Marketing Strategy
April 2021 Examination

Case Study: Emirates Dates 
Arabs call dates the fruit of paradise. Dates are one of the highest-calorie-density fruits, and they are an excellent source of minerals and vitamins. Back in the 1988, the Emirates Dates Factory was mainly a dates farm owned by Abdullah Al Shamsi. The farm produce has incrementally grown to the extent that it exceeds the family needs. Realizing the opportunity of supplying the surplus of his dates to the nearby market, he started the dates’ factory. The Emirates Dates factory was then established in 1989 as a sole proprietorship by Abdullah Al Shamsi with the mission of becoming a market leader in date products in the UAE and within the Arab region. The factory started as a small and medium enterprise as the total staffs which includes skilled and non-skilled labourers are less than 100 employees, although they hire extra temporary labourers every season to complete the planting and harvest work on time. The factory had a good start due to the support from the UAE Government.
Although the focus of Emirates Dates products has traditionally been the local markets of UAE and its neighbouring countries, the company regularly participates in world exhibitions. The company competitive positioning has been its quality products despite its limited product portfolio. Emirates Dates used a dual distribution channel in marketing its products in the UAE through its showroom in Dubai or using the major retail chains such as National Cooperation, Carrefour and Lulu supermarkets.
Strategic Dilemma: 
The company realizes that the demand for dates continues to be high. While Emirates Dates believes they could fulfil this demand, competition is intense in the current UAE market and other regions. The firm is also confident that it could produce new products related to dates that are not offered by the mainstream date producers. However, this strategy requires investment in research and development. The company expects with the new offerings, it would be able to charge a premium price to its customers in the UAE and elsewhere which would contribute to their overall revenue 
Despite the favourable outlook Emirates Dates is quite skeptical towards consumer acceptance of the new date’s products as dates are typically eaten raw. Therefore, the company needs to conduct a market research to gain insights regarding consumer behaviour and their attitudes regarding the proposed new dates “derivatives”.
In winter 2020, after a thorough cost and benefits analysis, the management of Emirates Dates has reached an impasse where the pros and cons of market development strategy weigh similarly to the product development strategy. Neither strategy would be easy for Emirates Dates. However, the company realized that the next 5 years are critical for the company’s growth and with the industry’s growth, the firm does not wish to be left behind in the lucrative market. Being the founder and owner the business, Al Shamsi needs to make an important decision now.
Q1. Which strategy do you think should the founder of the company Emirates Dates should pursue namely Market Development Strategy or Product Development Strategy. Provide your own justifications behind your choice of response. (10 Marks) - 800 Words 
Answer 1.
Introduction
According to my founder of the company should pursue namely Market Development Strategy. Emirates have only sold in UAE and Dubai. With an extreme volume of dates, it should explore lucrative markets with a market development strategy. Market development is a strategic move for a Its Half solved only
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Q2. Which strategy of Porter’s generic strategies would you prefer to choose once you have responded to Question 1 above. State reasons to justify your choice. Which customer segments would you target? (10 Marks) 
Answer 2.
Introduction
To achieve strategic benefits, Porter proposed four "generic" strategies market plan. The main business obstacle for most corporations is to find a way to gain a sustainable competitive edge over other rival goods and companies on the market.
A value proposition 
Q3. Assuming that you decided to enter into India to market Emirates Dates, then 
a. Which unique strategies would you pursue to make sure that your brand becomes a success in India? (5 Marks) 
Answer 3a.
Introduction
Emirates Dates in India has an extraordinary opportunity to fulfil the needs of a customer who wants to follow a modern lifestyle of well-being without sacrificing conventional values—cantered on their rich cultural heritage, being a snack package, a small pack in the pouch, and cereals for breakfast, thus 
