
Lesson Objectives:

● Students will define key marketing activities (sales, pricing, branding,
distribution, and storage).

● Students will recognize how these marketing activities work together in a
coordinated marketing process.

Case Study: XYZ Tech - Launching a New Smartphone

Introduction:

● Company: XYZ Tech, a leading technology company.
● Industry: Electronics/Technology.
● Context: XYZ Tech aimed to launch its latest smartphone, the "TechGadget X," in

a highly competitive market.

Marketing Activities:

1. Sales Strategies:
○ XYZ Tech employed a pre-launch reservation system, allowing customers

to reserve the smartphone in advance.
○ The company offered limited-time promotions, including discounts for

early buyers.
○ Sales representatives were available both online and in physical stores to

provide information and assistance.
2. Pricing Strategies:

○ XYZ Tech adopted a competitive pricing strategy, pricing the TechGadget
X slightly below competitors' flagship models.

○ Special pricing was offered for customers who traded in their old
smartphones.

○ Bundled packages with accessories were available at attractive prices.
3. Branding and Marketing Communication:

○ The company invested heavily in branding the TechGadget X as a
premium, innovative, and reliable product.

○ A multimedia advertising campaign across TV, social media, and online
platforms showcased the smartphone's features and benefits.



○ Engaging content, such as unboxing videos and user reviews, was shared
by influencers and brand ambassadors.

4. Distribution and Logistics:
○ XYZ Tech optimized its distribution network, ensuring that the TechGadget

X was available in a wide range of retail stores, both in urban and rural
areas.

○ The company partnered with major e-commerce platforms to facilitate
online sales and reach a broader audience.

○ Local warehouses were strategically located to minimize delivery times.
5. Storage and Inventory Management:

○ Efficient inventory management ensured that the right number of units
were available during the launch.

○ XYZ Tech implemented a just-in-time inventory system to minimize
storage costs.

○ Back-up inventory was maintained to meet unanticipated demand surges.

Impact on Company's Success:

● The coordinated marketing activities led to a highly successful product launch.
● Sales exceeded expectations, with the TechGadget X quickly gaining market

share.
● Competitive pricing and strategic distribution led to high customer satisfaction

and loyalty.
● The brand's image was enhanced, resulting in increased brand recognition and

trust.
● XYZ Tech's market share in the smartphone industry saw substantial growth.

Lessons Learned:

● The case study of XYZ Tech's TechGadget X launch demonstrates the
importance of harmonizing marketing activities to achieve marketing objectives.

● A well-planned combination of sales, pricing, branding, distribution, and storage
strategies can lead to remarkable success in a highly competitive market.

● Flexibility and adaptability in inventory management are essential to respond to
changing market conditions.

Key Takeaways:

● Coordinated marketing activities are crucial in achieving marketing objectives.
● Pricing, branding, and distribution are integral parts of a successful marketing

campaign.



● Efficient inventory management and strategic storage support marketing goals.


