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Product development: Case study of DogNTag system for
lost animals

Abstract

Relevant theory was studied in order to provide basis for analysis of the product from
various perspectives. Desk research related to lost dog recovery methods was conducted and
statistics related to dog ownership were presented. In particular, theory of product
development, project management, marketing strategy development and business plan
writing was studied. Technology related to analysed product was also studied.

Different characteristics of the product were described and analysed. Quality of
physical product and disorganized marketing activities were identified as major
shortcomings of the whole project. Solution of physical tag quality issue was found in
collaboration with suitable manufacturer of the product. Opinions of potential customers
were analysed based survey conducted in form of questionnaire. Absence of phone number
printed on the tag was defined as one of major shortcomings of the product. Based on this
result, VOIP based service was suggested as solution. Expected costs and revenues, as well
as potential profit were presented. Possible project implementation was presented from view
of length of implementation and volume of labour requirements. Potential for further
development and suggestion towards decision on project acceptance / cancellation were

presented.

Keywords: product development; marketing; lost dog; business plan; improvement; dog tag;

NFC; mobile phone; customer; DogNTag



Produktovy development: Pripadova studie systému
DogNTag pro ztracena zvirata

Abstrakt

Relevantni teorie byla studovana s cilem vytvoteni zékladu pro analyzu produktu
z raznych perspektiv. Byl proveden sekundarni vyzkum tykajici se metod nalézéani
ztracenych pst a statistiky tykajici se vlastnictvi pst byly prezentovany. Byla nastudovana
zejména teorie tykajici se vyvoje produktl, projektového fizeni, vytvareni marketingovych

strategii a psani podnikatelskych plant.

Rizné charakteristiky produktu byly popsany a analyzovany. Kvalita fyzického
produktu a neorganizované marketingové aktivity byly identifikovany jako hlavni
nedostatky celého projektu. Reseni problému s kvalitou fyzické znamky bylo nalezeno ve
spolupraci s vhodnym vyrobcem produktu. Nézory potencionalnich zdkaznikd byly
analyzovany na zdklad¢ dotaznikového Setfeni. Absence telefonniho ¢isla vytisténého na
znamce byla identifikovéna jako jeden z hlavnich nedostatki produktu. Na zaklad¢ vysledki
byla jako feSeni doporucena sluzba zalozena na VOIP. Ocekéavané néklady a vynosy stejné
jako potencidlni zisk byly prezentovany. Moznéa implementace projektu byla prezentovana
z pohledu délky implementace a poZadavkli na objem prace. Potencial pro dalsi rozvoj a

doporuceni pro pfijeti, nebo odmitnuti projektu byla prezentovany.

Kli¢ova slova: vyvoj produktd, marketing, ztraceny pes, podnikatelsky plan, zlepSeni, psi

znamka, NFC, mobilni telefon, zdkaznik, DogNTag
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1 Introduction

Modern technologies are becoming cheaper and more sophisticated year by year and mobile,
digital and contactless technologies could be found in innovative and unusual solutions. The
idea of smart dog tags without any battery or active element brings contactless technology
to relatively stable field, dominated by classical dog tags made from metal and by
microchipping. NFC based tags capable of being retrieved by standard smart phone, in
combination with online profile, bring additional functionalities and comfort to such a simple

thing as a dog tag.

DogNTag project was launched in year 2014 by CALL, company limited, but despite of
enthusiasm of DogNTag team, the project did not bring satisfactory results in terms of sales.
There are some known issues related to the whole project, but, according to the results of the

project, there are either more issues combined, or at least one of the issues is very significant.

It is obvious that some changes to the project and its operations need to be done and well
prepared steps need to be taken. In order to design successful changes to the product and

perspective future development of the whole project, detailed analysis has to be conducted.

The company claimed to provide all available resources for purposes of the analysis, as well

as full cooperation.
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2 Objectives and Methodology

2.1 Objectives

The DogNTag product is present in the Czech Republic, however the take up of the product
has not been as great as was originally anticipated. The overall aim of the thesis is to conduct
a detailed study of the business in order to consider the overall viability of the business, to
identify any shortcomings, and to make recommendations for improvements to the business

and its operation.

2.2 Methodology

Relevant literature will be studied, in particular to identify and summarize techniques of
product development, project management and marketing strategy development.

The research/project part of the thesis will be to analyse the original business plan, and
address the shortcomings. Opinions of potential customers on both current product and
possible future development of the product will be studied and evaluated. Opinions will be

collected using online questionnaire survey.
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3 Literature Review

3.1 Overview of Lost Dog Recovery Methods and Relevant Statistics

This chapter discusses findings of scientific studies on methods used for lost dog recovery,

published in relevant journals. Statistics of dog ownership are also presented in this chapter.

3.1.1 Dog Recovery Methods

Study on frequency of lost dogs and cats presented in 2012 shows that approximately 13.5%
of dogs got lost at least once in five years. Majority of dog owners included in the survey
noted that their dog got lost two to five times during last five years. It does not look like high

percentage, but in total numbers, it shows significance of the issue. (Weiss et al., 2012)

According to study conducted by Lord et al., different search methods have different
probability of lost dog recovery. For purpose of that study, 187 cases of lost dog out of 823
cases that happened in given time frame were included in the study. Out of that number, 132
dogs were successfully recovered, which represents 71% percentage of recovery. The article
presents methods that were used by dog owners when dog get lost and also methods that led
to successful recovery of the dog. Time periods needed to dog recovery are also presented
in the article. (Lord et al., 2007)

Table 1 Methods of Successful Lost Dog Recovery

The length of time during which the dog
was lost (days)
<1 >1hbutb< >3
Recovery method number| % |[number| % |number| % | Total
Dog returned home on its
own 5 8.8 2 4.9 3 881076
ID tag 7 12.3] 3 7.3 1 301183
Dog licence tag 15 ]26.3 6 14.7 3 8.8 | 24 [18.2
Microchip 1 1.8 1 2.4 0 0 |2 |15
Neighborhood signs 6 10.5 6 14.7 8 23.5| 20 |15.2
Newspaper advertisements 0 0 1 2.4 5 147 6 | 45
Call or visit to animal
agency 17 129.8] 21 |51.2 8 23.5| 46 |34.8
Other 6 10.5 1 2.4 6 17.7] 13 | 9.8
Total 57 |100| 41 |100| 34 |100|132{99.9

Source: (Lord et al., 2007)
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The table shows that the most successful method was cooperation with animal agency. If we
add dog tag licence and IT tag together, it would be considered as second most efficient
method. (Lord et al., 2007)

Both studies from Lord and from Weiss were conducted in USA, and have certain
similarities. According to Lord, minority of dogs were equipped with microchip (Lord et al.,
2007) and Weiss shown the same result so we can assume microchipping of dogs is neither

obligatory nor common in USA. (Weiss et al., 2012)

Study conducted by Lord also discussed importance of microchips as identification method.
Even though author considers potential of this method as high, it is not suggested to use
microchipping as the only method of identification since lost dog wearing some form of ID
or licence tag is more likely recovered faster in compared to dog having microchip only. On
the other hand, microchipping is very beneficial in case the dog loses its collar. (Lord et al.,
2007)

Not only dog owners have influence on successfulness of lost dog recovery. People who find
the lost dog can misunderstand the situation and / or behaviour of the dog. Frequent mistakes
include perceiving of dog without collar automatically as homeless dog, ignoring the fact
that dog could have lost the collar while escaping or on its way. The second mistake is
perceiving fearful dog as a dog which was abused or maltreated and refuse to contact the
owner even if obvious identification techniques, such as ID tag or tag with phone number
are employed. The problem is that fearful or not friendly dog can just have xenophobic
behaviour by nature, this kind of behaviour does not need to show anything about how the
dog was treated. (Missing Pet Partnership, c2015)

3.1.2 Statistics Regarding Dog Ownership

According to figures from year 2014, published by The European Pet Food Industry
Federation, EU households own approximately 62.025.940 dogs and the European total
number is 80.002.940 dogs. Czech household own approximately 2.128.000 dogs,
(European Pet Food Industry Federation, c2017) which shows that approximately every 5™
inhabitant owns dog. (Czech Statistical Office, 2015)
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3.2 Technology Employed in DogNTag Product

Since DogNTag product has been already present at the market, knowledge of technology
employed in the product is essential for understanding its advantages and disadvantages as

well as designing future development of the product.

32.1 NFC

NFC is abbreviation for “near field communication technology”, wireless technology used
for short-range transmission between two active devices or active device and passive NFC
chip. Passive chips are, in NFC terminology, called NFC tags. Active device used for this
transmission could be specialized NFC reader, or smartphone equipped with NFC module

by manufacturer. (NearFieldCommunication.org, n.d.)

Process of sending / receiving data using NFC is easy and fast. After putting two NFC
devices (two active devices or active device and passive NFC tag) close to each other, the
radio transmission starts automatically. In case of active and passive device, the active device
charges the passive NFC tag and receives data from memory of the tag immediately.
According to this mode of operation, NFC belong to the group of RFID technology, but
RFID is more broad term. NFC operates on frequency 13.56MHz and speed of the
transmission could be 106, 212 or 424 Kbps. (Egan, 2015)

NFC technology was developed by Sony and Philips in 2003 and in the same year new
standard, ISO/IEC 18092, was adopted by International Organization for Standardization.
Protocol and interface specification defined by this standard is understood as foundation of
NFC technology. (Abdel-Gaber & Abdel-Aleem, 2015) NFC is further standardized by
contactless cards standards JIS X 6319-4 and ISO/IEC 14443 (NFC Forum, c2016) and by
further specifications designed by NFC Forum. (Abdel-Gaber & Abdel-Aleem, 2015)

NFC Forum is non-profit organization founded by Nokia, Philips and Sony in 2014. The aim
of the organization is to develop and promote NFC technology and to assure universal
compatibility of NFC devices by further standardization of the technology. (Abdel-Gaber &
Abdel-Aleem, 2015)
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According to the NFC Forum, there are three main operating modes: card emulation mode,
peer-to-peer mode and reader / writer mode. In card emulation mode, NFC-enabled device
acts as NFC card or chip, which enables users to use the device to perform ticketing,
payments or access control. If the NFC-enabled device, set in this mode, is read by other
active NFC device, read information is shown in the same way to reading from NFC card or
chip. (NFC Forum, c2016)

Peer-to-peer mode allows communication of two NFC-enabled (active) devices with aim to
exchange information such as pictures or contact information. (NFC Forum, n.d.) There is
also option to use this mode for authenticating (pairing) WiFi or Bluetooth sessions for data
transfer. Combination of NFC pairing and Bluetooth data transfer increases speed of data
transfer and leads to 75-90% reduction of time needed for data transfer. (Abdel-Gaber &
Abdel-Aleem, 2015)

Reader / writer mode is used for communication between active and passive NFC device,
typically NFC-enabled mobile phone or reader with passive NFC card or chip. It enables
active device to read data from NFC tag or to write data to NFC tag. (NFC Forum, c2016)

3.2.2 QR codes

QR codes were designed in 1994 by Japanese car-producers, for tracking of car parts. QR
codes are evolution of classical barcodes developed in 1970s, but brings significant

improvement of possible implementation. (O'Neill, 2015)

The main advantage of QR codes is that they are designed to be scanned by smartphones,
using special reader application. (Bear, n.d.) Another significant advantage of QR codes in
comparison to standard Barcodes is are also made to operate with 30% error correction,

which means that even if 30% of code is corrupted, the code is still readable. (Chan, 2011)

Common type of QR code content is web address in a form of URL. QR code with URL
address can work in dynamic way, even though the code cannot be changed. If a URL is
saved in the QR code, the displayed content can be changed by redirect of the short URL
from original to new final address. (QR Stuff QR Code Generator, 2012) Long URL address

means bigger QR code, according to best practices it is better to use URL shortener. Web
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services providing management of QR codes redirect usually also provide shortening of
URL addresses. (Summerfield, 2014)

There are many other types of content to be used in QR codes. QR code can be designed to
carry information to be saved in calendar, to make a phone call, write a short message, create
a Tweet, or write an email. In all cases, approval of user of smartphone is necessary for

function saved in QR code to proceed. (Bear, n.d.)

3.3 Techniques of Product Development

According to analysis conducted by Roland Berger Strategy Consultants that covered 410
projects made by companies of all sizes, the main challenges for nowadays companies are
increased global competition which brings new products and new competitors faster than
ever, continuous shortening of product life cycle, and also high rates of failure concerning
introduction of new products to market. (Roland Berger Strategy Consultants, 2013)

Using effective new product development techniques is the key to higher product
profitability. Three main factors were identified in approaches of successful companies
towards product development. Firstly, successful companies do not stick to one method of
product development, but they intensively use more product development methods in one
project. Secondly, the right selection of product development method is essential in each
phase of a project. The third finding shows that combination of methods among fields, for
example methods of research and development, project management and quality

management, helps to reach success. (Roland Berger Strategy Consultants, 2013)

3.3.1 Cross Functional Methods

3.3.1.1 Benchmarking

Benchmarking as business term refers to process of comparing of one’s company processes
and performance indicators to the most successful companies in the same industry and / or
best practises from different industries. Benchmarking is highly effective approach with
potential of continuous development, mainly concerning areas of quality, costs and time. It
is specific type of financial analysis, based on comparing one firm to other firms in the same

or similar field, and / or to industry standards. (Tantau et al., 2010)
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Benchmarking is complex approach that can help to understand complexity of company
performance. Development techniques and opportunities learned from other, stronger and
more successful companies are cheaper than to conducting all development steps without
any information about approaches of competitors. Benchmarking could not only lead to
improvement of position of the company towards its competitors, but also to development

of new ideas. (Tantau et al., 2010)

Criticism of benchmarking approach says that this technique is focused only on retrospective
information, which can be possible shortcoming of results gathered by benchmarking
analysis. Another criticized aspect of implementation of benchmarking are costs connected

with obtaining comparable datasets. (Moriarty & Smallman, 2009)

Still, study conducted by Roland Berger Strategy Consultants highlighted benchmarking as
the most influencing method of Cross-functional methods group. (Roland Berger Strategy
Consultants, 2013)

3.3.1.2 SWOT Analysis

SWOT analysis is simple, practical and easy understandable management tool focused on

main factors of both internal and external environment of business. (Jurevicius, 2013)

3.3.1.2.1 Internal Factors

SWOT analysis is widely used management tool focused on defining of both internal and
external factors influencing company operations and future development. Main purpose of
conducting SWOT analysis it to find out whether current strategy is adequate to current

situation in company environment. (Recklies, 2014)

First part of SWOT analysis deals with internal factors — S (strengths, positive) and W
(weaknesses, negative) of the company. This part is focused only on factors that could be
controlled and influenced by the company. Actual strengths and weaknesses can aim at
variety of factors and highly depend on current situation. Following areas represent
examples of possible sources of strengths and weaknesses:

e Structure of ownership

e Employees skills, abilities and experiences
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¢ Financial condition of company
e Company culture
e Research and development capacity
e Quality
e Internal processes
(Recklies, 2014)

All mentioned strengths and weaknesses should be relevant to actual project or business
situation. Enlisting strengths irrelevant to current situation, even though these strengths are
superior in compared to competitors, does not bring any additional value to the analysis. On
the other hand, superiority in a factor that is not perceived as highly relevant could lead to
major advantage over competitors so correct identification of strengths as well as

weaknesses is critical. (Recklies, 2014)

All factors need to be defined clearly, for example, research and development, or
organizational culture can be strength, weakness, or neither. On the other hand, innovative

research and development is clearly defined strength. (Jurevicius, 2013)

It is important to mention that both strengths and weaknesses are relative and need to be
examined in broader view. Comparison with main competitors or industry standards
increases relevancy of mentioned factors. Factor can look as an advantage but if competitors
perform even better, it could lead to disputes of relevancy of the factor as a strength.
(Recklies, 2014)

3.3.1.2.2 External Factors

External factors are represented by opportunities (positive) and threats (negative). Both
opportunities and threats come from external environment of the company and both are not
under control of the company. Since identification of external factors can be difficult, there
are models designed to be used in external factors analysis. One of the models that makes
analysis of external factors easier is PEST model. This model is based on political, economic,
social and technological analysis of aspects of external environment. The PEST model is

useful extension, but not integral part of SWOT analysis. SWOT analysis does not bring
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answers, but it is clear and structured framework that can make finding of answers easier.
(Recklies, 2014)

Main points of criticism related to SWOT analysis come from a fact that there is no
prioritization employed in SWOT analysis. So, for example, two minor strengths can
overbalance one major weakness. Other critical opinions come from fact that factors are not

always defined by facts only, but also by opinions. (Jurevicius, 2013)

Picture 1 Typical SWOT Analysis Template

POSITIVE INFLUENCES

STRENGTHS OPPORTUNITIES

INTERNAL EXAM

m
3
m
=
=
=
=
m
S
=

WEAKNESSES THREATS

NEGATIVE INFLUENCES

Source: (Thatte, c2011-2014)

3.3.1.3 Creativity Techniques

3.3.1.3.1 Brainstorming

Brainstorming is creative problem-solving technique. Brainstorming session is group
activity, all participants are encouraged to express their ideas freely, without any fear of
criticism or other negative responses. All ideas are enlisted for further use. Brainstorming
is usually employed at the beginning of group problem solving or decision making process,

picked ideas, are then further developed. (Spacey, 2015)

Brainstorming is commonly used method (Grebner et al., 2015), but despite to this fact, there

exists also serious criticism of this technique. Sharing ideas in group is beneficial with no
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doubt, but because of shouting of ideas, group members tend to think about ideas of their
colleagues instead developing of their own. Scientists call this process “anchoring”, and it
leads to decrease of originality. First ideas have disproportionally higher influence on
outcomes of brainstorming session, set norms of “appropriate” answers or ideas, leaving the
best ideas unmentioned. As a result of these problems, brainstorming can be seen as too time
demanding in relation to its outcomes. (Greenfield, 2014) To overcome such issues, it is

often suggested to use brainwriting technique instead of. (Wilson, 2013)

3.3.1.3.2 Brainwriting
Brainwriting is alternative method to traditional brainstorming. The main difference is that

group members do not say their ideas loud to each other. Every member starts with blank
sheet of paper and then all group members answer the same question individually and quietly
by writing their own ideas. After few minutes, every member passes his or her sheet of paper
to colleague and all members continue by adding own ideas to ideas of their colleagues.
After ten to fifteen minutes, all sheets of paper are collected and all ideas are discussed
immediately. (Wilson, 2013)

This approach let people build their ideas on ideas of others, but in compared to
brainstorming, they are not dominated by first ideas mentioned during the session. Since
brainwriting is parallel process, it usually brings more ideas within significantly shorter time
frame. (Wilson, 2013)

Another advantage of brainwriting in comparison to classical, face-to-face brainstorming is
that group members which are quieter or less dominant will not be dominated by more
dominant members. Brainwriting session gives the same chance equally to all members.
(Greenfield, 2014)

Brainwriting can be beneficial in large groups which are not suitable for brainstorming
sessions, as well as in small groups. Brainwriting can be used, in contrast to brainstorming,
in groups in which is not acceptable to express wild or highly innovative ideas loud due to
formal reasons, and is also suitable for groups formed by more introvert members who would
not be willing to express their ideas in front of others. Brainwriting also, in comparison to

brainstorming, does not require experienced moderator to lead the session. (Wilson, 2013)
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3.3.1.3.3 Scenario Planning

Almost all decisions in business are taken under some level of uncertainty and that brings
risk to decision making process. There is no possibility to get rid of the risk, but the goal
should be to decrease it as possible. Scenario planning focuses on creating assumptions of
future situation in business environment of the company as well as anticipating future
consequences of every action. Identification of all main sources of uncertainty is critical, it
Is not possible to prepare adequate response for not defined source of uncertainty. (Mariton,
c2016)

There are four crucial steps of scenario planning, Identification of driving forces,
Identification of critical uncertainties, Development of possible scenarios and Implications
and paths discussion. First step, Identification of driving forces, consists of anticipation and
discussion of significant future changes in economy, politics, technology and /or society.
After the list of uncertainties is made, two uncertainties with highest impact on the company
should be chosen for further assessment. This phase is included in the second step of scenario
planning process. In third step, graphical matrix consisting of two axes for displaying of two
main factors defined in previous step should be designed. Each factor should be represented
by one axis and each direction on both axes should represent one scenario. In the last step,
different implications and impacts should be discussed for all scenarios and then, company
strategy should be discussed based on strategies for discussed scenarios. (Mariton, c2016)

Desired outcome of scenario planning consists of four scenarios with highest probability to
happen. There are of course much more possible future situations but four scenarios should

be enough to address main issues. (Mariton, c2016)

Following example of the scenario planning grid represents scenarios for the European
observatory project ARIEL. (Hamburg, 2015)
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Picture 2 Example of Scenario Planning Grid
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Scenario planning is powerful tool for wide range of activities related to planning and
strategy selecting (Lindgren & Bandhold, 2003), but according to Mariton it is not possible
to build a business strategy directly from outcomes of scenario planning. (Mariton, c2016)

Lindgren expressed the same opinion as Mariton. (Lindgren & Bandhold, 2003)

Implementation of strategy has at least the same importance as strategy development. To
avoid wasting resources invested into strategy development, strategy has to be implemented
precisely. Scenarios are not directly employed in business strategy implementation, but can
be useful in deciding which implementation strategy fits company’s needs accurately.
Scenarios are also beneficial for company’s progress evaluation — to help to find an answer
for question, whether they are in comply with their desired direction or not. Following
picture shows phases which are suitable for employing of scenario techniques. (Lindgren &
Bandhold, 2003)
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Picture 3 Different Planning Situations Where Scenarios Are Useful
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3.3.2 Customer Integration / Market Research Methods

3.3.2.1 Product Testing

Product (design) testing is important part of product development process. Product testing
usually takes place in between design and development phase and commercialization phase
of product development (Kowang et al., 2014). However, some authors suggest to proceed
testing in every phase of product development. (Duverneay, 2013)

There are two basic terms concerning testing phase of product development: test marketing
and product testing. Product testing is focused more on product itself, future and usability of
the product. On the other hand, test marketing helps to design marketing strategy for a
product by introducing the product to broader part of market and to ideal samples. (Spark,
2016)

Product testing, if properly executed, should help the company to reach and / or maintain

product superiority over competitive products. If ongoing testing is employed, product can
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be, according to trends in test results, continuously improved. Testing is also crucial in
monitoring danger caused by competitive products, helps to understand both advantages and
disadvantages of competitive products and monitors overall satisfaction of customers with
the product. One of the main benefits of product testing is that this technique can be used to

predict consumer acceptance of a product. (Thomas, c2010)

Main risks associated with using product testing techniques are: danger of choosing wrong
sample (respondent) group, insufficient size of sample group and wrongful presentation of
product and testing to test respondents. Although there are well known risks connected with
testing, many of those risks can be decreased or eliminated by proper using of product testing
methods. (Wyne, 1997) Lack of product testing is common reason of market failure of new
products. Especially small businesses do not test properly. However, big multinational
companies also have cases of product failures that are caused by lack of testing. (Wonnacott,
2016)

Typical types of product testing include concept-to-product tests, reformulation studies and
discrimination tests. Concept-to-product tests can be held at early phase of development or
at later, pre-launch phase of product development. Testing in early phase is usually designed
to determine which variant or formulation of product is ideal and should be developed
further, colours or flavours can be examples of tested features. On the other hand, testing at
later phase of development helps to determine whether the product and all features works as
expected. Reformulating studies are usually conducted if some key attribute of product is
about to be changed. If one important ingredient of food product should to be altered,
reformulation study is focused on consumer acceptance of new product and perception of
new product in comparison to the old one. Discrimination tests help to determine if
substitution of one ingredient by another will be perceived by consumers or not. (Isaacson
& Lesnick, c2012)

3.3.2.2 Consumer Surveys

The term survey usually stands for selection of a relatively wide sample group of the
population of researcher’s interest, followed by gathering of relatively large volume of data
from each participant. Then the researcher uses collected information to make some sort of
inference about wider population. Data are collected in structured form and data collecting
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process is usually done by a questionnaire or an interview. Information collected by surveys
provides snapshot of current situation or current opinions. (Kelly et al., 2003) Consumer
survey is powerful tool for gathering high volumes of data together in relatively short time
frame. (Ciotti, 2016)

3.3.2.2.1 Consumer Surveys — Advantages and Disadvantages

Collection of empirical data from real-world, wide coverage in terms of volume of
participants resulting in representative population sample and gathering of large volume of
data for relatively low costs, are main advantages of surveys. (Kelly et al., 2003) Krishna
Reddy mentioned these advantages as well in recent article and added easy manageability of
surveys and easy quantification of survey results as advantages of surveys and

questionnaires. (Reddy, 2016)

Lack of significance of data due to preference of the range of coverage to collected data
relevancy is one issue connected with surveys (Kelly et al., 2003), some of other authors go
further by saying that same part of collected data can be unreliable, usually due to
misinterpretation of question or giving incomplete response to question. (Choudhury, c2016)
Therefore, it is essential to provide respondents with easy understandable questions, from
this view, close ended questions could help to partly avoid not well answered questions and
incomplete answers. (Ciotti, 2016) Kate Kelly named lack of detail in collected information
as a disadvantage of surveys (Kelly et al., 2003), Krishna Reddy expressed similar view on
this issue. (Reddy, 2016)

3.3.2.2.2 Conducting Surveys — Best Practises

Essential point is that surveys should be easy to follow and questions should be asked in
clear and understandable way. All used questions should have purpose so that the answers
of these questions help to fulfil the aim of the survey. (Ciotti, 2016) Every question needs to
be connected to research question, collecting of high volumes of data without purpose should
be avoided. Each question should be answerable and all duplicities among questions should
be avoided. (Kelly et al., 2003) Open ended questions should be asked in smart way so that
the participant will be sure which question is he or she answering. Close ended questions
should be employed as well. Main advantage of closed ended questions is that these

questions are easier to answer, respondents are therefore more willing to answer them. It is
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also easier to evaluate close ended questions and to reduce biases and other negative factors
in evaluation. Be aware of using leading questions, otherwise survey value would decrease
rapidly. (Ciotti, 2016)

3.4 Techniques of Project Management

In order to understand project management techniques and tools, project needs to be defined
first. Project can be defined as human activity with specific goal to be achieved, limited by
specific time frame, limited by fixed volume of monetary resources (if applicable to specific
project), which consume human, monetary, capital and other resources. Projects usually cut
across several functional areas. (Kerzner, 2013) Maserang added three other typical aspects
of projects: using of structured, step-by-step plan of operation, effects of project on current
organizational structure, and employing of structure designed and used to solve problems

when arise. (Maserang, 2012)

3.4.1 Project Management Phases

On the other hand, project management, consists of five consecutive steps: project initiation,
project planning, project execution, project monitoring and control and project closure, and
each step includes specific activities. (Kerzner, 2013) However, there are small differences
among authors concerning number of project phases. For example, Watt describes only four
phases of project management in a way that project monitoring and control phase is included
in project execution phase. (Watt, c2014) Pathak described project phases in the same way
as Kerzner, but mentioned that project execution phase and project monitoring and control
phase are being done in the same time. (Pathak, 2016) For purposes of the thesis, five phases
model from Kerzner will be used to provide more detailed overview of project phases.
(Kerzner, 2013) Following division is also in order with Project Management Institute.
(Esposito, 2015)

1) Project Initiation Phase:
In project initiation phase, objectives of the project need to be defined. Selected
approach to the need is described in a business case as well as way to achieve project
objectives. Project needs to be evaluated in terms of feasibility (Watt, c2014) and
benefits of the project need to be recognized. Project manager is assigned (Kerzner,
2013) and project team is being established. (Watt, c2014)
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2)

3)

4)

Project Planning Phase:

Project planning phase includes definition of work to be done and required quality
and quantity of work. (Kerzner, 2013) Strategy to fulfil project objectives is being
further developed and resource requirements are being defined. Outlining of all
activities, tasks and time-frames is also included in project planning phase. (Watt,
€2014) Various risks evaluation is done in this phase (Kerzner, 2013) and actions are
defined to prevent risks with high potential of causing problems. To conclude, tasks,
schedule, estimated tasks and the most significant threats are identified in project
planning phase. (Watt, c2014)

Project Execution Phase:

Project execution phase includes activities connected with project delivery, which
are done based on plan and schedule designed in previous phase. (Pathak, 2016)
Work needs to be managed (Kerzner, 2013) and status meetings need to be conducted

to ensure that all tasks are executed as planned and scheduled. (Pathak, 2016)

Project status updates are also conducted so all involved parties stay informed
accurately. Human resources performance is reported (Pathak, 2016) and managers
try to help employees to perform better if necessary. (Kerzner, 2013) During
execution phase, it usually becomes clear whether the project will be successful.
(Pathak, 2016)

Project Monitoring and Control Phase:

Project monitoring and control phase, as already mentioned, occurs at the same time
as project execution phase. (Pathak, 2016) In this phase, progress of project
implementation is tracked, actual progress is compared to project plan and variants
and inputs are analysed. (Kerzner, 2013) Changes to project requirement are
controlled and managed and key performance indicators regarding time and costs are
calculated. In case of significant variation of actual progress to project plan,

corrective actions are employed to keep project on track. (Pathak, 2016)
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5) Project Closure Phase:
Project closure phase is the final phase of a project. In this part, verification if all
tasks were completed needs to be conducted and administrative closure of project
needs to be done. (Kerzner, 2013) All stakeholders are informed about project
closure, supplier contracts are terminated, project resources are released. (Watt,
€2014) Contractual closure of project is done (Kerzner, 2013) reward and recognition
to the members of the project team is done (Pathak, 2016) and the project is examined

using of lesson-learned studies. (Watt, c2014)

34,2 Standardization and Certification

The most widely recognized standards in the field of project management are set by Project
Management Institute. The official shortcut is PMI. PMI was found in 1969 with aim to
share experiences and expertize in the field of project management. PMI operates as non-
profit organization and many project management experts are members of the institute.
(Watt, c2014) PMI offers professional certification in the field of project management, the

certification is called Project Management Professional, or PMP. (Chung, 2016)

PMP certification started to be offered in 1984 as the first certification concerning project
management, currently over 590,000 project management professionals from around the
world hold the certification. (Watt, c2014)

PMI published PMBOK Guide - “A Guide to the Project Management Body of Knowledge”.
This book is the most important source of information for PMP applicants (Chung, 2016),
but the main purpose of the book is to set global standards, rules, characteristics and
guidelines to be widely and consistently applied in organizations, with aim to achieve

professional excellence. (Project Management Institute, c2016)

PMBOK consists of fundamental knowledge that is needed for successful managing of a
project. Knowledge is divided into ten knowledge areas. Application of following
knowledge areas is different from concept of project phases, project phases occurs
chronologically, whereas project knowledge areas are employed during all process phases.
(Hartney, 2016)
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1)

2)

3)

4)

5)

Project Integration Management

The first knowledge is focused on holding a project together and integrating all
activities. This area includes creation of project charter that initiates the project and
project manager is authorised using project charter. (Hartney, 2016) Project plan
including a way managing, directing and controlling of project change is also
developed using this knowledge area. (Watt, c2014)

Project Scope Management

In this phase, project scope is defined based on collected project requirements, then
work breakdown structure is created and defined scope is validated and controlled.
Inserting unauthorized tasks into project has consequences in a form of increased
Ccosts so scope needs to be designed accurately. (Hartney, 2016) The scope must be
managed through work breakdown structure or WBS. (Watt, c2014)

Project Time Management

Project time management is usually the most time demanding knowledge area. The
project must be divided into single tasks, schedule has to be created and every task
has to be budgeted and has to have defined schedule, date of the beginning and of the
end of task. Project status must be evaluated on regular basis, because project
schedule can be affected by various changes in project execution. If change occurs,
project plan must be updated. (Hartney, 2016)

Project Cost Management

All projects consume resources, so costs connected with consumption of resources
needs to be managed. (Watt, c2014) Budgeting is usually critical part of project, there
is usually not enough financial resources to fit all tasks to budget in comfort way,
including appropriate reserve. Project financial requirements must be estimated

precisely and tracked continuously. (Hartney, 2016)

Project Quality Management

Quality is essential aspect of deliveries, regardless of type of good or service to be
delivered. (Watt, c2014) Delivered quality needs to be consistent with agreed and
planned quality, defined in project plan. Process of dealing with quality issues should

also be described in project plan. Quality is included in the triple constant concept,
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6)

7)

8)

9)

that includes: quality, time and costs. If quality should be increased, time or costs
volume must be increased as well. (Hartney, 2016)

Project Human Resource Management

This knowledge area is focused on planning and managing of human resources
(Watt, c2014), composing right project team, tracking performance of each team
member and satisfaction of each team member. (Hartney, 2016) Keeping project on

track with schedule is also part of this knowledge area. (Watt, c2014)

Project Communications Management

Not only internal or external customers - receivers of project output, are interested in
projects. There are various stakeholders around every project, including indirectly
affected employees of receiving or providing company, manager responsible
manager responsible for project department, project team members, or other people
interested in success of the project. (Watt, c2014) It is necessary to keep all involved
people informed adequately, especially if some unexpected change happens.
Keeping stakeholders informed helps to preserve open attitude of stakeholders
towards the project. Communication towards stakeholders is essential for project
success, communication management needs to be well planned and operated.
(Hartney, 2016)

Project Risk Management

The aim of projects in general is to develop new product or service, to manage and
proceed a change, or to uncover and use hidden opportunity on market. All projects
can be endangered by unexpected events that are usually connected with changes
within organization, project team stability or changes in technological development,
budget changes. (Watt, c2014) For this reason, risk analyses should be conducted to
identify major risks and then, strategy for responding to identified risks must be
designed (Hartney, 2016) and risks should be monitored and controlled. (Watt,
c2014)

Project Procurement Management
Projects usually need some level of external goods and / or services to be successfully

completed, for example employing of contractual workers, or purchasing goods and
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/ or services. (Watt, c2014) External sources can lead to netter expertise, or increase
in quality. There are also possible negative effects of procurement: loss of control,
unexpected delays or budget issues can stand as examples. Strong procurement
management is essential, procurement must be well planned, executed and
controlled. (Hartney, 2016)

10) Project Stakeholder Management
Stakeholders are the most important factor of project. Stakeholder identification must
be conducted in early stages of project planning, then it is necessary to prioritize
stakeholders and their concerns based on their potential impact on the project. Needs
of stakeholders must be addressed during process of project execution and strong
communication with stakeholders should be maintained. Engagement of
stakeholders must be controlled to make sure that chat concerns of stakeholders are
being addressed. (Hartney, 2016)

Described knowledge areas of project management help to ensure that project criteria are
met. (Hartney, 2016) This framework should be followed for effective managing of projects.
(Watt, c2014)

Project management experts agree that principles described in PMBOK Guide are effective
and correct application of these principles should lead to project success. But could it be
applied to mini and micro projects executed by small companies? Is it really beneficial for
small companies to stick to project management theory? According to Rincon, even small
companies that run mini and micro projects can benefit from theory presented in PMBOK,
in case theory is applied in reasonable way. Author says that basic principles are suitable for
all projects, including mini and micro projects, but company should be careful applying
every single concept if there is no need to do so. Author emphasizes that all main aspects of
project management, for example project plan, control, stakeholder approval and risk
management are relevant for all projects, however not all sub-tasks and formal steps need to
be taken. For this context, author defined micro projects by maximum 40 hours of work and

mini projects by maximum 120 hours of work. (Rincon, 2006)

Another author that discussed application of PMBOK in projects of small size is Roseke.

However in this case, small project was defined as any project budgeted under 100,000 USD
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and findings seems to be influenced by this fact. Roseke also suggests to conduct only limited
number of formal steps, but still emphasizes eight main formal project documents, so
reduced framework described in the article seems to be, in comparison to text from Rincon,

suitable for a bit more complex projects. (Roseke, 2016)

3.4.3 Project Scheduling Tools

There are many special tools for designing, monitoring and controlling project schedule.

Following chapter describes most widely used examples of these tools. (Baskerville, 2015)

3.4.3.1 Gantt Chart

Gantt chart is simple and widely used tool designed for scheduling project tasks and for
controlling project progress. It is also used as basis for more complex chart tools, for example
PERT diagram. (DuBrin, 2009) It is XY graph, time is represented by horizontal axis and
states of objects are represented by vertical axis. Time is represented by numbers along with
horizontal axis (Kovacs et al., 2002) and active phases of each activity are represented by
rectangle boxes. Time dedicated for active state of each activity is represented by length of

relevant box, the longer an active state the longer the box is. (DuBrin, 2009)

Picture 4 Gantt Chart Example
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There are two main types of activities included in Gantt chart: independent activities and
activities that are dependent on completeness of other activities. Independent activity can be
executed without any relation to other scheduled activity. On the other hand, execution of
dependent activity cannot start before specific previous activity is finished. Completed

activities are marked by specific colour. (DuBrin, 2009)

Gantt chart can be made in paper form or form of plastic cards representing activities
(Kovacs et al., 2002). However, using software for Gantt chart creation is definitely more
efficient. There are many software products, both online and offline, designed for creating
Gantt charts. Prices vary from freeware products to expensive products with price up to
hundreds of USD. There is for example Microsoft Project which can be integrated with other
Microsoft Office products or competitive, cross platform freeware product Open Proj.
(Solaris, 2011)

Main advantage of Gantt chart is its simplicity. Creating and understanding of this type of
charts is not difficult. Simplicity also comes hand by hand with low costs of application.
(Ghosh, c2016) If some issue or delay arises, it can be easily seen from the chart and then
appropriate action can be taken. (Montoya, 2011) It is easy as well as cheap to proceed
updates and changes to Gantt charts. (Ghosh, c2016)

There are also certain disadvantages and limitations regarding Gantt charts. In particular,
Gantt chart is absolutely dependent on input in a form of work breakdown structure or from
other equivalent source of information, so quality of information depictured using properly
designed Gantt chart is equal to information provided by input. If an activity is missing from
WABS or is not described accurately, the mistake occurs in Gantt chart as well. If such issue
arises, complete redesign of Gantt chart can be necessary. (Bowen, 2013) Another limitation
is that Gantt chart is not suitable for displaying cost in general so it is not possible to show
costs connected with activities displayed. (Ghosh, c2016) Moreover, Gantt chart is not
suitable for displaying complex projects, because complex dependencies, also if there are
milestones which are completed using multiple activities with sub tasks, it is difficult to

depicture this type of complex projects. (Bowen, 2013)
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3.4.3.2 Critical Path Method (CPM)

Critical path method is project scheduling tool focused on finding the longest way through
project tasks. Input for CPM chart creating is, as well as for Gantt chart, work breakdown
structure. (Hill, c2012) CPM method is based on network of tasks and the aim of the method
IS to connect project duration and project costs, in order to make allocation of scarce
resources easier. (Nicholas, 2004) Task name, time and resources needed for task to be
completed, are associated with each task. (Hill, c2012) However, the main information about
identified tasks, needed for CPM chart construction, is duration of each task and
dependencies within tasks. Based on this information, time of starting and ending point of
each task is calculated and then the longest way through the project is defined. This way is
called “critical path” and is equal to overall duration of the project. If delay concerning
activity which is part of the critical path occurs, the whole project is delayed. There can be
multiple critical paths within one project. (Edwards, 2012)

Picture 5 CPM Diagram Example
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Critical path can be found in two ways. The basic way consists of identification of all paths
and simple calculating of the longest one using time estimates of all activities located on
specific path. The path with longest calculated duration is critical path. (Sharma, 2015a)
Second approach is based on forward and backward testing with aim to find specific

parameter. Forward pass starts in the first task and the aim of this pass is to identify early
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start, “ES” and early finish “EF” of each activity. Backward pass, or back scheduling, starts
in the last task of project — desired finish date of project. Parameters late start, “LS” and late
finish, “LF”, are identified using backward pass. Then, slack time, or float is identified for
each activity. It can be calculated in two ways, by calculating difference between early start
and late start, or difference between early finish and late finish, result is always the same.
The path with the lowest float is a critical path. (Hill, c2012)

One of main advantages of critical path method is that CPM enables to depicture various
dependencies among project activities. Another significant advantage of CMP method is
suitability for calculation of float of each activity. If float of all activities is identified, delays
in project can be managed easier. (Sharma, 2015b) If subcontractors are involved in project
implementation, output of CPM method provides project manager with information
concerning start date for each supplier. This helps to prevent delays in project
implementation. CMP also helps to determine which activities can be performed in parallel.
(Dy Buncio, c2016)

On the other hand, CMP method also possesses certain limitations and disadvantages. Even
not so complex projects are represented by many tasks and dependencies on CPM chart,
large and very complex projects can be possibly represented by so many tasks that, according
to Weedmark, the complexity of output of CMP method could be an issue. (Weedmark, n.d.)
Sharma agrees with this opinion and suggests using of software products to deal with chart
complexity. (Sharma, 2015b)

3.4.3.3 Programme Evaluation and Review Techniques (PERT)

PERT method, as well as CPM, uses work breakdown structure as a base identification of
tasks. Then sequence of all identified tasks is determined and network diagram is created.

And then time estimates are calculated and attached to activities. (Morris & Sember, c2008)

There are certain similarities of PERT method and CPM method, the most visible similarity
concerns chart design, both PERT and CPM models are graphically represented by network
charts. The second important similarity is that both methods have the same basis in work
breakdown structure. (Rai, c2013)
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The main difference between these methods is attitude towards time estimations. CMP
method is deterministic model which operates with one value of time needed for task to be
completed. On the other hand, PERT uses probabilistic approach, represented by three time
estimates for each task: optimistic, most likely and pessimistic time estimate. (Hillary,

€2013-2016) Then, estimated time is calculated based on following formula:

(1x optimistic time + 4x (most likely time) + pessimistic time / 6
(Hillary, c2013-2016)

According to Sharma, PERT better suits research and development projects thanks to
possibility to use time estimations. Whereas CPM is based on incorporation of past
experience and knowledge. Based on this fact, CPM is more suitable for repetitive projects,
such as projects in the field of construction. (Sharma, 2006) Same as in CPM model, longest
path within PERT diagram is critical path. (Rai, c2013)

Picture 6 PERT Diagram Example
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3.5 Marketing Strategy Development

The main aim of marketing is to identify human and social needs and to use them in
profitable way. Marketing management is employed when at least one party of potential

exchange thinks about how to reach and how to obtain wanted reaction from the other party.

3.5.1 Marketing Perspectives and Definitions

In this chapter, main perspectives of marketing will be discussed and different definitions of

marketing will be provided.

According to The American Marketing Association: “Marketing is the activity, set of
institutions, and processes for creating, communicating, delivering, and exchanging
offerings that have value for customers, clients, partners, and society at large.” (American
Marketing Association, c2017) This set of processes requires, according to Kotler & Keller,

considerable volume of skill and work. (Kotler & Keller, c2012)

There are two main perspectives of marketing — social and managerial. Social perspective
shows role of marketing in society and focuses on influence of marketing on society. (Kotler
& Keller, c2012) Kotler & Keller noted: “Here is a social definition that serves our purpose:
Marketing is a societal process by which individuals and groups obtain what they need and
want through creating, offering, and freely exchanging products and services of value with
others.” (Kotler & Keller, c2012, p. 5)

On the other hand, managerial perspective is represented by marketing management, which
is considered as business discipline focused on practical usage of marketing. (Sharp, c2014)
Kotler & Keller noted: “Thus we see marketing management as the art and science of
choosing target markets and getting, keeping, and growing customers through creating,
delivering, and communicating superior customer value.” (Kotler & Keller, c2012, p. 5)

Talloo noted: “According to Peter F. Drucker, there will always, one can assume, be need
for some selling. But the aim of marketing is to make selling superfluous. The aim of
marketing is to know and understand the customer so well that the product or service fits

him and sells itself. 1deally, marketing should result in a customer who is ready to buy. All
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that should be needed then is to make the product or service available.” (Talloo, c2007, p.
141)

3.5.2 Main Marketing Concepts

Understanding of basic marketing concepts is crucial substance, which helps to understand

how marketing works. (Kotler & Keller, c2012)

3.5.2.1 Needs and Wants

Needs and wants are starting points of marketing, according to Kotler & Keller, needs are
the primary human requirements, for example requirement for food, air, home, water, or
clothes. People have also strong needs for entertainment, knowledge and recreation. Needs
are transformed to wants if they are directed to things that have potential to satisfy the need.
There is one more stage which should be considered — demands. Demands are wants of
people who are able to afford specific product or service to which their wants are directed.
This is important since not all people interested in specific product have enough money to
buy it. Thus, potential customers are only those customers who can afford to buy the product

or service, not only people who are interested. (Kotler & Keller, c2012)

3.5.2.2 Market Segmentation

Since not all people have the same tastes, marketers started dividing market into submarkets.
(Kotler & Keller, c2012) According to Moor & Pareek: “Market segmentation is the practice
of dividing a large heterogeneous market into smaller subgroups with shared characteristics
in order to deliver a market offering that satisfies unmet needs as closely as possible. Since
those within a segment have similar characteristics, marketers have found they respond
similarly to a marketing strategy promoting a given product, at a certain price that is
distributed in a particular fashion.” (Moore & Pareek, 2006, p. 131) Talloo commented
market segmentation in the same way and noted that following requirements for market
segmentation:

1) Subjects within segment are homogenous

2) There is heterogeneity among segments

3) Segments are stabile

4) Segments could be identified and measured
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5) Segments could be accessed
6) Chosen segment is assumed to be profitable
(Talloo, c2007)

3.5.2.3 Marketing Channels

Marketing channels are sets of tools designed to reach the target market. There are, according
to Kotler & Kelle, three types of marketing channels: communication channels, distribution

channels and service channels. (Kotler & Keller, c2012)

The aim of communication channels is to receive and deliver message to target audience.
Tools that can be employed in communication channels are namely magazines, newspaper,
billboards, telephone, e-mails and internet. Companies can also use appearance of their retail
stores for communicating of certain message to customers. (Kotler & Keller, c2012)

Purpose of distribution channels is to display, sell or deliver goods or service to customers.
Distribution channels are further divided into two categories, direct and indirect channels.
Direct channels are represented by direct selling through online shops, via telephone or
mobile. On the other hand, indirect channels are represented by retail chains, distributors,

wholesalers and intermediates. (Kotler & Keller, c2012)

Service channels comprises banks, warehouses, insurance companies and transportation
services. (Kotler & Keller, c2012)

3.5.2.4 Main Marketing Models and Frameworks

The original concept of marketing mix by Borden consisted of twelve elements and was
intended to serve as guideline for marketing specialists, not as a definition. Marketers were,
according to original concept, supposed to pick elements that fit to each situation. Currently
used concept of marketing mix connected with 4 Ps concept is, cccording to Kitchen,

oversimplification of original marketing mix by Borden. (Kitchen, 2005)

4 Ps classification has been introduced by McCarthy as approach to marketing mix (Kotler
& Keller, c2012), which serves as a basic guideline in marketing literature. 4 Ps approach

comprises four main concepts — product, price, place and promotion. (Prenzer, 2010) This

40



approach is, according to Vliet, most suitable for business to consumer (B2C) marketing.
(van Vliet, 2013)

Picture 7 The 4Ps Components of the Marketing Mix

o \\
. Marketing mix |
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Product Place
Product variety Channels
Quality Coverage
Design Assortments
Features Locations
Brand name Inventory
Packaging Transport
Sizes
Services Price Promotion
Warranties List price Sales promotion
Retuns Discounts Advertising
Allowances Sales force
Payment period Public relations
Credit terms Direct marketing

(Kotler & Keller, c2012)

For purposes of this approach, product can have a form of both physical product and service.
Product has different qualities which can be classified into three stages — Physical product,
Extensive product and Total product. Physical product is based on functional and aesthetical
characteristics, for example size, colour and functionalities. Extensive product comprises
physical product with additional characteristics, for example warranty, extra service, or
packaging. Total product is formed by extensive product and adds emotional aspect to the
product. Customers are attracted to product in stage of Total product by values and

expressive qualities. (van Vliet, 2013)

Price is represented by pricing policies, discounts, payment periods and credit conditions.
(Kotler & Keller, c2012) Setting well designed price policy is difficult task and there are
many theories focused on pricing. The basic aim, which is broadly accepted, is that prices
should cover all costs plus compensate risk of entrepreneur. However it is not easy to define
costs of the risk and to set required level of profit. Determining targets for marketing of a

product can serve as basis for price setting. If target is determined, for example short-term
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profit maximisation, market share increases, reaching superiority in research and
development or maintaining position on the market and it can help to design appropriate

price strategy. (Moore & Pareek, 2006)

Place refers not only to geographical location where the product is available, but also to
distribution channels employed to reach customers and to sell them the product. Distribution
channels are divided into two basic groups, direct and indirect distribution channels. If direct
channel is employed, company which created the product does not use any business
intermediate and sell the product directly to end users. This practise is typical for banks and
insurance companies. Including some manufacturers who sell goods directly using internet.
On the other hand, if indirect distribution channel is employed, there is always some

intermediate, for example retail store or wholesaler. (van Vliet, 2013)

Promotion comprises all activities of company focused on increase of volume of sales. (van
Vliet, 2013) Moore & Pareek noted: “Promotion is the fourth element of the marketing mix.
Being successful in this element of the marketing mix not only builds good publicity for the
firm itself, but the brand equity of its products also prospers. Promotion involves
disseminating information about a product or a company using five different key types of
promotions: advertising, sales promotion, public relations, personal selling and direct

marketing. Together, the five elements are all part of a company’s promotion mix.” (Moore

& Pareek, 2006, p.85)

Since 4 Ps approach is widely used, many authors introduced modifications to original
concept. Moore & Pareek added People as fifth dimension and work further with extended,
5 Ps model. People, employees of the company, are crucial for establishing relationship with
customers. Great customer service is perceived by customers as significant advantage and

strong value and it does not concern sale staff only. (Moore & Pareek, 2006)

Kotler & Keller went further and suggested redesigned version of 4 Ps to follow holistic
approach to marketing. The new model consists of People, Processes, Programs and
Performance. (Kotler & Keller, c2012)
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3.5.2.5 Tips and Best Practises

Marketers should be careful with discounts — discount can make previous customers
unhappy while new customers will not be willing to buy until new discount is
introduced. (Denning, c2016)

PR should be considered as important way of promoting of new products. Small
companies have usually limited resources and they are not able to make huge
marketing campaign, but if there is new product available, it is important to let public
know about it. So, reports and other materials should be created and distributed.
(Phillipson, 2016)

While creating regular content, special content and “behind the scenesS” content
should be created as well. In a fact, the best way to make special content is to create
it simultaneously with regular content. This kind of special content is attractive for
the audience (Cohen, 2013) and special content also has significantly higher viral
potential in compared to regular content. (Ajmera, 2013)

It is important to stay in touch with customers and provide them with content they
want to see. Newsletters are essential tool in contact maintaining, but it is not a simple
task. If company commits to send newsletters on regular basis, then it is important to
stick to the commitment. Subscriber should be informed in advance what they could
expect if they sign for newsletter, well designed expectations can prevent possible
issues and complaints. Relevant content is one of the keys to success with
newsletters. Form is as important as content, grammar and stylistic mistakes should
be prevented by editorial work and the message has to be perfect before distributing
— there is no chance to change anything afterwards. Since more and more mobile
phone users use their phones to access the Internet, it is important to optimize the
newsletter to mobile devices. (Lee, 2012)

Low level of complaints does not automatically show high level of customer
satisfaction. According to Swinscoe, customers formally complain about poor

quality very rarely, instead they leave and share the experience. (Swinscoe, 2010)
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3.6 How to Write a Business Plan

What is a business plan? It is a plan that helps company to look ahead, to allocate resources,
identify key points and estimate and resolve future issues. Business plan writing does not
concern only starting of new business and applying for funds, it is helpful also for optimising
of business operations and can help to keep the business on track. (Berry, 2005) According
to Abrams, persuading bank or joint venture to provide finding should not be the only reason
to write a business plan. Good business plan could also help to decide whether the business
should be started or not. The other reason why business plan is helpful is that it puts industry
information as well as information about business operations together, which helps to keep
the right direction and to conduct qualified decision. (Abrams, c2003)

3.6.1 Target Audience

Knowledge of target audience is essential for creating good business plan. It has to be
identified, whether the business plan is going to be used for internal or external purposes.
(Hirai, 2008) Reader of business plan should be considered on first place. Author of the
business plan should try to think in the same way as target audience / readers do and form

content in a way to make the plan interesting for target audience. (Rhoads, c2014)

Business plan for internal use helps to outline development of business idea, shows resources
needed to fulfil the idea and helps to determine if the idea is realistic within the company

environment. (Hirai, 2008)

On the other hand, if the purpose of business plan is to receive funding, then business plan
is usually a must have in order to receive loan or investment. Both bankers and joint venture
require written business plan that shows that the business has good chance to become
successful and they also want to see description of financial flows in the company.
(McKeever, 2017)

3.6.2 Content

According to McKeever, there is wide range of parts to be included in business plan, but not
all of them are necessary for all business plans. The author highlighted chapters that are
important and thus should be included in business plan, and other chapters that could be

added based on situation. McKeever defined following as most important parts: summary of
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plan, problem statement, description of business, accomplishments of business, revenue,
cash flow, profit and loss forecast and plan of capital spending. Parts to be added based on
actual need are for example marketing plan, analysis of future trends and personal
background. (McKeever, 2017)

According to DeThomas, content of business plan is highly dependent on purpose of the
plan. Differences would be not only in specific parts included in the plan, but also in level
of detail employed in creating of every chapter. Level of detail in which each part is wrote
vary based on purpose of the plan as well as target audience. DeThomas, same as Rhoads,
emphasised importance of knowledge of target audience / reader of business plan.
(DeThomas, 2008)

3.6.3 Tips and Best Practises

Best practises regarding business plan writing will be described in this chapter. Even though
content is the most important substance of good business plan, other aspects will be
discussed as well. (DeThomas, 2008)

e Firstand very important advice is that provided information and values should be, if
applicable, supported by facts in reliable way. (DeThomas, 2008) Using numbers in
business plan helps to bring additional credibility. (Abrams, c2003)

e According to Abrams, it is important to prioritize parts within business plan to save
time. The purpose should not be rushing the process, but to allocate time in a smart
way, to spend more time with more important parts and to write other parts more
briefly. (Abrams, c2003)

e DeThomas emphasised that business language should be used in business plan.
Financial and business words should be used frequently and adequately (DeThomas,
2008) and superlatives should be avoided. (Abrams, c2003) Ryan suggested using of
active language, since verbs in active form helps to “bring text to life”. (Ryan, 2013)

e Using bullet points is highly recommended in business plans. Bullet points have
ability to draw reader’s attention to specific provided information and readers are
more willing to read text shortened by bullet points, in compared to standard full

sentences. (Abrams, c2003)
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Business summary is considered as important part of business plan, it helps to shape
first impression and provides most important information. DeThomas suggests to
write executive summary last. This approach is significantly easier than writing
summary at the beginning and ensures all main points are most likely putted into
summary so summary itself is more accurate. (DeThomas, 2008)
Executive summary should be formulated in straight forward way. Useful framework
is, due to Pinson, using of Key Word approach. Answers for following questions
should be addressed:

o Who?

o What?

o Where?

o When?

o Why?

o How?
(Pinson, c2008)
Since the purpose of executive summary is to provide crucial brief snapshot of the
plan, the length should be appropriate to its purpose. Optimal length is approximately
from one to two pages, depending on complexity of the plan. (DeThomas, 2008)
Financial proposal should be included in business whenever the plan is presented.
Even if the purpose of the plan is not to raise funds, intended financing should be
included. (DeThomas, 2008)
Basic details of company, brief history, ownership structure and main achievements
should be presented in company description. All names used by company, namely
legal name, brand names, model names, names used by different subsidiaries and
business name should be also presented. (Abrams, c2003) If the plan is created for
internal use within the company, company introduction does not need to be included.
(Berry, 2005)
Market analysis should be also conducted to define target group, position of
competitors, prices of competing products, industry trends and trends within target
market. (Pinson, c2008)
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4 Practical Part

4.1 Analysis of Original Product

This chapter focuses on analysis of original DogNTag product, its product design,

functionality, features and shortcomings that arose.

4.1.1 Description of original product design and functions

This chapter serves as summary of most important information regarding both physical

product and DogNTag online system.

4.1.1.1 Physical Tag

The original DogNTag tag is manufactured from PVC material with epoxy layer, which
gives rounded shape to both front and back side of the tag. There is small eyelet made from
the same material, located on the top of the tag. Tag is attached to dog collar by connecting
metal ring to both eyelet of the tag and to dog collar. DogNTag tags are offered in four

colours: black, white, brown and red. There were 800 pieces manufactured in total.

Every tag has NFC chip NTAG 203 which includes link to personal profile of particular dog,
there is also QR code and serial number printed on one side of the tag. Personal profile can
be reached by scanning tag by NFC compatible device, scanning QR code by mobile device
with QR code reader application, or by entering serial number on www.dogntag.com
webpage.

4.1.1.2 Online System

Online system is divided into two main parts. First part is represented by public webpages
for potential customers and people interested in DogNTag and the second part is used for
administration of DogNTag tags and profiles of DogNTag customers. Online system has
Czech, English and Slovak language version. Online system is designed to cover following
objectives:
e Present the product to potential customers and provide potential customers with
relevant information

¢ Enable customers to activate recently bought tags
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e Enable current customers to fill and edit web profiles of their dogs and to administer
DogNTags they have already bought.

e Provide dog finders with relevant information on found dog and the owner.

If online profile of the dog is shown on mobile device, the page automatically asks for
permission to use built-in GPS for geolocation. If permission is provided, dog owner
automatically receives email with information that the dog was found and with location of
the dog shown on a map. If permission is not provided, dog owner still receives the email,

but the map could not be provided.

Personal profile of dog is suitable for entering essential information on dog owner, including
contact information and also information regarding dog name, identification, health,
behaviour, special diet and any other information considered as important to potential finder

of the dog.

4.1.2 Issues Related to Original Product Design and Functions

4.1.2.1 Issues Related to Physical Tag

Design and material chosen for first generation of DogNTag possessed certain issues. Tags
proved to be completely suitable for small dog breeds, however there were issues with bigger
and more active dogs. These dogs often manage to damage the tag relatively fast, which

brings certain percentage of complaints and dissatisfaction of customers.

Complaints were recorded regarding to 95 tags out of 651 sold tags, which represents 14.6
% complaint rate. However, it is assumed that there were much more broken tags, but
customers decided not to complain due to inconvenience, relatively low price of the tag, or
because the tag get lost so it was not possible to complain. Theory related to customer
complaints supports the idea that relatively low percentage of customers officially
complaint. Unfortunately, it is not possible to find out how many costumers still use the tag
since there is no need for regular interaction with the system if the dog does not get lost.
Certain number of tags was also provided as a free sample, while there is no information
related to functionality of those tags since it is not possible to complain officially about free

sample.
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Majority of complaints were caused by broken eyelet of the tag, so it is assumed that both
material and design of the tag were not chosen well in a view of tag durability. According to
records, all complaints proved by broken tag, or photograph of broken tag, were accepted
and solved by replacement or, in justified cases, by refund. If the tag have got lost and

customer wanted to buy a new tag, discounted price was offered.

According to experience of members of DogNTag team, many potential customers refused
to buy the tag because there is no phone number printed on the tag. Based on this experience,

one part of questionnaire focuses further on this issue.

4.1.2.2 Issues Related to Online System

DogNTag webpages have fresh look, content has good information value and used pictures
illustrates well DogNTag functionalities. On the other hand, it may look like the content was
added in a bit chaotic way. Translation to Slovak language is nearly complete, but there are
still some pages that are not translated completely. Translation to English language is less
complete in compared to Slovak version, some pages are not translated at all and even some
menu buttons are not translated. Translation issues decreases overall level of webpages.

Customer zone is considered as intuitive and user friendly, there were no issues reported
regarding customer part of online system. Personalised profiles — Doggie pages are also

considered as well designed, graphically rich and well organised.

One of the issues are also maintenance costs of the online system and costs related to ad-hoc
bug solving. This costs differs month by month, but could be estimated as 10 working hours

a month with payroll rate 200 CZK / working hour.

4.2 Analysis of Original Business Plan

This chapter focuses on original business plan analysis. The original business plan is
described, differences between original plan and reality are derived and shortcomings are
identified.
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4.2.1 Description of Original Business Plan

This chapter serves as summary of original business plan, target group, marketing strategy
and introduces original business model in terms of monetization strategy and distribution
strategy. Unfortunately, the business plan was not formally created, there is no particular
document to be analysed. Due to this fact, all important information and characteristics of

the business concept and business operation were together, described and analysed.

4.2.1.1 Original Target Group Description

The original target group was defined as dog owners mainly living in big and medium cities,
who want to increase overall safety of their dogs in terms of probability of finding dog if got
lost. Since one of main advantages of DogNTag product is that content associated to the
particular tag could be displayed using NFC ready mobile device, it was assumed that owners
of modern smartphones would be more likely to buy the tag in compared to people who own

standard mobile phones.

Main attention was on dog ownership, but the fact that mainly people interested in mobile

technologies are about to buy the product was not considered.

4.2.1.2 Original Marketing and PR Strategy Description

Original marketing strategy was focused on promotion on events related to dog ownership,
for example dog exhibitions or competitions. This marketing activities were supported by
publication of press releases and PR articles. After approximately one year of operation, PPC
campaign was introduced to increase sales. Facebook page was also founded to provide
customers and other interested people by news concerning DogNTag project.

Besides marketing activities focused on increase of sales to end users, the main strategy was
to sell DogNTag through pet shops. Campaign on discount portal was also conducted to

boost sales at the beginning of operation.

165 pet shops were contacted in total. 86 shops which were interested, have been then
provided with free sample tag and discount coupons. There were 8 pet shops that added

DogNTag to their product portfolio in total and only 3 of these shops ordered repeatedly.
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Partner for Slovak market was found. Besides that, DogNTag is also available on internet
shop nfcmix.com, which is run by our company. The internet shop is focused on RFID
technology with specialization in NFC, so DogNTag serves as complementary goods. In 3™

quarter 2015, supplier agreement with internet shop Alza.cz was signed.

4.2.1.3 Monetization and Pricing Policy Description

The original monetization model, which is still employed, was constructed in a way that both
physical tag and online service is paid by one payment at the time the tag is purchased. No
additional fees are charged regarding online service. At the beginning, the price was set to
560 CZK, including taxes and shipping. After that, discount campaign was introduced, with
price 329 CZK including taxes and shipping. After the discount finished, people were less
willing to buy for full price, so after same time, regular price was reduced to level of
389 CZK including VAT and shipping (share of shipping on the price is 30 CZK). Costs of
one tag manufacturing and packing ware approximately 100 CZK, but costs related to selling
tags by own capacities were rather high. If only one tag is ordered, but the employee has to
communicate with customer, check the payment, prepare the order and go to the post office,

it takes up to one hour with total costs around 140 CZK (Depending on employee salary).

Wholesale prices are also employed, prices are divided into seven groups depending on

volume of order.

4.2.2 Original Business Plan Evaluation

This chapter provides evaluation of the original business plan with emphasis on marketing

strategy and monetization and pricing policy.

4.2.2.1 Original Target Group Evaluation

The original targeting towards pet shops and pet owners does not proved to be sufficient.
Praxis showed that mainly people interested in mobile technologies are willing to buy the
tag. It is still questionable if initial idea lacked precisely designed target group or if the main
shortcoming was lack of exposure. When we sold through Alza.cz, they putt DogNTag into
Smart category of products, which seems to be intended mainly towards people interested in

new technologies.
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4.2.2.2 Original Marketing and PR Strategy Evaluation

Sales portal campaign helped to sell 29 tags only, which is considered as a very poor result.
Further more people were less willing to buy the product for full price after the discount
campaign finished so overall influence of the campaign was negative. The result of campaign
Is consistent with theory according to Denning, discounts bring risk of problems with selling

for full price in the future.

Promotion on events related to dog ownership is considered to be beneficial to the project,
even though the effect on sales is difficult to evaluate. Participation on this kind of events

also generated promotion materials in form of photographs and blog posts.

On the other hand, strategy focused on selling through pet shops was not successful.
Response from pet shop owners was very weak and if they purchased, they usually did not
repeat the purchase. This fact was discussed with several people from pet shop business and
the accepted reason was that there are too many products available in pet shops and since
dog owners were not aware of DogNTag product, they did not ask for it and sales people

from pet shops were not specially motivated to offer our product.

Partner company bought 180 pcs of DogNTag for Slovakian market and was provided with
special branding of boxes. It was agreed that partner company is responsible for complaints
related to DogNTags sold in Slovakian market. The partner company did not repeat the
purchase, which shows that they were not so successful with selling the product on Slovak
market. Despite to this fact, this cooperation is evaluated as beneficial from our side since

significant volume of tags was sell out so part of manufacturing costs was paid out.

PPC campaign was evaluated as not so beneficial since average volume of tags sold
increased only by 33.3 % from average monthly sales of 7 tags to average monthly sales of
9.33 tags per month. Averages were calculated based on sales during three months of PPC
campaign operation and three months prior the PPC campaign. Costs of PPC campaign were
10,000 CZK excluding VAT and the campaign was designed by specialized agency.
According to presented results, contribution of PPC campaign was evaluated as very

negative.

52



Table 2 Results of PPC Campaign

No PPC |No PPC No PPC PPC |PPC PPC
month (2015) | May June July August | September | October
sales volume 7 8 6 9 10 9

average 7 9.33
Source: Own work, 2017

The most successful selling channel was wholesale cooperation with Alza.cz. DogNTag
quickly become one of main items among the product category, in time prior to Christmas
2015. During the cooperation Alza.cz bought 210 tags, so more than one quarter of all tags
manufactured was sold this way. Despite of quantity of tags sold, standard wholesale
pricelist was accepted by Alza.cz so the cooperation can be evaluated as very successful.
Unfortunately, there were some issues related to product quality and then the most popular
tag colour — red, was sold out from our stock so Alza.cz sold all tags from their stock and
stopped ordering. If there would be new, improved version of DogNTag, there are no barriers

to continue with cooperation.

Picture 8 DogNTag Displayed on Alza.cz
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It is difficult to evaluate whether success of selling through Alza.cz was defined by better
exposure or by different target group buying from Alza.cz, but the fact is that exposure of
products listed on Alza.cz is excellent and even many customers without previous intention
to buy such a product could see it while browsing the e-shop and decide to buy DogNTag.

It is completely different from selling through own product web.

4.2.2.3 Monetization and Pricing Policy Evaluation

Pricing policy of the product was highly influenced by relatively unsuccessful sales
campaign on sales portal. Since the product is somehow different to other product with the
same purpose, and is considered as “luxury” product due to the fact, that the product is not
vital for customers, price is not the main reason why customers buy or do not buy the
product. From this point of view, launching the product by sales campaign does not seem to
be the best option. Monetization policy designed in a way that customers pay for both the
tag and online service by one payment brings problems if customers stop buying, but the
service still need to be maintained. Finding additional functionalities, which could be

charged on periodical basis would help to cover maintenance costs.

4.3 Opinions of Potential Customers - Questionnaire Evaluation

Opinions of potential customers are, without a doubt, essential for both evaluation of current
product and for direction of future development. Potential customers were asked to fill short
questionnaire focused on their opinion on current product as well as their willingness to

accept and appreciate new functionality described in questionnaire.

The questionnaire was intended for dog owners only. In the first question, respondents were
asked if they are dog owners and negative answer resulted in premature end of the
questionnaire. Questionnaires that included negative answer on first question were then

deleted from the list of answers, to increase explanatory power of results.

Evaluation of opinions of potential customers is divided into two parts, namely opinions on
current product and opinions on proposed new functionality, service providing redirect of
calls from phone number that would be printed on a tag. According to DogNTag team
experience, missing phone number was expected to be identified as serious issue by

respondents. This was defined as hypothesis for the questionnaire survey.
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Potential customers were, except opinions on DogNTag product, also asked to share their
attitude towards risk of losing their dog, as well as to share methods they use to decrease

such risk.

Questionnaire was designed in a way that some questions could be skipped based on
previous answers. Therefore, total number of answers is not the same for all questions. Based
on this fact, all percentages were calculated based on real number of answers of each
question. Due to the fact that survey is conducted in the Czech Republic, questionnaire is
made in Czech language. This was decided in order to obtain more responses and to make
the survey convenient for respondents. Questionnaire was approved by diploma thesis

supervisor.

4.3.1 Attitude of Dog Owners towards Risk of Losing Their Dog(s)

Dog owners were asked three questions in this part. The first question was focused on
worries of dog owners connected with possibility of losing their dog. 85 % of respondents
answered that they are afraid of losing their dog. This result follows generally accepted
assumption that owners usually worry about their dogs.

Picture 9 Graph Displaying Worries of Dog Owners of Losing Their Dog

Are you afraid of losing your dog?

= No
= Yes

Source: Own work, 2017
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Then there were two questions related to tools respondents use to decrease probability of
losing their dogs. In first question, respondents were asked if they use any tools for this
purpose and if the answer was positive, they were also asked to specify which tools they use.
First of these questions was closed question with possibility of positive and negative answer
only. In this question, 118 respondents out of 144 answered that they use some techniques
to reduce probability of losing their dog, which shows that 81.9% of respondents use some

technique to prevent losing the dog.

In next question, 118 who noted using some technique to prevent losing of the dog, were
asked to describe which techniques were they using. It was possible to select multiple
answers from list or / and to add own answer. One own answer was deleted due to

inappropriateness of content. Results are shown on following graph.

Picture 10 Techniques Used by Respondents to Prevent Losing the Dog

Specify technics you use to prevent loosing your dog

= Microchipping

= Standard dog tag with phone
number

= | do not let the dog run
around without a leash

Other

Source: Own work, 2017

Microchipping was identified as the most common technique used by respondents to prevent
losing their dog, 88.4% of respondents noted that they use this technique. This fact could be
influenced, besides other factors, by local regulations on obligatory using of microchipping,
employed on the level of towns or municipalities. 68 respondents (57.6%) noted that they
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use only one technique and, on the other hand, 50 respondents (42.4%) noted that they use

multiple methods. Only one respondent mentioned using of GPS based device.

4.3.2 Evaluation of Opinions on Current Product

Respondents were asked, both in qualitative and quantitative way, for answers regarding
their view of current DogNTag product.

First question concerning current product was focused on collecting qualitative information
regarding customer view of current product. Respondents were provided with neutral
description of the product and with product photo, and they were asked for advantages and
disadvantages of the product and also if they consider buying the product. Those sub-
questions were putted together with aim of collecting different ideas and it was presumed
that not all respondents will answer all three sub-questions.

Advantages commonly mentioned by respondents were online profile of the dog, nice design
and possibility to load information from the tag using mobile phone. Respondents also
appreciated possibility of sharing map with location of the dog while loading information

from the tag using mobile device.

Respondents also expressed their view on disadvantages of the product. Certain part of
respondents was worried that their dog could lose the tag, some respondents formulated their
answer in a way that they find such a tag_unnecessary. Some respondents also expressed
opinion that person who find the dog could not know how to obtain information from the
tag, mainly because NFC technology is, according to those respondents, not so widely

known. Missing phone number was also mentioned as disadvantage by some respondents.

Question number seven was intended to find answer, whether respondents find absence of
phone number printed on the tag as significant disadvantage of the tag. Question on colour
of the tag was skipped intentionally in questionnaire results discussion. This question is

discussed in next part of questionnaire discussion.

According to questionnaire results, majority of respondents find absence of phone number

as significant disadvantage of the product. Results are shown on following pie chart.
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Picture 11 Opinion of Respondents on Absence of Phone Number Printed on the Tag

Do you think that absence of phone number printed on
the tag is serious disadvantage of DogNTag product?

61.1%

38.9%

m No mYes

Source: Own work, 2017

According to questionnaire results, 56 respondents out of 144 do not find absence of phone
number as serious disadvantage, on the other hand 88 respondents find it as serious
disadvantage. The number of respondents who find missing phone number as important issue
is significantly higher compared to number of respondents who noted that they use classical
dog tag with phone number. It is assumed that that if they consider buying tag with special
functions, they want it to be universal and easy to use for potential finder of the dog. The
result follows the hypothesis that respondents would find absence of the phone number as

serious issue.

4.3.3 Opinions on Future Development of DogNTag Product

This section follows previous question and provides answers which are important towards

future development of DogNTag product.

Respondents answered question if they would be more willing to buy the product if there
was phone number printed on it. Significant majority of respondents answered that they
would be more willing to buy the product if there was phone number printed, the percentage
is significantly higher than relative volume of respondents who find missing phone number
as serious issue. It is assumed that even though certain respondents did not find missing

phone number as serious issue, they still would appreciate phone number to be there. In total,
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103 out of 144 respondents would be more willing to buy the product if there was the phone

number printed. Detailed results are presented on following graph.

Picture 12 Relative Number of Respondents Who Would Be More Willing to Buy the Product if There Was Phone Number
Printed

Would you be more willing to buy DogNTag product if there was
phone number printed on the tag?

71.5%

28.5%

m No mYes

Source: Own work, 2017

If respondent expressed opinion that phone number printed on the tag would not make the
product more attractive to buy, the guestionnaire finished. Respondents who would prefer
printed phone number were asked two more questions regarding their willingness to pay

additional fee for call redirect service.

Presented results increase importance of following question, if respondents would be willing
to pay monthly fee for service providing redirect from phone number printed on the tag as a

part of manufacturing process, to their own phone number.

Results were not surprising since additional fees are not welcomed by customers in general:
66 out of 103 respondents answered that they would not be willing to pay additional fee on
monthly bases and, on the other hand, 37 respondents noted that they would be willing to

pay the fee. Detailed results are presented in following graph.
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Picture 13 Willingness to Pay Monthly Fee for Call Redirects

Would you be willing to pay small monthly fee for call redirects
from number printed on the tag to your phone number?

35.9%

64.1%

m No mYes

Source: Own work, 2017

As presumed, majority of respondents answered that they would not be willing to pay
monthly fee for additional service. This fact is consistent with general situation on Czech
market since local customers are not happy with fees of any kind. Since results were more,
or less expected, next question was designed to clarify if respondents are against fees in

general or if they are not happy with fees on monthly basis.

Respondents were asked if the fee would be more acceptable if it was included in purchasing
price and the price was increased adequately. Five options were presented and respondents
were asked to choose one option which describes their view in best way. There were three
options with fee from one month to twelve months included in purchasing price. Neutral and

negative answer was also presented.

Almost half of respondents noted that the fee would be more acceptable if 12 months were
included in price of the tag while only 6.7% of respondents prefers 6 months included. 13.6%
of respondents would prefer one fee included in the price of the tag. There can be various
reasons influencing this results, but according to knowledge of market and to intensive
communication with current customers, it is assumed that those who prefer one year of

additional service included, just do not want to be bothered by paying the fee every month.
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Reason for one month prepaid period seems to be sign of lowest possible price preference.
Those respondents would prefer to try the service first for shortest time possible, but they

are still interested in the service.

The important finding is that 54 out of 66 respondents who noted that they would not be
willing to pay the monthly fee, answered that they would be more willing to accept the fee
if the fee for one, six, or twelve months was included in the purchasing price. It shows that
respondents do not reject fee in general, but they are picky about form of the fee. More
options concerning fee periods seems to be, based on results, more appropriate than single

option.
Picture 14 Acceptance of Different Fee Variants

Would it be more acceptable for you if the fee was included in
purchasing price and the price was increased adequately?

é

13.6%

= Yes, if 12 months fee was included

= Yes, if 6 months fee was included
Yes, if 1 month fee was included

= It would not incluence my decision

= No

Source: Own work, 2017

Besides questions related to phone number and additional service related to phone number,
one more aspect of future development was identified. Respondents were asked for their
opinion on colour which fits the product most. Respondents were provided with seven
options and were allowed to choose one option. According to results, there was no dominant

colour, but results were spread among all options. Two options obtained more than 20% of
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answers while two other options received less than 10%. All together 144 respondents
answered this question, detailed results are provided below.

Picture 15 Colour Preferences of respondents for Dog Tags

Which colour is, according to your opinion, the most suitable
for dog tag?

6.3%

BBlue ®WRed B@Yeloow ®WBrown ®Black OWhite ®Green

Source: Own work, 2017

Since respondents shared different tastes towards colour of tag, method which provides
possibility to manufacture tags in different colours without affecting cost, would be
beneficial. Existence of such a method and possibility of application of such a method should

be investigated further in production planning.

4.4 Analysis of Competing Products

Analysis of competing products is important input for decision how to design new version
of DogNTag product and which features include, but could also help to decide whether to

continue with DogNTag project or not.

Competing products have three important parameters: employed technology, price and
presence on local market. All products will be also evaluated based on possessed advantages

and disadvantages, assumed from available information and own experience.
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4.4.1 Classical Dog Tags

Classical dog tags are usually made from metal, which brings high durability of the tag.
Space for writings depends on shape and size of the tag, but there is usually only space for
the most important information, for example name of the dog or phone number. If the tag is
big enough, address can be engraved as well, but it cannot be accepted as general assumption.
One of basic characteristics is that it is not possible to change information engraved on the
tag since it was written on the tag mechanically. Metal tags are available and common on

the Czech market.

According to Heureka.cz, prices of metal dog tag range from 30 CZK to 229 CZK, excluding
costs of engraving of personalized text. Costs of engraving usually are, based on information
provided by sellers, approximately 95 CZK, however price could vary depending on length

of engraved text.

Advantages
e Low price
e High durability
e Easy to read information from the tag

e Available on Czech market

Disadvantages
e Lack of space for information due to limited size of tag

e Itis not possible to change engraved information

4.4.2 Microchipping

Microchipping of dogs is technique which involves implanting of small RFID chip under
skin of dogs. Czech towns and municipalities started with implementing duty to have the
dog microchipped, according to local laws and regulations. Prague, for example provides
dog owners with discount from dog fee, which should cover costs of microchip implanting.
Since in some towns microchipping is obligatory, it is not considered as direct competitor.

However it needs to be considered in evaluation of overall market situation
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Information from microchip could be loaded by special device, which is owned by police
and veterinarians. Microchip needs to be registered in specialized register in order to be
successfully recognized by specialized staff. There are several registers operating in the
Czech Republic, with prices of registration starting from tens of CZK (exceptional) to lower

hundreds of CZK. Some registers offer special conditions based on chip manufacturer.

Advantages
e Cannot be lost

e If obligatory, purchasing price can be refunded

Disadvantages
e Information cannot be loaded by general public
e Various registers

e [Extra costs

443 GPS Based Devices

GPS based devices are smart wearables which provides ongoing, or upon request tracking
of position of the device. Devices from several manufacturers are available on Czech market,
prices vary, according to Heureka.cz, from approximately 1,400 CZK to 5,000 CZK for
standard user device, but could reach up to 20,000 CZK for professional device.

Manufacturers of devices from user category require or suggest using additional SIM card
with data service activate, for live tracking or / and for access to online application. Some
manufacturers offer the service themselves, others suggest using services from mobile
operators. Manufacturers of some devices also require / suggest using SIM card / service
capable of sending SMS messages. Prices of additional service directly from manufacturers
are according to official information provided by local resellers approximately 250 CZK per
month. Data services by Czech mobile operators are, according to official pricelists,
available from approximately 200 CZK per month. Professional devices usually do not
require SIM cards, data services and additional fees. Some devices from user category does
not require SIM card and data connection, but these devices are usually more expensive,
approximately 5,000 CZK and there is usually still charged some fee for using online

application.
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Devices from user category are usually relatively small and can be easily attached to dog
collar. On the other hand, professional devices are usually bigger and can be also equipped

with external antenna.

Operating time varies based on which mode the device operates. According to official
product information. If device is in full operation mode, battery needs to be charged
approximately every 6 — 8 hours, if standby mode is applied, devices should operate number
of days without charging. Some devices send information about location only periodically
in order to save energy. The period can be changed in order to obtain information more

frequently.

Advantages
e Real time tracking possible
e Online application for tracking
e SMS notifications

e Available on Czech market, but not very common

Disadvantages
e Higher price
e Needs to be charged often
e Does not provide any information for potential finder of the dog
o Relatively high fees for data connection / online application

¢ Available on Czech market, but not very common

According to own investigation, situation abroad seems to be similar to Czech market. Prices
are, according to Amazon.com, slightly lower but it is not anything important to be
considered. Offered items are the same or similar to those available on Czech market and

according to volume of reviews are not sold massively.

4.44 Tag4pet

Direct competitor on Czech market who sells similar tags to DogNTag with similar
functionality. One tag was bought in the past to investigate functionality of the tag and to

compare it with DogNTag tags. The app is designed based on mobile application QR City
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so application design does not fit the purpose of smart dog tags very well and the application
IS due to this fact slightly confusing.

Advantages
e NFC and QR codes for loading the information
e No additional fees

e Number of cooperating pet shops

Disadvantages
e Confusing application design
¢ No big wholesale partner

e According to reviews, similar problems with quality of physical tag itself plus some

issues with functionalities of the application
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4.5 SWOT Analysis

SWOT analysis is important tool for identification of strong and weak characteristics of the
business. Following SWOT analysis elaborates current situation of DogNTag business in a

view of all available findings.

Picture 16 SWOT Analysis

» Knowledge of market

« Strategic partnership with main Czech
internet shop

« Strong technological background in
RFID techologies

STRENGTHS

« Poor quality of current product
« Not very well translated webpages

WEAKNESSES * The product is not the main part of

company business

« Ideas for future development
« Contacts to suitable suppliers

OPPORTUNITIES [y range of potential customers

« Maintain and increase portfolio
diversification

« Unable to reach customers directly

« The product is not absolutely
necessary for lives of customers

THREATS

Source: Own work, 2017; template: demplates.com
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4.6 Development of Improved Product

Since current product was analysed and shortcomings were identified, it is possible to
suggest changes to original product, which could be then implemented in design and
functions of new version of the product. The way of addressing of identified issues needs to
be defined and discussed.

4.6.1 Brainstorming Session — Addressing of Identified Shortcomings

The aim of employing of creative management technique was to bring fresh ideas and new
views to the project. Brainstorming techniques was chosen because it is fast, generally
known and easy to use technique. All participants know each other and work together in the
past so, according to previous experiences, there was no need to worry that one participant
would dominate the brainstorming session. All three owners, including CEO of the company,
and external programmer from related company joined the session. Working sheet from the
session is available in appendices of the thesis.

Following issue addressing ideas were collected in brainstorming session:
e More durable material
e New webpages
e Focus on wholesale
e Hire new sales person
e VOIP service
e Different tag sizes

e Tags for cats

Following ideas were picked for further development from collected ideas:
e More durable material
e Focus on wholesale
e VOIP service

o New webpages

New webpages were associated with VOIP service since if the VIOP service would be
introduce, new webpages or significant redesign is necessary. CEO of the company claimed

he provides contact to VOIP service supplier and desired manufacturer of new tags.
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4.6.2 Development of Improved Tags

As agreed, new version of tags should be more durable to prevent losing of tags due to broken
eyelet. Contact to account manager from manufacturing company was provided. The
company was selected by CEO due to high quality of products, proved by cooperation from
the past. During negotiations, two possible ways of durability improvement were suggested

by manufacturing company.

4.6.2.1 First Option — Polycarbonate Tag with Plasticized Plastic Layer

First possibility was to change tag design in a way that there would be no eyelet, but only
small hole for attaching to the key ring / dog collar, and material of inner part would be
changed from polyvinylchloride (PVC) to polycarbonate (PC). There would be also
plasticized plastic fiber on both sides of the tag to support flexibility of the tag and to make
the tag more attractive.

Since the eyelet will be removed, shape of the tag needs to be changed due to preserve
enough space for the NFC chip. The new shape is rectangle with rounded corners. The hole
for attaching to the ring is considered as the weakest part of the tag so it will be supported

by metal rivet with hole.

It was tested that there will be no interference of quality of chip reading caused by presence

of metal rivet if both components are placed properly.

Picture 17 Technical Sketch of New DogNTag

DogNTag with PC layer
1. Royalplast on FTC material, white
2. Chip - inlay MIDAS 12x19mm 35 mm

3. Interlayer PC 0.25mm

4. Royalplast on FTC material, white

5. Metal rivet with hole

Source: Own work based on sketch provided by manufacturing company, 2017
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Digital print was selected as printing technology, because any set of colours can be printed
in one series, regardless of quantity of each colour. This decision follows results of the

questionnaire.

Design and materials described above were agreed from our side and then following offer

was received:

Table 3 Offer - Polycarbonate Tags with NFC chip

Quantity (pcs) | Price (CZK)
250 68.93
500 57.66
1,000 45.74
2,500 35.88
5,000 29.42
10,000 26.97

Source: Own work based on received offer, 2017

Small box + packing 15.71 CZK / unit
Costs of graphical artwork: 1,497.66 CZK
All prices are excluding VAT.

4.6.2.2 Second option - Aluminium Tag with Plasticized Plastic Layer

The second option was designed to achieve maximum durability without affecting
appearance in negative way. Inner layer was designed from aluminium material (AL), there
would be also plasticized plastic fiber on both sides of the tag to support flexibility of the

tag and to make the tag more attractive. Digital printing would be employed.

NFC chip was removed from this variant since metal materials disturb NFC transmission in
a way that it is not possible to detect NFC chip placed on metal material at all. This could be
solved by adding specialized ferrite layer between metal material and chip. However ferrite
layer is expensive and it would make the manufacturing of such tag unrealistic from costs

point of view.
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This version was intended for big and active dogs, to guarantee maximum durability in
extreme conditions. Since NFC chip was removed from this version, size of the tag could be
smaller in compared to tag with NFC chip. There were two variants regarding size of the tag,
round tag with 36 mm diameter and round tag with 22 mm diameter. There will be one hole

for attaching to key ring / dog collar.

Table 4 Offer - Aluminium Tags without NFC chip

Size (mm) Quantity (pcs) | Price (CZK)
36 500 60.30
22 500 52.27

Source: Own work based on received offer, 2017

15.71 CZK / unit
700.00 CZK

Small box + packing
Costs of graphical artwork:

All prices are excluding VAT.

4.6.2.3 Printing

As mentioned above, all variants are intended to be printed using digital print. The advantage
of this solution is that various colours can be printed without affecting costs. Following five

colours were selected for next generation of DogNTag:

Table 5 Selected Background Colours

Colour CMYK code
Black 75-68-67-90
Blue 96-68-0-0
Yellow 0-15-94-0
White 0-0-0-0

Red 0-100-100-0

Source: Own work, 2017

Originally, pantone colours were selected. However each colour would be considered as

single series if printed with pantone, which is major disadvantage.
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Based on background colours, colours of personalization need to be modified. For yellow,
red and white personalization will be printed in black colour, while white colour will be used

for personalization of black and blue tags.

Content to be printed on tags is following:

e Frontside
o Dog's paw
o Text “Is he lost?”” (not applicable for 22 mm round tags)
o Symbol of contactless transmission
o Link to DogNTag webpages

e Back side
o Text “Call: +420 xxx xxx xxx” (if decided to use phone numbers)
o QR Code

4.7 Development of VOIP Service

According to our experience, potential customers consider absence of phone number printed
on the tag as major disadvantage. This was supported by questionnaire which is part of the
thesis, since 71.5% of respondents answered that they would be more willing to buy the tag
if there was phone number printed on it. Absence of phone number is therefore considered
as major drawback and needs to be solved in order to provide complex and convenient

product and service to customers.

The problem is, that it is technically not possible to wait until customer orders the tag and
then print the number on the tag. All printings need to be done in manufacturing process.
CEO of the company suggested VOIP solution and passed contact information to one service
provider which is considered as suitable for our solution. Some negotiations with this
company were conducted in the past so information on functionalities of desired solution

were provided as well.

4.7.1 Technical Characteristics

Desired model assumes that number of phone numbers will be purchased and operated on
virtual PBX of supplier company. It is possible to set up what happens if somebody calls

particular number, call would be redirected to another phone number or SMS would sent to
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predefined phone number or / and to number which opened the call. There could be more
phone number listed for call redirect and if one number does not answer, call could be
redirected to next number, after predefined time period. Foreign phone numbers could be

provided as well.

VOIP supplier provides own API so their VIOP solution can be connected with application
of another subject, in this case with DogNTag system. There would be development needed
on our side as well. However, DogNTag webpages and online system for customers need
certain redesign, so desired way of implementing the VOIP solution to our system is to merge

both jobs together. This approach will lead to decreasing of costs by economies of scale.

Picture 18 Scheme - Dog Recovery Using VOIP Service

calls number printed on the tag —_—3 | VOIP semnice

AN

dog finder

dog ownern
dog owner 1

dog owner 2
call dane Owner 1 not ®
successfully  available

Owner 2 not

call done :
available

successfully

situation solved

Source: Own work, 2017

4.7.2 Costs of VOIP Solution

Costs can be divided into two parts, costs related to purchase of numbers and then costs

related to operation of the service — costs of SMS messages and call redirects.
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One phone number costs 1 CZK per year and prices of phone calls are 1 CZK per minute,
counted by second and one SMS costs 1 CZK. Prices are excluding VAT. Costs related to
new VOIP ready DogNTag system development were defined to 30 000 CZK. Costs were
calculated based on information acquired from software developer from related company.

The same person would, in case of project realization, develop the system.

Apart from costs of system development, costs of system maintenance and customer support
need to be considered. Volume of work connected with those tasks was, according to
information provided by system developer and by employee responsible for customer
support, defined as 1 working hour per working day. Costs for one working hour were
defined as 200 CZK, excluding costs related to running the office, which will be added

separately.

4.7.3 Monetization of the Service

Due to the fact that there are certain costs connected with providing the VOIP service,
namely costs of call redirects, the service needs to be charged in certain way.

There also needs to be certain limitation of call redirect minutes per payment period, to
prevent misusing of the service. It is suggested that even if all customers use all available
call redirect length, both VOIP supplier bill and maintenance need to be paid. Phone charges
are 1 CZK per minute, so the suggestion is to provide users with 60 minutes / year, which
should be more than enough to sort out meeting with dog finder. In case the user uses all
available minutes year bill for the phone number is 60 CZK. Also 1 CZK per number needs
to be added. If company decides to sell 1,000 tags, maintenance costs of the service per 1
tag are approximately 50 CZK per year. Therefore, minimal fee on one year basis is 111
CZK to cover all costs. Service could be also charged in shorter period basis, one month is
considered as minimum. If there would more tags sold in the future, there is space for price

reduction.

According to results of the questionnaire, respondents would prefer one year licence
included in the purchasing price of the tag. Based on this fact, purchasing price of the tag
will be formed by price of the tag and one year licence for VOIP service. After one year
period, customers will be allowed to prolong the service on monthly or yearly basis, or not
to prolong the service at all.
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5 Results and Discussion

5.1 Suggestions Towards New Version of the Product

As the price itself was not defined to be major drawback of the original product, quality of
the product, additional value and user experience were stressed more in compared to cost
minimalization. Materials were tested for high durability by the manufacturer and at the end

polycarbonate tags were found durable enough to be suitable for all dog breeds.

According to this fact, it was decided that the production will start with polycarbonate tags.
First series will comprise of 1,000 tags, 200 from each colour. This volume was selected
because it is sufficient to cover all costs, but does not bring unacceptable level of risk
connected with having too high volume of tags in stock. This solution was accepted by CEO

of the company.

5.1.1 Costs Overview

Overall costs connected with new version of DogNTag can be divided into two parts —

fixed costs and variable costs.

5.1.1.1 Fixed Costs

Fixed costs are represented mainly by costs related to development of new online system,
but also artwork proofs and shipping costs from the factory are considered as fixed.

Table 6 Fixed Costs

Item Costs (CZK)
Online system 30,000
Artwork proof 1,498
webhosting + domain 734

Online system maintenance + customer support | 4,200 / month

Source: Own work, 2017

5.1.1.2 Variable Costs

Variable costs are represented mainly by cost of manufacturing of physical tags, but also by
costs related to tags packaging. Due to the fact that the company is not going to sell the
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product on its own, labour costs connected with having the product in portfolio will be

minimal.

Table 7 Variable Costs

Item Price (CZK/ 1 pc)
Tag manufacturing 45.74
Tag packing 15.71

Source: Own work, 2017

Prices are noted excluding VAT.

5.1.1.3 Suggested Pricing Model

Even if there will be additional service provided and charged, price of the tag should generate
enough revenues to cover all costs and generate appropriate profit margins. Due to this fact,
end price of the tag was, in collaboration with company management, defined as
205.78 CZK excluding VAT. The price gives enough space for providing wholesale prices
for our partner companies. The price of the VOIP service is calculated separately. Expected
wholesale price of the tag is, according to previous experiences with wholesale partners,
defined as 106 CZK excluding VAT. The will be influenced by ordered volume so it is not

possible to predict exact figure.

The price of VIOP service was, according to costs related to providing VIOP service, defined
as 123 CZK per year, which represents 10.25 CZK per month only. Price is calculated
excluding VAT. Even if all users use full capacity of the service, there will still be certain

profit generated. On the other hand, less users use the service, more profits are generated.

5.2 Suggestions Towards New Business Plan

Due to the fact that business strategy for the whole company is about to be updated in close
future, there is no point to create full updated business plan for DogNTag project. On the
other hand, certain suggestions need to be noted for further use in the business strategy of

the company.
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5.2.1 Marketing Strategy

Since the company is not going to sell the product on its own, marketing campaigns towards
end customers will be responsibility of the wholesale partner. Still it is suggested that some
level of activities will be maintained. Since DogNTag webpages will be changed to product
web with user zone, the web will be main communicating channel with both new and current
customers. In addition, press release will be launched after the new version of product will

be available on market.

It is highly recommended to not target on end customers at all, especially no discount
campaigns and paid online marketing campaigns, since all these activities were highly

unsuccessful in the past.

Responsibility for new wholesale partners acquisition will be held by sales manager
currently employed in the company. Suggested strategy is to contact main players in the
business only, because there is much higher potential of decent sales volumes due to high

exposure, in comparison to small internet shops.

5.2.2 Profit or Loss Forecast

Profit or loss forecast is important part of the business plan and thus needs to be designed to
provide management of the company with relevant source of information. All prices are

calculated excluding VAT.

Following calculations were based on assumption that all 1,000 tags will be sold within one
year of operation and for the estimated wholesale price. Since it is not possible to predict
which prices will be negotiated with wholesale partners, and also how long it will take to
sell the whole first series of tags, revenues are qualified estimates only. It is also not possible
to predict how often will customers use call redirects, so variable costs related to VOIP

service are presented as a range.

The minimum costs represent situation if nobody uses the service and the maximum costs
represents situation if all customers use all available minutes of call redirect. Especially
maximum costs related to VOIP service represents theoretical maximum and it is highly

unlikely to happen. But, even if it happens, the project should not go into red numbers

anyway.
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Table 8 Profit / Loss Forecast

Costs (CZK)

Online system 30,000

Artwork proof 1,498

webhosting + domain (1 year) 734

Online system maintenance (1 year) 50,400

Tags manufacturing (1,000 tags) 45,740

Tags packing (1,000 tags) 15,710

Call redirect costs Min. Max.

0 60,000

phone numbers purchase 1,000

Total Min. (CZK) | Max. (CZK)
145,082 205,082

Revenues

Revenues from sold tags 116,000

Revenues from sold service 123,000

Total 239,000

Profit estimation Max. (CZK) |Min. (CZK)
93,918 33,918

Source: Own work, 2017

One of arguments towards project implementing is, that costs related to current online
system maintenance, which are not covered by any fee, would be replaced by costs for new
system maintaining, which are higher, but covered by VOIP service subscription. Costs
related to current system maintenance were estimated as 2,000 CZK per month. Webhosting

and domain are also paid now so this item will not increase overall costs of the company.

5.2.3 Future Development

On one hand, the project has ambition to be profitable as described. On the other hand,
without willingness for future development, mainly for expansion to foreign markets, it
would be questionable to run the project due to the fact that total costs are relatively high in
comparison to expected profits. If the described project implementation serves as basis of
expansions towards new market and successful acquisitions of more and more strong
wholesale partners, it makes sense. On the other hand, if company decides not to stress the

project and its expansion, project implementation is not suggested.
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5.3 Suggestion towards Project Implementation

Total length of project implementation was estimated to five weeks and two days, including

one week dedicated for decision of CEO whether the company runs the project or not.

Estimates were defined in collaboration with people who will physically work on particular

tasks or with external subjects who will provide particular part. Project tasks are shown on

following Gantt chart.

Picture 19 Gantt Chart - Estimated Project Length

project
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4) Tags manufacturing and packing

4/3/17 4/7/17
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5/16/417 5/16/17

Source: Own work, 2017
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Following PERT chart provides more clear overview of length of each task and also

information regarding task order and predecessors.

Picture 20 PERT Diagram

[ pecidetoruni] [ 2)VOIPreadyonl] [ 5 Online system.] [ 6)Pressrelase | [ 7) Start of aquisti.]
Start: 4/317 Start: 410/17 Start: 5817 Start: 51517 Start: SHENT
Enck: 47417 Endk: 518117 Enct 52117 End: SH5/7 End: SH6/7
Duration: 5 | Duration: 21 | Duration: 4 y Duration: 1 Duration: 1

[ 3) Phone numlJrE:r.1

i 4) Tags manufact:.

Start: 4H0M7T Start: 411M7
End: 411017 End: 5817
L Duration: 1 ) L Duration: 21

Source: Own work, 2017

Both graphs were created in Gantt project software under GNU General Public License
version 3.0 (GPLv3).

If management decides to run the project, full project outline will be created.
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6 Conclusion

DogNTag product has been present on the Czech market since year 2014. However,

management of the company is not satisfied with the results of the product in terms of sales.

The product was analysed using various approaches. Physical characteristics of the product
as well as pricing policy, target group, competing products but also opportunities for future
development were main analysed characteristics of the product. Opinions of potential

customers were also taken into consideration.

Main identified shortcomings related to physical characteristics of the product were flawed
product design with eyelet combined with not enough durable material that together caused
relatively high level of consumer dissatisfaction and complaints. The other shortcoming is
related to product operations disorganized and wrong planned marketing activities and sales
campaigns did not bring almost any results, instead caused problems related to willingness

of customers to accept the price.

The only reasonable way of selling the product proved to be wholesale cooperation with
strong partner, which helped to sell more then quarter of all tags produced. Even though the
cooperation did not last till present, there is still chance for future cooperation after launch
of new, improved version of the product. Opportunities towards new partner acquisition are

also considered as good.

New version of the product including new VOIP functionality providing call redirects from
phone number printed on the tag in the factory to phone number of the customer, which have
ambition to attract potential customers who missed the function in first version of the
product, was designed. Issues related to poor quality and wrong chosen material were solved
in collaboration with new manufacturing company. Expected costs and revenues were
defined and opportunity for profit generation was found. Expected profit generated from
selling of the first series of new tags, comprised of 1,000 pieces, were defined as range from
30,918 CZK to0 93,918 CZK, based volume of VOIP service usage.

On one hand, new product was found perspective and profitable. On the other hand, running

the project on described level only, does not make enough sense from business point of view
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due to relatively high total costs. The first series of the new version of DogNTag is intended
to serve as basis for further expansion on foreign markets and for acquisition of new

wholesale partners both in the Czech Republic and abroad.
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8 Appendix

8.1 Questionnaire

Sekcel1z7

DogNTag

> £

Dotaznik slouZi pro potfeby diplomové prace zaméfené na rozvoj produktu chytré psi znamky DogNTag. Dotaznik je uréen
vyhradné majiteldm pejska.

Dékuji za vyplnéni dotazniku a pfeji hezky den :)

1) Mate psa? (Pokud odpovite "Ne", dotaznik bude ukoncen)

Ano

Ne

Sekce2z7

Nazev sekce (nepovinny)

> £

2) Bojite se, ze se Vam pes ztrati? *

Ano

Ne

3) Pouzivéte néjaké metody pro snizeni rizika ztraty psa? (Cip pod kazi,
klasicka znamka...)

Ano

Ne (pfechod na otazku €. 5)
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>4
wee

Sekce3z7

Nazev sekce (nepovinny)

4) Jakym zpusobem se snazite snizit riziko ztraty psa? *
Cip pod kizi
Klasicka zndmka s telefonnim cislem

Mepoustim ho z voditka

»<
-

Sekcedz7

Nazev sekce (nepovinny)

5) Zvazoval(a) byste zakoupeni chytré psi znamky DogNTag (viz popis nize)?
Jaké vyhody a nevyhody ve znamce DogNTag spatrujete?

Text dlouhé odpovéd

Chytra psi znamka DogNTag

DogNTag je "chytrd psi znamka" zaloZzend na technologii NFC a na OR koédech. Po priloZeni smartphone s funkci NFC ke
znamce se zobrazi webova stranka s profilem pejska, ve kterém jsou uvedeny viechny ddlezité informace o majiteli pejska
i pejskovi samotném. Pfi navitévé profilu zdroven dojde k zobrazeni Zadosti o sdileni polohy skrze nalezciv smartphone,
majitel psa poté obrzi email s mapkou zobrazujici misto, kde byl pejsek nalezen. Jako alternativu k NFC Ize pouzit QR kéd
vytistény na znamce, nebo zadat éislo znamky na webové strance www.dogntag.com . Cena znamky je 389 K& véetné DPH
a postovného.
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Sekce5z7

Nazev sekce (nepovinny)

6) Jaka barva Vam pro psi znamky pfipada nejvhodnéjsi? Vyberte prosim
jednu moznost

Modra
Cervena
Zlutd
Hnéda
Cema
Bila

Zelena
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>

Sekce bz 7

Nazev sekce (nepovinny)

7) Myslite si, Ze absence telefonniho €isla na majitele psa, vytisténého na
znamce, je zavaznym nedostatkem tohoto produktu?

Ano

MNe

*

8) Byl(a) byste vice ochotn(y/4) znamku DogNTag zakoupit, pokud by na
znamce bylo vytisténo telefonni &islo?

Ano

Ne (konec daotazniku)

Sekce 727

Nazev sekce (nepovinny)

»4

9) Byl(a) byste ochotn(y/a) za pfesmérovani hovorl z telefonniho éisla
uvedeného na znamce DogNTag na Vase &islo platit drobny poplatek v fadu
nizéich desitek korun mésicné?

Ano

e

10) Bylo by pro Vas vice akceptovatelné, pokud by byl vyse zminény poplatek
zahrnut v cené& znamky s tim, Ze by cena znamky byla o to adekvatné
navydena? Vyberte, prosim, moZnost, ktera nejvice odpovidé Vademu nazoru.

Ano, pokud by byl poplatek na 1 méaic zahrnut do ceny znamky
Ano, pokud by byl poplatek za 6 mésica zahmut do ceny znamky
Ano, pokud by byl poplatek za 12 mésicd zahrnut do ceny znamky
He

MNa mé rozhodnuti o nékupu by to neméla vliv
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8.2 Questionnaire Answers

10) Bylo by pro

Vis vice
9) Byl(a) akceptovatelné,
byste pokud by byl
ochotn(y/a) vySe zminény
za poplatek
piesmérovani | zahrnut v cené
3) 8) Byl(a) hovorii z znamKy s tim,
PouZivate 7) Myslite si, | byste vice | telefonniho Ze by cena
néjaké Ze absence ochotn(y/4) | ¢isla znamKy byla o
metody 5) Zvazoval(a) telefonniho | znamku uvedeného na | to adekvatné
1) Mite pro byste zakoupeni 6) Jaka barva | Cisla na DogNTag | znamce navySena?
psa? 2) sniZeni 4) Jakym | chytré psi znamKky | Vam pro psi | majitele psa, | zakoupit, DogNTag na | Vyberte,
(Pokud Bojite | rizika zpisobem | DogNTag (viz znamKky vyti§téného | pokud by Vase Cislo prosim,
odpovite | se, Ze | ztraty se snaZite | popis niZe)? Jaké piipada na znamce, | naznamce | platit drobny | moZnost, ktera
"Ne", se psa? (Cip | snizit vyhody a nejvhodnéjsi? | je zivainym | bylo poplatek v nejvice
dotaznik | Vam | pod kiZi, | riziko nevyhody ve Vyberte nedostatkem | vytisténo Fadu niZSich | odpovida
bude pes klasicka ztraty znamce DogNTag | prosim jednu | tohoto telefonni desitek korun | VaSemu
ukonéen) | ztrati? | znamka...) | psa? spatfujete? moznost produktu? Cislo? mésiéné? nazoru.
Klasicka Ano, nevyhodu ale Ano, pokud by
znamka s vidim v tom, Ze by byl poplatek na
telefonnim | ho pejsek mohl 12 mésict do
Ano Ano Ano Cislem ztratit. Ano Ano Ano ceny znamky
Klasicka
znamka s
telefonnim Ano, pokud by
Cislem, byl poplatek za
Nepoustim | ano, béala bych se, 12 mésicu
ho z ze znamku mij zahrnut do ceny
Ano Ano Ano voditka pejsek ztrati... Hnéda Ano Ano Ano znamky
Cip pod Nejsem si jisty,
kazi, plastova znamka Ano, pokud by
Klasicka vypada kiehce a bez byl poplatek za
znamka s telefonniho ¢isla 12 mésict
telefonnim | nemusi vzdy zahrnut do ceny
Ano Ano Ano Cislem pomoct Cervena Ano Ano Ano znamky
Ne
Cip pod
kuzi,
Klasicka Nevim, musel bych Na mé
znamka s si funkce znamky rozhodnuti o
telefonnim | nejdfive vyzkouset, nakupu by to
Ano Ano Ano Cislem ale napad se mi libi. | Cerna Ano Ano Ano nemélo vliv
znamky vypadaji
Cip pod hezky, budu o koupi Ne (konec
Ano Ano Ano kazi vazovat Cervend Ne dotazniku)
moznost nacte¢ni
udaju ze znamky
Cip pod mobilem se mi libi,
kbzi, na klasickou Ano, pokud by
Klasicka znamku se moc byl poplatek za
znamka s informaci nevejde, 6 mésicu
telefonnim | nakup znamky zahrnut do ceny
Ano Ano Ano Cislem zvazim Cervena Ne Ano Ne znamky
Takze bych mohl
do profilu pejska
zapsat tfeba daje o Ano, pokud by
zdravotnim stavu? byl poplatek za
To mi piipada 12 mésict
Cip pod dobré. Mozna zahrnut do ceny
Ano Ano Ano kazi zakoupim Modra Ano Ano Ano znamky
Cip pod
kuizi,
Klasicka
znamka s Spise ne, klasicka
telefonnim | znamka s ¢islem je
Ano Ano Ano Cislem dostate¢na Cerni Ano Ano Ne Ne
Znamka vypada
hezky i jako
doplnék, obycejné Ano, pokud by
znamky vétsinou byl poplatek za
moc hezké 6 mesict
Cip pod nejsou...mozna si ji zahrnut do ceny
Ano Ano Ano kazi Nufikovi koupim. Zluth Ne Ano Ne znamky
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Vyhodou by mohlo
byt, ze se da do
znamky nahradt
hodé¢ informaci, ale
co kdyz pejska
najde gieba starsi
¢lovek bez chytrého
telefonu? To by
jeste chtélo dofesit.

Ano, pokud by
byl poplatek za
12 mésicu

Cip pod Nakup zatim zahrnut do ceny
Ano Ano Ano kazi nezvazuji Cerna Ano Ano Ne znamky
Cip pod
kuizi,
Klasicka
znamka s To mi pfipada
telefonnim | zbytecené, obycejna Ne (konec
Ano Ne Ano Cislem znamka staci. Bila Ano dotazniku)
Ne
Online profil pejska
vypada jako
zajimavy napad,
pokud vazné staci Ano, pokud by
jenom prilozit byl poplatek na
Cip pod telefon informace se 1 mésic zahrnut
Ano Ano Ano kazi zobrazi. Kupuji Cervena Ne Ano Ne do ceny znamky
Zni to hezky,
webovy profil a tak,
Cip pod cokoliv mize
kuazi, pomoct pejka najit
Klasicka stoji za to. Kdo Na mé
znamka s nékdy o pejska rozhodnuti o
telefonnim | pfisel, vi o cem nakupu by to
Ano Ano Ano Cislem mluvim. Cernd Ano Ano Ano nemélo vliv
Pejsek mi jesté
nikdy neutekl, takze
Cip pod to povazuju za
kazi, zbyte¢né. Mozna
Klasicka kdyz ma né¢kdo
znamka s pravidelného
telefonnim | atékare, tak to Ne (konec
Ano Ne Ano gislem oceni. Cerna Ne dotazniku)
Dobie vycviceny
Ne pes neutika, to je
(ptechod prece nesmysl. Vasi
na otazku znamku Ne (konec
Ano Ne ¢.5) nepotiebuju Bila Ne dotazniku)
Asi ano, ta ¢ervena
na fotce vypada Ano, pokud by
hezky. Asi se to byl poplatek za
muze hodit, kdy$ 12 mésicu
Cip pod pejsek uteCe a zas zahrnut do ceny
Ano Ano Ano kazi tak drahé to neni. Cervena Ne Ano Ne znamky
Jsem fanouskem
modernich
technologii a tenhle
napad se mi libi.
Pied nakupem bych
si chtél urcité Na mé
znamku vyzkouset, rozhodnuti o
Cip pod ale zatim mi to nakupu by to
Ano Ano Ano kuizi ptipada dobré. Zluta Ano Ano Ano nemélo vliv
Cip pod webovy profil
kazi, vypada Ano, pokud by
Klasicka zajimavé...znamka byl poplatek za
znamka s je ale z plastu, ze? 6 mesict
telefonnim | No nevim, jestli zahrnut do ceny
Ano Ano Ano Cislem néco vydrzi Modra Ano Ano Ne znamky
To je vazng dobry Ano, pokud by
napad, to s tim byl poplatek za
nadtenim mobilem. 12 mésict
Cip pod Urcité lepsi, nez zahrnut do ceny
Ano Ano Ano kuzi volat strazniky Zelena Ne Ano Ne znamky
Ne
Cip pod
kazi,
Klasicka
znamka s
telefonnim | Hezka vychytavka,
Cislem, ale v praxi
Nepoustim | zbyte¢né. Na psa
ho z davam pozor a Ne (konec
Ano Ne Ano voditka nikdy mi neutekl Hnéda Ano dotazniku)
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Vyhodou je ur¢ité
ten webovy profil,
to se mi vazné libi.
Na znamce ale
nikde nevidim
misto pro telefonni
¢&islo, to tam asi dat

Ano, pokud by

nejde, co? S byl poplatek za
telefonnim ¢islem 12 mésict
Cip pod bych si to asi zahrnut do ceny
Ano Ano Ano kazi koupila. Cervena Ano Ano Ano znamky
Cip pod
kazi, ten profil je asi faj,
papirek s muiZe se tam napsat
telefonnim | vic véci, neZ na
Cislem papirek, ale ¢islo
vloZeny do | podle mé staci.
plastového | Znamku si Ne (konec
Ano Ano Ano obalu nekoupim Cerna Ano dotazniku)
Jako vyhodu vidim
moznost zapsat
hodné informaci do
online profilu. Jako
nevyhodu pak
nutnost pouzit k
nacteni chytry
telefon, ono to ale
jinak asi nejde.
Vzhledem k
rostoucimu podilu
smartphone na trhu
mi piipada
pravdépodobné, ze
nalezce, nebo
né&jaky kolemjdouci
Cip pod bude chytry telefon
kuzi, mit. Poddavam se na
Klasicka Vase stranky, Na mé
znamka s nastuduji informace rozhodnuti o
telefonnim | a znamku mozna nakupu by to
Ano Ano Ano Cislem zakoupim. Modra Ne Ano Ano nemélo vliv
Cip pod
kazi, Asi ne, piijde mi to
Klasicka zbytecné. Asi je to
znamka s dobré spis pro
telefonnim | technické hracicky, Ne (konec
Ano Ne Ano Cislem c0Z ja nejsem. Zluta Ano dotazniku)
Zajimavé feseni, Cip
pod kuzi totiz neni
samospasny. Jednou
se mi pejsek ztratil
a ¢ip moc
nepomohl. Jako Ano, pokud by
jednoznaénou byl poplatek za
vyhodu vidim 12 mésict
Cip pod moznost nadist zahrnut do ceny
Ano Ano Ano kazi informace mobilem | Cerna Ne Ano Ne znamky
Ne
Cip pod Ano, pokud by
kazi, byl poplatek za
Nepoustim | Mozna si znamku 12 mésict
ho z koupim, o pejska se zahrnut do ceny
Ano Ano Ano voditka hodné bojim Cerna Ne Ano Ne znamky
Ne hezka vychytavka,
(ptechod ale maj pes je
na otazku poslugny, nikdy by Ne (konec
Ano Ne £.5) neutekl Hnéda Ne dotazniku)
Asi ano, vypada to
sikovné. Jako
vyhoda se jevi
moznost ziskat
Cip pod pozici psa hned po
kuzi, nadteni znamky,
Klasicka nevyhoda by mohlo Ano, pokud by
znamka s byt malé povédomi byl poplatek na
telefonnim | vefejnosti o t€hle 1 mésic zahrnut
Ano Ano Ano Cislem znamkach Cervena Ano Ano Ano do ceny znamky

96




Mozna ano, ale
musel bych se se
znamkou nejprve
vice seznamit, piece
jenom, obyéejna
kovova znakma
sotji daleko mif.
Nacteni profilu
mobilem zni dobfe,
ale co uzivatelé

Ano, pokud by
byl poplatek za
12 mésicu

Cip pod klasickych zahrnut do ceny
Ano Ano Ano kizi telefonti? Bila Ano Ano Ne znamky
Vase znamka
Cip pod vypada hezky, i
kazi, jako takovy
Nepoustim | designovy doplnék.
hoz Skoda, e neméate Ne (konec
Ano Ano Ano voditka vic barev. Modra Ne dotazniku)
Cip pod
kuizi,
Klasicka
znamka s Webovy profil se
telefonnim | mi libi, ale ta cena,
Ano Ano Ano gislem no nevim. Cernd Ne Ano Ne Ne
Znamka vypda Ano, pokud by
veseleji, nez byl poplatek za
obyc¢ejna znamka a 12 mésict
Cip pod to nadteni telefonem zahrnut do ceny
Ano Ano Ano kiazi zni dobfe. Cernd Ne Ano Ne znamky
Ne
Znamku si asi
koupim, libi se mi
vice moznosti
nacteni profilu psa -
jako majitel iPhone
mam s nfc smulu :( Na mé
Telefonni ¢islo by rozhodnuti o
Cip pod ale taky neskodilo, nakupu by to
Ano Ano Ano kazi kvili star§im lidem | Zluta Ano Ano Ano nemélo vliv
Asi ne, pfijde mi to
zbyte¢né. Znamk
vypada p&kné, ale
Cip pod telefonni ¢islo podle
Ano Ano | Ano kiizi mé stadi Cervena Ano Ano Ne Ne
Asi ne, pes ma ¢ip,
ktery mit stejné
Cip pod musi, tak k ¢emu Ne (konec
Ano Ne Ano kuizi tuhle znimku? Modra Ne dotazniku)
No kdyz o tom tak
premyslym, miize
se hodit mit v tom
Cip pod profilu vic
kuzi, informaci, nez se
Klasicka vejde na znanku.
znamka s Nejsem si ale jisty,
telefonnim | jestli to pro nas neni Ano, pokud by
Cislem, na | zvyteCené, pejsek je byl poplatek za
znamcee stején vétsinu Casu 12 mésict
mam i na zahradé a z té zahrnut do ceny
Ano Ne Ano adresu jesté nikdy neutekl. | Cernd Ne Ano Ne znamky
Hezky doplngk,
mam malého
pejska, tak by
znamka mohl hezky
vyniknout. V té&ch
tehnologiich se moc
nevyznam, piSete
néco o profilu na
Cip pod internetu, to zni Ne (konec
Ano Ano Ano kazi zajimave Cervena Ne dotazniku)
Je to trochu drahé,
ale na druhou stranu Ano, pokud by
pejsek je pro mé& byl poplatek na
Cip pod cennéj$i. Mozna si 1 mésic zahrnut
Ano Ano Ano kuzi to koupim. Bila Ne Ano Ne do ceny znamky
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Mozna ano, vase
znamka vypada
zajimavé. Libi se mi
moznost nasteni
znamky telefonem,
akorat bych ocenila
vice variant co se
ty¢e velikosti
znamky. Mame
vétsiho psa a
znamka mi z fotky

Ano, pokud by
byl poplatek za
12 mésict

Cip pod pripada trochu zahrnut do ceny
Ano Ano Ano kizi mala. Cervena Ano Ano Ano znamky
adresa na znamce
podle mé staci,
Cip pod tohle mi pfipada
kazi, spis jako
klasicka technologicka
znamka se | vychytavka...ale
jménem pokud by se to
psaamou | masove rozsifilo,
Ano Ano Ano adresou mohlo by to byt fajn | Bila Ne Ano Ne Ne
Podivam se na Vase
stranky a uvidim,
zaujalo mé to.
Vyhudou je asi ten
profil pejska na
webové strankce, Ano, pokud by
nevyhodou trosku byl poplatek za
vyssi cena v 12 mésict
Cip pod porovnani s b&znou zahrnut do ceny
Ano Ano Ano kazi znamkou. Cernd Ano Ano Ne znamky
mozna ano, ale
musela bych
znamku nejdiive
vidét. Pro mladé
Cip pod lidi, kteti maji Ano, pokud by
kazi, moderni telefony je byl poplatek za
Nepoustim | to asi dobr€, ja 12 mésict
ho z tomu moc zahrnut do ceny
Ano Ano Ano voditka nerozumim Cervena Ne Ano Ne znamky
Jsem fanda do
viech novych
technologii a tohle
mi pfipada
zajimavé. femyslel
jsem o nakupu GPS
pro psa, ale je to
dost velké a mosi se
to pofad nabijet.
Tohle vypada jako Na mé
takova rozhodnuti o
Cip pod kompromisni nakupu by to
Ano Ano Ano kazi varianta. Modra Ano Ano Ano nemélo vliv
Znamka se mi libi,
ale mozna bych byl
opatrny s odolnosti Ano, pokud by
- dle fotky vypada byl poplatek na
Cip pod plastoveé. Nakup 1 mésic zahrnut
Ano Ano Ano kazi zvazim. Bila Ano Ano Ano do ceny znamky
Znamka se mi libi,
Cip pod ale za ty penize mi Ne (konec
Ano Ano Ano kazi to piijde zbytecné. Cervena Ano dotazniku)
Ne
Ano, ale pokud na
znamee neni
telefonni ¢islo, je to
takové polovicaté
fedeni, na tom jesté
zapracujte.
Cip pod Designoveé vypada
kuzi, znamka daleko lip,
Klasicka nez obycejné Na mé
znamka s znamky, to beru rozhodnuti o
telefonnim | jako jednozna¢nou nakupu by to
Ano Ano Ano Cislem vyhodu. Cervena Ano Ano Ano nemglo vliv
spiSe ne, telefonni
¢islo funguje Ano, pokud by
Cip pod dostate¢né, ale neni byl poplatek za
kuzi, to $patny napad, s 12 mésict
papirek s tim profilem na zahrnut do ceny
Ano Ano Ano Cislem internetové strance | Hnéda Ano Ano Ne znamky
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Ano

Ano

Cip pod
kazi,
Klasicka
znamka s
telefonnim
Cislem

To mi piijde jako
blbost, kdyz je pes
vychovany, nikam
neutika. Takhe
drahou znamku
nepotiebuji.

Zelend

Ano

Ne (konec
dotazniku)

Ano

Ne

Ano

Cip pod
kazi

O psa se sice
nebojim, nikdy mi
jesté neutekl, ale
zapisovani
informaci do toho
priho profilu se mi
celkem libi. Akorat
nepisete nic o
telefonni ¢islo, to
mi pfipada na
znamee

Cerna

Ano

Ano

Ano

Ano, pokud by
byl poplatek na
1 mésic zahrnut
do ceny znamky

Ano

Ano

Cip pod
kiazi

Mate hezké
znamky, pro
malého roztomilého
pejska idealni,
kamaradka si vasi
znamku pfed Sasem
koupila a je s ni
spokojena, takovy
hezky doplnék.
Akorat kdyby
pejska nasel néjaké
star$i ¢lovek, asi by
si se znamkou
neporadil.

Cervena

Ne

Ano

Ne

Ano, pokud by
byl poplatek za
12 mésict
zahrnut do ceny
znamky

Ano

Ano

Cip pod
kazi,
Klasicka
znamka s
telefonnim
Cislem

znamka ma hezky
tvar a logo s tlapkou
se mi taky moc libi,
akorat to ocko
vypada trochu
chatrné, mam
velkého psa a uz byl
schopny znicit
vSemozné véci na
obojek. Podivam se
na vase stranky a
nakup zvazim

Zluta

Ano

Ano

Ne

Ano, pokud by
byl poplatek za
12 mésict
zahrnut do ceny
znamky

Ne

Ano

Ano

Ne
(ptechod
na otazku
¢.5)

no mozna by to za
to stalo, pofidit
né&jakou Sikovnou
znamku a takhle
vypada hezky. Na
druhou stranu, pes
se mi jesté
nezabéhl, tak
nevim.

Cernd

Ano

Ano

Ne

Ne

Ano

Ano

Cip pod
kozi

Ten profil pejska mi
pfipada jako dobry
napad, o znamce
budu uvazovat

Zluta

Ano

Ano

Ne

Ano, pokud by
byl poplatek za
12 mésict
zahrnut do ceny
znamky

Ano

Ano

Cip pod
kuzi, dobry
vycvik

je to hezké, prece
jenom chytry mobil
ma uz skoro kazdy,
tak pro¢ ne.

Cerna

Ne

Ano

Ne

Ano, pokud by
byl poplatek za
12 mésicu
zahrnut do ceny
znamky

Ano

Ano

Cip pod
kuzi

Kone¢né vim, k
¢emu to nfc jde
pouzit. Znamku si
koupim ani cena mi
nepiipada
premrsténa

Ne

Ano

Ne

Ano, pokud by
byl poplatek na
1 mésic zahrnut
do ceny znamky

Ano

Ne

Cip pod
kozi

Jeste nikdy mi pes
neutekl, tak asi
nejsem ta prava
cilovka, ale pro
n€koho to miize byt
dobré. Libi se mi,
ze vymyslite takové
vychytavka

Bila

Ne

Ne (konec
dotazniku)

Ano

Ano

Ano

Cip pod
kazi,
Klasicka
znamka s
telefonnim
Cislem

| was interested and
was given one to
try. Unfortunately
the tag broke and
we lost it!

Cervena

Ne

Ano

Ne

Na mé
rozhodnuti o
nakupu by to
nemglo vliv
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kdyz se pejsek
zab&hne, urdité se
takova véc hodi, vse
co miiZze pomoci
pejska najit je
dobré. Ta mapka s
mapou mista, kde

Cip pod byl pejsek nalezen v
kazi, praxi ur¢ité hodné Ano, pokud by
Klasicka pomuze. Jenom aby byl poplatek za
znamka s s tou znamkou 12 mésict
telefonnim | nalezce umél zahrnut do ceny
Ano Ano Ano Cislem pracovat Cervena Ano Ano Ne znamky
Znamky jsou
opravdu hezké,
muze to byt dobry
darek, cena je také
rozumna. K pouziti
v praxi jsem ale
trochu skepticka,
nevim, jestli by
nékoho napadlo
znamku nacitat
telefonem. Mozna,
Cip pod kdyby to na ni bylo
kazi, viditélng Ano, pokud by
Klasicka indikovéno, na byl poplatek za
znamka s fotce ale vidim jen 12 mésict
telefonnim | jednu stranu zahrnut do ceny
Ano Ano Ano Cislem znamky. Cervena Ano Ano Ne znamky
Cip pod Znamka s
kazi, telefonnim ¢éislem
Klasicka podle mé staci, ale
znamka s kdo ma rad tyhle
telefonnim | blbistky, mohlo by Ne (konec
Ano Ano Ano gislem se mu to libit. Cerna Ano dotazniku)
Moc téhle
Cip pod vychytavek jsem u
kuzi, nas nevidél,
Klasicka nepovazuju to sice
znamka s za nutné, ale kdyz
telefonnim | se to nékomu libi,
Ano Ne Ano Cislem tak pro€ ne. Bila Ano Ano Ne Ne
Za tyhle penize mi
to pfijde zbytecné,
Cip pod to mu radsi koupim Ne (konec
Ano Ano Ano kuzi néjaky pamlsek. Modra Ano dotazniku)
Ne
(ptechod
na otazku Ne (konec
Ano Ne ¢.5) uplné zbyte¢né Cernd Ano dotazniku)
Webovy profil
pejska je super
napad, kazdy si tam Na mé
miize napsat co rozhodnuti o
Cip pod chee :) Co zvazit nakupu by to
Ano Ano Ano kazi vice barev? Zluta Ano Ano Ano nemélo vliv
pes je poiad na
zahradg, utéku se
Cip pod neobavam, ale Ne (konec
Ano Ne Ano kuzi hezkéa znamka Bila Ano dotazniku)
uvazoval jsem o
GPS, ale to je
Nepoustim | hrozné drahé, tohle
ho z by mozna mohl
Ano Ano | Ano voditka ostagit Cervena Ano Ano Ne Ne
Uz jsem o Vasich
znamnkach slysel,
pry toho moc
nevydrzi, znimy ma
Klasicka ovéaka a znamku
znamka s znicil hned. Na tom
telefonnim | by ur¢ité chtélo Ne (konec
Ano Ne Ano Sislem zapracovat. Cernd Ne dotazniku)
Ne
(ptechod asi ne, stejné tém
na otazku technologii nikdo Ne (konec
Ano Ano ¢.5) nerozumi Bila Ne dotazniku)

100




akorat mozna ano, ale asi Ano, pokud by
registraéni | to nenahrazuje byl poplatek za
znamka, registra¢ni znmaku, 12 mésict
pocita se co? Nacteni zahrnut do ceny
Ano Ano Ano t0? mobilem zni fajn Cerna Ano Ano Ne znamky
Znamka se mi
docela libi, ale to
telefonni ¢islo je
teda jenom v tom Ano, pokud by
Klasicka profilu? mam ted’ byl poplatek za
znamka s znamku s vyrytym 12 mésict
telefonnim | ¢islem a piijde mi zahrnut do ceny
Ano Ano Ano Cislem to dobré Cernd Ano Ano Ne znamky
mozna ano, musel
bych se s
Ne produktem vic Na mé
(ptechod seznimit, Vyhodou rozhodnuti o
na otazku je asi ten profil, o nakupu by to
Ano Ano ¢.5) kterém piSete Modra Ano Ano Ano nemélo vliv
libi se mi to, dobry Na mé
Nepoustim | napad s tim rozhodnuti o
ho z nacitanim nakupu by to
Ano Ano Ano voditka telefonem Cerveni Ne Ano Ne nemélo vliv
Klasicka Ano, pokud by
znamka s byl poplatek na
telefonnim | pfijde mi to 1 mésic zahrnut
Ano Ano Ano Cislem zbyteéné Zluta Ano Ano Ne do ceny znamky
mozna ano, podle
toho, jestli je mozné Ano, pokud by
Ne si nejdiive znamku byl poplatek za
(ptechod nékde prohlédnout, 12 mésicu
na otazku kouknu na vase zahrnut do ceny
Ano Ano ¢.5) stranky Cernd Ne Ano Ne znamky
¢ip je sice dobry,
ale musi se ¢ekat na
odchytovou slozbu,
kdo zkusil vi, ze to
neni nic moc.
Jednou jsem takhle
s nalezenym
pejskem cekala a Ano, pokud by
kdyby mél byl poplatek za
takovouhle znamku, 12 mésicu
Cip pod mohl byt diiv zahrnut do ceny
Ano Ano Ano kazi zpatky doma Cervena Ne Ano Ne znamky
Ano, pokud by
Klasicka byl poplatek za
znamka s ta mapka s polohou 12 mésict
telefonnim | psa mi ptijde zahrnut do ceny
Ano Ano Ano Cislem uzasna Cernd Ne Ano Ne znamky
Ano, pokud by
Ne byl poplatek za
(pfechod 12 mésict
na otazku tak asi to pomize, zahrnut do ceny
Ano Ano ¢.5) kdyz se pejsek ztrati | Zelena Ne Ano Ne znamky
Ano, pokud by
Ne byl poplatek za
(pfechod 12 mésict
na otazku znamka p&kna, jen zahrnut do ceny
Ano Ano ¢.5) barev bych pidala | Zluta Ano Ano Ano znamky
Klasicka
znamka s
telefonnim
Cislem, Na mé
Nepoustim rozhodnuti o
ho z Znamka se mi libi, nakupu by to
Ano Ano Ano voditka zkusim a uvidim:) | Bila Ne Ano Ano nemélo vliv
Ne
(ptechod
na otazku kam by chodil, Ne (konec
Ano Ne ¢.5) doma je mu dobie Zluta Ano dotazniku)
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o pejska se hodné

Klasicka bojim a tak ho moc
znamka s voln¢ béhat
telefonnim | nenchavam, jestli ta Ano, pokud by
Cislem, znamka opravdu byl poplatek za
Nepoustim | funguje, tak by mi 12 mésict
ho z mohla pfidat trochu zahrnut do ceny
Ano Ano Ano voditka klidu Bila Ano Ano Ne znamky
Cip pod &ip staci, tohle Ne (konec
Ano Ano Ano kuazi nepotiebuju Hnéda Ne dotazniku)
o telefonnim ¢isle v
popisu nepisete, to Ano, pokud by
Klasicka by mi na znamce asi byl poplatek za
znamka s chybélo, byt’ bude 12 mésict
telefonnim | asi napsané v tom zahrnut do ceny
Ano Ano Ano Cislem profilu Zelend Ano Ano Ano znamky
Cip pod
kuizi,
Klasicka
znamka s
telefonnim Ano, pokud by
¢islem, byl poplatek za
Nepoustim 6 mésicu
ho z ¢im vice ochrany, zahrnut do ceny
Ano Ano Ano voditka tim 1épe Zluta Ano Ano Ne znamky
mapka s mistem
nalezu psa je dobry Ano, pokud by
napad, pokud to v byl poplatek za
praxi opravdu 12 mésict
Cip pod funguje, neni co zahrnut do ceny
Ano Ano Ano kuizi fesit Cerveni Ne Ano Ne znamky
pékny doplnek,
funkce mi dle
Klasicka popisu taky Na mé
znamka s pfipadaji zajimavé, rozhodnuti o
telefonnim | akorat to vypada nakupu by to
Ano Ano Ano Cislem dost plastové Bila Ne Ano Ne nemélo vliv
mam iPhone, takze
NFC mi bude k Na mé
ni¢emu, ale pres QR rozhodnuti o
Cip pod kod by to mélo byt nakupu by to
Ano Ano Ano kazi ok Cervena Ne Ano Ano nemélo vliv
Klasicka
znamka s
telefonnim
¢islem,
Nepoustim
ho z tydle technologie Ne (konec
Ano Ano Ano voditka mé moc nezajimaji | Cervena Ano dotazniku)
Ano, pokud by
byl poplatek za
proc€ ne, je to pekny 12 mésict
Cip pod a miize to asi zahrnut do ceny
Ano Ano Ano kuzi pomoct Hnéda Ano Ano Ne znamky
Ne ja tohle
(ptechod nepotiebuju, u nas
na otazku na vsi se psi Ne (konec
Ano Ne ¢.5) neztracej Cervena Ano dotazniku)
Klasicka Ano, pokud by
znamka s byl poplatek na
telefonnim | hezké logo :) profil 1 mésic zahrnut
Ano Ano Ano Cislem zni dobie Zelena Ne Ano Ne do ceny znamky
Klasicka
znamka s asi ne, takové véci
telefonnim | povazuju za Ne (konec
Ano Ano Ano Cislem zbyte¢né Hnéda Ano dotazniku)
dobry napad, takhle Ano, pokud by
se nalezce o byl poplatek za
pejskovi dozvi 12 mésict
Cip pod daleko vic zahrnut do ceny
Ano Ano Ano kuzi informaci Modra Ne Ano Ne znamky
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muslel bych se se

Ne znamkou nejdiive Na mé
(ptechod bice seznamit, ale rozhodnuti o
na otazku takhle jak to piSete nakupu by to
Ano Ano ¢.5) mi to dava smysl Zelend Ano Ano Ano nemélo vliv
Ano, pokud by
dobry napad, byl poplatek za
znamkas e mi libi, 12 mésict
Cip pod kouknu na stranky a zahrnut do ceny
Ano Ano Ano kiazi asi kupuju :) Bila Ne Ano Ano znamky
Klasicka
znamka s
telefonnim | podle mého nazoru
Cislem, staci kovova
Nepoustim | znamka, tyhle
ho z vychytavky mi Ne (konec
Ano Ano Ano voditka ptipadaji zbyte¢né Cerna Ano dotazniku)
ptijde mi fajn, Ze se Ano, pokud by
da znamka nacist byl poplatek za
mobilem, to 12 mésict
Cip pod povazuji za zahrnut do ceny
Ano Ano Ano kazi jednozna¢né + Zluta Ne Ano Ano znamky
pokud po nkupu
nepozadujete zadné
Cip pod dalgi poplatky, tak Ne (konec
Ano Ano Ano kazi mi to piipada dobré | Cervena Ne dotazniku)
dobry napad, jen si Ano, pokud by
Ne nejsem jista, kolik byl poplatek za
(ptechod lidi napadne 6 mésicu
na otazku mobilem nacitat psi zahrnut do ceny
Ano Ano ¢.5) znamku Modra Ne Ano Ne znamky
Ano, pokud by
byl poplatek za
mapka s mistem 12 mésict
Cip pod nalezeni psa je zahrnut do ceny
Ano Ano Ano kbzi super Zelend Ne Ano Ano zndmky
Ne
muj pejsek moc
Cip pod neutika, takZe tuhle Ano, pokud by
kazi, znamku byl poplatek za
Nepoustim | nepotiebujeme, 12 mésict
ho z mozna to nékom zahrnut do ceny
Ano Ano Ano voditka koupim jako darek | Cervena Ano Ano Ne znamky
super napad, Na mé
kone¢né jsou ty rozhodnuti o
Cip pod technologie k nakupu by to
Ano Ano Ano kazi nééemu dobré Cervena Ne Ano Ano nemélo vliv
Ne
(ptechod prijde mi to
na otazku piedrazeny, takovy Ne (konec
Ano Ano ¢.5) nic za Ctyfi stovky Cerna Ne dotazniku)
Ne
(ptechod nikdy neutekl, takze
na otazku tyhle véci Ne (konec
Ano Ne ¢.5) nepotiebuju Bila Ano dotazniku)
Cip pod
kuizi,
Klasicka
znamka s
telefonnim | to mi ptijde dobré, Ano, pokud by
islem, webovy profil, byl poplatek za
Nepoustim | nacitani telefonem, 12 mésict
ho z krok spravnym zahrnut do ceny
Ano Ano Ano voditka smérem Modra Ne Ano Ano znamky
Cip pod
kazi, Ano, pokud by
Klasicka byl poplatek za
znamka s hezky a funknéni 12 mésict
telefonnim | doplnék, cenu zahrnut do ceny
Ano Ano Ano Cislem respektuju Modra Ne Ano Ne znamky
Ne
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Cip pod Ne (konec
Ano Ano Ano kizi Cip podle mé staci Hnéda Ne dotazniku)
kdyz se néco stane,
¢lovek asi bude rad,
ze pes takovouhle Ano, pokud by
Ne znamku nosti, o byl poplatek za
(ptechod znamkach jsem 6 mésict
na otazku nikdy driv neslysel, zahrnut do ceny
Ano Ano ¢.5) ale libi se mi Cerveni Ne Ano Ne znamky
Na mé
zni to rozumné, rozhodnuti o
Cip pod hodné vyhod za nakupu by to
Ano Ano Ano kuazi malo penéz Cervena Ano Ano Ano nemélo vliv
Ne Ano, pokud by
(ptechod celkem dobry napad byl poplatek na
na otazku a ani cena se mi 1 mésic zahrnut
Ano Ne ¢.5) nezda pfemrs§téna Bila Ne Ano Ne do ceny znamky
Klasicka
znamka s
telefonnim
¢islem, u nas v obci Ano, pokud by
Nepoustim | nemusime mit ip, byl poplatek na
ho z ale tahle znamka by 1 mésic zahrnut
Ano Ano Ano voditka se mohla hodit Hnéda Ano Ano Ne do ceny znamky
Na mé
vypada to slibng, rozhodnuti o
Cip pod hodné funknci v nakupu by to
Ano Ano Ano kazi jedné znamce Modra Ne Ano Ano nemélo vliv
Cip pod
kuizi,
Klasicka plechova znamka
znamka s mi piijde dostate¢na
telefonnim | i kdyZ moderni Ne (konec
Ano Ano Ano Cislem zrovna neni Cerna Ano dotazniku)
ten profil s Ano, pokud by
informaemi o byl poplatek za
pejskovi je dobry 6 mésicu
Cip pod napad, cena mi zahrnut do ceny
Ano Ano Ano kuzi pfijde adekvatni Zelena Ano Ano Ano znamky
Cip pod
kuzi,
Klasicka Na mé
znamka s mapka s mistem rozhodnuti o
telefonnim | nalezu - velmi nakupu by to
Ano Ano Ano Cislem uzite¢nd véc Hnéda Ano Ano Ano nemélo vliv
témhle vécem moc Ano, pokud by
Nepoustim | nevetim, ale byl poplatek na
ho z nékomu se to miize 1 mésic zahrnut
Ano Ano Ano voditka libit Cervena Ano Ano Ne do ceny zndmky
za nevyhodu
povazuji malé
povédomi o znamce
mezi majiteli psu, ja
Cip pod jsem o téhle
kazi, znamkach nikdy
Klasicka diiv neslysel. Jinak Na mé
znamka s se mi napad s rozhodnuti o
telefonnim | profilem a nactenim nakupu by to
Ano Ano Ano Cislem telefonem zamlouva | Modra Ano Ano Ano nemglo vliv
uvazuji o GPS, ale
Ne piijde mi celkem Ano, pokud by
(pfechod drahé, mozna si byl poplatek na
na otazku vystsa¢im s touhle 1 mésic zahrnut
Ano Ano ¢.5) znamkou Bila Ano Ano Ne do ceny znamky
kdyz musim mit
¢ip, pro¢ bych
vyhazovala penize
Cip pod za n&jaké drahé Ne (konec
Ano Ano | Ano kiizi znamky? Cerna Ano dotazniku)
Cip pod
kazi,
Klasicka
znamka s normalni znamka
telefonnim | stadi, vzdycky Ne (konec
Ano Ano Ano gislem pomohla Zluta Ano dotazniku)
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psa mam

Cip pod vycviéeného a s
kuzi, timhle nemam
Klasicka problémy, v
znamka s nejhor$im by urcité
telefonnim | sati¢ila znamka a Ne (konec
Ano Ne Ano Cislem &ip Cervend Ano dotazniku)
Cip pod
kuizi,
Klasicka design znamky Na mé
znamka s vypada atraktivné, rozhodnuti o
telefonnim | ale chtélo by to nakupu by to
Ano Ano Ano Cislem telefonni ¢islo Zluta Ano Ano Ano nemélo vliv
Ano, pokud by
Klasicka libi se mi rizné byl poplatek za
znamka s barvy znamky, ale 12 mésict
telefonnim | mozna bych néjaké zahrnut do ceny
Ano Ano Ano Cislem jesteé piidala ) Modra Ano Ano Ne znamky
Ano, pokud by
pro¢ ne, znamka byl poplatek za
vypada pekné a 12 mésicu
Cip pod navic miize byt zahrnut do ceny
Ano Ano Ano kazi uzite¢na Cervend Ano Ano Ne znamky
zajimava alternativa Ano, pokud by
k bézné znamkce, byl poplatek na
Cip pod jen se obavam, aby 1 mésic zahrnut
Ano Ano Ano kazi se to ocko neutrhlo | Bila Ano Ano Ne do ceny znamky
Klasicka
znamka s
telefonnim Ano, pokud by
¢islem, hezké inovativni byl poplatek za
Nepoustim | feseni, mapa s 12 mésicu
ho z mistem nalezu zahrnut do ceny
Ano Ano Ano voditka pejska je super Cerna Ano Ano Ne znamky
Cip pod chtélo by to jeste
kazi, telefonni ¢islo Ano, pokud by
Klasicka napsané na znamce, byl poplatek za
znamka s ne kazdého napadne 12 mésict
telefonnim | znamku nagitet zahrnut do ceny
Ano Ano Ano Cislem telefonem Modra Ano Ano Ano znamky
muze to byt
Ne uzitecné, ale zat y
(ptechod penize mi to
na otazku nepfipada jako
Ano Ano ¢.5) takova bomba Hnéda Ano Ano Ne Ne
Ano, pokud by
vyhoda - webovy byl poplatek za
profil, nevyhoda - 12 mésict
Cip pod nfc skoro nikdo zahrnut do ceny
Ano Ano Ano kazi nezna Zelena Ano Ano Ne znamky
Ne
(ptechod
na otazku podle mé je to k Ne (konec
Ano Ne ¢.5) ni¢emu Cernd Ano dotazniku)
Ano, pokud by
byl poplatek za
za zkousku to asi 12 mésict
Cip pod stoji, webovy profil zahrnut do ceny
Ano Ano Ano kazi je fajn napad Zluth Ano Ano Ne znamky
to je p&kna blbost,
Cip pod kdo by nacital psa Ne (konec
Ano Ano Ano kuzi telefonem Modra Ano dotazniku)
neni to Spatny
napad, sice mame Ano, pokud by
pro pejska GPS, ale byl poplatek za
to neni na 12 mésict
kazdodenni noseni zahrnut do ceny
Ano Ano | Ano GPS moc vhodné Cervena Ano Ano Ne znimky
Ne hezky doplnék, o
(ptechod praktickém vyuziti
na otazku mam ale Ne (konec
Ano Ne &.5) pochybnosti Bila Ano dotazniku)
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Klasicka

znamka s hezké, ale normalni
telefonnim | znamka je Ne (konec
Ano Ano Ano Cislem dostacujici Cervena Ano dotazniku)
super napad, to se
Ne muze hodit, webovy Na mé
(ptechod profil, mapka s rozhodnuti o
na otazku mistem nalezu, nakupu by to
Ano Ano ¢.5) bomba Cerna Ne Ano Ano nemélo vliv
zvazim to, piese Ano, pokud by
jenom kdyz se byl poplatek za
pejsek zab&hne, 12 mésicu
Cip pod viechno se miie zahrnut do ceny
Ano Ano Ano kazi hodit Zluta Ne Ano Ano znamky
Cip pod
kuzi,
Klasicka vyhodou je
znamka s jednoznaéné ten
telefonnim | online profil, Ano, pokud by
¢islem, nevyhoda absence byl poplatek za
Nepoustim | telefonniho ¢isla na 12 mésicu
ho z znamce a nézké zahrnut do ceny
Ano Ano Ano voditka povédomi o nfc Modra Ano Ano Ne znamky
libi se mi vice Ano, pokud by
zplsobtl vedoucich byl poplatek za
k zobrazeni profilu 12 mésicu
Cip pod pejska, to je uréité zahrnut do ceny
Ano Ano Ano kuizi vyhoda Hnéda Ano Ano Ne znamky
Cip pod
kuzi, myslim, ze muj
Klasicka pejsek je dostate¢né
znamka s vybaven, ale Vase
telefonnim | znamka vypada Ne (konec
Ano Ano Ano Cislem hezky, to zase anp Cervena Ano dotazniku)
Cip pod znamy vas$i znamku
kuzi, mél a jeho pejsek ji
Klasicka po Case ztratil, na Na mé
znamka s tom byste méli rozhodnuti o
telefonnim | zapracovat, ale nakupu by to
Ano Ano Ano Cislem jinak napad dobry Bila Ano Ano Ne nemélo vliv
asi ano, ale musel
bychse s
produktem nejdiiv
Ne vice seznamit. Libi Ano, pokud by
(ptechod se mi moznost byl poplatek na
na otazku nacteni znamky 1 mésic zahrnut
Ano Ano | &.5) telefonem Zluta Ano Ano Ne do ceny zndmky
Ne
(ptechod
na otazku podobné véci mi Ne (konec
Ano Ne ¢.5) pripadaji zbyte¢né Cerna Ano dotazniku)
vzhledem k tomu,
ze mam iPhone, mi
bude NFC k
ni¢emu, snad teda
ty QR kédy. Napad
dobry, ale stale
Ne ¢ekam, kdy bude na Na mé
(pfechod trhu rozumné rozhodnuti o
na otazku pouzitelné GPS nakupu by to
Ano Ano ) feseni Cervena Ano Ano Ano nemélo vliv
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8.3 Brainstorming Session Sheet
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