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· Background

S Industries Ltd is an Indian oleoresin extraction firm, supplying ingredients to the major food, fragrance and flavor houses. It has influence in the area of producing Value added spice extracts and natural spice powder With the development of China economy, S is going to entry China market, and it mainly wants to develop new customers. However before that it needs the analysis of China market, and China market entry strategy.  
· Project objectives 
S company has very proven producing technique of fragrance and flavor. Assess the marketplace to determine the opportunities to expand into the China marketplace to fragrance and flavor. Through Positioning customer base, understand Chinese customers’ desire, and Participate in industry summits and forums, etc to develop new customers in China. Here are two questions that this assignment will focus on. The PID is through analyzing these following questions to help S company enter China market successfully.
Which products and customer segments should S company focus on?  
How could S company approach and win the selected customers?
· Project justification 
Because there are many challengers in China, S company need to analyze China market, their potential customers, their company’s advantages before they make China market entry strategy, otherwise, without clear plan may cause finical crisis . 

Nowadays, China market become the biggest Asian market, and Chinese economy increase stably. There are a lot of chance for foreign companies do business in China. In addition, Chinese government singled out fine chemicals as a target area of future investment to both rebalance the overall industry structure and also increase the percentage produced domestically.

· China market potential assessment

First of all, S company could got 1.7 even 1.8 billion people. China is the place to be because it’s where the market is, and it’s growth where is being driven. More and more Chinese people up into middle class. It’s transitioning from an investment heavy to a consumer dominated market. There are a lot of good sectors in China, and it’s really independent on where. If you go to the northeast, it’s a very different mix of what sectors are good than in the south. So in the south in Guangzhou, which has traditionally been the source of manufactory, smart manufactory, there is a lot of automation going on. There is a lot of efficiency, and how do you make manufacturing plants more efficient, more productive. There is a lot of innovation going on in the south. 
 When we consider marketing in Shanghai or Beijing, or Hong Kong, those cities are internationalized, and the language might not be barrier. We can use English easily with some international traders. But in south China, the companies and entrepreneurs are still very localized. Most people use Mandarin or Cantonese as the official language,
Key Strengths of Chinese competitors:  
• Price advantage for paprika oleoresin 
• Quick response time to customer need and close relationship 
• Better control over Rhodamine B
 Key Weaknesses of Chinese competitors: 
• Extractive technique still needs improvement
“Paprika oleoresin (also known as paprika extract) is an oil-soluble extract from the fruits of Capsicum annuum or Capsicum frutescens, and is primarily used as a colouring and/or flavouring in food products.” [1]

“Rhodamine B /ˈroʊdəmiːn/ is a chemical compound and a dye. It is often used as a tracer dye within water to determine the rate and direction of flow and transport.” [2] 
· Business Case and Approach
Innovation and Branding of Givaudan

“Givaudan (pronounced [ʒivodɑ̃]) is a Swiss manufacturer of flavors, fragrances and active cosmetic ingredients. As of 2008, it is the world's largest company in the flavor and fragrance industries.” [3]

“In 2004 the company expanded its operations in China, which had been in place since the 1990s.” [ 4]
1. Develop, with customers, ready-to-use solutions

 Givaudan works with downstream customer to translate their needs into flavour solutions. e.g. Taste Solutions and Taste Essential
2. Understand Chinese consumer’s desire

Givaudan China worked with culture experts, traditional medicine specialists and consumers to understand how flavors in traditional Chinese medicine to be associated with attributes in beverage.

3. Participate in industry summits and forums

Participate and present at several summits, including China Flavor & Fragrance Summit, China Seasoning industry Development Forum, annual conference of China association of Fragrance Flavor and Cosmetic Industries, etc.
4. Collaborate with academy and university
Givaudan visited and hosted seminar with staff of institute of Microbiology Industries, Chinese Academy of Science in May, 2012.

“Industrial microbiology is a branch of biotechnology that applies microbial sciences to create industrial products in mass quantities.” [ 5]
Givaudan cooperated with Department of Chemistry, Fudan University or research of spices molecules (basic unit flavors) from 2009-2010.
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Natural ingredients are…
· grown, harvested, raised and processed in an ecological manner.

· not produced synthetically.

· free of all petrochemicals.

· not extracted or processed using petrochemicals.

· not extracted or processed using anything other than natural ingredients as solvents.

· not exposed to irradiation.

· not genetically engineered & do not contain GMOs (genetically modified organisms). [6]
Triggers to replace current suppliers

1. more competitive price

price is one of the main reasons of brand switch. However, pricing of new suppliers might have to be 20% to 30% lower than current ones to be appealing to customers and offset the switching cost.

2. on time delivery

Foreign suppliers’ lead time ranges from 1-3 months, failing to meet most customer’s requirement. It suggests that foreign suppliers should build local warehouse capability(through distributors or self owed ) to ensure on-time delivery.
3. Quicker service and more flexibility

Customers expect suppliers to hire local sales and engineers to have direct and fast communication, and provide around-the-clock support.

Customers would also prefer more favourable term on payment, and minimum order quantity.

4. Stronger relationship

Suppliers with strong relationship with customer R&D and procurement department will also be able to replace current suppliers.

· Project team
This PID is written by myself. I am a person who has analytical and logical thinking. What’s more, I’m studying in Business English in University of Wales Trinity Saint David. One of my course is organisational consultancy. Furthermore, I have studied Business English in Shandong University of Technology for 3years. 
Also, I am a person that use natural ingredients. I use essential oil which extract from plants. I use perfume which extract from flowers. Etc. I know the benefits of natural ingredients for people.
· Planned communication strategy 
Keep touch with manager through this PID. 
Mostly we communicate through email. I also call her sometimes and ask her some professional question.  
· Project plan 
	Proposed Date
	9-Dec
	13-Dec
	17-Dec
	21-Dec
	25-Dec
	29-Dec
	2-Jan

	Study Activities
	　
	　
	　
	　
	　
	　
	　

	communication with sales mamager
	　
	　
	　
	　
	　
	
	

	china market potential assessment
	　
	　
	　
	
	
	
	

	customer segment prioritization
	
	　
	
	
	
	
	

	competition landscape analysis
	
	
	　
	　
	　
	
	

	Customer analysis
	
	
	
	　
	　
	
	

	entry strategy and 5 year road map build-up
	
	
	
	
	　
	　
	

	Organize the information
	
	
	　
	　
	　
	　
	　


· Research methodology 
I’m going to analyze the situation of S company first, and then analyze the customers. Finally give strategy that how can S company win China market. Through this process I also need the internet to search a number of information about S company and Givaudan.
· Costs 
This PID is finished through Dec.9th to Jan.2nd. There are 25 days and we work 8 hours per day. Each day I should be pay 500 pounds. 

· Quality assurance, risk management and ethics
China market has become a big business area in the world. Nowadays many industries is ready to expand the market in China. Entering China market would have more opportunities for S company, but at the same time, S need to invest industries expand the number of employee, open some offices in China. All of these activities need money. So what S Ltd should do is catch every opportunities and decrease mistake in China market. Although entering China market will spend a big amount of money, S company will still keep the base quality of products. Because high quality and good technology is strong advantages of S Ltd all the time. Also, as a new supplier, reputation and good relationship with customers is the foundation of good development in market. 

This PID do not access to personal or confidential information without the participants specific consent, do not administrate any questions, test stimuli, presentation that may be experienced as physically, mentally or emotionally harmful / offensive. Do not do any acts which may cause embarrassment or affect self-esteem. There is no illegal ensure and activity, no Procedures that involve deception.
· Benefits to the company
1, Finding new customers and partners. 
2. Improving the reputation of S company.
3. Expanding the origin of raw materials. 
· 5 year road map
1. Expanding the number of Chinese sales in China.
2. Building a relationship net in China
3. Establish a new raw material industrial park in Xinjiang
4. Achieve a direct proportion of revenue growth
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