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Promations

THANKYOU FOR VIEWING OUR
PRESENTATION



TheGaseSolutions.com

When It Takes a Network: Crea’ting S'tra’cegy' and
Agility through Wargaming



Introduction and
Your Company

Hipstercentral.com is a plo.ce for people
with a parhcular fashion choice who wish
to have a one stop central hub for all
Jthings hips{er. Our purpose is to provicle
great customer service even ’[hough we

supply OLur pl’OC‘lU_CJ[S Online.

Market Backdrop

The current market for Hipsfer producfs is mainly
dominated by brands such as Levi's & Vans where as
the market for social media is dominated by websites

& Qpplicaﬁons such as Facebook & Insmgram.
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Tribe
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- Hips{er refers to a pos{—modern subculture of
vouthful, metropolitan middle-class teenagers. The
subculture is connected with the genre of "indie" and

I 0 I . ol o -~
alternative" music, autonomous pohhcal views, a

diverse non-mainstream quhion sernse such as Vin’rage

or parsimony store clothes and unconventional way of

life.




Segment & Target Market

The target market for the website hipsjrercenjr‘rol.com is
mairﬂy for teenagers and adolescents. In order to
segment our market of Hipsters, we our using social

media to reach our specific target market.
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Target Persons’ Profile

The target persons pro.:i]e for our website
ﬁipstercenfral.com is that of teenagers and adolescents
between the ages of 12-24, interested in the indie

cuHuIe, generaﬂy in school or universify/col‘_ege_



Target Person’s Product
&
Brand Associations

The produc’[ and brand associations of the J[erg(;ﬁ[ed
person WlH most likely be brands such as Levis & Van
and social media websites and Qpphcq’[ions such as

Facebook & Instagram.
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Needs and wants,
unmet needs or wants

Ever since the po_oularity of Hi_os*.er clothir_g has

significanﬂy increased so has the prices for the brands
that begurl sellirlg such p:oducls at first. We at
hi'_os—_ercerﬁral.com want peo:ole to be able to bay an

assortment of premium c]ofhing without the premium

price tag.



Market/Product gap
fulfilment strategy

The murket/pro&ue’[ gap fultfilment
strategy for hips’[ercen’[rql.com is to offer
greater customer service for those who
may not have pnrchased online before.
Such as free snipping for spending X
amount of money, to give the customer as
sense of insurance that Jtlrley are in fact
saving money and are having a seamless

online snopping experience.
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Product Idea &
Justification

Hips’rers prefer to be seen as a sort of

outlaw or rebel of the fashion world. They
prefer having the odd, grungy and
le’[hargic look as opposecl to big name
brands that only display their brand
names on their clo’rhing. The website
hipsfercen{ral.com allows customers to
have an exclusive place in which people
whom share similar characteristics can
socialise, receive frequen’[ updates on what

is new in sty le and bu roduc’[s to their

satisfaction. THBGﬂSESMUtIUHS com




