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Global Marketing


This report is following the previous assignment. This will be about the marketing mix for the exportation of Welsh lamb in the United Arab Emirates. The market entry will be done by a direct exporting method, employed agents based in the UAE. The Emirate market and the culture do not allow a standardisation of the marketing mix. Consequently, Welsh producers will have to adapt their tactic to a polycentric policy or geocentric policy. 


Product 

The products are meat from Welsh Lamb. They breed outside in fields and fed with grass. This way of production give quality to the meat. Lamb is part of the red meats; they are sources of protein like other meat. But they also provide vitamins, iron, zinc, and they have a high nutrient density (Meat Promotion Wales, 2018). In a survey, it is highlighted that Emirati considered as the prime meat choice, the meat is more flavoursome and has premium perceptions. It is also the third meat consumed after the chicken and the beef (MLA, 2017). 
The Welsh lamb will be exported and slaughtered in an abattoir in UAE. In this way, the meat would be halal. This certification is essential because of the Muslim population. In UAE, there are 75% of the population who are Muslim, it is primordial to provide meat that there are allowed to eat. Moreover, the aim is at final to export in the whole Middle East including their neighbours such as Saudi Arabia. In this country only Islam is allowed. According to the laws, every citizens of UAE have to be Muslim or must have to convert to the religion (CIA, 2018).
Slaughtered animals in UAE give also fresh meat. In other words, it is giving a meat of quality. Moreover, the acquisition of labels gives credibility to the product. Firstly, the halal certification has to be mentioned. After other labels could attract some uncertain customers. Some European labels such as Protected Geographical Indication can help occidental tourist to choose the Welsh lamb (USDA, 2017). 
The law requires that everything on the packaging has to be translated in Arab. The company will have to check if the translation of its name could be in its disfavour. To not make mistakes, it’s is better to choose to work with an agency from UAE. They will know be able to recommend the best name and others components to enter on this market (USDA, 2017). 

Price

In order to determine the price of lamb in UAE, companies must have to choose a cost-oriented approach. In fact, for the exportation a lot and different cost will have to be covered. And if the company wants to stay viable, it must have a margin. 
Firstly, in the price they are the cost of production in Wales. Then there are the costs about the transportation from Wales to the UAE. As the company is selling directly to the clients with agents they are not a separation of charges. All the costs are support by the company, it is including transportation, loading the boat, insurances, etc. Like it is the company which is taking all the risks in the transportation from Wales to the customers, those costs can be list to explain the price during negotiation with the clients. Moreover, cost for slaughtering and storage will also have to be counted because after the slaughter, the meat will have to be keep in cold place in an arid country. Agents will have also to be paid such as agencies working on the promotion of the brand in the United Arab Emirates. But with their knowledge on the country, the market and their relationship, there are less risks to failed.  
However, in the UAE there are Free Trade Zone. These areas make the entry in the country easier because they are giving taxes advantages. Companies do not have to pay exportation taxes, they are also get an exemption of corporate taxes for 50 years and they do not have personal income taxes. The specialized economic zones are also located in strategic place such as Dubai and Abu Dhabi the two biggest cities in the country (Dubai Taxes, 2018).  
Everything will also have to be convert the currency of the UAE, the Emirati Dirham.
1 aed = 0,2 gbp emirati dirham https://www.xe.com/currencyconverter/convert/?From=AED&To=GBP
Gbp= 4,9

The price of the Welsh lamb will be high. In fact, there are many cost to cover. However, as Welsh Lamb will be positioning as a premium product with a high quality the price will be appropriate.

Place

Firstly, the transportation of the meat will be done on boat. This requires specific boats for the well-being of animals. They need enough spaces, systems of aeration, they also need to be feed. Even if this type of locomotion is highly regulated, it is the best way to transport living animals. 
For the storage the company will have to invest in refrigerated lorries in order to delivered the meat in good conditions. 
For the distribution, the strategy is to be selective. Welsh lamb will be sell just in few places. Firstly, in wholesales where butchers will be able to find quality meat including lamb. In fact, in the previous report, I have highlighted that Citizens from the United Arab Emirates are used to go in butcher’s shop to buy their meat. In this way, they could find the Welsh lamb in their regular shops (MLA, 2017). 
Agents will have also for role to sell directly to luxurious restaurant and hotel where customers are less sensible to the price. The idea here is to reach tourists, and to know in the future in which country exportations of Welsh lamb could be also a success.  

Promotion

For the promotion, the work will be done by an agency specialized in countries of Middle East or from the UAE. They will have to work on the name that the company will use in this region of the world. They also will need to produce a leaflet in English but also in Arab for agents. They will diffuse them between restaurants and hotel in order to informing on all the characteristics of the products. They also given to butchers for they can be able to sell the welsh lamb to their regular customers.  
In prospecting clients, agent will have as mission to gathering contact in order to create a database. In this way, it is possible to do direct marketing. Again for this step, companies will need the agency to create the emailing. 
People

In this exporting situation people in relation with the company will have a major part in the success of businesses. 
In fact, the choice a hiring agents will give advantages. First they know the country, the language, and the culture. Mistakes during business exchanges can be avoid. For example, they have to know how to deal with superiors because in Middle East countries it is common to exchange with people on the direction. They also need to keep a constant contact with the client because timing is important. In fact, negotiation can last months but when arrived the decision, everything need to be done in a short time. (Nett Results, 2010). According to the Lewis model, the United Kingdom is linear active at the opposite of the UAE which is between Multi-Active and Reactive. When people are doing business in the UK, written words are more important while in the UAE this is the face to face which is favoured. As Hofstede says, in the UAE people are collectivist and more turn to their family, this is why during negotiation, Emirati people are more people oriented and on the contrary British are job-oriented. 
Moreover, with their relationships, agent can make the entrance on the market easier. However, in order to promote the good image of the company, it will be necessary to train agents on the presentation of the company and of its products. 
Agencies are also part of the people contributing to this tactic. In the adaptation strategy, it is important to promote in function of the country as it is really different from the United Kingdom. The agency needs to understand the company to be able to produce contents in accordance with.  

Processes

Firstly, companies have to provides export certificates signed by an accredited veterinarian when animals arrive in the country.  
Concerning the slaughter, if the company wants to sell its product with the mention Halal, it must need to have the certification. In doing the slaughtering in the country improved chances to have the certification. 
For the customers as restaurants and hotel it would be to prepare the meat in cutting it and in deboning it. Like this the meat will be ready to be used and cooked. 
 The website of the company will also have to be adapted to this new market. It could by the possibility of translation of the website in Arab. Or it could a page only dedicate for the UAE and Middle East.
Physical evidence

Agents will be the representative sales in the country. As always for being consistent with the image that company wants to diffuse, agents will have to reveal an appropriate behaviour for gourmet restaurants and hotels. 
Agent will also have to choose restaurants and hotel in accordance with the marketing policy of the company. They will have to serve high quality menu. 
In physical evidence in can also found the labels such as Protection Geographical Indication. In fact, this label identifies a product for its reputation, its quality in depending on a geographical area. This is a guarantee for customers to buy quality products (INAO, 2018). 


Conclusion
During the whole marketing mix, it is question of adaptation of the tactic. In order to meet success in the country, company has to adapt every policies as the culture and way of doing business is different and as the positioning is different too. However, the company is doing a selective coverage in restaurant and hotel with butcher shop for the distribution of its product. In order, to offset the deficiency of sales in France in case of a hard Brexit, the company needs to adapt is marketing mix but at a geocentric policy. Actually, in adapting at the scale of the region scale, it will be easier to export welsh lamb in the neighbours countries.
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