Strategy to achieve revised target for 2002 Budget
Due to unforeseen circumstances, the major customers from previous years were doing badly or lost their customers.  New adoption was barely able to cope with the loss from sales of these customers.  

From this experience, we noticed that the previous customer base was too small and they all were servicing almost identical end customers. (malay based, direct selling/ saloon type).  While the mass market managed to scrap through, the high end market crumbled.

It is therefore our target to increase active customers base to balance the loading and at the same time, try to find out if the lost sales could be restored by more communications with the customers involved.

Priority is to clarify status of the “lost sales”, so an immediate order reminder file will be made for 2001 and 2002 top 20 customers and consolidated to reflect actual achievable sales. (week 28)
The customer listing would be passed to all marketing personel.  Please highlight any key potential customers that had been omitted and also inform if some listed customers should be removed.  Thanks in advance for all involved.
Depending on the samples received either Kobo or Basildon will be re-introduced with the intent on checking pricing and competitiveness of these products. ( week 29-30)
Basildon – Hair care range of products.  

Kobo – Glycospheres TC and Softspheres TC also sunscreens ( must have stable formula and focus only on CM3k 25VM and TiO2stt65cs)

Floratech and Libiol re-introduction (week 31-32)

Floratech new launch of water soluble esters in 60% concentration will be leading the way while existing Florasomes and Florabeads will be mentioned during briefing.

Libiol – new launch of Mala Kite will be introduced to customers while the bio book will be photocopied and provided to customers.

Reheis + GSA (week 33-34)

The GSA formula guide book INDEX will be photocopied and given to each customers.  However, the focus would be on the Hair loss range ETA August 2002.

Reheis-  to secure orders for Chlorohydrol and Reach 301 solutions by prospecting all active customers and informing them of the stocks availability eta end September 2002.

Also formulation and product samples will be shown to customers (wipes/ antipers Talc.)

James Robinson ( week 35 or 36) – The success of Brylcreem color range should be transferred to all customers capable of making hair creams.  This will only be limited to top 10 customers (for chemie alliance not just James Robinson)

Week 37-38-  will be used to monitor the effects of the activity of week 28-36) and also to fine tune approach to increase sales.
