
[image: ]




Programme: Master of Business Administration

Module: Marketing Management

Samsung Brand Extension Presentation: Samsung SolarDesk

Module code: LCMB7024

Lecturer: Dr Haoran Li

Student Name: Akash Patel

Student ID Number: 2538074

Word Count : 2312












TABLE OF CONTENTS
Element 1: Sustainable Brand Extension Poster Presentation	1
Element 2: Develop a Segmentation, Targeting, Differentiation, and Positioning (STDP) Analysis for the brand extension	2
Market Segmentation (S)	2
Market Targeting (T)	3
Differentiation (D)	4
Positioning (P) (Identifying competitors	6
Element 3: Marketing Mix (7Ps)	8
Product Strategies	8
Price Strategies	9
Place (Distribution) Strategies	10
Promotion Strategies	10
People Strategies	12
Process Strategies	12
Physical Evidence	13
Element 4: Reflection	14
References	16





[bookmark: _vf2atwufoc0j][bookmark: _Toc236932316]Element 1: Sustainable Brand Extension Poster Presentation
[bookmark: _s59e2paykfch][image: ]


[bookmark: _qqxqj44udemb][bookmark: _Toc236932317]Element 2: Develop a Segmentation, Targeting, Differentiation, and Positioning (STDP) Analysis for the brand extension
[bookmark: _tmmg09eni7l8][bookmark: _Toc236932318]Market Segmentation (S)
Geographic: Samsung SolarDesk brand extension targets urban consumer centres in the UK and European markets. Cities such as London, Berlin, Amsterdam and Paris are significantly investing in sustainable public amenities. According to Yahoo (2025), the smart adaptive street furniture market is expected to grow significantly, reaching $5.46 billion in 2026 (Yahoo Finance. 2025).
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Figure 1: Smart adaptive street furniture market growth
(Source: Yahoo Finance, 2025)
Demographic: Samsung SolarDesk focuses on large organisations and institutions instead of individual consumers. In this context, the key subgroups include universities, colleges, corporate campuses and municipal governments. Universities in North America and Europe have installed solar smart tables. Corporate clients such as tech companies and business parks are the distinctive segments. 

Psychographic: Samsung SolarDesk effectively appeals to eco-conscious, technology-savvy, and innovative organisations. The psychographic consumers value the sustainability and social responsibility aspects with the formulated environmental leadership. According to You Gov (2025), UK consumers express higher sustainability concerns at 69%. Even about 40% of the consumers are willing to pay 10% extra for sustainable products (You Gov, 2025). 
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Figure 2: Technology industry sustainability initiative importance
(Source: You Gov, 2025)
Behavioural: The key behavioural segments for Samsung SolarDesk include hybrid workers and outdoor learners who praise the uninterrupted, reliable power and connectivity when away from indoor offices.
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Undifferentiated (Mass) Marketing: Samsung SolarDesk does not appeal to all consumers. SolarDesk's B2B/B2G buyers and B2C end-users have fundamentally different purchase logics, so a single blanket approach would underperform.

Differentiated Marketing: This differentiated marketing approach fits best. Samsung can effectively design tiered product lines such as standard vs. premium sensor or display modes Kurdov, 2026). Even corporate campuses, such as hybrid work enablement, would offer the key benefits. Furthermore, municipalities of smart-city integration would cater for the demand.

Concentrated Marketing: Samsung could strategically focus on one niche for the establishment on the foothold. By targeting university campuses exclusively at the launch, SolarDesk could articulate better marketing efforts. Once established, Samsung could further expand in the other niches. 

Micromarketing: Considering the B2B based product, the key elements of micromarketing are possible for SolarDesk. Samsung can offer special installation requirements to local contexts such as city-branded colour schemes and company logos. In this context, high-value clients could choose the added features. 
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Figure 3: Market targeting model
(Source: Self-created)
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Product quality: Samsung’s SolarDesk offers weather-resistant, durable construction materials that suit the outdoor conditions for institutional use. Quality solar panels enhance Samsung hardware's reputation and overall loyalty (Cahyaningrum and Santoso, 2025).
Innovation: SolarDesk’s innovation lies in its use of multiple technologies, such as SmartThings IoT connectivity for remote monitoring. Samsung's global R&D infrastructure in electronics offers the key add-ons which competitors may lack. 

Customer service:  Samsung’s existing strong digital experience demonstrates the key dominance in the Samsung MX, having $17-25B quarterly and Display and Digital Appliances of $4-6B each, determining the key experience of revenue driver (Tridens Technology, 2026). SolarDesk well attributes towards Samsung’s warranty and maintenance services.
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Figure 4: Samsung’s overall digital experience with revenue
(Source: Tridens Technology, 2026)
Technology: Samsung includes SDI’s battery technology with the energy-efficient PV panels and advanced cells. Samsung’s integrated RE100 initiative, with the aim of 100% renewable energy, well aligns with the corporate PPAs for clean power. 

Design: Samsung’s design signature of minimalist, sleek aesthetics offers SolarDesk’s modern look. The station is to be customised as per the corporate requirements with Samsung’s clean lines. This differentiates it from competitors and street furniture. 
Brand reputation: According to You Gov (2026), Samsung's UK brand loyalty shows robustness, with 77% popularity versus only 3% disliked, indicating the minimal churn rate. This projects SolarDesk as the eco-friendly solution, not a greenwashing gimmick. 
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Figure 5: Samsung’s brand loyalty 
(Source: You Gov, 2025)
Emotional value: SolarDesk appeals emotionally by aligning with clients’ values. Organisations gain pride in providing cutting-edge green infrastructure.

[bookmark: _zdyka4j0acy1][bookmark: _Toc236932321]Positioning (P) (Identifying competitors
Understanding competitive dimensions: The notable competitors include EnGoPlanet, SEEDiA, and ZANO. EnGoPlanet’s solar bench facilitates dual USB ports and wireless charging features. While SEEDiA offers advanced IoT features (Arsenyeva and Tikhonov, 2026).

Evaluating competitor positions:  Samsung’s SolarDesk secures the higher-price positioning with the feature on the high-feature quadrant (Masih et al. 2025). While SEEDiA and EnGoPlanet lead in terms of specialised IoT smart furniture. But these lack the infrastructure facilities.  Lower-tier competitors like ZANO focus strictly on cost efficiency.
[image: ]

Figure 6: Brand positioning map of SolarDesk
(Source: Self-created)
User image: SolarDesk well presents an image of forward-thinking corporate or campus users. This is well attributed to the fact that the UK has 40% remote workers (14% full-time, 26% hybrid). Hybrid at 28% is the new normal, while office-only declines—shift from full-time office to hybrid working (ONS, 2025).
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Figure 7: Remote workforce growth
(Source: ONS, 2025)
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Quality level: Samsung SolarDesk is positioned as the premium-tier outdoor infrastructure. It uses the well-established manufacturing features and standards of Samsung. Quality hardware ensures weatherproofing and durability, differentiating it from the entry-level street furniture. 

Design: SolarDesk offers minimalist, Scandinavian-influenced industrial design by projecting Samsung’s overall consumer electronics language. This differentiates SolarDesk from the other average utilitarian benches and kiosks of competitors. 

Features: SolarDesk includes integrated PV panels, battery storage, wireless charging, LED lighting, SmartThings connectivity and premium-tier sensors and digital displays. This reflects the adaptive street furniture with IoT integration (Kotler and Pfoertsch, 2025).  

Packaging: SolarDesk offers modular, flat-pack shipping units as regards reducing the overall logistics costs. This leverages better access to on-site assembly across the dispersed campuses and corporate locations. 

Warranty: SolarDesk offers a tiered warranty structure. The standard hardware coverage includes 2-3 years along with the extended battery performance warrants of 5-10 years. This ensures the key differentiator in the commercial battery energy storage system. 

Product support: SolarDesk’s SLA-backed maintenance contracts with remote diagnostics through SmartThings. Thus, it reduces on-site engineering visits, with the supported institutional procurements preferred for the total cost of ownership.
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a. General Pricing Strategies: 
Value-based pricing:  Samsung SolarDesk should incorporate a value-based pricing strategy with Samsung's brand equity (Salesforce, 2026).
Cost-based pricing: Commercial-scale battery storage currently costs $200–$500 per installed kW, offering a defensible cost for premium unit pricing. 

b. New Product Pricing Strategies:
Market skimming pricing: Samsung should introduce SolarDesk with the utilisation of market skimming strategy, with the targeted smart-city authorities, MNCs and universities. 
Market penetration pricing: Samsung can gradually reduce the prices with the penetration to the accelerated adoption among local councils and educational institutions. 

c. Segmented Pricing
Customer-segment pricing: SolarDesk should offer differentiated pricing terms for universities, corporates and municipalities based on the volume.
Product form pricing: Samsung’s SolarDesk should offer Standard vs. Premium, such as sensor and display unit-based pricing (Hasanah and Rino, 2025).
Location-based pricing: The pricing should reflect the regional installation complexity with the incentives across the UK and European markets. 
Time-based pricing: Seasonal pricing before university campus upgrades can stimulate demand during the purchasing periods.

d. Promotional Pricing
Loss leaders:  Samsung may offer discounted SmartThings subscriptions or installation packages to encourage long-term service adoption. 
Special event pricing: Temporary discounts during Smart City Expo, Green Building Week, or sustainability conferences can increase product visibility among institutional buyers (Samsung, 2026).
Cash rebates: Government-backed renewable-energy incentives and manufacturer rebates can reduce customers' initial capital investment.
Low-interest financing: Flexible leasing and the subscription-based model will leverage SolarDesk's affordability with the generation of recurring revenue.
Psychological pricing: The articulated premium pricing should reinforce Samsung's SolarDesk as a highly qualitative, technologically advanced infrastructure solution. This differentiates it from the key market competitors such as SEEDiA, ZANO and EnGoPlanet.

[bookmark: _rplhhkzhix53][bookmark: _Toc236932325]Place (Distribution) Strategies
Direct marketing channels: SolarDesk aims at direct B2B sales teams with the engagement of university and corporate departments (PV Magazine, 2025). 
Indirect marketing channels: The partnership with the architecture firms, landscape contractors, smart-city integrators and facilities management organisations will contribute towards the reaching the installation complexity. The EU Mission model thus offers the collaborative effort of businesses, investors and national bodies (Europa, 2025). 
Multi-channel marketing: SolarDesk effectively utilises Samsung’s existing B2B retail and partner network for the smaller commercial buyers (Samsung, 2026). 
[bookmark: _3quaslgm6d01][bookmark: _Toc236932326]Promotion Strategies
Advertising: The messaging of SolarDesk should strategically focus on clear energy, convenience and smart connectivity along with the premium urban design. LinkedIn leads offer the key conversion of 13% by commanding 41% of ad budgets (Thunderbit, 2026).
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Figure 8: LinkedIn marketing growth potential
(Source: Thunderbit, 2026)
Personal selling: SolarDesk effectively dedicates account managers for university and corporate tenders with the long institutional sales cycles. 
Sales promotion: Pilot-programme incentives and bundled maintenance contract discounts offer the early framework adopters. 
Public relations (PR):  The well-established sustainability focus case examples from the UK university installations well represent the reinforced attribution of Samsung’s net-zero credentials. 
Direct marketing: Samsung should incorporate Account-based marketing (ABM), personalised email campaigns, webinars, and CRM based communications as regards procurements managers and facility directors. 
Digital Marketing: Apart from conventional marketing, Samsung should utilize AI driven digital marketing, social media integration, and LinkedIn advertising. According to IAB (2025), AI adoption in marketing is massive, with 50% used for content targeting and supporting, while 58% are planning for increased creative generation.
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Figure 9: AI usage in the technology market areas
(Source: IAB, 2025)
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Staff skills and training: Samsung should invest in the continuous training of employees in programmes without the solar photovoltaic system, IoT integration and SmartThings platform (Wu et al.  2025). 
Customer service tools: Customer support should effectively utilise AI-powered chatbots and a dedicated 24/7 technical helpdesk. 
Strategies to motivate employees: Samsung should offer performance-based incentives along with career development pathways. The study by Adecco (2026) well demonstrates that workers take control by 81% investing in personal time in upskilling and 83% in future intent. 
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Figure 10: Upskilling requirements of employees
(Source: Adecco, 2025)
Strategies to reduce/manage staff turnover: Samsung should incorporate onboarding, mentoring and continuous well-being initiatives to retain skilled employees. 
[bookmark: _a4cshxdyiv3r][bookmark: _Toc236932328]Process Strategies
Customer Relationship Management (CRM): Samsung SolarDesk should integrate the CRM system with the Samsung SmartThings platform. 
Use of ICT (Information and Communication Technology): Samsung SolarDesk should effectively leverage cloud computing, AI, IoT, and 5G connectivity for monitoring workstation performance remotely (Samsung, 2026). 
Tools and processes that impact service efficiency: Automated maintenance scheduling and predictive battery replacement would strategically reduce the reactive site visits supporting SLA compliance. 
[bookmark: _8k7fzdnabp01][bookmark: _Toc236932329]Physical Evidence
Marketing and retail design: Samsung SolarDesk should be presented through the Samsung Business Experience Centres and university innovation hubs. 
Storefront and window displays: Instead of conventional retail displays, Samsung should effectively utilise outdoor demonstrations with the installations at corporate campuses, public parks and Smart City expos (Noui and Boucetta, 2025). 
Service encounter experience: Customers should seamlessly integrate SmartThings app integration with the reinforcement of perceived reliability. 
Packaging as a signal of quality: SolarDesk should be effectively delivered using 100% recyclable, FSC-certified cardboard and minimal plastic packaging. 


[bookmark: _c6oybz63wf55][bookmark: _Toc236932330]Element 4: Reflection
Developing the Samsung SolarDesk brand extension provided me with the required practical understanding and knowledge attribution on how brands work towards the development strategy. This offers the key real-life application instead of theoretical knowledge. When I started my STDP analysis, I was initially in the process of acknowledging segmentation, targeting, differentiation and positioning as separate aspects of the market in the overall brand organisational context. As I progressed through the marketing mix learning, I realised how every aspect is interconnected (Bhardwaj et al. 2025). My decision-making of pricing had to reflect the segments I had targeted. I even ensured that my overall promotional choices are well aligned with SolarDesk’s brand positioning approach. In the presentation and report, I ensured that all the data are reliable and credible, supported by the market context and sustainability demands (Song et al., 2025).
Preparing the poster presentation, I got engaged in a different kind of learning experience. It helped me in the overall understanding of the requirements of persistent idea projection clearly and concisely. I even acknowledged that I did not include every detail. So  I mostly focused on the key points which would effectively attract investors and customers. I first began the presentation by explaining the sustainability purpose of SolarDesk and then introducing the product (Zhou et al. 2025). This made the message clearer and more effective, ensuring easy to convince. Delivering the presentation also contributed towards my overall communication skills. I even projected the key technologies of the brand extension in simple language. 
In the entire process of the brand extension report, I developed several key skills which I consider directly relevant towards my overall professional development process. My key analytical skills also sharpened as I moved simply from descriptive market research towards the evaluative discussion. I even carefully selected the targeting approach that best matched the brand extension of SolarDesk. My skill also reflected in the clear explanation of my decision with clear reasons (Andayanie et al. 2025). My research skills contextually improved in comparison towards the information from reliable sources and the statistical explanation. This also contributed towards my confidence in evidence-based informed decision-making. Even in the critical aspect, the learning made me more informed about the judgements and supported ideas. This overall improved my problem-solving and decision-making skills.
The project of brand extension taught me the most valuable lessons for my future career aspirations. If I complete a similar project again, I will ask for feedback from classmates or others at an early stage (Curto‐Reverte et al. 2025). This will help me as regards improving on my ideas and consider different opinions before making the final decisions. 
I learned the key importance of presenting visuals for projecting the information precisely. So I plan to further improve my creative skills in the creation of visual elements. Overall, this learning process of the project also contributed towards the improvement of my presentation and thinking abilities. My future academic endeavours and professional marketing job will benefit from these abilities.
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