
CHAPTER VI

GENERATE ATTRACTIVE OPERATIONAL STRATEGY

6.1  In tr o d u c tio n

Mobile phone service operator industry is very fast changing, competitive and 
dynamic. Then it cannot be identified definitely what the exact type of buying behavior 
in the mobile market. The aim of this chapter to generate the attractive operational 
strategy, from the result of the QFD matrix in the last chapter, is to meet and satisfy 
target customers’ needs and wants. The customer’s change of requirements and 
expectations of a given product act as a mirror to reflect the image of a company to 
change its strategy in order to gain any competitive advantage over the arch rivals in 
today’s world where the market place. These strategies will help the company to 
understand customers’ information gathering and evaluation behavior. Moreover the 
key to generating high customer loyalty is to deliver high customer value. The company 
need to develop strategies that assist the customers in learning about the products and 
services’ attributes and their relative importance, and which call attention to the high 
standing’s brand on the more important attributes.

Because of One-2-Call! have been marketed and been made available in the 
Thai market for over six years now. The current position is number one growth of 
prepaid mobile phone operators in Thailand. Furthermore the market share of the 
product is continuing high when compared to the rivals.

The attractive operational strategy is needed to be implemented in order to 
maintain its highest market share and leadership position as “Thailand’s wireless 
communications market prepares for de-regulation. Considered necessary to give clear 
direction of what to expect and what action need to be taken to overcome the future 
hurdles that will occur in this market.
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6.2 Right Solution to Delight Customer

The ever changing customer demands and behaviour is the key factors that drive 
the company to improve and cope with customers demand. Consequently, the company 
focused on right solution which base on the correlation of the QFD matrix to delight 
customer. Moreover, to increase market share and responds customer needs in every 
segment. To increase revenues from customer base expansion and fulfill customer 
satisfaction, the company is trying to increase efficiency of services in all coverage 
areas.

6.2.1 Customer Experience Management:
Customers are adjusting their behaviors to new market environment with 

operators increasingly using CEM efforts. CEM will provide One-2-Call! with the 
flexibility to route customers to the appropriate customer support representative based 
on customer value and preferences, resulting in greater efficiency and more effective 
call handling. One-2-Call! are turning to customer experience management systems 
strategies to gain a better understanding of their customer’s wants and needs.

In order to enhance a positive experience for the customers when using One-2- 
Call!. Every method for refill airtime is continually developed in order to secure a 
refined experience for all One-2-Call! customers. This will, in turn, strengthen the 
relationship between the company and its customers, as well as its customers’ desire to 
continue selecting One-2-Call! as their preferred choice of service provider.

Focuses on using customer interactions to promote and reinforce measurable 
changes in customer behaviors, leading to greater retention, increased revenue and 
lower transaction costs. Because of used CEM in order to develop outstanding customer 
relations through an understanding of our customers’ ever-changing behaviors. This 
allows customers to gain an exceptional experience through One-2-Call’ premium 
service. In appreciation of our customers’ trust and loyalty, One-2-Call! organises 
numerous activities to show our gratitude in harmony with the preferences of each 
customer group on a continual basis. For example, the relationship activities will be 
target on target group lifestyle and definitely under concept of freedom such as 
Freedom Movie: Monthly movie preview for One-2-Call! customers. Freedom Music:
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Occasionally nationwide One-2-Call! international and domestic concert through out 
the year.

Customer Experience Management’s premise is almost the mirror image. It says 
that every time a company and a customer interact, the customer learns something about 
the company. Depending upon what is learned from each experience, customers may 
alter their behavior in ways that affect their individual profitability. Thus, by managing 
these experiences, companies can orchestrate more profitable relationships with their 
customers.

6.2.2 Customer Segmentation:
In markets where customers have different needs and wants, it is essential to 

understand those needs and wants better. It is a prerequisite for a successful company, 
to segment the market into different groups of customers with different behaviour. The 
main reason of using customer segmentation is to increase customer satisfaction and 
company’s profits. Furthermore it can be said that it is not strategically feasible, or 
competitively substantial to target all consumers.

From the relation of QFD matrix, One-2-Call! has known that want supply more 
tariff customisation and variety of promotion that suit in each segment such as low 
income and high income. Serving additional customer groups or expanding into new 
geographic markets or product segment to meet a broader range of customer needs. The 
market opens to extend the company’s brand name or reputation to new geographic area. 
For instance, Sawasdee campaign for the customers that have diminutive usage, up 
country and lower income market. This campaign is implemented with different tone 
and manner from what One-2-Call! has done before. The message “only 150 baht per 
month” is main message of the campaign. However, One-2-Call! has created VIP 
membership program to be the symbol of its aspiration and goodwill in delivering only 
the finest of things to the customer that have high usage with VIP membership’s special 
privileges for special persons.

Behaviouristic is the major factor used to segment prepaid mobile phone market, 
as the need of prepaid mobile phone market has been influenced significantly by the 
benefits that customers want from the usage of mobile phone. The consumption
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behaviour of the user groups in order to see the demand for the product. The 
segmentations of mobile phone customers for One-2-Call! have been identified mainly 
in term of their usage of mobile phone as shown in figure 6.1. Due to One-2-Call! has 
realised the need to fully understand different groups of customers in more depth level.

Total Net Tariff 
Revenue Range Total A ctive Sub

Total Net Tariff 
Revenue Range Total A ctive ร

0.01 - 100 920,700 1500.01 - 1600 108,760
lOO.Ol -2 0 0 1,208,670 1600.01 - 1700 85,894
2 0 0 .0 1 -3 0 0 2,308,760 1700.01 - 1800 87,540
3 0 0 .0 1 -4 0 0 1,345,690 1800.01 - 1900 74,623
4 0 0 .0 1 -5 0 0 846,980 1900.01 - 2000 83,908
5 0 0 .0 1 -6 0 0 636,780 2000.01 - 2500 75,436
600.01 -7 0 0 487,065 2 5 0 0 .0 1 - 3000 84,768
700.01 - 800 376,590 45% 3 0 0 0 .0 1 - 3500 57,980
800.01 -9 0 0 365,835 . 3500.01 -4 0 0 0 69,087
900.01 - 1000 267,908 • • • . '• — 4000.01 -4 5 0 0 29,783
1000.01 - 1100 209,878 4500.01 - 5000 29,045
1100.01 - 1200 210,980 > 5000 324,870
1200.01 - 1300 110,256
1300.01 - 1400 109,000
1400.01 - 1500 107,680 Total 11,524,466

□ Super Cream 
(5,001 B)

■ Cream 
(1,501 B -  5.000B)

□ Medium
(301B -  1.500B)

อ Low 
(0-300B)

Figure6.1: Customer segmentation (Usage-based)

Customer segmentation is the effective way to see that sales and marketing time 
is made as productive as possible in the area of implement airtime discount, non voice
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u s a g e  d i s c o u n t  a n d  d is c o u n t  o f  l i f e s ty le  ( s h o p p in g ,  d in n in g ,  a n d  t r a v e l ) .  T h e  c u s to m e r  
ty p e  h a s  b e e n  u s e d  f o r  s e g m e n t in g  c o n s u m e r  m a r k e ts .  T h e  O n e - 2 - C a l l !  c u s to m e r  ty p e  
w i l l  b e  d iv id e d  in to  f o u r  g r o u p s  b a s e d  o n  u s a g e  w h ic h  a re  lo w , m e d iu m ,  c r e a m , a n d  
s u p e r  c r e a m  u s e r s .  A l l  o f  th e s e  r e s u l t in g  s e g m e n ts  m ig h t  b e  a c c e s s ib le  to  th e  c o m p a n y ’s 
m a r k e t in g  e f fo r ts .

6.2.3 Airtime refill
A c c o r d in g  t o  p r e p a id  c o n c e p t ,  r e f i l l  c h a n n e l s  p la y  a n  im p o r ta n t  r o le  to  a ll 

c u s to m e r s  f o r  k e e p in g  t h e i r  m o b i le  a c t iv e .  C a l l in g  t im e  v a lu e  a n d  v a l id i ty  r e p r e s e n t  
c u s to m e r ’s  s ta tu s .  N o r m a l ly ,  to  g e t  3 0  d a y s  a c t iv e  m o b i le ,  e a c h  c u s to m e r  h a s  to  re f i l l  
3 0 0  b a h t  to  t h e i r  b a la n c e .  T h e r e  a r e  tw o  ty p e s  o f  r e f i l l  c h a n n e ls ,  w h ic h  a r e  t r a d i t i o n a l  
s c r a tc h  c a r d  a n d  e l e c t r o n ic  r e f i l l .  E ig h t  v a r ie d  re f i l l  v a lu e  (4 0 ,  5 0 , 1 0 0 , 1 5 0 , 3 0 0 , 5 0 0 , 
8 0 0 , 1 5 0 0  b a h t )  w i th  d i f f e r e n t  v a l id i ty  a r e  o f f e r e d  a s  c h o ic e s  fo r  c u s to m e r s .  R e f i l l  c a rd  
is  t h e  m o s t  p o p u la r  c h a n n e l .  I t  t a k e s  m o r e  th a n  9 0 %  o f  a l l .  F o r  e l e c t r o n ic  r e f i l l ,  t h e r e  
a r e  5 c h o ic e s ,  w h ic h  a r e  A T M , IV R  ( I n t e r a c t iv e  V o ic e  R e s p o n s e ) ,  p h o n e  b a n k in g ,  
i n te r n e t  a n d  A IS  b r a n c h  &  o u t le t . ' A T M  c o m e s  th e  f i r s t  r a n k  a s  th e  e a s e  o f  u s e .  L ik e  
w i th d r a w  m o n e y ,  c u s to m e r s  c a n  e a s i ly  c h o o s e  re f i l l  m o n e y ,  k e y  in  m o b i le  n u m b e r  a n d  
r e f i l l  v a lu e  a n d  th e n  p r e s s  c o n f i r m .  T h e  m o n e y  w i l l  a d d  u p  to  m o b i le  b a la n c e  
im m e d ia te ly .  H o w e v e r ,  o th e r  e l e c t r o n ic  r e f i l l s  h a v e  th e  lo w  p o r t io n .  O n ly  s m a l l  
c u s to m e r s  h a v e  c h o s e n  it  a s  a  p a r t  o f  t h e i r  l i f e s ty le s .

U s in g  d i s t r i b u t io n  c h a n n e l  to  e x p a n d  m a r k e t ,  c o m p a n y  m ig h t  lo c a te  m o r e  
b r a n c h e s  in  th e  p o te n t ia l  a r e a .  T h e  n e x t  p r o c e s s  is  a l lo c a te  t a s k s  to  th e  r e s p o n s ib le  
g r o u p ;  w h e r e a s ,  a  b u d g e t  w i l l  b e  s e t  a n d  d i s t r ib u te d  to  e a c h  d e p a r tm e n t .

6.2.4 Improvement of Technology:
O n e - 2 - C a l l ! ,  m u s t  k e e p  u p  w i th  t e c h n o lo g y ,  c o n t in u in g  e v o lu t io n  o f  m o b i le  

p h o n e  t e c h n o lo g y  a n d  s e rv ic e ,  in h e r e n t  in  t h e i r  n a tu r e  a s  m o b i le  n e tw o r k  s y s t e m s  
c o m p a n y  t h a t  O n e - 2 - C a l l !  m u s t  k e e p  u p  w i th  t e c h n o lo g ic a l  c h a n g e s  w h ic h  o c c u r  a n d  
c o n t in u e  t h e i r  le a d in g - e d g e  a p p r o a c h  to  t e c h n o lo g ic a l  d e v e lo p m e n t .  I t  c o n t in u e s  to  
in te g r a te  t h e  la te s t  in  a d v a n c e d  t e c h n o lo g y  a n d  d e l iv e r  m o r e  th a n  j u s t  v o ic e  
c o m m u n ic a t io n ,  w i th  n o n  v o ic e  t e c h n o lo g y ,  w h i l s t  k e e p in g  a b r e a s t  o f  c o n s u m e r s ’ 
g r o w in g  d e m a n d s  a n d  n e e d s .
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B y  im p r o v in g  o f  t e c h n o lo g y  is  th e  b e s t  w a y  to  in c r e a s e  t h e i r  r e v e n u e  s tr e a m  a n d  
r e t a in  c u s to m e r s .  O n e - 2 - C a l l !  o f f e r s  s e r v ic e s  th a t  h e lp  c o m p a n y  to  r e d u c e  c o s t  a n d  
m o r e  c o n v e n ie n t  to  c u s to m e r ,  f o r  e x a m p le :

F a s t  c h e c k :  I n s te a d  o f  c a l l in g  * 1 2 1  a n d  l is te n  to  v o ic e  t e l l s  c u s to m e r  o f  h o w  
m u c h  b a la n c e  a n d  v a l id i ty  th e y  h a v e  le f t ,  c u s to m e r  c a n  d ia l  * 1 2 1 #  a n d  
s y s te m  w i l l  s e n d  a n  n o t i f i c a t io n  o n  th e i r  r e m a in in g  b a la n c e  a n d  v a l id i ty  to  
t h e i r  h a n d s e t  a n d  th e y  d o  n o t  h a v e  to  d e le te  th i s  n o t i f i c a t io n  f ro m  S M S  
in b o x  b e c a u s e  th is  n o t i f i c a t io n  w il l  d i s a p p e a r  o n c e  c u s to m e r  h i t  a n y  k e y

- F a s t  r e f i l l :  I n s te a d  o f  c a l l in g  * 1 2 0  to  to p  u p  th e i r  a i r t im e ,  c u s to m e r  c a n  to p  
u p  b y  u s in g  F a s t  R e f i l l  b y  d ia l in g  * 1 2 0 * 1 3  d ig i t s  P I N  ( O n  th e  b a c k  o f  r e f i l l  
c a r d ) #
E - T o p  u p :  C u s to m e r  c a n  to p  u p  f ro m  th e i r  m o b i le  p h o n e  a n d  h a v e  it d e d u c t  
f ro m  h is /h e r  d e b i t  o r  c r e d i t  a c c o u n t .  I t  s a v e s  c u s to m e r ’ s  t im e  to  lo o k  fo r  
O n e - 2 - C a l l !  r e f i l l  c a r d  in  th e  m a r k e t

6.2.5 Call Center Performance:
T h e  h e a r t  o f  m o b i le  p h o n e  s e r v ic e  o p e r a to r  b u s in e s s  l ie s  in  p ro v id in g  a n  

o u t s t a n d in g  le v e l  o f  s e r v ic e .  D e f in e d  b y  a d v a n c e d  t e c h n o lo g y ,  t e a m w o r k  a n d  th e  in p u t  
o f  d e d ic a te d  O n e - 2 - C a l l !  p e r s o n n e l ,  a im s  t o  g e n e r a t e  c u s to m e r  s a t i s f a c t io n  a n d  
h a p p in e s s .  F o r  e v e r y  q u e s t io n  th e r e  is  a n  a n s w e r ,  A IS  C a l l  C e n t e r  1 1 7 5  a lw a y s  r e a d y  to  
a n s w e r  q u e s t io n s  w h e th e r  a b o u t  p r o m o t io n s ,  s u p p le m e n ta r y  s e r v ic e s  o r  e v e n  th e  p h o n e  
o p e r a t io n  o f  e a c h  m o d e l .  W ith  in f o r m a t io n  a n d  s e r v ic e s  p r o v id e d  b y  o u r  e x p e r i e n c e d  
a n d  w e l l - t r a in e d  p r o f e s s io n a l s .  O f f e r  to ta l  s o lu t io n  s e r v ic e s  a n d  d e v e lo p  a l l  s e r v ic e s  
p r o c e s s  w i th  g lo b a l  s ta n d a r d .  F u l f i l l  c u s to m e r ’s  d e l ig h t  w i th  e x c e l l e n t  c u s to m e r  
r e l a t io n s h ip  a n d  c r e a te  lo y a l ty .  A s  p a r t  o f  i ts  s t r a te g y  to  o f f e r  b e s t  v a lu e  s e r v ic e s ,  a n d  
th r o u g h  in te g r a t io n  w i th  o th e r  s e r v i c e s  f ro m  th e  O n e - 2 - C a l l !

T h e  s e r v ic e s "  m u s t  b e  d e l iv e r e d  w i th  s p e e d  a n d  s im p l i f i c a t io n ,  a n d  m o s t  
im p o r ta n t ly ,  w i th  s e n s e  o f  c u s to m e r  in  m in d .  T h e  r e c e n t  c o r p o r a t e  r e s t r u c tu r in g  
c o m b in in g  IT  a n d  n e tw o r k  c o m m u n ic a t io n s  t e c h n o lo g y ,  a n d  d iv id in g  in to  s o lu t io n s  a n d  
o p e r a t io n s ,  a l l o w s  A I S  to  o f f e r  p r e c i s e  a n d  e f f e c t iv e  s e r v ic e s  in  r e s p o n s e  to  i ts  
c u s to m e r s  d e m a n d .  T h e  n e w  s t r u c tu r e  a ls o  e n a b le s  th e  C o m p a n y  to  o f f e r  u n l im i te d  
s e r v ic e s  a n d  b e c o m e  a  g e n u in e  l e a d e r  in  p r o v id in g  w i r e l e s s  t e l e c o m m u n ic a t io n  s e rv ic e s .
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T h e  e d u c a t io n ,  t r a in in g  a n d  e x p e r i e n c e s  o f  e m p lo y e e s  d e te r m in e  th e  s k i l ls  
a v a i l a b le  to  th e  A IS  C o m p a n y ,  t h e  a d a p ta b i l i ty  o f  s ta f f s  c o n t r ib u te s  to  th e  s t r a te g ic  
f l e x ib i l i t y  o f  t h e  f i rm , a n d  th e  c o m m i tm e n t  a n d  lo y a l ty  o f  s ta f f s  d e t e r m in e  th e  c a p a c i ty  
o f  t h e  f i rm  to  a t t a in  a n d  m a in t a in  c o m p e t i t i v e  a d v a n ta g e .  A d d i t io n a l ly ,  m o t iv a t io n  is  a  
k e y  f a c to r  l e a d in g  to  h ig h - p e r f o r m a n c e  o f  w o r k e r s  a n d  o f  a n  o r g a n is a t io n  a s  a  w h o le .

6.2.6 Price:
P r ic e  is  a  k e y  e l e m e n t  to  c r e a te  t h e  s t r a te g y  a s  it r e p r e s e n t s  w h a t  a  c o m p a n y  

r e c e iv e s  f o r  i ts  p r o d u c ts .  I t  c a n  b e  s e e n  th a t  s in c e  th e  c o m p a n y  is  p r o v id in g  w ith  s o  
m a n y  p r o m o t io n a l  o f f e r s  it  c a n  s e le c t  i ts  p r ic e  a  b i t  lo w e r ,  f o r  e x a m p le  B t l  l o w e r  th a n  
i ts  c o m p e t i to r s .  P r ic in g  s t r a te g y  is  th e  m o s t  p o te n t ia l  f a c to r s  th a t  c u s to m e r s  o f te n  
c o n s id e r ,  b u t  n o t  o n ly  th e  c h e a p e r  p r o d u c ts  c a n  r e ta in  c u s to m e r s .  I f  n o t ,  b u y e r  w i l l  tu r n  
to  c o m p e t i t o r ’s  p r o d u c t  o r  s e r v ic e .  T h e  m o s t  im p o r ta n t  in f lu e n c e s  o f  p r i c in g  s t r a te g y  
a r e  c o n s u m e r  c h a r a c te r i s t ic s ,  o r g a n is a t io n  c h a r a c te r i s t ic s ,  a n d  c o m p e t i t i v e  
c h a r a c te r i s t i c s .  T h e r e f o r e ,  in  s e t t in g  p r i c in g  s t r a te g ie s ,  it is  im p o r ta n t  to  id e n t i f y  th e  
c o m p e t i t o r ’s  p r ic e s  s w i tc h in g  r a te s ,  c u s to m e r  v a lu e  a n d  c o s t  to  s e rv e .  I f  th e s e  f a c to r s  
a r e  w e ig h e d  a n d  b a la n c e d  c o r r e c t ly ,  t h e  c o m p a n y  c o u ld  c h a r g e  a  p r e m iu m  r a te  
c o m p a r in g  to  i ts  c o m p e t i to r s  a n d  c o n t in u e  g a in in g  p r o f i ta b i l i ty .

P r ic e  c o m p e t i t i o n  is  e x p e c te d  to  c o n t in u e  s in c e  c h e a p  c a l l s  h a v e  e m e r g e d  a s  th e  
p r im e  c o n s id e r a t io n  f o r  m o b i le  u s e r s .  O n e - 2 - C a l l ! ’s  s t r a te g y  o f  p r o v id in g  “ th e  b e s t  
v a lu e  f o r  m o n e y ” , fo r c in g  its  l a r g e r  r iv a l s  to  t r y  s im i la r  a p p r o a c h e s .  F r o m  s e r v e  a l l  o f  
t h e  n e e d  o f  c u s to m e r ,  O n e - 2 - C a l l !  h a v e  m a n y  p r o m o t io n  t a r i f f  to  th e  p r ic in g  s t r a te g y  o f  
t h e  p r o d u c t  is  w id e - v a r ie ty .  T h e  s t r a te g y  f r a m e w o r k s  w il l  b e  u s e  to  h o w  O n e - 2 - C a l l !  
r e s p o n d s  s u c h  a s  b y  p u t t i n g  m o r e  p r o m o t io n  o r  b y  in t r o d u c in g  n e w  s t r a te g y  s u c h  a s  
c u t t i n g  p r ic e .  P r ic in g  s t r a te g y  t h e o r y  s h a l l  b e  a p p l i e d  w i th  th e  c o m p a n y ’s p r ic in g  
s t r a te g y .  M o r e o v e r ,  t h i s  s t r a te g y  is  v e r y  m u c h  n e e d e d  to  in v e s t ig a te  a n d  d e te r m in e  th e  
r ig h t  a n d  a p p r o p r ia te  m a r k e t in g  m ix e s  f o r  t h e  O n e - 2 - C a l l !  to  p o w e r f u l ly  s u r v iv e  in  th e  
T h a i  m a r k e t .

In  a  d im e n s io n  o f  i m p le m e n t  a i r t im e  a n d  n o n  v o ic e  u s a g e  d is c o u n t ,  O n e - 2 - C a l l !  
is  d e t e r m in e d  to  d e v e lo p  n e tw o r k  q u a l i t y  a n d  e f f i c i e n c y  in  o r d e r  to  c r e a te  c o n f id e n c e  
a m o n g  i ts  c u s to m e r s .  In  a d d i t io n  to  n e tw o r k  c o v e r a g e ,  a c c e s s ib i l i ty  a n d  r e l i a b i l i ty ,  O n e -  
2 - C a l l !  h a s  a l s o  d e v e lo p e d  th e  m a n a g in g  a n d  r e g u la t in g  n e tw o r k  q u a l i ty  b y  n e tw o r k



q u a l i ty  m a n a g e m e n t  a n d  n e tw o r k  m a n a g e m e n t  c e n t r e  u n i t s ,  w h ic h  c o n t r o l  a n d  m o n i to r  
n e tw o r k  o p e r a t io n s  in  o r d e r  to  m a x im is e  e f f i c i e n c y  b o th  in  a r e a s  o f  v o ic e  a n d  n o n - v o ic e  
s e r v ic e s  2 4 - h o u r s  a  d a y .  T h e  n e tw o r k  q u a l i t y  a s s u r a n c e  p r o c e s s  e n s u r e s  n e tw o r k  q u a l i ty  
to  g u a r a n te e  t h a t  o u r  c u s to m e r s  r e c e iv e  th e  h ig h e s t  q u a l i ty  s e r v ic e s  b e y o n d  th e i r  
e x p e c ta t io n .

O n e - 2 - C a l l !  h a s  c o n t in u o u s ly  e n h a n c e d  a n d  e x p a n d e d  i ts  n e tw o r k  in  o r d e r  to  
r e s p o n d  to  t h e  m a r k e t  a n d  te c h n o lo g ic a l  a d v a n c e s ,  w h i l s t  k e e p in g  a b r e a s t  o f  c o n s u m e r s ’ 
g r o w in g  d e m a n d s  a n d  n e e d s .  E x p a n d  n e tw o r k  c a p a c i ty  b y  in c r e a s in g  th e  n u m b e r  o f  
d a t a  p o r ts ,  m a in ta in in g  a  h ig h  q u a l i ty  n e tw o r k  a n d  u p g r a d in g  in f r a s t r u c tu r e ,  w h e r e  
a p p r o p r ia te ,  to  c a te r  to  a n  e x p a n d in g  b a s e  o f  O n e - 2 - C a l l !  c u s to m e r s .

6.2.7 Promotion:
P r o m o t io n  s t r a te g y  is  in c lu d e s  a l l  a c t iv i t i e s  t h a t  t h e  c o m p a n y  u n d e r ta k e s  to  

c o m m u n ic a te  a n d  p r o m o te  i ts  p r o d u c ts  to  th e  t a r g e t  m a r k e t .  G o o d  p r o m o t io n  s t r a te g ie s  
in c r e a s e  b r a n d  a w a r e n e s s ,  c o n s u m e r ’s  k n o w le d g e  o f  p r o d u c t  a n d  b ra n d , s h o r t - t e r m  a n d  
lo n g - te r m  a d v e r t i s in g ,  c h a n g e  c o n s u m e r s  a t t i t u d e  a b o u t  b r a n d ,  b u i ld s  c o r p o r a t e  im a g e , 
b r a n d  im a g e  a n d  p o s i t io n in g .  O n e - 2 - C a l l !  o f f e r s  a  v a r ie t ie s  o f  s a le  p r o m o t io n  p r o g r a m  
b a s e d  o n  c u s to m e r  in c o m e ,  l i f e s ty le  a n d  m a r k e t  s i tu a t io n .
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