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• Level 2: Management  Consultant (page 2: 
Question paper and guideline) 

 

• Target company: Hong Kong Television Network 
Limited (HKTV) – online shopping operations in 
Hong Kong 
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Prepare a business proposal (商業企劃書) to: 
 

• Part A: HKTV overall group financial 
performance for the past TWO years, for the 
years ended 31 Dec 2016 and 2017 (30 marks); 
and 
 

• Part B: Formulate a business [*promotion] 
plan of HK$10 million for the coming TWO 
years (i.e. for the years ending 31 Dec 2019 and 
2020) to improve the online shopping operations 
of HKTV in Hong Kong. (45 marks, excluding D. II a: 

Revenue/profit review – 10 marks)  
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Prepare a business proposal (商業企劃書) to: 

• Part II - Formulate a business plan for HKTV’s  
online shopping operations in Hong Kong 

 

(b) SWOT analysis of HKTV Group’s online shopping 
operations in Hong Kong – non financial analysis in 
terms of favourable (+) or unfavourable (-) factors 
external & internal to the organization.  

  

(20 marks – approximately 3 pages) 
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(c) Business plan 

A business plan of $10 million for launching a 
promotional project to improve HKTV group’s online 
shopping operations in Hong Kong, which should be 
supported by a marketing expenses budget and 
implementation details. 

 

In order to evaluate the effectiveness of your 
recommendations, you are required to analyse the 
projected impact on average daily orders, average 
transaction value and sales for the years ending 31 
December 2019 and 2020.  

 

(25 marks – approximately 4 pages) 
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• In preparing the business proposal, you 
should ensure that all your suggestions 
and recommendations are in line with 
HKTV Group’s vision and strategic 
direction.  

 

(page 4: Question paper and guideline) 
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Business Management and Marketing 
Strategies 
 

1.[Think] - SWOT Analysis 

2.[Do] - Implementation plan  

3.[Check] - Evaluation, measurement and 
Control 
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Business Management and Marketing 
Strategies 
 

1.[Think] - SWOT Analysis 

2.[Do] - Implementation plan  

3.[Check] - Evaluation, measurement and 
Control 
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SWOT analysis 

Analysis of an organization’s 

strengths, weaknesses, opportunities 

& threats in order to identify a 

strategic niche (以某個市場區隔為主
的利基策略)that the organization can 

exploit 
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HK$400,000/12 = HK$33,333.3 per month 
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Bring new life to Hong Kong people 
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(2015) 

Weakness 

(2015) 

Weakness 
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(2015) 

Strength 

(2015) 

Strength 



SWOT Summary 
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• Management: effective leadership 

• Management: social management approach 

• Strong financial performance 

• Marketing and advertising capabilities 

• Strong customer connect through strong brand promotion 

• Fulfill customer demand 

• Brand awareness and reputation/High TOMA (top of mind awareness) 

• Multi channel strategy by extending online sales 

• Strong and extensive distribution channels in Hong Kong/ Efficient distribution 

• Minimalistic ( 簡約) (physical) store image 

• Sustainable research and development 

• CRM – quantitative research for customer data collection 

• Product diversification: example: over 300 products 

• Flexible operations: retail stores + online platform 
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Relevancy ? 
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• Quick strategic decision making: by B.O.D. (?) 

 

 

 

 

 

• The unique product categories/ types are the most 
powerful strengths for  HKTV (?) 

• Being benefit from the cost controlling: HKTV gets a very 
competitive price….. (?) 

 

 



• Similar to competitors 

• Lack of marketing capability 

• Higher costs arising from training personnel 

• Unclear targeting: too many products, 
consumers do not have a clear concept about 
the core product of HKTV 

• Difficult for brand positioning promotion 

• Difficulty to enter to mainland market: lack of 
network and knowledge on local market? 

• New market expansion limitation: Mainland 
customer online shopping experience/ 
requirement differences (vs Hong Kong 
customers)? 
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Relevancy ? 



• Financial burden? 
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https://hk.finance.appledaily.com/finance/daily/article/20180516/20392611 (Publication: 16 May 2018) 

https://hk.finance.appledaily.com/finance/daily/article/20180516/20392611


• Brand image 

• Company image and social engagement 

• Growing popularity of mobile payment systems 

• Online market (expand into internet) 

• E-commerce and internet are emerged as promissory distribution channels 

• Launching online stores in key markets 

• Group can go for brand extension (merger and acquisition) 

• An unfilled customer need 

• Arrival of new technology 

• Good prospective – growth industry 

• Life standard of Hongkongers is improving 

• Convenience concept (“Time pressure”) 
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Relevancy ? 



• In HK, we are suffered from time pressure. 

 

• Different payment methods in HK 
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• Fluctuation in exchange rates (products imported from overseas) 

• Market entry barriers 

• Local competitors 

• Fierce competition 

• Change in customer demand 

• Shift in consumer buying preferences/tastes 

• New regulations 

• High staff turnover/ staff shortage  

• Keen (HK) market competition  

• Increases in wages – leads to an increase in cost and affects HFTV’s 
development 
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Relevancy ? 



• Popularity of [local] online shopping: Despite of the 
technology innovation (online shopping and payment, 
…), there are still some barriers to make all public to 
accept online shopping. 
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Business Management and Marketing 
Strategies 
 

1.[Think] - SWOT Analysis 

2.[Do] - Implementation plan  

3.[Check] - Evaluation, measurement and 
Control 
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(c) Business plan 

A business plan of $10 million for 
launching a promotional project to improve 
HKTV Group’s online shopping operations 
in Hong Kong, which should be supported 
by a marketing expenses budget and 
implementation details. 
 

In order to evaluate the effectiveness of your recommendations, you are required to 
analyse the projected impact on average daily orders, average transaction value and 
sales for the years ending 31 December 2019 and 2020.  

(25 marks – approximately 4 pages) 
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• Inform,  

• Persuade &  

• Remind customers about the Group 
and/or its products. 
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Source: http://ir.hktv.com.hk/eng/ir/presentations/20180102_2017_HKTV_CorporatePresentation.pdf (1 Nov 2018) 

 

http://ir.hktv.com.hk/eng/ir/presentations/20180102_2017_HKTV_CorporatePresentation.pdf
http://ir.hktv.com.hk/eng/ir/presentations/20180102_2017_HKTV_CorporatePresentation.pdf
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You need to consider: 
 

• The target market 

• The nature of the products 

• The stage of the product’s life cycle 

• Money available for the promotion 
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王維基大撒約五百萬元宣傳推廣費，包括抽獎送四百萬買樓，希望盡吸新用戶。 

 
Source: http://eastweek.my-magazine.me/main/59946 

(Publication: 27 October 2016) 

 

https://eastweek.my-magazine.me/main/59946
https://eastweek.my-magazine.me/main/59946
https://eastweek.my-magazine.me/main/59946
https://eastweek.my-magazine.me/main/59946


• Question: HKTV targets WHO  by selling 
WHAT?? 
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Source: http://ir.hktv.com.hk/eng/ir/presentations/20180102_2017_HKTV_CorporatePresentation.pdf (1 Nov 2018)  

http://ir.hktv.com.hk/eng/ir/presentations/20180102_2017_HKTV_CorporatePresentation.pdf (1
http://ir.hktv.com.hk/eng/ir/presentations/20180102_2017_HKTV_CorporatePresentation.pdf (1
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Source: http://ir.hktv.com.hk/eng/ir/presentations/20180102_2017_HKTV_CorporatePresentation.pdf (1 Nov 2018) 

 

http://ir.hktv.com.hk/eng/ir/presentations/20180102_2017_HKTV_CorporatePresentation.pdf
http://ir.hktv.com.hk/eng/ir/presentations/20180102_2017_HKTV_CorporatePresentation.pdf
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Source: http://ir.hktv.com.hk/eng/ir/presentations/20180102_2017_HKTV_CorporatePresentation.pdf (1 Nov 2018) 

 

http://ir.hktv.com.hk/eng/ir/presentations/20180102_2017_HKTV_CorporatePresentation.pdf
http://ir.hktv.com.hk/eng/ir/presentations/20180102_2017_HKTV_CorporatePresentation.pdf
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Growth stage 
• Sold a lot + To sell as much as possible 

• Competitors watch & decide about joining in with a competitor 
product 

• Growth continues until too may competitors in the market (market 
saturation) 

• At the end of the growth stage, profits starts to decline & the 
Group has to spend more money on promotion to keep sales 
going 

• Spending money on promotion cuts into the Group’s profit 

• “Persuasive promotion” is in place during this stage 
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Maturity stage 
• Many competitors have joined – market is saturated 

• The only way to sell is to begin to lower the price & profits 
decrease 

• It is difficult to tell the different between products since most 
have the same F.A.B. – Features, Advantages & Benefits [* no 
obvious product differentiation] 

• “Persuasive promotion” becomes more important during this 
stage 

• *The Group TV commercials (or promotion) almost begging the 

customers to still buy its products because the Group still 
makes it just as good (?) 
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HK$10,000,000 

10 million 
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Paid & non personal mass 

communication 
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• Focus on information & goodwill of the Group 

• Consumer advertising: Rational versus 
emotional (e.g. humor) appeals 

• Focus on particular product(s) or brand(s) 

• Stimulate demand for specific brands 
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• What do you want your ads to do? 

• Who are you trying to reach? [* Target 
customers] 

• What promotional message do you want to 
communicate? 

• How much does each medium cost? 
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48 
Source:  http://ir.hktv.com.hk/pdf/announcement/EW01137-AR_17042018.PDF (1 Nov 2018) 

On page 18: 

http://ir.hktv.com.hk/pdf/announcement/EW01137-AR_17042018.PDF
http://ir.hktv.com.hk/pdf/announcement/EW01137-AR_17042018.PDF
http://ir.hktv.com.hk/pdf/announcement/EW01137-AR_17042018.PDF
http://ir.hktv.com.hk/pdf/announcement/EW01137-AR_17042018.PDF


• Digital advertisement  網路廣告 

• Event marketing  活動/事件行銷 

• Activity based promotional campaign  基於
活動的促銷活動 
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Other promotional 
methods 
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Promotional plan: 

marketing 

expenses budget 

and implementation 

details 
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Promotional plan: 

marketing 

expenses budget 

and 

implementation 

details 
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Promotional plan: 

marketing 

expenses budget 

and 

implementation 

details 

 



Business Management and Marketing 
Strategies 
 

1.[Think] - SWOT Analysis 

2.[Do] - Implementation plan  

3.[Check] - Evaluation, measurement and 
Control 
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• Sales data before and after the promotion 

• How many sales are a result of those promotions 

• Timing of promotion [* Hedonic consumption experience] 

• Customers’ preferences 

• Change of average spending per customers [*Increased/decreased] 

• Competitors’ promotional campaigns 
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Strategy 
Formulation 

Evaluation  

Implementation 
and Execution 



• Apple Daily News (2018) Available at 
https://hk.finance.appledaily.com/finance/daily/article/20180516/20392611 (Publication: 16 
May 2018) 

• Census and Statistics Department HKSAR (2015). Available at 
http://www.statistics.gov.hk/pub/B1120015062015XXXXB0100.pdf  [1 November 2018] 

• Euromonitor International (October 2018) 

• HKTV Annual Report (2017) Available at http://ir.hktv.com.hk/pdf/announcement/EW01137-
AR_17042018.PDF [1 Nov 2018] 

• HKTV Presentation Slide (2018) Available at 
http://ir.hktv.com.hk/eng/ir/presentations/20180102_2017_HKTV_CorporatePresentation.pdf 
[1 November 2018] 

• HKTV Webpage (2018) Available at http://www.hktv.com.hk/big5/careers/vision.htm  [1 
November 2018] 
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https://hk.finance.appledaily.com/finance/daily/article/20180516/20392611
https://hk.finance.appledaily.com/finance/daily/article/20180516/20392611
http://ir.hktv.com.hk/pdf/announcement/EW01137-AR_17042018.PDF
http://ir.hktv.com.hk/pdf/announcement/EW01137-AR_17042018.PDF
http://ir.hktv.com.hk/pdf/announcement/EW01137-AR_17042018.PDF
http://ir.hktv.com.hk/eng/ir/presentations/20180102_2017_HKTV_CorporatePresentation.pdf
http://ir.hktv.com.hk/eng/ir/presentations/20180102_2017_HKTV_CorporatePresentation.pdf
http://www.hktv.com.hk/big5/careers/vision.htm
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