BUILDING EFFECTIVE DISPLAYS
V-MAS-008


20 mins
A good display is very important.  It can increase the sales of an advertised item, create interest and excitement for regular customers, present more items to the customers and project an image of good values.  This video will provide you with the necessary skills to build displays and keep them looking good and neat.

Key Messages:
· Explains why displays get build.

· Shows how products are selected.

· Demonstrates the different kinds of  displays and how to build them.

· Explains the maintenance of displays.

MARKETING AND INFORMATION TECHNOLOGY
V-MAS-054


20 mins
How can information technology improve a companys marketing performance? Giant computer maker, Digital Equipment Corporation, set about planning an information system for its marketing department. Marketing executive Alan Baikie, speaking at a management seminar, describes what happened and the strategic approach they adopted.

RSVP GIFT MERCHANDISING
V-MAS-075


11 mins
This video helps fill the need for training sales employees in the art of display design. The basic principles of display are presented in depth using a wide variety of gift products.

Concepts are presented and applied directly in this easy to understand and easy to visualize video. Although the emphasis here is on gifts the principles apply to the display of all products.

Every sales associate would become confident, creative and enterprising in developing and maintaining a display.

SETTING UP A TELEMARKETING PROGRAMME
V-MAS-084


15 mins
Consultant Judy Lanier explains by words and graphics how one sets up an in-house business-to-business telemarketing operation. Ms. Lanier asks a series of questions relating to a commitment of money, people and resources to achieve the company goals for telemarketing. The video analyses all areas of the business that would affect telemarketing: sales, marketing, operations and customer base. The video reviews the actual selling time spent by the field sales force, the cost of prospecting, and cost of outside sales calls, and how telemarketing might affect those costs. It then reviews with words and graphics four major telemarketing applications.

Now that we know how telemarketing fits into the total sales and marketing picture, the rest is a matter of selecting the appropriate techniques: creative scripts, data base management, and an evaluation programme. Ms. Lanier then reviews selecting a Telemarketing Service Agent for testing your telemarketing programme.

COMPETITIVE STRATEGY - HARVARD BUSINESS SCHOOL
V-GMT-007


152 mins
Professor Michael Porter, a leading authority on strategy looks at industry analysis and discusses how to position a company within its industry and how to create an effective strategic planning process.

The professor gives viewers the essential concepts of developing strategy and takes them behind the scenes of some important U.S companies to bring the concepts of strategy to light and see strategy in action.

An excellent video on positioning and strategy!

CREATING A WINNER: THE REAL SECRETS OF SUCCESSFULMARKETING
V-SMB-002


70 mins
This video is not full of jargon and generalities, or impossible how-to formulas. It is what you need to know about marketing. In simple, plain English, the video strips away the mystery of marketing, giving you the insight and confidence to create, evaluate and execute a marketing plan that works - no matter what you sell.

This exclusive video builds a proven marketing model you can follow in your business to achieve winning results. Youll profit from the commentary of marketing experts Joseph Smith of Oxtoby Smith and Laurel Cutler of Lebe Katz Partners.

With five exciting entrepreneurs who bring it all to life in fascinating case studies youll use to make your own marketing winners.

A DIFFERENT LOOK: THE NICOLE MILLER STORY
V-SMB-014.6


28 mins
A Case Study in Entrepreneurial Success.
Creating a niche for your product or service often is the key to entrepreneurial success. Nowhere is that fact more apparent than in the high-stakes, hotly competitive, originality obsessed fashion industry. In this case study, students will learn how Nicole Miller learned her trade, how she got started in the business, how she decided on the right marketing approach for her products, and how establishing the right strategic relationship with the right person made it possible for Miller to succeed - despite less-than-adequate initial capitalization.

TAKING AIM: THE MARKETING PLAN
V-SMB-014.7


28 mins
This programme describes the relationship between the marketing philosophy a new firm establishes, and its marketing activities and consumer orientation.

This video:

Defines market segmentation and recognizes its significance for a small business.

Describes the various types of market segmentation strategies that can be employed.

Recognizes the role of the sales forecast and its relationship to cash flow. 

Summarizes the steps involved in the forecasting process.

Gives the process involved in conducting the market research and analysis necessary to develop a formal marketing plan.

CROSS REFERENCES
Networks for Competitive Advantage

V-CIT-008


25 mins

Finding a Niche:  Determining Business Potential

V-SMB-014.3


28 mins

Where to Hang the Sign:  Location and Site Selection

V-SMB-014.8


28 mins

The Right Mix

V-SMB-014.12

28 mins

What the Market Will Bear:  Pricing Products and Services

V-SMB-014.13

28 mins

Out From the Crowd

V-SMB-014.14

28 mins

Going Places:  Distribution Channels/International Market

V-SMB-014.15

28 mins

A Vintage Blend - The Floris Vineyard Story

V-SMB-014.16

28 mins

