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Our Agenda

Consultancy Project | Market Analysis

5 min Definition & Objectives
20 min B2C Needs & Analysis
20 min B2B Needs & Analysis
20 min Competitors Analysis
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Market Analysis Objectives
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Quantitative Analysis Qualitative Analysis

Profit Own
Levels Qualities

Relevant Customer
Potential Needs

Competitors
Qualities
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Terms

Consultancy Project | Market Potential Analysis

Customer Need

are the psychological and physical
motivations that make someone want
to purchase a product of service and
stay loyal to that business

Type of the business
Customer needs are significantly different in

Business to Consumer and Business to Business
types of entrepreneurship.

Management
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Market Analysis Objectives
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Maslow's hierarchy of needs

Fullfilment of personal potential. Self actualization

Perfection, mastery, independence

Esteem through recognition or achievement. E Steem
Success, reputation and respect of others

Affiliation with others. Friendship, deeper relationships, |_Ove and belonging

love, intimacy

Security through order, law and stability. Health, job, property, Safety needS
family

Basic necessities of life. Food, water, air, sleep, warmth, reproduction PhySiO|Ogica| needs
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Customer Needs Analysis
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The most typical product needs

Functionality . e Price

Convenience. Experience
Design Reliabllity
Performance Efficiency
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Customer Needs Analysis
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The most typical service needs

0
Empathy Fairness
Transparency. / \ Control

Options

Information

Accessibility
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Needs

Consultancy Project | Market Potential Analysis | B2C needs and analysis

Data analysis

Analyzing all available data and informations based on previous
experineces or public researches. The easiest way how to get a
results but is the least accurate to the topic.

Questionnare

On-line or live interaction with existing or potential customers.
Set of quesions, where you get the clear answer on topics you
want to know. Bigger quantity, less details.

Focus groups

Most detailed method of questioning the customers. Small group of
people answering the questions within one longer meeting. Goes
very deep in details. You can combine with questionnare which is
than used as a confirmation the results with bigger group.

Management
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Customer Needs Analysis

Consultancy Project | Market Potential Analysis | B2B needs and analysis

Hard facts

Business customers basically follows three main needs. Profitability,
quality and time

Soft needs

Happines, desire for success, wish to be different. In many cases here
are the needs which customers don’t show for the first sight. Ego,
power, influence, personal benefits.

Legal topics

Everything what companies do must be alligned to the law.
This can be anything mandatory for the particular area of
business
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Needs

Consultancy Project | Market Potential Analysis | B2C needs and analysis

Data analysis

Analyzing all available data and informations based on previous
experineces or public researches. The easiest way how to get a
results but is the least accurate to the topic.

Questionnare

On-line or live interaction with existing or potential customers.
Set of quesions, where you get the clear answer on topics you
want to know. Bigger quantity, less details.

Focus groups

Most detailed method of questioning the customers. Small group of
people answering the questions within one longer meeting. Goes
very deep in details. You can combine with questionnare which is
than used as a confirmation the results with bigger group.

Management
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Customer Needs Analysis

Consultancy Project | Market Analysis | Understanding of the needs

=

Need Core values Features Parametres
Specific requirements of the Everything what customer Properties of the product or Translation of the features to
customers which motivate see as a direct impact or service, which has an impact the measurable
significant influence of the how customers perceive the characteristics of the product
them for purchase _ _
need fulfillment value of the product or service
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Customer Needs Analysis

Consultancy Project | Market Analysis | Understanding of the needs

Example Need

A new ski, which allows me enjoyable and quality skiing on the perfectly prepared
slopes of Austria.

Values

Durable ski, which will last min. 10 seasons, quality made with a nice and modern
design to show. Secure binding to avoid the injury. Respecting the level of skier
and surface | want to ski on.

Features

Type of used materials with long warranty, made for specific ski style, easy
to drive on direct paths, allow hard carving, tested binding for different
people, last year model |atest

Parametres

Flexibility of the ski based on the used materials, lenght and radius, model
year, distance in the narrowest part below the binding, color, binding test
results
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Customer Needs

Consultancy Project | Market Analysis | B2B Analysis

Key criteria for selection of materials supplier:

1 = not important at all

3

High quality products / materials |
The long-life of products / materials, retaining properties |
The products allow me to do a high-level professional work |
Tested and proven matenals and products |
Product deliveries are fast and reliable |
Products are easy to work with, easy and convenient application |
Good price-performance ratio |
Good communication with sales representatives
Quick and easy settling of claims |
Good technical service, qualified adwvice and services |
Competence and reliability of sales staff |
Known, established brand with good references |
Wide portfolio - offers solutions for all types of construction |
Sales and pricing conditions |
Products are environmentally friendly and healthy for workers |
The brand cares about the customers, builds a close long-term |
Products are widely available |
| can easily navigate through the product portfolio of the brand |
The producer provides motivational or bonus program
Innovative brand - scientific research, often brings new/improved products |
Attractive marketing, communication and informationfor customers |
Low price |
Special offers |
Local brand
Moddemn brand — sets the directions and trends in the construction industry |
The brand makes me part of a wider user community -
International brand |

4 O

VALUE FOR MONEY

SERVICE

g™
PRICE AND BRAND

Dry mortars

Construction chemistry
== Thermal insulation
==\Naterproofing

== Sealing&Bonding



Customer Needs Case Study Sika CZ
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Key parameters required from self-leveling compounds:

m rozhodné dideZité (9,10) spise dilezité (7,8)

ani dillezité, ani nedilezié (5,6) spise nedillezité (3 4)

= viibec to neni dillezité (1,2)

Dobry roziv a Zpracovatelnost 106,863
Dobry pomér ceny a kvality 14 7.¢ 5071
Pewnost a vzhled povrchu 15 512|663
Moznost aplikace v niznych tiouStkach 25 11,6 124999
Diouha doba zpracovatelnosti 23 17,16 13550
Specialni pouZiti na vice typi podkladi a typd podiah 22 16,56 2,07142
Nizky obsah emisi a Skodlivych latek {certifialy) 17 18,34 1, 57&21
Kratka doba schnuti, rychle pochozi 22 17,75 2,95842
Univerzalni pouziti na vice typii podkladii a typii podiah 22 15,38 3,35621
Soucast systémové skadby 28 20,414 1 47734
Nizka cena 21 23,669 3,35025

SniZena prasnost pii michani 18 23,964 4,142988

v %, N= 338, cely soubor
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Customer Needs Case Study Sika CZ
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Key parameters required from bituminous sheets:

A kdybyste mél uvést 3 — 4 nejdilezitsjsi vyhody/ pozitivni viastnost asfalfovych past, keré by to byly?*(q17)
Urcits také existuji nevyhody a negativni viastnosti asfalfovych hydroizolacnich pasi. Kdybyste mél uvest 3 — 4 nejvstsi nevwhody t8chio pash,
kfers by to byly?*(q18)

b

Nejdulezitéjsi vyhody / pozitivni viastnosti Nejvétsi nevyhody / negativni viastnosti

22 K

kvalita malo odolné, hrozi poskozeni, praskani, potrhani

rychlost price kratSi Zivotnost 9
modemi material vysSicena I 9
pruznost, tvamost, poddajnost nedrzi tvar 6
spolehlivost, funkénost 6 roztéka se 5
snadna oprava 6 problém se sparami, svafovanim 5
piinavost 6 naroénéhemoZné opracovani detaili 5
vodotésnost 5 zapacha [N 4
dostupnost 4 nevhodné na vSechny typy povicha IEJ 4
je ve vétSich rmzmérech / na velké plochy 4 skozita manipulace [l 4
vzhled, estetika 4 nedrZi svij tvar éasem, rozpada se, praska | 3
Houstka Ml 3  mcelkove neekologicke Bl 3 g celkove
lepSiviastnost I 3 . nerovné, bubinky I 3 .
odoiné viGiradonu F 3 | 1-uvedena nevhodné izolace, Spatnéizoluie F 3 | 1-Uvedena
rovny povich lE 3 tenké |F 2
stékavost [l 3 nevim 7
moznost prace pii nizkych teplotich Il 3 gné (s etnosti <2 %) 12
pné (s Cetnosti <2 %) <N 18
nevim [ 2 v %, N= 181; pouze b, kdo al. obéas pouzZivaji asfalfové pasy,
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Customer Needs Case Study Sika CZ
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Key parameters required from bituminous sheets:

~Jeden z virobou asfalfovych pasir uvaiuje, Ze zacne vyrabél nove pasy, kieré se budou vyznacoval fadou inovaci a radou novich viastnosti. Budur Vam postupné
cist vyroky na lolo ma a vy ¥ feknéle do jaké miry asfallové pasy v nich predsiavené jsou pro vas alrakbivni do ¥ miry, Ze byste je zadal pouZival PouZifte
10bodovou sfupnici, kdy T = viibec ne a 10 = je fo pro velmi alfraktivni, urGité bych takova pas zacalpaouzivat )." (g 19)
*na Skale od 1 (vibec io neni
atraktivni) a7 10 (velmi alrakivni).

= velmi atraktivni (9,10) spise atraktivni (7,8) ani atraktivni, ani neatraktivni (5,6)
spie neatraktivni (3.4) = viibec to neni atraktivni (1,2) aﬁ'}- nes::.ak prima&r
i i
Pas bude snadno zpracovateiny a natavitelny v Sirokém rozsahu teplot pii mrazu _ 83
nebo v ki na shunci. 61 22 102. 83% 7% '

Pas bude ohebny a pruzny pri zpracovani detaiki a Elenitych prvkia, piitom bude pevny. 26 8di)] 85% 8% 83

Pas bude vyrazné leh&i—usnadni se manipulace s roli pisu i pasem pii aplikaci. 23 18 SE 4% 9% 719

Pii natavovanipas nebude mittendencipretavovat se a tvorit se bublinky 30 13 4E 8% 10% 79

Pas se bude dobie rozvinovat i pii delSim a ne zcela idealnim skladovani, _
hap po 1 roce 46 31 14 3 77% 10% 78
U pasi s posypem nebude dochézetk drolenia odpadavani posypu. 31 14 7 n 2% 14% 74
Pii baleni pasil na paletach budou ochraneny hrany, aby nedochazelo

k poSkozenia polizim pii rozvinovani. 41 27 21 SE 68% 12% 7.3 a
]
Pas bude moZné aplikovat bez pouzili bihsmenové penetrace. 27 20 3m 68% 13% 73 o
8
U pasi s hlinkovou vioZkou dojde k jeji ndhradé pii zachovani odolnosti proti radonu a o
oo ndom e 41 28 18 4fF] 69% 14% 73 2
Pas s posypembude mit na konci cca 10 cm Siroky pruh bez posypu pro zhotoveni =,

pricného spoje, aby se mohly pasy snadno napojovat 39 27 21 7 E 65% 14% 7.2

Diky niz5i hmotnostibude v jedné roli delSi nédvin. Tim se omezise pocetpriémych spoja

nact. 10 m oproll 7.5m). 36 29 22 4fF] 65% 14% 7.1
Asfall. pas, na kiery je mozné primo lepit obldady a dlazbu do cementového lepidia. 24 23 6fEEN 53% 24% 63 3
3
Asfalt. pas pro ziklady a spodni stavby, kiery se nenatavuje plamenem, ale pifimo se o
nalepi na cersivé odbednénou betonovou konstrukei do cement. lepidia, TR 27 26 9 BEEN 50% 24% 61 &
Vrchni asfall. pas se speciidinim posypem s oxidem titani€ilym TiO2, kiery bude 2.
absorbovat zneéisteni z ovzdusi. 23 31 CH 19,9 6% 24% 6.1 5

v % N = 200, celek
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Market Potential Sika CZ Case Study
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Market approach

Organization of the competitors Distribution chain (sales agents,

(sales representatives, KAM, KPM, distributors, own e-shop etc.),
sales support etc.) Logistics to the customers

People

Additional Services

All relevant additional services
(technical support, sales support,
claim management etc.

Product

Product characteristics, main
arguments used by the competitor,
quality, added value

O O
Marketing Production
Marketing investments, 1 Q UAL I TAT IV f Does the competitors own the

comunication to the customer production plants? How many and
(advertising, on-line activities, point E ANALYS I S where? What benefits they gain out
of that?

of sales advertisement etc.)

J. Cech & A. Sisolak @




Market Potential Sika CZ Case Study
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People:
SALES KAM REGION APPLICATION TOTAL
MANAGER KPM MANAGER TECHNICIAN
fwem; 51 16 6 73
Bi Den Braven 65 65
40 6 2 8 56
30 22 12 54
39 4 2 3 48
30 7 5 42
28 5 0 4 37
30 2 2 34
14 4 2 8 28
12 9 3 1 25
10 4 2 10 26
12
ff TECHNONICOL 6 1 1 2 10
Tatrza 7 2 1 2 12
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Market Potential Sika CZ Case Study
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Comunication | Services:

|

Den Braven

N K
<;=>I

AUF

TECHNONICOL

a s

%
18 I g

R B

:

.
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Market Potential Sika CZ Case Study
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Strengths & \WWeaknesses:

MASTER®
»BUILDERS

BETOSAN

MADEI

SANA "~
Eroup 5.ro.,

REDROCK"

cC O N 5 T R U T O ™
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Fine grained cementitious
product is with good
workability

Repaflow EP has good
price/performance ratio

E-shop for Capitol City
Accessories steel
reinforcing nets

Eight own warehouses

Very good connection
with small applicators in
interior constructions
Connection with concrete
customers

Solution for diagnostics
An EU-funded grant
project to develop new
grouts

Electric tools and
accessories

W product for application
under water, thickness to
150 mm

Aggressive sales strategy
Possibility of own
application department

Orientate to KP
predominantly

Weak in partnership
with small applicators

Small sales team
Low products quality
Miss KPM

Missing KP references
Not strong in
infrastructure segment

Miss KP references
Worse quality
Subject with low capital

They missing epoxide
range

Small sales team
Main region is Middle
Bohemia
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Seminar lask Assignment

Consultancy Project | Task for the seminar 2|

Vertical analysis
Top - Down

Based on the data you gain from the
databases, prepare and present
completed analysis and the
calculated potential for your products

| services

Vertical analysis

Bottom - Up

&

Be ready to present completed

analysis of customers and their
potential for your products /
services. We will work together on
the qualitative part (customer needs,

influencers etc.)

Horizontal analysis

Prepare and present the completed
analysis of competitive environment.
Show us again the calcuted
potential based on this part of
analysis. We will work together on

the qualitative part

J. Cech & A. Sisolak




EXxpected

Consultancy Project | Expected outcome

Format

Any of your favourite presentable format
which can be presented during the seminar
to the others

Number of slides

We don’t calculate the number of slides,
important is to have all required informations

At the seminar

Every team will present, the rest of the
teams and lecturer will than comment, ask
and discuss.

Management
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