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8 My.COOP
 Customer demand for a
 product always remains
 the same
 FALSE.
 (It can change with
 seasonal needs, price,
 competition, varying
 demand and supply.)
 When you change a
 product, you need to
 decide: are you trying
 to create additional sales
 with present customers or
 to attract new customers
 TRUE. (Different actions
 and strategies can appeal
 to different groups of
 customers)
 A new item may sell poorly
 at first but sales improve
 when its reputation grows.
 TRUE. (Usually, if it is a
 good product.)
 Sales do not remain the
 same over long periods of
 time, so you must think of
 other ways to improve or
 expand your business.
 TRUE. (Competition
 changes. Customers'
 needs and wants can
 change too. You cannot
 assume that sales will
 remain the same)
 You should make your
 product special or different
 from others.
 TRUE. (You should try to
 create an 'identity' for your
 product in the market.)
 Your product or service
 must meet customers'
 needs.
 TRUE. (Selling excellent
 products that no one
 needs is difficult. But
 sometimes you can create
 a new need for a product
 with good promotion.)
 You should sell the same
 products that are popular
 in the capital city.
 FALSE. (Sell products that
 YOUR customers want.)
 There are three good
 ways to find out what
 customers want: ask
 them in customer surveys,
 observe what they buy,
 and trial sale of products.
 TRUE. (Market research
 and testing out new
 products can improve
 the chances of success)
 FALSE. (Many unexpected
 things could change
 the cooperative's
 profitability from year
 to year).
 A 'market test' means
 selling your product or
 service for a short time
 to see if people buy it.
 This method is a waste
 of time.
 FALSE. (It is important
 to test a product in the
 market before putting lots
 of time and money into
 production.)
 If you can meet the needs
 of your customers better
 than your competitors, you
 will make your cooperative
 successful.
 TRUE. (Satisfied
 customers will keep
 coming back to you)
 You have decided to sell
 chickens. You need to
 re-examine that decision
 every five years.
 FALSE. (You should
 evaluate the decision
 every few months.)
 Only price determines
 whether customers will
 buy from you or your
 competitors.
 FALSE. (Quantity, quality,
 and frequency (availability)
 are also important.)
 When choosing a
 marketing strategy, the
 short-term satisfaction of
 members is more
 important than the
 long-term viability of the
 enterprise.
 Your cooperative has
 been very profitable this
 year, so it will probably
 be profitable next year
 too.
 FALSE. The cooperative
 exists to satisfy its
 member needs. However,
 the cooperative should
 create profit and be
 sustainable in order to
 satisfy members' needs in
 the long-term.
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 Find a cooperative which is
 successful in business and
 produce the same product.
 Then your cooperative
 will be successful.
 FALSE. (You should make
 your product ‘special’,
 different from anyone
 else's on the market.)
 Every new cooperative
 should not expect
 to make a profit in the first
 few months, or sometimes,
 the first year.
 TRUE. (It takes time to
 establish a reputation for
 your project and costs in
 the first year will be high.)
 Sales records help
 evaluate which products
 sell and which do not.
 TRUE. (You need to know
 what are best- selling
 products, colours, tastes,
 styles and sizes. Try to
 identify trends.)
 The surest path to success
 is to sell what you are
 already good at producing,
 rather than what your
 customers want.
 FALSE. (You should
 produce what customers
 need or want.)
 The cooperative was selling
 brown eggs but its
 customers preferred white
 eggs. The only thing that
 the cooperative could do
 was to try and get white
 eggs to sell.
 FALSE. (The cooperative
 could also start an
 advertising campaign to
 persuade customers that
 brown eggs are better.)
 If a cooperative is involved
 in providing marketing
 services it has to know its
 main customers and the
 context of which the
 customer is part.
 TRUE. (Marketing requires
 also knowing about
 competition, government
 policy and regulations, and
 the broader economic,
 social and political macro
 forces that shape the
 evolution of markets.)
 Game Cards - Product
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12 My.COOP
 The price of your productmust cover the labourcosts of your members and your employeesof the cooperative.
 TRUE
 To set your prices, youshould add a margin ontoyour costs of productionand selling (known as'mark-up', or 'surplus').
 TRUE
 The price of your productmust cover the 'Fixedcosts': The cooperative's regular business expenses suchas rent and equipment thatusually stay the sameregardless of how manyproducts you sell.
 TRUE
 Your cooperative sells high quality rice. A new selleroffers a lower quality riceat a lower price. Your cooperative should reduce its price too.
 FALSE. (Your cooperative should change its promotion methods to emphasize quality and see if customers continue to buy.)
 It is always a good idea tosell your product at a lowerprice than other sellers inyour area.
 FALSE. (Sometimes youwill lose money by sellingat too low a price, even ifyou sell more.)
 The amount of your profitdepends on how much you charge, on customerdemand and on competition.
 If you charge more thananother seller, customerswill not buy from you.
 FALSE. (Sometimes people buy because ofquantity, quality, and availability.)
 Your profits should alwaysbe at least ten percent ofyour costs.
 FALSE. (It depends onmany things.)
 Lower prices can increaseyour profits, if you attractmore customers.
 TRUE. (But, you must sellenough to make up the difference.)
 You are the only chickenseller in your area.Consequently, you canraise prices as high aspossible and stay in business.
 FALSE. (Customers usually have some idea of 'fair price'. If your chickens are too expensive, customers may buy fish instead.)
 It is important to review theprice of your product orservice on a regular basis.
 TRUE. (Circumstancesand customer needs canchange, even in a fewmonths.)
 Setting prices below yourcosts is risky.
 TRUE. (You will losemoney over time.However, you may decideto price below costs if youare promoting a new product for a short time.)
 Things to think about whenyou set your price: yourcosts, your productionlevel, your competition,and your customers.
 TRUE.
 TRUE. (But there are many other things that can impact on profitability, such as harvest failures, limited storage facilities, bad roads, ...)
 TRUE. (The weak bargaining position of individual small farmers vis-à-vis large suppliers, traders and processors has been one of the main reasons for farmers to organize and act collectively.)
 The bargaining power of farmers improve when they are members of a cooperative.
 Game Cards - Price

Page 15
                        

Marketing Mix Board Game 13
 Price Price
 €
 $
 €
 $
 Price Price
 €
 $
 €
 $
 Price Price
 €
 $
 €
 $
 Price Price
 €
 $
 €
 $
 Price Price
 €
 $
 €
 $
 Price Price
 €
 $
 €
 $
 Price Price
 €
 $
 €
 $
 Game Cards - Price

Page 16
                        

14 My.COOP
 Customers always buy at
 the lowest price available.
 FALSE. (Some buy for
 quantity, quality, and
 availability.)
 The price of your product
 does not need to include
 the costs of your rent and
 equipment.
 FALSE. (The price must
 also cover all of your
 costs, such as rent, and
 supplies.)
 The price of your product
 must include the 'Variable
 Costs'. These costs
 change depending on how
 much business you do; for
 example, the amount of
 supplies and packaging
 you use.
 TRUE. Higher prices mean higher
 profits
 FALSE. (High prices might
 stop people from buying
 from you. Reduced prices
 can sometimes attract
 more customers and result
 in more profits.)
 In the case of a decline in
 agricultural
 commodity prices the
 cooperative could invest in
 storing their products in a
 warehouse until market
 prices have stabilized.
 TRUE.
 Game Cards - Price
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16 My.COOP
 TRUE.Promotion adds to the cost
 of your product or service.
 TRUE. (But effective
 promotion can also
 increase sales.)
 Promotion can help create
 a new 'need' in potential
 customers.
 TRUE.
 Promotion campaigns
 should aim to attract only
 new customers.
 FALSE. (Some promotion
 can encourage existing
 customers to buy a new
 product.)
 Free samples, displays
 and demonstrations are
 too costly for most small
 cooperatives.
 FALSE. (Sometimes these
 can increase sales.)
 Successful businesses
 have many loyal, long-term
 customers.
 TRUE.
 Small cooperatives do not
 need to advertise their
 products.
 FALSE. (Everyone can
 increase sales or attract
 new customers by
 effective advertising.)
 Word-of-mouth does
 not affect the sales of a
 business.
 FALSE. (The reputation of
 your business grows with
 satisfied customers.)
 Promotion involves two
 decisions: What is your
 message? How will you
 deliver it to the people you
 want to reach?
 TRUE.
 Your promotion message
 should tell customers
 about the benefits they
 can expect from the
 product.
 TRUE.
 'Promotion' means creating
 awareness about the
 existence and quality of
 the product amongst the
 intended customers.
 Concern for the
 environment can be a
 marketing advantage.
 Customers are not
 interested in the social
 objectives of a
 cooperative.
 FALSE. (Increasingly
 customers are interested
 in social issues and the
 story behind the product.)
 Certification schemes offer
 good marketing
 advantages. They are
 always advantageous.
 FALSE. (Each certification
 scheme has advantages
 and disadvantages. They
 involve direct and indirect
 costs).
 TRUE. For instance,
 producing organic products
 opens up access to
 alternative marketing
 channels.
 Making use of new
 technologies in promotion
 is expensive.
 FALSE. (Using mobile
 phone services or internet
 to market products and
 disseminate information
 usually are low-cost).
 Game Cards - Promotion
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 Radio and newspaper ads
 are the only effective
 means of advertising.
 FALSE. (There are many
 different and effective
 ways of advertising.)
 There are three steps
 in selling: finding out
 customer needs,
 presenting your product,
 and making the sale.
 TRUE
 All customers are
 interested in the same
 products and services.
 FALSE. (Customers
 have different needs
 and priorities. Some
 examples: saving money,
 respect of labour
 standards, no harm to the
 environment.)
 A good promotional
 message is true and
 realistic.
 TRUE. (Making promises
 which the cooperative
 cannot uphold, affects its
 credibility.)
 One good promotional
 message is better than
 several good messages.
 FALSE. (Messages need to
 be tailored to all intended
 customers who may have
 different demands.)
 Game Cards - Promotion
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 TRUE.
 TRUE.
 People in your village sell
 the fish they catch to an
 agent to take to a nearby
 town. You think the agent
 pays too little for the fish,
 but friends tell you there is
 no alternative.
 FALSE. (Producers often
 set up cooperatives for
 transportation, storage,
 and retail sales.)
 Agents are never willing
 to change their prices or
 policies.
 FALSE. (Just as with your
 own cooperative, agents
 need to make profit.
 They need your cooperative.
 Sometimes you can
 negotiate a change in what
 you pay agents.)
 TRUE.
 Good cooperatives produce
 as much as possible all
 year around.
 FALSE. (It is important to
 plan your inventory, to
 avoid loss or spoilage and
 to have products available
 when demand is the
 greatest.)
 TRUE.
 Getting rid of middlemen
 or agents is the best way
 to receive higher
 margins.
 Frequency refers to the
 number of times/the
 period when the
 cooperative’s produce is
 expected to reach the
 intended customers and
 consumers.
 A channel of distribution
 is a mechanism
 through which goods and
 services are moved from
 the cooperative to the
 customers.
 One important reason for
 buyers to source directly
 from cooperatives is to
 improve traceability.
 The rise of modern
 retailers such as
 supermarkets can only
 bring lucrative
 opportunities to farmers.
 It is better for a
 cooperative to have its
 own transport.
 TRUE. (Increasingly,
 companies have to be able
 to show where their
 products come from and
 products are easier to
 trace when the provider is
 a cooperative.)
 FALSE. (They also bring
 obstacles such as strict
 quality standards and
 delivery demands and
 delayed payments).
 FALSE. (This is different
 for each and every
 cooperative. A cost-benefit
 analysis will help the
 cooperative in deciding
 whether to buy a vehicle
 or not).
 Costs of storage include
 the storage building,
 equipment, packaging
 material, labour, leakage,
 insurance, money tied up
 in stock, fumigation and
 pest control, and
 stationary costs.
 Stock is money tied up in
 goods.
 Hiring a vehicle can be
 more advantageous than
 owning one.
 TRUE. (Hiring avoids high
 investment, operational
 and fixed costs. A rental
 company will provide
 another truck if one
 breaks down. No risk of
 under-utilization.)
 The right place
 determines the
 availability of products.
 FALSE. (Timing is equally
 important).
 The availability/frequency
 of products only affects
 transport costs.
 FALSE. (The
 availability/frequency of
 products also affects
 storage needs.)
 TRUE. (In case the
 cooperative is ready to
 replace these specialists.)
 FALSE. (Sometimes it is
 more rewarding to work
 better with traders instead
 of removing them.)
 Game Cards - Place and Distribution
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22 My.COOP
 An agent can sell your
 product for you or sell it to
 retailers to sell.
 TRUE.Agents always charge
 unfair prices.
 FALSE. (Some agents can
 save you money, if they
 charge less than your own
 costs for distribution and
 selling.)
 Your choice of how to
 distribute your product is
 an important decision.
 TRUE.
 In most places, agents are
 the only way to distribute
 your product.
 Storage basically requires
 a warehouse. That's all.
 TRUE.
 Usually, you can save
 money on distribution by
 reducing the number of
 people involved between
 you and the buyer.
 TRUE.
 FALSE. (Storage manage-
 ment involves many tasks.
 Examples are: record
 keeping, safety and
 quality control, maintain
 cleanliness, ...
 You can sell it yourself or
 join with other sellers in a
 group or cooperative.)
 Stock control involves
 three major elements:
 recording all incoming and
 outgoing goods, carrying
 out stock taking to verify
 the stock balance and
 valuating the stock in the
 store.
 Game Cards - Place and Distribution
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24 My.COOP
 Your cooperative has never advertised. What are some
 good ways to let people know about its product?
 Several customers ask you to open earlier in the
 morning. Other customers want you to stay open later
 in the evening. How do you decide?
 You ran out of products after customers had waited a
 long time to make their purchases at your shop. They are
 angry and say that they will buy from another business.
 What will you do?
 A competitor has lowered prices below yours. You cannot
 make a profit if you match theirs. What do you do?
 You want to set up a storage facility. As you
 decide whether to centralize or decentralize the stock,
 what things are important to you?
 You are a member of a honey producing co-operative.
 You would like a local store to sell the honey. What will
 you say to the store owner to convince him or her?
 Your old customers seem to be going to other sellers.
 What will you do?
 Some old customers want to buy from you on
 credit. What will you do?
 A local government official asks your cooperative for
 free products or services. What do you do?
 Your cooperative has an idea for a new product that
 may not be easily accepted in your community.
 How can you promote it?
 Your product has a better market in the capital city, but it
 is a perishable product. What will you do?
 You are a member of a successful cooperative.
 Since the board of directors appointed a new marketing
 expert, your profits have gone down. What do you do?
 Your rice commercialization cooperative is running losses
 because buyers are unhappy with the product. Members
 are happy with the prices they get. What to do?
 Which way of marketing suits your cooperative best:
 collective marketing or cooperative marketing?
 Your cooperative wants to promote better its
 cooperative "brand", i.e. the story behind the
 product. How could you do this?
 Your cooperative faces major competition from
 similar foreign and cheaper products on the local
 market. What do you do?
 Your cooperative aims at selling to the organic
 market. How to make sure that all 2000 members
 make the transition to the strict organic standards?
 Your cooperative has a profitable trading relationship
 with a major customer. A few members want to
 target other customers which may harm the ongoing
 trading arrangement. What do you do?
 Your product may comply with the requirements of
 the fair trade certification scheme. How do you
 decide whether engaging in fair trade is advanta-
 geous for your cooperative?
 Dairy farmers nearby are planning to set up a
 cooperative which will compete with your dairy
 cooperative. What will you do?
 Game Cards - Person
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