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Baltimore Toolworks Marketing Crisis

[bookmark: _GoBack]Bringing a new product into a crowded market is never easy. Baltimore Toolworks’ Hardcap Chisel has plenty of potential to break the barriers of entry into this market, it simply needs the right image and the right marketing strategy. Baltimore Toolworks faces a marketing problem, as the higher cost of their tool provides a large disadvantage in the market of tools, and they are not sure how they can turn the situation around in order to give their tool the competitive advantage it needs. 
	The Hardcap Chisel is classified as a novel product. Basic chisels have very few safety measures, and are able to do the job decently. The Hardcap chisel comes with a number of safety precautions, and comes with a sharper top to do the job with ease. There are there primary markets that need to be tapped into for this product to truly be successful. You have the everyday handyman, housedad, or just every dad who wants one in his garage. You have the construction workers, contractors, metal works and masons, a much larger market that would be beneficial to tap into. Last but not least, the big goal is the corporate clients, as safety affects their bottom line. 
	Baltimore Toolworks needs to impose a Product Differentiation strategy. This entails getting a specific marketing campaign out there to market their product as different than the rest, showing how it stands out to the right markets. However, due to their being three specific markets they need to appeal to, they need to be very specific on how they market, in the interest of capturing the interest of all three markets.
	In this advertising, they would need to outline specific details about the tool, why it was different, how it was made, what distinct features it has, and why it safer than the leading chisel. Through the different options available to them, the best would be to continue their promotion in the magazines, maybe expand to other well-known magazines, allowing every day handymen, smaller construction companies, and even corporations to test out their products, while also using mass media to advertise, commonly known corporate websites, as well as speaking directly to corporations to attempt to obtain contracts. 
	One thing that needs to be focused on is the hard cap website. They purchased the domain multiple years ago, but nothing has been done to design or improve it. Having a website that users could visit on a daily basis, an online store and such would greatly increase publicity, and would increase sales and revenue, allowing for further expansion. The website is a tool that all three markets use commonly, and is something that could be spread VIA quick e-mail, word of mouth, or any other channel of communication.
	Every man should have a full toolbox. The every day handyman, the dads, and the young men should feel safe while working, and this is one of the smaller markets that Baltimore Toolworks needs to tap into.  In order to successfully market to the every day handyman, the company should continue with their small sampling process to gain attention, allowing the ‘little guy’ the opportunity to get a feel for the new tool without purchasing it. Through doing that, they would have word-of-mouth promotion, as men do talk about things, and with the word of mouth, they would have their friends and co-workers going out to purchasing this product. 
	Although the handyman may not be as great of a market as the other two markets available, it is still an effective way. Most handymen or ‘average Joes’ don’t care about product quality so long as it gets the job done, so a very good convincing job through product giveaways, advertisement, and involvement would need to be done in order to fully capture this market.
	The next market that needs to be tapped into is construction workers, contractors, metal workers and masons. This is a much more broad market than the previously mentioned one. Handouts and giveaways would work, but the heads of each of the construction company would look at how safe each product truly is, as they are liable for safety hazards and safety conditions. In proper advertising through giving full details on the safety features on the product, they would be able to capture the attention of the construction workers, their bosses, contractors, metal works and masons. However, they marketing to the everyday handyman also may benefit this. If a man uses a product at home, and feels it is a good and safe product, he may bring it to his superior at work, allowing for word of mouth to be used to spread positive words about this product.  Touching on this market would be much simpler, and it is a larger market, providing more customers, more sales, and more revenue.
	Lastly, corporations need to be tackled. Corporations are liable for the safety of their workers at all times. Should an accident occur, the corporation is liable for covering any medical expenses depending on the contracts signed. As a result, corporations would be looking for not only the most efficient tools, but also the safest tools for their employees to use in order to keep up with product demand but also provide a safe work environment. Marketing to corporations in the right way would be crucial; you would need to very specifically outline the safety features of the product in some sort of pitch to the corporation. This would be done through magazines, commonly visited websites, or any mean of communication that would attract the attention of a large corporation. Once that has been established, first contact would need to be made, and a presentation to the board would be necessary. Proper outlining of the safety features of this product would allow for a successful presentation, allowing for contract and large sales to these corporations, bringing in sales and revenue.
	Overall, it is product differentiation in outlining the safety details, the quality, and the true use of this product that will solve the marketing crisis that Baltimore Toolworks is facing. Through doing this they will be able to successfully sell to all available markets, creating growth for the company, regardless of the increase in price of the product they are attempting to sell.
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