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?
	To understand which item already loss sales and regain it. Also encourage repeat purchase 

	
	Why?
	To at least maintain sales volume besides getting sales for new item 

	
	When?
	Every time visit to customer

	
	Who?
	Every customer 

	
	Where?
	Office to analyze and customer place to interview/discuss

	
	How?


	Analyze thru system which items (per customer) already loss sales. Then interview with customer the reason. 

	▪ Sales Substitution

(substitute competitors ingredients which are currently used by our customers with our ingredients)
	What?
	Substitute those similar items we have but customer currently purchased from other suppliers. For example silicone substitution business 

	
	Why?
	To have more product share and exposure to customers. Most important gain sales & business

	
	When?
	Every time visit to customer

	
	Who?
	Every customer 

	
	Where?
	Customer place

	
	How?


	Survey with customers what items they are currently using. If they use something which we also can offer, will convince customer to try ours as alternative, preferably with lower price as some customers will just only try new samples when the price is attractive. For them, no point to try new alternative then do again stability study if the price already higher than existing 

	▪ Sales Focus

(focus to promote the identified range of product with the objective to grow the ingredient to be a common product)
	What?
	To promote items which is unique and expected will be use by a lot customers

	
	Why?
	When the items become common item, then we can consider change their status as ex-stock and reduce lead time issue. When focus to promote some products, the uniqueness of the products will be much explored

	
	When?
	Every time visit to customer

	
	Who?
	Every customer 

	
	Where?
	Customer place

	
	How?


	During weekly sales meeting, sales team to discuss which items we should at that moment go for it and what is its unique selling point. Then we promote to customers.

	▪ Cross-Selling Sales

(conceptualize activities cross-sell between CASB & EASB)
	What?
	To have synergistic cooperation between CASB and EASB to promote chemie products in both raw material/fragrance and packaging

	
	Why?
	As creative concept in the market and give customers a good image Chemie putting in effort to help them help us

	
	When?
	During visit to potential customers

	
	Who?
	Target to potential customer 

	
	Where?
	Potential customer place

	
	How?


	On-going identify potential project which can do cross selling to customers and get involve both CASB & EASB sales personnel. For example, recent one Essential Oil in amber bottle

	PRICE
	
	

	▪ Selective Pricing
	What?
	Different customer we quote different price

	
	Why?
	As some customer very particular. Therefore, we need mark up a bit higher as buffer for them to negotiate lower price. For those we know not so mind on pricing, we can quote higher to earn more

	
	When?
	Everytime quote to customer

	
	Who?
	Every customer

	
	Where?
	At office doing quotation or at customers place giving rough indicative price

	
	How?


	We mark up higher for those we knew no problem about it. Also, we encourage them to get second tier price with larger quantity 

	PLACE
	
	

	▪ Customer Focus

(focus highly potential Top-20 customers) 
	What?
	Focus on those really potential customers. For example I have 27 customers at my side here which estimate contribute to my RM 2 mio sales.

	
	Why?
	As those big fish contribute to our bigger sales. We should pay more focus with the hope once get one deal from them already give us large volume 

	
	When?
	During visit to potential customer 

	
	Who?
	Potential customer 

	
	Where?
	Customer place

	
	How?


	Identify potential Top 20 customers (myside 27). Create good rapport with them. On-going review & monitoring their status and project. Give fast response and technical support to them when necessary

	▪ Solicit New Customers

(solicit profitable customers to expand customer base)
	What?
	To solicit & explore new profitable and potential customer

	
	Why?
	As we must continuous growth to get more sales and can’t solely rely only on Top 20 customers. New customers also can serve as contingency plan. Who know one day those new customers might become our Top 20 Customers

	
	When?
	On-going

	
	Who?
	New potential customers

	
	Where?
	New potential customers place

	
	How?


	Through internet searching or yellow book. Sometime can get info from our existing customers. They might come across with us duing chit chatting have which new customer we not service at this moment.
During exhibition we also can get some contacts.

	PROMOTION
	
	

	▪ Reward Customers

(reward customers if the purchases the targeted volume or value from us)
	What?
	Reward customer with certain program (might be money or other valuable things) 

	
	Why?
	To encourage them to buy bigger quantity and help achieve company sales target. Also, good relationship and appreciation be developed.

	
	When?
	On-going

	
	Who?
	Potential customers

	
	Where?
	Customers place

	
	How?


	To come out with program e.g. Rebate x% money when achieve y% sales. Or give some souvenir or certificate of appreciation to customer.

	PR
	
	

	▪ Rappo Building

(enhance business relationship with customers)
	What?
	Create and maintain good rapport with customers. 

	
	Why?
	In business, good relationship and rapport  comes first

	
	When?
	On-going and every time meet with customers. 

	
	Who?
	Every customers

	
	Where?
	Customers site

	
	How?


	Give fast response & support to customer in term of technical support, quotation, sample request and others. 
Sometime treat them a meal or give them some freebies

	PUBLICITY
	
	

	▪ Corporate Social Responsibility (CSR)

(participate in social/community activities)
	What?
	To let customer perceive Chemie is a good image and CSR company.

	
	Why?
	Nowadays, everyday company need show to customer or even public that we are good CSR company in order to give customer a good image and directly or indirectly will help in business sales.

	
	When?
	On-going 

	
	Who?
	Specific group, charity organization company identified

	
	Where?
	At specific group or charity organization place

	
	How?


	Company can organize some visit to orphanage  or old folk’s home during weekend and take some photos and share with our customers

	▪ Company Image Exposure - Seminar


	What?
	Organise seminar by different principal

	
	Why?
	Seminar will help people know more about Chemie and also explosure of our principal’s products. Will help generate sales

	
	When?
	First quarter 2010

	
	Who?
	Invite every customers to participate 

	
	Where?
	Hotel

	
	How?


	Sales team to have discussion with management which principal to have seminar and what topic to focus on. Then management can coordinate with principal

	▪ Company Image Exposure - Exhibition


	What?
	To participate in exhibition

	
	Why?
	Seminar will help people know more about Chemie and also explosure of our products. Will help generate sales

	
	When?
	When have potential exhibition

	
	Who?
	Sales team to participate and invite customers 

	
	Where?
	Exhibition hall

	
	How?


	Sales team to aware of available exhibition and can propose to management if found can work on

	OTHER SUPPORT RESOURCES
	
	

	▪ Market Intelligent

(share market trends, market launches,  product references etc with customers)
	What?
	Aware of market trend, launches, customer status & competitor info.

	
	Why?
	As we are the frontliner to expose these things to customers and company. For example, when we share new trends to customers, they perceive us have high awareness and concern to them. At the same time, we can propose the relevant items

	
	When?
	On-going

	
	Who?
	Sales teams to share with every customers

	
	Where?
	Customer site 

	
	How?


	To go market survey what new things have launch. Read magazine and surf internet to get latest info and share with customers.
Thru chit chatting with customers and observation to get competitor info and feedback to management

	▪ Sales Operation Support 

(all sales support process inclusive sample management)


	What?
	Sample preparation and softcopy info send to customer

	
	Why?
	If someone can help prepare sample and send softcopy info to customers, then sales personnel will have more time to focus on sales activity e.g visit

	
	When?
	On-going

	
	Who?
	Sales coordinator

	
	Where?
	Chemie

	
	How?


	Propose to have one coordinator to assist in this matter

	▪ Administration Operation Support

(purchasing, shipping, stock availability, delivery)
	What?
	To increase stock availability & quantity

	
	Why?
	As sometimes customer want the stock urgently or desire quantity but we unable to supply will disappointed customer and in future might not so keen to order from us anymore

	
	When?
	On-going review

	
	Who?
	Sales team & purchasing

	
	Where?
	Chemie 

	
	How?


	Sales team to liaise with purchasing regarding proposal for keeping more variety and quantity of ex-stock item

	▪ Accounts Support


	What?
	To review of credit limit (for certain customers) set by company

	
	Why?
	Sometimes credit limit is too small for certain potential and good payment customer. When their business is good and want order some more, then have credit limit issue and account need always verify with sales personnel whether can release stock or not

	
	When?
	On-going

	
	Who?
	Sales, Account and management

	
	Where?
	Chemie

	
	How?


	Sales team to feedback to management for which particular customer face problem and Management to discuss during debtor meeting

	▪ 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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