and late at night so that they are able to see them as that is the time they will be watching the TV.

	45-65 year olds, both genders, middle aged, married couples, working, children have fled the nest, go on weekend trips and some day trips e.g. hiking 
	Chocolate bars 
Cold drinks 
Hot drinks 
	Hand out leaflets in their places of work and in the city when they are out on their dinner break. Also have a TV advert so that they are able to see where it is and when it will be there. Also have it on posters around the place where the mobile unit goes.

	65+ (pensioners), both gender, people who have retired, lots of spare time, go to national parks, gardens and go on day trips around the county to different cities and land markets 
	Hot drinks 
Chocolate bars 
	Have adverts on the TV so they are able to see them when they are watching the TV (throughout the day). Also have small advertisements in the paper as they normally read the paper.


My product/ service would be for a mass market as the service is open and sells to all ages as it sells all or most of Cadburys products. So it would be suitable to for everyone, of any age and any gender.	Comment by DGSC: AO1 MB3, AO2 MB3
In order to decide the most appropriate look for the mobile unit I will analyse the findings from my primary research in particular the questions which ask ‘How do you want the mobile unit to look? What colours would you like the mobile unit to be ’ I will do this to ensure that the needs of the target market are being met here by having the right colours for the mobile unit and by using the colours which they like and have recommended for the mobile unit.
Prices
There will be a range of prices, which will depend on what type of product that is on sales, this is because some products cost more than others. But the products that are on sale from my service will be reasonably priced, going from penetration (low) pricing to medium pricing. The products are priced like this so that they are affordable to everyone and so that everybody is able to have a chance of buying a chocolate bar. This will meet my target market as some of my target market might not have a lot of money so the pricing is low enough so they can buy a chocolate bar or product but still high enough so that we can make a profit. Also the prices will change depending on where the mobile units are as this is directly linked to income and financial circumstances in local areas. For example if the pricing of the major supermarkets where to be anglicised it is evident that they charge higher prices in more prosperous areas and lower pricing where incomes tend to be lower, for example the prices of food in Sainsbury’s in south east England would be higher than the prices of food in North east England and my pricing will follow this price setting. The mobile unit in the north of England will be charging less than the units in the South.  The pricing strategy which I will use will be penetration pricing because this involves entering the market a low price, so that we are able to gain a market foothold. Then once the market for the mobile unit has been established, we will then raise the prices of the products so that they are able to increase our profit levels. This should be the most appropriate pricing strategy because the mobile unit is targeted to the mass market but also to niche groups, which will include groups like: festival goers and students. These people will be attracted by the low prices and also the Cadbury’s brand, so this should be the most successful approach.	Comment by DGSC: AO1 MB3, AO2 MB3
Cadbury’s products and prices 
	Product 
	Price 

	Bourneville dark 
	£1.78

	Fruit and nut 
	£0.49

	While nut
	£0.49

	Heroes
	£2

	Highlight stick pack – Hazelnut 
	£0.32

	Milk tray
	£3

	Milk chocolate fingers 
	£1

	Mini fingers snack pack
	£1.49

	Fair trade drinking chocolate 
	£2

	Dairy milk
	£1.97

	Milk chunks twinpot (yoghurt)
	£0.78

	Chocolate mousse 
	£1.19

	Dairy milk biscuits 
	£1.79

	Dairy milk chocolate, caramel bar
	£1.49

	Dream fingers
	£1

	Twirl bites
	£1.99

	Dairy milk ice cream (3X100MI)
	£1.75

	Dairy milk buttons cones (500MI)
	£2

	Bitsa wispa 
	£1.99

	Bourneville cocoa 
	£1.95

	Caramel nibbles
	£1.99

	Chocolate raisin clusters
	£1.99

	Turkish biscuits 
	£1.79

	Highlights fudge instant
	£3.89

	Chocolate covered raisins
	£1.99

	Animals pouch
	£1.79

	Lunch bar 
	£1.35

	Mini roll
	£0.20

	Philadelphia chocolate
	£1.62

	Chocolate sponge pudding 
	£1.29


In order to decide upon the most appropriate price I will analyse the findings from my primary research paying particular attention to the question which asks ‘How much would you pay for a Cadbury’s chocolate bar?’ to ensure that the needs of the target market are being met here by setting the right prices.  I will also use secondary research (above) from the Cadbury’s website to refer to, as these are the prices which their products are currently being sold at.
Promotion 
For the promotion of the mobile units I am going to have TV adverts, these adverts will be shown during and after prime time. I will do this because it will show my product to large range of my target market as this is the time they will be watching the TV as it will be when they are getting home from work or school/university/college/sixth form. Also most people watch the TV at this time so it will show my product/service off to a lot of people. I will have this on most channels but I will have it mainly on the channels that popular and that attract the most people so that more people are able to see my product and know what it is. My advert will be aimed at everybody within my target market but it will be aimed more towards under 16’s and over as they will be the people who will use the most, as they are in the city more than anybody else. The TV advert will also tell people where mobile units will be in relation to where the advert is show, for example if it is shown in London, it will tell people where in London they will be situated. But it will also show a list of events and places of interest it will be. My TV advert will focus on the mobile unit more than the products that it sells as the mobile unit is the new product/service that is available as everyone has seen the product which are on sale before, (unless the product is new), and they have not seen the mobile unit.
I anticipate that I will use billboards, posters, flyers and leaflets, to tell and show people about the mobile units, I will do this so that people are aware of the service, what it entails and where it will be. These promotion methods will be used around the sites that the mobile unit are coming too; this will be done so that people know about the service before it comes to the location.   It will also tell people what products it sells so that people know in advance and where it goes (events and places of interest) and where it will be on a certain date and also where it will be parked so people will know where to go to get to it. I will also put the leaflets and flyers though peoples doors who live in the local area so that people know more about it and know where it will be in there local area.
I anticipate that I will also use promotional offers, like buy one get one free and 3 for 2, I will do this on new and existing products to entice people to buy more than one product. These offers will change depending on the time of year and where it is (location and event). These offers should entice people to the mobile unit to buy their Cadbury’s goods and not to the various shops. So by doing this we will increase our sales. By having these offers it will also make the units better known to the public.  
 These promotion strategies will be effective as they will show people what the mobile unit looks like and what it sells. So it will let people know about the mobile unit and what products that it sells. So people will know where it will be, in their local area and what events it will be at. This will help ensure product sales as people will know where it the mobile units will be situated, so people will know where to go to find the mobile units. Also it will tell and show a wide range of people what the mobile units are, so they will know what they sell and what they include which will help bring people in and ensure sales.
In order to make a decision upon the most appropriate promotion strategies I will analyse the findings from my primary research making sure that I am paying attention to the questions which ask ‘How/Where would you have the mobile unit advertised? ’ to make sure that the needs of the target market are being met by having the mobile unit advertised in the right areas where they will be able to see it	Comment by DGSC: AO1 MB3, Ao2 MB3
Place
[image: http://www.google.co.uk/maps/vt/data=Ay5GWBeob_WIPLDYoIWcfVXxvZu9XwJ55OX7Ag,_9b7e0UGFyJyKUVIBTZbJJ6Y0GqGYAsS1I0YfPlm7qFLgz0urM5bC-FYTCkp7fWqBzAzxUsHrwTDS2idKpru7f1oUCo]The mobile units will be placed in London, which is in the South-East of England to begin with, I will start out in places, which attract lots of people and tourists, like: Hyde Park, outside the O2 area, Kings Cross station, emirates stadium and Buckingham Palace. Then we will hope to expand and aim to get a mobile unit in every or most major cities across the UK. I will do this so I can see how the mobile units will be selling before we expand into a bigger market.
This is where the mobile units will be placed at the beginning.
These are the sites that I will start selling at, Hyde Park, outside the O2 area, Kings Cross station, emirates stadium and Buckingham Palace. 
[image: http://www.google.co.uk/maps/vt/data=Ay5GWBeob_WIPLDYoIWcfVXxvZu9XwJ55OX7Ag,eKYiQVKb7eJ2Ecbb1xZ-r-kjIPADhfqC3k3D-t-1QNvDsOlo14NbEdtJZZfdfw2twUTcxMAeOL9c1-1VlX878YXOJW10Dsj8G7bXdv7Xc0Z3vqaDOFj1MW3PXPtBSv0KmDoWmQ][image: http://www.google.co.uk/maps/vt/data=Ay5GWBeob_WIPLDYoIWcfVXxvZu9XwJ55OX7Ag,-jlDvC9Qg7QJ0JDaeKO2r0LYMGX2-Ywgt0BOrzg5s0WZBJhH-VDjDiMQQb86G2HdWa2D9oWjTZc9V8w5Hj4fgDuvc_gquzJpIntMbl8etftUnCqfiX2I7cdb3_1Le_oUeNge8w][image: http://www.google.co.uk/maps/vt/data=Ay5GWBeob_WIPLDYoIWcfVXxvZu9XwJ55OX7Ag,zL3GVIb8nfwLRbWdr35B1Svsd37e4yk9LFzh9lm8CQlXDiAUbgBZ1RzpjgNVW4JHI9cvUztsAqyM8zvRKIPcS1O6jVOcJE5ZtHJXXxmiMrpF7Nxn0dgVNTtWqtCg37viT3Vzzw][image: http://www.google.co.uk/maps/vt/data=Ay5GWBeob_WIPLDYoIWcfVXxvZu9XwJ55OX7Ag,TEjz4aqZbT184Dn7zo0mRiENT5nNEDpumRMNO1nPyn5OQnt1kMVr1dIM6eWhJ2MLDRQ5T7f3ZUzMNOzeu7MAMU4p4rhopZvL302HGjIXwa5TjinPd1lcJPoYhzQPoLoY-e5jtg][image: http://www.google.co.uk/maps/vt/data=Ay5GWBeob_WIPLDYoIWcfVXxvZu9XwJ55OX7Ag,-enaNty-kgrjqDk8U1fe59hc1q6yd8bw6JlsDO_uPQYLBUeqHFvjft-EnYhKJgejPj2Fb75bHGUiZizua2hnGRgd-cRwT4CQXtHMCs_XZ128MftTl0EZBufnR5Bp8nYqd8ykaQ]I have chosen these places because they have a large foot fall of people coming out of concerts, football games and off transports links. But there also is a large foot fall of tourists, looking at the attractions that London has to offer, (Hyde Park and Buckingham Palace). So these are places where there are a lot of people will be throughout the day.
They will be placed in major cities because these are the places that have and attract the most people. I will also sell at places of interest, for example Hyde Park in London, as they attract a lot of people, both male and female of all ages. I will also place my mobile units at this like music festivals and sports games and events; I will sell here because again there are a lot of people all in one place, who are willing to buy our products.  Also people in these places are willing to pay higher prices for what they are getting as everything else is more expensive, so if we sell at these places at a normal price which is lower than what everyone else is selling, we will be able to attract more people to our mobile unit. I will also try and sell in transport links, like: bus stations, train station, service stations, as there are a lot of people travelling who might want or need something small or just something to eat while they have stopped or for while they are travelling. So a small bar of chocolate, a bar or a drink will be suitable for this, but it will also help as you can buy things like chocolate desserts for the children so they have something as well. 
In order to decide upon the most appropriate place for my mobile unit I will analyse the findings from my primary research and looking at the questions which ask ‘Where would you like the mobile unit to be stationed?, Which events and places of interest would you like the mobile unit to go to?’ to make sure that the needs of my target market are being met as the mobile units would be going to the places which they want or going to places which are nearby.  

My primary and secondary research will help to assist me, when I am testing the above proposals and for when I am formalising the marketing mix for the mobile unit. 	Comment by DGSC: AO1, MB3AO2 MB3



















Section 4 - Functional areas of a business and their supporting role and how they apply to my Proposed Product 
Finance 
The money in the business is sometimes referred to as the ‘oil in the wheels’ as it is the thing that keeps the business going. The finance of a business is the key to the success of the business. The finance includes a lot of day to day activities and it also helps to plan the future of the business.
The finance department is responsible for a lot of things like:
· Financial record keeping, keeping records  on the money that is going in and out of the business, which can be done manually or on a computer 
· Organising the banking arrangements, making payments and paying 
· Paying the suppliers, getting the money of the customers
· Paying wages and handling the cash
· Managing the accounts of the business, the figures produced for the management of the business, which shows how well the company is doing, with their: income and expenditure, which will be compare to the budgets which are prepared in advance     
The finance department is involved in the planning process and it is also responsible for raising the finical needs of the business. The financial records are maintained to produce financial statements for the business. That is required when the business wants to apply for finance. 
The finance department needs to co-operate closely with other departments of the business, for example:
Financial record keeping – is a process that the financial department will provide, they will provide the sales and marketing departments with this information. This information includes information like: sales figures and details of any customer range that has decreased sales.
Preparation of financial statements – this is where the finance department will draw up balance sheets and profit statements  and these will show whether the business is selling and making a profit and if it is achieve its objectives.
Planning and budgeting – this is normally where the manager of the financial department will, talk with the managers of the other departments throughout the business, to make targets and budgets for things like: sales, production costs, staffing, other expenses, purchasing equipment and more. So they will have to monitor the budgets and report to the areas, if it fails to meet their targets.  
This function supports the marketing activities and components of the marketing mix as they provide the necessary finances to support advertising campaigns and promotional actives, so they will have to negotiate with the marketing team, to see if their marketing campaigns and offers are viable. By seeing if there is enough money to sustain the advertising and the offers, while also covering our costs. So they will have to make sure that they are effective and that we are not losing money though the advertising and campaigns. For example, with my mobile I would like to have offers on products to get people interested in the mobile unit. So I would use offers like, buy one get one free and  2 for 1, so I would have to talk to the finance department and to the marketing team, to see if these offers are viable as I need to still be making money even though we have offers on. Also we need to be able to cover all the costs of the offers and from the promotion. Also to provide the money to carry out the appropriate research, for example, to see what people’s buying habits are and what products they are buying and where there is a gap in the market. So we would have to make questionnaires/surveys and get them filled in so we know what the consumers are doing. So we have to make sure we can cover these costs as we are going to have to make and distribute the questionnaires/surveys. Also to work with the marketing department to set sales target and agree on the price of the product, so that we can ensure that all costs are covered and we are not losing money from the promotion and offers.	Comment by DGSC: AO1 MB3

The finance department will have to keep records on the production of the mobile unit but they will also have to have records on how much they think they will be able to put into the mobile unit to make it. But they will also have to create a budget so they will be able figure out ways to making revenue on the mobile unit. As this product is designed to be used by Cadbury’s, there should be enough funds within the business to be able to develop the product, to make sure that it is at its best. This will help to ensure that the product will be successful because the product will be under a well known, house hold name. But finance is important because it allows us to know how much money we have available for the creation, development and promotion of the mobile unit. But they will also be able to help to find out how much we have to make off the mobile unit to cover all the costs then make a profit off it.
If the finance is limited then it is able to impact on the extent and the quality of the market research and the promotion. For example there could have been a trade off between the spending on the purchase of the mobile units and the promotion of the mobile unit. This could be the result of financial limits, so these means there has to be a balance between them so that you don’t have a product which is cheaper than the cost of the materials. The marketing department would have to decide between expenditure on promotions and quality of service offered.  They would have to try and negotiate with the finance department to increase their budget if they had concerns of the quality of the service not being affected due to limited funds.  If they could not get more money from finance as the funds of the finance department are limited then they (marketing) would have to allocated their spending carefully so as not to compromise on the quality of the service on offer.  	Comment by DGSC: AO1 MB3 analysis of the role of finance function – impact it has on marketing
Human Resources
Human resources department (also known as the personnel department) is a critical part of the business as it supplies and looks after everyone is the business. It is responsible for things like:
· Maintaining good working conditions
· Training and developing staff 
· Recruiting and retaining staff 
· Dealing with employers and employees relations and their Trade Unions 
· Disciplining and dismissing staff 
The work that goes on the human resources directly links to other parts of the business because it looks after all the people working in these areas and they also recruit people to work in these places. As a result of this other departments are like internal customers of the human resources department, there services they include are:
· Recruitment of staff
· Maintenance of staff records
· Staff training 
· Staff appraisals 
· Payroll processing 
The human resource department as part of the recruitment process will carry out job analysis and evaluation and devise job descriptions and person specifications.  This will be of relevant to marketing activity as they will be undertaking a job analysis to identify whether the existing skills are present in the workplace to be able to develop the new mobile van service.  They may have to go through a recruitment process to recruit extra staff with the appropriate expertise should they find that there is a skills gap with existing staff. By doing this they will be supporting the marketing activities for Cadbury’s.  Alternatively, it would be the job of the recruitment department to ensure adequate training for existing staff should it be considered most appropriate to widen the skills of those staff in order that they are able to market this new venture effectively.  
This function supports the marketing activity and marking mix as it helps them select the right people with the right expertise and abilities for the jobs that need more staff/people. So they have to allocate the appropriate staff to the right areas within the business, where they will be best suited and where they will be needed for their individual or team work skills. So this will help with marketing as they are able to get the appropriate staff for the jobs that need doing. So they would be able to get people who are creative and are able to come up with new and original ideas for new advertisements and advertising campaigns. Also they would be able to provide training to those who are working in the business, so they are able to learn new things, how to use new thing/products and develop the work they are all ready doing. But they are also able to make sure the business has good working conditions for all of their workers, so that the workers are working in a good, friendly environment. This will make people happy to come into work, as they know that they are going to be doing something which they like and are in a good environment.
This could affect the marketing activity of the mobile unit because this is the department which recruits and trains staff. So this could impact on the marketing activity because the members of staff which are on the mobile unit will help to sell products to consumers so they have to be trained correctly so they know how sell product to potential customers. But it could also affect marketing activity because the members of staff who are responsible for the marketing and promotions of the mobile unit have to know what they are doing, so they are able to advertise the mobile unit correctly and efficiently. So human will have to make sure that they are recruiting member of staff who are experienced and know what they are doing in the terms of marketing and promotion. Also if they find any member of staff whom needs train to make sure they are performing to the highest standard and make sure that they get the right training so that they are able to perform to the high standard like the other members of staff.  It will impact on the marketing mix, because they will have to make sure that they are hiring the right staff for the right areas. So the right people: who are able to design and develop the mobile unit (product), the right people who are able to research and set prices for the products in the mobile unit and to set out how much the mobile units should cost as a whole, the right people who know how to promote the mobile unit effectively and the right people who are able to research and find the right location for the mobile unit to sell. 	Comment by DGSC: AO3 MB3
Administration and ICT 
This is a big part of the business as it keeps the business going or keeps the ‘wheels’ of the business turning. The jobs and responsibilities it has are:
· Maintenance of the businesses premises , equipment 
· Reprographics 
· In house printing (newsletters, forms and stationary)
· Catering 
· Computer services 
· Mail handling
· Data storage
  This department is traditionally known as the as the administration department. The larger businesses are going to smaller specialised business to do this work for them or to do some of their specific jobs, this is known as outsourcing.
The administration function is like the human resource, as it for the whole business. It treats them like internal customers, for example:  
· Looking after the toilets and the washrooms 
· Providing good security for the premises 
· Printing any forms or notices, for use within the business 
This supports the marketing activity as they are able to have good working equipment when they need it; they are able to get their printing and copying done and have the materials to do so. They would also be able to be able to print any secondary data or research that they might have. They would be able to help in the production of any research materials and also get any information or data on the specific target markets that the products would be aimed at.  They would be able to produce any of their promotional materials that they needed. They would also be able to get any of their information or details to any retail outlets that might be interest in their product or their advertisements or advertising campaigns. The ICT department would be able to help as they would be able to design the: logos, packaging or the appearance of any of the products they have or for any of the advertisements they might have or might be making.

We will need ICT as we will need systems setting up for the tills and the equipment inside the mobile unit. But we will also need ICT for the designing of the mobile unit, like what the mobile unit should look like for example: what colours it should be, what designs it should have on it and where to place things like the logo and the map but also helping with the promotion of the mobile unit. But ICT will also help with the secondary research for the mobile unit as we will be able to research past tends in the market. So we will be able to predict how the market is and how the market will be. But it will also help us to find a gap in the market and to find out unique selling point, which we can use to our advantage against our competitor. Administration will be a big part because it will help by producing letters and any other key information which relate to the business but also to the mobile unit. They will also be able to print any research which we might need out so we are able to have through research. 
They will impact on the marketing activity and on the marketing mix because this is the department which is responsible for things like designing and creating the materials for the mobile unit, such as the aesthetics of the mobile unit and the promotional material for the mobile unit. It also supports the marketing activity because they are able to provide the various departments in the business with the correct equipment which they need. But they are also able to do any printing and copy for the various departments. So for example they would be able to print out any secondary data which they might have.	Comment by DGSC: AO3 MB2
Operation and Productions 
The production of operations department has to co-operate closely with many other departments, areas. Some of these areas and departments are:
· Marketing department- To produce the new products that the customers want and has been shown by the market research. Also to make changes to products that might have any faults. They will also be able to increase or decrease the amount of products that are being produced depending on what is actually being bought/what is popular.
· Finance department- To make sure that sufficient funds are allocated for the development of a new product. Also so that they are able to keep and make financial budgets/targets, which would be set for the production. This would include things like making sure we are paying the right price for the materials which we are buying off suppliers and also the usage of power.
If this is this done effectively and efficiently it will make sure that there the right numbers of products are made and that they are finished to a high or the highest standard. But it will also make sure that they are quality products and that they have the right design so that they appeal to the target market/the customers, if this happens then it will make sure that targets are met and that finical budgets are also met. But it will also meet the needs of the customers as they will have had their needs met and it will also motivate the company and their employees as they have made a product which is selling. It would also mean that it would maximise the sales and profit of the company so the market share would also grow.
This function supports the needs of the marketing activity as they are able to advise the marketing department on what the composition of the product is which will include things like: what the ingredients will be in the products and what materials will be used to build the product or what materials will be used to build the mobile units. They will also know how much it will cost to produce and built the products and the mobile units, so they will know how they will have to price the products which will be on sale in the mobile units so that they will be able to make sales but also make a profit which will cover all the costs of making and building the mobile units. They will be able to produce a product which the customers and the target market will like and will want to buy regularly. So they will be producing a product which will be wanted by the public. But they will be producing a product for the marketing department. 
This impacts on the marketing activity and the marketing mix because they have the ability to produce the products which meet the needs and wants of the consumers. So it will be meeting the marketing mix as they will be producing a product which is what the customer wants, but a product which also meets their needs. 
Problems could arise if the production department does not have the existing materials to assist in the development of the products and services which marketing proposes to launch.  This could mean that the marketing department might have to alter or modify product plans or will have to liaise with the production department to see if there is a way of acquiring necessary resources and materials which would assist in the development on the new products.	Comment by DGSC: AO3 MB3
Marketing, Sales and Customer Service
Marketing is the process in which identifies what products, the customers will need and then they will supply them in the right place at the right price. So the marketing is finding a product that the customers need and finding the right price to sell it at and also finding the places that it will sell the best. So in terms of supporting my market research, the marketing department is the department which help to establish what type of products should be sold in the mobile unit, what prices the customers will be prepared to pay for such products and it will be the department which helps to establish the nature and extent of the competition of mobile units. It will enable Cadbury’s through the necessary research both primary and secondary to establish what the demand is overall of the mobile unit and whether it is viable product. 
Customer service, it is an important part of the/any business, as it answers any enquires the customers may have. But it also deals with any complaints by the customers. Customer service is also responsible for providing a quality experience for every customer. It is the department where customer feedback is analysed and where product and source needs and wants are address.
Marketing department - This function supports the marketing activity of Cadbury’s as marketing is the marketing department and it finds out the needs and want of their customers. They will do this by carrying out research to find out who and what is the customer base is, what their age is, if there is a specific gender who will use the service or will it be unisex and if there is a niche or mass demand for the mobile unit. They will also research what the prices of the products will have to be in order to cover all the costs of the mobile unit. But they will also have to carry out secondary research, where they will find sales of all the chocolate products, to see which product are the most popular and what time of year they are popular, but they will also have to find secondary research on services similar to the mobile unit, which would be things like: ice cream vans and take away vans. They do this so they are able to product a product which will match the needs of the customers; they have to do this so that the mobile unit sells the products and so that it makes profit to cover its costs.
Customer service – This function supports the marketing actives of Cadbury’s because they are able to find out what the customer likes and dislikes about all/most of their products. This is because they hear the feedback from the customers, so they know what some customers like and don’t like from the feedback that they receive. So this helps as the marketing department is able to change the things that the customers don’t like. But they also find out about any enquires that the customers might have about the products and service that are available. In the case of Cadbury’s the customer service will be able to give feedback when the mobile unit is up and running on what is working well about it and what is not and the marketing department will be able to adapt the mobile unit, off the feedback from the customers. 
Quality assurance department 
It is an important issue for the business, this is because since the 1980’s and the 1990’s peoples income has increased and competition has increased between the different businesses, which means the expectations of the product have risen and quality issues have been taken more seriously and there is an increased importance on it. There are two aspects to quality assurance:
1. The formal certification by BSI Quality Assurance to BS EN ISO 9000, which makes sure that the processes within the business are carried out to the highest standards  
2. Total Quality Management (TQM), is an overall management philosophy which makes sure that the quality and the delivery is to a high standard and customer satisfaction
Internally - The business will be anxious to make sure that the quality of the products at the end of every stage in the production process. They do this to check that they are meeting the specifications which have been made and they have to meet these specifications before they are able to move onto the next process. 
Externally – the customers are looking for products that look attractive and appealing and also easy for everyone to use and that are reliable. If the product will be used by another business they will be looking at the reliability and the quality of the product. Both of these will be assured if the supplier has BS EN ISO 9000 certificate.
Goods which are of a higher quality are able to command higher prices, in all of the marketing places and this increases the added value. There is a lot of evidence that says that the customers will pay higher prices for the products that are of a higher quality than product which are of average quality.
This supports the marketing activity because they will be making sure that the products will be meeting the British standards and regulations, but also so that they meet any EU laws or regulations and they will me things on what is allowed in the product and what isn’t. They will be things like how much of any one ingredient is allowed in the product e.g. how much salt is allowed in any one product. They will also make sure that all the products are consistent and to a high quality, as they want to be marketing a product which looks good and is consistently at a high quality.
The quality assurance department will ensure that we make sure that we understand our customers, so we know their needs and wants. If this is done correctly then this could put us ahead of our competition straight away as we know what our customers wants but also what they need from the mobile unit. This will be accomplished through primary research with things like questionnaires. 
The quality assurance department impacts on both the marking activity and the marketing mix because it is this department which ensures that the products that the business is putting out are of high a standard. So this department will have to make sure that everything that is being put out. But will have to make sure that these products and materials are of a high quality but are meeting the needs and wants of the consumers.	Comment by DGSC: AO1 MB2
Research and Development 
Any new products have go with the information from the business market research and it also has to be focused around the customers, this should be done if the business wants the product to be successful. But this can be a very expensive process because the business has to carry out the market research but while they are do this, they will be not bring in any income as they are concentrated on the market research. But the business needs to make sure that the business has enough funds so they are able to cover the cost of the market research, they have to do this because there is no money going into the business. If the business wants to stay competitive then it will have to make sure that it keeps developing with the times; this process does not just happen. Money has to be spent on both research and development so the products are able to keep developing. There can be a problem with research and development and it is: it can be a long process which means it can also have a long period of payback of the money used on the research and development. A lot of money is normally spend in the beginning stage of the product lifecycle but it can still be a long process which can be time consuming  to develop the product. But when the product the product has started to develop within the market, it will still take time to grow then as a result of this the money which was used on research and development can still take a long time of coming back into the business. Another reason of why it takes a long time is because of new technological advances which can make some products very complex, so they might need more than one development before the product can be fully developed. The research is a big part of finding out what the customer wants and giving the customer what they want, but if a business gets the research wrong they could have wasted a lot of money on research that they don’t need and could have potentially wasted money, which they might not have had, which could end up sending them into debt. But if the business gets the research right, it is a big benefit because the business might be able to start off ahead of the competition because they know what the customer wants and needs from a product.   
When a business carries out market research, they want to collect and record information, which will help them to understand their market. Some questions which a business might use to help their market research can be:
· Who would be in the target market?
· What do they want from the product?
· What do they need from the product?
· Where will it sell best?
· How can it be sold to the customers?
· What are other competitors doing?
· How is the market changing?
These questions help a business to make a base, which they will go off when making or developing their product. But the business has to carry out the research before they are able to develop their products, as if it was the other way round it would not work because there would be a big chance that the business would be developing a product which the consumer might not: want, like or need.
This department receives the information from both the primary and secondary research. Then they will go off this research which they have received because it will show that works well and what doesn’t, but more importantly it will show what the customer in my target market want from the mobile unit. But it will research things like: will we have to buy a completely new van or an existing van for the mobile unit. If we brought an existing or a new van they will see if we have to develop them so that they are suitable for all the products which will be on sale.
The research and development department will also support the marketing activities and marketing mix as they play a vital role in the design and appearance of the mobile unit and the interior set up of the mobile unit.  They will wish to do this in such a way as to appeal to potential customers.  If the design of the mobile unit is attractive and appealing to potential customers then they will be attracted to it and this could lead to increased sales levels.  The research and development department has the skills and expertise to develop an appearance which meets the needs of the target market and therefore increases the sales potential.  	Comment by DGSC: AO1 MB2

























Section 5 - Defining my Market
The market which I want for my mobile unit is: both male and females and aged from under 16’s to 65 years and above.  This is because chocolate and chocolate related products are suitable for all ages and there are a number of different chocolate products on the mobile unit, which range from chocolate bars to hot drinks. So this would mean that there is a different for each person: either male or female and age whether they be 13, 27, 46, 63 or 72 years old. The needs of the customers are to make sure that the mobile unit meets their needs by supplying all or most of the products which they want or like to have. Also by making sure they are easily accessible and are open at the times which are suitable for the majority of customers. But whilst this is being done we have to make sure that we are successful and making a profit at the same time.
Product Positioning
It is anticipated that this mobile van unit will be positioned to meet the needs of the mass market.  The products within this will have mass appeal as they are already products which are consumed by the mass market.  The Cadbury’s brand already has mass appeal and the product to be sold including the chocolate bars and chocolate drinks already serve the mass market.  It could be considered that the mobile unit whilst generally having a mass appeal may also tap into niche groups of consumers such as festival goers and students depending on the location.  However, more and more, festivals are appealing to the mass market as they become a growing trend as a leisure activity. In addition, the student population has increased substantially over the last decade. From my secondary research I found that the number of UCAS applications has increased over the past few years and they is a high number of students. This is shown in my secondary research - http://www.guardian.co.uk/news/datablog/2013/jan/30/university-applications-subjects-age-gender-country . It could be considered therefore that they have become more of a mass section of the market.  So generally it could be considered that overall the service is of mass appeal.  The market research both primary and secondary will help to confirm this.	Comment by DGSC: AO3
Monitor Usage
The market research will be used to analyse how frequently this service will be used.  Within the primary research there is a question on usage – ‘would you use the mobile unit if there was one?’ and the results of this will be analysed to establish the viability of the service.  For instance, if people feel they would not use it very much and would prefer to shop from a supermarket to get similar products, this would not be viable.  However if the primary research proves that people will buy into this service then it would be beneficial and could bring in substantial sales levels and success for Cadbury’s.  
Forecast Needs 
Product – My product will be a service which will be a mobile unit, which makes it easier for people to buy Cadburys chocolate and their chocolate related products, as they will be stationed in city centres but they will also go to places of interest, like: music festivals, concerts, sporting events and football grounds.
Price – For the products which I will sell on the mobile unit it is anticipated that I will sell them just below the prices which they are in the major supermarket, generally a penetration pricing strategy – not a loss leader in that area because the prices change in different regions because thing are more expensive in London compared to what they are in Newcastle. But I will want to start trading as soon as possible so we are able to pay the money back and cover all the expenses of the mobile units, because we will have to buy them and then modify them so they are suitable to sell the products to the public. Then once we are trading we can try and cover these costs. But we will also have to cover the cost of things like petrol and the wages of the driving and any additional employees who will sell the products, but we could train sales people so that they would be to drive these van therefore saving costs. However we would still have to pay some employees wages and the cost of petrol, so these costs could be cover off the sales of the products. 
Promotion –It is anticipated that the mobile unit will be promoted on the TV, during advert breaks at and after prime time this is because this is the time when the majority of people watch the TV, this is so more people know about the product like: what it is, what it sells, where it will be stationed and the advantages of the product. I will also use other methods of promotion like billboards, posters, flyers, leaflets and promotional offers, I will do this so more people know about the mobile and are interested in using it. I will start promoting the mobile unit about a month before it comes out I will do this so that a large number of people know about the mobile unit and where it will be so they will be able to go to the mobile unit is and buy something from them. 
Place – it is anticipated that at the beginning the mobile units will be stationed throughout London, so we will be able to see if they are viable. Then once we know that they are viable we will expand and try and have mobile units in most cities, but also in places of interest – music festivals, concerts and sporting events and football grounds. 
Identifying Target Customers 
It is anticipated that that the target customers for the mobile unit will be both males and females and people who are aged between under 16’s and above 65’s . I have chosen such a wide target because chocolate and chocolate related products appeal to everyone, because people young and old, male and female like chocolate products. It is also aimed at people who are in city centres and places of interest because these are the places where the mobile unit will be stationed. 
Identifying my Unique Selling Point
It is anticipated that the unique selling point (USP) for the mobile unit will be that it is the only product like this, there are other mobile units which sell a range of products, for example ice cream vans sell all sorts of ice creams, sweets and drinks from different brands, this mobile unit will only sell chocolate products from the Cadbury’s range. This is not like any other mobile unit because no other mobile unit sells food and drinks from the same brand in the same place. It will also be unique because it is the only mobile unit which only sells chocolate and chocolate related products. As this is a very unique product it would help Cadbury’s to get ahead or stay ahead of their competition, if it was successful. Another reason why it is unique is because it is a product which has such a broad target market, this is a unique selling point because not many products have a wide target market, products normally has a specific target market like for example teenage, girls. This large target market is able to help Cadbury’s because it will help the business to increase its sales, as there should be a product which is suitable to everyone, therefore this should help to increase sales because more people will be able to find a product which they will like, so by increasing the sales there should be more profit for Cadbury’s.	Comment by DGSC: AO3
Primary and Secondary Data and How it Will be Used
To research and get new ideas for my product, I will use both primary and secondary information. Primary data is data which is new and you collect from outside the business. This is why it is called primary data, because the business finds it is specific and it is also carried out by the business. There are a number of different methods which can be used when collecting primary data are they are: questionnaires, surveys, focus groups and observations. I will carry out my primary data, by asking around twenty people in five cities (London, Manchester, Birmingham, Newcastle and Bristol) and I will have the questionnaire online so I am able to ask more people to fill it in. Overall I will ask one hundred people to fill in the questionnaire. Once all of the questionnaires has been filled in I will collate the data, to find out what my target market want from my product. My questionnaire is shown in Appendix 1.  I am able to ask people from these five cities because I have friends and relatives who live in these cities, and I am able to ask to ask them to fill in my questionnaire and also ask them to ask people they know to fill in the questionnaire. So this means I am able to get a range of views from around the country from people who are in my target market.  I asked 100 people to fill in my questionnaire, which I will use to find out the views of my target market. 	Comment by DGSC: AO3 MB3
I am also going to use secondary data, secondary data is data which has already been collect, either by internal or external sources and published by them. I will use secondary data from: KPMG, Department for Business Innovation and Skills (BIS) and the Guardian. From these sources I will try and find out: where the consumer are buying, global chocolate retail market value, high performance and sales in coffee shops and is there a market for the mobile unit. This secondary data will help me to find out if there will be a market for my mobile unit and if there is will it be successful within that market. I will also find out about chocolate sales, to see the value of the market but also to see where people are buying chocolate, this will help to find out where people are buying chocolate and try and use that information to help use when placing the mobile unit. My secondary data is in appendix 2. The secondary sources which I used are:  KPMG reports, BIS- Department for Business Innovation and Skills, mobilecatering.com, The Telegraph, BBC Business News and The Guardian.	Comment by DGSC: AO3 MB3
· http://www.kpmg.com/CH/en/Library/Articles-Publications/Documents/Sectors/pub-20120613-chocolate-of-tomorrow-en.pdf 
· https://www.gov.uk/government/uploads/system/uploads/attachment_data/file/31823/11-1402-understanding-high-street-performance.pdf 
· http://www.guardian.co.uk/business/2012/dec/11/costa-coffee-sales-starbucks
· http://www.guardian.co.uk/commentisfree/2012/apr/03/pret-a-manger-success
· www.mobilecateringuk.co.uk/how-to-start-up-mobile-catering-business.htm 
· http://www.telegraph.co.uk/finance/newsbysector/retailandconsumer/6359991/Cadbury-reveals-profit-margins-and-sales-growth-are-on-track.html
· http://www.bbc.co.uk/news/business-12427830 
· http://www.guardian.co.uk/news/datablog/2013/jan/30/university-applications-subjects-age-gender-country 
I will also get data from:
Focus groups – So I am able to get more data on what people think about the mobile unit and also on the four P’s.
SWOT and PEST analysis– I will do both a SWOT and PEST analysis on the mobile unit, so I am able to find it’s: strengths, weaknesses, opportunities, threats, political, economical, social and technological threats and benefits. 
Questionnaire graphs – Along with my questionnaire I will collate the data and make graphs on the data and find out more about each question and what people in my target market want.
Market Research Plan
	Objective of research
	Method to achieve objective
	Timescale

	Identify the potential consumers and their requirements
	Questionnaire/Online survey 
	1—2 Weeks 

	Identify sources of information primary and secondary
	Wider reading into marketing research techniques – use of internet search engines and reports to find data
Secondary sources listed below*
Questionnaire listed in appendix1
	2 -3 Weeks

	Decide which research method to use to collect information
	Investigate different marketing research tools
	1 Week 



*
· http://www.kpmg.com/CH/en/Library/Articles-Publications/Documents/Sectors/pub-20120613-chocolate-of-tomorrow-en.pdf 
· https://www.gov.uk/government/uploads/system/uploads/attachment_data/file/31823/11-1402-understanding-high-street-performance.pdf 
· http://www.guardian.co.uk/business/2012/dec/11/costa-coffee-sales-starbucks
· http://www.guardian.co.uk/commentisfree/2012/apr/03/pret-a-manger-success
· www.mobilecateringuk.co.uk/how-to-start-up-mobile-catering-business.htm 
· http://www.telegraph.co.uk/finance/newsbysector/retailandconsumer/6359991/Cadbury-reveals-profit-margins-and-sales-growth-are-on-track.html
· http://www.bbc.co.uk/news/business-12427830 
· http://www.guardian.co.uk/news/datablog/2013/jan/30/university-applications-subjects-age-gender-country



Appendix 1 – Focus Group Questionnaire 
 The Cadbury’s mobile unit
How would you like the mobile unit to look?
            Funky fun               Café culture               Informative (with products and prices)
What colours would you like the mobile unit to be?
__________________________________________________________________________________
What would you like to have as part of the Cadbury’s range in the mobile unit (can tick more than one)?
 (
Desserts
)             Chocolate bars                Ice cream                  Cold drinks                  Hot drinks               Chocolate 
What products do you want in the mobile unit, (from the ranges that you have picked)?
__________________________________________________________________________________
How much would you pay for a Cadbury’s chocolate bar?
             50p                 60p                70p                80p	  90p               £1                £1.10              
             £1.20              £1.30              £1.40                £1.50
Would you like all the products to be available all year long or just for a set amount of time (ice cream just in the summer)?
             All year               Seasonal                Half a year
Where you would like the mobile unit to be stationed (can tick more than one)?
            South-East England                South-West England               North-East England 
             North-West England             Scotland              Wales              Northern Ireland 
Where would you like the mobile unit to be stationed, which cites (within region you have chosen)?
__________________________________________________________________________________
Which events and places of interest would you like the mobile unit to go to (can tick more than one)?
            Festivals              Concerts             Sports games/events             children’s days out/events 
Would you like to have tables and chairs to sit on in the summer? Or all year round?
             Yes               No                All year


How/where would you have the mobile unit advertised (can tick more than one)?
             TV               Offers               Posters                Billboards              Leaflets 
What opening and closing times would you want for the mobile unit? 
__________________________________________________________________________________
How much would you pay for a hot drink (tick one price for each column)?
	Price 
	Hot chocolate 
	Coffee 
	Tea 

	90p
	
	
	

	£1.00
	
	
	

	£1.10
	
	
	

	£1.20
	
	
	

	£1.30
	
	
	

	£1.40
	
	
	

	£1.50
	
	
	

	£1.60
	
	
	

	£1.70
	
	
	

	£1.80
	
	
	

	£1.90
	
	
	

	£2.00
	
	
	



What type of coffee will you want within the coffee range?
           Normal coffee              Mocha              Cappuccino              Espresso               Latte 
Would you like things like marshmallows, cream and topping chocolate, as extras with your hot drink?  
           No               Yes
If yes, what would you like? (Can tick more than one)
           Marshmallows                Cream              Topping chocolate   
Other: ____________________________________________________________________________

How old are you?
          Under 16              17-25              26-45              46-65              65+
What group do you fit in?
          Under 16              Student              Mature student               Young professional 
          Professional (single)              Professional (married)               Professional (married with kids)
          Retired 
Why would you use the mobile unit?
          Everyday treat              Weekly treat              To cheer yourself up             
          Everyday use/lunch/snack/refreshment
Would you use the mobile unit if there was one?
           Yes              No	Comment by DGSC: AO3
















Primary Research Findings – Questionnaire results
For my primary research I created a questionnaire/survey which I handed out to a focus group which was aged from under 16s to 65+, my focus group is so big in terms of the age range because the mobile unit is going to be accessible to all ages and to everyone. So I asked 100 people out of my target market to be in my focus group and to fill in and complete my questionnaire. These are the conclusions that I have been able to make from the data that I have received from my target market. I have been able to put my data into charts and graphs and also draw conclusions from them.







This pie chart shows that the mode is Funky Fun because it has 50% of the target markets votes so this shows that people would want a colourful funky looking mobile unit, which also has a fun look about it. Whereas only 10% of my targeted market wanted the informative (with the prices and products) look for the mobile unit, so this was the least common style for the mobile unit. Also only 40% wanted a cafe culture mobile unit, so this is the middle value and style for the mobile unit. So because 50% of my targeted market wants a funky fun mobile unit the mobile unit will be styled in a funky fun way.  	Comment by DGSC: AO3 MB3

This pie chart shows that that people want the mobile unit to be in the colours of purple and white, as this was the modal value with 20% unlike the other colours. 	Comment by DGSC: AO3 MB3
Red, gold and ‘they don’t mind’ what the colour of the mobile unit is, where the least popular answers as they each received 10% of the votes from my target market.. The second popular colours are: purple and the Cadbury’s colours (purple and cream), I know they are second popular because both of them got 20% each. The colours of the mobile unit will be purple and white; I have chosen these colours because these are the colours which my target market liked the most. This will also make the mobile unit more recognisable as the purple will be the Cadbury’s purple and the cream is close to the Cadbury’s white, so people will be able to tell who owns the mobile unit because they are able to recognise the colours. So it will be easier to spot which should increase the number of people who use the mobile unit. 

This information shows that majority of the target market, which I asked wanted chocolate bars to appear as part of the range which goes onto the mobile unit; I know this because it is the most common answer which means it is the mode. People also wanted ice cream and hot drinks to appear on the mobile unit, these two types of products were the second most popular products. Whereas only a small amount of people wanted to have chocolate desserts to appear mobile unit, this is compared to the results of the other products, so this means that chocolate desserts are the least popular product for the mobile unit. As chocolate bars are the most popular products, they will appear on the mobile unit but they will be the main product on the mobile because they are the most popular product. 	Comment by DGSC: AO3 MB3

The below pie chart shows which products my target market want in the mobile unit the modal products are: flakes, buttons, hot chocolate and chocolate ice cream. I know this because they are the most common products, out of the ones which are listed. The least common answers are: interesting ice cream flavours and coke this is because they both only received 10% each. So from these results I will include: flakes, buttons, hot chocolate and chocolate ice cream on them mobile unit because these were the most popular answers on the questionnaire. 


The above pie chart shows that, people would not be willing to pay either: 90p, £1.10, £1.20, £1.30, £1.40 or £1.50 for a Cadbury’s chocolate bar. But people in my target market would be willing to pay either: 50p, 60p, 70p, 80p or £1.00. The mode and median value is 60p because this is the most common prices as 40% of my target market said that they would pay 60p for a chocolate bar on the mobile unit. So because of this the average price of a chocolate bar on the mobile unit will be 60p.

The pie chart above shows that my target wants the products to be sold all year long. This is shown as the mode and median value as it received 80% of my target markets votes. So it was the most popular answer and because of this the products which are on the mobile will be on the mobile all year round and not seasonal or for half a year. No-one wants the products on the mobile unit for only half a year and only 20% of my target market want the products on the mobile unit to be seasonal. The products on the mobile unit will be available all year, but they will not be on the mobile unit for half a year or seasonal.

The above bar chart shows that out of all the people that filled in my questionnaire, the majority people wanted the mobile unit to be stationed in the South-East of England. The South-East of England is the mode region because it was the most common choice. The North-East of England was the second most popular region for the mobile unit to be stationed. There were two regions which were the least popular for the mobile unit to be stationed and the regions are Scotland and Wales, I know this because they received the least amount of votes. So the mobile unit will be stationed in the South-East of England, when the van first starts out, then we when it is time we will expand out to the North-East of England because it is the second most popular region. 	Comment by DGSC: AO3 MB3

The above bar chart shows where my focus group would like the mobile unit will be stationed in relation to cities, they have chosen a city out of the regions which they selected. The majority of my target market wants the mobile unit to be stationed in London, in the South-East of England. London is the mode city out of all the cities because it is the city, which is the most frequently occurring response. As a result of this the mobile unit will be stationed in London in the South-East of England. The second most popular city where my target market wanted the mobile unit to be stationed is Durham, which is in the North-East of England. So when we are ready to expand we will station mobile units in Durham and the North-East of England. There were five options which were the least popular and they were: York, Middlesbrough, Leeds, Sunderland and football grounds. 






 


This pie chart shows that majority of people in my target market want the mobile unit to go to festivals, out of all the places of interest; I know this because 40% of my target market wanted the mobile unit to go to festivals. This also means that festivals are the mode of the pie chart because they are the most frequent occurring response.  But the least common place of interest was sports games and event I know this because it only received 10% of my target markets votes. The second most occurring response was concerts as they received 30% of my target markets votes, so these results show that there is a market out there for my service and it will work because there is an interest out there for the mobile unit, as people do want the mobile unit to go to the places of interest, which are places where a lot of people go. But the mobile units will be stationed at festivals because this is the most common answer and the majority of my target market will attend festivals and they will use the mobile unit for chocolate. 

The pie chart above shows that majority of people (70% of my target market) want to have table and chairs outside the mobile unit, to sit on and use all year long and not just for the summer or not at all. So as a result of this ‘all year’ is the mode of the pie chart because it is the most occurring answer, with 70%. Only 10% of my target market did not want to have tables and chairs outside the mobile unit.  Also only 20% of my target market wanted to have the tables and chairs for the summer.  So as result of these results there will be tables and chairs outside the mobile units all year as that is what my target market wanted. 

You are able to see from the table above, that the mode of this question is television because it was the most reoccurring response as it received, 40% of my target markets votes. The second most popular options were offers and leaflet as they both received 20% each. However, posters and billboards only 10% of the target markets votes. So as a result of these results the mobile unit will be advertised on the television but they will also be advertised through offers and leaflets as we will have to get the word out there about the mobile unit and make sure that a lot of people know about it so we will have to have a few methods of advertising to make sure that a lot of people know about the mobile units and where they will be stationed. 	Comment by DGSC: AO3 MB3

The pie chart above shows, that the most occurring repose is 8am-6pm with 20% of my target markets votes. This makes 8am-6pm the mode of time of this pie chart because it is the most common time. Whereas the other opening and closing times which are listed on the above pie chart, only received 10% of my focus group votes each. So this shows that the majority of the people in my focus group want the opening and closing times of the mobile unit to be 8am-6pm. So as a result of this data the mobile unit will open and close at 8am-6pm, as this is the most popular opening and closing time.

The pie chart below, shows that no-one in my focus group would be willing to pay: £1.40, £1.60, £1.70, £1.80, £1.90 and £2.00 for a hot chocolate, I know this because these options did not receive any votes from my target market and they all received 0%. There are three options which received 10% each and they are 90p, £1.30 and £1.50. Also £1.10 and £1.20 received 20% of the votes each and they are the second most popular price for a hot chocolate. The most popular price for a hot chocolate was £1.00, as it received the majority of the votes from my target market. £1.00 is the modal price for a hot chocolate as it is the price which is the most occurring. So the hot chocolates on the mobile unit will be priced at £1.00 because it is the most popular price with my target market.	Comment by DGSC: AO3 MB3
The diagram below tells us that: my target market would not be willing to pay £1.40 or above for a cup of tea. I know this because no-one in my target market voted for any of these prices and they all received 0%. The range of the price is: this is because people would be willing to pay £1.10 and £1.30 for a tea, I know this because they each only received 10% of my target markets votes. The most popular and reoccurring price is £1.00, this because 40% of my target market voted for this price. So this means that £1.00 is the mode price because it is the most common answer. The price of a cup of tea on the mobile unit will be £1.00 because this is the price which the majority of my target market are willing to pay.	Comment by DGSC: AO3 MB3
 









The below pie chart shows, that the majority of my target market would be willing to pay £1.10 for a coffee off my mobile unit. This is shown as 30% of my target market would pay £1.10 for a coffee. This also shows that £1.10 is the mode price because it is the price which is the most common. No-one in my target market would be willing to pay £1.60 or above for a coffee. The second most popular price would be either 90p or £1.20 as these prices both received 20% of the votes from my target market. After them prices the third most common prices are: £1.00, £1.30, £1.50, which all received 10% of the votes from my target market. So the data shows that my target market would be willing to pay £1.10 for a coffee off the Cadbury’s mobile unit. 




















The above pie chart shows that the two most popular types of coffee are normal coffee and latte as they each received 25.7% of the votes from my target market. So both normal coffee and latte are the mode coffees because they are the most frequent reoccurring types of coffee. As a result of them being the most popular types of coffee, they will be the main coffee on the mobile unit. The type of coffee which received the least amount of votes was mocha meaning it is the last favourite type of coffee and will not be on the mobile unit or it might be on the mobile unit sometimes, so people will only be able to buy it at certain times, but customers will still be able to buy other types of coffee. Espresso and cappuccino both received 17.1% of the votes each from the target market, these will also appear on the mobile unit, and this is so people will have a choice of what type of coffee they would like to have.








The above pie chart shows which toppings my target market would like with their hot drinks. 40% of my market target said they would not like to have any topping with their hot drinks. However 60% of my target market said that they would like to have toppings with their hot drinks and the majority of my target market wants to have to have toppings with their hot drinks. So there will be a choice to have topping on your hot drinks, this is because the majority of my target market wanted to have toppings with their hot drinks. This also shows that having topping with hot drinks is the mode of the pie chart because this is the most common response. 	Comment by DGSC: AO3 MB3
The pie chart above is an extension of the pervious pie chart. The previous pie chart shows that 60% of my target market wants to have toppings for their hot drinks, so I have extend on that question and asked my target market which toppings they would they like, out of: marshmallows, cream, topping chocolate or other topping and no-one in my target market wanted any other toppings with their hot drinks. The most popular toppings which got the majority of the votes are cream and topping chocolate this is because they both received 40% of my target markets votes. It also shows that they are the mode of the topping because they are the most frequent occurring options. Marshmallows received 20% of the votes from my target market. 








This pie chart shows that when I carried out this questionnaire with my target market, I got an even cross section of my target market which ranges from people aged under 16’s to 65 year olds and above, I know this because each group of my target market received 20% of the votes. As a result of this it shows that getting a cross section of my target market which are carrying out my questionnaire, so I am getting a full view of everyone’s opinion on the mobile units, and opinions from all ages from under 16’s,26 to 45 year olds and 65 year olds and above. This show that the mode of this pie chart is every age group because they all received the same amount of votes, 20%.
[image: ]








This pie chart is a follow up from the previous pie chart; I have followed it up because I wanted to know which category people who filled in my questionnaire are in. I wanted to know this so I would be able to have an idea of what type of people would use the mobile unit. The above pie chart shows that there was someone in every category who filled in my questionnaire. The pie chart shows that: under 16’s, young professional and retried made up the most of my target market that filled in this questionnaire because each category received 20% of my target markets votes. Therefore they are also the mode of the pie chart because they were the most popular answers. The pie chart also shows that: student, mature student, professional (single), professional (married) and professional (married with kids), each received 10% of my target markets votes. So this shows that there is someone from my target market who fits into each category on the pie chart. This is also good because it helps to give me a wide range of opinions on the mobile unit, from different people who are different ages and from different backgrounds and jobs, from a student to a professional to someone who is retired.	Comment by DGSC: AO3 MB3
[image: ]
This pie chart shows the reason why people in my target market would use the mobile unit and the majority of people (40% of my target market) said they would use it for an everyday treat, so this shows that my service will be popular and it will work as most people want to use the mobile unit every day to get a treat for themselves. Also this is the mode of the pie chart because it is the category which is the most frequent. The second most popular reason, with 30% of my target markets votes, is that people would also use it every day/lunch/snack/refreshment; this also proves that my service would be successful because people would want to use it every day or regular because they either wanted a treat, snack or for something to go with what they are eating. The least popular reason with 10% of the votes was to cheer themselves up. So this tells us that people will not want to buy products from the mobile unit to cheer themselves up. Then the other option was a weekly treat and it received 20% of the target markets votes. So overall this shows that people would rather use the mobile unit every day than once a week or when you want cheering up, so this proves that the mobile unit will work and be successful because there will be customer who want to use it regularly.

The above pie chart asks the people who answer my questionnaire if they would use the mobile unit if there was one and the mode of the bar chart is yes because it is the most occurring response. It is the most popular answer because it received 80% of my target markets votes. So this shows that the mobile unit will be successful, but there is 20% of my target market which said they would not use the mobile unit if there is one. But it shows even through there is a high number of people who would use the mobile unit there will be a small number of people who would not use the mobile units. 	Comment by DGSC: AO3 MB3







Appendix 2 - Secondary Research – 
www.mobilecateringuk.co.uk/how-to-start-up-mobile-catering-business.htm 
[image: ]
The above information provides the relevant advice and steps of on how to set up a mobile catering business and the steps you have to take to ensure a successful running mobile food unit.
KPMG 
[image: ]I got the below data from http://www.kpmg.com/CH/en/Library/Articles-Publications/Documents/Sectors/pub-20120613-chocolate-of-tomorrow-en.pdf 










[image: ]The print screen information above reveals that, people are now buying chocolate as an everyday product instead of an impulse buy. Now convenience is become a large driver for the consumer as they want to be able to go and get a chocolate bar or bars from the shops. But poorer shoppers it is becoming more important to be able to buy single bars of chocolate like a grab and go. We know this because sales of tablet bars are growing, as the sales have grown 37% in the UK last year.  Plus there is a big desire for convenience mainly in the Western markets.  This suggests that there is a potential market for the mobile unit  - there is a desire for convenience and this unit would certainly provide this.	Comment by DGSC: AO3 MB3 – direct link to marketing proposal

This is evident that the chocolate market is constantly expanding as it is recession proof; as people may cut down on luxury items they are still willing to buy less costly luxury items, like chocolate.  This suggest that it is a safe bet to launch a new chocolate service as the demand for chocolate should be relatively stable.
It is justification for actually launching a new mobile unit, the chocolate market is buoyant and it can be considered as a comfort good, when consumers are unable to afford more expensive luxuries they will still opt for chocolate. This evidence suggests that there is scope for expanding, into mobile chocolate units, in areas where there is a high footfall. 
It can be seen from the bar chart above, there has been a steady increase in the last decade in the retail value of the chocolate market. In terms of an organisation like Cadburys investing further and diversify into mobile units, they should see a return in their investments.
This evidence shows that if Cadburys when into mobile units, that it would be a popular service as there is a market for people buying off theses non-stores and the chocolate market is recession proof and people may be cutting down on luxury items but they are still willing to pay less for them. So if Cadburys did go ahead with the mobile units there would be a market for them and then they will be able to get a return in their investments, with the chocolate market being recession proof.	Comment by DGSC: AO3 MB3
BIS- Department for Business Innovation and Skills - Understanding high street performance -December 2011 - A report prepared by Genecon LLP and Partners 
https://www.gov.uk/government/uploads/system/uploads/attachment_data/file/31823/11-1402-understanding-high-street-performance.pdf 
[image: ]
This shows us that there has been a large rise in the number food and beverage/catering outlets in the town centres since 1998 and we know this because it has risen 83.3% since 1998 to 2010. So this shows us that there will be a market for the Cadbury’s mobile units to go into as there is a rise in the number of food and beverage outlets in town centre, so there will be a demand for them and because they are mobile they are able to move around and relocate to areas where the demand is higher. 	Comment by DGSC: AO3 MB3
The Guardian – Sales of Costa Coffee
http://www.guardian.co.uk/business/2012/dec/11/costa-coffee-sales-starbucks
[image: ]
This article tells us that Costa sales had an increase of 7.1% in the last three months (three months would be October, November and December 2012 as the report was written in December 2012) and the increase in their sales was down to a backlash of protests and boycotts against Starbucks because of the US chain's controversial tax arrangements. So this shows that there would be a market for the Cadbury’s mobile units because coffee shops are doing well and seeing a rise in their sales figures even if it is just off controversy off other coffee shops. If within the marketing proposal coffee is definitely offered – the above is evidence to suggest there will definitely be a demand for it. 	Comment by DGSC: AO3 MB3
The Guardian – Pret a Manger's success is deserved 
http://www.guardian.co.uk/commentisfree/2012/apr/03/pret-a-manger-success 
[image: ]
The above article shows that the store Pret a Mangers has had success because they are planning to create 550 jobs and also open up 44 new branches. This is good news coming from an industry which not doing well because of the pasty tax. It also shows that Pret a Mangers has seen a rise in their sales as they have had an increase of 15% in 2011 and their profit has also risen by 14% to £52.4m. But this shows that even though most high street shops, cafes and restaurants are struggling there still is a market for high street shops and services on the high street, like my mobile unit. 
The Telegraph 
http://www.telegraph.co.uk/finance/newsbysector/retailandconsumer/6359991/Cadbury-reveals-profit-margins-and-sales-growth-are-on-track.html
The below screenshot shows that in October of 2009, shows that Cadbury’s profit margin increased in July of that year and they had forecast that they will have a growth from 80 to 100 points in 2009. But they should still struggle because of the slower sales of chocolate within the UK. But Cadbury’s will be using pricing promotions to help boost the sales of their products so that they would be able to increase their profit margins. 
So this show that in 2009 even though chocolate had slow sales Cadbury’s was still selling chocolate and making a profit because they were using pricing promotions, which would help to boost their sales. So this shows that Cadbury’s a successful business which is still successful even when chocolate sales are slow. So it is a business with continuous sales and custom. This is why I have chosen Cadbury’s because it is a strong business. From looking at this research it suggests it might be time for Cadbury’s to consider a new product because their profits are high and increasing. This tells us it is a stable organisation in the terms of sales and brand loyalty. Which means that is it a good time to consider launching a new product like the mobile unit.	Comment by DGSC: AO3 MB3
[image: ]
BBC Business News 
http://www.bbc.co.uk/news/business-12427830 
[image: ]

The above article shows that in February of 2011, Kraft Food’s profits had been hit by Cadbury’s costs. Even though Cadbury’s was taken over by Kraft helped boost their sales by 30%, Kraft’s net profit had fell in the fourth quarter and they fell by 24%, because of the costs of joining the businesses in the UK. In response to this Kraft said that they would be increasing the prices to cover the rising costs.  This is also due to the rising costs of ingredients including corn, sugar and cocoa, which are main ingredients when making chocolate and chocolate products. 
As Cadburys and Kraft Foods have taken a loss in their net profit, it might be time for Cadbury’s to launch a new product like the mobile unit in order to boost the sales of their products.  But this also could be too risky at this time to launch a new profit because they might not have the funds to cover the costs of the mobile unit, which will include things like: creation, development, primary research and advertising of the new product. But with the mobile unit there will be continual cost which need to be covered as more staff will need to be employed and maintenance costs and costs of petrol or diesel.  It will be important when considering launching such a venture to ensure that costs are adequately covered.  This will require appropriate liaison with the R&D department and production to ensure that the most efficient production methods are used to cover costs. 	Comment by DGSC: AO3 MB3
The Guardian
 http://www.guardian.co.uk/news/datablog/2013/jan/30/university-applications-subjects-age-gender-country 
[image: ]
The bar chart above shows the number of UCAS applications from 2008 to 2013. The bar chart shows that from 2008 to 2011 each year there was an increase in the number of UCAS applications each year. But in 2012 the number of applications dropped from 583,546 to 540,073. But then in 2013 the number of UCAS applications rose once again. Therefore this shows there is a rising number of UCAS application, which will result in a high number of university students. This is good for the mobile unit because will might be able to tap into their market which can be considered to be a niche market. Students will also be attracted to the mobile unit because of the low selling prices of the products on the mobile unit.  As the student market generally increases it could be considered that the demand for the mobile unit could increase.  University campuses are a viable option for this service.  	Comment by DGSC: AO3 MB3



SWOT and PEST Analysis of the Cadbury’s Mobile Unit 
I have carried out both a SWOT and a PEST analysis, I have done this so firstly I am able to find out the: strengths, weaknesses, opportunities and threats of and to the mobile unit. But also so I am able to find out: political, economical, social and technological factors which could affect the mobile unit. 
SWOT Analysis
The strengths  of the mobile unit are: that it will sell all or most of the products in the Cadburys range, so this will give people more choice what they are buy, so this should attract more people to the mobile units as there will be a range of chocolate products which they are able to choose from. The mobile units will also be easily accessed this is because they will be situated in the market places of cities and town centres and they will also be in places of interest, music festivals and sports events, so as a result of this a lot of people will be able to access the mobile units. So this will mean the mobile units will get more custom because they will be placed in areas where there is a large footfall which would therefore mean people would be interested in the mobile unit, so it would encourage more people to have a look and even buy something from the mobile unit. Another strength would be that the mobile unit sells a range of products, not just one type of product like just a chocolate bar, it will sell things like: chocolate bars, chocolate bars, ice creams and hot and cold drinks, so people will have a lot more choice because they do not just sell one type of product they will be selling a range of different products. So this will help draw customers in because they do have to pick one type of product they get to pick out of a range of products, so they don’t have to stick to the same type of products all the time. The mobile unit stands out this is because it will be a bright Cadbury’s purple, so this will help people recognise what the mobile unit is for because people know that Cadbury’s main colour is purple because it is the main colour on its logo. But it will also stand out from all the other types of take-away or ice-cream vans because it is one bright colour and as it stands out more and catches people’s eyes so this mean that they will be interested to see what the mobile unit is and what it sells. Even though the mobile unit is bright purple to catch people’s eyes the mobile unit will also have the Cadbury’s logo on the sides of the mobile unit, this is so people can easily recognise who it is and what they sell. Also Cadburys name within the UK is a household name this is because it is one of the most successful chocolate ranges in the UK. So as a result of this people will know that it is a name which they can trust, but also because they know the Cadburys and what it sells, they might be interested in buying products from the mobile unit because they are able to trust them and their products.  Cadbury’s is still a highly successful company with   ‘Cadbury's share of the UK chocolate market has slid by 1.4 percentage points to 34.1% but it remains the largest player’, www.guardian.co.uk, June 2008.  We can see from the above quote taken from the Guardian that in the last few years they have still the largest market share within the chocolate market.  This is of significance because it suggests that there is continued brand loyalty and this means customers will buy products from them.  A strength therefore for the launch of this new service has to be the solidity of the Cadbury’s brand.  Customers will buy from them and this is going to give the mobile unit a good basis for success. The mobile unit is targeted to everyone, both young and old, this is because all of Cadbury’s products are suited to everyone and there is a product for everyone because Cadbury’s has such a big range of products. So they sell things like small to large chocolate bars, hot and cold drinks, chocolate desserts and ice creams, so a result of this people should be able to find a product will they would like to buy from the mobile unit. Another strength would be that there are product already on the market which customer love and trust, so this mean I should be going into a readymade market as the products are pre-existing with an already set up customer base. This is because the majority of people around the UK are familiar with Cadbury’s and familiar with the products which they sell. ‘ Britain's favourite chocolate maker said sales of Cadbury Dairy Milk and Creme Eggs - including the 'phenomenally successful' in the launch of the conversion of the Creme Egg into a chocolate bar – Twisted. It has seen sales in Cadbury's main UK products rise by more than 10%’. www.thisismoney.co.uk. We can see from the above quote taken from this is money, again as of June 2008, that Cadbury’s sales have been buoyant and in the last few years have continued to rise.  The simple favourites continue to generate sales for them and within the new mobile unit there will be favourites which will be on offer and this will appeal to the customers.  There is substantial evidence from this data and the primary research done to suggest that there will be some success within this mobile unit.  
	Comment by DGSC: AO3, MB3, 
The weaknesses of the mobile unit are: that it will only sell Cadbury’s products, it will not sell other chocolate products from different ranges and some people will not like the products within the Cadbury’s range, so we are limiting ourselves to in the terms of some customers, because some people will not like the Cadbury’s products or some people would prefer to have other chocolate ranges like Galaxy.  So these people would be unlikely to buy products from the mobile unit. Some consumers do not have an interest in chocolate so the target market will always be somewhat limited to those who do.  This will restrict sales – but it will in no way restrict the sales more than Cadbury’s sales are restricted anyway to those consumers with an interest in chocolate.  Further evidence exists to suggest consumers are becoming more health conscious.  Evidence taken from www.foodnavigator.com (2007) suggests that the Food Standards Agency research is proving that more and more people are aware of their 5 a day requirement.  Continuing trends in health awareness could have an impact on the nature of the product which will be offered in the mobile unit.  There will also be financial implications involved when offering this service, because this is more than just a product because it is a service which includes a lot of existing products. The financial implications which we will see are when the mobile units will have to be paid for and also maintained, livery will have to be paid for and drivers who are able to sell products will have to be trained and paid. But if we were launching products to sell alone in the market place it would not have the same cost impactions as for the mobile unit there are more components which have to be paid for unlike a stand-alone product.  A weakness might be that this is a new product for Cadbury’s which is going into a new market and we don’t know how people would react to the mobile unit. So this would be a weakness because Cadbury’s is not known for this type of product, so this could result in its success being limited.	Comment by DGSC: AO3, MB3, 
The opportunities the mobile unit would have are: that we would be able to expand and we could expand either with more mobile units or by having a mobile unit in all major cities in England and then expand to have a mobile unit in all major cities in the UK. So once the mobile units are set up in London as that is where we are setting the mobile units up at then once they are successful, we should look at getting more mobile units within London and then places of interest as this would show us if there is interest in the mobile units outside of London and in big events, like music festivals. So all of this would show it more mobile units would be viable and it would show us if there is interest in the mobile units outside of London. So it would help us when expanding both with more units and into the major cities both in England and throughout the UK. Also by having more mobile units, it would mean we could have some mobile units, where their purpose would be to go to the places of interest, like music festivals and sporting events. Another opportunity would be to try and make the mobile units bigger in size; this is so they are able to supply more products, which would mean the mobile units are able to offer more products in the Cadbury’s range. But it could also mean that the mobile units could offer different types of products, like hot food like: Panini’s, soups and hot sandwiches. There could be an opportunity for the mobile to provide healthy options to the consumers; this is because there are increasing numbers of people who are and are becoming health conscious, so if we provide healthy options then well be catering for a new market – the health conscious.  
There might be some threats which would affect the mobile unit and they might be: the existing mobile units, take-away vans and ice cream vans because they are already set up, selling products and being successful. So it could be hard to set up the mobile units when there are already set up vans as competition. Also people might just go with what they trust and use the existing mobile units/vans instead of the Cadbury’s mobile unit because it is something new. The existing take away vans and mobile units already have a set up range of products, which might include some of the Cadbury’s products and their product range is already successful. Then people won’t want to go to one mobile unit/van for one product then go to another mobile unit for a product which you can get at another mobile unit which will sell other products outside the Cadbury’s range. So this could be more competition for the mobile units, which will affect the sales of the Cadbury’s mobile unit. Also other mobile units and vans could be selling a larger range of products, which could include hot and cold food, unlike the Cadbury’s mobile unit which only sells cold food. So people might prefer to go to a mobile unit which sells a bigger range of product not just chocolate related products and hot drinks and they also might want some food which is hot, and not cold. So this will make people go to the competitions mobile units and vans because the Cadbury’s mobile unit only sells chocolate related products, hot drinks and cold food, unlike other mobile units and vans. There could be intense competition from Mars because they have bought Wrigley’s for $23bn - £11.70bn in April. www.guardian.co.uk. This could be a potential threat and there could also be other potential threats from other chocolate companies because they could have the potential to steal some of the markets share off Cadbury’s.  	Comment by DGSC: AO3, MB3, 
PEST Analysis 
There are political factors which could affect the mobile unit and they are: government policies. The government have set up a number of health schemes and campaigns to try and tackle the obesity levels within the UK. An example of one of the government schemes which were set up to tackle obesity is the ‘change4life’ campaign. This campaign was set up to try and get families to be more active and exercise more and also to eat healthier.  So this could affect the mobile unit because more people will be trying to get healthier, either by choice or because they have to, so they will be cutting down on their consumption of things which are unhealthy like chocolate and chocolate related products. So this could affect the sales of the mobile unit and where the mobile unit sells because some places might be more health conscious than others.
The economical factor which could affect the mobile unit is: the recession. The UK has been in recession for one year and it is in a double dip recession. So this will result in people saving their money and cutting back on unnecessary items and products, like a daily chocolate bar or coffee. So as less people are buying these products there will be less demand for them because not as many people will want to be buying them if they don’t have to, because they want to save their money. Also people might make their own dinner and bring that into work or school, instead of going out every day and paying for an expensive sandwich where they could be making their own sandwich are home which would be a lot cheaper.
There also could be social factors which could affect the mobile unit and they are: people’s attitudes to food are changing. A lot more people are now health conscious, than ever before and as a result of this more and more people are going on diets or cutting down on food product which are unhealthy or are unnecessary, like chocolate products and chocolate related products. Then because of this there will be less demand for these products because less people will want to buy them, so this would reduce the sale of the Cadbury’s mobile unit and it might not make them viable as there will be no or little demand for chocolate and chocolate related products. Also another social factor is the number of people in the UK who are obese. At the moment in the UK there are a high number of people who are classed as obese.
[image: ]
(https://catalogue.ic.nhs.uk/publications/public-health/obesity/obes-phys-acti-diet-eng-2012/obes-phys-acti-diet-eng-2012-rep.pdf )
The chart above shows that the North East has the highest number of people who are classed as obese because their obesity prevalence is 13.1%. This in comparison to the South West who has the lowest prevalence at 9.9% is quite high. But this chart also shows that the whole of England has a problem with obesity levels. So this might affect the mobile unit because these people might start going on diets and cutting down on unhealthy food (e.g. chocolate and chocolate related products) this might cause the demand for chocolate and chocolate related products to decrease because less people will be buying them.  As a result of the rising number of people who are obese, doctors in Britain want to increase the price of sugary drinks, by a fifth they want to do this so they are able to help break a cycle of ‘generation after generation falling victim to obesity-related illnesses and death’. This is according to http://news.sky.com/story/1053472/fat-tax-on-sugary-drinks-urged-by-doctors . So this could affect the mobile unit because if it sells any sugary drinks they might have to increase their prices by a fifth. Then because of this it could put people off buying sugary drinks and therefore this would not be good for the mobile unit as they could be there sales drop and profits becoming reduced. 
Technological factors which could affect the mobile units are: the mobile units will be fitted with a chip and pin machine, so this gives the customers different options when paying for their products because some people like paying in cash and some people like paying on their card. It is also easier to pay with a card because you don’t have to have the right change as you money is on your card. But it will mean that people can pay with cash or debit or credit card, so this helps the customers as we are allowing them to have options when they are paying for their products.  This will also help bring people in as they might not have any cash to pay for a product so, this would mean that they would be able to buy the product which they want because they are able to pay for the product in another way, be it debit or credit card. Another factor would be that the mobile unit will be fitted with the correct storage; it will be fitted heated storage and coolers. The mobile units will have these so they food and drinks are stored correctly which means being kept at the right temperature whether it be hot or cold. So it ensures that the product will be safe for consumption. 	Comment by DGSC: AO3 MB3






















Distribution channel
The distribution channel which I should use is 
Retailer/Manufacture

Customer
I have chosen this distribution channel because it is the simplest one. It is the simple distribution channel in comparison with the two other distribution channel. This distribution channel is: the Cadbury’s mobile unit will supply and product the chocolate and chocolate related products, either displaying the already made products to the customer or making the hot drinks. Then these products are sold to the customers. There is no other work which has to be done, so the products go straight from the retailer/manufacture to the customer and it does not go to anyone else. It is just a two way channel.



















Conclusion and Justification of my Product and its Target Market
Product
For the mobile unit the existing products which are sold in the mobile unit, will be the same in terms of packaging, this is so people are able to recognise them easily and know what they are looking for, but also know what the products are straight away. For the mobile unit there will be no specific name because it is Cadbury’s mobile unit which provides people with chocolate products. But the outside of the mobile unit will be the Cadbury’s purple with the logo on both sides and on the back, this is so people are able to instantly recognise the business and what it sells. So this should help when drawing people into the mobile unit and buying the products.  On the mobile unit we will offer all or most of the Cadbury’s products, so this will mean that there should be a product which will suit everyone. This helps because I have chosen to have a broad target market for the mobile unit, ranging from under 16 to above 65, so if we supply all or most products it will mean everyone should be able to find a product which they like. Also on the mobile unit there will be a map which will show everyone where all the mobile units will be stationed but it will also show people which places of interest they will be at. These will be shown on a map of the UK and the cities which it will be stationed in will be highlighted with a marker, but the cities and places of interest will also be listed on the mobile unit, the map, markers and list of places will be shown on the back of the mobile unit. But there will also be tables and chairs outside of the mobile unit for the customers of the mobile unit and these will be used all year round. These are shown in my market research, so this shows this is what my target market wants from the mobile unit, as their decisions have lead to this design of the mobile unit and products which come with the mobile unit and products which products should be sold on the mobile unit.
Within my primary research, I have asked the question, ‘would you use the mobile unit if there was one, 80% of potential consumers questioned said they would use the mobile unit.  We can see that this is the overwhelming majority of those questioned and this gives some weight to the chance of success of the mobile unit.  This strong percentage shows that there clearly is an interest in the mobile unit which justifications the proposal for the mobile unit.  In terms of refining the service on offer if we look at the question, ‘what would you like to have as part of the Cadbury’s range in the unit?’ the majority of potential consumers said that they would want a wide range of chocolate bars.  As this is the majority of the potential it has assisted me in confirming that a large range of chocolate bars should be on offer and this decision is justified through my primary research.  From the secondary data obtained through www.guardian.co.uk, we can see that Cadbury’s still have the most market share for chocolate sales and this suggests that there will be a demand for the range of chocolate products and this adds weight to my decision to have this range within the mobile unit.  	Comment by DGSC: AO4 MB3
Place 
The mobile unit shall start off in London; it will start off here so we are able to see if they will work. Then if the mobile units do work and are successful, we will expand by getting more mobile units and try and get a mobile unit in each major city and place of interest. In the beginning when we are trialling them in London we will have them located in areas which attracts a lot of people and tourists. The places where they will be stationed are: Hyde Park, outside the O2 area, Kings Cross station, emirates stadium and Buckingham Palace. I have chosen these places because they attract a lot people both local people and tourists, so this will help in trialling the mobile units. 
From my primary research, I asked the question ‘where would you like the mobile unit to be stationed’ then I went on to list a number of regions where the mobile units could potential be stationed. The majority of people in my target market said that they wanted to be stationed in the South-East of England. Then I extended this question by asking ‘where would you like the mobile unit to be stationed, which cities?’ and from this question the majority of people said that they wanted the mobile unit to be stationed in London. So from the conclusions of this primary research, the mobile units will be stationed in London as this is where my target market wants the mobile units to be stationed.  	Comment by DGSC: AO4, MB2 (high)
Promotion
From looking at the results of my questionnaire, my target market wants the mobile unit to be advertised on the TV.  This is shown in the question which asks ‘how/where would you have the mobile unit advertised?’. From this question I found out that 40% of my potential customers wants to have the mobile unit adverted on the television and this is the majority of my target market which wanted the mobile unit to be advertised on the television. So as a result of this the mobile unit will be advertised on the television. I think this is a very effect promotion method because most people in the UK own a Television. The advertisements about the mobile unit, will be shown at prime time, this is because this is the time when most people watch the TV. So by having the advertisements at prime time more people will be able to see what the mobile unit is and what products it sells. So this will help to draw people into the mobile units because they will know what they are and what products it sells. 	Comment by DGSC: AO4, MB2
Price
The products which will be sold in the mobile unit will be sold at the normal price, as people are happy with the normal price of Cadbury’s products so they will stay the same. But there are some prices which I have decided to change because of my primary research. Chocolate bars will now cost 60p because my questionnaire shows that 40% of my target market wanted chocolate bar to cost 60p.  I have also decided to charge people £1.00 for a hot chocolate and this is justified because 30% of my target market are willing to pay this much and this 30% of is the majority of my target market. I will also charge £1.10 for a coffee on the mobile unit and I have justified this with the results of my questionnaire as the majority of people in my target market – 30% said they would pay £1.10 for a coffee off the mobile unit, which therefore shows that this price is justified. Lastly I will charge £1.00 for a tea and this is justified because 40%, which is the majority of my target market said that they would pay £1.00 for a tea. Therefore I have evidence to show that people are prepared to pay this price for a tea. I also have evidence which shows that my target market is willing to pay these prices which I have set. This evidence is in my questionnaire results. 
But there will be costs in setting up and make and modifying the mobile units so they are fir for purpose. This will include things like painting, tables, chairs, tills, drivers, and sales people. But the mobile unit will also have everyday costs which will include things like: the drivers and sales people’s wages and petrol or diesel. All of these costs will be a lot so it will mean that the mobile units should get up and running quickly so we are able to cover all of these costs and so we are able to cover the everyday costs.  There will also be more costs because of things like promotions as we want to promote the mobile units on the TV and TV advertisements cost more than other types of promotion methods.  It is essential to make sure that the price set above covers these costs so it will be necessary to do costing to ensure this.  	Comment by DGSC: AO4, MB3
Target market
I think that I have chosen the right target market because even though it is a broad target market, which is under 16’s to over 65’s and both male and females, it is the right target market because I was to station the mobile units in busy city centres and places of interest where all ages and all genders go. Also almost everyone likes a chocolate product whether it is a chocolate bar or a chocolate drink or ice cream. So by having a broad target market I am not just targeting one specific person, I am targeting everyone who likes chocolate and chocolate products, but also people who live, work and go to these busy cities. But also to people who go to places of interest, like: music concerts and festivals, sporting events and games (football stadiums). This is shown in my primary research, as I made sure that I had asked all ages so that I was able to get an opinion on the mobile unit from each age group, I did this so that I would be able to make the mobile unit would be suitable for all ages. This is shown in my questionnaire graphs because it shows that there was 20% for each age group and there were only five age groups to choose from, which covered age groups. I have also asked my target market ‘would you use the mobile unit if there was one?’ and the overwhelming majority said that they would use the mobile unit if there was one. This is shown in my questionnaire because 80% of the people who filed in my questionnaire said that they would the mobile unit and this question was asked to all ages in my target market. So this justifies my target market as the majority said that they would use the mobile unit. 	Comment by DGSC: AO4 MB3














Section 6 - Presentation Slides
Section 7 – Evaluation
How the objectives are likely to be Fulfilled 
My marketing objectives are able to be fulfilled because I am able to identify and address the needs of the consumer to ensure that the product/service which is provided is of quality and fulfils their taste requirements. I have done this through primary research by researching what the consumers need from the mobile unit and the products on the mobile unit. I have made sure that I have asked my target the necessary questions to ensure that the mobile unit is what they need but also want. I have also asked them about the products which will appear on the mobile unit so see what they think about them and which products they would like to see on the mobile unit. 
I am also aware of my competition and I have done this through my secondary research because I have researched how shops on the high street are doing in terms of sales and profit. But in my primary research I have made sure that I have asked my target market what they want from the mobile unit so that they will have a product/service which will be suited to them and their needs. Once the mobile unit is established, I will continue with the primary and secondary so I am able to track how the competition is doing and what I am able to do stay ahead of the competition. I will also continue to ask my target market what they think of the mobile unit and ask them is there any areas of mobile unit which they think need improving and by doing this I am able to stay ahead of the competition by making sure the mobile unit is constantly meeting the needs of the consumers.
I am able to fulfil objective, by introducing new, original ideas and being resourceful when seeing new ideas. I can fulfil this by constantly re-launching the mobile unit, but I will get these new and original ideas from primary research where I will be asking people in my target market, what they think about the mobile unit and how they think we can improve the mobile unit. Then from this research we are able to find out which areas of the mobile unit need improving and from this we will improve the mobile unit and re-launch it to make it better. But I will be able to seek new opportunities though secondary research because I am able to do research so that I am able to find any new opportunities which will help the sales and profits of the mobile units. 
I am able to fulfil objective four because I will have continuous dialogue with the consumer, to see if the mobile units are meeting the needs of the consumers and to find way in which the mobile unit are able to live up to their expectations. This can been fulfilled in a number of way such as: talking to the consumer to see what they think about the mobile unit and if there is any areas of the mobile units which they feel need improving so they fit their needs and expectations. But will also be done through questionnaire where I am able to ask a wide range of questions about the mobile unit, to see if the consumers needs are continually met and to make sure that they are living up to the expectations of the consumers.
I am able to fulfil objective five, by able to overcome any constrains, both internal and external, which could negatively impact the development of the mobile unit. I am able to fulfil this objective because I am I can carry out secondary research so that I am able find out what any constraints might be which could affect the mobile unit. Then once I have found out what the constrains could be, I will be able to find out how I am able to avoid of solve these constrains before they are able to negatively affect the mobile unit in any way. But this can also be fulfilled through primary research because I am able to ask the consumers if they have any problems or issues with the mobile unit, which they think needs addressing. So therefore we are able to identify and solve them straight away so they don’t negatively affect the business.	Comment by DGSC: AO4 MB3
How the proposal fits into the businesses portfolio 
I do think that my product proposal will fit into the businesses portfolio and into the brand of Cadbury’s. I think this because it is allowing more people to access the range of Cadbury’s product and making it easier for them to access the products. As the mobile units will be stationed in the city centres and at places of interest, so this will mean that they will be easier to access them because the customers do not have to go into busy shops to buy their chocolate products. Or for places of interest they don’t have take their own chocolate as they will be able to buy it there. I think I also think it fits into the businesses portfolio because the mobile unit is designed to sell the existing Cadbury’s products, so these products already part of the product portfolio, so this helps as the mobile unit is designed to make these existing products more assessable to customers. Another strength with the mobile unit is that most of the products are already made because they are chocolate products, but there only a few products which need making and they are things like tea, coffee and hot chocolate. So this means it will save a lot time, as there is little or preparation needed. The staff that is on the mobile units will be trained on the preparation of any products on the mobile, so they are able to reduce the time which people are waiting for their food and drinks as the whole idea of the mobile unit is to make these products more accessible for the customers.
But I do think that the mobile unit will expand the already existing consumer base because my making the products more accessible to people, more people will be interest in the products as they are in the city centres and in the places of interest which attract a large number of tourist from all over the UK and from all over the world. So as more people will know about them or see them, will make more people interested in buying them, therefore increasing our customer base but also increasing Cadbury’s customer base. As the customer base expands so will the strength of both Cadbury’s name and brand, as more people will trust Cadbury’s name but they will also be able to trust their brand and their products. So as a result of this it means that more people trust them to make high quality chocolate products. Then as a result of  more people trusting Cadbury’s, it should in theory attract more people to both the mobile unit and to Cadbury’s products as there is and will be a large number of customers who trust Cadburys and their product to be of a high quality. 
For the mobile unit to work there will have to be some chances within the business, for example:  more staff hired as there will have to be drivers, sales people and also mechanics and maintenance people so they are able to fix and maintain the mobile units to make sure that they will be alright to go out to the cities and places of interest. But we have the chance of saving money here by either hiring drivers and training them so they are able to see the products on the mobile unit or we could hire sales people are train them so they are able to drive the mobile unit.
The biggest negative impact with the mobile units will have is the cost implications because the mobile units have to be purchased and they might have to be developed to be suitable for the sale of these products. But there will also be other cost implications which will include things like: hiring, training and pay new members of staff, the cost of running the mobile units – petrol and maintenance of the mobile units. Hopefully after a while the sales from the mobile units should cover the costs of these cost implications. 	Comment by DGSC: AO4 MB3
Each functional area will be affected by my Proposal  
Finance 
 Finance supports my proposal as it provides the budget for the various departments such as: the marketing department to carry out all its operations such as promotions, research and packaging.  Finance can have an impact upon the success of marketing as if the finance budget is limited they may not be able to allocate as much funds to the marketing department as marketing would liked. Meaning that marketing would have to prioritise its spending and they may have to decide what is more important. So they have to find out how much funds are able to be allocated to each departments so that these departments are able to work efficiently and product high quality work which will lead to the success of the mobile unit. If the funds are allocated properly then the department s will be able to work efficiently and produce high quality products, which will lead to the success of the mobile unit. If there were not enough funds allocated to each department then some parts of the mobile unit will not be as effective as other parts, which could lead to a high quality product which has poor promotion or a low quality product with high quality promotion. Then this could lead to the mobile unit not becoming a success as the mobile unit will not be of a high quality thorough, which means it will not be as effective as it could be. This could result in the mobile unit not being successful. It also is the department which will work out the price of the products which we are selling and as we are using penetration pricing the prices will start off low then increase over time. But this department will have to make sure that the prices are low enough whilst making sure we are able to cover our start up and running costs.  	Comment by DGSC: AO1 MB3
Human resources 
 The Human Resources department may affect the success of the product proposal because they are in charge of recruiting the right staff for the organisation.  It may be with the mobile van unit that new staff with new expertise needs will have to be recruited and the marketing department and the sales team therefore the different departments have to liaise with Human Resources for this, to be arranged and set up.  This becomes complicated if the Human Resources department are restricted in the number of people they are able to recruit and the different departments many have to compete with each other and they might have to make up a case explaining why they are the right department to gain extra staff. This is the department is also responsible for the training of members of staff so they will have to make sure that the staff are trained correctly so they are able to produce high quality work which will contribute to the success of the mobile unit.  For the mobile unit we might have to recruit new members of staff, such as: drivers for the mobile unit and sales people who will sell the products on the mobile unit. We might be able to use existing members of staff any train them so they will be able to carry out the work or we might have to recruit new members of staff who already have these skills. Therefore this is the responsibility of the Human Resources department, so they have to make sure they are recruiting the right members of staff and train the existing staff correctly. So that they are able to do their job to a high standard and by doing this they will be effective and if they are effective we would be able to grantee levels of sales because we will have effect sale people who will be selling the products to the customers and potential customers. If this does not happen then the mobile unit will be less effective and therefore there will not be the guaranteed level of sales, therefore meaning the mobile unit could become unsuccessful.	Comment by DGSC: AO1 MB3
Administration and ICT
This department have a big impact on how the needs of the consumer are being met. They have a large impact on the supply of the products and services to the customers, so we have to ensure this is as effective as it can be, so that customer’s needs are constantly being met and by doing this we are ensuring the success of the mobile unit. But if this does not happen then the customer’s needs will not be met and the success of the mobile unit is not ensured and we could be at risk of the mobile unit becoming unsuccessful as the customers are not happy with the service which has been provided. This department is also involved with training both existing and new employees. So they will have to make sure that all the staff have the correct training. By ensuing that they have the correct training for the computerised systems it will lead to them becoming efficient and to be able to produce high quality materials. By becoming efficient and producing high quality materials we are able to ensure the success of the mobile unit because there should be guaranteed d sales for price which are of a low price but are of high quality. So this would lead to the success of the mobile unit. If this did not happen then the success of the mobile unit could be compromised because the quality of the materials is not as high as it should be. But if staff do not have the correct training the they might not be able use the systems properly so this could lead them to know what they are doing, and this will lead to the mobile unit becoming unsuccessful as the staff member don’t know what they are doing so they might not be to sell the products to the customers.	Comment by DGSC: AO1 MB3
Operations and Production 
This department has responsibility of the activities that go into the production of a product or service which meets the needs of the customers. This is normally the hardest part of the business to carry out, this is because it has to ensure the quality of the products and services are of a high quality and standard. This will affect the proposal because we have to ensure that are of a high standard so that they are able to meet the needs of the consumers and if this happens we are able to ensure that success of the mobile unit, because we will be producing products and service which are constantly meeting the needs of the consumers. So by doing this they will continue to buy from the mobile unit and this will help to create customer loyalty for the mobile units, therefore ensuring future sales for the mobile unit. This will lead to the continuous success of the mobile units. If this does not happen then the mobile units will not be meeting the needs of the customers and if their needs are not being met they will not use the mobile unit to buy their chocolate products, so the sales levels will decrease and we will not be able to ensure high sales level. So this will impact the mobile unit because it will become unsuccessful.
Marketing, Sales and Customer Service
This functional area will be effect as Cadbury’s will be tapping into a new target market.  This market will need to be identified and the needs of the customers will have to be met.  This could involve new and wider market research into the needs of this new market.  The marketing department will be affect because they will have to change the promotional materials because they are not just promoting a product, like they normally dot they are promoting a service which provides people with the products. The promotions and promotional materials will have to be designed effectively so that potential consumers are able to know the mobile unit is, what it sells, what it looks like and where it will be located in relation to them. Through sales and marketing we are able to find out if the mobile unit is successful and from this we will know that the marketing and the promotions and promotional materials were a success because we have got solid levels of sales and profit to make the mobile unit a success. But it also shows that we are ahead of the competition because we have made the mobile unit a success. We will also be able to determine how success the mobile unit is through the four P’s, where we are able to analysis the product in detail to find out which areas of the product, price, promotion and place have been successful and which areas need improving. 
Quality Assurance Department 
This department will also make sure that the products which are produced by the marketing department are of a quality. It also determines the demand for goods and services because the majority of consumers would prefer to have a quality product and service than which is low cost. So we will have to ensure that the products available on the mobile unit are of a high quality because we have a low price. So by having a low price people might be put off because the quality of the product has been compromised to have the price as low as it is. So for the success of the mobile unit we have to ensure that the products which we are producing are of a high quality so that they are able to meet the needs of the consumers and if we meet their needs with will ensure the success of the mobile units. But if don’t ensure the quality of the products, it could lead to the mobile unit becoming unsuccessful. This is because the mobile unit will not be meeting the needs of its customers.    
Research and Development 
This will impact my product proposal because for the mobile unit to be successful we have to ensure that we will be able to overcome any constrains and find new opportunities for the mobile units to expand and gain more of the market. So if we are able to find these constrains we will be able to solve them before they negatively affect the proposal and the mobile units. But it will also help us to expand and also meet the needs of the customers more because we are constantly asking them if they like the mobile unit and what they feel needs improving. So by doing this we can ensure that we will be able to overcome any constrains, expand into the gap in the market and meet the needs of the consumers. So by doing this we are ensuring that the product will be successful because it will be able to overcome constraints, expand also constantly meets the needs of the customers. If this does not happen then the mobile unit and the proposal will become unsuccessful because we will not be able to overcome any constraints, find new ways to expand and improve and we will not be meeting the needs of the consumers. 	Comment by DGSC: AO1 MB3
Is the Proposal Sustainable Overtime 
To make the proposal sustainable overtime I have found three areas of the proposal which I think needs improving to ensure that the mobile unit will be sustainable over time and to ensure the sales and profits of the mobile unit.
Target Market 
From looking at the current target market for the mobile is very broad as it includes all age groups from under 16 to 65 years old and above, both males and female. I have come to the conclusion that I think the target market is too broad, I think I should improve the target market to make the mobile unit more successful.  I want to make the target market small in the terms of age group I think by having the target market from under 16 to above 65 is too broad, I want to make the target market smaller by changing the youngest age to eighteen and lower the age from above 65 years old to just 65 years old. I have done this because these are the ages which are in the city centre more than the other age groups because these ages are in the city centres of work, colleges, university and shopping more than the other age groups even though they will come into the city centres mainly at the weekends for shopping and meals out. They are not in the cities as much as 18-65 year olds. Also more and more people who are aged between 18-65 are going to music festivals, concert and sporting events because it has now become part of the culture in the UK to go to festivals as there are festivals and concerts running all year, but mainly in the summer. So by tightening the target market we are concentrating on the people who will use the mobile units the most. 
I feel we should reduce the target market, so that we are able to meet the needs of the consumers more effectively and we can do this by tailoring the advertisements and promotions to their age groups, so they are able to relate to the promotions and advertisements. So for example we would use offers because large part of this target market will be students whether that will be in college, sixth form or university. So this means they might not have a lot of income because they have to attend classes so by offering things like offers which are tailored to the target market it should increase the sales because they will be attracted to the mobile units because of their low prices. 
Advertisement 
At the moment we are only advertising the mobile unit though television advertisements, I think we need to expand the advertisements, to let more people know about the mobile units and what they are and what they sell. 
From this I think we should be advertising online on sites such as: Facebook and Twitter because the majority of people in my target will either have an account on one or both of these sites. This is because of the rising in the number of people having access to the internet. As a result of more people having access to the internet, more people have access to social networking sites where they are able to keep in touch with their friends. So by advertising on these sites which are widely used, we are getting the word out about the mobile unit. 
As I said before we should also expand by doing promotions like offers because a large part if the new target market will be made up of students and students are known for not having a lot of money and the might not have a lot of income because they can find it hard to get a job when they have to attend their classes. So if we give them offers to get discounted product it should increase the level of sales because they will be able to buy products of a high quality for a low price, therefore this is the reason they will be attracted to the mobile unit because of the low prices of high quality products, therefore ensuring sales and profits for the mobile units.
Price 
I think we need to develop the price because at the moment the price which we are selling the products at are very close to the price which the large supermarkets and small shops are selling them. So I think once we have gained the market we should keep our prices low instead of increasing them. I think by doing this we will ensure product sales because more people want to come to the mobile unit because the prices are lower than anywhere else. So this should help us to gain a large market foothold and make sure we have a strong market position because people will prefer to go somewhere they are able to get the same product for less.
But by keeping the prices we will also be ensuring the sales of products to the students in our target market as they will not have a lot of money to spend of food especially things like chocolate but I they are able to get it a low price they are more likely to buy it then if it was at a higher price.	Comment by DGSC: AO4 MB3
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How would you want the mobile unit to look?	Funky Fun 50%	Cafe Culture 40%	Informative (With Products and Prices) 10%	5	4	1	How would you want the mobile unit to look?	Funky Fun 50%	Cafe Culture 40%	Informative (With Products and Prices) 10%	What colours would you like the mobile unit to be?	Purple - 20%	Red - 10%	Cadburys Colours (Purple and Cream) - 20%	Purple and White - 30%	Don’t Mind 10%	Gold - 10%	2	1	2	3	1	1	What would you like to have as part of the Cadbuy's range?	Chocolate Bars 	Ice Cream	Cold Drinks 	Hot Drinks	Chocolate Desserts	9	8	5	8	1	What products do you want in the mobile unit?	Flakes - 20%	Buttons - 20%	Interesting Ice Cream Flavours - 10%	Hot Chocolate - 20%	Chocolate Ice Cream - 20%	Coke - 10%	2	2	1	2	2	1	
How much would you pay for a Cadbury's chocholate bar?	50p - 30%	 60p - 40%	70p - 10%	80p - 10%	90p - 0%	£1.00 -10%	£1.10 - 0%	£1.20 - 0%	£1.30 - 0%	£1.40 - 0%	£1.50 - 0%	3	4	1	1	0	1	0	0	0	0	0	
Would you like the productsto to be available all year long or just for a set amount of time?	All Year - 80%	Seasonal - 20%	Half a Year - 0%	8	2	0	
Where would you like the mobile unit to be stationed? 	South-East England	South-West England	North-East England	North-West England	Scotland	Wales	Northern Ireland 	10	4	7	6	3	3	4	Where would you like the mobile unit to be stationed, which cities?	Durham	London	Newcastle	York	Middlesbourgh	All Major Cities	Leeds	Football Grounds	Sunderland	3	5	2	1	1	2	1	1	1	
Which events and places of interest would you like the mobile unit to go?	Festivals 40%	Concerts 30%	Sports Games/Events 10%	Children's Days Out/Events 20%	4	3	1	2	Would you like to have table and chairs to sit on in the summer? Or all year round?	Yes 20%	No 10%	All Year 70%	2	1	7	
How/where would you have a mobile unit advertised?	Television 40%	Offers 20%	Posters 10%	Billboards 10%	Leaflets 20%	40	20	10	10	20	What opening and closing times would you want for the mobile unit?	8am -6pm - 20%	9am-6pm - 10%	7am-7pm - 10%	11am-11pm - 10%	10am -10pm - 10%	10am -11pm - 10%	10am -7pm - 10%	9am -9pm - 10%	Co-Respoonding with Match/Festival Times - 10%	2	1	1	1	1	1	1	1	1	
How much would you pay for a hot drink? - Hot chololate	90p - 10%	£1.00 - 30%	£1.10 - 20%	£1.20 - 20%	£1.30 - 10%	£1.40 - 0%	£1.50 - 10%	£1.60 - 0%	£1.70 - 0%	£1.80 - 0%	£1.90 - 0%	£2.00 - 0%	1	3	2	2	1	0	1	0	0	0	0	0	
How much would you pay for a hot drink? - Tea	90p - 20%	£1.00 - 40%	£1.10 - 10%	£1.20 - 20%	£1.30 - 10%	£1.40 - 0%	£1.50 - 0%	£1.60 - 0%	£1.70 - 0%	£1.80 - 0%	£1.90 - 0%	£2.00 - 0%	2	4	1	2	1	0	0	0	0	0	0	0	
How much would you pay for a hot drink? - Coffee	90p - 20%	£1.00 - 10%	£1.10 - 30%	£1.20 - 20%	£1.30 - 10%	£1.40 - 0%	£1.50 - 10%	£1.60 - 0%	£1.70 - 0%	£1.80 - 0%	£1.90 - 0%	£2.00 - 0%	2	1	3	2	1	0	1	0	0	0	0	0	
What type of coffee will you want within the coffee range?	Normal Coffee - 25.7%	Mocha - 14.2%	Cappunccino - 17.1%	Espresso - 17.1%	Latte - 25.7%	9	5	6	6	9	Would you like things like marshmallows, cream and topping chocolate, as extras with your hot drink?	No - 40%	Yes - 60%	4	6	If yes, what would you like?	Marshmallows -20%	Cream - 40%	Topping Chocolate - 40%	Other - 0%	2	4	4	0	How old are you?	Under 16 - 20%	17-25 - 20%	26-45 - 20%	46-65 - 20%	65+ - 20%	2	2	2	2	2	Would you use the mobile unit if there was one?	Yes - 80%	No - 20%	8	2	1
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England and other surveys.

The Quality and Outcomes Framework (QOF)
prevalence data tables for 2010/11° show a
breakdown of obesity at a regional level
Prevalence rates based on the QOF ranged
from 13.1% in North East SHA to 9.0% in
South East Coast SHA in 2010/11. Figu
shows the obesity prevalence rates from QOF
for each SHA in England in 2010/11. There is
clearly a north-south divide with northern
England having higher obesity prevalence
rates than southern England

Figure 2.3 Obesity prevalence rates
quoted by QOF for each SHA in 2010111

Obesity prevalence
SHA (%)
North East 13.1%
North West 15%
Yorkshire and The Humber 13%
East Midiands 109%
West Midlands 18%
East of England 103%
London 93%
South East Coast 90%
South Central 92%
South West 99%

2.7.3 National and international
comparisons

Scotland and Wales carry out their own health
surveys. Adult BMI information can be found in
Section 7.5 on pages 164 and 165 and Tables
7.1and 7.3 on pages 173 o177 of the Scotish
Health Survey 2010.° The Scottish
Government also published an Obesity Topic
Report"” alongside the Scottish Health Survey
2010 which investigates into the most
appropriate measure of adult obesity using
Scottish Health Survey data, and also

orrpagEs TUToOT
2010.7

In Scotland, 28% of adults were classified as
obese, and 65% of adults were classified as
being overweight or obese. In Wales, 22% of
adults were classified as obese, and 57% of
adults were classified as being overweight or
obese. This compares with 26% of adults
being obese in England and 63% of adults
being overweight or obese.

Details of the methodologies used by each
country are contained within the publications
These will need to be considered when
attempting comparisons

The Organisation for Economic Co-operation
and Development (OECD) in 2011 published
Health at a Glance 2011 which includes data
on overweight and obese populations across
different countries. Based on latest available
health surveys, more than half (50.3%) of the
adult population in the OECD reported that
they were overweight or obese. The least
obese countries were India (2.1%), Indonesia
(2.4%) and China (2.9%) and the most obese
countries were the US (33.8%), Mexico
(30.0%) and New Zealand (26.5%)

Among those countries where height and
weight were measured, the overweight or
obese proportion was even greater at 55.8%.
The prevalence of overweight and obesity
among adults exceeds 50% in no less than 19
of 34 OECD countries.

Obesity prevalence has more than doubled
over the past 20 years in Australia and New
Zealand, and increased by half in the United
Kingdom and the United States. Some 20-24%
of adults in Australia, Canada, the United
Kingdom and Ireland are obese, about the
same rate as in the United States in the early
1990s. Obesity rates in many westermn

=

1 start| () Course wiark.

| 5] it F240- creating ama... | [ Microsaft Powerpoint -[... | € earch catalogue - Heat.. || @ hetps://catalogue.

[~ T T T T 1@ nkoown zone [Fa=| v

Merosaft ofie (25 Merosoft > [« EAMVE 09556





image2.jpeg




image3.png
Words: 15,9

R p——

oCeDc | AaBbCEDC AaB

Ttle 7Ho Spad

o

Thomal | stong  subtitie

Emphasis  Heading 2

~=lolx|

49| %[ wive search

Fle Edt View Favortes Took Help

J M- B - L0 m - Pager Safety - Took~ @

s Favortes (T3 van ord

1974 Citroen HY with side hatch 1980 Citroen HY with side hatch

@i o [ -

2

=

| 5] Unit F240- creating a ma... | [ Microsaft Powerfint -[... [ 1 van World - Microso.

AaB sossco

Heading1  Subtle Em.

Clrerxy

EERED

oot O (2 Mirosoft Offce pecess 2. » [J@AND BT 1920




image4.png




image5.png




image6.png
i)
{

Kensington

‘Gardens




image7.png
I .

o Aubert Park
CEY
S H
S i1

Qleerat o) 3

lon) b data G2012




image8.png
- e o2

%%‘a% Qe

%
B
rorcabe i Moo do o012 Gt




image9.png
London st
Fanerss =
(Bomeste)

g
L%
5. 2

Stpancras
Rensissance b
London

W %
2512 Gooc,




image10.png
.
- Buckingnam
Palace Gardens

Buckngham
Paace.
el

L. o daa,£0012. Goggle




image11.png
B What group do you fitin?

m Under 16 - 20%

® Student - 10%

W Mature Student - 10%

B Young Professional - 20%

u Professional (Single) - 10%

= Professional (Married) - 10%
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m Why would you use the
mobile unit?

W Everyday Treat - 40%

W Weekly Treat - 20%

W To Cheer Yourself Up -
10%

W Everyday
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Catering Van: Starting Mobile Catering Business N
_ R P

substantiall higher volume of food than a fo0d cart, and caters to a bigger clientele. lce cream vans are

‘common example of such catering vans in the UK. Their immense popularity among the customers has made.
mbile catering business into a highly lucrative business opportunity for many new entrepreneurs.

Food Truck: Starting Mobile Catering Business

A food truck s a larger vehicle converted into a mobile kitchen with a commercial built-in grll, a deep fryer,
freezer, and other automated coking gadgets. Due to the better availability of space and more equipment, this
veiicle s able to offer a larger variety of food items to the customers, and manage larger volumes with

efficiency. Fish and Chip vans in the UK are a good example of such food trucks.

Concession Trailer: Starting Mobile Catering Business

A concession trafler is not much different from a mobile Kitchen, except that it is a stationary vehicle.
Therefore, such trailers are ideally suited for large public events such as fairs and community celebrations
‘where a large number of people are expected to converge over a period of few days consecutively. Such trailers

2dd to the faclities and atmosphere of the event, providing the visitors with plenty of opportunities to enjoy

fferent types of food at low cost.
Anyone can launch a mobile catering business successfully, if one follows these basic steps to set up the.
business:

Step 1: Setting up the kitchen facility

The first step in this business i to decide whether the kitchen facilty will be set up within the mobile van unit,
o at another location. If the business owner decides to use his own home Kkitchen to prepare the food, it is
important to obtain the approval of the local reguiatory authorities in advance. Only after the conditions of the.

ocal taw have been satisied, the commercial kitchen can be operated out of home. Setting up the commercial v

- 0748 PM

09/05/2013





image14.png
‘www.kpmg.com; / cuments,Sectors,/pub-20120613-chocolat - Microsoft Internet Explorer p =18 x|

=[] ity komg.com|ChfeniLibraryartices PublcatiansfDacuments Sectors]pub-201206 13-chacolate-cf-tomarron-en.pcf 1= [#2) % | [ e searen [2]-]

Fle Edt GoTo Favorles Help

S Favontes 8o o comiCHjenirryrics ubica.. | |5 B - - pege Sty Tk @ i
HE & ez 0em - ] i -
during a weekly shop. reacted with packaging innovations,
such as the ‘memory wrapper' from Value is particularly important in

As convenience becomes more Mars that allows bars to be twisted, economies where the middle class

important to time-poor shoppers, sales  closed and saved. Mars says the is still being defined — and may exist

of tablet bars are growing (up 37% in innovation “empowers the consumer”.  far below Western levels. According

the UK last year) as consumers grab It also drives brand loyalty. to research from financial services

provider Rabobank, a 45g chocolate
, . bar accounted for less than 1% of
Where they’re buying the weekly shopping budget in the
. US and UK in 2010, but in India the
same bar made up 18% of the weekly
food allowance: which means a snack
comes at the expense of a full meal.

One-sizefits-all global pricing solutions
are difficult when the income levels
and aspirations of the fast-growing
middle class differ so widely. Although
disposable income is rising in emerging
markets, we could assume that a large
proportion of consumers will continue
to look for the cheapest option.

Value-conscious shoppers favor a
new generation of outlets. Discount
stores are flourishing, which is forcing
supermarkets to think more like
discounters to attract fickle customers,
including increasing their private label
ranges. Small grocery stores may lack
the economies of scale to compete
on price, while specialist’ formats

are being crowded out. In emerging
markets, ‘one-stop’ retail locations are
becoming popular due to low prices
and greater choice.

W Non-store
M Specialist stores
M Small grocery stores

[l Supermarkets and discount stores
M Others

Ghbal chocolate retallers market share

2011, Source: Euromonticr
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The global chocolate industry is many things, but as a
bellwether for the wider economy its use is limited. Revenues
have remained resilient despite a recessive global picture,
falling disposable incomes, volatile commodity prices and
increasing competition.

Chocolate is often described as recession-proof. Some
economists call it the ‘lipstick effect’: when facing an
economic crisis, consumers are more willing to buy less
costly luxury goods, such as cosmetics and chocolate, even
as they cut back on other luxuries. Revenues over the past
few years would seem to back this hypothesis, although
yearon-year growth remains relatively sluggish and the
spectre of volatile input prices continues to cast a shadow
over future projections.

Although the global market is still dominated by Western
Europe and North America, emerging markets clearly
represent the future. The BRIC countries (Brazil, Russia, India
and China) accounted for 55% of global confectionery retail

growth in 2011. Other emerging economies with youthful 120

Global chocolate
retail market value

populations and an acquisitive middle class are likely to

develop a taste for chocolate and, as their disposable incomes 100

grow, they will represent important target markets.

With the traditional markets of Western Europe and North

80
America seemingly saturated, manufacturers are being forced 60
to pull even more innovative tricks out of the bag to attract
consumers, from enigmatic flavor combinations to bolder 40
health claims, portion control and personalized bars.

20
Like a large sharing tablet, the market is breaking up. Taste is o

diverging as the BRICs and empowered Western consumers @
demand more from their products. Where will the market take 2007 2008 2009 2010 2011 2012
us next?
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Looking back over the past decade or so, research undertaken by Colliers International,
drawing on data from Retail Locations®, indicates that multiple service outlets have
remained a material component of town centre activity, but that overall numbers have
fallen by around 8% (Table 1). However, these figures do not take into account
independent services.

Table 1: Number of Multiple Service Outlets by Hierarchy of Centre, 1998-2010

Year Regional Sub- Town District | Total
Centre Regional Centre Centre
Centre
1998 6,434 12,068 11,977 5,190 | 35,669
2010 6,283 11,113 10,674 4,686 32,756
Absolute Change
1998.2010 -151 -955 -1,303 -504 -2,913
Percentage
Change 1998- -2.3 -7.9 -10.9 -9.7 -8.2
2010

Source: Colliers International and Retail Locations.

A closer examination of the Retail Locations data highlights a number of key trends by
category of multiple service. For example, there has been a huge proliferation in the
number of food & beverage (catering) outlets in town centres since 1998 (up 4,593 or
83.3%), whilst numbers for all other categories of service have fallen; leisure (down 28,
0.9%), motor (down 1,331, 19.9%), finance (down 3,921, 29.0%) and miscellaneous
(down 2,226, 32.5%).

Reflecting these changes, the composition of multiple service outlet provision in town
centres has changed dramatically since 1998 (Fig 1). During the late 1990's food &
beverage (catering) outlets accounted for, on average, 15.5% of all multiple service
outlets, but this proportion has now doubled to 30.9%. Leisure services have also
improved their representation from 8.7% to 9.4%. In contrast, the share of outlets taken
up by financial services has dropped from 37.9% to 29.3%, whilst the share of motor and
miscellaneous services has also fallen. This data is disaggregated by hierarchy of centre

in Table 2. It shows that food & beverage (catering) outlet representation has soared -
pone o o o
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Costa Cofiee has seen record weekly sales. Photograph: Keith MorristAlarmy

Costa Coffee sales rose by 7.1% in the last three manths against the

189 backdrop of protests and hoyeotts against its closest rival Starbucks
e because of the US chain's controversial tax arrangements
"We have been the UK's favaurite coffee shap for some time; we remain
59 the taxman's favourite coffee snop too,” declared Andy Harrison, chief
executive of parent company Whitbread
AL Harrison said it was impossible to attribte Costa's increasingly strong
performance to the controversy surrounding Starbucks's tax affairs, but
4 e noted that Costa had enjayed a recard week last week, with UK stores
— excluding franchised shops — taking £10m and attracting 3.8m
R« customers. The weather may have played a part too — cold but dry, a
perfect blend for coffee shap sales
17

e

Bstont] © coso wirk

Harrison said he had seen the results of a YouGov brand preference
survey, conducted at the end of October, shortly after a Reuters report
highlighted Starbucks' low UK tax payments. *They show Starbucks have
taken a bit of a knock as a result [of public outrage]." he said, although
he was not able to release the precise figures

More than 40 Starbucks stores were the target of a protest last weekend
by UK Uncut. Starbucks's aggressive accounting meastres have allowed
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‘Pret aManger staff smile, chat a bit, make life marginally less horrendous.”
Photograph: Gany Weaser for the Guardian

Pret a Manger's plans to create 550 jobs in the UK and open 44 new
branches are good news in an industry stil reeling from the pasty tax
bombshell. The company's sales are Up 15% on 2011, the profits by 14%
to £52.4m. As the econamy continues ta founder, such expansion is
impressive

They're not a perfect company, but Pret's success is warth celebrating

The rise of Pret typifies the improvements in British eating aver the last
generation. The company was faunded by college friends Julian Metcalfe
and Sinclair Beecham in 1986, with a shop In Westminster. At the time,
Metcalfe says: "Eating in London was very grim. There were ots of ltalian
sandwich bars. ltalian food Is amazing, but it was like the worst Italian
chefs came here." Towers of pre-huttered bread, greasy counters and
tubs of slop were dispiritingly cammon: Pret was clean, sleek and
sensibly designed

The product it served was, and remains, better than the standard
offering of the British high street. Compare ts sandwiches with those of
Boots: Pret's are of course more expensive — around £3 apiece instead
0f £2 ~ bt often taste more than 50% better. The avocado salad wrap s
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Cadbury reveals profit margins and sales growth are on B
track EXECUTIVE CLUB

Cadbury is expected to put on a show of strength against suitor Kraft this week,
revealing that sales growth and profit margins remain on track, despite a slowdown in
UK chocolate sales in recent months. TO FIND OUT MORE

By Amy Wilson B ot s arcie
S46PM BST 17 0ct 2000
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Better chewing gum sales in the US and a strong performance in ts

emerging markets helped keep Cadbury's third-quarter sales growing at [ Tuitter| 0

around 4pc, analysts said. That's the same rate reported in the first haif o

the year, when sales in the UK and Ireland business rose 12pc. The Egemail I
company also raised its target for profit margins in July, forecasting growth  unkedn | o |
of between 80 and 100 basis points in 2009, more than the market was

expecting

However, Cadbury will struggle to come out with a blockbuster sales Retail and Consumer
figure, partly because of slower chocolate sales in the UK. Cadbury's Finance »

sales volumes declined 2pc in the first half. Analysts at JP Morgan have
said there is "anecdotal" evidence of Cadbury using price promotions to

push through sales, but any big increase would come at the expense of
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Kraft Foods' profits hit by Cadbury costs

Kraft Foods, the owner of Cadbury, has \§/
reported a fall in quarterly profits.

i

PM promises "proper choice’ on EU

Despite the Cadbury takeover helping to boost
sales by 30%, Kraft's net profitfor the fourth
quarter fell 24% to $540m (£335m) due to costs
associated with integrating the UK business
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The release is packed with interesting data and gives us our first
indication of the demand for higher education in the UK this year. Here

Wore on this story.
are the key figures:

Total UCAS applicants by year

Total applicant numbers atthis stage of the cycle are 35% higher than atthe
same point last year
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Applications from EU countries has increased by 4.9% and the number of
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