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[bookmark: _5mkspet8hkja]Element 1: Canva Poster
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[bookmark: _iego56r3vt4w]Element 2: STDP Analysis 
[bookmark: _9nc8nscuvrxl]2.1 Market Segmentation
Market segmentation is the classification of consumers into groups or segments, such that each is accessible with more pertinent value and marketing, as they have more homogeneous needs and characteristics (Kotler, Keller and Chernev, 2022). For Samsung SmartThings EcoFit, appropriate segmentation would include all relevant aspects of the demographic, psychographic, and behavioral and geographic segmentation. As the adoption of smart-home technology also depends on the perception of the technology as useful and compatible, as well as other factors such as the technology’s cost, ease of use, and reliability, other segments would also be relevant (Valencia-Arias et al, 2023).
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Table 2.1: Market Segmentation for Samsung SmartThings EcoFit Kit
Source: Self Made.
In the case of EcoFit, the first target market would be the UK, as they have the most visible household energy expenditure. From July to September of 2026, the average household that pays via Direct Debit would have an annual energy expenditure of £1,862, with an average capped price of 26.11 pence per kWh. These prices strengthen the case for the development of solutions that give consumers increased control and visibility over their energy consumption.
Combining economic incentive and environmental factors is the most appealing segment. Ferreira, Oliveira and Neves (2023) found that environmental awareness contributed to the use and endorsement of smart-home technologies. This supports the intersection of economic and environmental factors.
[bookmark: _xoz9xtsc9joa]
[bookmark: _fygz72v1fqo7]2.2 Target Market
The primary target audience includes UK renters and homeowners aged 25 to 55 who are budget and eco-conscious, and who own stand-alone appliances without built-in smart-energy features. They have enough comfort with technology to utilize an app but do not consider themselves smart home users.
The target audience is attractively strategic because the extension resolves a clear compromise that consumers face. The compromise is either to continue using appliances with low visibility on energy consumption, or to replace fully functional appliances, which is costly and has a negative impact on the environment. EcoFit adds externally done monitoring and control as a solution to the compromise.
The early-stage, recent adoption research of smart home features suggests that utility and ease of use are the most critical adoption elements, while other elements of cost, poor compatibility, complexity, and trust may become barriers (Valencia-Arias et al 2023.). Therefore, EcoFit should use simple setup, and clear, no-frills pricing, and should focus on the real-world energy implications rather than the energy consumption vs ease of use and complexity of the solution, for the target audience.
Private renters are a strong subsegment because they often cannot replace larger appliances or install permanent energy solutions. Smart Plugs and sensors are fully portable.
[bookmark: _kefeqweoai4x]2.3 Differentiation Strategy
EcoFit’s focus should be on a combination of affordability, ecosystem integration, and sustainability in addition to smart plug functionality, rather than direct competition.
There are numerous generic smart plugs that can be used for switching, scheduling, or energy measurement and there are comprehensive home energy management systems that can offer advanced management. EcoFit would fill the gap in the smart home/energy management market by providing a complete and easily expandable retrofit solution, built upon the Samsung SmartThings ecosystem.
Samsung has publicly stated that SmartThings allows for the integration of non-smart devices via smart plugs. Therefore, the brand extension would be unable to credibly state that connecting a legacy appliance via a smart plug would be an innovative solution. Rather, the innovation would be in the complete customer proposition: a multi-device plug starter kit, appliance entry and control via a retrofit plug and dedicated SmartThings dashboard, consumption notifications and alerts, standby power identification and monthly personalized energy reports and recommendations.
Thus, the retrofit-first design would be supported by five differentiation pillars: integrated hardware and software, modularity, Samsung ecosystem connectivity, and sustainability.
EcoFit’s design must focus on established compatible products. Samsung describes SmartThings as a supporting ecosystem for devices beyond Samsung appliances, although the actual interoperability may vary by product and market. The flexibility of EcoFit’s system would allow it to be positioned as the first step toward a smart home, rather than a fully closed system that requires the immediate replacement of all Samsung appliances.
Reliability, along with privacy and security, must also be part of EcoFit’s solution. Smart home research indicates that these are all barriers to adoption (Valencia- Aris et al, 2023).
Lastly, sustainability ‘promises’ have to be credible. Hesse et al (2022) highlight the importance of consumer viewpoints when established brands develop eco-friendly products. In light of this, EcoFit will need to focus on the functionality of monitoring and scheduling that promotes extended use of the product and not the claim that a plug will make an inefficient appliance energy efficient.
[bookmark: _nm6xnhnu6i4c]2.4 Positioning Strategy
EcoFit will sit in the market sweet spot between a low cost, individual smart plug and expensive, comprehensive smart home energy management systems. The ‘integrated sustainability’ elements will also support the competitive advantage that EcoFit will have.
The proposed positioning statement is: For environmentally and cost conscious UK families with older appliances in the EcoFit offers the opportunity to monitor and control household energy use to reduce waste and choose better appliances without a replacement.
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Figure 2.1: Proposed Market Positioning of Samsung SmartThings EcoFit
Source: Self Made.
[bookmark: _4ewo713r83ih]Element 3: Marketing Mix – 7Ps
[bookmark: _7w5wdyagdprg]3.1 Product
The Samsung SmartThings EcoFit Kit is a Modular Home-Energy Retrofit solution that integrates monitoring and controlling functionalities for older appliances—even the non-smart and functional ones. The starter package includes four energy-monitoring smart plugs, two temperature/occupancy sensors, a SmartThings hub, and EcoFit dashboard access with automated routines, standby-use detection, consumption alerts, and energy report emails. Additional energy-monitoring smart plugs and smart sensors are available for purchase for later integration into the EcoFit Kit.
The proposed EcoFit Kit is designed as a subsequent step for the current SmartThings ecosystem. For example, SmartThings Energy shows energy usage and predicted costs of electricity along with alerts of appliances using a high amount of electricity. In addition, the framework SmartThings offers explains how some non-smart appliances can be monitored with smart plugs and hubs. EcoFit advances the framework by combining hardware and the Retrofit Analytics with an easy integration process.
[image: ]
Figure 3.1: Existing Samsung SmartThings Energy platform
Source: Samsung UK (2026a).
[bookmark: _57dyihe8uycu]3.2 Price
The pricing recommendation is an introductory and value-based pricing strategy. For the offering to be appropriately value-based (vs. production cost), the proposed Starter Kit price of £99 - £129, should be the first available price point for this smart technology from Samsung. The value of additional smart plugs should be approximately £15 - £20 each; smart sensors, £20 - £30 each; and optional advanced analytics, £2.99 per month.
These are expected EcoFit prices, not their actual prices. Some budget energy-monitoring SmartThings compatible devices are already available in the UK market, meaning EcoFit's low margin smart plugs cannot be sold at a premium for only adding smart control features. SmartThings compatible devices are already available in the UK market at low prices. The bundle must offer sensors, ecosystem integration, energy reporting, automation, and Samsung customer support.
While paying customers would expect energy monitoring and control features, EcoFit would not stand to benefit from charging a subscription. High subscription costs would also stand to negatively impact customer adoption of EcoFit (Valencia-Arias et al., 2023).
[bookmark: _j5pxuohuzusa]3.3 Place
EcoFit will implement a distribution model that relies on a mix of Samsung owned online and bricks and mortar stores, including third party stores. Main focus will be on purchases made via Samsung.com, the Samsung Shop App, Samsung Experience Stores, and established electronics retailers like Currys. Samsung has full control of online sales via the UK site, Shop App, and Experience Stores, with click-and-collect in some locations. Currys has a solid foundation to sell both Samsung's range and SmartThings compatible smart-home devices.
Customers comfortable with smart-home systems can complete their purchases online, while customers with less confidence in the systems can receive assistance with their purchase in a store. Research from Yin et al. (2022) shows that effective omnichannel retailing integrates, interacts with, and individualizes, and can bolster the brand experience and customer retention.
[bookmark: _vb62dvratxsw]3.4 Promotion
Reinforce the idea that EcoFit Smart can help customers save energy without asking them to buy a bunch of new stuff. Tagline: “Make the home you already own smarter.”
For this campaign, use social media, all of Samsung’s digital properties, communications via the SmartThings app, YouTube to show product examples, search ads, point of purchase displays, PR work, and more. In the Customer Journey, digital channels should be used in a coordinated fashion. Separating them and using them for each promotional activity is less effective (Chaffey and Ellis-Chadwick, 2022).
While being “green” is good, stick to the truth and the facts. In the UK, the CMA (2021) says that if companies promote their products as doing something for the environment, there has to be proof and they can’t hide stuff. So instead of saying that all appliances become energy saving, say that EcoFit “helps identify and reduce avoidable electricity use.” Show that it is easy to save money and time instead of vague “green” stuff.
[bookmark: _i7ek5qz3irps]3.5 People
Although EcoFit is a technology product, the people remain central because the customer may need assistance with the purchase, installation, troubleshooting, and interpreting the energy data. This includes the Samsung customer support teams, Experience Store advisers, retailer staff, technical specialists, and authorized installers.
Wirtz and Lovelock (2022) indicate that the service quality and the customer’s perception of the organization, to a large extent, depend on the employees that the customer encounters first. For this reason, personnel should be trained about the operation of EcoFit, the supported appliances, the connections, the privacy and the limitations of the energy report and the sustainability aspect.
This is even more vital, since it is known that SmartThings interoperability may differ between devices, countries, and technical contexts. For this reason, staff should refrain from giving any assurances of complete interoperability. The Samsung Experience Stores, provide both expertise and technical support, and therefore could provide an existing service for EcoFit.
[bookmark: _8x6pkzgvz1w2]3.6 Process
The EcoFit customer process aims to reduce the technical hurdles when using the service.
Purchase → Download / Access SmartThings → Connect Hub → Add Plugs / Sensors → Register Appliances → Monitor Usage → Create Routines → Receive Reports → Optimize Behavior
Complexity, perceived risk, cost and security concerns are the primary barriers to smart home technology adoption (Valencia-Arias et al., 2023). Strategic importance should be placed on Ease of use for the customer. Smart home device setup instructions should incorporate QR codes, as well as Plain English, with automated device discovery when technically feasible.
Processes must communicate the limitations of safety and compatibility prior to the activation of automation. Privacy settings must allow users to have an understanding of and control over their energy data. Customers must utilize app-based troubleshooting, online service, and warranty fulfillment if a device fails. The seamless process integrates the EcoFit hardware into the energy-management solution and increases the potential for ongoing engagement with SmartThings.
[bookmark: _iyjtexap4j85]3.7 Physical Evidence
Physical evidence must uphold EcoFit as an advanced product of Samsung and not as a smart plug collection. This evidence includes Samsung’s understated branding on EcoFit’s packaging, along with product design uniformity, setup instructions, warranty documentation, certification, device registration (as evidenced by a device sign-up screen), dashboard user interface, and professional energy reports pluralize.
More packaging eco-fit to support the wider sustainability stance. The Samsung 2026 Sustainability Report states that the company strives for increased resource circularity and that plastic within Samsung’s Device eXperience products has become more recycled. Sustainability across a product’s lifespan from sourcing through to use and end-of-life has circularity at the core of Samsung’s product-lifecycle.
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Table 3.1: Proposed 7Ps Marketing Mix for SmartThings EcoFit
Source: Self Made.
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Figure 3.2: Samsung Circular Economy Lifecycle
Source: ASamsung Electronics (2026a), Samsung Electronics Sustainability Report 2026. 
[bookmark: _1tvi1dtnnzt4]Element 4: Reflection
[bookmark: _8wtkogneq7ai]4.1 Experience Developing the Brand Extension
Samsung SmartThings EcoFit Kit has also developed my understanding of brand development. Sustainable brand development is not only an environmental consideration in product development, but also the creation of customer value, brand fit and solution to a market gap. I found this especially important when I began to understand SmartThings, since Samsung already offered users energy control and automation with SmartThings Energy. So I had to make sure that EcoFit was not just a new product for an existing feature. Samsung says that SmartThings Energy has the ability to monitor consumption and send alerts, but the feature is dependent on the connected devices and the situation of the SmartThings.
The biggest educational opportunity was for EcoFit to create a retrofit kit for older, working appliances. This required the assessment of product feasibility and usability and consideration of consumers and sustainability, rather than making unfounded claims about the environment. Research on the adoption of Smart Homes showed me that perceived safety, risk, and usefulness may influence the acceptance of Smart Home solutions (Valencia-Arias et al., 2023).
[bookmark: _xqrqs7yrvn0r]4.2 Poster Preparation and Presentation Experience
Being involved in the preparation of the poster helped me convey detailed marketing analysis in a concise manner through a marketing poster and taught me what the essential elements are. The most difficult part was determining what was essential, since the market problem and the proposed solution with customer value and sustainability had to be included in a clear and concise manner.
[bookmark: _uddd777d01kx]4.3 Skills, Knowledge and Professional Development
This project further developed some skills I will use in my future professional practice. First, this project developed my ability to research and think critically. I had to look at Samsung's capabilities as they currently are and look at what I had suggested and determine if a legitimate market gap existed. This project also developed my ability to use the 7Ps, segmentation, targeting, differentiation, and positioning. These concepts are ideas I have learned as part of my marketing education and have been able to apply to actual concepts in business practice.
Finally, this project developed my ability to identify what responsible sustainability communication is. Initially, it would have been easy to say that EcoFit made older appliances more energy efficient. However, I learned the difference between efficiency and simply reducing the energy consumption and the costs to the user of the older appliances. This is especially pertinent since the CMA expresses that clear, accurate, and evidence supported environmental claims are required of the CMA's standards (CMA, 2021).
[bookmark: _16p55sjc4hrm]4.4 Areas for Future Improvement
To develop my future projects, I will carry out market and competitor analysis early in the design process, rather than relying on the originality test of the product idea to determine the presence of a market gap. This step would streamline the design process and eliminate the unnecessary risks of developing redundant functions.
The quality of the product offer would benefit from preliminary consumer research. Such research would likely improve the product’s functional utility as well as pricing and offer elements. I would also improve the quality of the pitch through practice and timed peer feedback to improve the delivery and persuasiveness of the presentation.
The most important addition to my process would be to document all stages of the design process and product development. According to Heymann and colleagues (2022), this type of documentation and structured follow-up of design and learning processes help develop employability skills. After these insights, I would view the documentation and follow-up of a design process as a step to highlight project weaknesses and carry out the necessary adjustments to improve my performance in my future professional roles.
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Figure 3.2: Samsung Circular Economy Lifecycle

Source: Author’s illustration based on Samsung Electronics (2026a),
Samsung Electronics Sustainability Report 2026.
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