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Smokey Brand

Marketing Situation Analysis
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Product Users
• Current Users: Core users of the brand are age 25 to 34.  The group 

tends to be made up of medium to light users.  
• Rationale: The 25 to 34 age group is the only one with indices above 

125.  Indices are high for medium to light users in comparison to 
heavy users.
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Potential Users

• Opportunity: Tap into the neglected Spanish speaking market with 
Smokey advertising.

• Rationale: 25.1 percent of Spanish speakers use products in the 
category and 12.3 percent of users in the category speak Spanish.  
Only 4 percent of Spanish speakers use Smokey and 11.8 percent of 
Smokey users speak Spanish.  
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Geography

• Opportunity: Heavily populated metropolitan areas may be effective 
zones for additional advertising.  

• Rationale: The more heavily populated DMAs have high 
concentrations of areas with high CDIs and low BDIs in comparison to 
each other, so advertising should be done to reinforce the presence and 
positive aspects of the brand.  They also have high concentrations of 
areas with high BDIs and low CDIs, so advertising should be done to 
protect the market Smokey has in those areas.  
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Seasonality
• Opportunity: Concentrate advertising during the summer months, 

May to September, and around holidays.  
• Rationale: Peak sales occur during the summer months with heavy 

spikes near holidays. 
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Competitive Environment

• Opportunity: Look to emulate the advertising strategy of Crimson 
Brand.  

• Rationale: Smokey’s market share and SOV are not proportional, 
while Crimson has a much higher market share than its SOV.  
Investigate media usage by Crimson to see how they are investing their 
budget. 
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