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your success, our passion

One Bridge Philosophy 
Marketing & Sales

Europe-Asia Trading Consultant Agency Ltd.
EATCA

What we believe is essential !

We help a company to find its centre of gravity
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Henry Ford: «Half the money I spend on
advertising is wasted; the trouble is, I don't know
which half.»
• You don’t want to spend a fortune on marketing 

your products and services?
• You want to ensure a solid return on investment 

from you marketing budget?

! complete solution for your success !

“One Bridge” Philosophy
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Your
Problem

Your
Success

“One Bridge” Philosophy

Market 
Research

Strategy 
Development

Tactics 
Implementation

Our Challenge and Passion
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Your problems

• You need to build up a Corporate Identity?
• Your brand lacks recognition?
• You are looking for other/ new 

communication channels?
• You want to keep current and win new 

customers?
• You are looking for new markets/ market 

segments?
• You want to start e-Business?
• …
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Market research
«To succeed in business, to reach the top, an individual
must know all it is possible to know about that business.»

Market analysis Competitors analysis

Customer analysis Product analysis

• Market volume & price development

• Market segments, clusters, niche markets

• Market & industry trends 

• Main competitors & profiles

• Benchmarking 

• Potential future competitors

• Customer expectations & needs

• Customer segmentation & buying patterns

• Customer acquisition & retention

• Industry specific promotion & distribution 

channels

• Brand recognition
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New markets & customers
Strategy

Tactics

Programs

Products
Present New
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Market Penetration Product 
Development

Market 
Development Diversification

Degree of 
integration

Distribution 
channels

Product 
marketing

• Partner search
• Branch set-up
• etc

• Channel search 
& evaluation
• etc

• Marketing channels
• Advertising materials
• etc
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Corporate Identity

Is the “persona” of a corporation and is representing 
its characteristics as a total.

CI is usually visibly manifested by way of branding 
and the use of trademarks.

Corporate 
behavior

Corporate 
communication

Corporate 
Design

• internal values
• norms
• etc

• commercials
• public relations
• information
• etc

• logo
• uniforms
• etc

Strategy

Tactics

Programs
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Brand Management

Basic benefit

Performance advantage

Price advantage

Basic and 
additional 

benefit

Discounter in- 
house brand

No-names/
Generics

Classic trade brand

Premium brand

Classic 
producer brandDangerous 

stuck in the 
middle 

position

Branding policy: company name, family or individual branding

Brand development: Small business brands, multi-brands, brand extension

Strategy

Tactics

Programs
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Customer Relationship 
Management

Customer orientation Customer retention

Internal adaptation of:
• Organization
• Human resource
• Technology

• Identification of customer  
value

• Customer segmentation
• Implementation of customer 

relationship programs

• Optimize internal processes
• Restructure organization
• Customer services
• Management by motivation
• Employee trainings
• Implement IT system
• etc

• Customer value analysis
• Implement segmentation system
• Club/ membership programs
• Discount/ bonus system
• Direct mailings, brochures, raffles
• etc

Strategy

Tactics

Programs
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Thanks!

EATCA is a business consulting company
incorporated in Hong Kong, centre of Asia

located in the centre of Europe (Belgium)
We advise & support

the management of companies &
investors to expand their business

increase their sales revenue & profits by 
lowering the trading & business risks and 
minimizing their costs

More information please visit: www.eatca.com

http://www.eatca.com/
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