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Introduction

The world is internationalizing at a rapid rate, and the alcohol industry is no exception. The rapid integration of the alcohol industry is becoming a catalyst for this process. Most players get closer and bigger and take over each other and made the industry more global and international.
The direction of entering US by direct export to the distributors is both exciting and challenging. The characteristics of products, pricing, distribution channel, communication, people, process and physical evidence can be difficult to identify. Companies must conduct the right tool of trade to enter the market effectively.


Marketing Mix(7P’s)
Product

According to the global brewery product lifecycle, US is in a maturity stage, which means it is probably the most competitive time for Tomos Watkin to enter into this market. They need to consider product modifications or improvements which might give them competitive advantages. US taste is more to light beer which give refreshing to them. Tomos Watkin can modify the taste to enhance the products acceptability. One of the biggest beer import competitors is Heineken. Heineken used new product, which is Light Lager Beer when entering US market while not using its famous product, Lager Beer as they know adapt to the local taste is the fastest route to enter and gain the customer preferences. (Bhasin, 2018)
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	Tomos Watkin has to beware of labelling. All the details on the beer such as logo, brand name, ingredient, bar code, recycle logo, volume of the beer and alcohol has to be remain in the beer which export to US. The US government has required that every alcoholic beverages selling in US has to be labelled on the government warning which pregnant women is not allow to drink, drinker is not allow to drive and drink alcohol may cause health problem. (Hinsliff, 2007) Drink industry must be aware of this issue before entering US market, or else the government will take action on legislating.
In form of brand name and packaging, Tomos Watkin can remain the same as the packaging which is 330ml and 600ml in bottle which follow the global standard. As US is an English speaking country, language is not a barrier for Tomos Watkin. This is also the same with Heineken and other competitors as they are all remain the same in brand name and packaging when entering US. 
Tomos Watkin has decided on the degree of adaptation on the taste and labelling of the products while other parts remain the same as they are global standardise. Tomos Watking must beware when modify on the taste of beer because the failure might lead to huge disaster to the organisation. (Douglas & Craige, 1995) 

Price

Due to the shipment, import duties, barriers, additional taxes and currency fluctuation, the prices of the beers will have changes compare to the original price in UK, which is $2.20.
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According to the calculation above, the cost of a 600ml beers is around $1.40. The market price of beer in supermarket is around $2.00 to $2.80 while bar market price is around $8.50. So, the overall market price is $ 5.50. (GoEuro, 2018) Also, the competitor’s pricing in the market is around $1.80 to $3.60 in the supermarket and bar price is around $8.30 to $9.00. (Bud Light, 2019) So, compare with the cost, market and competitors price, the price is suitable to set around $2.30 in supermarket and $8.50 in bar.
 	Currency fluctuation is unavoidable, to reduce the loss, the company should trade with the agents and other distributors with same currency with the selling price. (Reynolds, 2017) Also, as the company does not direct sell to the end user, the price selling for the agent and distributors is lower which in the range of $1.80 to $2.00 per 600ml bottle. The agents and distributors who reach the target sales will get commission as rewards to push the sales.
	So, Tomos Watkin has decided to use fully adaptation in pricing to increase the customer preference, this give advantages for the company successful engagement with the local market.
	However, Heineken used standardisation pricing strategy when entering US market as they want to increase brand globalisation and improve communication and information flow. (Keegan, 2001) They only trade in B2B market as it has lower risk to respond to local market and less price sensitivity in this market. This comes convenient in control and manage. However, Heineken takes long time to gain market share because difficult to get respond and the price maybe unsuited for some customers. (Strain, nd.) 


Place

According to Keegan and Green (1999), channels of distribution are defined as “an organized network of agencies and institutions, which in combination, perform all the activities required to link procedures with users to accomplish the marketing task.” 
It is difficult for Tomos Watkin to standardise the channel distribution because different country has difference channel distributions. (Keegan J. &., 1999) Also, every layer of distribution channel might lead to increasing in price of products, the company only partner with agents and retailers to reduce the level of channels. 
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US is advanced in retailing which the retail company has great coverage among US and has mature logistic system. The US consumers used to buy products at retail stores because able to get everything to buy in one place. (Investopedia, 2018) This is the best way to spread the products all around US in an intensive coverage as the products is position as common products in a reasonable price. Intensive coverage is not only increase the revenue but also increase the brand awareness in the mind of customers. (White, nd.) The best partner to consider is Walmart, Amazon and Costco because those are the trusty retailers and has wide nation coverage. (Tyler, 2018) Other than that, convenient shops and bars are also the best choices to spread the products. Most popular convenient shops in US is 7 eleven and the gas station (Farfan, 2019) where people can easily buy products for them as they are everywhere.
The company will lent a warehouse near the Port of New York and New Jersey to store the products. After the beers labelled with duty paid, the products will directly send to the retailers’ warehouse by the company’s own transportation. The transportation has significant things to be notice, standardised on the transportation help on greater control on the product quality and management.
Transportation of every beer company are the same. During transportation, the beer must store in refrigerated storage between 3 and 8°C to inhibit the microorganism’s activities. During cargo handling, the beers must be taken good care because they are very pressure –sensitivity to avoid broken of the bottle and also dent on the can. (Beer, nd.) So, specialist is needed in logistics to ensure the products is in good condition.
The adaptation of the local distribution channel used by Heineken when entering US as it is difficult to standardise the distribution channel and US has lots of great local distributors. They must collaborate with the local distributors because Walmart and Costco is the local distributors which have the greatest sales of products in US. Heineken also used intensive coverage in order to sell their products. Good relationship with local distributors can create great value for business. (Kramer.J, 2018)


Promotion

	As UK and US has similar cultural, legal and media consideration, standardisation on the way they promote is suitable to apply on this situation. Also, there is no language barrier, promotion can be taken easily where there is no cultural mistake happen. Standardisation of promotion can help to deliver consistent message and provide greater recognition on the products. 
	In term of advertising, Tomos Watkin using both old and new media. Old media such as television, radio and newspaper able to reach old generation while new media such as website, cinemas and electronic signage able to reach new generation. Tomos Watkin can invite local celebrities as ambassador to attract the more customers and this could directly lead to increasing in sales. Tomos Watkin also can hired influencers to introduce the products on YouTube or Blogs to improve the acceptability of products as US trends is greatly influence by social media. The company need to adapt to US accent during advertisement. The same accent does not necessarily increase sales, at least it can make people not feel excluded and increase the product acceptability.
	Oktoberfest is the best opportunity for the company to increase the reputation by holding events and competition. Sales promotion is available too as this can boost high sales in short period such as joint promotion, discounted prices and recurring sales. To build a good relationship with customers, Tomos Watkin can start collecting information from the customers to build Customer Loyalty Program and send message to keep update and retain the customers.
	Heineken did very well in standardisation promotion. The way they promote their products is same globally. They did great advertising on social media or even old media as they have attractive flyers and posters. They held a lots of events and campaign all around the world successfully. Tomos Watkin should learn the way they held events and doing promotion.
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Figure 3: Gantt Chart of Tomos Watkin Promotion in US.

People

Standardisation in people is adopted as the requirements on workers are the same among US and UK. As Tomos Watkin is selling the products through distributors, Tomos Watkin should select the right distributor especially local trusty distributors such as Walmart and Amazon as long-term partners which can build perfect relationship, provide market and financial data and support market entry. (Ihonor, nd.) The company also provide commission for them who reach sales target to motivate them to reach greater sales. Tomos Watkin should build good relationship with the supplier which able to get the best quality of raw materials in the lowest price. This has play a vital role to enhance the final quality of the beers. (Edward, 2018) 
The company does not send its own salesman to US but require the salesman who provided by the retailers to wear on their corporate uniform when selling the beers because this can give the public a good image and motivate them to work better. The company require the retail stores to have workers able to give advice for customers on the best choice and train the new salesman. The company will send some experience workers to train the sales team and customer service in order to provide the best service and build good relationship with customers.
Heineken does have great sales force team and build good relationship with distributors and suppliers. However, the workers is lack of training as the complaint of workers behaviour is increasing nowadays. Heineken’s customer service did not reply the questions and reviews by customers which cause losses on customers and sales. (N., 2017)



Processes

Tomos Watkin can install system with the US retailers like in UK to ensure the products is always available at the retail shop for the customers. Tomos Watkin will get notify when the inventory went low and replenish the products immediately or in the next order. From this situation, computer should be used to make the process and manage storage more effectively. (Edward, 2018) Walmart does have a famous logistic system which ensure the products always on shelf and replenish the stock within one day. (Lu, 2018) This system is very useful to customer can get the products in anytime and create stable sales and good brand image. Walmart’s system do make Tomos Watkin’s work easier when manage the stock for it.
	As Heineken is a global brand and has mature management, the process from manufacturer to customer is mature and effective. They do have lots of experience of facing problems on processes before entering US, thus they only face small problems on business when external environment fluctuation occur yet solve them effectively.
	Thus, the processes is standardise.


Physical Evidence

The physical evidence is same with UK based which is standardise. The beers has a distinct design that is Wales image which the customers can easily identifiable among all beers on the shelves. (Edward, 2018) The message sent to the customers is all consistent by email or advertisement. The company do provide corporate uniform to unite everyone and looks smart. All these ways is to develop brand image to the public.
Heineken did the same approach with Tomos Watkin when entering US. The bottle has a distinct colour which customers can easily locate it. The advertisement is everywhere in US that increase the brand awareness. Heineken did great in physical evidence which give customer a signal on the products.




Course of Action
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The action plan distribute into 2 phrases. The first phrase in the first two months which the company have to do some market research, establish cluster area where to launch the products and identify the possible target customers. The company wish to obtain a national picture of a category spending and able to develop competitors mapping for different area.
The company is heavily rely on the second phrase. The company run the activities like promotion, sponsorship, launch marketing campaign, monitor sales and continue market research to pinpoint gaps in the market and geographic differences. Those activities create brand awareness and recognition to the public. By those activities, the company can increase in market penetration and market share.



Gantt Chart

[image: ]
The gantt chart shows the details of the marketing plan of Tomos Watkin Brewery. Same as the implementation action plan, the gantt chart do distribute the period into two which is the introduction part and the execution part. The exact duration is plan to make sure the work done perfect within the given period. By doing this chart can avoid completion confusion, keep everyone on the same page and understand the relationships of each task.

Conclusion

The growing market in US will provide Tomos Watkin Brewery with a great place to expand and build its brand. As US customers has different preference, adaptation on the product, pricing and distribution to meet the local needs. Standardisation also used in promotion and other services due to similar cultural and legal consideration. The company also has to beware of the technology as this provide great opportunities in business.
The thriving market in US is the way to achieve the vision of becoming a world leader.
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Product life cycle theory for brewery Industry:
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Figure 1: Global Brewery Lifecycle (Sekar, nd.)

PAGE20F6  1473WORDS ¥  ENGLISH (MALAYSIA)

O Type here to search




image4.png
B HS O - Assignment 2 - Word 7 =@ - x

B fove | NS DESGN  PAGELYOUT  REFRENCES  MAUNGS  REVEW  VEW Thersstoo - I
B CoverPage~ D F p<> b 1 a =1 & Hyperlink T*j ’i‘j ﬁ m A 4 A= [ signatureLine ~ T Equation
[ Blank Page =) &+ =& gookmark — — ERDateTime € Symbol~
o Table  Pictures Online Shapes Smarart Chart Screenshot  Appsfor  Online Comment Header Footer Page  Tet Quick Wordtt Drop
Hragetiesk | x Pctues T e Vides | B Crossefeence O et~ B Pase o cop Cl0bject (I Number
Pages Tables ustrtions Apps | Mecia Links Comments | Header & Footer Toxt Symbots ~
Price

Due to the shipment, import duties, barriers, additional taxes and currency fluctuation, the
prices of the beers will have changes compare to the original price in UK, which is $2.20.

Assumption 1% of market share in Lst year 242450 kI

S million
Raw material, consumable and services a17
Transportation 174
Shipment, Insurance 3438
Taxes, Barrier, Additional Charges 704
Human resources %
Currency translation differences 8.6
TOTAL $559.9 million
Costper I L $2.30
Cost per 1 bottle (330ml, 600ml) 50.76., $1.40
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According to Keegan and Green (1999), channels of distribution are defined as “an organized
network of agencies and institutions, which in combination, perform all the activities required to link
procedures with users to accomplish the marketing task.”

It is difficult for Tomos Watkin to standardise the channel distribution because different

country has difference channel distributions. (Keegan
every layer of distribution channel might increase the
company will only partner with agents and retailers to

Figure 2: Distribution Channel of Tomos Watkin

J. &., 1999) Also, the company has consider that
price of products as to get profits from it, the
reduce the transfer of goods in many channels.
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attractive flyers and posters. They held a lots of events and campaign all around the world
successfully. Tomos Watkin should lean the way they held events and doing promotion.

Project/ Task Project Planning (Jun 19 —May 20)
Tun | Jul | Aug [Sep | Oct | Nov |Dec | Jan | Feb | Mar | Apr | Ma

Poster/Flyer
Email

Event/ Campaign
Okktoberfest Event
‘Alcohol Exhibition
Joint Promotion
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Website
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