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1.2 Executive Summary:

The report is written to propose a business plan for PUMA to enter Jamaica as one of its potential
global markets. PUMA has emerged as one of the leading sportswear brands ever since while
delivering its products in more than 120 countries. PUMA SE has the headquarter in
Herzogenaurach, Germany while the company has manufacturing units all around the world
including Asia, Europe, and America. PUMA is a public limited company since 1986 and has been
listed on the Frankfurt Stock Exchange. The annual revenue of the company for the year 2020 is
$6.19 billion with a gross profit is $2.90 billion. The company employs more than 13,000 workers
worldwide while the innovative opportunities including online sales and digital marketing have

increased the global opportunities for PUMA to enter the new markets.

Jamaica is very inclusive in sports activities as cricket, athletics, football, and netball are the most
popular sports in the country. The other international sports including rugby and basketball are
very popular in the country. Jamaica has a great opportunity for the international manufacturing
companies as the industry contributes 29.4% of the country’s GDP while textile manufacturing is
the largest sector and the biggest employer that contributes to the 13% of the total exports (Kiprop,
2018). The statistics provide an opportunity for international sports and textile manufacturers to
consider Jamaica for their business ventures. The business opportunities are increasing in Jamaica
as the country has established a strong trading network through import and export opportunities.
The annual exports of the country have reached $1.51 billion with bauxite, coffee, sugar, and
chemicals are the major export commaodities, and the USA, Russia, and Canada are the biggest
export markets (Kiprop, 2018). The leading import partners of Jamaica are the USA and Venezuela
while the major imports include fossil fuels, agricultural goods, construction materials, and

machinery (Kiprop, 2018).
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PUMA has many established sportswear companies as its primary competitors including Nike,
Adidas, Reebok, New Balance, and Asics; however, Nike can be considered as the biggest
competitor of PUMA not only in Jamaica but the whole Caribbean region. The main target market
of PUMA has been the sports enthusiast between the age of 14 and 28 years who anticipate
becoming the professional Sportster; however, the company also focuses on individuals between

the age between 28 years and 40 years (Perch, 2019).

Market penetration pricing strategy would be the best for PUMA to progress in Jamaica while
social media and digital platforms would be the best place to promote the brand. The detailed
analysis of the global environment with the help of PEST and the competition analysis with the

help of Porter’s Five Forces Model is conducted to recommend the right business plan.

1.3 The Introduction of Jamaica:

Jamaica is an island in the Caribbean Sea and considered the largest English-speaking island in
the whole region that covers a total area of 4.411 square miles (Morrow, 2018). Jamaica is a
Christian nation on a larger scale and it can be observed that there are more churches as per square
mile in the country while compared with other regions; however, the other communities including
Jews, Hindus, Muslims, and Rastafarians are also present in Jamaica (Morrow, 2018). Kingston is
the capital and the largest city of Jamaica while the total population of Jamaica is 2.74 million as
of 2020 (O’Neill, 2021). Jamaica is located near central America and the neighboring countries
are Cuba, Dominican Republic, and Haiti while Jamaica has Maritime boundaries with Cayman
Island and Colombia as well. Jamaica is one of the biggest economies in the Caribbean region with
a GDP of $14.36 billion (Kiprop, 2018). The biggest industries of the country are tourism,
agriculture, mining, and manufacturing with the contribution of 30%, 6.6%, 4.1%, and 29.4%

respectively of Jamaica’s GDP (Kiprop, 2018).
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1.4 Background of PUMA:

PUMA is one of the leading sportswear brands that started as a shoe factory in 1924 when German
brothers Adolf Dassler and Rudolf Dassler which was named Dassler Brothers Shoe Factory
(Thompson, 2017). The major success for the business came in the year 1936 when the Dassler
brothers took a road trip to Berlin where the Summer Olympics 1936 were held with a suitcase
full of their “Dassler Spike Sprinting Shoes” while convincing many athletes including the world
famous “Jesse Owens” to compete while wearing these shoes (Thompson, 2017). Jesse Owens
won four gold medals while other athletes won seven gold and five bronze medals in total
(Thompson, 2017). The idea brought subsequent success for the business and the Dassler brothers
sold more than 200,000 pairs of shoes a year before world war 2 (Thompson, 2017). World War 2
brought many issues for the business which enlarged a personal rift between the brothers; thus,
Rudolf Dassler found his own company in 1948 with the name “PUMA Schuhfabrik Rudolf
Dassler” which became a success in 1952 when Rudolf introduced the world’s first football boot

named as Super ATOM (Thompson, 2017).

2.0 Global Macro Environmental Analysis:

PUMA has many new potential markets to enter while Jamaica is one of the subjected markets.
The global macro environmental analysis can be conducted for PUMA to enter Jamaica as one of
its potential markets. The senior management of PUMA may take a deep consideration while
analyzing the economic and social environment of Jamaica before developing a comprehensive
business plan. The PEST analysis would be the most suitable framework to conduct global macro-
environmental analysis for PUMA to enter the Jamaican market. PEST analysis is a comprehensive
model to understand the political, economic, social, and technological factors impacting the

efficiency of any business for any new or existing market. PEST analysis of Jamaica would allow
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the management of PUMA to understand the significant factors impacting the business opportunity

in the region while developing a sufficient business plan.

2.1 Political Factors:

The political situation is not favorable in Jamaica as the country has been under the influence of
Western countries over the years. The USA has always influenced the political authorities and the
country had been the British Colony; however, after winning its independence for more than 50
years, the country has not come out of its influences (Kasi, 2016). The political situation is getting
better in the region as the political leadership is aware of the fact that the western countries are
interested to take control of their natural resources including the tourism destinations (Kasi, 2016).
The stable political leadership is focusing on enlarging the business opportunities in the country

while developing stable policies and regulations related to tax or trading opportunities.

2.2 Economic Factors:

The economic situation in Jamaica is not very encouraging as the country has to go to IMF for
loans frequently and the debt servicing has reached 140% of the GDP (Kasi, 2016). The economy
of the country is highly dependent upon tourism and agriculture; however, there has been
significant growth in the service industry in recent years. The unemployment rate is also high
which has reached 13.2% while the youth of the region is contributing to 38% of the total number
(Kasi, 2016). The high unemployment rate also contributes to the street crimes and violence in the

country on a larger scale.

2.3 Social Factors:

The social factors are also a point of worry in Jamaica as the high unemployment rate has been a

reason for many criminal activities including drug smuggling, human trafficking, sexual
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harassment, domestic violence, and other street crimes (Kasi, 2016). The political leadership
including the government and other institutional authorities are focusing to overcome such
important issues; however, the decrease in unemployment would mitigate such criminal activities.
The social factors may encourage the international businesses including PUMA to start their
operations and manufacturing in the country as it would generate employment while the labor
would be cheap for the businesses which provide a global opportunity. The highest number of the
population belongs to a low or lower-middle-income group which is a high point of concern in the

whole country.
2.4 Technological Factors:

The government and other administrative leadership of Jamaica have a great focus on empowering
the youth by developing the right technological skills with a vision to compete with the challenges
of the current era of globalization and technological advancement (Kasi, 2016). The government
has incorporated a 100 days training program to encourage young entrepreneurs to support the
start-up technology industry while talented individuals are provided full support (Kasi, 2016). The
government of Jamaica has understood that it is important to provide the right technological
opportunities for the young talent to mitigate the unemployment in the region subsequently
reducing the crime rate in the country. The government’s support for the technology and the young
talent is a high encouragement for the businesses including PUMA to start their operations in
Jamaica. The awareness among the population related to the internet and other technology
solutions including electronic commerce and digital solutions is also increasing that is also a high

encouragement for international businesses including PUMA.
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3.0 Global Competition Analysis:

Every business must conduct a comprehensive global competition analysis while considering any

new potential market. PUMA must consider the competitive analysis in Jamaica before entering

and developing a sufficient business plan. Porter’s Five Forces Model is a comprehensive

framework to analyze the competition for PUMA in Jamaica.

3.1 Porter’s Five Forces Model:

Bargaining Power of Buyers: The bargaining power of buyers is relatively high for the shoe
industry including the sportswear in Jamaica. The country is highly comprised of a low-
income group that makes the buying potential for its population very low; thus, it gives a
high bargaining power for buyers (Pratap, 2020).

Bargaining Power of Suppliers: The bargaining power of suppliers is relatively low for the
shoe industry in Jamaica because of several reasons including small business size,
fragmentation, and the lack of opportunities for forwarding integration for the suppliers
(Pratap, 2020).

Threat of Substitutes: The threat of substitutes is relatively high for the shoe industry
including PUMA in Jamaica as many famous brands including Nike, Adidas, New Balance,
Asics, and Under Armor provide substitute products in the whole Caribbean region (Pratap,
2020).

Threat of New Entrants: The threat of new entrants for PUMA is low as not many start-ups
have the resources including capital to match with the established sportswear companies

in the global markets including Jamaica (Pratap, 2020).
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e Competitive Rivalry: The competitive rivalry is relatively high for PUMA in the global
markets as many established sportswear brands including Nike, Asics, Adidas, Reebok,
and New Balance are well-positioned. However, the opportunity for PUMA is high in

Jamaica as none of the established brands is officially operating in the country.
3.2 Primary Competitor of PUMA:

PUMA has many established sportswear companies as its primary competitors including Nike,
Adidas, Reebok, New Balance, and Asics; however, Nike can be considered as the biggest
competitor of PUMA not only in Jamaica but the whole Caribbean region. Nike is considered as
the leading brand of sportswear and shoe-manufacturer which has thousands of distributors and
suppliers worldwide (Bhasin, 2018). Nike has incorporated a very sufficient e-commerce platform

that provides the brand a competitive edge over other companies including PUMA (Bhasin, 2018).
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3.3 Summary Table:

PUMA: Strengths

Nike: Strengths

1. Strong Sportswear Brand
PUMA is one of the strongest global
sportswear brands a position well-earned by
producing excellent products especially sports
shoes (Quinn, 2019).

2. High Product Innovation
PUMA has manufactured the best products
through its innovative processes both in
product development and the new systems to
gain a competitive advantage (Quinn, 2019).

3. Global Distribution Network
PUMA has an adequate global distribution
network that is supported by its excellent
supply chain network to

reach global

customers (Quinn, 2019).

1. Extensive Product Lines
Nike has established the position of the leading
global sportswear brand by incorporating the
extensive product lines that provide the brand
a competitive advantage (Bhasin, 2018).

2. Marketing Campaigns
Nike has incorporated innovative promotional
and integrated communication methods to
market its products which have been one of the
key reasons for its global success (Bhasin,
2018).

3. E-Commerce Platforms
Nike has established the best e-commerce
platforms to reach its global customers in a

very sufficient way (Bhasin, 2018).
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PUMA: Weaknesses

Nike: Weaknesses

1. Low Market Share
PUMA has a low global market share of 7% as
compared to main competitors including Nike
which has a 31% market share and Adidas
having a 16% market share.

2. Low Level of Business

Diversification

PUMA has incorporated a low level of
business diversification as compared with
Nike or Adidas that has been a major reason
for its relatively less market share (Quinn,
2019).

3. Imitability of Product Designs
PUMA has faced the imitability of the product
designs while competing in the global markets

which has been another reason for its low

market share (Quinn, 2019).

1. Labor Controversies
Nike is one of the leading global brands;
however, the company has always been
involved in labor controversies including
under-payments or racial inequality in the
global markets.

2. Limited Presence in Developing

Markets
Nike has not focused much on the developing
and under-developed markets that provide its
competitors including PUMA to focus on such
markets while Jamaica is one of them.

3. Dependency on US Market
Although, Nike has established itself as a
global brand; nonetheless, the company largely
depends on the US market which enables its
competitors to gain a higher market share in

the global markets including Jamaica and other

Caribbean regions.
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3.4 Secondary Competition:

Many shoe companies are providing secondary competition for PUMA; however, Converse can
be considered as the best example of secondary competition in the Jamaican market. Converse is
a wholly-owned subsidiary of Nike that sells the most comfortable and affordable sneakers
worldwide (Bhasin, 2019). Converse has gained a very high market share in the global markets by
introducing innovative designs at very affordable prices (Bhasin, 2019). Although, Converse is not
specialized in creating high-efficiency sports shoes for the games like football, athletics, cricket,
or tennis; nonetheless, its sneakers provide high competition for the established sportswear brands

including PUMA in the global markets.

4.0 Target Market Analysis and Segmentation:

Target market analysis is a very adequate way of understanding the current target market segment
and the potential segment to be targeted for future endeavors. The main target market of PUMA
has been the sports enthusiast between the age of 14 and 28 years who anticipate becoming the
professional Sportster; however, the company also focuses on individuals of age between 28 years

and 40 years (Perch, 2019).

4.1 Target Market Analysis:

The target market of the PUMA brand has been the younger generation who are sports enthusiasts
while belonging to middle-level income group to afford the products of the company. The biggest
strength of the current target market is the fact that they are impulsive buyers; thus, they buy the
products if they like while being very reluctant. The other strength is the individuals belonging to
the subjected age group would recommend the products to other individuals in their social groups

through positive word of mouth with the potential of increasing the market share of PUMA in
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global markets. The biggest weakness of targeting the subject market segment is the fact that these
individuals are not very loyal and can easily switch to other competitive brands including Nike,
Adidas, or Reebok if they found the products of their choice. The other weakness is the fact they
can influence the individuals belonging to the social groups to switch to other brands that may

decrease the share of PUMA in global markets.

4.2 Target Market Segmentation:

The best target market segment for PUMA would be the young generation in Jamaica who are
very keen to become sports professionals. As, Jamaica is the country with the highest population
with a lower-middle-income group; thus, PUMA must introduce the product lines while targeting
the low to middle-income group segments. PUMA must focus on all genders while the major

potential market for the brand would be the population of the capital city Kensington.

4.3 Recommended Target Market:

PUMA must target the young generation for its products; however, the company must focus on
the middle-aged population as it is the highest population in the country. It has been identified that
67% of the population is between 15 years to 64 years while the median age of the country is 29
years (O’Neill, 2021). The middle-aged market segment would be most appropriate for PUMA as
it provides the opportunity to target the mass market segment that is also the earning group in the

country.

5.0 Global Marketing Mix Strategies:

Every brand needs to establish global marketing mix strategies including product, price,
promotion, and placement to gain a competitive advantage. PUMA must incorporate the right

marketing mix strategies to enter the Jamaican market.
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5.1 Product Strategy:

PUMA needs to incorporate a comprehensive product mix strategy while entering the Jamaican

market to establish a sustainable business model and gain a competitive advantage.

5.1.1 Current Product Strategy:

PUMA has incorporated the differentiation strategy to enter the global markets that have enabled
it to excel in the markets. The differentiation strategy has allowed PUMA to introduce new
products while entering the new markets while focusing on the needs and wants of the new markets
(Pratap, 2020). The biggest strength of such a strategy is the fact that PUMA understands the needs
and wants of each new market while fulfilling those needs. The other strength is PUMA has created
a large customer base because of this strategy. The weakness in such a strategy is the fact that
some of the products are not acceptable in the global markets. The other weakness would be

PUMA has a relatively limited product line as compared with Nike, Adidas, or Reebok.

5.1.2 Recommended Product Strategy:

PUMA can use the same generic product strategy of differentiation while entering the Jamaican
market as it would allow the company to focus on the needs and wants of the Jamaican population.
The strategy would allow the company not only to grow in Jamaica but also in other Caribbean

countries including Barbados, Guyana, Cayman Island, or Trinidad and Tobago.

5.2 Price Strategy:

PUMA is using the competitive pricing strategy in the global markets; however, it uses the
premium pricing strategies for some of its high-end products in the well-established markets

including the USA, Canada, and Europe.
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5.2.1 Current Pricing Strategy:

The current strategy of competitive pricing provides an opportunity to offer the products at the
prices offered by the competitors while the biggest strength for premium pricing is to charge high
prices for its unique products. The weakness in this strategy is to keep the prices low for some of
the products and minimize the revenue. Another, weakness in this strategy is the fact the product

lines are limited because of the high costs associated with the new product developments.

5.2.2 Recommended Pricing Strategy:

The best pricing strategy for PUMA to enter the Jamaican market would be market penetration as
the company can charge low prices for its products because the income level is low of the mass
population. However, the company may increase the prices when they may establish their position

in the Caribbean market.

5.3 Promotion Strategy:

The brands need to incorporate the right promotion strategy to position their products in the global

markets.

5.3.1. Current Promotion Strategy:

PUMA is using celebrity endorsements for the promotions of the brand on a larger scale which
provides the biggest strength to attract the target market. The promotional campaigns at the
electronic and print media reach out to the mass global market segments. The biggest weakness in
the current promotional strategy is the fact that celebrity endorsements are very expensive and

increase the fixed costs of advertisings. The other weakness is the fact that the young generation
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is more active at social media and digital channels in the current era; thus, the capital spent on

electronic media is not that worthy.

5.3.2 Recommended Promotion Strategy:

PUMA must focus on social media promotions and digital marketing for the promotion of the

brands and its products in Jamaica as it is a very effective and price-efficient promotional strategy.

5.4 Place Strategy:

The placement and distribution strategy is also very important for every brand as it allows the

customers to buy the products most frequently.

5.4.1 Current Place Strategy:

PUMA has a strong distribution network as the brand not only sells the products at flagship outlets
but also other distribution platforms. The biggest strength is the fact that it gives the brand a global
presence for the customers. The other strength of such a strategy is it gives convenience to the
customers. The biggest weakness in such a strategy is the fact that the flagship outlets increase the
overhead costs for the company while another weakness would be sales would be low in some

areas that would increase the operational costs.

5.4.2. Recommended Place Strategy:

PUMA must reduce the operational costs in Jamaica; thus, the company must incorporate a very
limited number of outlets in the country while focusing more on online sales and digital
distribution networks. However, the company may increase the number of outlets in the future if

required.
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6.0 Conclusion:

PUMA is one of the leading sportswear brands that is well-positioned in the global markets. The
company must focus on entering the new potential markets to increase its global market share;
thus, developing markets is the best option for the company to gain a higher market share in the
future. Jamaica is one of the potential markets for PUMA,; however, the company must incorporate
the right business plan to penetrate not only Jamaica but also in other Caribbean countries later.
PUMA must focus on the middle-income group population as its main target market while
establishing the right marketing mix to gain a potential market share. Market penetration pricing
strategy would be the best for PUMA to progress in Jamaica while social media and digital
platforms would be the best place to promote the brand. It can be concluded that Jamaica is a
potential market for PUMA provided a comprehensive business plan including the right marketing

strategy is applied.
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