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1. [bookmark: _Toc10090]Summary
In the previous report, through the analysis of the beer market in China, the enterprise implemented the market entry strategy of the export management company(EMC) and found agents in China for indirect export. This report puts forward marketing strategy planning for the marketing mix elements(7Ps) of Tomos Watkins Brewery after entering the Chinese market, aiming to help enterprises successfully enter new markets and improve enterprise visibility.






















[bookmark: _Toc7267]2. Introduction
International marketing refers to the marketing strategy implemented by enterprises in the international market via the evaluation of resources, tasks and objectives. International marketing can improve the economies of scale and business stability of products and reduce dependence on the domestic market (Wilton, 2016).
International marketing strategy planning is an important part of organizational management, which emphasizes the use of the most economic and most conducive way to the enterprise's marketing resources, providing the right direction of the operation of the organization. (Hill, 2017)
International marketing planning is mainly divided into four steps: 
· Analysis and screening, and set the target of the enterprise as the target to be achieved.
· Adjust marketing mix according to market demand .
· Making plan development.
· Evaluation and control.(Saimon,2018)
In a previous report, Tomos Watkins Brewery has completed a preliminary screening. This report combines strategic elements of the marketing mix with action plans, controls and assessments to help companies successfully enter the Chinese beer market.









[bookmark: _Toc8554]3. Main body
[bookmark: _Toc21234]3.1 Identify Marketing mix
Identifying the International Marketing Mix is standardization or adaptation, which can achieve consistency with customers, lower cost and easier maintenance and control. International Marketing Mix usually adopt standardization. (Jain, 1989). Levitt (1983) believes that when entering foreign markets, marketing mix and marketing strategy should be changed to adapt to local situation. Enterprises should consider all environmental factors and restrictive factors to meet new market demands. There is no absolutely accurate method between standardization and adaptation, so Tomos Watkins brewery need to analyze the new market according to their own situation.

[bookmark: _Toc30511]3.2 Marketing mix strategy 
The International Marketing Mix is mainly to explain how to implement successful marketing plans and make important decisions, mainly including 7Ps：Price, product, promotion, place, physical evidence, people, process. (Laura, 2018)

Products: Enterprise managers need to make product positioning for Tomos Watkins brewery in the market. Tomos Watkins brewery’s international service scope currently only includes the United States, Spain and China. The brand is not well known. In terms of the sale of the product,Tomos Watkins brewery should choose to adapt to the Chinese market. 
For example: Budweiser is one of the most famous international beer large enterprises. It has a guarantee of product quality and taste in the beer industry, which is a market leader rather than follower, so Budweiser can choose to use standardization in terms of product manufacturing and exporting(Vorel,2018).However, Tomos Watkins brewery belongs to small and medium - sized enterprises whilst is a market follower. Enterprise should do at present is to segment the market. Enterprises lack mature experience in entering the international market and need to consider the risks posed by standardized products.
Products can keep the original welsh characteristics to bring freshness to customers, or make some new adjustments to cater to the taste of consumers and attract different consumers. Therefore, Tomos Watkins brewery is more suitable to adopt adaptation sales approach in the Chinese market and adjust it gradually.
In terms of product production, as beer is an intensive industry, it must be use standardization.(Sinha,2018) Standardized production of products to a large extent can avoid the repeated labor of enterprise staff, improve the production efficiency of enterprise products(Bhasin,2019). So in terms of product production, standardization mass production can promote the unified management and efficient production of Tomos Watkins brewery, which is suitable for long-term sales in the Chinese market.


Price: The marketing staff of Tomos Watkins brewery needs to consider the price perception of the products by Chinese consumers, and the enterprises should consider that the price can change their marketing strategies. (Adaptation)
Terpstra & Sarathy raises its own opinions on the factors affecting pricing: 1.Company's products 2.Market 3.Environment (1991,p.294).These different kinds of factors enable enterprise managers to adopt three main methods when making pricing decisions: Cost-oriented approach, market-oriented approach, competitor-oriented approach.(Ciaessens,2018)
More than 57% of americans think the taste of beer is more important when they buy beer. They pay more attention to the quality of beer rather than the price (Belonogoff, 2018). So If the product is priced in the US the beer can be priced in a market-oriented manner.In China,enterprises should choose to adapt to local conditions and price based on cost.According to the survey,before 1972, imported beer had not yet entered China, and now many Chinese are still not used to drinking beer.(Butcher,2016)Some of the more expensive beers, such as Heineken beer from the Netherlands, are not so popular in China. Poor sales are not the reason for the taste, because the price is not acceptable to the Chinese (Shane, 2018).
Tomos Watkins brewery adopt the EMC strategy in the indirect export, the pricing of the product can be set by the agent and the dealer after the market analysis. Because dealers and agents understand China's beer market, to some extent can help companies analyze competitors and market pricing(Roy,2017).If the enterprise uses the competitor-oriented market pricing in terms of pricing, it can choose imported beer with similar tastes of Tomos Watkins brewery for pricing. But the competitive approach to pricing is risky, because it is impossible to know for sure whether the company will be able to outsell its competitors when compared the same taste beer.Therefore, considering the current situation of Chinese brewery,Tomos Watkins brewery is most suitable to adopt the cost-oriented method as the main reference basis, and the price of competitors will also be considered as the secondary reference basis. Refer to the same type of Kaiserdom beer (10 yuan 500 ml) and Tupburg (9. 8 yuan 500 ml) as the pricing basis in Shanghai (Dong,2018), So 10 yuan is applicable to the current beer pricing enterprises.


Promotion:Promotion of goods is generally through advertising, public relations sales. Advertising includes television advertising, Internet advertising, media advertising and commercial billboards etc. Public relations sales refers to the release of news to the media to promote products. Advertising is paid to the media, and public relations is to win the media.(Wynne,2014)
In advertising campaigns, China should choose adaptation to sell products.A good advertising campaign can give enterprises more traction，media publicity could drive masses of people to enterprise products or services.(Anastasio,2016)
If the enterprise carries on the advertisement sales in the local but does not get the consumer attention, then the brand promotion strategy is equal to the failure. Therefore, Enterprises should adapt to customer's consumption habits and improve sales strategies. For example: Build an online sales model that enables brands to sell online. According to the data, as China is one of the largest e-commerce markets in the world, the annual online shopping sales exceed 400 billion us dollars (Bollinger, 2015).Therefore, Chinese customers prefer to screen products through the Internet.
In public relations, dealers, wholesalers and retailers all need to build good relationships with customers. Because they are directly in contact with the customer, and customers' perception of the enterprise will promote customer willingness to purchase and support the products of the enterprise. (Blanchard, 2018) Dealers, wholesalers and retailers can take the form of corporate social responsibility to promote products, such as doing some charitable activities, so that customers can better understand and support the enterprise, while promoting products can also improve the brand effect.


Place: Place is a mnemonic used by people in making distribution decisions, including manufacturers, distributors, wholesalers, retailers, storage and transportation.  The distribution decision is a kind of long-term strategic goal, the brand image of the product and the future development trend of the enterprise, as well as the interests of partners in the distribution decision need to be considered. (Thakur, 2019)So only when the interests of the entire distribution channel with the Tomos Watkins winery at its core are aligned will the benefits of the enterprise be maximized.According to the survey, the biggest demand for craft beer is in Shanghai.(Bao.2018)
Shanghai also has many famous brands of beer such as Tiger and Budweiser. Tomos Watkins brewery can choose second-tier cities to avoid fierce competition. For example: To avoid competition, some beer products such as Tuborg are sold in other cities in China.(Sohlberg,2017).But given the level of consumer demand for beer, Tomos Watkins brewery is better suited to the big coastal cities. 
Because people's living standard is higher and they are more open to foreign beer products whilst the company has experience in product sales in Shanghai. Therefore, the choice of sales in Shanghai is undoubtedly the most suitable way for enterprises. Distribution channels can not only play the role of sales, but also play the role of after-sales service and brand promotion for consumers.(Walton, 2018)Therefore, as a small and medium-sized enterprise, enterprises need to distribute their products in Shanghai in a way of adaptation.
The distribution decision also includes the distribution channels. The transportation modes of the channels mainly include air transportation, railway transportation, road transportation and water transportation. (Walton, 2018) enterprises can adopt an adaptive distribution mode for these different transportation conditions. Different transportation modes and volumes require enterprises to adapt to the complexity of the local market and the changing logistics situation. Considering the convenience of channel sales, enterprises can establish channel relations with other industries or wholesalers in China to further sell products. For example: The agent transfers some of the interest to the dealer and then lets the dealer sell the product to the retailer. Then sell beer through retailers to various industries (retail stores, restaurants, hotels, bars, etc.) and via those various industries finally sell beer to customers.


Customer service:  In addition to the 4Ps of production portfolio, service portfolio can also be divided into 3Ps, including physical evidence, people and process.
People: people in the marketing mix refer to the employees working in the service or product or service, and the enterprise should know their performance in the work. (Tracy, 2004) For example: Tomos Watkins brewery can establish a sound and unified performance appraisal mechanism. Efficient employees can be provided with training opportunities and job positions to improve their enthusiasm and service quality. In the selection of employees in the enterprise must be standardization, including the characteristics of the salesman and standardized assessment mechanism, it can make people more impressive.

Physical evidence: Physical evidence means that most enterprises have some form of physical evidence (Tracy, 2004).For example, the letter "M" stands for McDonald's. Tomos Watkins brewery also needs to make an effort to give consumers a visual hit. For example:  The packaging for the Welsh beer is ornate enough to be seen and recognised as belonging to Tomos Watkins brewery. Of course, material evidence not only includes the brand logo, the company's overall environment and a good image of staff quality will impress consumers. Only in the physical evidence has the characteristics of the enterprise, will gain a competitive advantage.

Process: It refers to any process that has an impact on the processing mode of products or services within the organization. (Tracy, 2004).For Tomos Watkins brewery, the enterprise process must involve sales staff, so as to update first-hand data quickly and achieve sales informatization management. In terms of the sales process, Tomos Watkins brewery can refer to the opinions of competitors and some experts to provide a more scientific basis for the decisions of sales, production and procurement, so as to strengthen the management of the market. This requires a combination of standardization and adaptation.

[bookmark: _Toc21420]
5. Conclusion 
The report elaborates that when choosing target market, enterprises need to have a strategic plan, considering the positioning of enterprises. According to the target market competitive ability and customer purchasing power, determine an enterprise's marketing mix should choose to standardization or adaptation. In the process of sales, agents should also understand the significance of dealers and wholesalers in the sales of products, establish friendly relations with them is the key to success.
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