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[bookmark: _Toc7951028][bookmark: _GoBack]Introduction 
In the last business report, I have conducted a comprehensive marketing research in market screening and market entry methods for Tomos Watkins, a Walsh beer producer who attempts to expand its market to an international market. 

This report will offer a set of actions and tactics for Tomos Watkins to enter into Portugal market. The latest version of marketing-mix (7Ps) is designed for service industry: hotel, hospitality, restaurant, and other sub-industries in service sectors (Article Library, 2019). Because the extra 3Ps are mainly focusing on service quality by assuring the service people, service process management and tangible or physical evidence. However, Tomos Watkins is not a company providing service. Therefore, the three extra factors will be embedded in the original 4Ps (Product, Price, Place and Promotion). Specifically, product strategy will be combined with people. The placing strategy will be combined with process management. Promotion will be with physical evidence. 












[bookmark: _Toc7951029]1.0 Product and people 
In the last report, a joint venture has been decided as a market entry method for   Tomos Watkin. Therefore, to design a suitable product and people strategy, the market entry method has to be engaged at first. 

[bookmark: _Toc7951030]2.0 Joint Venture with Sagres
A joint venture (JV) strategy is a business agreement between two or more parties to gather their resources to achieve a common goal (Mar Benavides-Espinosa, 2012). It is a distinctive feature between JV and strategic alliance or partnership since JV is only designed for achieving a single result or project (ChoiChangBeom, 2011).  The most important treaties within the JV contract are relating to the resource exchange.  

[bookmark: _Toc7951031]2.1 Why Sagres corporates with Tomos Watkin
Hence, in my last report, Tomos Watkin has decided to sign an agreement with Sagres which is one of the most famous beer manufacturer in Portugal. Sagres’s product line covers dark ale and pale ale mainly (Santos, 2019). Therefore, Cwrw Braf (an amber-coloured ale) provided by Tomos Watkin can extend Sagres’s product line as a resource exchange (Tomos Watkin, 2019). However, there are some problems existing in JV. The vague objectives and the great imbalance would be found as two major disadvantages between Tomos Watkin and Sagres, as a small-medium sized company with a large company. Hence, the product strategy and people strategy will provide solutions of them.  

[bookmark: _Toc7951032]3.0 Product 
The product strategy is the most important factor to minimise the negative effects from the JV agreements. There are three product strategies: “differentiation strategy, business goals strategy and a strategy based on market and needs” (Pichler, 2019). 
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Graph: different product strategy (Pichler, 2019)

The interest point on Sagres’s side is to compensate its product line by adding Cwrw Braf to compete market share. By taking the disadvantages from JV into account, the business goals strategy would be suitable by indicating that a clear business goal will be settled and the power imbalance will be rebalanced. The business goals strategy can be specifically expressed in the contract between Tomos Watkin and Sagres: the common goal is to complete market share by adding an extra product line provided by Tomos Watkin (the expected market share should be provided in the contract). In addition, Tomos Watkin has to control its product fully during the contractual period. 
[bookmark: _Toc7951033]4.0 People 
The people strategy is a team-forming strategy which should focus on the business context in an international market (Sage, 2019). Within a joint venture period, there are two principal difficulties for all the parties involving in the JV agreement: the negotiation stage and supervision stage (ChoiChangBeom, 2011). To explain this, the people strategy has to maximise Tomos Watkin’s profit during the negotiation stage. Moreover, during the formal JV contract period, people strategy has to protect Tomos Watkin’s rights. Therefore, the people strategy has to meet those two goals. I would recommend that Tomos Watkin can hire a qualified business negotiator and a professional supervisor to form a project team as its people strategy. 





[bookmark: _Toc7951034]5.0 Place and process management 
Place strategy is also known as a location strategy which is to select a physical address for a company to enter an international market (Singh, 2019). This strategy has to follow the rule that the physical address has to be approach to customers (Hansen and Smith, 2003). This rule strong relates to the geographical landscape in Portugal. Due to the JV market entry method, the distribution channel will use Sagres’s channel which is in a mature stage. It seems that Tomos Watkin does not need to have a physical office in Portugal.  But, regarding to the difficulties within the supervision and negotiation process, a project department has to be established. By using the distribution channel provided by Sagres, Tomos Watkin does not need to directly contact with customers. However, the location strategy should be based on the physical address of Sagres. Because, it is easier to supervise Sagres’s action and to conduct business negotiation. The full name of Sagres is Sociedade Central de Cervejas (SCC) (full name: SCC Sociedade Central de Cervejas e Bebidas, S.A.) (SCC, 2019). Headquarter of SCC is located in Vialonga, Portugal (SCC, 2019). I would suggest that Tomos Watkin has to consider establishing an office near the location of SCC’s headquarter in Vialonga. 

On the other hand, the process management is to ensure the same quality of product or service will be provided in an international market (FreshThinking, 2019). The exported product for Tomos Watkin would be Cwrw Braf. Therefore, the process management strategy has to protect their product during the distribution in Portugal.  To have a very specific process management, the outlined steps have to be followed: function, activities, process and tasks. Firstly, Tomos Watkin has to choose the function of process management. We have already mentioned this (process management is intended to protect Cwrw Braf during the distribution in Portugal). Because the distribution and transportation may cause the product damages and changed quality. The activities conducted by the process management should be a random sampling mechanism to randomly sample those Cwrw Braf on supermarket’s shelf or in bar’s shelf or some other retailing channels. On the other hand, at the process stage, the random sampling mechanism requires supervision team to the random supermarket or beer bar to taste Cwrw Braf and record the status of those bottles of Cwrw Braf on shelf by using roughly two factors: colour and package : does colour change? And what situations are packages in?  Finally, the supervision team will draft the sampling report as their task. The sampling reports have to contain the factors mentioned from above. 
[bookmark: _Toc7951035]6.0 Promotion and physical evidence 
The promotion strategy in marketing mix is one of the most important tactics since it stresses on the promotion of sales (Embitel, 2019). In the years of information technologies and e-marketing, the promotion strategy will be based on the context of internet and search engine. Within the context of digital marketing, search engine optimisation, social media marketing and steam advertisements are presenting a very good chance for SMEs to increase their brand awareness (Meadows-Klue, 2003).  Therefore, on the other hand, Tomos Watkin may enjoy the brand awareness from Sagres.  On the other hand, Tomos Watkin can find other channel to generate more brand awareness through the promotion strategy. Considering the quantity of users, Google and YouTube are gathering 1.9 billion monthly users in 2018 (Swan, 2019). Therefore, YouTube and Google are two platforms for a company who wants to increase its market (Swan, 2019). It is a good chance for Tomos Watkin to present its products in front of viewers. There are several methods: standard display ads, overlay ads, bumper ads. 
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Graph: some samples of standard display ads, overlay ads and bumper ads (Swan, 2019) 

Therefore, Tomos Watkin has to focus on the demographic of viewers. Tomos Watkin can screen the viewers who are viewing the Portugal related videos (including tourism, business travel and tourist attractions) and viewers are using Portuguese as the first language in YouTube settings. 

The physical evidence strategy is to provide some physical evidence to the potential customers who are likely to choose a specific intangible product or services (MarketingWit, 2019).  We can assume that before the potential customers truly taste a bottle of Cwrw Braf, all potential customers will not know the taste of Cwrw Braf. Therefore, combined with promotion strategy collaborating with the concept of digital marketing, physical evidence strategy can be considered as a part of promotion strategy. The Key Opinion Leaders (KOLs), as a newly coined term in e-marketing, shows that some bloggers with millions of followers will have sort of power in marketing aspect (Donahue et al., 2004). The other concept in e-marketing is the “post and lottery”: every social media user has a chance to win the prize through posting a specific content (advertisement) (Zhang and Dong, 2009). Therefore, Tomos Watkin can post its advertisements on the main Social Medias including Twitter, Facebook and Instagram at first.  By signing the contract with KOLs and preparing the prizes for the winners of (post and lottery), Tomos Watkin will offer some samples of Cwrw Braf to the winners. 

[bookmark: _Toc7951036]7.0 Price 
In an economic perspective, the demands will determine the size of market. Therefore, the price strategy has to follow the rule of market. There are two necessary stages for Tomos Watkin to coin a suitable price strategy in Portugal market. The first stage is to analyse the market size while the second stage is to compare the alterative (or competitive) products with their prices.  

By having a review of some economic data of the Portugal beer market, the overall consumption, revenue per year and the overall demands. 
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Line chart: annual volume of beer consumed per capita in Portugal from 2008 to 2017 (in litres) (Statista, 2019)

From 2008 to 2015, the demands of beer were decrease substantially. In addition, from 2015 to 2017, the consumption of beer was increase almost 10% (ESM, 2019).
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Basic characteristics beer market (2013-2014) (Europe Economics, 2016)

Hence, according to those economic data, from 2017 to the future, the beer industry is expectedly in a recovery situation (Europe Economics, 2016). Therefore, the general idea of the pricing strategy is given that the price per unit does not need to provide low price to consumers in Portugal.

The second stage of price strategy is to regard the average mark price in Portugal and to find the position for Tomos Watkin. The average Pint Price in the UK is £3.2 while the average Pint Price in Portugal is £ 1.63. The selling price of Cwrw Braf is £1.75 per bottle in the UK. Therefore, it is obviously that the price strategy carried out by Tomos Watkin in the UK is different from the possible price strategy in Portugal. Considering the price strategy adapted by other alterative product (amber-coloured ale), Cerveja Super Bock (from SBG Super Bock Group Carlsberg) and Ochakovo Originalnoe (Original) (Ochakovo), those two competitors are priced approximately £ 1.58 and £1.23 in Portugal (Santos, 2019). Therefore, as a foreign competitor, Tomos Watkin can adapt customer psychological price strategy by adding an extra-margin on products. I would suggest that Tomos Watkin can price its Cwrw Braf £2.00 per bottle in Portugal. The customer psychological price shows that the high prices can reflect the high quality to the potential customers (QIU, ZHENG and YAO, 2015). 


[bookmark: _Toc7951037]Conclusion
This report provides a marketing mix for Tomos Watkin in Portugal market. The overall market entry mode is a direct entry mode. By signing a joint-venture agreement with Sagres, Tomos Watkin will directly enter into Portugal market. Having a quick review, the results from the last report are showing that the best choice of market for Tomos Watkins to be entered is Portugal while the best market entry strategy is joint-venture. To provide a more detailed market expansion scheme, I will demonstrate some specific strategies for Tomos Watkins.
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Total consumption in hectolitres 4,937,000 4,764,000
Total consumer spending (in million Euro) 2,537 2,469
Consumption of beer per capita (in litres) 47 46
Beer consumption on-trade (hospitality) 63% 64%
Beer consumption off-trade (retail) 37% 36%
Average consumer price in on-trade (1 litre, including taxes) (in Euro) 7.07 7.06

Average consumer price in off-trade (1 litre, including taxes) (in Euro) 1.85 1.85





