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FUELING SALES AT EURO-PET
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| The case titled Fueling Sales at Euro-Pet’ looks specifically at

i performing and planning issues that Euro-Pet, a regional fuel company,
Is carrying out its business in an attempt to enhance fuel sales through
its petrol stations. In this case competition and even the consumers’
buying behavior patterns are explained in details and the company's
current tactics to develop a sound sales growth strategy are presented.

| | 4
| r




Vi N
~— }Nﬂ/f LY e et e i -l s
\’ 3 [ W
Yot )
| | | | [ |
) -\ — — — — /] |\
B ’ S=E \
) W 1 77~ T\
i et S i ——————— — — N
/
~ / o~
V 4 Ko
4
|
|
|
|

i However, there are few major concerns that have become critical issues |
: for Euro-Pet such as Falling sales, competition star from low cost Fuels
sellers and Changing Customer Needs towards convenience and Value
Addition. In addition, it lacks a conducive operational plan that creates a
sounding board for developing the company’s operational strategy
relative to customer demands and regional markets.
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: Enttanced Convencence ' 2

Increasing the number of non-fuel product offerings like,
convenience stores, car washes, food marts, quick service
restaurants etc., with the aim to build traffic and sales.
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Realizing the key issues affecting fuel market and its players, the case
“Fueling Sales at Euro-Pet” offers key learning points that cover how to
sustain sales in the face of increased market competition through superior
customer focus, technological enhancement and operational effectiveness.




This case Is just a sample partalil
case solution. Please place the
order on the website to order your
own orignally done case solution.

Resource: Visit
thecasesolution.com for detailed
analysis and more case studies.




