MARKET A SPORTS/HEALTHY ENERGY DRINK
SITUATION:

Your client is RJF Beverage Company, the creator of a new sports drink.  The company is entering the “active thirst” market----beverages consumed by people when they are hot and sweaty.  As an alternative the company is also considering entering into the “healthy energy” drink market (ex. FRS Energy).  The market has been dominated by Gatorade, the sports drink made by Quaker Oats.  Other competing brands are Powerade (Coca-Cola) and Accelerade.
Your client thinks it has a formula for a new sports/energy drink that’s even better than current products.  Your client believes that affiliation with a popular sport and/or active lifestyle category would help get this new product off the ground.

ASSIGNMENT:  

Your supervisor wants you to conduct an analysis of the current sports/energy drink market for the new client.  You have also been asked to generate creative ideas with regard to the marketing mix for the new product.  Product ideas should include designing the container and naming the product.  Place suggestions involve deciding how to get the product into the hands of the consumer.  Price recommendations should be based on the competitor’s pricing strategies.  Promotion ideas should be creative.  Consider sponsorship of a sports team, events/activities or an endorsement by a professional athlete as part of the promotional mix.

FINAL PRODUCT:

Your team will present a final 3-D model of your sports beverage.  Bottle should contain nutritional information and be an original package design.  Additionally, your team will provide either through Powerpoint or visual aid posters the information for the following:

· All components of the Marketing Mix in detail

· Research data about the sports/energy drink market (how much is sold, who buys it, trends)

· Customer profile (demographics, geographics, psychographics)
· Research a top competitor in the market and report their process of the product cycle through the 7 Functions of Marketing. 
·  7 Steps of Selling—how would you train the retailers to sell/merchandise your product (including the 4 P’s)
Each team will make a 5 minute presentation to persuade the retail audience to purchase your beverage for resale in the retail environment (business-business selling).  Professionalism is key for B-T-B sales and remember to be very specific on potential market and size for sales. Presentations will take place on Tuesday, Nov. 23rd and Monday, Nov. 29th
