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Founded only two years ago, Environmentalgear has already found its niche of clients thanks to its novelty product idea. The company offers tech-savvy home and office products made out of environmentally friendly materials such as a sleep-enhancing bed, auto-adjust window shades, or smart office furniture. Functioning online, Environmentalgear has won the sympathy of consumers and built a massive customer base due to the combination of comfort, environmental awareness, and the use of technology in their products. Its competitive edge also refers to modern-day trends for smart home and sustainable products. Nonetheless, to extend its business, its leadership has decided to add a new consumer service, the idea of which perfectly fits 4Ps of marketing mix principles and the company’s branding.

The product as the first element of an Environmentalgear mix marketing strategy refers to the idea of an at-home service when a home ambiance consultant will visit a client to help them with the establishment and adjustment of products. Since the online retailer offers extraordinary and technology-based products, its marketing department is convinced in demand for such a service. Mamedova, Pawlowski, and Hudson (2018) inform about 84% of digitally literate consumers residing in the US. Yet, they also insist that their skills reduce mostly to basic computer knowledge, online shopping, and the use of social networking. From this perspective, some customers might want to buy home devices offered by Environmentalgear, but they doubt whether they cope with their establishment and knowledgeable use.

Moreover, Environmentalgear home consultants may provide additional help by making recommendations for improving the home environment. In this case, they will make sure that the consumers use all the features of the company’s products. For example, the newest product offered by the retailer – the mentioned sleep-enhancing bed – is sophisticated enough for the consumer to miss or misunderstand some of its benefits. A home ambiance consultant will help in this situation. Aside from explaining how to exploit and maintain the device, the consult may also advise where to place it to have the healthiest and most comfortable sleep.

Environmentalgear will charge a premium for the service, yet customers can also benefit from special offers and the loyalty program. The company is going to justify the price through its well-trained consultant membership who will be able to help the client from the adjustment of furniture to lighting and indoor devices. The service will be offered together with the purchase of a particular product, so its price will go into three categories (low, medium, and high) based on the level of difficulty in the establishment of the product. Nevertheless, as said, the customer will be able to save on special offers such as coupons for first-time clients or a customer loyalty program that is available for the clients with one-year loyalty.

The same as with products, the consumer service will be offered to customers online. The online-driven nature of the company is a unique advantage of Environmentalgear since the company can engage a larger audience. According to statistics, “in 2018, 1.8 billion people worldwide purchased goods online” (Dandade, 2018, p. 58). The latter makes online space a promising place to offer the service.

Considering promotion – the fourth element of four Ps, Environmentalgear will use a variety of marketing tools to reach the largest possible audience of consumers and be more productive. Precisely, the promotional mix will include pop-ads, search engine optimization, content marketing, and social networking marketing. Special attention will be paid to social media marketing, which is a hot trend today and allows targeting the company’s audience the most directly. For instance, the company may pay for promotion in tech-savvy online groups on Facebook and Twitter. Besides, social media marketing will benefit the company by spreading the message from one user to another without involving the third party (Kaur, 2016). Environmentalgear may even offer some discounts if consumers share their feedback on the specific product with their friends. Good job on Marketing Mix!
To launch the service, the company might want to start with the development of the marketing campaign. Environmentalgear should invest resources in creating demand for the service to explain to its consumers that a personal home consultant will be indeed helpful to them to take the best advantage of their products. In general, the company may focus on the two primary categories of customers – those interested in smart home and technology and those looking for environmentally friendly home products. The company should inform consumers that the consultant will not only help them with the adjustment of their products but will advise on other novelties in the world of technology and sustainable home devices. To associate the service with their branding, Environmentalgear may insist that the consultant will show the clients all the hidden features of their products to make their lives healthier and more comfortable.

To sum up, Environmentalgear has been functioning in the market no longer than two years, yet the company gained a good reputation and developed a large customer base. Its success is mainly obliged to its innovative product idea and the benefit from today’s demand for tech-savvy and eco-friendly products. Nonetheless, the time has come for Environmentalgear to extend its services to offer a home consultant who will help with the adjustment of their products. For this initiative to be effective, the company can start by focusing on its marketing strategy.
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	Criteria 1: Chooses business or consumer services, and explains why the company might want to add services to their business. consumer
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	Criteria 2: Provides a synopsis of research on the Internet regarding any competition. 
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	Criteria 3: Using the marketing mix, provides the 4 P’s of this new consulting service for home or office, developing the particulars that make sense based on the scenario and the real world. 
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	Provides the five determinants of the service quality model as applied to the scenario. 
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	Criteria 4: Describes how they might want to launch these services and associates them with their branding.
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Hi,

Good job on the marketing mix discussion. I did not find your discussion on the competiton nor the 5 determinants of quality.

Please see my comments within the rubric.

Please review, revise, and resubmit.


