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~ The Giant Consumer P‘._,_Oduets' (GCP) case
. presents one of the most |mportant busmess

: deensnon iIssues of fnianelal resources for sales
-~ - promotion. GCP a consumer goods

, manufaeturmg company IS faced with the
., challenge of getting the most sales and proflts :

| wnthout attacking the proflts if the authonzed .. * |

‘ budget and hlgh stiff compe"nnon R =
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Core Prolaéem

The main challenge in the case of GCP is - 3

- 'L-'”fOCUSQd on problems of how the company' St

should distribute the sales promotion ~
budget between the regions and products. |

~ There is always the question of short term

~ sales volume gain or creating overall

e brand value n the long run.
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Lookmg deeper into GCP’s sales dlseovery

you get to see-that there are notable

~ differences in the produets revenue
' performances and the regions. For example
“some products, like frozen desserts, may

have a high index in partlcular areas of the& ,.

globe but very low incremental growth m =

other zones Key consnderanons mclude e




The GCP case provldes a good example of

.the problems with resource distribution ina

: market economy. In this case, the followmg

are the benefits GCP can attain by matchmg

= promononal strategies: wnth data msnghts
to work for the mprovement of Its
profltablllty consumer loyalty; and

defenswe competltwe posmon runnmg a

h busmess In the eonsumer goods mdustry




Thls case is Just a sample partml Eees S
case solution. Please place the S
- order on the website to order your
. own ongnally done case solunon

_Resource: Visit *
- thecasesolution.com
for detailed analysis
and more case studies.




