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Lhlsedives Stafy,  The wvriter had two @bje@%&?ezs in
ind Def anderetaking this !tudy » (1) to stody @Bﬁ_
mrktt ol em in “alaya through eveluating the pattern
of trede, mpattemef&iat hﬁioﬂefeaﬂ**' o
study of tae censaner and (2) to st%; the marketing aix
of profuct, amge, m'ies and promotion of a selecte
W 15. reiatiasa to the mrkaﬁ. The Ford Motor Cotte
m this= purpose after a mmauaa hy

The study ewdéen the muag of
mm ears « private and publie serviee « and
geographieally it is nstrieteﬁ to the States of Halaye
:muml referenee te ul 1gapores Only mew passen~
ger cars aPc discussed thromghout the study., The market
of used ears i{s also t.but m- would require a
different market analysis and has thus been left out.
mthmu this 18 Just a onse study of e selected

2sgreh JEthodology. Ctatistical informstion was
mﬁ". frem ths statisties department Pederaticn
5.l and the Roed Trans; office, vhile same other
suu 1eal dats were extra from pu&ueat:lmsg
Information on the & P's of marketing wvas obtalned frm
the Tehiele Marketing Manager of the Ford
qucsticnpnaire wves pr ?red and a foramal mtarvin m
conducted, The Pord dealer in mala mpur too vas
intervieved, This information wvas plemented by intere
vieving o number of salesmen and ers, Hagazines
and periodienis too were & mlp in this case,

Ligitatdons of Sinds The information obtained for the

pends both on the ability of the writer to slieit
mmmtm rm car-dealers and also on their willingness
and ececperation, Because of the experience of businessw
men in aeauﬁ_ with prying into their business the wvriter
found §t difficult to obtain sueh 1nmmum a8 the




past sales of the company and the potential market of
cars, ‘the company's market share and information on ths
consumer and the four P's of marketing is not substan-
tiated by facts and figures. There i8 also the lack of
;tatistieal 1nf:;na§§an gbrrths angly:i: of the nnrk;ﬁi
for cars a.z. e import of cars by e, graphi
distrlbuéi per eapite ineome for the -§:°.- of |
Malaya and the Latest per capita income figures by raece
and regions. Data on the output and capacity of auto-
mobile assembly plants was n ther available from the
ninistry of commerce and industry nor was the company
willing to provide such infomation even upon assurances
thatji ‘was only meant for zeademie gargaiési o

I aa'very'gratafnl to the‘?ah;cle N

fﬁr thcir mmm to study the & P's of their compan;
ac wvith the necessary information on these,

I alse”aich ; ssnygrntctulneas to the librarian
gf ghe Stati;:&s fé&i as tg; 8;@:3&&37 of the

cad Traangport office eration Malaya for tarnishing
me with available statistical data. The writer is also
indedted to Nr. Chong 8in Jee and Professor H.C. Wilkinson
for their aid, encouragement and general aaviac.
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shms a Mcatia.l rm ngnmum ct m
'pasmer ears m showa more than a constanmt increase

every year since 1995, Indications are that this trend
'wﬂﬂ continue for years to come,

a '1 m cent inaruu m m ee 1
enable mere mé ] to owm & m. <m1

Mntca m lesel and overseas miverduu m hn
an income @f at least sufficient for the mrehau of way

on eash or hire purchase terms,

The government and eivil servants who are
mmnm;um oup and the higher inecme
bracket ferm an important growp o mm. Besides
their high incomes which enables thea to purchase a ear
on their own they have easy access to Lntereat-tnc leans
m««uy%ymsmwmummwm
Meafwwemmudawﬁ |

" Credit is availabdle to the private individual
who 18 unable to eobtain & loan for tacwmeﬁaar.
The finance gompanies or the car retailers themselves
are villing to provide eredit upen a mmall ém
Instamatu are mpm over 36 months peric # $he

% 100 of the eu-, a.e. the Champd ,ea. mteﬂ
(M t.td. mtors of Volkswagen 'butle‘ "ghn
be iriod of instalments and only U

ticular m. mst of the




d&strihntcra of Jepanese cars offer itﬂilnr instalment
period and 1/% the list price as down-payment. Further-
aara disecunts are sometimes as mueh as 15% of 115t

priee'

The vaat Lnd&atri&liaatiaa pchemes in progress .
and in the planning stages which will take years to
omplete., The dﬁ%ﬁlﬁ@&n sanufacturing fims are going
to be an importunt market for cars of the 'Estate? or

the station wagon type. These seem to be the favourite
vehicles for the transport of goods and staff in urhﬁn
centreg. This is clearly seen from the large number of
euch vehicles already in use by the esta%lisksé firms
1ike Rothmans und Y sso,

| There ie also the possibility of more t:ailias
having two or three cars as in the United States where
the average motorist “long in ﬁhe habit of bmying & nevw
car svery four years, KNow buys one evsr three years -
often the family's senond or third car.,”l 8imil
as the standard of living incresmses in Malaysia the
nn;cr middle class families who heve till now owvmed

y one car will add a second car to the family and
we will find more two and three car families, Also
“mope and more wives are seeking oyment and in many
ouses they run their ownn cars, In hese families with
both husband and wife working and where they work in o2
different localities a car for each is quite essential,

The motor car sales potential is greater in
Malaya than in Bing:pore. Statistically the increase
in passenger cars Malaya has been greater ovar the
last ten yvears than in 8ingapore, The passenger cars
registered in Malaya have more than doubled since 1955.
In 8ingapore the increase in passenger cars is just
twice since then. Indiaatisns ara that th&s trend
would continue. |

1. "U.8. Bﬁsincas’ - T - ths wttkly‘aaws snaazine -
 &313 Bditior Jmuuarégg 1965, Pase b?.

Sunday Times Staff writer - "Will ear me@rts
eore e m‘Bundng Timca Autouahila snrver
. 28 19555 Page |

2.
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-« States of hal.aya

' ante and Tarig Mguwm as on
Mgcaber 1&

b3 sM 24794 i

18.2*765 n7
14,860 %0
| By%26 WG
Kedat/Perlts 6,08 235
Pameag  Nen
Keleatan 3,87,
Trengeam | 2,053

; # e In-ﬁ

% 39

?1gm 1‘98 |

143

1%9

287

.3038"
?u?39 |

i NSRS

Totsl 1313'!'9& 795% 1222

Sources “‘t:sustieg of mm vehicles rcgigtered as on

3,379 m,:.ux

Dee, 3lst 1964, Road Trunsport Depurftacnt,

| ,’t.ates of Halags.



" There were 71.5 persons per passenger car in
Hala:a 4in 1960 and 24.5 persons in S8ingapore in the same
year, But in 1962 there were €0 persons per passanger
ear in and qnt{ ang;ruanz per passenger oar in
Singapore, iter inerease in

passenger ccrs in Malaya uith 1t; greater resd aileage
and population., About 15’000 cars are sold annunlli
Melayen vhereas only about ;/2 of tais nuabcx arg a
1n aingapere. | , ,

" The largest ceaeentratiﬁa af pans:agcr cass
is to be found in the state of Selanger wvhich alone hal
bout 1/3 of all the cars in Kalaya. If Perak was sg

be included then the percentage of care in these two
states increases to 4%, BRven the other west ecast
states of show greater ear numbers thaa the aass
eoast states (See tadble 1). ' ﬂ L

This distribntion of ears can be related to
the development of these states and to the historiecal
as well as economic reasons. Historic the west coast
states of Malaya have always been favourable to inter-
national trade. They were the first to be colonized and
developed by the British Coleniszers and Chinese and
Indian immigrants., It was in the states of Perak and
Selangor that Britlsh h.:unany vas first established,
When hs British had control over these states law and
order was rsctered and eeenaaie pregrsss became & reality.

The dlsauvcry of large alluvial depos&ts of
Tin in the Kints and Kuala Lumpur area led to its
extensive exploitation and the 'Tin Revolution® in the
late 19th century led to the development of roads and
rallways 1n thesn statea‘ |

Annua) aeview of Halayan !rade - 1960, 1962
' Bdited & Published by H.T. Wong of s«im
Chinese Chanber of Ceamereu. ﬂ




In the 20th eentury it was the 'Rubber
,aemlaﬂm’ along the foot-hill zones of Perak,
» and Negri Sembilan that contributed to tae.u'
gsdomt. nn::r :ﬁd I:fl'n the 't&n—pimn' e{ the
| econ @ erempl:{ mt_ ' M
&nwma:{ d«clcpmmt of W B

For the transport of these two commodities
extensive road and rail construction was under-taken,
- harbours ﬂevdanﬁ mncsa, Port Swettenham, l’elak
Anson and ?emng - immigrant groups supplied
labour for eeonomie exploitat ‘on m éue; spaent of
these states. wse urban centres developed ta mﬂ
‘the needs of trade and mmumum, €+8. Johore Bah
‘Malseca, Seremban, Kuala Lumpur, Klang, Ipeh and Td&
These urm amtre: also served the mﬁnua commund Qﬁv
Knala Lumpur as the Federal eapital and the quartsrs
ot mny financial and wﬁness eranisatims and also
‘ qt arters of many government departments, These
| ' es of Malaya today have large
CMneae aad Indian pepulauem with per capita incomes
higher than the rural and the urban minority Hdays.

Distrimuon of individunel incomes under
000 per anmm between urban and mra,l
du{ricta and betwveen races 1957 |

mlaya | Ghinen Indians

Vrm mﬂ. Urhnn Rural mm mral
 Total Popula~ 5 | | ’
- tion ('000) . 3% - 2,800 1.050 1,300 200 m
iverage family
' income per nonth 8229 128 285 260 216 212

 Annual Income L | |

Sources Silcoek & Fisks The Political Economy of
Independent Malaya. Eastern University Press
| T&blt A+ Appe ndlix A |




. . The Hustern States of Malays have also tha

!as'naterials s finance and entrepreneurship for

the industrial dunl sment of the country. Large

trial estates are coming up in Petaling Jeya, Batu Tigs,

Seremban, Ipch and Iaipin This further enntributce te

g;ouzguncuic well being the already &cvalaped states
aya.

= As & result of urban develcgnmt in the VWest
Coaat particular1148313ngor and Perak, a higher propor=
tiaa of Chinese and Indian papﬁlation uitb high per capita
incomes, and the present indusirial development, these
atates Eavc a high proportion of passenger cars ané

‘contribute a greater potential for man aeturerl and
distributors. ‘

Patral and Delsel ears. The ratio of petrol cars to
| Malaya in 196% was 17¢1. Certain factors
qulain,th&s feature. An individual when purehasing
a car might consider the comfort of personal tran

and the cost of the vehicle., Deisel cars have hi
initial outlay vhen eompared to petrol ears, e¢.g. Ford
Zephyr & Saloon Mark III petrol costs $7,295/-. The
same onr with a deisel engine costs §9,W0/~-, Another
example 1s a British Motor Corporation, Austin A
ggigxc snlocn petrol aosts 87,05&/- bn& deisel costs

‘Another economic consideration 1s that of
Road Transport license fees. These are higher for deisel
cars - in rhnt ftv¢ times the ratses for pctrol cars per
annum,

- 19 -



| Privete Cate (ot exceeting 7 seats)

__Petrol

_ Detead
$ bo/- | ¢ 200/~
|

. 9w

e s 4

8 N5
06/~ | & 530/~

§185/- | § R/~

Sources Pederation of Malaya Road Traffic Legislation
" 1998 and 1959. Page 236 - item 1(1).
Government Printers.

These are the fixed costs of petrol and dedsel
cars., However we also have to consider the variable costs
ertioularly that of fuel consumption. Delsel costs only
50 ¢ per gallen (Bhell). Compared to T‘sonm it is chesper.

he latter costs §2.01 (ordinary Shell)s |




use it more than H0 miles per day - considering the
~ above difference in capital outlay, the annual road
g!*?t‘*fg‘ﬁﬁffﬂﬁl consusption, R
i“I’M“Wee in price of Austin o
defeel and petrel 18§ 1,00/-
~ Pake 1t over a period of § years
4 o onmual eost i3 $ 210/~

"Aﬁaﬁal,nbad transport license fees 8 b8/~
‘Bxtra cost of tyre wear for deisel
o (mtm par is normally double L
~ the rate for deisel than petrol) § 100/~

““w M (ﬁs 3@ ﬂﬁptas)’ . e
o ‘nilfesrtmeugd £ 0,02

7, total cost $ 775+ 0

.023x

Roed tax | 8 93/~
ml consumption at x miles 0,067 x
"“.‘:"G.'M x =

= 1%,591 miles per year.

‘he break-ev . ‘ ‘tcnumspetroluﬂddnlmu
’r’;‘s‘im is ia-:na out 14,600 miles Ii.r year and it works
Tut at about 40 miles per day., It would only be pro-
fitable to buy the sbove deisel ear if it is going |
be used more than 40 miles per day on the average.

ERE TR erage motorists - office workers, publie
and civil %ﬂ:?& the average travel about 3 miles
at the most per day therefors they do not buy a deisel

- 12 -



. EatlL - iaX18, But when one eongiders

Ghe | ~ua’;an s reversed. 76§ of taxis are
1€L88L. Ihough the initial cost of deiael cars is

 high, 1list prices are lower for taxis in ya, The

| g:t priee of Nissan Cedric deisel is §9,680/- (private)
- taxis are priced at 9,150/~ a dirferenee of 3

~:T ‘are priced lower beeause taxis are public sefvico

; oles and as such they are exempted from the 10%

reg&s%ratiaa fee. This 10{ exemption also applies to

“,ttﬂiézggici;;. tggtlg;gansc i:iscl ;{e riced higher

: | g the ex on would € more favour-
&hle to thasa buying deisclang.

, To ths taxi-cwners the taxi-cabs are a means
 ¢£_1$7@11h@od They will therefore lower their opera-
Eing coets as much as possible so as to increase profits.
Even Af they pay high road tran ort license fees it is
prefitadle for them to use deisel eabs. (Deissl eab
owners have to pay £12,50 per ncnth more than petrol
eab‘sunars healdcs the already higher fees they pay for
running a deisel car.) As stated in the Road raffic
legislation taxi-drivers have to g:g "The rates appli-
cable to a vehicle of equivalent se~-pover under
a)u) above Flns 35 for each month ceccces 1!1 rem“t
of each passenger authorised to be carried in the Vehicle.”
Yor deisel cabs. “The rates applicable tc a vehlicle of
equivalent horsergower under 1{1) above plus $7.50 for
each month or thereof in respect of each passenger
aﬁthorised to carried in the vehicle.

« It ean be shown by simple arithmetic that
ting costs, 1.e. costs of fuel and road transport
lglra 'ee8 are lov for deisel cabs.

‘ tions (a) a taxi-gab exceeding 11 but
not exceeding 12 horse power = petrol and deisel.

(b) a taxi-cab ecarrylng passengers
to and fro from Seremban to Kuala Lumpur twice daily -
eavzring an estimated 165 miles per day.

(c) fuel congumption for both
30 milearper‘gnllnn.

-y N



. ‘= $1-496 Cost of Roed Trensport license fee per day.

= 0.94 Cost of Ro:d Transport license fee per mile.

8 = 234 cost of fusl per mile
—‘ :;tmce:t 3*2£ per ﬁl@ﬁ

} = $:913 datly cont of Rost Trensport fees.

B 54 per il cont of Road Trenspart foes.
Pp = 6.73¢ per nile petrol eost.
. total cost 7.29¢ per mile.

It 13 chesper o wse detsel cab by b¢ per mile at
tx:‘n‘:bwq estimate, Therefore the preference for deizel

 cars ap taxi-eabs,
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ﬁa mmm eme:dty of the motor vehicle

,m ma ns,mfaetm-e posgible only by the industrial

fechnologically advanced countries., The econtimental

tries ;m.mg Britain and the United States are the

ghly developed industrial nations which gm:' e
—,\fﬁ' thc hoae mrket ef | r

t&s &utﬁy ef ptednems mteraears the lata mtry
to sitomobile market by these aagxms aﬂ the poli-
”','Mn éﬁe uﬂe it amm ble for tha (mt Japan)
,, _,"'vmmttom Maatthemtin
weing motor vehicles ¢ for the home-marks
is the only Asian eoun y m:mmm
x _'vahhha overseas, |

f 7.12 | 8.3%? 9g2 '

"“‘“‘m,, 253 97 ;é |
Z:‘:::GC Mamdﬁ 1)% 1,& 1'37’ 1; b ¥

rn,zot ;13.19813,376 17,2&;; *
mtﬂ.es melnda Netherland & Amtru.

‘anmumal Statistics of External Trade 1960196,
te Qf Eutiﬂuaﬂ Fed, ﬂf m&yﬁ
; wl Bepc ty Code W 7321 '




passenger cars to Malaya
eenlw British Commonwealth
, one of the Ieadint

| Masm regutraumafcmi mm
inereasse . in nm;. 80 are our f{mperts. In ::Qt'tninm
m m 1 @muh(ta u{ tg‘guu in ear a
cars (eomple bailt -

ara mpencd from werm.ﬂ |

” ﬁu years have been. batm %

ﬂ‘m_;mt of w total car imports. During the last
mMa hovever car imports from Britas.n have bsen on
the deeline (m percentage terms),

mm wvas & British eoclonial territory mﬂl
isﬂapuﬂme was achieved in 1957 and as mh tars.tfs vere
ﬁadueﬂ to allew imperts from the Commonwesl

iries op« men to the Malayan market, mst good:
a1l in ccapletely free of duty under the pre-
rmm antm, bt tariffs averaging 10-25% were moud
(ommonwealth imports,
mtmis gtill a member. of the Brit uhcm-
wvealth and as such gives preferential treatment to goods
murm; thc Malayan market from Commonwealth ecountries.

| fwé&smmrcmsemmmin@nd’
notor vwalcn but certain registration fees have to ber

d, "On w registration of a motor vehicle a fee
D el to fifteen grmatm of the value of the vehiele

m“ t“ Vcﬁ@l& $8c0s0ss

~ {e) a moter vehiele pmed to the saulfaeﬁm
of tho adm to mﬂ besn mufaetm-ed in the Common=

vealth.

5 &ééiﬁm all vehicles pay a 10% ad valoreon
mﬂlﬂuﬁg: f«. TMrerore non -Cmmmalth VeMclcn -




Tbia Wﬂf&‘e cgn )
Pﬂﬂc &a buy a British ccn-;:u:;t:n eﬁmt rw

-  Oversess Ws-mmusauﬁm

”,1 in A uwnder the protective wing of the

‘British goverament had a long period in which they eould
mu. a higl umn ,m Wmmsa and m-ut:«

Atg:riﬁﬂt,

‘ears of consumers in Fhlm. The mrﬁ and efﬁ eney
cf Britiﬁ ms is known and the new entrants into the
ms fmd xt mumt to m« a lnrg: mm of the

m ether vay by wmch tm colonial rulers
mm the imports of British ears into Malaya was
that the government and eivil servants who obtained
loans frem the treasury to purchass a car had no option

.~ but to buy a British mamufsetured or a Commonvealth ear,

It was clearly stated in the Financial (eneral Orders of
,; Mmum of Ma:a that advencez "will only be granted

mrehase of a vehicle manufactured within the

alth,” T suech legislation only
tne b pnfereau wMeh it lua.pod

Large number of 2:*?.1 siéh;aﬁicag eataet%ve
in Malays also sccount for rge orts o
“t{.tﬁ ears. The British Servicemen bave afwayu shown
‘Mrmtem ﬁraurwfamm in their home
- eountyy, €Ven mOTé 80 BOW since their eountry is facing
 talanee of payment difficulties, Distributors of non=
 British oars find it difficult to sell to them, Dealers
| ears have reported aifﬁculty in mklng sales

~ in German ;
« _;te mum Bcnimm. -

Gne reason t‘er the decline

= iw, j;g{?;a?s;xaar’ ies probably the eatsy into
yf”"at by’ Jepanese car mamufacturers. Since 1960

n ws mg bew mMamg umm,

fnll?f,,



2 . ; fl!e tm; ﬁhﬁ% “ 1

_SEpanes | Sales of theu Erit&ﬁ ears
ri;_f’ e 8 mth mlﬁ iﬁ mmﬁ mﬁ ﬂm sen e
;{muu which gave British oars. f reference,
, i8¢ sales figues are m #ing in Singapore

Ja mm car manufacturers have mtared ths
mrhet S.n a A number of the major Japanese car
maemeu ; u tgpnod for setting up aatmls i
Fm% ), vith inoreasing trade between Malaysi
Jan, the g;'tter will Wbl; expcrt ssre m am*e

iihat ;ppenls to &1 m about Japusse cars
18 tut W are elegently styled - being stream-lined
preferred by consumers -, Even if they are smaller in
gsize Toyota 700, the Masda, Dotsun Elmebird and other
gmaller :amu cars have their advantages - convenlence
of parkiag and manouvering through heavy traffic. ?w
ars spasciocus too (seating 5 passengers udiag driver).
gome well-to-do people besides having one reputed British
,uaﬁomnmmmmm; mnera'mncnmlmns

m&m lc

V eu mrs‘aﬁot:vne ccanmf tﬁ purchaiu: ':ﬂ
| lmr pric CArs © game © ’
m: ‘l‘oyoia 700 14st price $4,195/~, a Mini~dinor on the
Mr Rand 18 priced at 8k4,750/- and the Italian Fiat 600
riced at . 0790/ =s rm discounts offered by retailers
; g8e ws are aeatcr than the dealers in British

antin ntal cars. Agia mtgrlco. m.mmu Lm!‘hs ur
& eluxe .
em‘m: enly offer 105 discount




P8, Just about a } of the 1ot bedcs. S Brittsh
ntal ear dealers insist on Jy yuents.,
Asda ihaunc reported "Japlne

‘ m cars arrive
ht ;.:;1 soig twﬁ:hat they m feteh.
o bt er deposita, offer ger

; tm Western éuh:"s weuld eon-

8,70 ma‘am@umﬂmm economieal in
R the Britich and Italian ears, The Japan |
a8 low fuel eonsuaption, %5 .P.0, and the '
55 K.P.0, -Minor and Flat ém ve
2 of %0 miles pcr pnm oaly. JInsurence
; ﬁ::ﬁ carsg are iower too because of their
priees,

51“ @f &mu mf 1; tﬁt taey m be fitteé ﬁth
AFOwpar ,s ﬁf, B?iush mﬁ Continental ears, e.g. ‘the
S ol | prporation, Zn fagt the
nese Toyot ﬁ tted with a ted Herwaca
engine, This m laﬂmed w tan ers to switeh
over to hmu m. |

Jnmmn notor-ukf‘na mg indire assisted
to push m scles of Japanese ¢ars., During the last few

G e By S et S0
m nl.

of their ears, In 1958, Malaya ted Crom
Japan moteor cy:i:u’:;cgf Pai ‘ot&h of §, 0 %ustnsbcut
N} g&t p er m eddhe y

.a?ze,ooa motor-synles from Japan
53,135

eﬁt #a&emw

. perhaps another reason m ths inereasing share

o!‘ m mator-cay market being captured by the Japanese 186
becauss ef their big seles drive. Japanese car dealers

m to be found even in the smaller urban areas. Besides

1erd za m‘!.a mr, Mmban, Maeaa, Ipoh and other




‘deslens ape um m .,.3
f&w Pabat, 81ty ,"" -~ “’

o me Jor continental
re thﬁ al Republic mﬁI#ér’ ef‘ -

‘ md (8 mbu- of nr ety mmf; It aln
mmtarlm souunbhto

t

| B mn.m German car 18 thn Volks-
- Again a pange of models and eat - for the
i s¢ who prefer smaller economical type.

o rm vell-known Fiat cars are imperted fwyom :
mm rrmh mzm is alu well mepted car

{ons in Asia imperts all at 1“
aunu.y of seni-knocked-dovn or
,j-dm m packs is bcm dm in

m etmnwmueﬂeﬂ'm»
ammum ‘the potential of
y se wamhly plants., The



s8 M mrly 4 ynan assembles the whole
trucks in 8in ﬁom (exeept Ford
ml - imperted from Australia and em)
b 8imilarly the Wearne Bros, Ltd.
- BOFRet Hatou Co, Ltd, - dulcrs in British ears -~
_ thelr own &.smhl; plants in Singapore and Kuala ,
and the assembly plants of other firms - the
- Cyede mumia Co. Ltd, are alm&y under matmuen.

s mu nppnaa to the g‘wemg w
., a&ly plants in various parts of the

tion among the car ﬁs.strimters is
*s responsible for this rush to set up
- The entry inte the parket by Jepan
sater competition for the British and German
ar dealers,  lso the demand for certain cars iearly
S w and British is increasing rapid there is
- the diffienlty in fulfilling orders, e.g. Champion
 Moters (M) 1td, dealers in (erman Volkmsagen cars recelve
~ a shipment of about 60-70 ears once a fortnight and these
are :1:“ out t::tm thatmt ;21 ?tdur%vu. Th;re is
‘an t pment may e due to some circum-
’,M, and sales may be foregone, The demand for the
. peputed ecmn m.a« too i3 great, hence the Cycle
: ' - Compar :utting np an Assembly plant at
: :"} aya.

- o of emu the stablctmdu m;z e:g:my and good
~ Mt ects are an attraction to oversea

' ':?G:r ear nm&turmx Pfirms in settin Jﬂnuubly plants.
‘The government towards this end has declared its inten~
‘tien S0 ﬁw ﬂ&nr gtatus to the various firms produeing
‘moter ear components g and accessories. Further than the

erament in 8 policy statement has stated that it is
, te y.n memable tariff protection ‘g ‘ _ss.ng
o a maximum of 30% ad valorem and 15% ad valore
- imported omletely built wp m semi=

suryey, Feb. 26th. 1965.




knoeked-dowvn passenger ears.”’ This statement hes made
thq m,ﬁalen think seriously mt; regard to the
agsemaly af ﬁe%m- vehielcs and thcir umaetare 1a

o Tha‘?eh&cle Marketing Manager or Ford Motor Co.
of Malaysia Ltd, believes that ﬁalayans given the fael-

14ties aaﬂ t&s training ean do egqually well if not better
tm sea personnel in the nnnfae lure of motor vehicles,
| {ng up usﬁb&y plants besides meeting the demands
of mmgrs and the competitors moves is the first and
pertant step in the t raining ef' persesmel f@r BAN -
,facm@ @f wsﬁ | S

eara auambled in m.},aya md smg re are not
oniy fw the Malaysn and Singapore merket but for other
Swh-ﬂas‘h Asian eountries as well including our m;m
AL x's aﬁrasa the Straita - *“sabah and sarmﬁk.

o !hhya am& smmp:re are n:tttmtmm tcmturern
ofm.,ml{thacmmsmm ogether a e
2 {n these two countries. (Some would
‘ag manufacture but for the purpose of this
stw mld not define it as such,) Thus the cars that
are mtod from the States of Melaya and 8ingapore are
manufactured elsewhers but assembled here. Of course
mlnm.mnm ws vhieeh need no asmbun: are

e ] gxperts more than a thmnngl ;;r:h:mnam
to pearbdy t tories., More than r een se
to R NERYP Thig is because some vglmlins agents for
mny" a aa A whole are to be found in Kuala Lumpur, The
“important customer of Malaya is Thailand, However,
mm > this eountry are less than a 100 gars annually.
Some Biamgse businessoen are to be found in Penang and a
nusber of Malayan businessmen have connections in Thailand
and MW Malaya. These people are likely te purehan

m m fer ﬁﬁﬁ in TMM&

.

. o» swtmeﬁt ea tha ﬁenlement of the Motor
47 Yiﬁlcg mﬁustry Local‘.w' - Ministry of Commerce




“me o . The export trade in cars of 8in e is more
S toant, Singapore exports between 45 fo 55 per cent
O %he total ears imported by her, During the last few
years her experts have been on the increase in mumbers
88 well a3 in pereentages = 457 in 1961 inereasing %o

ST Lnrgcnmber of ears for Malayn are imported
via Bingapore, This is because of the assembling plants
hol e-saling agents in 8ingrpere. ~

japore has been supplying more than ¥ the
1 and farawak, The former has been import-
to 0J% of her ears from Singapore and latter about
©0k. Brunel, Java, Rhio Lingga are the other important
- customers of Singapore,

- The export-trade of cars of the sgtate is in

the traditional lines of the entrepot trade of the
‘region, 8ingapore as an important entrepot centre, |
i:zorts,,handles, stores, grades, whole-sales finances

-and exports the eamnoditiee of South Rast Asian countries.
Similarly, 1t supplies these countries with their require~
ments, Slngapere therefore imports, assemdleg, finances
and wholesales cars to some of the §outh—East-Asiaa
countries.

R  The mpullness of the market in the Borneo
states heg rather encour:zged the overseas manufacturers
tu have wholesalers in Singapore for the Malaysian
market, Sarawak imperts less thun 1,000 ears annually -
st about 400 over from Eritein. Similarly imports of
g:héh too are mmall, though 1ncreaaing9gear y only
2,043 oars were imported by Sabah in 1964, Also beecause
these eountries are awvay from the main trade-route and

the smaliness of the market of cers and other consumer

goods may not prove 80 profitable for ocean~going
steamers to dock at.

-23 -



ENEE Exports of Passenger Cirs Malaya, 1960-196%

1960 1961 1962 1963

e

y

1y316 1,084 1,298 1,157

_ _

, 1,10
36 W 60 %

571¥¥31 Statisties of External Traéa 1?3i~ﬁ
of Malaya.

1«! by Dept. of Statisties, né

 Bxports of Passenger Cars - Singapore, 1960~1963

T 1961 | 1962

Melaya 3,991 5,09 4,663
s W7 W
o 3

55288
pseB B4R

E2EEw

oﬁm ors B 1-63

67
o

438

242
75
87

187

59795_ 2«

* ﬁig;!ty‘cede 7‘2511'



. Estimated population by regions will emphasise
the geographic areas where sales efforts eould be con-
centrated, But population eize alone is not important
for a large market, Larggdfepulatina does not mean a
large market for all commodities, If the product is
suitable for all consumers regardless of income or it
is & basic commodity like matches or salt then the
obvious eourse would be to market the product in areas
ﬁithcrciﬁtst‘pcgglstian daasiii. ‘But for expensive
products like refrigerators, television-sets and auto-
mobiles a marketeer would in addition lotk for the
purehasing power of the consumer because it 1s the |
wealthier geamp people who form the potential customers
for such expensive items,

S The heavily peopulated states of Malaya are
along the West Coast - Perak, Selangor, Johore and Kedah.
These states have about 60% of the total population of
Malaya and they would be thus gtrat singl;g a?t for the
marketing progremme, However the per capita income
stctiatigs’wculd gpecify whether tgelc heavily populated
gtates are good markets for automcbiles.

o Tn Malaya we also have to study the racial
distributiég of th pulation and the per capita income
by raee since it‘Varizs with each race. As suggested in
an earlier chapter per capita incomes are higher for
Chinese and Indians when compared the Malays. Secondly,
urban incomes are also higher when compared to rural
incomes not only for Chinese and Indians but also for the
Malays, This means that urban areas form a better market
E mral areas example Malacca, Kuala Lumpur, Ipoh and
Penang are the highly urbanised centres, Other state

 capitals too are urban areas.

-2§ -
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Biaae Chinese and Indian per eapita ineomes
aro hiahar therefore lock for zeozrizhic gtgiens vhish
a@e‘hﬁssily‘patnlatcé by these t two groups. Perak,

eLangor and Penang are heavily populated by tneuc two
Padese 0f eourse we have to 1 for the various income

levels too, The appeals for
the usazthiar cninfgz and xnagiisf“le“ wowld bemade B0

(R Thﬂ hnavily populated states are Pcrak o
o®y, Johore and Kedah, The first two mgatiaaeﬁ L
statcs anﬂ enang have nlso large Chinese and Indian
pulations, with higher per capita incomes and the
mejor wrbsn towns sre Ipoh, Ku-lzs Lumpur, Penang and
Maloeoa., Thege areas therefcre form the major market
far ears 1n Halaya

*,,; §tatisties of rexﬁgtereé aet@r vehielss oo
‘5?;jﬁﬂt u gimilar pattern., From January 1963 to Deeember
$03e ¢ ‘gars were registered in Selangor, and in the
: owing Jear 5,700 cars were registered, 'gwrak Penang
and Malages have alsc shown high registration of eara in
the last two years. These are therefore the high sales

areas and are the most important potential regiens.

: 1 py‘;h Most of tha sal esmen
ingte o ted that while looking fcrtg::apeetive
buyers thny al 1e¢k for men since more 90% of
their sales are them, This is largely because of
the structure of tht labour force in Malaya. 1In 1961,
?05 of the labour force in selected industries in Nalaya
were men and more than 50% of the women employed wer
orrine in estates. Because of this ratio of the labour
feree one would expect only men to by automobiles.

But this is now shanging because more and more wives

arc‘naw tting employment and in a few years time large
1 ladiea too would ba buying cars. |

" t rasoareh reveals that ownership of
~ -2:#?2331519 as household incomes exceed $300
a month,"10 Salesmen hovever, report that when lockin
‘ far prusyeattva buy@ra hay lack for tnnss with align

-

,;;f,_pgb.,zs 1965, :




”’“"*""“‘?&;'

ind 1t ,i;eult to uks both 'mﬁs meet,
vesause 4 uth mug ﬁmc vill prefer
motor-bike because 8 economy. Hen
e i’a’ thc t:.ddh and higher income groups vougz
B ihee m‘.";:;n&w?‘niu‘::ﬁ “‘&}%&*&’J?‘S

eg rative
Mana ﬁ.ﬂ imry, sme eieric hga& wﬂé’
'OV XN ; t tbese mtthc ggii I, Iqu;d )
, : & ear too. ﬁnul only
m iﬁ ﬁs émd orces and wen-to-do umsm
will weaﬁ.; L

Demand for goods and earvieez

e purchasing power. Purchasing power is
noome and eredit, Businessaen th mfcra

ﬁmﬁm personal income and credit. Credit

dens market and enables tomorrows consumption today.

‘m prevision of credit is important for the purchase of

an mtmbﬂc.

o Pwamr ears have high initial outlay and
hig matmn« eost., The cheapest Ford car is priced
at 85/« = Pord « It would require about
$5,000/~> to get it on the road. This would mean that a

erson earning from MMM a month would have to
zxmu his belt for a number of years unless he has
some other souree of eanh 1i.e. obtain a lcan, There-
fore eredit in this oase Bsa to be provided if one wishes
to make a sale of the car. Even «to=do businessmen
would require eredit. Contractors and businessmen when

gnhmg a ear have one consideration in mind, i.e.
use the tal in business and have it mvcsted in

good han ] the total price of the car all at
ee: 'gg;o a businessman will purchase a car on hire
purchass (unless he ‘has a large and idle supply of cash
on hand) even if he has to pay the high rates of interest

to an A 1tomo ';10 Pinance COrwratma.

!e t&e tm-drivers a car is a pménoer*s good =

| . wants indirectly. r.rcbucs a
g%o’;gm%nﬁs:wme to mdividuﬂs thereby earn

cone his needs. He would probably aequire
:ngi: on c::dgtiggﬁmnce its pmwts from subsequent

| proﬁta. :



bt g0 oo BT ST 40 chri servants an che ctne

Such & "‘_ﬂfgyloter Car, ?1
an on ch advances wil} not ordlna
than once in three ,gar,,3}1 larily

. Therefore credit must be provided for the
f:fa§§ §f7a7nator§car,‘ Because businessmen eontractors,
l~drivers and other buyers of cars except tne govern~

%eﬁt a§6g§£€11 servants need credit to purchase a car,
In fagt the dealers in Mercedes Hens and Volkswagen
r;g:::ed'that nearly 701 of their purchases are on
credit, ;

O they Uy ? Sales of new cars are a
feature o le year in Maluya and Singapore. There
are no seasonal or spring esles of ears in alaya as in
viestern countries or in Japan. In vestern countries
sales of cars may increase just before Christmas or in
the early gart of the year when new models appear on the
market, The Pord Motor COmK:ny of Malayaia hopes for
congtant sales throughout the ysar. The registration of
cars for 1964 was fluctuating from month to month showing
no definite trend, The number of cars registered in any
month is a net between the registration of new cars and
those dmocked off thc roads in that month (about 10§ of
the cars are knocked-off annually by the Hoad Transport
Department), Therefore the registration of cars does not
give a definite indication of cars purchased by consumers
but thie however gives some idea of car sales. The
fluetustions in the sales of ears from month to month
may be due to the fact that the number of loans for
purchase of cars, approved for government and civil
servants vary from month to month.

T ;ﬁertainrsrcnps of consumers need
speals tion here beeause of their 'partisglgr desire
Special a oertain 6ar. inions expressed here are
T reriif 8¢ fnterviews vith salesmen and retailers
but me survey was oarried out to verify this,

’«‘ ',ff ‘ﬂ§1a1 e¢a¢rﬁ1 Orders - Federation of Malaya
He G098 (1) 282(a). | |

I - |
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Seurcet Extrasted from, Statiatios of Motor Vehicles Reglatered
4n States of &hara 1964, RIMV DEPT.




~ - 1 would first mention the officers in tt '
British Armed Porees who are commissioned in ﬁﬁxﬁ?ina .
for short service because of Britain's defence eommit~
fm’* ~These troops though serving in Malaysia are
tisens of Britain and hence owe their loyalty to U.K.
They would Sherefore like to promote the economy of their
home sountry censeiously or sub-conseiously and would
purehase a ear manufactured in Britain. British csrs
Purthermore are exempted from 15f rejisteration fee.
This would farther encourage them to purchase a home
made ear, Dealers of Ford Company and British Motor
Corporation noting this perticularly make their appeal
to this grewp, = R -

o With Kaloysia's emphasis on industrialisation,
nufseturing enterprises are on the fnerease., These
enterprises besides using other classes of automobiles
also make extensive use of passenger cars for transport

of staff and goods., The firms that can be eited as
sples are *Rothman's" ~ has a fleet of 250 Ford
nglia Estute type of cars - I'sso, and 'State Express’,
These firms prefer the Fstate und Statlon-Wagon type of
models, The trend having been set by these well-itnown
firms other firms will soon follow ~nd one can expect
these private enterprises to be major consumers of

passenger cars,

. Taxi-drivers, welleto=do businessmen and
contractors would like to keep their operating costs

low since they use the car more for business than for
family recreational transport. Thay wouldn't mind paying
a high initial cost and higher road transport license
fees as long as the deisel cars prove profitable to them,
As proved earlier deisel cars ar: cheaper over long
distances, That is why we find a large percentage of
Taxi-drivers owning a deisel vehicle. Government and
oivil servants on the other hand do not buy deisel
because they co not travel as much as these people and

{t would prove uneconomicsl to them.

|  One of the largest sing%: buyer of cais i; the

ernment. Last year the Federation government pur-
g:;:,dfab:“t~§§;sezrs«-rabout 24 of the total cars sold,
The government purchases the car for transport of ministers
and Biplomatic and consular personnel. Bearing in mind
the social status of such personnel the higher priced

”1 ‘,;:_&¢::,ararprafarrad.
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o 1 weuld first mention the offioce: ' <
"1"“*""@f’°¥6@3'vha;arn‘cemmisaionig§:;,i:x;;:ia,~
f”f‘?ﬂ 8ervice because of Britain's defence commite-
::21§Oxi?§‘§“trﬁﬁpa‘thﬁushservin;'in Malagsia are

dtisens of Britain and hence owe their loyalty to U.K.
They would therefore like to promote the eooncmy of their
eomtry eemseiously or sub=consciously and would
purehase a ear manufactured in Britain. British cars
furthermore are exempted from 15% repisteration fee.

This would further emcourage them to purchase a home

made ear, Dealers of Ford Company and British Motor
%:rzasttiea_gﬁtingthiz particularly ~-ke their appeal

to this greup,

. 'With Malaysia's emphasis on industrislisation,
manufeeturing enterprises are on the ineresse., These
enterprises besides using other classes of automobiles
also make extensive use of passenger cars for transport
of staff and !géds. The firne that can be cited as
examples are "Rothman®s® ~ hasz a fleet of 250 Ford
Angiia Bstate type of cars - I'sso, and 'State Fxpress'.
These firms prefer the Fatate und Statlon-Wagon type of
models, The trend having been set by these wall-itnown
firms other firms will soon follow "nd one can expect
these private enterprises to be major consumers of

passenger Cars,

Taxi-drivers, well=to=lo businessmen and
contractors would 1ike to keep their operating cosis
low gince they use the car more for business than for
family recreational transport. Thay wouldn't mind paying
a h;§§,131g131 cost and higher road transport license
fees as long as the deisel cars prove profitable to them.
As proved earlier deisel cars ar: cheaper over iong
distances, That is why we find a large percentage of
Paxi-drivers owning a deisel vehicle. Government and
civil servants on the other hand do not buy deisel
becauge they do not travel as much as these people and
1t would prove uneconomicsl to them,

One of the largest sing%; buyer ofcais i; the
overnment, Last year the Federation government pur-
'gg::dﬁ uh:éz-§?§ge§ra- about 2% of the total cars sold,
The government purchases the ear for transport of ministers
énd sg;3an;t1c and consular personnel. Bearing in mind
the social status of such personnel the higher priced
Iu*grgva;,,;gg'prsfarred¢ |
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Mcmt departments purchese ears for the
staff, e.g. The Roynl Malaysia Police
m ears ;ajm 8180 used for petrcl duties in

ms ?mmt just mentioned., This
type of cars, and these ‘Mrf;;“; mhzt:ugt:m |
type of ours, an ge are aging t ra
land Rover Jeeps and § ten Srucks because of their
clega esonony and grfomncc. They also could be

‘ : ving the conditions of wm'k of gtaff and

prefect a M, .cr uqa er tha muee to the pubnm

P consume r mi‘sreﬁeea the business-
- taxi-dp vm gnﬁ eontrastors prefer deissl vehicles,
firms amd business G!’Mﬁ&ﬁ@ﬂs and certain governaent
departments prefer the Fatate a of cars whercas the
;,atc Mmr likes to My the petrol sedans.




~ "A product is defined by most modern aarketeara 
ag the sum or;zhynicnl,and p:ycno{ogicalsati actions
‘the buyer receives when he makes a purchase.”l? Vomen
buy lipstiock not only to make their 1ips red but for the
hope of what it does to them and what it may lead them to.
Similarly passenger car users buy cars not only for cheap
convenient and comfortable transport but also for the
status that it gives them, They feel proud in owning a

particular car,
. Cars fall into the shsp§is8‘faadeate‘ ry -
defined as goods for which "the probable ain‘rggmm&kinz
priee and quality comparisons is thought to be large
relative to the consumers appraiaalignaarehing¢est |

in terms of time, money and effort".*> Time and effort
spent by each consumer is considerable. The purchase of
a car is normally a big investment for each consumer.

Too big to be just decided on the spur of the moment.

The consumers probably consult their families, their close
friends and might pay a visit to several retailers before
making a decision.

 The car has a high unit value. It i3 not a

roduet that everyone can afford, On%ybt?; middle and
yer income groups have the means of buying a car,

Thghéhgapest car in Malaya will cost more than $4,000/=-
of initisl outlay or on hire purchase teras. 0f course
. there are the expensive and luxury models, e.g. the
‘Rover' deseribed as the poor man's Rolls Royce is priced
at §13,600., Coupled with the high initial cost is the
high cost of maintenance - the annual payment of Motor
vehicle Road Transport fees, the insurance_fees~ta be paid
annnally:;abst‘gf fuel consumptioni tyre weary servicing

and repair costs.

2, Henry L, Hansenj Marke T B T TE N
11 3 .59QdY Illinois. & ¥0l, rage

+  ®. Jerome McCarthy: Baglc Marketing, A Managerial
13‘f‘§§,;?;-h. Richard D. Irwin, Page 202.




_automobile 1s cha recterised by high rate

; ,Mm Teohnical improvements in cars
&re an i item yearly. To increase their sales
E & re ars aly { ] mtrodncing nev models with
ight Seelnienl medifications, safety features -
élse yukes - a recent m«mdm aleo anti-locking |
brekes ‘hMM&GMWWM?WﬂWQ#);
,m mdmi and othcr facial developments.

mw_ tecbaieal complexity is mather feature
Very few car owners knov the workings of the
ine, Even if car users viah tg study the
hanisa they would probably take considerable length
‘ M to really master it., Therefore users of cars
sﬁush‘vt a problem when the car nade nwiei.ng, oil-
g or rey ;;r amma. | |

"my of pwehase far such preﬁnets is lw.
| 'Iﬁ m Mtd States an average car-user purchases a oar
‘onee n thr« years, In Malaya we are still a long-way

aff ’ reach such frequency of purchase because of

high ufit valae and high initial outlay. The per capita
4inecss in' a (about. $‘709 Malayan) is very much lower
tmmtef cmmp& {noeme in the United States
(82,200 US8.). arison here is between 2 different
dallars of two dlfformt eotmtri“ but still it gives ug
ab Mﬂum of the differences of per capita income.)

The dm.ad of cars is relatively elastic because
la.rso ‘number of car models available, the large
M 1t has in the congumers budget and the faot that
priece & muéemé vhen purchasu are made.

 awtomobiles are not standard products. The
sumber of Ford Models available ranging from low
o high vrl«d ones suggests this, Italian Flat
s

smaller ears to the larger

smm»ly ‘other ear manufacturers too
eﬂ by making one standard ear. There are
and Austins of British Motor



m Cortina dcdm ind engineered
. nn?ld in Si~gm n, 5"&”.3«

190 o.e. mgine et the Botate ert il
| Mﬂm me:tatamumhtshn ,
gm s n@x

m "‘J’ f“ m P € ivirz tﬁ‘m and te an

_¥ho look for perforssnce there are
s Lotus amd Cortinma 0.7, vith backet seats,
ey g Q ﬁ% gm ﬁg ﬂ%? ﬁ&? m

R W ortins ears t&em m Mr
AR Gt m? mm’ mmt‘ g' g .
pl, Zephyr b mim mm,; ) o

: e : ' ; : ' "' axie m&

am a8 anﬂmed ears froe Mstmlia ind Canada res-

pt;:ﬁvdy. | m fwmrna apr of British servicesmen is

o ef nll these models the best seliling ecar last
year was the Pord Cortina = abort 1‘790 sold 1in 196k in
lhmm. It alse bas been Britain's best selling ear

o me futm-o of the ears i3 that all aeqt
Zephyre b saloon are petrol ear, Therefore Zephyr b
micon 1s the only Pord car vhich is deisel and vhich
fuu.l mql. ta those who prefer deisel ezrs,

bina, Nrd M&m bas nev
" dise brakes, which give
SUraRCe es offer consistent,
free braking even vhen its vet. Deep-dish 'E“"mx
prevents driver fm being iml on steer ns
=n ¢n head- ,“ ash, also safety belt anchara,
d mrm ﬂdm vnh its mzhtly decreas

innmaum is the car ventuattoa aystu

;mthcf This ventilation system changes al
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iutm_thfmtmr compartment evers ho seconds, This
M siaieral que by Pord Company but other cars too

have such a t‘nm{ e.g., the Mercedes which has hot or

::1(! dr u tm ion uthm the paumser Wmt

L Tht car 18 considered economiocal wvhen com s'ed
to emx* Ford models mept Pord Anglia, It has a fuel
consanption of % miles per gallon and needs s«rvicing |
only enee every 5,000 atles,” The initial cost of Cortiua

deluxe is 56 $390/=. This s low vhen compared to
eﬁ!mr Pord models but ir considernbly higher than com=
petitars ears like Volkswagen and the Japanese Mazda or
Toyota, However it was Britain's end Mal yeia®s best
selling ear in 1964 and received Auto Universunis
"Intemuml gr hﬁi :ho mr’* amli‘er ;noutatmﬂtﬁ
performance, relia y versatility competition
around the 3urla. ’

Ford Certim 13 evailable j.n a2 rang
elve colours ~ some of them are Grey, White, 1ligh
Gr«n, ght Blue, Red, dark Blue, Yellov' ‘and Black.

Conaumr preference today ig for light celonrs -
Mtc, um bluc and light greena. They do not like
blaek, low or red., Some 6ar ownecrs are particular about
the eholce of colours becausc of the revent interest {n
colour and road safety. It was reported in the sutomchile
survey that there i1s one death every four minutes in the
world beeauss of motor car accidents, Road deaths are
also en the increase in Malays. Experts are of the view
that eslour of road vehiocles can affect the nuuber and
severity of accidents. Recent studles "suggested thz.zt
the eolour of an apprmching car influences a driver's
judgement of its speed of approach and may cause him to
nisealeulate how far away the vehicle is," "It was found
that blue and yellow cars are least liable “ﬁ’beeemae |
involved in crashes caused by misjudgement, This may
be cne reasan why consumers prefer 1ight blue or Bahama

blm ealw for thdr eaﬂo

,." o q'w*blished by Autoasbile Assoctation




; A0Ra. of shoppiag goods are

inZan _mmmuq af services., The

u‘ intq “l 0l nﬁ :?«::1" effort, t?erd ret 1§§'

| ﬁrﬁ. o ' mmr warraaty, vhichever is
any dmgc to m car due toqmtugleimﬁ.n:r " qovers

e A fn;e service is also offered ntailan
‘of M d 30 énys eredit terms sre afttgd to paurehasers,
ARD SRS t uz'uu provided by dealers is the

Such m-uaes are also offered hy competitors
‘Bome companies slso offer free ma a.nspm--
y €8+ the dealers in Volkswagen cars and

Of Nﬂc

¥, Ford wtar co. of mlaynia
- ony, ease of maintenance following
;u*m ey of market u uuon. Tho an agent of
Ford ef Australia, Britain and Canads it tries to satisfy
the varying vants of eounsumers tmu rec ram geveral
damnd schefules, Ford Zephyr b eisel is meant
for those who prefer spacious. deisel ‘ears. The Zodiac
u the Jcsum of British men in Malaya, Ford Falcon
Galazie for the weal who look for luxury
dr&vias also for members of Parliament, Cabinet Ministers
mﬁ ﬂplmtie personnel. The car uku a claim on
nomy too, Ford Cortina and Angelia for the middle
in come group. However Ford Motor Co. of Malaysia puts a
nev medel cn to the market whenaver the oversea manu-
fagturers have decided to introduce one.

 Market nmentatien policy recognizes the
existence of many gub-markets and undertakes to satisfy
tm» mb—mrkots h adopting the product to consumer
| aring that no two congumers are
ference for a different type

‘ ) thc Mﬁesw pmidu eaeh with tne

A his ml‘ 4 mean that the ewpany hu ta have
| mﬁdcrnbic produet diversification and an expansion in



Ebvwver thnugh consumere have
ths greﬂaesrs cannot meet the demands
8Te is no extreme case produet diver-
P ger tries to satiefy some of

" tisq. (Mot all eensuaara.)

| A_aarahandising foeuses attention on
r;nnrw tian e th 9tu r 3 P's of marketing.
; ad pogording $0 eonsumer demand Imt
shed in ths e%her 3 P‘s'w |

L '“i%#vér%atiaa, “eansista ef‘vxeﬂang a
neo BT soee 88 8 nunber of smaller
hmmuummummmmm;,
among important maricet segments, It is
attaita&u&&e to the denires of consumers or users tur
sore preeise satisfaotion of thuir varying wants.® It
'~"7;[]‘lﬂve&ves substantial use of advertiwing gnd
promotion, This is to inform market segments of thHe
ﬁvailahility ef goods or services produced for or
ting thsir needs with preeision.®

Fvianu tnnd to bs t eloser to perfectly com-
pﬂt&teva equallhainn "1 5




CHAPTER VI

o naxkstsers attea talk of form laeg and

goﬁuﬁm utility, Having dlscussed the fors Btiletr

hat is the product itself we have to consider the others.
“If time, place and poszsession utilities are not created
the egasaggr will be dissatisfied. He may be possessing
the preoduct at the wrong time or at the vrong place.”
?e make the consumer satisfied marketing men have to
yrovide the product already possessing form utility with
time and aeﬁ utilities us bringing about consumer
satisfaction.® . Autaaahzls producers have to provide
these utilities to the conmmers whom they wish to appeal
to. They have to selest the channels of distribution
bearing in mind their consumers satisfaetion.

; Where & Bowy Many? The Ford Motor Co, of
‘f#i37;.w7°f+ selected 1ts distributors in the urban areas
in Malaya, e¢ the map shovs a distributor in each state

of nhlayn exeayt in Kedah and Perlis.

..._.‘.«b

ind U

The Ford Motor Company has only two retutlers ——
in 8ingapore and ten in the Federation. This could be -
quite adequate since cars are a shopping good. The
whole-saling need for them is less - Ford has only one
wholesaler in Singapore. 8mall number of stores for
sach goods arm(cnaugh gince they only need adequate
representation in major district or lage shopping centres
near other similer s pping goods.

| ord has its retailers only in large urban
csntrts.. ;hiu 4s whers teachers, government and civil
servaats, businessmen and taxi-owners are to be found.,
rod th& cxisteﬁee of Btitish troops.
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ma:; ,‘@ be found in the state eap:ltals of the West-
Malaya. Other urban areas are also important,
These seem to have been neglected by Ford. The present
retallers | "Q,Ph?ﬂ has were established years before.
sompanies too followed similar pattern of
distritutina in larger urban areas., But since the
thaneac moved in a fev years ago they appointed retailers
vhere these es have hut so in the
cxu;::nk:;:trss i g:ta i:?nt Klaa and
nese ve en e ha sales
of thnix ears, This is one reason vwhy tgsaaalcs of
Japanese ears are on the increase. Ferﬂ has therefore
to consider sericusly vhether to have retailers in these
smaller urban areas. Other companies - dealers in Peugeot,
Mercedes, Volkswagen too have retailers in some of the
areas uhﬁre the Jaaanese have moved in,

i Ebﬁaver whatever number of retailers a eampaay
:2;::"‘ the ehannels of distribution of automobiles are
D Tl

}hmfaetm-era k Assembly in

in v.x..,mmna ._-__) Singapore & > Retalilers in
and Canada . Hhﬂlesalins | Malaysia.
for Ferd

Why? The product is exclusively
@ stributed through authorised dcalars.d This is %gea% from
aganih ture s vi oint. Most produeers prefer to
::;dlc thscuhnli distri ition job themselves. Control of
sales efforts espeeially 13 improved. Since Ford retailers

are few they can deal directly vwith them through their
executives at the assembly plant in Singapore. The pro-
duet requires extensive repair service. Exclusive dis-
tribation enables the manufacturer to train and maintain
repalr service personnel at a few exclusive distribution
centres = or the retailer may have to provide such service.

Ford Motor Co. helps the retailers to prwvide such service.

apan masufacturers have gone further than this.
ghny :::oe::nt engineers as Regident engineers in Malaya

who aid ths eonsancrs when the need arises.

”ara @f’?ﬂrﬁ ﬁars have a written agreement

wﬁthPthgiQ    §¥~that thsy are to handle and promote the

ekl -



Seremben have mhl‘ed the mtan r at mal

to have a hm m Scmbm who ln: tio ri a t to dea)
A etrivet bls outiets and's exam:ge
distributors “of | utlets 8 protec
ageinst m “tivi.t; of eouieutm at least 12 his
g::%::: be the competitors cannot meke use of hig

ﬁith a !'ev carefnlly selected distribeters the

m 48 in a better position to eontrol price and
4 sales volume, He is assured of a retiable |

ot with the emmsr protceting the good-will

eloped by his merti ng and product quality control
prmm. The 1ist price of Ford cars 18 determined by
rord Co, of Mala: ala and not by the retailers. The
discounts that retailers offer to the buyers of Ford
cars are also dmmmed by Fard of Malaysia. All adver-
tising 48 done Ford itself; largely institutional
aﬂnrﬁuag selling the Co. name - Ford, Therefore all
cwm gooavnl is towerds the Ford.Co,

' m exelusive disgriggtionda%remcnt d‘;o
udm uluns s¢s and the need for aggresgsive
elling mort in the charnel. Bettcr rolationship is
maintained between the retailers and the manufacturers,
The rwtai.lcrs and final users also get better assiata.nce.

mnrihutors are ulling to argue tc sueh terms
bmnm M sre aszsured of a constant and a dependable
source of supply. Distributors of Ford cars can always
get ears from Yord companies all over the world, In case
of Malaysis they obtain them from Ford of Britain,
Australis and Camada. Such dependable sources of supply
:nable the retailers to decreasc costs of maint
large meawry, tm; mdncing investment and storage
Wﬁﬂt o | , I |

| j_li, xg ty is a feature of a fw exclusive
41 st et ke m“m ‘g:iuspgei;ied territary there are no

- M -



, f J tim to thn Nt@llﬁ!‘” ,wmpg mg ¢ the
: snm on «dmilar models of ears, xr there 1s hig

ﬁ .
tve to encmme. & grosn mrgin, 1t

o matntatnteg o aemu ma  the retat
ées ﬁmﬁmw of supply so t - would m%”

im a m frea the wumu p&mt h a  or m.

rea of 70 square feet.

ldes o0 gia@ s&y ?@— W Be vould requi
s B ﬁm-&m ¢ large y&fﬂtﬁ EPatee
8¢ MS rmtix:z e@xts.

Larse stocks wvould vear heavy inwertment. Cinee
2ot saler are for eredit the retaller has to consider the
inflov of eagsh. Certain modelr Myve fast turn=over, c.g.
Forvi Cortina last year wans the best sel‘ling ear asg cwoud
to Ford Orlroxde vhich had only 2 re sales. Colour
preference of oconsumere is to be noted, light-blus, light
green M vhite sre preferred conm% %e ?arﬁ ers

vaintain 2 months at of onrs. In aiitiomn
meu !e 2 months stoew at the ﬁsﬁeahly plant, In all L
ﬁwm stwk of cars ir maintrined oy “ord¢ 2nd its dealers.

SRare Partss, Ao important question which a consumer has
redaxing 2 car {s vhether spare-pirts for the pare
tiwu Mcl are svailable o not, Car dgalers have to
zive an assursnce and to 1de the COn smer vith gpare~
rte and aecepsories. 51 spnﬁ-mr'ts may be recuired
ay eonsumers at wyttuanﬂatw se should
be available in sazller towns as wl eonsumer should
bave po 4iffieculty in obtaining vmreamrts. Ong reasan
Trtentty in on ?:ﬁ?" them.  Onc exiaple 1o that Che
&im«mlt mom g them, ¢ example 4s :
gt’ sard Isedella have Aifficulty in obtalning
epartes and thc e&r fcmﬂ a very lov seeand=hend
finee m eonsumers arTa motivated by a good
g w ging a cur .‘..t is all thf» Bore
fo resdlly available. In ence
P‘@rﬂ d@ er in Malaysia and &
stockists throughout Malaya




aaintatnrd';qed stoeck of nyare-partn.

Competitors., The major ¢ titor of Pord in Mal

is the aritlsh Motor Corposr :fcn The Corporation :{:a
has ite distributors in the major urban areas in ,

in faet retailers in the same towns as Ford. OUntil the
Jupanese moved in this was ths trend in ehannels of
distribuatien, The Japanese who are nov becoming a threat
to,Pbrﬂﬁhuvs‘dallﬁra not only in the state capitals but

; ' ' urban centres, example the distribaters of
Hissaa,ea:s are to be found in Alor Star, Bukit Merta em,
31t£5!é$fj?el§kA£§§&ﬁ Mentakab, Klaag iluaag and Batu

» Pesglde this tézy have dealers in cther urban
een%res where FPord and D.Y,.C. dealers are to be found.
Other continentil car manufacturcrs have followed the
Japanese and are novw having retailers in some of the

touns where Japanese dealers are to be found. The
Japanese have thus set a trend for other car manufacturcrs
to follow, Ford Motor Company toc hus now seriously to
couslder ﬁhnther to have dealers in other towns as well,

caapt——eT——




CHAPTFR VII

2 The priec that the cmmn are expected

to pay le 11st price. The list priee of Ford cars

ise ‘ m:m by the Ford CWX and not by the retallers

because the mt:ay does not to leave ocut the con-

mn mt ,af, i zﬁicing poliecy, The econsiderable investe

| t € the product makes the feel
shon .;d éc%emixm t ﬁrieac :

e Aa an mle of the prices dattmineﬁ by Ford
I ‘would quote the 1ist prices on Ford Cortina

Cortine Y-door deluxe $6,390/~
| coam Y~door super  $6,980/~
. Certina Medoor estate car $7,240/~
 Cortina G.T. $7,450/
Ford Certina is one of the lower priced cars of Ford.

Of course when compared to stiesw'models of the same cluss
it may be cxpamive. /competitors

ounts, mmtn are defined by MacCart

1i' fm 1ist price granted by a seller to a buyer
either foregoes some marketing function or provides
it for himself. S8Some disecounts are 'true' discounts
sinee they are actually reductions in the price due to a
reduction in something else. ‘Phony' disecounts on the
other hafld are merely reductions in the priece - perhaps
an unnm yﬁcc at that.,

Ml of Ford of Malaysia offer 10 per-cent
: """'"‘ta on tg?uat prices to buyers, These are actuslly
phoney disecounts. The buyer doesn't give methini in
returm for the discount. Evcrg Wﬁ ets this 108,
thamt&w tm prlu mat ha*w ed to offer this

- ks -



~ Quantity diseounts are also offs '

g;hu, vazmt{-tw«a 124% to 15% en u::;dp:{e:’ ™

“:.gunu customers to purchase in large quantities
e.g; y :ness firms, industrial organisations or govern-
xnm ths 7&9 parchase a large number of vehicles
L She game type. Since we have established earlier that
the 10§ discounts were phony, these quantity di scoun
are therefore mede wp of 'true' diseounts and phony
gizgaggzgz,Tha~trus~dltcuuntsarn only 24% to 5% on

sJASESANS are a oconvenient device for price reduction
(ro@ iist pries on & non-standardized basis. In case of
actomobdles buyers san obtain substantial discounts b
targaining vita sellers. The amount that they pay will

¢ less than 1ist price by the velue of the trade-in
acceptable to both parties,

; Trede~in service is important because userg of
cars after a considerable length of pericd possibly & or
5 yeays or evea more nmight wish to exchange a new ear
for their older one. Dealers in trying to obtain more
sales will have to provide this opportunity. This will
gain them a customer and an income and at the same time
save the customer a lot of trouble of seslling his ea
either through brokers or himself. |

Dealers in accepting trsde-ins will have to
consider vhether they d be able to sell a trade-in
car. Some models do not feteh good resale value and
there may be difficulty in selling those. Therefore
there 18 po point in making a sale of a new car at a
small profit and then loose it on the traded-in car 1if
it is not saleable. This is the main reason why dealers
of Ford do not acoept Japanese cars as trude-ins. Of
course this may also be to reduce the chances of accepti-
bility of Japanese ears among consumers. Since some
consumers consider the resale value of s car when pur-
chasing one and if a particular car do not fetch good
resale value people may not buy it., Other British and
continental cars have already established u market for
themselves but the Japanese have just moved in and this
is one way of keeping them out. HNot only Ford but the
dealers of Cyele & Carraige Co. Malaya Litd. too does not
accept Japanese cars as trade-ins,

. £



g-Cns % : taken for e
hereagh mm.aaum 13 ven wﬂ aloe
. the parties. ﬂ m i

8it from the eonsumers m ﬁa h m*
ide eredit themselves M
" w&th scme finsnce companies
m&t the consumer need.

' » Lled fe mén 1& uite surpris
my Mc M& altermative armmta ?lmm -
” £o moet the need for lmsgr ocredit terms, In
- 3 f‘;l’;{& i& Af ﬁé w ’ &Q& Ltéﬁ g@

~ Seech amgmts are gquite sdvantagecus to

By JThepre i2 less vork for their credit depart-
flealing wvith iowclees and instalment payuents and

ptadning reeords. The denler uill havae less finsne
robloms, He vill obtain ensh for the sale within
ys either from the buyer or the Finance Corporation.
halps in the finaneing of iaventory and operatir

'hey oan maintain mfficimt li@nﬂit? to mee

‘T‘M m'cﬁasrr denls :ith the Finance Cco ation

"arthnmﬁ!.tadvm ¢ given to hia, He :ag
me-pagment for 2 m and obtains credlt for

rest extealding over e period betieen 6 and 36 months

paying a . rate of interest for the period cowered.

o Mler saeb ..rwmts also ~educe
bad~debts., saves them the trouble
back cars from cusioners 1f their sccomts
thne avoiding consideruble ancunt of Jll=-
’ mmm ere left to the Finance Corportion,

ﬁwe é%!ere vho are not mxm by
' m rticularly the dealers in Japanese
fino ﬁ,einc of Mt anfl as =uch



are nrupaxtﬂ tn face the difficults ot
‘wiaa !ﬁ hﬂ*5‘ h¥gtﬂ§ eﬁrreratiaﬁ;,.s thi would athern

TN g ¢ 2 'ffan e:r; dcyends‘§%

lov tumm-over than those with high turn-over. On the
age @ retailler reported that the mark-up is usually

‘[\ﬁ35f)¢f thﬁ 1ist priéi.

| exists whsa gaaafae.axﬁgs set

' article to the Jobber or wholesaler and
fix  ﬁa§%&Hp for this trade. This means a fixed price
to retaller who again must sell at a fixed price to the
congumer,” sseessscce Digseounts for cash, ste, are fixed
and rebat'" rough premiums, gifts, deals* ete, is

!ha manufactursr tries to sell at a higher level

agh aale ries maintenance, Instead of selling at
a prict tg;Ql as the demand and supply
equlliharnn g eats
nannfaeturer sells at the Frice .

rice P, but a greater ; pt
qaaa ty Q2. This is p S
achieved by shifting the ‘ N //
demand eurve tareezh | N
advertising and promotion. ékmww&_;,FW;K

Resale price maintenance I

doesn®t mean that prices dc not : e D

change, Prices do change over a L

period of time but frequent price S
changes are against the system. 0 [ 7] Juantity
Price ehangss are thus slower.

ord Motor Company of Malaysia follows = o]icy
or renale ;rice maintenance but it is not 2 thoroug
going one as defined above for essentizlly two reasarst
Fir7  becanse desls are allowed Discounts offered by
. retsilers are more than those fixed, as a result of the
trade*ﬁﬁ ﬁaﬁl between thafretailer and the eonsumcr.

CURTIS. Some A f"“ of Ressle Price Nalntenance
17. g;:gaianrhaﬁkef'ﬂ5~Pra’ ems.



are prepared to 0 face the difficul :
‘1"f" ~9”F* h! the cbrporatiuasfltg th:t would other=-

afhf  ih§ es profit nar on eafs de
% AL pends on
| ] of mod It would dc frerent for cars wdt
ig:;:uﬂn:a::r than thnsttuith high turn-over. On tgi n
tailer reported that the mark sual
10 = Si'or tha 113t prina. riup 13 1y

g  to the ;abbgr or wﬁﬁlasgler and
R -up for this trude. This mcans a fixed price
ailer who again must sell at a fixed pricc to the
Pe"essesaceesDisgounts for cash, etc, are fixed

mg W Wﬂma gifts, deals, eto. is

‘Qhe ananfhetnrer tries to sell at a higher level
;!lalc price maintenance, Instead of selling at

and quantiig;Ql as the demand and supply
equxlxharan suggests
aaaufacturcr sells at the ’rice .

rice P, but a greater s pl
qw J o‘ This is D ' ’t"
achigved by shifting the : " //~>
demand eurve tareazh ; SN
advertiging and promotion. §km_ L/
| P- e 1

Resale price malntenance § ~.
docan't mean that prices do not & D
change. Prices do change over a t Lo
period of time but frequent price -

changes are against the system. 0 Géwqwqéwwﬁﬁéhfity
Price ehangus are thus slower.

Ford Motor Company of §§l§YQi8tr91%§ws a o}icy
ce maintenance but 2 no oron
of‘reg::: i:id:rinsd above for essentially two reasars.
First because deals are allowed Diecounts offered by
retgilers are more than those fixed, sas 2 result of the
imde-ﬁ.ﬂ éeal ‘betveen the retailer and thg consumer.,

Maintenance




ndly Fbrd Motor Company has fixed discounts
quantity discounts vary between 124£ to 158.
1@2 considerable azount of freedosm
to,afrcr‘#ighar &1acount rates even to purchasers ef a
single ear, t only in case of Ford does this happ

but also in ease of other eompanies. One of the le-
salers lained that retailers sometimes offer greater
diseoun han fix

ﬁnﬁ ua: of averenniag this is by taking
cdileetfvo aetien i.e. the Automobile manufacturers
to form an a;aaaxatiea and fix the discount rates at

one level so that all the retailers - be it of German S

or 3xitish,cars = wvill offer the same d1sec
buyer. '

aétlt tﬁ ﬂ@rg’

e Hi%ﬁ raaaia priee naiatcaanﬁe 1in Qserntien one
wvould expect complaiuts from consumers because they are
‘oreed to pay a E::r price than they should pay for
. ””wf*‘ Bﬂti vriter did not gsar or read of any
int 8 during the period when he was engaged in

eon«tugeu for the study possibly beecamse the
mmers are net aware of such a system in eperation.




- CHAPTER VIII

o Bosidu makin good product availabl to ,
congumers at a rusonahfe priee, cers shoulg inform
potmual customers of the marketing mix of product, place

and price. This is Aaccomplished by promotion vhich is
d«eﬁnf 88 “eay method of informing, ersuad or remindi
CONSUMErs ..ess about the marketing nr 'ing which has ne

bom ataabled b: the mrkeuns mmger.'? i

M ebjaeun of promotion §s thus to inform,
persuade and remind consumers o? the availability of the
produet. But prmtim eould alw be designed to meet
coupetitors moves, to pave the for salesmen, introduce
the produet to a wider ‘market or to keep the name of the

pany before the consumers. All these try to make the
dmm‘ eurve inelastic and or to push it to the right tmm
immdng alu and obtainmg a etter price.

| Pmtim dcpmda upon a number of factorss aize
of the eaw is it a large or a small company, has it
a lmg history or has it the financial resources "to meet

‘seale promoticn. It also depcnds on the type of
p uety, 48 it a convenience or a shopping good. 1Is it
neant !’w the mase uarket or just a few consumers., Thus
cmemtrauaa of the market 1s to be considered as well,

eougetium too i2 important in planning and
Mn{u e promotional strategy.

?nrd Motor Company of aysia has a 1 history.

It was e stablished way back in 19 Since then it has
been an important company for sarkating cars, smce people

lace good faith in long standing establighed articles many
g company relies on its good name ~ Tiger Balm, Tiger
Brewriu aad ?mur & icave rely on their gooé names,

m @f ;,—i—,:}

- 3 afia-is also a lzzge c&pany dealing
in ws ef md e!‘

ln, Australia and Canada. It has

18, .;mnom E, McCARTHY. Op‘cit., p&ge 430,



‘the fimaneial rescurces to undertake promotion on a
¥lder matiooal seale. Purthermore it san rely e

erseas Pord companies to g 1y 4t with some sdver-
uqu. ; ‘ m 4 ; | some adver

| Automobiles as classified in an earlier cha ter

ereyalhazpln¢~fzod., Promotional efforts should be P
designed to facilitate comparison on price, quality and
produet festures, Also designed to inform the consumer
of the availability of the produect. National advertising
1s used to presell such products, The more effective
the preselling the less need there 1s for personal
pelling. However for automohbiles aggressive perscnal

11ing is desired not only for informing but also for
persuading consumers to buy the product. Since sales
of shopping goods are influenced by personal selling.

If consumers are widespread a mass appreach is
necesgary, Personal eelling here is time consuming and
wasteful in wnit cost, If customers conceantrated in one
area then personal selling approach. S8inece the potential
buyers of 6ars are found all over Malays a mass roach
should be used to inform and persusde Consumers that the
produet is superior to others and obtainable at bargatn
‘prices. Also noting that urban areas havcogreatcr poten-

al and that the product is a shopping go retaile s
of cars should have a strong sales force on their pay
sheets, or they should adopt any similar method which
would single ocut a consumer and then inform him of the
product and make a sale. |

| Iz planning a promotional programme business-
men should bcyivarcngf'te activities og competitors.

By appraising their promotional methods they could find
out thetlr weaknesses and their strong points thus halg}ng
them to build up a successful gramme, Of course they
have to appraise their own methods from time to time as
welle |

n_of i'& - rtising Medis

" The main form of mass selling utilized by Ford
.a?1vww£p:s‘aﬁiertisinx'vhiah_ia,dafined as any method
. pelies on the use of simplified messages, addressed
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mass commmieation, to per:nade the o addreased

to tske actions desirad by the adve ,,,,’lg

| x~a¢.;g‘eharaeterict1es are thus ‘Sinplirieathn,
lity and persuasion®.

e Thﬂ aadia that could be used are ma azines and
D w: ;;9ut-daer signs, motion pictures, direect )
ling, store signs, radio and television, mtalsgs
_ﬁ_es and rafereneas. Through some of thess tﬁe
ARy reaches a larga number of potential customers.
I% ﬁtili:ﬁa national newspapers with a large circulation
Cole the Straits Time with gertified sale of 135;@60
dq11g ! ya and Singapore. The Nanyang Siang Pou =
the h&agaa Bational daily. This indirect method is
aég ,zfgag company to bring ocut the virtues of the
with the hope that consumer action ﬁill be affected
whan hﬂ 13 rsady te bay, ‘

Direct mailing is another pedia uaed by Ford o
Canzumeru after baing loeated are sent eatalagncs and
ets for obtal immediate | action. To
fo owv-ap salesmen meet the po al ocustomers who
have regeived zuch udvertiscntntl, eatalagnas are also
handed to potential customers when they make enquiries
about a particular Ford car.

o ?@rd doesn®t use the Radio, Television or
Screan acvertis a{ Talevision thayaia still doean't
provide eommerci grammes. Radio advertising is
congidered not anitable by Ford advertising manager

though it will a to eonsumers thro haaring and
the bemefit that ord could acquire would be to project
its innsn te the pnhlxe.

B ?s;mw 'Wuwx—a of Ford are making extensive
nse of sereen advertising. i'ha d;;l:r:ngf:nritish Motor
PHOTS are an example., Fia apanese car
cgq_v_ﬁian“egr an ﬁ&véatisinz beside the use of

e _pgrn, naanzines and catalegs.,




lalayela Takes the solc recpamslibility for adyorbin

and sales promotion of Ford curs, Tﬁe'r{tagltrs?zic; e
provided with catalogs and pumphlets for distribution

and all national sdvertising is done by the company itself.
This 4e because of the desire of Pord not to leave out the
congumers from its promoticn:l efforts., ~8 the product is
exclusively distributed it is in the intcrest of Ford of
M:-lnysia to finance at least in purt or most of the advertie
sing so as to develop socdwill townrds the company. It
mastglsp_hsl¥ ﬁ3tablish,gaedwill towards dealers, This

is more important considering the fact that cars need
servicing, fueling, lubricating as well as maintaining.

. Advertising matsricl is 2lsc provided by Ford
of Britaein, Australla and Canida., These coupanies wish
to promote the sales of their cars which are assembled
and distributed by Ford of Malaysia. The British Company
provides catalogl,an Ford Cortine and their other models
thus assisting the dealers in their promotional efforts.,

~ The dealers do not advertise for the cars that
they are retailing. But each of them mzlntain a number
of 'sakesnen for their szles promotion. Thus it is a
concerted e€ffort on the part of the manufacturers, vhole-
s ler and retajlers En‘pramotigg.thersales of their cars.

i
*

".,....
ertiging Budget, Marketeers and advertising manapeie-.
owing there 1s a rclationship between sales and adver-
tising are very intercsted in the amount they allocste
for 2dvertising. S:les increuse vith the amount spent
or. 2dvertising and advertising managers often have a
problem of how much to allocate for advertising. The
amount allocated could be decided by the well-known
pereentage of sales method, i.c¢. applying fixed percentiges
to past or future sales, or by the Task approach - setting
up objectives;,Campﬁtitlve Parity approacn - noting what
competitors are doing or listly, using all available funds.
Ford Motor Company declides on the budget by the Task
Approach method. This is an objectlve method of deter-
mining advertising budget. The company sets a definite
objeetive for specific advertlsing rrogramme in terms of
certain percentages of task sales, The company has decided
thatitgsnging,to maintain 12.5% of the market suive af
automobiles in Malaya and Singnpore throughout the yoir.




Hiththieum 1t set hide a certain sum for sdver-
tising., Last year it spent between §180,000 - zzco,go
“ﬁﬁﬁ"’tiiﬁﬁgaﬁﬂd'*1¢¢,¥ra=ot£aa~nlens"Pansxbly»a'
aimilar amount would be spent this year, The Task-
approseh has og; nri::t{stdi;:dvagtag:i i.e. how 12 the
company going to translate it | ' ,

nqﬁim, m- m«mung.e e o\jm ve to mrwcmt

) MRS R w ; ?ﬁrﬁ Automobiles are exelusiv GI’ dis-
category. The consumer spends considerable tgae in
purchasing an automobile. This would mean that the ,
consmumer must be informed of the place where product is
available. If one were to study zdvertisements by car
dealers one would note that this is given prominance in
the ads. Consumers thersfore find it easier to locate
the dealers. Pord. Co, too in thelr advertisemente
states the addresses of their dealers. S

o Service and spere-parts are two considerations
that precede a consumers cholce of an automobile. Con=-
sumers must never fcel that they will be unable to obtain
either of these after they have purchased a car. It is
therefore the duty of the advertising menager and the
marketing staff to help the consmers overcome this fear.
This 48 done through advertisement and the Ford Motor Co.
occasionally i.e. between other advertisements, informs
the consumers that spare-parts and service are available
at their dealers. |

" pear of aeccidents and consequently denth is a
grave conearn to some motorists, Safety equipment in
asutomebiles might satisfy their motive of self-preserva-
tion., Motor car companies therefore advertise gafety
features pped in their cars, such as disc brakes,
deep~di - stesring vheel -Meﬁ revents driver being
impaled on steering colusn in he -on-crash, safety-belts
tmproved visibility, aati-burst door locks which do not
fly epen in crash and other safety features. ‘Ford Co.
too proudly states in its advertisements that Ford Cortina
ately strong and rigid body shell, a sure
" er of dise brakes, crash padding over faeia,




. Some consumers laok for distinguis feat
;éﬂ,thtirigari«that wauld ve them pridszgi gig:rsggp?ras
lzke the nev facla and the nev a ar;igrczcaizgagi wbi

v aeroflow ven
pravanta ear siekness and ruffled hairudo of 1ad1:§. o

‘ Ratioml mtives to some ers are imp
They prefer economy in purchase aadbgn dependability
and durability. L er« smt: for Fbr& CQrtim state
this belief in economy = "low initial cost, favourable
H.P, wﬂ insuramce rates, low runni costs with a touring
1 cons ‘enag: :zos“ F'.Gi£ a%g iixgdm r%fe; ?grd Service.”
« abildl! ertisements state | es
has baen used to build the Cortina®, equipment

rtant,

- %&l& laak for economy %ﬁ rsuahintg
Gthﬁi‘ﬁ ﬁm look for erformance. Motor companies in
order to prove this enter big time racing, Bs’f
of their ears look for personal glory, compan |
project their image and that of the perﬂ:mnee of their
ocars. When a Yolvo driven by Kenyains won the Safari-ruce
in Africa, metor-car dealers in Malaysia advertised this
in all m national newspepers. Similarly, Ford Cortina
had achieved success in one of the events or mlgsia
Grand Prix and this vasogroud 1y advertised by Fo

~mypart of their boast porformnce for their car,

Thasc are some of the advertising themes that
are presented from time to time In the advertisements by
car deaslers., Of course all these cannot be presented in
one afdvertisement since advertiging relies on simplified
messages and on mass media, One of these items could be
stressed from time to timc and gussib ly all could be
statod in thnir~cat¢1&gs di stributed to potential customers.

(ma other advertising theme 18 institutional
and product advertising. Ford Motor Co. of Malaysia
relies beavily on ins tuunnal advertising. The name
*rFord" is nmmtaé clearly in every a&veruament.
~ This me of advedti tries to sell the name of the

company and develop 11 towards itself rather than
* m "éulu's. The name and prestige of the company are
gonsd ﬂmtiam.
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of large ‘ : X A0 Juite tomaom n.
 of U5, s been relying mMn. |

“nllow & mnw ngtitutional advertising mu -
-xclusive éiatrihrum of their product just as Pord of
snlaysia. The eompanies reserve the right to terminate
the exclusive di'stributim agrmt ms muld tberefm
try to develop goodwil he company ra

deslers, If goodwil dﬂelwed 1s tovards the
the dealers mg a stmg case far mintaming M
Xéhﬁiﬂ'% $a.

- Pro ﬁ, uet mmzsmg 1s selling the name of the

sendnet chtaiming eonsmmer loyalty for the product, In

e of Fﬁﬁ Cortina, Ford Company advertises iis special

'5’111;1,“5,'?‘:.11‘88, its nmrior make when compared to other models
7~ the m ehss.

- Prudnct adve*tiaing is of three types - pioneering
f‘fh&‘ﬁ.&iﬂ competitive advertising, and retentlve
| ‘ve'tldng. Pionuring advertising tries to establish
% *im demand -~ "informing about and selling 2 product
tegory rather than a specific brand”. This type of
| wmm is used in the introductory stages in the

1ife 6}'318 d’ tu W&

B jtive advertis=ing tries to stimmlate
~2lective da semd, This is carried out vhen the product
tas reached mmt grovth and maturity stage. Alm 18 to
i*vertise a specific brand rather than a gencral produet.

: bile advertising is of this type. <~he vzrious ecar
«’;Ex::.u try to poin% out the virtuoes of the product.

tiva advertising i3 done when thne produet

5 mM m:ﬁ market decline stage. Her< the product
name 18 put before the consumers. Thng the various exr
snies try to pid for consumer patronage by varicus

> rpand . o gtyle and comfort, elegent
; Zo’;:l'bgitz;f“’ ”'t. :ggay ervice facilities, ease of
Rt ed -parts, even by selling the name of the

TN g emet 41s of tm ads will depend
spon the spe ﬁ,e @Meetivea. "

s



b A -qul ‘
| rthy staten mt m
hs m nl;mz auvn.; L) 1%,

-Large comp rtimlar mtmhah mim
fauwamuyof“ ﬁmmgﬁ because of
exclusive d&!&tihﬂt&@ﬁ of their produect , ag Pord of
Malaysia. The ecompenies resemve thm'riggg to terminate
the exclusive distribution agreeanat and would therefore
try Vto, dgnlu goodwill for the company rather than the
gh G' 1.5 cr? h:::dﬁ% dwclopoﬂru rds the %ulars then

deal a strong em or mai tm heir
exslwga ﬂﬁk& ¢

-

o Pwadnnt &avsrtlsiag 19 selling ths aaae ef tha
pmdm obtaining econsumer loyalty for the produet. In
cate of Ford eartina, Ford Company advertises its special
features, its superior make when cempared to @tber models
of the ma elass‘ :

Produet advertiaing is of three types - pioneering
advertislng competitive advertising, and retentive
admrtiainc. Plonsering a&vcrtising tries to establish
primary demand -~ "informing about and selling a product
category rather than a specific brand®. This type of
advertising 1is used in the introdnctory stages in the
llfc cyela cf thg prndnct.

CGQpetitxve adve"tising tries to stinnlate
salecttve demand, This 18 carried out when the product
has reached market growth and maturity stage. m iz to
advertise a specific brand rather than a general produet.
Automobile advertising is of this type. The various car
cempanias t:y to point out the virtues of the product.

| Retentive aﬁvertising is done when the product
has reached the market decline stage. Here the prodnct
name is put before the consumers. Thus the various ear
companies try to bid for consumer patronage by varlous

appeals of safety, econ style and comfort, elegent
lggkn, better m&.‘lt anga{srvice facilities, ease of
obtaining spa «pnrts&t even { selling the name of the

company. Howew ils of the ads will depend
Mﬂa ahjceuves. )




A8 1s meant for consumers who
: emﬁnﬁnm‘f;&‘:;?bnh m‘
mm?' 4 um t&ngnagg:, g‘;ﬁd! superior to the one
automobiles. g likely in the case of

Advertisin- men should the
the reemt cmamx, refore cater for

s @mﬁée? &e ms;hiuty that th *diﬂmt

ymmr may turn to advertisements for the product

Pt xfeham in seareh for mfemuga to confirm his choice,

thus , r‘miziag an important and lar ‘301‘11

unrecognized role 1n bzs g to create satisfi archasers.,
8 are designed for recent bnysrs.

it buyers to mé Bore cftm than

, ' m mertinr by eateriag the needs ar recent
hn:cn ,m reduce dissonance, brand loyalty may be
ed and if so the reyurcmsc rate may be

1nerea né .

SR Btudin conducted by marketing men and researches
reveal mter readership among recent automobile purchasers.
"Starch has mentioned that readership of automoblle adver-
tising tend to be 20§ Mgher smong ovners of a specific make
than among none-owners. ¢ Ho Brown has noted that 90§%

of the people who had reccnt y purchased a Ford read Ford
advertisement, and Emerlich and others have reported that

45% of new car cwners read advertislng referring to the o
mkc mm, as cwpared with 41€ of not nev car owners.

N Advarumﬂ cannot neglect racmt rchasm of
ears, Unfortunately Ford ef Mal ysia doemn®: deaign any
a&verﬁmg far the rwent bayers. |

mtmhilea are sald primarily by
A pferml pmsmtaticm 1s t&e best

fames E. Engel Journal
‘ VOIWQ 27 fﬁu., P&SG 550
21, - Ibid,




 communication, Since each consumer can be

eated individually. The salesman kmowing the individual
eonsu t-innwlttllp« §;w1dt,rtng: of n{ s both rational
and emotional, He ecan answer t,'qnnS)i‘ s of the poten-
tial customer and help to remove some of the doubts and
fears if the customer might have regarding the product,

A potential buyer of a car doeuﬁ't make a hast
decision as f: which car to purchase. He will need ha{p’
gigpgniéagse;tn;ais‘ehaicct Salesmen can provide such

. Since personal selling iz very important for
automoblles all the retailers of Ford have a number of
salesmen on thelr paysheets. The number of salesmen
employed by a Ford retaller depend on the market potential
and on the area he covers and on the range of cars he is

dealing with, Of course Ford dealers deal with the whole
range of Ford cars. Bat retaillers of other cars may deal
only in cne particular model while others might deal in

| A dealer of Volkswagen cars in Seremban has
fonliia,anlcuncnbeeanse he deals only in the Volkswagen
beetle ear and Rover. Another denles ir. Seremban Wearne
Bros. Ltd, bas a sales force of 15 because he deals in a
vhole range and therefore he has 8 larger nunber of sales-
Bef. o |

Personal selling is particularly important in
case of auntomobiles because of the high,percentagc of trade~
ins, The older car has to be examined, test-driven and
inspected. Most important a resale value has to be set
which is agreeable to both the customer and the retatler.
Because of this -4y business - a customer selling a
car to the retailer and the latter selling his newer
sodel to the former - personal selling is of considerable
impertsnce. Sometimes a sale 1s not accomplished because
a consumer may be demanding a $100 or even $50 more for_
his clder model. Mach depends therefore on the personal
appeals by the sales manager in concluding a sale.
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dseg (Service provided with product)

te up 1, B8TVACEs affered by dealers can inflnenee th
sale of their product, A consumer might find it alfioult
tqlanke,a~ﬂee&:iqnibetwggn one car and anothsr, The ~
mm :tfm .:y cb‘ gh‘ d'eigiﬂgdfactor. Thus services
motives of consumers. onsidered one of the patronage

~ The services that could go with the automobile
are swarranties, that give an assurance to the consumer
of the Nﬂﬂygmiaian of credit, free-service to the
cary provision of insurance, engine inspection and repair
service. Fxsmples of services provided are the 17,000 mile
Oor one year warranty., This guarantees ths quality of the
car und covers any damage to thc ccr due to natural causes,
gsis,a&sarea,thafc@nsﬂaer ef;the quality of the product,
“arranties are also provided by eomgeute:s of Forde
Yelksu:fandealtrn rovide a warrsnty for 6 months or
59000 miles. This i1s similar to the warranty provided
by Japanese car dealers, There is also a.l?,ogc mile or
1 year varranty offered by Wearne Bros.

Demand for credit i1s a feature of car purchases.
T“ither the retailer has to provide credit or that the
consumer has to look for credit from elsewhere. .hereas
Japanese car dealers frcvide cradit to purchasers them-
selves - British (including Ford) and German car dealers
leagz it to private financinl corporations to provide
credit,

Since it is a regulaticr thet all cars have to
be insured, the dealers mmst ma%c it a point to provide
such service. Dealers of Ford act az insurance rigents
for one of the companies and at the same time provide
insurance service to customers. This is in line with
other dealers for exaﬁgla, Asin Motors act as ugents for
China Insurance Co, and provide such servicc to thelyp
purchssers,

Purchasers of Ford cars are free to choose
wvhichever insurance company they prefer if they are buying
a ear on cash, But 1f on credit terms then they have no
choice but to accept the insurance company that is
suggested by the dealer. ~

- B0



Pree car service after 3,000 miles of ruaning-
in is another service provided by fnrd deslers. B.M.C.
car dealers too offer the same service, However som
car deelers do not offer free service but free engine
inspeetion, e.g. Champion Motors Ltd. which offers two

§§;a55a¢1n0 inspections - cost of each 1nspeetiea is

‘ e of Srah-im u.ulr 18 anotber form
af scrvice ;revidad though after repair and overhauling
the dealers can seli the car at a better price, lNever=

theless they have to provide such service to the aanauaars' .

to save them the trouble of lookin
o or thrﬁagh other brokers.

g for customers on their

- In promoting sales of cars therefore dealers -
have to consider mass media, i.e. advertising, and personal
seliing. Alna services bave to be yraviaté to aypcal to
the patro V mattvas of the nansausr. o




M¥alayan ear imports have been increasing frm year to
year md at present there 1s a demand for more tasn 15,000
2 'r by the States of Malaya. The increaging
demand for care is because of the increasing per eapita

;meeae.. _But the per capita income fliuctuates from year
to year bocamse of ﬂue 1ating tin and rubber prices and
this affecte the demand 1Or cars.

mum ears satizfy the bulk ef the émud
about bhog r but thiz is now on the decresse because
of the mﬁ. n&t 7w13 from the Continental countrics

but also from Jepsn, Sinee the last Tive mars Japm s
been ﬁuﬁi‘k{ capturing the market and car imports from
alone in 64 amounted to 177 of the total rig.

hie i f\mm.te of the faet that British
onr ‘ were the first to enter the market and
zim then &an baw lu);gcd to maintain their pogition
by the protective the British, Fven nuw they

are st1ll at an advan beeazme registration fees on
tbe&r oars are only 104 ca?mr to the registr-tion
fees on other cars. which pay 25%.

eonsidered

' Pord selling British cars has/all this while
fnoed competition only frec British Motor Corporation but
nov 1t has to face the additionsz] competition from Jaw
too snd the Japanese are slowvly but surely gaining = bigger
Md’tﬁam&sﬁ they bave to face certain

advantages - ene the late entry into the market, a Im.*
mxe valne for their cars and | roblem of butlasn
ammpmmquofmm

cars m 9% of the total cars
. ﬂwﬁagm £ m}L market for these is
‘ . but neve less {mportant, More and more taxi-
ahe used now are Msﬁ. Mvate businessmen and

mtmetm tm Mar m«.

m are Varim mmm for the petrol
} sub-markets range from the M#& class lwxuary

-a-



models to the lowepriced sedans, There 1s also th
demand for the Bstate and Statlion-wvagon type of ms by
Gpores car enthusiast form a separate market.,
Any of Malaysia produces cars for the |

Probuend s obt Tor e’ pperiamees b b
masn U pro@aced a car for the sportsman. This sub-

arket 1s entirely left to the other companies - the
British Motar Corperation and the Mercedes Bens. Perhaps
the Ford Company found the demand for the sports car
notmlarggrensug~,ror them to warrant the production of
2h:p§rtstear. It xay not be economically feasible for

Consumers of cars are to be found in the urban
areas which are the sdministrative, commercial, cultural
and soclial centres., Incomes are h!gher in the urban than
in the rural areas and Chinese and Indians have higher per
capita incomes than the Malsys, These are the reassons
vhy ot® finds more passenger cars in the Western States
of Malaya. These states are still the major potontial
areas for cars. The Ford Motor Company has considered
this and the existence of the British forces in the urban
areas along the west coast in selecting i{ts channels of
distribution, It has dealers &n all the capitals of the
“tates except Kedah/Perlis where there is a large rural

Malay population,

However ] consider these dealer points inadequate
at present., One reason why 'he Japanese have captured a
large share of the market ls because of thelr sales drive
in the smaller urbau town® ar well, 7They have established
rctailers in towns where there were none before, Other
companies are following their pattern but Ford compan¥
5til1l has its retailers in the State Capitals. Maytl
Ford considers these dealers adequate according to its
policies of which I am not informed.

To promote the sales of Ford cars lhe company
hos utilized mess medla - newspapers and periodicals,
It bas not utilized the radio or the screen. May be the
companies advertising manager feels that sereen advertising
and radio advertising are a2 waste of money, But I believe
that sereen advertising would be effective. It shows at
once the style and colour of the car. The effect of what
the consumers have seen, and heard would be far greater
than the effect of newspaper advertising. Other companies
are employing it, e.g. Fiat cars are advertised regularly
on the screen. o



' As stated earlier poat—paruhaso‘aévertising

is an important pert of advertising, To maintain
'“r:ﬁwaer~t&tiataatian,andgthsjl_ﬂ ity of consumers post-
purchase sdvertising is impertant. This has been

negleeted by Ford. I bclieve that the relationship |
maintained between dealers and consumers after a fgrchasc
through servicing and other services provided is in-
sufficient, This good relationship eould be further
-strengthened by post-purchase advertising to these
people. ' o |

-
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