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 

 



    

 
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 

 



 

 

 Explain the importance of conducting porter’s competitive analysis for formulating

 



 Critically evaluate the porter’s five  

 


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 

 





 



“A new platform won’t come cheap. And then, the bike 

retro look”, Dev Vyas, the Chief Technical Officer of Marley Simpson, was telling the





             



            

naged to retain a market niche amongst India’s true bikers – 

             


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

              

  

 

  –  

And the brand was the company’s biggest asset. The Marley Simpson rider had to remain

 to being ‘boxed in’

 

           

roit’s second largest car

       ability. “We cannot afford to invest

heavily”, said Mallik. “Nor can we afford any substantial increase in variable costs”. Unit

manufacturing costs were already too high. And that too, for products that weren’t seen



In some ways, Marley Simpson’s big problem was that it was an orphan. The firm’s

 



             



      

                

 



“Outsourcing design work from vendors was a smart move”, said Vyas. “We have

    s.2 crore in the process”. Marley Simpson’s own

           



Mallik nodded. The ‘power train’ (comprising the 



“That’s the only way we can focus on the more critical aspects of business – 

development and marketing”, said Vyas. With market      

  





have the right products to offer. “Volumes should increase with the launch of new

models. What do you say, Vyas?” asked Mallik.

            

entered the room, thought it best to hold up a ‘market reality’ flag, to keep optimism in

check. “The last two launches,” he said “have certainly made things better, but only

lly”.





         

  



“That’s good. But how do we increase demand?” asked Mallik, looking for some grand



“Exports is another market we should concentrate on”, said the CEO, at length. This was

           

          

 

 





Immediate volumes would have to come from the domestic market. “The other option, of

course, is to upgrad our capacity and go mass like all the rest of them”. Said Mallik,

          





          

          





 







            

appeal, to encompass even those who have no clue what goes on in a biker’s head. This

 







 

the brand’s image?

  



 “Catering to the loweruter would amount to diluting the Marques’ associations

and brand image”. Why and why not?

 “One Marley ha

area and expand the appeal of its bike”. Do you agree? Why and why no




