25th Anniversary Dinner

In 1982, HKIM came into advent without
its own office or even a full time staff. 25
years later, we have been developing to
be the most influential professional
marketing organization in the Asia Pacific
Region and have more than 3,000
members. For years we are supported
and recognized by the participants in the
field of marketing, they are honourable by
being membership of HKIM. We are glad
to announce that event committee has set
up for organizing and preparing a splendid
banquet for our 25th anniversary
celebration.

The theme of the Jubilee night is
"Asia Pacific Marketing Evolution".
We will invite prominent
representatives from other
professional marketing organizations
in the Asia Pacific regions and China
to be our VIP. They would also share
some TV commercials of their own
region to show the evolution of
marketing according to the time,
products, and customers’ style in
different regions of Asia Pacific.

One grand night, demonstrating that
25 years’ efforts, HKIM would keep
tracking on changes of the Asia
Pacific's market, for picking up any

challenges. -z272.
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In the intellectual society, many marketers would like to
pursue further educations for upgrading themselves and
increasing competitiveness. HKIM knew that our members
would like to enjoy appropriate study resources for
heaving the learning effectiveness. Now our members can
enjoy the library facility of PEAK VTC located in Wan Chai
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Library

without any charges. The service will be begun in the end

of April 2007.

HKIM member-library-
service

The library is a multi-media
learning resources centre. It
provides the ideal learning,
research and leisure-
studying environment. The
library service includes
borrowing out materials,
complete in-library system,
customer service and
photocopying services,
etc...Not only members can
browse the books and
periodic journals, but they
can also use the computers
and visual-audio facilities,
so as to coordinate the need
of learning and information
searching of the members.

Features:

Over 12,000 business and
management books for
members borrowing, includes
the latest best sellers.

Over 300 video of practical
management training and
development kits for in-library
borrowing.

Corner of “HKIM
Recommended Books” for
reference

New marketing related books
will be periodically purchased
for members

User procedures:

Register with HKIM
membership card at
the reception of 9/F
VTC Tower,
Wanchai

A library card will be
issued after
registration

Enjoy the library facilities
at 6/F by the library
card

Please return the library
card to 9/F VTC
Tower reception
upon leaving or
after borrowing

Opening Hours

Monday to Friday 9 am —9 pm
Saturday 9am-5pm
Sunday and Public Holidays Closed
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HKIM e-library system
The library invested a lot of resources to develop the e-books
and e-database. Members can access worldwide profes  sional

marketing information. Please register at HKIM webs ite.
Should you have any queries regarding the above services, please
do not hesitate to contact our staff Miss Sue Ng at Tel:

31068252 Email sueng@hkim.org.hk

E-library Features:

Over 1,700 International Leading Business
and Management E-Journal including Wall

Street Journal, Business Week etc.

Over 850 essential management e-books,
such as Harvard Business Review on
Change, Jack Welch and the GE Way,
Kellogg on Marketing, 21 leaders for the
21st century, etc.

Latest extracts of business and
management

Login e-library procedures:

Go to HKIM Website: www.hkim.org

Select “Members” Enter “Member
Benefits” Select “E-library”

Fill in and submit the online application

Login ID and password will be emailed to
applicants within 24 hours upon
submission of the form

Login ID is valid for 7 days

Please register by repeating for above
procedures upon expiry - 7

Library

“Wins on Marketing” SMEs Television Programme is
produced by Hong Kong Institute of Marketing, Master
of Science Programme in Marketing, Chinese University
of Hong Kong and Radio Television Hong Kong (RTHK),
and is sponsored by Trade and Industry Department. It
aims at explaining the basic knowledge of marketing and
marketing strategies for small- and medium-sized
enterprises (SMESs) in plain language and by real cases
through ten TV programmes. The program
supplemented with online workshop for audiences’
revision. For those who has completed the workshop
and earned over 1,000 credits through the tests, they
will be receiving the DVD and Book notified by RTHK in
late April and early May.

The English version of the TV programme has been
showed on air on 28 February 2007 in order to share
this popular programme to foreign marketers. It
broadcasts at ATV World every Wednesday at 6:55pm.
This is also a good chance to improve your English if
you miss the Chinese version last year. If you would
like to watch the Chinese version, please go to
http://marketing-edu.etvonline.tv/. M,
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Daryl Choy

Customer Segmentation

Customer Segmentation — IPAK

IPAK is an acronym for Inactive, Potential,
Active and Key. It is used to segment
customers in order to achieve optimal
resources of allocation. IPAK is further
divided into 2 sub-segments 0 and 1, with 1
possesses higher value than 0.

Lost Customer (10) — One who was once a
customer but has not bought in at least one
normal purchase cycle. 10 represents more
than the loss of the next sale; the enterprise
loses the future profit on that customer's
lifetime purchases, referrals and word-of-
mouth advertising.

At-Risk User (I11) — One who is considered to
be at-risk due to decreased activity and high
probability of defection, and is more likely to
switch to competitor and discontinue the
relationship.

Suspect (P0) — One who is a target for
business, regardless of whether the target has
a current need or is ready to act. The goal of
the enterprise is to engage PO for further
qualification.

Prospect (P1) — One who has a need, pays
attention to the enterprise, and has a
propensity to purchase within a specific time
frame. The more immediate the need, the
shorter the time frame.

First-Time Purchaser (AO) —
One who purchases for the
first-time, and is of varying
profitability. Repeat purchase
is strongly related to the initial
and subsequent experience at
each touchpoint.

Occasional Buyer (A1) — One
who purchases on an
occasional basis, and can be a
customer of the enterprise and
a customer of competitor.

Regular Customer (K0O) — One
who buys regularly due to
consistent touchpoint
experience and high level of
satisfaction, which leads to
increased cross-selling and up-
selling success.

Advocate (K1) — One who is
loyal and immune to the pull of
competition, sells on the
enterprise's behalf and brings
customers. The strategy is to
grow customer share and
enhance customer lifetime
value.
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IP generates no revenue for the enterprise. AK is what
the enterprise values most. IPAK is also related to
Customer Lifetime Value (CLV). CLV is the total value of
a customer spanning the entire period of the relationship
with the enterprise.

It is the potential contribution of that customer to the
enterprise throughout the customer's lifetime. In order to
maximize CLV, enterprise should CARE about
customer.[1] Enterprise should cultivate more customers,
acquire market share from competitors, retain customers
by providing “under-promise over-deliver” (UPOD)
services, and expand share of wallet of customer.

However, what gets measured gets managed.
Quialitative definition is only a definition, and is not
actionable. In order to manage the profit function,
guantitative definition is necessary. To be continued.....

[1] CARE stands for Cultivation, Acquisition, Retention
and Expansion. -

Sample Screen Shot on Qualitative Definition of IPAK

Disclaimer: This essay does not
represent any opinion by HKIM.
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ATV
Host Papilar 1V Gommercial Awards

Kick Off

The 13th Annual Most Popular TV Commercial Awards is the most
important event in the field of advertising. It will be hold on the
coming 6th May. Mr. Yim and Miss Dora Lee, the chairman of the
HKIM and the chairman of Corporate Communication Committee
respectively, are invited to be a member of the judge panel.

On 8th Mar, there was a kick-off press conference to release details
of the event. Mr. Yim was invited to be an officiating guest.

Why Lunar new year ad welcome by SMEs?

On 24 Feb, there was a RTHK TV program
broadcasted in ATV. Mr. Yim was
interviewed to analyze why TV ad. of lunar
new year package just offered some seconds
of air time, but it is still welcome by SMEs.
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Jobringer it

A restaurant gimmicks at
employing robots to be waiters
and entertainment. However the
sales drops sharply recently. On
14th Feb, JobFinder reported
that Mr. Yim had a site visit and
gave comments that the
renovations should suit the
image of robots.
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On 24th Feb, Economic Digest
reported that Mr. Yim was
interviewed to express his view on
retailing services still under
recovery. Moreover, the policy let
people from china more easy to
travel in Hong Kong will be more
beneficial to Hong Kong.

The March issue of PRIME reported that HKIM
applies 4P strategy for promotion. For example, it
promotes its status through all kind of channels to
approach the public, such as TV programmes,
interviews and speeches. Mr. Yim was also a
speaker in a seminar talking about time

management. -z27Z-
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