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Professor Honghin Cai

n
Facutty of Business and Economics

DEAN'S FOREWORD

Driven by its vision and mission, the Faculty of Business and Economics of The University of Hong
Kong strives to nurture business talents, and to foster both academic and applied research to serve
the needs of Hong Kong, China and the rest of the world in the fast-changing global economy.

At the education front, we are committed to rendering students with a variety of experiential and
enrichment activities to complement their university learning. This is particularly important in
nowadays' business education that students should be well-equipped not only with the necessary
knowledge and skillsets, but also the practical experience relevant to the real business world in the
globe.

Business Consulting Practicum is one of the enriching experiential learning courses offered by our
Faculty. Under the concerted efforts of our faculty members and mentors from the profession, this
six-week summer course aims at offering students with hands-on experience of working with
business clients, and putting their academic learning into practice to solve real-life problems.
Throughout the course, they perform consultancy projects for business organisations, breed new
ideas and develop plans for execution under the guidance/ advice of their supervisors.

Business projects from this Practicum mainly originate from SMEs and social enterprises in Hong
Kong. Comprising full-time consulting services, training workshops, proposal development,
professional mentorship and presentation skills enhancement, we believe the Business Consulting
Practicum will continue to nurture our brightest students to swiftly adapt to real world business
environment, to become responsible and sensible business leaders, and to contribute to the
community.

| am more than delighted to witness the 10" anniversary of this course, and would like to take this
opportunity to express my heartfelt gratitude to my colleagues and counterparts in the profession/
community which can help out in the course over the past 10 years. | look forward to working with
all of you to continue our provision of dynamic and vibrant learning experiences for our students.
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Lecturer & BCP Co-ordinator
Faculty of Business and Economics

BCP CO-ORDINATORS FOREWORD

N

Business Consulting Practicum (BCP) is an experiential learning course offered by the Faculty of
Business and Economics of The University of Hong Kong. It gives students an opportunity to practise
critical thinking, analytical skills and problem solving skills, to become a consultant for a business
organisation while leveraging business knowledge to solve specific real-life business problems.

Over the past 10 years, we have nurtured over 400 students from the Faculty and helped over 90
small and medium-sized enterprises (SMEs) and social enterprises. Under the professional
guidance of faculty members and mentors, students learned how to tackle business problems,
devise feasible proposals, and pitch to the clients. With their dedication and great efforts, many of
their ideas were well-received and implemented. Through this Practicum, students gained invaluable
experience and enhanced their employability.

BCP marked its 10" anniversary in 2018. To celebrate this milestone, we decided to showcase some
of the great projects from our participants. This brochure also represents a token of appreciation to
our clients, mentors, and students.
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THE UNIVERSITY OF HONG KONG
FACULTY OF BUSINESS AND ECONOMICS

Business Consulting Practicum 2016

Project objective:

To build a strong customer
base for the local young gen-
eration through e-marketing
implementation.

Analysis:
1. SWOT Analysis
Strength: Weakness:
- New and special form of martial - Undeveloped e-channels
arts

- Stable customer source

Opportunities:

- Cooperation with institutional
partners

- Expansionary market

Threats:
- More competitors with comprehen-
sive marketing strategies

2. Competitor Analysis

2.1Facebook and Instagram:
« General performance

Humber of Tollowers in Facebook snd initagram

* Findings from posts
- Diversity of posts:

IVTEITNTY O POATY 0 SOOI MR 00
e !

|1||l

- Outstanding posts;

J Promotion with discounts

¥ Well-edited photos and videos
¥ Unique background and poses
¥ Post bring in sympathy

2.2Website:
* General performance

Wettite gradeeg from the vurery
A B C D

* Competitors’ implements:

ENES
Pl

Improvement of E-
marketing Plan




THE UNIVERSITY OF HONG KONG
FACULTY OF BUSINESS AND ECONOMICS
BUSI807
Business Consulting Practicum
(BCP) 2016 - Group 2

Project Objective:

How can the company be
positioned and markefed so as to
crack into shipping consultancy
business in China?

2. Market Entry Strategies '

Mainly target at SOEs
Mainly provide consulting
services on technical

issues Competitors]

Little focus on business

strategies

25+ years of industry Company's
experience Capabilities

45+ years of experience in
global business strategies
Extensive network

Recommendation 1

We suggest that:

The company be positioned as providing
business strategies for shipping SMEs that care
their future development

and expansion

Increase business scale
More organized
management

More efficient and effective
financing

Global insight for growth

Focus on SMEs

JCUS on business stra
consulting
Facilitate consulting of other
areas

Provide global insight

Through Joint-venture with local firms, the company can

- Enlarge research capacity and gain frust

- Capitdlized on established marketing channel
- Diversify range of consulting services

- Build Chinese networks

Through comprehensive marketing plan, the company can

- Raise company awareness
- Gain trust and conviction

- Piteh idea

- Build long-term partnership

Awareness

P4



Project Objective
To explore potential markets that are
more susceptible to monthly rentals in
Hong Kong

Findings & Analysis
Theme 1: Purpose of Car Ownership
a) Family
b) Work
c) Residential Location

Theme 2: Obstacle to Car Ownership
a) Public Transportation
b) Parking
c) Others
d) No Data

Recommendations
Recommendation |: Parking Package
- Rent for work to solve parking problem

- Expats relocating to HK 1-12 months|§ ‘

Recommendation Il: Rent-B4-Buy

- Rent to facilitate decision-making

- Current residents of HK in areas
inaccessible by MTR




Business Consulting Practicam (BCP) 2016

PROJECT OBJECTIVE:
How can the company attract customers by enhancing their online trading experience?

~70%

Problems Faced by the Client
Excellent Online Trading Experience ,1 33

> ) Ke\* User Exp‘e/rience D\:-fign (UXD) p—
) : ] = ) - .D‘ Information Arfhiuzll.:u
online trading  traditional trading Fl n (l in g-s A0
o) ® . T
>50% ol
log in _h. = Limited sem:n

at least once a week ==

£ option restricts
) infarmation m-.-.i

Benefits to the Chen

Understand about "
Customers Preference .

B @

APPLICATION AND ACHITVEMINT

- = “uﬂ@

Big Data

€ investment < - i
Management o Future Preparation

P
! ]
| Datarich vi Datapoor o g @ #

Compotinive advanage

Usetul Information

] Fintech

| Possible uses & Potentials

-p "~ J
Mahw:! " /s# %\*
| " @ ._

P&
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Business Consulting Practicum (BCP) 2016

' Problem Statement

How to drive more business for the firm by exploring the emerging market
of studios and building a profitable partnership

' Project Objectives

Identify the potential partnering studios for the firm

Identify firm’s future business challenges

Identify future market trends to support firm’s
long-term expansion plan

' Findings & Analysis Analysis of the firm in the Studios’ Market
SWOT Analysis on Studio € not dominant in studio market
© Weak Financial Health © Rising Awareness of Health *High market share of international certificates
© Decline of Franchised Gyms »Difference in nature between franchised gyms and studios

*Strong presence of the competitor due to lower pricing

© Restricted Scalability
© Limited Promotional Channel © Future Trend
° Not dominant in local market

Lack of Differentiation A
9 Specialization ‘
© Customization © Intense Competition ' Too expensive comparing to International
© Flexible Pricing © |ncreasing Rent the competitor certificates & degrees
© Lack of Governmental Regulation
' The difference of the firm and
the competitor is perceived as little, The Firm

' SuggeStlons u Lacks international recognitio:

Lo* -

The Competitor

n Partnering Studios u Enhancing Perceived Values
- Studio A R
- Studio B i@-‘Extend internship hours in courses
- Studio C sl
- Studio D @ Launch new courses with up-to-date training methods

- HIIT, Small Group Training, Functional Training

nForrning Studio Alliazﬁe & Ensure trainers get AA’s certs oDiscounted insurance plan

oParticipate in AA’s internship programs ooiscounted sports equipment

Studios
a ) The Firm @) Undergo annual inspection ° Prioritized specific services




Business Consulting Practicum (BCP) 2016

PrOJ ect Obj ect |Ve . Negatwe perceptlon of Chinese dried snacks = Lack of Umque Selllng Point
To what extent can the
company use marketing to .

e — e What are your top 3 snacks?
What pﬂua\: do you associate with hmq ne dried snacks”

i Feelings | Number of comments \u| porting Quotations EEEEEE—
increase brand awareness = B E ——— )

. ovitive | 12% I quite ike them e
an d ex pa n d to consumer 3 ..\'emul I 6% [ “Eat for motion sckness or sore throar™ C R —— ]
base of 30-40 years old? % _ | ~Some are nice but ome are old-fuhioned” -

* 4 = ®E 8 8 8 ® S ®E m B 8 & N S ®W 5 8= » Negative | $2% *Old school™ P
“Boriny" “OM" e —
“Too Chinese" 1

Bad raue” “Salty”
| |

Direct competivars
Compaay | The Company Campetitor A Competitar B | Competitor € . . Absence of un |ﬁed
e » Ineffective retail stores : « Indistinct Packaging
- = marketmg strategy E
Producn Clunese presered dred frut
[ Frice s Raage Low Promus Mid Famgpe What is one main iated with the company retail stores?
Chansels | Retd stoves snd | Ondme plafoem O owtnd moves | Cowm swvindd whoves, T
sonvenmnce 1ad com: easeuce supermarie Feature || Number of ¢ on certain fe s C
shedwn ey (alf) cousters kil =
wprrmark et (metuding iy comtery — e ot T
P, iy ke Retail staff | 20% “Friendly staff”, "Provide helping hand”
Targe: Mudia-sged buywrs, 40 yours ol mud shov Location 12% "Near MTR exits"
gt
. = o s -
e f e e B T T Store layout | 40% “Ondinary, nothing unique”, “dated”
sty Facobook poats woents, Facebook - -1
| — s Products 28% "Similar products can be found elsewhere”
Valme Trademon & Tradeca, Ubwur | Premum Health, locally
propeiitien | Heut Samplirar, | produced

Who do you buy
snacks for?

B%
Friends
Lifestyle Branding Vi a‘

Family | |
1. Lifestyle Magazines
i 2. Social Media E :
Solution S e Ty e Flagship Store

Family Challenge 1. Experience Zone
2. Exhibitions and Games

Modern
Package

Festival Design

Family Bundles

Objectives Achieved:
1. Increase brand awareness
2. Improve brand image

3. Expand loyal customer base
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THE UNIVERSITY OF HONG KONG
FACULTY OF BUSINESS AND ECONOMICS

Business Consulting Practicum
(BCP) 2016

BCF Group 6

Weakpgsggs § \
Low awareness of Wealth

-
Link . -
lawer n‘g s
subserl mount —> ~
Low aut of investors

E )
Competitors r.';'.'{ - Large market and explore /
Low knowledge level | |1 {,“)‘]‘ possibilities
Popr market Impression C"T Have advantages in the ’
Strict regulatory | m—— bear market
framewark r »
-

Customer Service Perspective:

- More customized products based on
customers’ need

- Gradually educate potential customers Customer
instead of selling to them directly

- Maintain existing connections and
foster the relationship

. A
Recommendations
Branding Perspective:
- Build the brand name as a trendsetter
in the market of stuciured products
- Promote the structured products i the
bear n{rkut as a hedging strategy. Treat

A\ Service : ; :
3 it as a breaking point to enter the market.

Product Selection Perspective:

- Lower the Minimum Subseription Amount (MSA): agement Petspective:
Allow more investors to have a taste of SP' d cross functional team

- Carefully choose products: / - - Make sure to conduct the suitability check
Conflict of interest / before selling the product

- “Safe” products: /
Blue chip company as underlying asset \

- Simple products:
Equity linked notes, Dual ey niotes (DCN),

Vanilla call options; Vi

CLIT




SWOT Analysis for the new school in Wong Chuk Hang

WEAKNESS OPPORTUNITY THREAT

STRENGTH
THE UNIVERSITY OF HONG KONG A 2 & |sees
FACULTY OF BUSINESS AND ECONOMICS i A i ‘i O%i f =

Business Consulting Practicum 2016

1. Highly qualified 1. No residential 1. Wong Chuk Hang 1. Competitors in
teaching staff estates nearby MTR station open- the One Island

2. Good reputation 2. Relatively low ing in Dec 2016 South building
and long history brand awareness 2. International 2. Digital substi-
schools nearby tutes

Project Objective
To enhance sales of WCH branch through improve-

ment in marketing

The brand
image

2, The core
message
The design

Ineffective Content

How to build a

stronger brand?
. Digital

o 5 platforms
Inefficient channels A AL
2. Traditional

3. Channels

02 | \MTube}

o N
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—— ' Product

The University of Hong Kong
Faculty of Business and Economics

i

New product launching : Quinoa noodles 7

Competitor

wr

= &=z s |l | pistribution
|| e Organic Stores
Healthy Catering

®  Natwral snd argaes faw reatensls ®  Limited budget for marketing chanse!
* Corporite phiosophy development

& Product inrovetion
®  Effcant npply

Opportunity
® Increasing demand for heath food snd
riung health conciouness
vi. The hectc Mestyle
*  Corqumer bohaveor shifting crdneg and




Product launch in
Hong Kong

Market research to find potential
market for the software

@w

Aggressive promotional strategi
in the domestic market

Jan. 2018 +

Project Scope (4P's Analysis)

*ﬁ\:{ ‘ STAGE 1: Hong Kong
bl -

! - STAGE 2: Singapore, Malaysia

\

v 4

Target Customers: University Halls

Provide easier & cost effective data
management system to student housing
e e platforms to help streamline operations

¥ Valuable Pricing Strategies Reflecting
Internal Cost while Complying with the
e SaaS Industry Standard

Integration of promotional channels
such as Public relations, SEO,
EDM, Content/Social media

*»

Future Scope & Limitations

¢ Universities in Stage 1 and
31 Universities in Stage 2

Hall administration information kept

Confidemtiality of -
confidential due to data privaty concerns

information

Prices available only fo e US based

Lack of external - ;
ici fo companies; P('lhl'l{'!—i and

Product lannch in
Singapore and Malaysia

.
v .
=T
o ’}:’.‘;fl A~

gt

" il LY

P ional strategies in
Singapore and Malaysia

Company Background

Company original aim is to provide
well-rounded domestic university student
rental housing services with less price ina
cozy, secure living environment.

‘:‘,’ Objective
Dedicate a sideline business in IT industry, which will be
selling their in-house developed software-as-a-service
system to help enhance efficiency & capacity of
management in university halls.

Statistical Evidence

Check-in & out systems

Competitor's pricing

Competitor  Price Comments
A $ 1.25U8D per unit
B $ 1~3 USD per unit Based on the numbers of units

C $ 1~2 USD per unit Based on the functions needed

Cloud Readiness Index 2016

W Hong
International
Kong

Connectivity
B Singap

Broadband I Malaysia

Quality
Cybersecurity
Government
Regulatory

Intellectual
Froperty Protection

0.0
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Company Background:

The company is a skincare product developer,
manufacturer and distributer based in Hong Kong

Distribute through online stores, 40+ Retail

Qutlets

Selling Point:

Health-issue: Products free of harmful chemical

preservative
Freshness: Local factory

Customization: Design for Hong Kong people

Project Objectives:

Increase the brand awareness of the company among

HK female university students through digital
marketing strategies

Recommendation:
Pop-up Store:

Trial on spot

Discounted sets

Voucher code for online stores

Lucky stickers on the bottom of products
Comment Contest:

Take photo on pop-up store

Upload to Instagram or Facebook with comments

Tag 3 friends

Most genuine comments will win prizes
Animation Videos:

Introduce “WOW Technology”

Establish reliable image of the brand

Attract broad range of people

THE UNIVERSITY OF HONG KONG
FACULTY OF BUSINESS AND ECONOMICS

Business Consulting Practicum 2017

Methods:

Interviews among HK female university
students ;

Key Findings:

1.University students are price-sensitive
2.Positive reviews are powerful

3.Real experience during offline shopping
is valuable

4.Perceptions on Hong Kong skincare
brands are generally negative

5.The company’s selling point is not attractive
to university students

Research on the competitor’s effective
marketing strategies
Key Findings:

Animation videos are attractive and
have viral effects

‘éi ¢ M?‘eh




THE UNIVERSITY OF HONG KONG
FACULTY OF BUSINESS AND ECONOMICS

Business Consulting Practicum 2017

PROJECT OBJECTIVE

GROUP 4

Product sales enhancement Enlarging customer base to the group aged 18-25

RESEARCH FINDINGS

' YOUNG
: . == PEOPLE
Queslicnnaine: 283 ywespanses

B rEsEARCH FINDINGS: Strategic Consi
—
B seseancn pinpisiis: Market Potential
Opisimn eo whether bealh

View.on ilcaitl Su
Metieve i [

E T
S ———

Young Market
Size R :
=$653,881,325 Ll SIiZ€ s ETELA

can grow to
estimated as of 2017

RECOMMENDATION

n RECOMMENDATION: Rejuvenate & Be Different IHE 4 ps
. Strategies:
High Product Quality y
- - *  Product

1 : * Tophealthneeds &demand  Product Strategy: focus on need and demand in the market
*  Quality verification 4 e 3 y 4 &
* Packa:lng Quality Verification and “Cool and Fancy” Outlook

Brand 5 Pricing Pricing Strategy: Encourage initial purchase by affordable

Positioning H Promotion e
- *  Platform selection pricing

= imedien Promotion Strategy: Online platform, Young and Energetic

- c L
- s . v
Channeling (Place)
m Affarcable : Integrating Fromotion & imagc
Pricing - e i ol B
. Channeling: H . - ine 3 . i
: el T Channeling Strategy: Increasc offline sales outlet; 020 in

S S short-term and E-commerce in long-term
Background Research Findings Market Potential * Recommendation > Conclusion g

B svorT-TERM STRATEGY: 020 Model B 1L0NG-TERM STRATEGY: E-commerce

":'*‘
Pro nuulum —b Online |“ Ll mm fing
Flatho Imqudm

Suggestion 1: Online munul.mn‘.lﬂ:.lhr Sunﬂllun 2: mmﬂmmmﬁu.lw
affline purchase © customers liking the Facehook page

(Inllu

Online Stores E-Consulting

Farming fi

HURRY UP wo2,384 IR
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Porter 5 Force Analysis

Bargaining Power of Buyers
High elasticity of snacks demand
T bargaining power
Price of snacks: <HKD 150
Price ¥

| Bargaining Power of
Suppliers
Own Production Line:
=Cost effective
#Secure the supply of products

Cost ¥ Industry Rivalry

E-marketing: high rivalry

Preserved fruits and dried
fruits: low rivalry

Barriers To Entry
Cost of establishing online shop J
High new entrance threat

Profitability ¥

Threat Of Substitutes
Many snacks producers existing
- fierce competition

Willingness to pay W

Re-engineering of D

Repackaging

Website Enhancement
« Viral Campaign

.

Establishing marketing Newly added contents:

department 1) atransparent window showing the
* Improving communication food appearance
strategies 2) a QR code at the back connecting

with the official website directly
3) recipes of the product

th simple and

amount

THE UNIVERSITY OF HONG KONG
FACULTY OF BUSINESS AND ECONOMICS

Business Consulting Practicum 2017

Group No.: 5
Project Objective:

E-Marketing & Brand Awareness

b Opportunities
Tagh af'¢

ion Making

1) Raise ranking
2) standardize language, image and

classification

3} Change layout of home page and

posts

4} Add instruction for online store
5) Link a description page with QR code

SWOT Analysis'

* A derivative work about a
popular animation (redesign a
anime character)

* Post it on the most common
social media platform -
Facebook, and then target
famous pages among the youth




: ' — : -- ;in
SINESS AND ECONOMICS

— Objective ,
- Toenhance client’s competitiveness through its website-

—

Research Findings &

Scope Analysis

Website Enhancement : .. 'Website
Promotion Strategies —= > Researches

On-site
Strengths pagess - Interviews
< Actas uniqus ploneers Weakn -

= Sarve aa a beller proxy 4

< Creats soclal impact

Online
Questionnaire

Threats
« Old patients do nol use websiie

< Polential legal labilities

The true power is the
power to empower others
99
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BUSINESS CONSULTING
2018

PRACTICUM

The University of Hong Kong

PROBLEM IDENTIFICATION

e Unclear role in the ¢ Due to unclear
market positioning o Human
» May affect following e Need appropriate price resources
marketing & sales plans as one of the « Communication
e May confuse customers competitive advantages channels
RECOMMENDATIONS

2018 SUMMER




THE UNIVERSITY OF HONG KONG
FACULTY OF BUSINESS AND ECONOMICS

Project Objective
To witness an increase in its public brand
exposure and sales performance.

Analysis

HS Industry: rapid increase of storage demand

5 stages of B2B Customer Purchase journey - 94%
buyers conduct online research - digital
marketing is necessary in today’s digital era

Methods of Analysis: Interview, Observation,
Research

Importance of Digital Marketing
The growth of Internet, big data, and rapid
penetration of social media has made digital
marketing increasingly important.

Recommendations

59% of marketers

—

Ve year 1 year 1% year 2 year 2 Yayear 3 year
R R BT W e e e e e e TR TR )

° use YouTube for

.* Launch social

Improving in

Remodel

Email

Participate in

Engage in

: Content M arketing media Search Hong Kong's : :  marketing career fairs traditional

. . Z accounts - Engine website in various marketing --

p g Youtube, Marketing layout universities MTR and

: ; : wie' Linkedin, (SEM) biliboard

. Most influential T SRR : e

. . among B2B : < Incorporate Holding case ' ° participate

£ : ) IT in the competitions : | in IT fairs

: - marketers . . Redesign ads website, relating to IT

2 A -- Al chatbot

n ) : ) Hosting I o T o S TR
Most popular in HK R forums Recommend keywords such
w;ﬁ:ﬂi}:’fm as “data storage solution

...........................................

providers” to use in both SEO
and pald search advertlsmg

w/ \?
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The University of Hong Kong
Faculty of Business and Economics \
BUSI1807 Business Consulting Practicum 2018 h&.«

COMPANY ANALYSIS

SWOT

1. Strengths:

-Wide popularity on social media

-Long-term horizon of the corporation:

« Continuity and comprehensive knowledge about the
Industry,

« Time-honored brand

2. Weaknesses:

-Low retail sales:

- Location of the shop: competition from seafood
street in Sheung Wan;

- Layout of retail shops and website: not customer-
friendly

-Lack of reliable brand management:

-The brand is not strong enough, comparing to some
competitors

3. Opportunities

-Emerging awareness of sustainable consumption:
- Campaigns of green organizations

- Promotions of government

- Growing seafood consumption:

«» Diet habit

+ High consumption per capita

4. Threats

-Market structure:

« Identical competitors

« Hard to obtain new customers

2. Promotion 5trategy

2.1, B2B Website Construction

-Accessible wholesale shopping portal
-Enhanced information integrity

-Clear navigation structure

-Corporate image and reputation management

2.2. E-marketing:

Facebook ads Advantage: - Popularity - Immense reach - Low
CPAand CPC; Expected Results: - Enhance brand awareness
- Increase website traffic - Generate extra conversions

RECOMMENDATION

L

MARKET RESEARCH

« Government policies
» More powerful regulations

* GDP, Private Consumption Expenditure
« Increasing awareness drives up the demand

* Green organizations (WWF)
» MSC, ASC promote sustainable fisheries

« Biotechnologies applied to build compl

ecosystems in aquaculture

Technological

 Climate change reduces natural fishing

Environmental resources

+ Legislation process is quickened

Legal

OBJECTIVE

We recommend company to become the pioneer of
the sustainable brand in HK dried seafood industry,
increasing the brand awareness in order to expand

the HK and Macau markets.

Focal Question
1. Marketing Strategy

1.1 A Sustainable Brand

-The message of sustainable seafood
-Sustainable seafood certificate
-Transformation: traditional business => sustainable business model

“*How company can improve its brand awareness to
attain sustainable development?”

1.2 Implementation Misatkisnce
1. Finding Certified Suppliers

-Sustainable and certified suppliers => parallel supply chain

-WWF's suggestion: MSC (wild) and ASC {farmed)

-Recommendation: ASC Suppliers with processing capacity

2. Qualified Management System )
-Transportation & logistics: Different colors of packaging for certified and non-certified sources

-Storage: separate space of warehouse to stock two types of sources

-Processing: different equipment for two types of sources

-Management: Train the staff about the Chain of Custody (CoC). Keep the record of the sustainable source

3. Audit

-Preparation of audit

-Find conformity assessment bodies (CABs)
-On-site auditing about CoC standard

1.3 Estimated Benefits and Costs

Expected Benefits

-Independent and external auditing

-Corporate reputation improvements

-A demonstration of Corporate Social Responsibility (CSR) and
Customer Relationship Management (CRM)

-Competitive advantages

4, Certification & Maintenance

-Get certified

-Eco-label usage

-Annual fees

-Royalty fees

-Annual review to maintain the certificate

Estimated Benefits and Costs
MNet Present Value (NPV) analysis of sustainable fish maw product:
high NPV => Highly Recommend
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Objective
Pet Treats Market Research

Market Size:

Number of Dog
Treats Brand
> 132

Number of Pet
Stores
183

Dog treats market
retall value (RSP)

Number of Dog
Owners
181,640
Households

Customer Size
(For Dog Treats)
116.612
Households

Dog treats market
volume

$24.1 million 1,261,000 bags in
HKD in 2018 2018
Recommendations:
Long Term
SR Arousc awareness Obtain customers  Enlarge customer base Customer Loyalty
Promotion Price (Pricing Place (Distribution Promotion
strategy) channel) (Branding - CRM/
CSR)
Attract potential From potential Increase the number of From customer to
consumers customers 1o customer loyal customer
customers
N/A Premium Service: N/A N/A
Delivery
N/A Discount & Bundling N/A
Penetration
Pricing
Company Website Pet Stores Online (websites/forums)  Online (social
media)
Free Dog Treats Trial CRM(Email CRM (Email marketing & Branding Strategy
marketing & Customer referral (CSR)
Customer referral  incentive program)
incentive
program)

P.22
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Business Consulting Practicum 2018
Group 5

Project Scope: A new mobile App
Product Design:

* ltinerary Planning

+ Real-time Service during the trip
« Booking & Community

Marketing Strategy:

« 4 Stages: Pre-Launch =
Exploration = Growth = Expansion

« Channels: Referral, Manual
Seeking, Social Media, App Store,
KOL, Offline, News, Search Engine

Feasibility Competitor Analysis
A— B— C— D—

Convenience

Innovation v Personalization

Interactive

Year 2 Year 3 experience

~—Revenue —Cost




QUOTES FROM CLIENTS

The diversity of
the selected students
in BCP is exceptional,
especially many of them
are from different parts of the

world. Hence, they provided us
with useful recommendations

from a global perspective.

The enthusiasm of
the students impressed
me a lot. They did well in
understanding our products,
conducting market research,
analysing data and coming up with
solutions, = comprehensively  and
proactively. We are amazed that the
students performed the
consultation processes in a very
professional manner.

Connie Tse

Andrew Yuen
The enthusiastic BCP
students have brought us
fresh perspectives  and
contributed their skills to our
research on website features and
marketing channels. They provided us
with diverse ideas to look at and deal with
the challenges we have encountered. As an
online start-up platform for patients, without
BCP students, we could have barely
afforded to carry out detailed
research  with  our limited
resources and time.

Thank you for the
opportunity and for the
great students joining this
year's BCP. | participated in
the programme with delight. The
students were truly impressive, as
they demonstrated exceptional effort
and dedication. The work they
delivered is beneficial for us. We
can't believe they are just year
two students.

Fenton Chau

Dora Lo

First of all, | would like
to thank the Faculty for the
invitation to participate in this
important programme. | am
honoured to join and provide the
learning opportunities to the students.
For the students, they can use this
opportunity to acquire working experience.
For my company, we can obtain more market
information to help us make a broader
development. All in all, BCP is a
well-established programme that the
University and the companies
should continue their support.

William Wong




QUOTES FROM MENTORS

Such a
remarkable &
fruitful experience |

It was a great
experience working with
such incredible young minds.

They get to work with real-world
problems, conceptualise business

in-depth
businesses.
Participants walked away with a completely
problem-solving

ideas and gain an
understanding of real

new managerial

have ever had!
Students, Mentors and
Clients are all winners in
getting new knowledge
and insights.

Jimmy Lau 2017

mentality that could not have been

learned until much later in their
career if they weren't to take

this course.
Ryan Tse 2016

The programme
is invaluable to
business students, not
only to learn about how to
draw up a business proposal
for a client but also to gain
experience in the practical
setting of doing business. It
also offers the students an

BCP provides students
with a valuable opportunity
to work on a ‘real’ consultancy
project under the guidance of an
experienced business professional.
During the six weeks of programme, the
students were faced with different
challenges which required them to explore
solutions and deliver findings or alternatives on a
group basis. | am impressed by the dedication
and commitment of the students
throughout the programme period and
am pleased to see they are getting
more confident in sharing their
ideas.

Jennifer Tan 2017

It was
fascinating that

students’ suggestions
added new dimensions

to understanding
customer’s needs. HKU

students were bright and able

to apply academic
knowledge to practical

business settings.

Colin Chau 2018

initial glimpse of
business world.
Roy Ng 2017
After participating in this
HKU BCP programme for the
past 3 years, | find that this working
experience is greatly beneficial and
valuable to all parties involved. The
students gain valuable working experience
from the companies which at the same time
appreciate students’ perspectives and creativities
toward their businesses. The mentors can contribute
their insights to guide the students to achieve their
consultation objectives. This is a truly value-added
experience to all parties. | would highly
recommend BCP to all my fellow company
friends, from Multinational to SMEs, and |
believe that they can all benefit from this
wonderful BCP programme and the
HKU young, smart minds!

Edmond Yue 2018




QUOTES FROM STUDENTS

BCP  allows
you to apply the
theoretical knowledge

you have learned in-class

to the real life businesses.
For students aiming to learn

more about the consulting

industry, BCP is a great

first step! | believe BCP

BCP 2016 2016 provided me with

an invaluable experience

| cherish all the
interaction and relationships
| had with my mentor, client,
and teammates. BCP is not only
a programme that helps you gain
practical experience in a particular
field, but also motivates you strongly to be
as successful as your mentor and client, and
provides chances for you to learn from your
teammates’ diverse talents. It is the
continuing relationship | have with my
teammates, client, and mentor that |
treasure the most.

to solve a real-life business

It
skills,

problem.
analytical

improved

Ky BCP 2016

communication

skills and professionalism in handling
clients. | met a team of good friends

who are all

topic of Fintech.

BCP 2016

BCP provides me with a
valuable chance to experience
the real-life business consulting. |
have a deeper understanding about
the steps of business consulting like the
set of the proposal based on the mutual
agreement between clients and we student
consultants. Our professors and mentors spared
no effort to guide us in the whole process. Their
generous help pointed out the right direction for us to
research on. In these 6 weeks, | also learned how
to cooperate with my group mates from
different cultural backgrounds. BCP is a very
unforgettable experience in my university
life. This experience also inspired me
to pursue a career in business
consulting field. Thank you.
BCP 2017

time, |

interested
exploring more about the hot

remarkable
experience in BCP 2017.
During a short period of

B Flexibility, networking,
mentoring or team bonding
don't even begin to describe
the amazing experience that
BCP had to offer. What makes this
course special is the way we were
required to utilise the textbook knowledge
to solve real life problems and develop a fresh
perspective on the tough challenges that
companies face on a regular basis. BCP
2017 truly was a great way to utilise the
summer holidays and | couldn't think
of a flaw in this perfectly designed
course.

BCP 2017

| have gained
learning

have developed skills in

business analysis, communication
and professionalism, which are
beneficial
Therefore,
recommended
value-added course

future career.
is really a
and
in

in
it

HKU.

BCP 2017




QUOTES FROM STUDENTS

Over the past 6
weeks | experienced
the huge difference
between academic study
and real-world business,
which was a great challenge but
also extremely inspiring. | learnt
how to adjust myself into a
new environment and
another  way of
thinking.

BCP 2018

BCP is worth students’
participation through which
| was able to take a glance at
the consulting industry. The
project didn't move on smoothly as |
expected in the beginning of the
practicum. With the needs of many and
changes of business landscape, we
encountered great deal of
Fortunately, with the help of our mentor and
collaboration with teammates, we solved
these problems. Before | step into the
real business internship, | think
BCP helps me a lot.

BCP 2018

difficulties.

This course is a
new way to study. Itis a
good platform for students
to learn about business
consulting through lecturer,
guest speakers, our mentor
and client. This course is not just
about knowledge but personal
problem-solving skills such as
interpersonal and communication
skills. | also learnt how to
carry out market research.

BCP 2018




BCP2019 Course Team

Dr.CK Lok Dr. Eric Chin
PhD, MSc, BA DBA, MSc ISMT, MSc ECMT, MBA
Lecturer & BCP Co-ordinator Consultant-in-Residence
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