Top Thrills ... in a Box

In my previous column I wrote about the importance of having a marketing plan and my concerns that all too many small businesses don’t make the necessary investment to produce such a document. I am delighted to report back that I have since been contacted by a number of organisations who share these concerns and believe, as I do, that more strategic planning is vital if our local companies are to remain competitive in the long run.

In this month’s column I had intended to discuss the are of New Product Development and offer some useful insights in to the tactics to use when launching a new product. However, before I do so I want to share news of my ‘big’ Christmas present with you. 

If I asked you to close your eyes, think of the British Isles and imagine yourself having the thrill of your life, what would you be doing? 

Bear with me on this … 

If I said that you could buy that thrill, on-line, have it delivered to the door gift wrapped and beautifully presented in a box, would you be interested?

I am, of course, talking about the range of ‘Gift Experiences’ currently being marketed by Boots and other leading retailers (www.boots.com/bootsgiftexperiences). My ‘experience’, for the benefit of those who might be wandering (or is that ‘wondering’), is a white water rafting day at one of seven locations within the UK. 

It is not my intention, through this column, to pay homage to certain products or brands, but in the context of the articles I have written so far, I challenge any reader to create a better marketed product than this in the whole of 2004. Now I know that the Simon Flatleys of the world (see Simon’s column within this publication), who are well versed with the power of T’Internet might think that I have been living on a cloud for the past few years. But it is not just the fact that this ‘experience’ can be bought via the web, that is pretty much mainstream now, but it is the use of the WHOLE marketing mix that impresses me. 

•
price – premium priced for the less price conscious ‘gift market’

•
place – sold through UK’s top High Street stores

•
promotion – my wife heard of it by word-of-mouth – a really effective method

•
process – pre-register with no-nonsense hassle

•
people – experts ready and waiting to instruct

•
physical evidence – made tangible by presenting it in a box

•
protection – disclaimers and personal insurance included

and, if any of my students are reading this they will have noticed that I have left out the ‘product’ element of the mix. This is because I have yet to ‘have’ my experience as it is not available between November and February … but I am confident it will be truly memorable if only for being so wet and cold!

And so for my New Year’s Resolution … to come up with a brilliant idea that I can package in a box and sell to thousands of pleasure seekers … come hail, rain or shine and is ONLY available between November and February so I can spend the rest of the year rafting. 

Watch this space!

