MAPKETHUHI'OBO YIIPABJIEHUE HA CETMEHTHU U KJIMEHTH C IOMOILITA HA
OHJIAMH BASUPAHATA CUMYJALMSA: MARKETING SIMULATION: MANAGING
CUSTOMERS AND SEGMENTS®

TTIOKJIATT

8bPXY

JIEO@MHUPAHE U U3II'bJIHEHUE HA MAPKETUHI'OBA CTPATEIUA
HA MINNESOTA MICROMOTORS INC., INC

MosTa MapKeTMHTOBa CTpaTerus 3a BCIKO TpuUMeceuue Oelle Haco4YeHa KbM
yBEJIMYaBAaHE HaA TMpoNaxOWTe, Ma3apHUs [0 W Opos HA NPOAANCHUTE CEAWMHHIM 32
CHILECTBYBAILlM U HOBU MaJIKU cerMeHTH. [IpnunHara 3a nmpueMaHeTo Ha Ta3u CTPATErHs €, ue
okono 70% ot mpuxonute Ha Minnesota Micromotors, Inc. ca renepupanu OT rojeMu
kiueHTH. CeKTOphT Ha MAJIKUTE KIMEHTHU IpeacTaBisiBa 01130 29% ot npuxoaute Ha MM, a
Ma3apHUAT U1 Ha OpraHu3alusita B TO3M cerMeHT € camo 11%. 3a jga u3mbiHsA MosiTa
CTpaTerusl, YBeJIUYUX SIUHUYHATA MMpojiaxkHa 1ieHa oT $ 142 1o $ 155 3a memnus nepuoj Kato
nanox orcrenka or 30% Ha gucTpuOyTopuTe; (UKCHpaxX pa3XoAWUTE 3a TOJIEMU KIHEHTU
Mexay 60-70%. beme yBenuueHn yBenuueH Bbpxy A, B m C. Pa3xomu 3a 3ama3BaHe Ha
rojeMuTe KiueHTu Bapupat Mexnay 80-90%. MapkeTtuHroBure pazxoau 0sixa Gpuxkcupanu Ha
130 000 $. HukakBu pecypcu He ca 3aJelisTHH 3a MoJo0psiBaHe Ha MPOU3BOIUTEIIHOCTTA THI
KaTo OYaKBaHaTa BB3BPAIIa€MOCT C€ OTHACA 3a TBBPJAE ABIBI Mepuoj oT Bpeme. Cobino Oere
YBEIIMYEH IepcoHala, KOMTO ce 3aHmMaBa ¢ mpopaxoute or 10 Ha 13 3a mocneguure 2
TpUMeceUHsi. B MHOTO IBJITO Bpeme. L{smocTHO 000011IeHne Ha cTpaTerusTa Moxke Ja ce BUIU

Ha ¢urypa 1.
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2012Q4 2013Q1 2013Q2 2013Q@3 2013Q4 2014Q1 2014Q2 2014Q3 2014Q4 2015Q1 m i
List Price $155 $155 $155 $155 $155 3155 3155 $155 $155 $155
% Spending on Large Customers 70% 70% 70% 60% 60% 60% 60% 55% 55% 60% ‘1) z;
Segment A Discounts 19% 18% 18% 18% 17% 17% 16% 16% 15% 15% ; Q3
Segment B Discounts 15% 14% 14% 14% 13% 13% 12% 12% 1M1% 1% Q4 B
Segment C Discounts 0% 0% 0% 0% 0% 0% 0% 0% 0% 0%
Segment D Discounts 30% 30% 30% 30% 30% 30% 30% 30% 30% 30% 2
Spending on Large Customers $350,000 $350,000 $350.000 $360.000 $330.000 $330,000 $360,000 $302500 $302,500 $330.000 i} 22
Distributor Discounts 30% 30% 30% 30% 30% 30% 30% 30% 30% 30% 2 Zi
Spending on Small Customers $150,000 $150,000 $150.000 $240,000 $220,000 $220,000 $240,000 $247500 $247.500 $220,000
Total Budget $800,000 $800,000 $800,000 $800.000 $800.000 $800,000 $B800,000 $800,000 $800,000 $800.000 - =
Sales Force 10 10 10 12 M " 12 " " " 2 g2
Segment A Sales Force Emphasis 47% 47% 47% §1% 51% 51% 51% 51% 51% 1% a|os
Segment B Sales Force Emphasis 7% 7% 7% 8% 8% 8% 8% 8% 8% 8% o
Segment C Sales Force Emphasis 47% 47% AT% A41% 41% 41% 4% 4% 4% A%
Segment D Sales Force Emphasis 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% Rt
% Time Spent on Large Customer Retention 80% 80% 80% 90% 90% 90% 90% 90% 90% 90% § zz
Large Customer Retention Spending $280.000 $280,000 $280.000 $324.000 $297.000 $297.000 $324.000 $272250 $272,250 $297.000 o4
Large Customer Acquisition Spending $70,000 570,000 $70,000 $36,000 $33,000 $33,000 $36,000 $30.250 $30.250 $33,000
Spending on Marketing Communications and Training $130,000 $130,000 $130,000 $100,000 $130,000 $130,000 $80,000 $80,000 $80,000 $80,000
Spending on Market Research 50 $0 $0 $0 $0 $0 $0 $50,000 $50.000 $50.000
e e e i CARA AR CARAANA  CARNARA  @OAANA  @CENAR @SR NAR  GCEAAN  CEENAAR  CEEAAR  BEE AR
©2012 Harvard Business School Publishing. Credis Archived Runs Developed in partnership with Forio Onfine Simulations.
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2012@4 2013@1 2013Q2 2013Q3 2013Q4 2014Q1 2014Q2 2014Q3 2014Q4 2015Q1 2015Q2 2015Q3 2015Q4 pab i
$155 $155 $155 $155 $155 $155 $155 3155 3155 3155 $155 $155 $155
0% 70% 70% 60% 60% 60% 60% 55% 55% 60% 60% 60% 60% 2 2;
19% 18% 18% 18% 17% 17% 16% 16% 15% 15% 15% 15% 15% 2 a2 =
15% 14% 14% 14% 13% 13% 12% 12% 1% 1% 1% 1% 11% Q4
0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0%
30% 30% 30% 30% 30% 30% 30% 30% 30% 30% 30% 30% 30% Qi
$350,000 $350,000 $350,000 $360,000 $330,000 $330,000 $360,000 $302,500 $302,500 $330,000 $330,000 $390,000 $390,000 1% e
30% 30% 30% 30% 30% 30% 30% 30% 30% 30% 30% 30% 30% 2 Z:
$150,000 $150,000 $150,000 $240,000 $220,000 $220,000 $240,000 $247,500 $247.500 $220,000 $220,000 $260,000 $260.000 A
$800.000 $800.000 $800,000 $800,000 $800,000 $800,000 $800.000 $800.000 $800,000 $800,000 $800,000 $900.000 $900.000 5t 1
10 10 10 12 " " 12 " " " " 13 13 2 Q2
47% 47% 47% 51% 51% 51% 51% 51% 51% 51% 51% 51% 51% 1lea
% 7% % 8% 8% 8% 8% 8% 8% 8% 8% 8% 8% Q4
4T% 47% 47% A41% 1% A% MN% 1% 41% 41% A% 1% M%
0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% oL
etention 80% 80% 80% 90% 90% 0% 0% 0% 0% 90% 90% 90% 90% § zz m
] $280,000 $280,000 $280,000 $324,000 $297,000 $297,000 $324,000 $272,250 $272,250 $297,000 $297,000 $351,000 $351,000 s
1g $70,000 $70,000 $70,000 $36,000 $33,000 $33,000 $36000 $30.250 $30250 $33000 $33,000 $39,000 $39.000
jons and Training  $130,000 $130,000 $130,000 $100,000 $130,000 $130,000 $80.000 $80.000 $80,000 $80.000 $80,000 $80,000 $80.000
$0 $0 $0 S0 $0 $0 $0  $50,000 $50,000 $50,000 $0  $50,000 $50,000
© 2012 Harvard Business School Publishing. Credits  Archived Runs Developed in partnership with Forio Online Simulations.

PesynTaTure oT MOETO pellieHue moka3par, ue 3a kpast Ha 2015 roauna:

- HMwma yBennyeHne Ha MpoAaXOWTE KbM HOBH U TOJIEMH KIMEHTH, & CHIIO TaKa U KbM
MaJIKUTE KIIMEHTH, HE3aBUCUMO, Y€ MOCIICAHUTE HE ca BbB (DOKyca Ha CTpaTerusra Ha
CerMEHTHpPaHe.
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