ALLIANCE 2U GROUP
STRATEGY & ACTION PLAN to ACHIEVE BUDGET for YEAR 2010

	S T R A T E G Y
	
	A C T I O N  P L A N 

	PRODUCT
	
	

	▪  Sales Retention
(encourage repeat purchase to avoid loss sales and regain loss sales) 
	What?
	

	
	Why?
	

	
	When?
	

	
	Who?
	

	
	Where?
	

	
	How?


	

	▪ Sales Substitution

(substitute competitors ingredients which are currently used by our customers with our ingredients)
	What?
	

	
	Why?
	

	
	When?
	

	
	Who?
	

	
	Where?
	

	
	How?


	

	▪ Sales Focus

(focus to promote the identified range of product with the objective to grow the ingredient to be a common product)
	What?
	

	
	Why?
	

	
	When?
	

	
	Who?
	

	
	Where?
	

	
	How?


	

	▪ Cross-Selling Sales

(conceptualize activities cross-sell between CASB & EASB)
	What?
	

	
	Why?
	

	
	When?
	

	
	Who?
	

	
	Where?
	

	
	How?


	

	PRICE
	
	

	▪ Selective Pricing
	What?
	

	
	Why?
	

	
	When?
	

	
	Who?
	

	
	Where?
	

	
	How?


	

	PLACE
	
	

	▪ Customer Focus

(focus highly potential Top-20 customers) 
	What?
	

	
	Why?
	

	
	When?
	

	
	Who?
	

	
	Where?
	

	
	How?


	

	▪ Solicit New Customers

(solicit profitable customers to expand customer base)
	What?
	

	
	Why?
	

	
	When?
	

	
	Who?
	

	
	Where?
	

	
	How?


	

	PROMOTION
	
	

	▪ Reward Customers

(reward customers if the purchases the targeted volume or value from us)
	What?
	

	
	Why?
	

	
	When?
	

	
	Who?
	

	
	Where?
	

	
	How?


	

	PR
	
	

	▪ Rappo Building

(enhance business relationship with customers)
	What?
	

	
	Why?
	

	
	When?
	

	
	Who?
	

	
	Where?
	

	
	How?


	

	PUBLICITY
	
	

	▪ Corporate Social Responsibility (CSR)

(participate in social/community activities)
	What?
	

	
	Why?
	

	
	When?
	

	
	Who?
	

	
	Where?
	

	
	How?


	

	▪ Company Image Exposure - Seminar


	What?
	

	
	Why?
	

	
	When?
	

	
	Who?
	

	
	Where?
	

	
	How?


	

	▪ Company Image Exposure - Exhibition


	What?
	

	
	Why?
	

	
	When?
	

	
	Who?
	

	
	Where?
	

	
	How?


	

	OTHER SUPPORT RESOURCES
	
	

	▪ Market Intelligent

(share market trends, market launches,  product references etc with customers)
	What?
	

	
	Why?
	

	
	When?
	

	
	Who?
	

	
	Where?
	

	
	How?


	

	▪ Sales Operation Support 
(all sales support process inclusive sample management)


	What?
	

	
	Why?
	

	
	When?
	

	
	Who?
	

	
	Where?
	

	
	How?


	

	▪ Administration Operation Support

(purchasing, shipping, stock availability, delivery)
	What?
	To Meet customer lead-time.
To Combine shipment for all the possible suppliers, subject to the supplier warehouse located.
Stock Keeping for active products.

Purchase in bigger volume to enjoy the better price. 

Follow through the PO given & the cargo to be on-board.

	
	Why?
	To achieve the customer satisfaction.
To save shipping cost.

To get immediate sales. 

	
	When?
	

	
	Who?
	

	
	Where?
	

	
	How?


	Customer PO. received required immediate verify & proceed for ordering once all are valid.

Sales team to promote the same variance of products to justify the keeping stock item & qty.
Follow-through the Order Reminder & customer purchase pattern is important to gather  more orders for consol shipment. hence, only justify the min. shipment qty to go out.

Monitor to make sure stock availability is available otherwise try to source alternative from neighborhood agent.
Monitor shipment frequently to make sure the arrival on-time.



	▪ Accounts Support


	What?
	

	
	Why?
	

	
	When?
	

	
	Who?
	

	
	Where?
	

	
	How?


	

	▪ HR Support

(Job Satisfaction, Job Enrichment & Job Enlargement)
	What?
	Job Satisfaction – understand individual needs & goals in their workplace.
Job Enrichment  - enrich individual to be competent in performing their task.   
Job Enlargement – plan to provide a wider variety of duties in order to reduce monotony task.

	
	Why?
	To prepare employees to be competent to perform their task towards achieving the Budget 2010.

	
	When?
	Jan (end month)-Feb 2010 to complete the ‘needs assessment’ to enable planning.  

	
	Who?
	All employees.

	
	Where?
	CASB, EASB and A2U.

	
	How?


	‘Satisfaction Needs Assessment’ to be completed by individual employee. And “Training Needs Assessment’ to be completed by Superior for their respective subordinate.

Planning will be arranged based on the assessment results → Organize & Implement Activity → Evaluate Activity.


Deadline:
 Wed., 13th Jan 2010 
Save file to:
For CASB, please save to Network Place “Sales on Server 1” → Folder CA → Folder Budget 2010 - ___(your name)
For EASB, please save to Network Place “Sales on Server 1” → Folder EA → Folder Budget 2010 - ___(your name)   
For A2U, please save to Network Place “Sales on Server 1” → Folder A2U → Folder Budget 2010 - ___(your name) 
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