
1)
	Market Segment

	Marketing   Strategy to reach market segment
	Product  Mix Strategy
	Pricing Strategy
	Channel Strategy
	Promotion   Strategy

	 Urban and Sub-Urban old aged population
	 Direct marketing
	 Expansion Strategy
	 Penetration Strategy
	Distributional Strategy
	 Social Media

	 Old age people between age group of 55 to 70 years
	Direct marketing
	 Positioning Strategy
	 Price Skimming
	 Retail Strategy
	 Product Giveaways

	All community people
	 Online Marketing
	 Positioning Strategy
	 Price Skimming
	 Whole Sale Strategy
	Social Media

	 Consumers seeking cost effective services
	 Online Marketing
	Positioning Strategy 
	Psychological Strategy 
	Retail Strategy 
	Social Media

	 People who want to live healthy and fulfilling life
	 Direct marketing
	Expansion Strategy
	Psychological Strategy
	Retail Strategy
	Point of Sale Promotion 


2) Select one of the above segments to target and develop the full product mix for that segment (not what the firm is doing but what they should be doing for that segment of the market
	Target Market
	Product Features
	Style
	Brand
	Package
	Augmented Product

	Old age people between age group of 55 to 70 years
	  Quality,

Easy usability and low price
 
 
 
 
 
 
 
	 Attractive and favorable
	 Unique and differentiated
	 N/A
	 Customized and personalized services


3) How does the above related to the customer’s buying behaviors?

Since the targeted market segment is old age people between age group of 55 to 70 years, are more incline towards seeking services on a regular basis with low prices (Human Rights Campaign, 2013). Moreover, since the company deals in healthcare products also, old aged prefer safe packaging with easy to use and quality products.
4) based on the above product strategy how will you price the product?  What factors influence your decision?

Low pricing strategy would be adopted as the company deals with providing the basic necessities and daily care products for the customers, as well as provides health-related services (Human Rights Campaign, 2013). Since the number of competitors is high, the product price will be kept low to skim the major market segment.
5) what is your channel strategy for your target market.
	Target Market
	Functions   Performed by Channel Members
	Type   of Channel Member? Exhibit 12.3
	Level
exhibit 12.5 and 12.6
	Intensity or coverage
	Relationship   with Manufacturer
exhibit 12.10
	Examples?

	 Old age people
	 Physical Distribution
 
 
 
 
 
 
 
	 Retail Outlets

	 2 Level

	 High intensity

	 Analytics and Technology
	 E-commerce and free delivery


6) How does the above related to the customer’s buying behaviors?
Since the target customers are old age people, they would prefer direct buying due to their inability to order and access the services via online means (Gerwig, 2014). Keeping this in mind, the above-stated channel strategy has been devised.

7) What is your promotion mix for your target market
	Target Market
	Advertising
	Personal   Selling
	Public   Relations
	Sales   Promotion
	How Will You Set Your Budget?

	 Old age people
	Broadcast media 
 
 
 
 
 
 
	 Advising customers about the usage, benefits and features of products
	 Public Relation Campaigns
	 Offers and discounts
	 Keeping in mind the present resources available to the company and the competitors status


8) How does the above related to the customer’s buying behaviors?

Advertising and promotion of the product is an important aspect especially for a merchandiser promoting healthy living (Gerwig, 2014). Therefore, both broadcast and print media will be used to generate awareness about the product and related benefits. The best way to attract old aged people is providing discounts and offers and providing easy usability.
9) describe the marketing audit (be sure to include measurable objectives)
For increasing the market share and attaining a well-placed position in the market, the company can analyze the prevailing external and internal market conditions (Gerwig, 2014). For examining the internal and external factors, the company can gain information about its strengths and weaknesses, as well as opportunities and threats respectively. For this, the company can undertake a SWOT analysis.
10) what are the ethical implications of your decisions?

The ethical considerations to be considered during the marketing of the product will include the manufacturing of non-faulty and error-free products (Human Rights Campaign, 2013). Moreover, it will also be ensured that the customers are not kept in dark are told all the product-related information in a true manner.
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