Task 1 Memo


Suggested Approach

· Review the company background information in the Project Scenario. 

· Review the GDP data in Project Materials, considering how factors like total GDP, GDP growth rate, GDP consumer spending, per capita GDP, and differences between PPP and market exchange rate consumer incomes might influence market performance. 

· Read the learning resources and related textbook readings. The textbook listed is required and used extensively in this course. 

· Conduct research using library or Internet resources to better understand the economies of the three countries and the consumer electronics segments in which Konicron participates. Don't forget to cite sources that you use in your report. 

Project materials:

	You are a senior global product/marketing manager at Konicron Electronics and report to David Petak, Director of Global Marketing. Throughout the coming weeks, you will work on projects aimed at increasing Konicron's global presence. You will examine the markets in China, the United States, and Germany and make recommendations for adapting Konicron's product technologies to new product strategies in those markets.

David Petak will ask you to estimate the demand in different markets in order to plan production and marketing operations for the next year. As Konicron considers entering the Brazilian market, you are instrumental in analyzing the related market entry issues. And your analysis of diffusion and knowledge of the U.S., Indian, and Mexican markets will help with the launch of Konicron's new picture cell phone.

Additional work in the coming weeks includes developing segmentation, positioning, and pricing strategies in Europe and Asia.

Clearly you have a number of challenging projects to complete in the coming weeks, but David is certain your work will be significant, substantial, and beneficial to the company.



	Konicron Electronics

Konicron Electronics was founded in 1979 and is headquartered in Naperville, Illinois. It is a medium-sized consumer electronics company that manufactures

· compact disk players and recorders 

· high-definition, plasma, and other television sets 

· mobile (cellular) phones 

Konicron has various manufacturing facilities (two in the United States and one each in China, Mexico, and New Zealand). It recently opened a software development facility in Bangalore, India.

A global presence

Konicron has sales offices around the world. In the United States, its offices are located in

· Chicago 

· Houston 

· Miami 

· New York 

· Los Angeles 

Its overseas offices are located in

· Bombay, India 

· Shanghai, China 

· Hanover, Germany 

· Toronto, Canada 

As an international company, Konicron is concerned about political, economic, and currency fluctuation risks. By globally diversifying its manufacturing, software development, and marketing operations, Konicron has successfully mitigated these risks.

Company structure

Konicron's core competency is low costs and flexibility. Toward this goal, middle and upper-level management work in an interdisciplinary function.

Rather than a traditional department structure, Konicron is organized in cross-functional teams. These teams consist of members from the marketing, sales, product engineering, production, and finance departments.

Managers rotate between product development, manufacturing, and marketing operations across various business units. As a result, Konicron is able to integrate new ideas and experiences.

Financial status

Over the past 10 years, Konicron has provided remarkable value to its stakeholders. Sales have grown from a modest $250 million annually to approximately $6.2 billion in 2003. Profits have steadily increased from approximately 2 percent to approximately 12 percent. Today, Konicron trades at $117 a share, compared to $7 in 1992.

Industry praise

What makes Konicron such a successful company? Industry analysts attribute this to two factors:

· A focus on value addition 

· A management philosophy of activity integration 

Konicron's management practices have earned glowing reviews from business trade journals and publications.

GDP of a country consists of three major components: Consumer spending, capital spending/investment (including government spending), and trade. The distribution of these three components of GDP in China is about 30 percent, 40 percent, and 30 percent, respectively. Comparative figures for the U.S. economy are 65 percent, 25 percent, and 10 percent, and for the German economy are 55 percent, 35 percent, and 10 percent. The sizes of the economies of China, Germany, and the United States are about $1.5 trillion, $2.4 trillion, and $11 trillion, respectively.


MEMO

To: David Petak

From: 
Date: 8/22/2007
Re: Product Strategies for China, United States, and Germany

Compare the GDP composition of China, the United States, and Germany, and analyze the impact of the composition of GDP from the perspectives of product and marketing development for Konicron Electronics in each country. 
	Country
	Size of the Economy
	Consumer Spending
	Capital Spending
	Trade

	China
	$1.5 Trillion
	30%
	40%
	30%

	U.S.
	$2.4 Trillion
	65%
	25%
	10%

	Germany
	$11 Trillion
	55%
	35%
	10%


The U.S. market would have a higher rate of response to the new product as their consumer spending consist of more than half of their GDP, at 65%. Further, Germany would be the next country responding to the new product as their consumer spending is at 55%. However China may not be as respondent to their product. 
Because Konicron has sales offices around the world, five in the United States, and in four other countries, India, China, Germany and Canada, the company can export its product globally.

 In your analysis, you will need to make reasonable assumptions about the core technologies developed by Konicron. 

Identify and discuss the major consumer electronics product segments in each country 

In China,
In U.S., 
In Germany,

Discuss productive product strategies for each country that Konicron could apply.
Identify how the product technologies of Konicron Electronics might be adapted to support the new product strategies. [image: image1][image: image2][image: image3]
Copyright ©2005 Cardean Learning Group LLC. All rights reserved.


