Assignment: MKT 3301
Name: ____________________________________ Date: _____________________CRN: _____________

Mini Case: Quality Iron Casting (25 points)
Read the case and answer the questions provided on the following pages.  Please type your answer below each question keeping the same sequence and format.  Your explanation should be precise, within a short paragraph providing reference gleaned from the case provided below: (There is no need to do any research or refer to any external resource to complete this assignment.)
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I. Explain the current marketing strategy for the bumper jacks that Quality Iron Castings currently sell along the marketing strategy components, provide explanation to support your choice of answer. (10 pts)

· Target market:  Select and provide details:  Consumer/Business market (2) 
· Marketing Mix: (6)
1. Product:  Product Name and type; Product Class: Select and provide details:   Business/Consumer.	
2. Promotion:  Select and provide details:  Earned/Owned/Paid/Personal Selling 
3. Distribution:  Select and provide details:  Direct/Indirect 
4. Pricing:   Do you have any information relevant to pricing given in this case?  

II. What are the components of a marketing strategy for the Proposed hydraulic garage jacks?  (Proposed Marketing strategy) (10 pts). Provide explanation to support your choice of answer.

· Target market:  Select and provide details:  Consumer/Business market (2) 
· Marketing mix: (6 pts)
1. Product:  Product Name and type; Product Class: Select and provide details:   Business/Consumer.	
2. Promotion:  Select and provide details:  Earned/Owned/Paid/Personal Selling 
3. Distribution:  Select and provide details:  Direct/Indirect 
4. Pricing:   Does the new product price appear to be competitive in the market given current competitor’s retail price? Explain. 
(Bonus Points 5):  Calculate new product retail price, finding the following facts from the case and use Mark Up Formula (Ch 18) to calculate Retail price for Hydraulic Jack. 
Manufacturing cost: ?; Manufacturing Agents:  15%; mark up; Wholesaler Mark up:  ?; Retailer Mark up: 35%

III. What type of orientation does Mr. Kingston the Production Manager appears to have?  Why do you think this?  (2 pts.)
A. Production Oriented
B. Market Oriented

IV. Based on your understanding of current and proposed strategies and pricing, is it a good idea for Quality Iron to market and sell Hydraulic Jacks? Give at least 2 good reasons? (3 pts)
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29. Quality Iron Castings, Inc.

Mallory Rizocki, marketing manager for Quality Iron Cast-
ings, Inc., is trying to figure out how to explain to her boss why
a proposed new product line doesn’t make sense for them.
Mallory is sure it’s wrong for Quality Iron Castings, but isn’t
able to explain why.

Quality Iron Castings, Inc., is a producer of malleable iron
castings for automobile and aircraft manufacturers and a vari-
ety of other users of castings. Last year’s sales of castings
amounted to more than $70 million.

Quality Iron Castings also produces about 30 percent of all
the original equipment bumper jacks installed in new U.S.-
made automobiles each year. This is a very price-competitive
business, but Quality Iron Castings has been able to obtain a
large market share with frequent personal contact between the
sompanys execntives and.its cnstomess—siypnonted hy very
close cooperation between the company’s engineering depart-
ment and its customers’ buyers. This has been extremely im-
portant because the wide variety of models and model changes

frequently requires alterations in the specifications of the
bumper jacks. All of Quality Iron Castings’ bumper jacks are
sold directly to automobile manufacturers. No attempt has
been made to sell bumper jacks to final consumers through
hardware and automotive channels—although they are availa-
ble through the manufacturers’ automobile dealers.

Tim Kingston, Quality Iron Castings’ production manager,
now wants to begin producing hydraulic garage jacks for sale
through auto-parts wholesalers to auto-parts retailers. Tim
saw a variety of hydraulic garage jacks at a recent automotive
show and knew immediately that his plant could produce
these products. This especially interested him because of the
possibility of using excess capacity. Further, he says “jacks
are jacks,” and the company would merely be broadening its
neaduart line by intraducing hydraulic garage iacks. (Note:
Hydraulic garage jacks are larger than bumper jacks and are
intended for use in or around a garage. They are too big to
carry in a car’s trunk.)
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As Tim became more enthusiastic about the idea, he found
“hat Quality Tron Castings’ engincering department already
52d a patented design that appeared to be at least comparable
the products now offered on the market. Further, Tim says
hat the company would be able to produce a product that is
Setter made than the competitive products (i.e., smoother
stings)—although he agrees that most customers probably
=ouldn’t notice the difference. The production department
imates that the cost of producing a hydraulic garage jack
mparable to those currently offered by competitors would be
=bout $48 per unit.

Mallory has just received an e-mail from Jesse Zachary, the
company president, explaining the production department's en-
thusiasm for broadening Quality Iron Castings’ present jack line
into hydraulic jacks. Jesse seems enthusiastic about the idea too,
noting that it would be a way to make fuller use of the compa-
ay’s resources and increase its sales. Jesse’s e-mail asks for
Mallory’s reaction, but Jesse already seems sold on the idea.

Given Jesse’s enthusiasm, Mallory isn’t sure how to re-
pond. She’s trying to develop a good explanation of why she
isn't excited about the proposal. The firm’s six sales reps are

ready overworked with their current accounts. And Mallory
couldn’t possibly promote this new line herself—she’s already
s<lping other reps make calls and serving as sales manager. So
2 would be necessary to hire someone to promote the line. And

this sales manager would probably have to recruit manufactur-
ers’ agents (who probably will want 10 to 15 percent commis-
sion on sales) to sell to automotive wholesalers who would
stock the jack and sell to the auto-parts retailers. The wholesal-
ers will probably expect trade discounts of about 20 percent,
trade show exhibits, some national advertising, and sales pro-
motion help (catalog sheets, mailers, and point-of-purchase dis-
plays). Further, Mallory sees that Quality Iron Castings' billing
and collection system will have to be expanded because many
more customers will be involved. It will also be necessary to
keep track of agent commissions and accounts receivable.

Auto-parts retailers are currently selling similar hydraulic
garage jacks for about $99. Mallory has learned that such re-
tailers typically expect a trade discount of about 35 percent off
of the suggested list price for their auto parts.

All things considered, Mallory feels that the proposed hy-
draulic jack line is not very closely related to the company's
present emphasis. She has already indicated her lack of enthu-
siasm to Tim, but this made little difference in Tim’s thinking.
Now it’s clear that Mallory will have to convince the president
or she will soon be responsible for selling hydraulic jacks.

Contrast Quality Iron Castings, Inc.’s current strategy and
the proposed strategy. What should Mallory Rizocki say to
Jesse Zachary to persuade him to change his mind? Or should
she just plan to sell hydraulic jacks? Explain.

Q
§




