Lifecycle of a Business:
Stages:

a. New = customers are not yet comfortable with the product.

b. Expanding = business enjoys a rapidly growing market as customers begin to “need” the product or service.

c. Stable = business has arrived at a plateau and customers maintain a strong “brand loyalty”. 

d. Declining = a demographic survey or social changes reveal that demand is shrinking or non-existent.

Economic Cycles: 

a. immune = resistant to market changes (food, shelter, clothing)

b. sensitive =  easily hurt or damaged by changes in the market (cars, furniture, houses)

c. seasonal = affected by occasional changes in the market (toys during the holiday season, bikinis in the summertime, graduation, weddings, baby showers)

d. resilient = ability to withstand or adjust to changes in the market (amusement parks, cell phones, designer clothing)

Marketing - Thinking Map






4 P’s of Marketing = Promotion, Price, Place, Production
Place = Where you do business:

Business Sectors:

1. Retail = Companies involved with the sale of goods directly to customers.


a. trade area = the region or section of the community from which you draw customers. Specialized merchandise (only store that carries a certain type of skateboard wheels) has a large trade area.  General merchandise has a small trade area.  Within each trade area, you should consider:

1. number and size of competing Companies
2. nature of the competition

3. character of the area

4. accessibility and traffic
b. layout planning  = includes the minimum space needed for equipment, furnishings, supplies and inventory.  It is necessary to turn a site into an effective, efficient and desirable facility.

2. Service = Companies that provide help or assistance. The customers come to their place of business. (Doctors, Dentists, Architects, Real Estate Brokers, Hair Salons)
 3. Manufacturing = Companies that produce anything that is made. These companies are not concerned with access for pedestrians.  Instead they need access to sources of supply and major transportation routes.

 4. Wholesale = Companies that sell goods to retailers. These businesses do not need expensive, high-profile locations.
 5. Distribution = The process of marketing and supplying goods, especially to retailers. These businesses do not need expensive, high-profile locations.
6.E-Business= Companies that do business over an electronic network. These companies do not need an expensive location, but do need a quality website to promote high traffic. 
Site Selection & Layout Planning Project (100 points)
NOTE: This assignment includes mall diagram and written report.
Mall Diagram (50 pts) Directions:  

1. Design and name a mall using the format below or create your own.
2. Include 30 stores that you would typically find in the mall (including your competition).  

Examples:  Macy’s, Hollister, American Eagle, Forever 21, Best Buy, Claire’s, Apple, Urban Outfitters, Tillie’s, Blockbuster

3. Include parking, wheelchair access, restrooms, restaurants, movie theaters, fountains, play areas, and ATM machines and any other design features that will invite customers to the mall.

4. Create one store with your company name using the amount of space needed for equipment, furnishings, supplies and inventory.

 5.  Use 10 psychographic signs (to make customers impulsive about their buying) around your store and the mall to persuade, remind and urge customers to buy your products.  


Examples:


“Buy 1 Get 1 Free”


“25% Off Entire Store”


“Grand Opening”
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Site Selection & Layout Planning 
Report
Report (50 pts) Directions: Type your responses on a separate sheet of paper and be prepared to present your report site selection and layout to the class. Include the following information:
a.  Name and location of the Mall 

b.  Brief explanation of the floor plan and the stores in the mall.

c.  Brief description of your product(s). 

d.  Does your product have a large or small trade area? Explain why of why not?

e. What methods of psychographics did you use to urge, persuade, and remind customers to come into your store?  Why do you think it will work?

f.   Are your products immune, sensitive seasonal or resilient to economic cycles? Explain why or why not.
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