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Recommended Department(s) Responsible»
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Sales/Marketing
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Objective»
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Research and identify viable products to be included in the company line.
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Timeline»
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Day 1: 

New Company - Once the type of business has been determined, the type and number of products to be sold or services to be offered must be decided. This can be recommended by the Sales Department or a team selected by the CEO. However, all recommendations must be approved by the CEO/Admin Team.

Returning Company - A decision must be made to determine whether products will be added and/or eliminated from the product offerings.

Day 2: 

Assign research responsibilities. ie: new products, potential suppliers, prices.
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Steps to Complete»
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Modify the following procedures, as needed, depending on the type of product or service that your company offers.

Step 1: Discuss and identify the company target market. Who are your customers primarily going to be? What products/services would most likely attract them? This could be a class discussion, a meeting with the CEO/Admin Team, or a Sales/Marketing staff meeting.

Step 2. If you are a returning company, what products were successful last year? Has the target market changed? Is your company enlarging or decreasing the number of products offered last year? If so, decide which ones are to go and which ones are to stay.

Identify loss leader products? (Products with little or no profit margin but useful to attract customers who will hopefully buy other items as well.) Do you need them this year? Should they be identified in the catalog or only used for special promotions such as trade fairs?

Step 3: Assign staff to research suppliers and costs for current products. Some of last year's suppliers may have changed their wholesale prices and that may require a change in the price you can sell an item for this year. There may be a new supplier in the market place that can provide the same products at a better wholesale price. Note: An administrative decision will then need to be made whether to pass that savings on to the customer or keep it in the company.

Step 4: Assign staff to research any new products that are to be included this year. Suppliers must be identified and wholesale costs determined in order to set the selling price of a particular item. The general pricing formula for retail items is approximately two times wholesale price equals retail price.** Some suppliers may be able to provide more than one item. All new items should be documented as follows: 

Item Name     Description     Wholesale Price     Retail Price     Supplier Name
and submitted to the CEO/Admin Team for final approval to be included in the company catalog.

**Note: There are different factors involved in pricing strategies for services.
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