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The company’s number one priority from day one had been to grow and adapt; which is
precisely what we as an organization have accomplished these last several years. From
the image rating of our product lines to the presence held by this company in the
international global markets. We at Chill Pix have steadily increased our revenues by an
average of 30% on an annual basis. Stock prices have increased subsequently and

have remained consistently high the last two years.

We understood that in order to grow and adapt in the market we had to be patient with
our opportunities and wait to strike. During the early stages of this experience we
realized that our market was very small and needed to understand what it was the
consumer was looking for. Our retailers continued increased every year, more and more

of these retailers wanted our cameras in their stores.

Through continued increased image quality, sold at affordable prices to the markets we
were attracting, retailer demand began to grow a considerable amount every year. We
understood that during the early stages that our profit margin would not be as high as
we had hoped, but with our patience, we began to take control of the emerging markets

and keep it under our control.

One aspect of our operations, in which we take great pride, is our corporate citizenship
and the care of our employees. We would not be able to do what we do without the
support of our community and our valued employees who determinedly put in the effort
to-make sure that our products are assembled, packaged and shipped on a tight
schedule. Trust is what drives our workforce we trust only our employees to assemble
our products, therefore we have never and plan to never outsource any of our products.
To ensure that our products meet our standards everything is done in house in our
manufacturing facilities. To ensure that our employees remain happy and continue to
take pride in their work; annual salaries and benefits have increased on a year by year

basis for every employee on our assembly lines.

By keeping to our most viable option in the market, mainly the Asia-Pacific region, we
were able to see all of our performance standards increase. The other market regions

were not in our grasp towards the beginning of our simulation, but as time wore on we
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slowly began to see our market share percentage increase to more than a considerable
amount, considerable thanking our advertising strategy in which we increased our
campaigns in the regions and were very selective when the right time was to focus more

on our advertisements and marketing strategy.

The most important aspect to our company's strategic goals was to always understand
what the consumer wants. Not necessarily give them what they demand, but give them
a little more of what we know they want every year, so that they are always coming
back to buy the newer models. The oldest form of advertising, word of mouth was the
one aspect of our strategy in which we planned on having our retailers compete

amongst each other to ensure that they always had what their customers wanted.

Based on our results, it is clear that our goal to grow and adapt was met. This
simulation has taught us how our decisions directly correlate to where our business
stands. Reading and understanding the different types of business strategies which are
out there helped us create our own unique strategy in which we are patient but reactive

to the market changes while keeping a higher standard for ourseives.
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Grow and Adapt

o Qur vision from the very beginning
| o Increased revenues

o Increased image ratings

o Increased market share
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Patience

o Very small seclor in the market

o Needed to wait for the right opportunity
to advance with our strategies

Retailer Relations

o Increased retailer demand showed signs
of quality products

o More and more retailers wanted our
products in their sfores

o It was a matter of fime until we started to
gain conirol of the market
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Community/Employer
Relations

o Put our community and our employees
high on our priorifies

o We take of the community because they
support us

o Take care of our employees

o The pride and motivation is what keeps us
growing
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Market Share

o Slowly took control of the entry level
market in all the regions

o We catered to what each market could
afford and what the wanted

o Advertising was a key factor in our
success
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Marketing/Advertising

o Selective of when, where, and how long
to advertise in certain regions

o More reactive than strategic when it
came to putting our products out there
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What the Customer Wants

o Gain their interest by starting slow

o Increase image quality and features on o
yvearly basis

o Give the consumer the quality product
we know we can give




