Principles of Marketing

Session 6

TRy BT ToTe T

Market Demand

@ el Tu & Yake 3 I A2 B T I R

University of International Business and Economics



Outline

I. Levels & Structure of Demand

IT. Measuring Current Demand,
Area Demand, Future Demand

ITI. Sales Forecasting Techniques
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Levels of Demand

Industry

Company

Product Category

Product line

Product item

Time Level

Short- MediumLong-
range range range

G Hatisw a2 ¥ RIS B 15 L

ss and Economics




Structure of the Market Demand™—

Total Market

=Actual Market

(shared by competitive brands within this category of
product)

+Potential Market

(those who will probably become actual users of this
product)

+No Market

(those who have no knowledge, no desire for this
product
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Il. Measuring Current Demand, Area

1.Measuring Current Demand
2.Estimating Market Area Demand

3.Forecasting Future Demand
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1. Measuring Current Demand

Market Demand
In the Specified
PieREe
Forecast
Market

Minimum Expenditure
Industry Marketing Expenditures

Market Demand
In the Specified

Market . .
, Time Period

(prosperity)
Market

Potential
(recession)

Recession

Industry Marketing Expenditures
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2.Estimating Market Area Demand™=

Market-Buildup Method

|ldentify all Estimate

potential purchases by
buyers category

Forecast
demand

Market-Factor Index Method

Identify Combine in

correlate weighted
factors Index

Forecast
demand
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3.Forecasting Future Demand™—;
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lll. Sales Forecasting Techniquegm

»\What People Say

»What People Have Done
»Time-Series Analysis

» Statistical Demand Analysis

»12 Leading Indicators
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Sales Forecasting Techniques

What People Say

» Survey of Buyers Intentions
» Sales Force Composite
» Expert Opinion
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Sales Forecasting Techniques - Il

What People Have Done

» Time Series Analysis
» Leading Indicators
» Statistical Demand Analysis
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Time-Series Analysis

-

Sales Forecasting of December of Next year:

12 000X 1.05 X0.90+12 X1.3=1228.5
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6—13

Statistical Demand Analysis

<>Objective:
b? find out the relation between different

vaia
< Two techniques:
e Correlation:
uncertain relation between two variables
e Regression:
statistic laws between one dependant variable et
several independent variables
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12 Leading Indicators
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Exercise
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