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In preparing the (business)
proposal, you should:

* ensure that all your
suggestions and
recommendations are in line

vision (fE+), mission ({fdy
and values ({>2E(E(HE)

with Lukfook’s/the Group’s NEKE
) LUKFOOK JEWELLERY

. our vision is to be the “Brand of
Hong Kong, Sparkling the World".”
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Mission

Corporate values

R EEE

+ To add value to shareholders’ investment, maintain a steady
in business and profit

(RPREBRARTHE » (REFRB R0 RAOEA])

+ To provide value-added products and services to its customers

(B F I - RO E R YR FTE AR 5 5 B SR R

« To provide its employees with a professional development
environment and grow together to achieve corporate goals

(B B Tt SR - LR R - )

= To contribute to the community through enforcing the
communications with public and participating in charity events

(RALE LSRR NIERASSEE - S I ARED) - DIEE)

+ Practicality — Advocating a pragmatic and realistic
way of doing business (%% : LIRFEIF (> HEKR)

« Innovation — Continuous learning and strive for
change as well as innovations (Bl : FFaguEEY -
FIRKEEAH)

- Integration — Build a harmonious corporation both
internally and externally (gi& : HLEEAIMIZERSE - DL
Hl R o KIFITESE)

- Excellence - Demonstrate full commitment, quest for
excellence and continuous improvement, endeavor to

be the best (£ : 2J7UkL - Blligafise » 3 1) k)

Source: http://www.lukfook.com/en/about-lukfook/corporate-overview/vision-and-mission/
(accessed on: 25 Oct 2014)

Vision, mission and values

STP Strategies

R o e SR EE

What does it mean to you?

- Management Consultant Q

+ Business Strategy Advisor O

Segmentation, Targeting and
Positioning Strategies

THER

Segmentation

BE QRS THENL

Targeting Positioning

Hong Kong Demographic Segmentation

(June 2014 estimated)

Hong Kong Demographic Segmentation
(June 2014 estimated)

« At mid-2013, there were 864 males per 1000 females.
- The median age of the total population was 42.5.

Male Female

Age Group Number % Number

0-14 411600 57 385 500 5.4
15-24 434 400 6.0 427 000 59
25-34 453700 6.3 639 000 8.9
35-44 469 300 6.5 669 700 9.3
45-54 584 500 8.1 679 000 9.4
55-64 501 300 7.0 511 000 71
65 and over 475900 6.6 545 600 76
Total 3330700 46.3 3856 800 53.7

Source: http://www.gov.hk/en/about/abouthk/factsheets/docs/population.pdf
(accessed on: 25 Oct 2014)
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+ The median monthly domestic household income for
2013 was HK$22,400.

s
Under 4,000 60

4,000-5.999 49
5,007,999 50
5,000-9,999 53

10,000-14.999 121

15.000-19.999 108

20,000-24,999 £

25.000-29,999 77

30,000-34,999 73

35.000-39.999 53

40.000-44,989 a8

45.000-49,989 22

50.000-69.999 5.1

50,000-79.999 58

80.000-99.999 28

100.000 and over 43

Total 1000

Source: http://www.gov.hk/en/about/abouthk/factsheets/docs/population.pdf
(accessed on: 25 Oct 2014)
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Targeting Strategies

Positioning

Mass Marketing (Undifferentiated
Strategy)

- Ignore market segment differences and

target the whole market with on e
product/ offer

« What is common in consumers’
rather than on what is different (3

Other options? —

13

« Afirm can be the product leader (&5
45®#), the operationally excellent
firm (B3E =AY/ E]), or the customer
intimate firm (HEZXBLOBAT)
(Kotler, 2007).

- Some customers favour the firm that is
advancing technological frontier (product
leadership).

- Another customer group wants highly
reliable and dependable performance HOW TO CREATE, WIN

onerational excellence). AND DOMINATE MARKETS

- Afinal customer group prefers the firm
that is most responsive and flexible in
meeting their individual needs (customer
intimacy). 14

Positioning

High Quality

TSL|m#s

Low Qulality

“The four most successful Hong Kong jewelry brands (Chow Seng Seng,
Chow Tai Fook, Tse Sui Luen, and Luk Fook) penetrated the mainland
market as well.” (Berger, 2014) 15

- ... state clearly any underlyin
assumptions which can justify your
analysis and recommendations

* UETERIR AR SRR AT B R A B

(E&a

Assumptions made
B

Objectives & scope of report
Y B B R EEE

For example:

Business segment (27%)- product life cycle(ZE R4 REHE) of gold and
platinum jewellery will continue to grow over the short to medium term
(1-2or 3years)

«  Competitors (fi#5#$3%)- no buy-out of Lukfook by another company
"If a company is facing competition, its operational margin may
LukFook Holdings (nternationa) Ltd Annual Data

Mar05  Mar06  Mar07  Mar08  Mar09  Mart0  Mart1  Marf2  Mart3  Marta
OperangMargin 778 535 804 1106 804 1179 1276 1337 1143 1202

« Social (#ty)-increasing acceptance of luxury products

Economic and trade (8% 5)—exchange rate remains stable (lER4ERF
F8#), US economy recovers (in slow pace), etc.

Political (#;&)- political stability in Hong Kong/China (2015 - 2017)
- etc.

+ Formulate business plan (HK$10 M): 2015 — 2016
* HlE—EFEE L 000E BT iy S #E: 20154 & 20164

To enhance the performance of Lukfook’ s Hong Kong retailing
business

Financial performance review ({4 #2858 5347): 2013 — 2014

+  Strategic analysis(ilig 443 17): external environment, internal

capabilities & resources, product portfolio, competitors, key success
factors, etc.

« Critical issues to be addressed (Efi#: R #5]7E): current corporate

governance practices

Marketing plan: implementations (£ fitizt#1), projected income/
possible outcomes ({5t i Az Ko E)

«Ifany, market research (survey questionnaire & results) (Fi$5H15¢ ~ [4%&

A R AER)

18
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e Objectives & scope of report

ST HEY R EE
- Formulate strategic plan: 2015 - 2017

- Toimprove business performance

Financial performance analysis: 2012 - 2014

- Strategic analysis: external environment, internal resources, current
strategies, core competencies, competitors, etc.

« Critical issues to be addressed: current corporate governance practices
+  Overall direction the Group should pursue: 2015 - 2017

- Strategic plan: marketing, production, operations and/ or different
business units of the Group

Market research (survey questionnaire & results)

19

A combined version

- Strategic plan: 2015 - 2016/2017
-~ To enhance the performance of the Group business/ overall
business

- Financial performance review/ analysis: 2012/2013 - 2014
- Strategic analysis: external environment, internal capabilities &
resources, current strategies, product portfolio, competitors, key
success factors, etc.

- Critical issues to be addressed: current corporate governance
practices

= Overall direction the Group should pursue: 2015 - 2017

- Strategic plan: marketing [implementations, projected income/ possible
outcomes], production, operations and/ or different business units
of the Group

Market research (survey questionnaire & results)

20

0 O Areas of discussion (Scope of your report)

S

Areas of discussion

i i R

@ Situation analysis (JZ&45347)

@ Adescription of the current situation
@ External environment : Macro and micro
@ Internal environment

@ SWOT analysis (355514153 #7)

® Marketing tactics (H7355HK)

@ Implementation (&jiiztE)

©® Measurement and control (& & K&

)
A

21

@ Situation analysis (JZ&5347)

©  Adescription of the current situation (2 &%)
@ External environment: Macro and micro
@ Internal environment

@ SWOT analysis

® Marketing tactics

@ Implementation

® Measurement and control

22

1. Situation analysisJZ&453#7

A description of the current situation (R #:%)

- Total sales of jewellery products in Hong Kong (%
B ER)

. %arket share and market penetration (Fis(5A% 2%

+ (2012/after) Increased Mainland tourists buying
prestige products in Hong Kong and Macau......and
wesaw “China remains an attractive market
with its increasing disposable income and
government policies which stimulate
domestic consumption......" (Lukfook Annual
Report, 2013)

. etc..
23

Areas of discussion

i i R

@ Situation analysisjZ #4551

® Adescription of the current situation

@  External environment: Macro and micro
SNEIERR -5

@ Internal environment

@ SWOT analysis

® Marketing tactics

@ Implementation

® Measurement and control

24
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1. Situation analysis: External environment — Macro/ micro

8o hT SMNERRR R A

PEST Analysis

Macro (3#): Micro (f4#):
O Political (Bi&) +  Structure of market/
O Economic ({X¥%) competitors
O Socio-cultural (31 €) (i e 3 8)
. N Consumer needs
a Technologlcal (FH%) CHEEEE)
Trends of the market
(g7 )]
Stakeholders (E{3&)
etc.
(Source: Vrontics, Kogetsidis and Stavrou, 2008)

- Political Br&

« Economic &%

- Socio-cultural tt+&r
« Technological Fl#f

26

PEST Analysis

- Politicalgga

» Economic
 Socio-cultural
« Technological

27

PEST Analysis

- Individual Visit Scheme

 Any existing ordinance to
supervise manufacturing and
marketing of the products?

= Trade Descriptions Ordinance (75 B & 51):

[Chapter: 362 [Trade iptions Ordinance |Gazette Number | Version Date]|

L.N.720f2013_|19/07/2013

omplete information. false marks and misstatements in
onfer p equire
s or i din

[ I [Long title

“To prohibit false made descriptions, false. misleading or inc
e of trade o

and for
(Amended 65 0£2000 5. 3: 19 0f 2008 5. 3: 25 0f 2012 5. 32)
[1 April 1981) LN 64ef 1951

PEST Analysis

[Economic

« Economic (4%7%)

29

+ Weak global economy......
« Increases in rental expenses......

« Increases in disposable income......
“China visitors continued to be the
primary customers for the Hong Kong
retail business, contributing around
60% of the Group’ s retail sales in this
market.” (Lukfook Annual Report,
2013)
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Defined situation: case content

[ "quote references from the annual reports, with their
page numbers” ]

+ [Annual Report 2013, page 10] ...... In the first quarter
of 2013, Mainland arrivals grew by 13.8%. Tourism-
related sales revenue was driven mainly by the
increasing number of middle-class Mainland tourists.
Moreover, the continued appreciation of the
Renminbi and the absence of value-added tax
provided positive travel sentiment and strong

demand for luxury products, both of which boo;
local retail sales.

31

PEST Analysis

« Political

» Economic

- Socio-cultural (1)
« Technological

Socio-cultural

[Annual Report 2013] "According to the
World Gold Council, over 75% of all urban
Chinese women (/i Z2#) now own more
than one significant gold piece. The demand
for gold and gold jewellery as investments or
accessories continues to be strong in the
CRinese community, especially in Magi:
China’

PEST Analysis
« Political
« Economic
« Social

« Technological (FH%)

Technology

Mass production efficiency?

New jewellery production technology for
gold/ platinum products?

- Research and development capabilities?

1. Situation analysis: External environment — Macro/ micro

B8t SNEESE - R s

Macro (ZF#):: Micro (f%#):

O Political (Brig) Structure of market/

OE i 3 competitors
conomic (G5 (B EPE)

O Social (1+8)

m] Technological(ﬂ&)' Consumer needs

CHEERDE

Trends of the market
(T HEs)
Stakeholders (£ {3E)
etc.

Source: Vrontics, Kogetsidis and Stavrou (2008)
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Areas of discussion

BELH

Micro (f%#): @ Situation analysis (JFZ2453#)

¢ Structure of market/ competitors (FiiB45#/ /B2 E) ®  Adescription of the current situation
Consumer needs (QMEFETEE)— "P-E-Social-T" refers @  External environment: Macro and micro
Trends of the market (TFi#gs) 7? @ Internal envirqnment (NfERE)
Stakeholders (%)~ Government (i), @ SWAOQT analysis
customers (&%), employees (&), ...... ® Marketing tactics
etc.

@ Implementation
® Measurement and control

37 38

Internal Environment Areas of discussion

i i R

® Internal environment = the conditions and @ Situation analysis
_factors Wlthm an.o.rganlzatlon that ®  Adescription of the current situation
influences its activities and particularly the o External environment: Macro and micro

employees behaviour. ©_ Internal environment
@ SWOT analysis (3R55HZ5H7)
® Factors that are frequently considered part ® Marketing tactics
of the internal environment include the @ Implementation

organiza_tion’ S missi(_)n statement,
leadership styles and its organizational
culture.

® Measurement and control

39 40

2. SWOT Analysis £
RIS AT Strengths (3275)

- Leading player

- Leading market presence

- Diverse brand portfolio

- Large retail networking in China

- Efficient merchandising and sourcing capabilities
ensure product quality

- Diverse store formats catering to broad range of
customers

« Contract manufacturing strategy
ﬁ Key success factors?

42
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Weaknesses (5575)

Opportunities (#%€)

« Poor financial performance in ??? Years

+ Geographic concentration in China
market

+ IVS - Declining comparable store sales

- Managementissues? Corporate
governance?

43

+ Growing market for luxury goods in Asia
Pacific countries

+ Growing use of e-retailing platform
+ New and refurbished stores
- Direct sourcing opportunity?

44

Threats (f&1%) [.T

2. SWOT Analysis (continued)
SRITHEE ST o

+ Slowdown in the US economy
+ Increased minimum wages

+ Intense competition/ competition with
other retailers

+ Uncertain demand, supply and prices

45

46

Areas of discussion

BELH

3. Marketing tactics
5% RS

@ Situation analysis

®  Adescription of the current situation
@  External environment: Macro and micro
@ Internal environment

@ SWOT analysis

® Marketing tacticsHii5SEHE
@ Implementation

® Measurement and control

47

Setting objectives and goals (3% H1Z)
For example: é@

+ Increase the margin
- Increase the market share (e.g. opening more stores)
+ Increase customer satisfaction

+ Product attributes: convenient consumer products,
multifunctional, high quality, etc.

- Branding: areputable listed company in Hong Kong
with a history of more than ?? years

. etc..

48
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3. Marketing tactics

T 355 SR

Sources of market opportunities
TR EHIRIE

+ Promotion (B{R3£ 45%1)): advertising,
spokesman, TV programme title
sponsorship, internet advertising, etc.

49

1. Supply something in short supply

2. Supply an existing product or service in a new or
superior way

3. Supply a new product or service

Source: Kotler, P. (2007)

Photo from: http://hk.image.search.yahoo.com/images

New ways to build demand

BUSRRIITE

Free Lunch for Children Fund

Nine Ways to Build Demand

1
2
3
4

. Sell more of our existing products to customers. (Market penetration)

. Enter and sell our products in other geographical areas.

. Selling our existing products to new types of customers.

. Modify our current products and sell more of them to our existing customers. (Product
modification)

. Offer and sell modified products to new geographical markets.

. Offer and sell modificd products to new types of customers.

Design new products that will appeal to our existing customers. (New product development)

. Design new products for prospects in new geographic arcas.

. Design new products to sell to new types of customers. (Diversification)

o N o)

51

= The Group will donate 50 dollars to the “Free Lunch for Children
Fund” for each gift set sold.......

Areas of discussion

BELH

4.Implementation planF st #

@ Situation analysis

®  Adescription of the current situation
@  External environment: Macro and micro
@ Internal environment

@ SWOT analysis

® Marketing tactics

@ Implementation (&)

® Measurement and control

53

I 2014/ 2015... —

1R 2A3A4ASAER 7R A A & B 2 1momsA A
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Areas of discussion

BELH

5. Measurement and control

BRI

@ Situation analysis

®  Adescription of the current situation
@  External environment: Macro and micro
@ Internal environment

@ SWOT analysis

® Marketing tactics

@ Implementation

® Measurement and control (88 kK #2:&l)

55

New project 1

New project4
New project 2

New project 3

AN ILLUSTRATION

Measurement and control against :

(Marketing and management) Objectives
Budget allocation (HK$10 M)/ financial situations
Other (non monetary) resources allocation
Government regulations

etc.

©Qo0 0o

Conclusion

References

SERH

For example:

» Win through product innovation/ improvement
(FELHEIT), lower prices (f{E{EH%), better
distributions, attractive promotion (75 %Ay & {#HE
) .oonns , or

» Win through exceeding customer

expectations (EHEZHEIE) [* Survey
questionnaire and results, if required]

57
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Thank you

Shank >
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