AZULEJOS NAVARRO

BUSINESS PLAN:
DISTRIBUTOR OF BUILDING
MATERIALS.

FINAL DEGREE PROJECT

UNIVERSITAT
POLITECNICA
DE VALENCIA

CAMPUS D'’ALCOI

GRADO EN ADMINISTRACION Y DIRECCION DE EMPRESAS
12/05/2017

Alumno: ADRIAN GUEVARA NAVARRO
Tutor: EMILIO JESUS GOLF LAVILLE

NAVARRO TILES PAGE 1



BUSINESS PLAN: DISTRIBUTOR OF BUILDING MATERIALS.

Content
Lo INETOTUCTION. .. s 4
1.1, Summary and MOtIVALION. .......ciiii i e 4
1.2. Basic data of the COMPANY.........coooiiiiiiiiiii 6
1.3. Background and current situation of the company. ...........ccccccviieiiiiieeeeeeennnns 6
L4, HISTOTY i 6
1.4.1. GeographiCal SCOPE.......cccoiiiiiiiie e 8
1.4.2.  Legal frameWOIK. .....cccooeeeeee e 9
1.5. Current situation of the SECION. ..........cciiiiiiiiiiiiiii e 13
1.6. Description of the relations and business of the company............................. 17
1.6.1.  BASIC CONCEPLS. ..o s 17
1.7. Strategy of the organization. ............ccouuuiiiiii e e 20
1.8. Mission, vision and purpose of the company...........cccccevviiiiiii 23
2. SHALEQIC ANAIYSIS. ..ceuiiiiiii i e 24
2.1, INETOTUCTION. ...ttt nnsnnnnnnnnnnes 24
2.2, EXternal @nalySiS.........ooouiuiiiiiiii e e 24
2.2.1. MaACIrOENVIFONIMENT. ...coiiiiiiiiieie e 24
> 4 The political framework:...........ooo 25
> Reform of the education SYStem...........coovviiiiiiiiii e 29
2.2.2. MICIOENVIFONMENT. ...eiiiiiiiiiiiiiiiii et 33
2.2.3.  Array of opportunities and threats. ............ccccciii 39
2.3, Internal @nalySiS........ccoiiiiiiiiii i —— 40
2.3.1. ldentification of resources of the company............cccccoiiriiiiii. 40
2.3.2. ldentification of capabilities of the company............ccceevvivviiiiiiiiiieeen, 42
2.3.3.  Evaluation of resources and capabilities. ..............cccceiiiiiii 43
2.3.4. Array of strengths and weaknesses. ... 46
3. Analysis of the marketing plan. .........ooooiiiiii e 48
3.1. Objective of the marketing plan and brand desing. ...........ccccceeiiiiiiiiinnnnnns 48
3.2.  Segmentation and target QUAIENCE. ...........ooevviuiiiiiiiie i 48
3.3, COrporate IENTILY. .........uuuuurrurnnninnrriiineieneee e ess e 49
3.4, MARKETING MIX ..o e 50
34 L. ProdUCT......cooiiiiii 50
Bi4.2.  PIICES ittt 51
3.4.3.  DISHIDULION ...ttt 51
344, PrOMOLION. .. .uuuuuuititiiniititteteee e s e e e nn e nnnnnne 52

NAVARRO TILES PAGE 2



BUSINESS PLAN: DISTRIBUTOR OF BUILDING MATERIALS.

N O] (1 U= o] o £ TR 56
5. BIDOGraphiEs. .cccooiiiiiiiiiiiiiiieee 57
ST N ] 1S3 € 59

NAVARRO TILES PAGE 3



BUSINESS PLAN: DISTRIBUTOR OF BUILDING MATERIALS.

1. Introduction.

In this project is a marketing plan of a family lmess located in the construction
sector. The company analyzed is Tiles Navarro @eglitto the distribution of building
materials, such as floor and wall tiles, parquealth, screens and the products
necessary for its placement.
In the following marketing plan we will define tiseript that the company must take to
achieve the company be sustainable, profitablenaenttet leader it can be. For this will
be carried out the methodology typical of a margplan joined other analysis of
operations, human resources and economic-financial.
The structure of the project will consist of arraatuction to the company, which
consists of a description of it, background andtent situation, background and
current status of the construction sector in Vakrbe introduction of different
concepts on constructive and different analysisyhich we will find:

=>» A strategic analysis consists of the analysis efrttacroenvironment and

microenvironment for the compression of the Valandn the construction
sector and what will be the circumstances affedimegenterprise directly and
indirectly.

According to the results obtained in the strategialysis will be carried out an
assessment and diagnosis of the company and tiamitchngccount the objectives of this
will be the marketing plan.

=» Analysis of the marketing plan for the segmentatbthe market and know the

best way to address these segments. In this magketan is needed to set goals
over a period of time defined to measure if thekating plan is giving good
results from both points of view, qualitative andhqtitative.

=>» The following after setting the objectives is tdlme the strategic and specific
actions to be carried out in order to attain thipctves set.

=>» And to finish the marketing plan should establighian for monitoring and
control that enable us to measure the resultsavfdan and know if the plan has
failed to achieve the objectives set out above.

The motivation that moves me to develop this mtogthe enthusiasm to convert the
family business that was founded by my grandfasimer continued my parents, a
leading company in the sector. Before | start myensitos studies i always clear my
intentions of studying Business Administration &af@nagement Company in order to
apply all the knowledge | could learn during mydses, which have been directed
solely and exclusively to my training so in theuftg it might be

the perfect owner/manager of the company studibd.fact of having worked all their
lives in the company helps me have a clear andratpicture of what | want to
achieve with this project, | have spent many yeatis my father working in the
company is always in constant pursuit of an ideadieh of business that is what | intend
to get there With this study. Now 28/03/2017 i4 tiha& ideas that are going to reflect in
this project would not be possible if you do notéghe experience | have in the sector
and the continuing talks with my father and my gifather on the business
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My personal motivation will not only develop thisogect if you do not carry it out in
the next few years of my life and my grandfathlee, person who insisted on my
education, be proud of what their children andangdson.
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1.2. Basic data of the company.
Basic data of Joaquin Navarro Alarcon S.L,

Company name Joaquin Navarro Alarcon S.L
Trademark

CIF B 96197140

Owner/S

Administrator only Los Angeles Navarro Alarcon

Registered office

SOCIAL Object Retail trade of all kinds of building
materials, furniture, toilets, as well as
items for your installation.

Telephone

Address Row of the stint grossa
E-MAIL

Social Networks Facebook: tiles navarro

1.3. Background and current situation of the company.

1.4. History

Tiles Navarro is a family company derived from §iMictoria S.L. was founded by
Joaquin Navarro Fig Trees 27/09/1983 who start¢@d®a plumbing in 1974 under the
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name of Plumbing Xativa and which was diversifyitsgactivities, one of them was to
enter the world of ceramics, in 2001 Adrian Guev@araz and Los

Angeles Navarro Alarcon decide, under the traderoakgocer, open a great
Establishment dedicated to the distribution okadbtls of construction materials such as
tiles for flooring and paving, parquet, health,Hsabms, taps, kitchens and all kinds of
products for the decoration of the interior andekterior of the home. This venue is
located in Avinguda de la Constitucié No.2, atémérance of the Llosa de Ranes
46815, Valencia.

In 2006 the company is situated in a great positidhe sector being recognized by
their suppliers as one of the industry's most paweompanies and awarded in the
area of trade and service of the valencian commutaitoffer their products and
services to more than 6500 clients, over 12 263traction companies and
distributors.

The following year in 2007, operates the real edbatoble and the crisis Tiles Victoria,
opposite a serious period that takes you to th&ro@icy situation 09/12/2011 which
don't get out and ends with its dissolution on 26/013.

In 2012 at the same time that tiles victory is dedrto dissolution,

Joaquin Navarro Alarcon S.L. with the trademarHibés Navarro, of which the
administrator is Joaquin Navarro Alarcon, by thahitity that had Adrian Guevara
Ortiz and Los Angeles Navarro Alarcon administrafimen the situation of Tiles
Victoria S.L.

The opening of the new local in the polygon b frEativa in a strategic location ideal
and with a local to mount an exhibition of firstegory.
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N Tiles Navarro operates 2 years in this area
because of the lack of space in the
warehouse and the high rent, decides to be
transferred through the exposure to a more
economic and lease another local store to be
able to give a better service, located in the ssino@ping avenue.
Currently Tiles Navarro operates with exposure fifs@nta Ana Xativa without number
and using how to store the old local tiles victory a Llosa de Ranes.

1.4.1. Geographical scope.

The territory of the company will be jativa andstsrroundings. Jativa is a municipality
in the Valencian Community located in the soutlhef province of Valencia and is the
capital of the region of the coastal, and in 2048 B9,095 inhabitants according to the
INE.
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Geographic data
Region

EXTENSION

Limits

Distance FROM THE CAPITAL

I nfrastructure of COMUNIDACION

Demographic data

The coastal

Xativa is the capital of the region of the
coastal town, located in the southwest g
the province of Valencia. The term is
divided in two by the mountain range of
the Serra Vernisa which, in addition,
separates the coastal valley to the north
the Bixquert Valley to the south. Xativa
is bordered to the north by Villanueva d
Castellon, Manuel, Perth, Llosa de
Ranes and Landmark. To the East
with narrandera, LLOC-nou d'en
Fenollet and Genoese. Finally to the We
with Novetle, Valleys, Corbera Rotgla,
Coastal Farm, and canals.

—h

1%

14

St

Roads: N-340 (Xativa-Alicante), A-7 andl
V-31 (Xativa-Valencia), A-31 (Xativa-
Alicante, Xativa-Albacete), A-35 (Xativat
Albacete, Xativa-Madrid), A-36 (CV-60)
Xativa-Alcoy, CV-41 and CV-610
(Xativa with municipalities in the
shopping area and the province of
Valencia).

No. of women:

Num. of men:

Population:

No. of Households:

Population density: (383.81 inhabitants/km?2)

The Coastal and its neighboring regions will betérritory where the company should
be positioned as a leader in its sector. It is &@d to the north by the region of La
Palma and Ribera Alta, on the east by the La Safothe south by the Albaida Valley

and on the west by the Alto Vinalopo.

1.4.2. Legal framework.

According to the portal of the merchant of the Wiaian Community there are 3 types
of obligations to which the retailer is subjectnggc, basic to consumers and pricing.

NAVARRO TILES
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General obligations.

Set of duties to be fulfilled by the merchant.
. In general, the established by the rules relabntpe property whose sale
offer. In particular have to be complied with thies relating to the composition of
the products, labelling and safety, as well ass#ator's special or commercial

sectors that constitute the object of your actjatyd to withdraw from its
establishment the goods that do not comply witlserstandards.

. Demonstrate to the competent authority be in ms$se of the authorizations
and licenses that are due.

. Be current in the payment of the taxes of any kihith are taxable.
. Meet the standards of protection of the rightsafsumers and users.

Basic obligation in front of consumers.

General rules and autonomous in matters of defeheensumers and users, traders
must meet:

. Register next to the articles their correspondialgs prices to the public.

. Deliver invoice, receipt or document certifyingetbperation performed
properly broken down in your case, except thatthresumer has expressly waived
its delivery.

. At the disposal of the consumer complaint forms.
. Deliver the warranty document in any sale of &at®f lasting nature.

. Carry out their promotional activities without ureing in illegal forms of
advertising, in particular, without incurring in sieading advertising.

. Engage with consumers without existence of urtéams.
. Marketing Articles safe and with an adequate seroif technical assistance.

The authorisations and previous communications, to be carried out by the merchant.

«  The dealer must request authorization from the pmient department of
commerce for:

+  The opening, modification or expansion of largdaees, that is,
establishments that have a sales area of equalgr@ater than 1,000 square meters,
or in populations of less than 40,000 inhabitamésiing a surface area equal to or
greater than 600 square meters.

. Make sale home and distance selling (includinge¢hnade over the
Internet). Fill in application form RAC-03 and davantation that is specified on the
back of the same according to the conditions @.sal

. Direct Sales in fairgrounds with withdrawal of meaadise.
The merchant should communicate to the Departm@npetent in matters of trade,
at least one month in advance, the realizatioh@fadllowing promotional activities:

«  Sales in liquidation.

«  Sales of balances.
In any case, it shall request authorization omisseto the town hall corresponding
to:
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+  The opening of a commercial establishment (alszases where that is
licensed by the Department as large surface area).

Limited Company.

The Limited Liability Company is a company, whicashthe social capital divided into
equal stakes, indivisible and cumulative (not niadpdé instruments can be incorporated
into or referred to actions), and in which the pars do not acquire personal
responsibility for corporate debts.

This type of society, governed by the Law 2/9528fMarch, and the Royal Legislative
Decree 1/2010, of 2 July, which approves the reviegt of the Capital Corporations
Act.

Name - Name of the society according to
the will of the negative
Certification Partners

Constitution

Without limit. It should be the
sole proprietorship

No. Partners

Contributions TO THE SOCIAL
CAPITAL

- Limited to the capital of the
company. Each partner shall be
liable for up to the limit of its
contribution and not with their
personal assets

Responsibility

Rights OF THE PARTNERS
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SOCIAL SECURITY - Partners Administrators - Special
Scheme for Self-employed Rest:
See "Cotizaxcion"

Taxation
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To understand the environment we need to talkfferdnt sectors, starting from the
most generic to the most specific.

The construction sector.

In Spain, after years of severe recession, th@isedintains a solid recovery. The
construction activity grew up to 20.3% compareddauary 2015, the largest annual
increase of all member states, according to the aofatthe statistical office

community and grew up with force at the start acf@0n 2017 growth is expected to
remain around the construction of 3%, driven mabythe residential and commercial
segment, while the growth in the segment of putdiestruction and civil engineering
will be more moderate. The profit margins remaistable in 2016 and is expected to
remain in 2017. The payment experience in Spairbbaa good in the past two years,
and there has been a low number of failures. Bmsainly due to the fact that the
financially weaker companies have left the marketrd) the recession. It is expected
that the insolvency in the construction industrgpain will stabilize or even decrease
slightly in 2017, after significant reductions 015 and 2016.

The evolution of the construction in the differemarkets of the world is uneven,
strongly related with economic growth in each cogrthe feeling of investors, as well
as with the confidence of business and consuméescdnstruction activity differs
significantly in many countries. However, even iarkets where the growth of the
construction has been very robust in recent y#aienains true that competition is
high, margins are reduced, the public clients ugyely late and the proportion of
corporate failures remains higher than in mostragkeetors.

Despite its cyclical nature, from a global perspegithere are new opportunities and
challenges ahead. The technology has increasimgigdt on the construction: the
emergence of the augmented reality, the dronegqrBifing, the Building Information
Modeling, autonomous teams and advanced buildirtgnaés, will profoundly change
the sector"”, says the report, which analyzes iaildigte situation of the sector in
Germany, Saudi Arabia, Australia, Belgium, Spainited Arab Emirates, France,
Netherlands, United Kingdom, Singapore and Sweden.

The global demographic changes also play an impbortde in the construction. "The
population in the urban areas of the world contantaerise, what will drive the demand
for housing, as well as the transport and socfehgtructure of public services. At the
same time, many societies, especially in the Waestfaced with the aging of the
population, which would distort the real estatesstvnent patterns”.

The booming sector reforms.

After the crisis, the real estate market will nelverthe same, especially because the
choice of consumers at the time of search homelmasged, and it has been to opt for
alternatives to the purchase of new housing. Vanagntals is the first choice of young
people today, but home ownership is the prioritamy Spanish, that if, every time you
choose more to reform the housing that is alreadyable or for purchasing a second-
hand house to reform before the purchase of a meneh

Although economic indicators marked that it is @agjtime to undertake reforms, these
are still assuming a large disbursement for familie fix this issue many companies
offer financing, banks are beginning to grant loanhkigh interest rates, although if you
are not linked to them, and to part as greatemitoe for the sector, the autonomous
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communities offer grants for works related to theuwstic and thermal insulation of the
home, accessibility or other types of facilitiegtee some examples.

On the other hand, one must speak of the offdrarsector, after the dismissals caused
by the crisis, many workers found employment indbetor of the reforms, even many
of them decided to undertake in small firms to nggntheir work. This resulted in a
large increase in the supply which benefit notaise prices because of the increase in
demand, in addition, each time the competitorbieindustry are trying to be more
competitive in the price.

According to a study by Houzz in 2017 on the penfance of the sector during 2016 on
the business of renewal and residential desigrnexgsected to be very encouraging
figures for 2017 therefore concludes that it isS@péted a widespread growth of
revenues and earnings. The percentages of groathhi professionals of the sector
expected for 2017 are broken down into the follgnehart done by Houzz:

¥ houzz
INGRESOS BRUTOS EN 2017 INGRESOS NETOS EN 2017
ARQUITECTOS EMPRESAS DE DISENO Y INTERIORISTAS/DECORADORES
CONSTRUCCION
Ingresos brutos 61 Ingresos brutos 63 Ingresos brutos 70%
Ingresos netos 59 Ingresos netos 3 naresos netos 68%

The graph shows that the 48% expects a revenudlyaivit0% in 2017 about 2016, by
which it is expected that a 50% of the companigdebranch of the sector in which it
operates our company to grow by 8%. The figuregacel they expect professionals
such as architects and interior designers encouhaggrowth of our by the fact that
they are clients of our products and services tir@rgrowth companies are expected to
invest more in strategic to increase their proditgtas they can be marketing
resources, expand, or deepen their range of predinct services, acceptance of
larger projects, efforts to improve the servicedaowthe customer and probably a rise in
price of the products, it is also expected thaffidneres for employment in the sector to
grow. These strategies involve an increase in tisé af administration, outsourcing,
wages, products and materials and marketing.

"We are seeing an increase in both revenue and profits in all sectors of the residential

market, driven by the constant demand, which benefits from the strong consumer
confidence, the age of housing available in the market and the limited supply of new
housing construction”.
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Explains José Gaztelu Houzz director general ofrSgiter a year favorable to the
expectations of professionals.

The tile sector.

The Spanish ceramic tile manufacturers is onb@htost dynamic and innovative in
Spain and, within the global ceramic sector, positig itself as a leader in
technological development, design, and qualityeo¥ise.

The global turnover, the 80% corresponds to exportsthe rest of the sales were
destined for the domestic market. The ceramic sésthe third largest industry that
contributes to the surplus balance of trade inrgpaith total sales in 2015 amounted to
3,075 million euros. The experience and knowledya differential values have
favored the presence of our products in 186 coemtri

One of the main features of the sector azulejeamisp is the high geographical
concentration of industry in the province of Cdsétel in particular in the area bounded
on the north by Alcora and Borriol, to the westWgve, to the south by Nules and to
the east by Castellon de la Plana. The sectornisdd as a cluster or industrial district
that has an entire series of auxiliary industries elated organizations in a geographic
area. . Approximately 94% of the national productias its origin in this province,
where is located the 80% of the companies in thsehis gives it a unique character
and is one of the keys to its competitivenessaptbbal level. This sector is
characterised by a high investment in R+D+i. Cutyeginom the sector are making
significant efforts to consolidate the ceramic pretd The fruit of these efforts is the
increasing use of non-residential works in tile andon-traditional areas such as urban
uses and on facades. Despite the current diffes)ithe growth in global consumption
of ceramic is guaranteed and the azulejero spaeistor has solid foundations and
future thanks to its world leadership in R+D+i atsdhigh degree of
internationalization.

As a whole, it is estimated that the Spanish ceza®ctor directly employs about
15,500 workers in companies, most of which are samal medium-sized (2015 data).

It is estimated that the industry generates maaa 000 indirect jobs.

492 2,570

15,000 3,316

404 420 425 440 492
575 557 574 643 746
2082 2240 2328 2452 2570
2656 2793 2902 3095 3316

Sales in millions of EUR and production in millions of square meters

lllustration of ASCER

Over 2016 companies in the sector stand out whahtive best exercise in comparison
with the years after the crisis of 2007.

We have to consider that the figure of departureery low and that, at present, the
domestic market accounts for 20% of our total tuempwith this figure we will take
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into account that not only is the final consumet tive must direct our marketing plan,
if not we will have to focus on the sector's prefesals as builders, designers,
architects, builders who are covering greater sbhoeir sales.

In the ceramic sector, at the international le8glain is with two main competitors:
Italy that bet as Spain in innovative products ahgdreat quality and China that based
its competitive advantage in their low prices, gitlee lack of environmental laws and
the low cost of labor.

We can conclude from the sector that has a pogitae balance, by its high exports
and is located mostly in the province of Castellarnwhich the industrial district has
made the sector to a healthy economy, with pramisconomic indicators for the
years ahead.
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This section contains some of the key conceptthimunderstanding of the functioning
of the company and its relations with the environtme which it carries out its activity.

The company's products:

The products offered by the company come to bhalie dedicated to the finishes of
the home, such as floor and wall tiles, parquetdrfloatural stone, bathroom furniture,
sanitary, screens, taps and the materials needduakio placement.

The pavement or coating is a layer of any mateisall to decorate a

protegero pavement surface, being the name givretspecific coating for floors. Can
be classified according to their location in spdeehos, , suelos or paredes, for each
one of them the requirements will be different. Tiféerent materials with which you
can take are:

Ceramic tiles/ tiles: The tiles or ceramic tiles #rin flat parts manufactured
with clays, silica, fluxes, dyes and other raw mats. It is generally used as
pavements for floors and wall coverings and facadlee clays used in the
composition of the support can be cooking cookedyar white. The pavement
tiles, both as wall cladding, are waterproof ce@apieces that are constituted by
a clay soil and a vitreous coating: the ceramiegldhe extensive range of
ceramic products existing in the market today isditioned by the many
utilities of this material in the architecture anterior decoration. Depending on
your application, there are different tipologiasguct and features. The tile will
be the most important product of the organizatitha@ company will focus its
efforts on being specialists and number one inghosluct.

Park: Pavimento trainer by thin pieces of wooddted and placed regularly
forming drawings varied.

Natural stone is a rock that is extracted direttiyn the nature and that, after
their modulation and treatment, it is likely todmed as a construction product,
both in pavement as cladding of interior and egrtenalls.

Products Bathrooms/kitchens: the bathroom and éitdrave to be configured
as one of the points of the house. Currently tloodand attention to design in
all the elements that make up take on vital impargéain households per if we
talk about bathrooms there is to pay attention ipamthe toilet.

Health: Are employees in order to meet the needBeotisers with regard to
what is toilet staff, cleanliness and physiologitaéds. The health comes to be
the toilets, bathtubs, showers, washbasin, bidet.

Bath Screens: a bathroom consists of a transluserénsparent structure that
serves to separate the inside of the ducha or édten the rest of the room to
keep dry the bathroom to take a shower, constgwtimelegant evolution on
the cortinas plastic. The screen is made of glagsoslucent plastic mounted
on a rigid structure or metal.
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- Plumbing: those products to regulate the flow ofev&n the home, both in
kitchens as well as bathrooms, with a wide vargtyroducts both for their
usefulness and their different materials.

- Bathroom Furniture: Furniture intended for placetrierthe bathroom with
decorative high importance by the design and ctersiy with the rest of the
materials placed.

* Products for the placement. For tile with cerantést used a series of products
and tools to carry out their placement.

- Primer is applied with a roller or a brush befdre scraper (when necessary), or
before you paste the baldosas. For surfaces wititmadgrption applies an
adhesion primer; for the excessively porous, a @rigealer. If the media is
disgregable, you use a primer endurecedora. bhralé cases, the primer
improves adhesion of the tiles to the support.

- Binder. Component of some mortars queue that reaefoits adhesion and
flexibility. The mortars queue flexible or deformalabsorb the dimensional
variations of the support.

- Sticky paste. Ready-to-use adhesive. It is sotthivs and is applied with a
notched trowel.

- Plaster or Plaster. Mortar powder, mixed in waaélows you to match and
smooth the surface of the wall before placing iles.t

- Masonry Mortar (rake). It is applied with a trowabber and serves to fill the
space between the tiles (board) and there are@waidety of colors and types
according to the space of the Board and whetheiiriside or outside.

On the other hand, are the tools that are needdtidaealization of this work are going
to be a bubble level, a tape measure, a ruleagidtter. To place the tiles need some
spiders, a notched trowel, pliers, a rubber hammmaubber trowel, a palette, a bucket, a
ceramic cutter, a sponge and a bucket.

» Subcontracting: The separate company to offer fhreducts offers the service
to perform the works through subcontracting of pssfonals given the
experience and the link forged with these withghssage of time. In
accordance with the Law 32/2006 (Translated fromn®h), of 18 October,
regulating subcontracting in the Construction Seduotsourcing is the
practice mercantil of organizacion productiva whiitte contractor or
subcontractor instructs another subcontractoratrafador autbnomo part of
what he has entrusted to us. In all the work ofstmetion, included in the scope
of application of the law, each contractor musteéha\Libro de Subcontratacién.
This book must remain at all times in the workyiil be enabled by
the autoridad laboral autondmica6 authority.

Types of customers.
In this section we will discuss the different psdg@mnals connected to the construction
sector that are clients of the organization.
- Promoter: In Ley de Ordenacién de la EdificaciorEdpana, the promoter is
one of the agents of the building referred toah be any persona
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fisica or juridica that decides, drives, programd imds a building work. To do
this, you must be the owner of the solar on whechuild, or have rights in the.

- Builders: The builder is one of the agents of thiding participants in the
construction of a proyecto arquitecténico. Is dedinn article 11 of the Ley de
Ordenacion de la Edificacion de Espafa as the dlgenthe contractually
assumes promotorthe commitment to implement, wighhuman and material
resources themselves or others, the works or p#rtecsame subject to the
project and the contract.

- Architects: The architect is the professional whoesponsible for the planning,
design, construction and maintenance of buildinggghborhoods, cities and
structures of various kinds. His art is based dleceon concepts of the dwell
under social needs. Is a professional with higéeellof education, which
requires a deep technical training, artistic ardatoProject buildings, urban
spaces or several structures, and to ensure tperpdevelopment of its
construction and maintenance, is the consequenscbfthinking.

- The surveyor or architect technical support: Aceuydo the Real Academia
Espafiola a quantity surveyor is a technician whervenes with its own
functions in the construction of buildings. Youmnmaindicates that it is the
agent that you are aware aparejos of the factdaelniques and means for their
implementation, i.e., which is responsible for iflmplementation and the
arrangement of elements, and building materiatstime work.

- Interior designers/ decorators: is called a deooitatthe person dedicated to
designing the interior of offices, homes or businestablishments with aesthetic
and functional criteria. The decorator is planrtimg distribution of interior
spaces together with its customers by presentprgjact that meets their needs,
preferences and budget. In the first place, netttéaccustomer determines the
type of preferred for the local architecture, usdtions and destination and the
type of equipment to be installed. The decoratersss his client about the style
of decoration. The decorator find and select tmeifure, wall coverings and
decorative objects appropriate to the requiremeitise project. When the
project and its budget have been approved, thera@esubcontracts the
materials necessary for the accomplishment of th.w

- Moving companies: The term Mason encompasses tetersar officers
of albafiileria. A Mason is a person with profesaldmowledge and experience
that is dedicated as ex officio to the constructadteration, renovation and
repair of buildings, both residential and industria

- Plumbers: does drinking water installations, notaplte water and the
collection of rainwater and sewage in homes, cororalgpremises or industries
and workshops. Kitchen, bathroom and heating: regaipes,
drains, taps,health, implementation of screen$yrbatn furniture and other.

NAVARRO TILES PAGE 19



BUSINESS PLAN: DISTRIBUTOR OF BUILDING MATERIALS.

We can define strategy as the key steps to beafetidoy the company to achieve the
objective through this will assess the differengsbilities of the organization to
achieve their goals.

To speak of the company's strategies one must sgehiferent strategic levels, as can
be the competitive and corporate governance.

Then we will confine ourselves to the definitioncoimpetitive strategy as a set of
internal characteristics that the company has telde in order to obtain or enhance
their position against the competition in ordegéon a competitive advantage, this
means, to achieve a characteristic or qualityrielite the company more than rivals in
a general and sustained.

The strategy that Tiles Navarro will take placel wé a strategy based on specialization
and differentiation in the products and servicegksg to achieve a target and
psychological leadership with regard to its contpetiin the area of Perth and its
surroundings.

- Leader: Are those businesses that compete witlsadjyprices, do not compete
with low prices in the sector but try to keep theompetitive, they may be
slightly higher than the competitors. With thisdesship it is intended that the
customer is not with the shop by chance if not esisizd specifically to him with
the intention of buying. This leadership is supedry different economic
factors, such as the depth of line that managesdimpany, this is achieved by
becoming first in product experts by experienceppration, knowledge and
enthusiasm. So it is imperative to build a netwafrkpecialist suppliers to be
able to offer the entire range and be able to tradeks that other retailers in the
sector do not have. In addition to sustain thisllohleadership is to maintain
the product innovation. The company must be atterto the output of new
products on the market to be the first to operatie them and that the client
recognizes that the company is the first to mank#ét new innovative products.
It is also important that the company has exclixivi products or brands that
can hardly be achieved in other establishmentaJation and exclusivity will
allow the company to create an assortment of ralgwaducts that allow you to
achieve a differentiation over competitors. And ohéhe most important
factors to maintain the leadership will be theigibprescriptive destination that
has the staff to offer the products and professiadeice to clients, having great
influence on the decision to buy. In this case N&varro has two industry
professionals with the experience of 25 years eénsictor and recognized in the
territory of Xativa and around how great profesaisnin the case that we
should compare the company to the competitorsédcatound we can say that
we are leaders target currently, if we comparetit wompanies located
throughout the Valencian Community, one can finchpanies more powerful
and more experience.

- Psychological Leader: once a trade becomes lead¢indtion the next step will
be to be leader psychological, it tries to be ttet Eompanies in which thinks
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for a client to satisfy a given need, this feattaa be attributed to those
companies that were the first to introduce the pebth their geographical
region, in our case we can say that we have mare3b years in the sector and
that the company is closely linked to the histdryhe sector. This fact is linked
to the commitment with the community, such as fi@nsorship of events or
donations to institutions in the region. Psychatagieaders set the standard to
follow in the sector since they are the first tovaduce new products and
concepts to the market as the leading destina@iecause you have authority
and legitimacy in the mind of the consumer, ararimsses that to which the
customer is directed specifically to receive recandations and advice from
staff. These leaders do not care about the pritieenf products since they serve
an audience with medium-high purchasing power witoseern is to obtain a
quality product and exclusive. Nor are very conedrabout the advertising
because their reputation is well known to its histd association with the
community. Psychological leaders have such a swgmrgriat when the client
does not find the product you are looking for igittstores desists from the
search.

On the other hand Tiles Navarro creates value tilngeand coordination of different
business and other activities not related to thaeial purpose, in order to generate
greater financial performance and a greater cotnefdvantage, these activities are
based on complementary services to the sale efagecan be assembly service,
application and interior design. In part, this vaitbvide a focus of the corporation in
multiple markets and lead to a better understanairige handling of other activities
and business that are within the corporate hieyarch

To study the corporate strategies of the companwieise a tool called the Ansoff
matrix

ANSOFF MATRIX:

According to Ansoff's theory, the way of the futwfethe company is determined by the
strategy in relation with the product and market.

Usually companies start taking a strategy of maplestetration, to the acquisition of
customers and increase your sales. The experidice manager in the sector and its
continuous training has led him to take the denismopt for a strategy of product
development, with the intention to market the pidumost in demand that would be
the traicionales aimed to cover the widest rangaostible use to the public, and the
development of new products of great quality amy ¥echnical programs to an
audience of high purchasing power.

The intention is to always continue to increasectiomer base, but keep satisfied and
loyal to the current.
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Productos
Tradicionales Huevos
. Penetracion en Desarrollo de
Tradicionales el mercado productos
Mercados
Huevos Desarrolio de Diversificacion
mercados
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» Mission: The mission concept of the company retete by the company and

reflects what is in that sector will develop itdigity, what type of products and
services are key, which are the fundamental axdss afontribution of value,
which is its specialization and its market, whatymur customer type and
geographical area in which it operates. For TiNsssarro The mission will
consist in the sale of quality products and malefia the construction offering
a wide range covering all consumer tastes accoragdmy an assistance based
on the experience gained throughout the histoth@tompany

VISION: The vision defines the future situation tthau want to reach the
organization. The company's vision is to be thdilegcompany of the sector in
the region of the coastal town and surroundingsl, @mbitiously speaking be
known at the level of the whole Valencian Commupniityaddition to innovate
the form of business that throughout its historg leen made in order to
achieve the complete satisfaction of all of yougéd audience.

Objective:

Once the vision and mission of the enterprise otiganization should define its
objectives, i.e., those statements that guide tetaward an end of concrete in
a future for several years. Establish what needsetaone on the basis of a
present situation to reach a future situation aioghg@se the means and resources
to achieve it.

Among these objectives we can distinguish betwéategic, tactical and operational.

Strategic Objectives: They are those that the compaants to achieve in the
long term 1 to 5 years). and are those actiong tealried out for the mission
and vision of the company: will be to achieve mérigeformula that customer
loyalty and enhance the most important human resoofrthe small company
that is the leader of the company

Tactical objectives: they are those actions thatikhbe undertaken to achieve a
goal marked within approximately one year, in additre defined for each area
of the company: to achieve greater efficiency makdministration of the
resources,

The expertise and depth in the range of produdts wiich it works

Optimization of human resources

Operational Objectives: are those for the achieverokthe tactical objectives,
each department of the company is responsiblestab#shing the operational
objectives to achieve the objective tactical. Theetlent attitude to the
service and the proper management of the activitiggocompany on a daily
basis.
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2. Strategic analysis.

The strategic analysis is a tool that is used tmkthe positioning of the company in

the environment. For this reason, this analysislv@lcomposed of an external analysis
that will be a study of the environment for threatsl opportunities that exist in the
internal analysis, which will consist of an assesstof the resources and capacities of
the company to study the strengths and weaknedsaethe company has to develop
their activity, a SWOT matrix that will be a compmlibetween the internal analysis and
external analysis and to develop and evaluateiffereht strategies of the company
with their individual plans of action.

The external analysis will be the one that woulddsponsible for analysing the
environment that surrounds the company, this arsly®f vital importance because
you must know the environment perfectly to know athis the best way to adapt to it.
The purpose of this analysis is to know all thoaeables that directly or indirectly
affect the company and know if they are favorablgprtunities) or (unfavorable) as
this will mark the competitive positioning or pemnfeance of the company.

Once performed the analysis and the results wilhdehe strategy to be followed by
the company to achieve the objectives and targets.

There are two main levels.

The general environment or Macroenvironment is ékiernal environment which is
composed of the general variables that indiredfigcato the company and in the same
way to the socio-economic system in which it depslids activity.

The specific environment or microenvironment is piaet of the environment closest to
the activity of the company, that is the businesg@ to which it belongs.

The concept of the macroenvironment is definechagdérm used to encompass all the
external variables that will affect indirectly talds Navarro. These are variables that do
not affect only the company, also to the wholeafisty and its activities, and include
issues of population, technological or legal issues

An analysis of the macroenvironment of the compaiilybe useful once known the
situation of the company, it will enable you to dlmp the activity of the company
protect yourself from issues that may be negatwel, take advantage of situations that
will help increase sales.

To carry out the analysis of the macroenvironmenised a tool of great utility as is the
PEST analysis in order to understand the growtltealine of a market, after that obtain
the potential, the position and direction of busgthat will continue the company.
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We will analyze the current environment using dtegue called analysis pest, with the
aim of identifying the variables that affect or maject the strategy to be followed by
the company in the future. It is a strategic tosgful for understanding the cycles of a
market, the position of a company, or the operalidirection. The geographic scope to
be focused this environment is in Spanish territmg with a surge of the territory of
the province of Valencia that is in which the compaperates.

This analysis focuses on analysing four dimensions:

« The political-legal environment
« Economic Environment

« The socio-cultural environment
« Technological environment

Then, consideration will be given to each dimensibdetail:
» The political-legal environment.

In the study of the political environment is nateinded to be a comprehensive analysis
of the political situation, if it is intended todtilight the role played by the Government
in the economy and the most important aspectseopdttitical environment. Currently,
as a result of the serious economic crisis affgdii@ country, and faced with the
serious concern regarding the high rates of uneynpdat, the Government, both at the
national and regional levels is trying to encourtigereactivation of the economy and
the recruitment of workers through initiatives tpabmote entrepreneurship and the
opening of business.

The need for a new economic policy. The challermjése EU/2020, in the field of
growth, employment, social cohesion, stability, afply change the sign of the
Economic Policy, which on the basis of agreementsih consensus, you have to allow
you to navigate to the economy of Spain in thedetor new horizons, mainly in the
fields of productivity/competitiveness, innovaticegearch and social cohesion/fight
against poverty.

Our economic policy needs to be less short-termnaoiik in the medium and long
term, with less biased conjunctural and structienagl, more quantitative in nature (not
only objectives, but levels to the objectives), tramgeed upon with political, business
and social. But above all it has to be a credibaemic policy in the European and
International Institutions.

You can not be changing the objectives of "defioit"a permanent basis. But you also
have to be highly Economic Policy, a "reformist'tie field of productive structure,
that would involve a real clash between the padttha future, with special emphasis
on the reform of the productive model, graduatibgectives, instruments and funding,
but all this at the service of a more industriadremmy, with more added value, more
competitive and outgoing. Without innovation thex@o future.

=» The political framework:

Form of government: United. Constitutional monarblaged on a parliamentary
democracy. The power is highly decentralised; titersomous communities have a
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high level of autonomy legislative, executive arstdl (the Basque Country and
Navarra have their own taxes). The King is Philipglftom 19 June 2014), heir to the
Spanish crown assumes the role of head of State.

The executive power: The President of the Governnsethe head of Government. Its
executive powers include the implementation ofléives and the management of the
affairs of the country. Currently the Presidenthef government is Mariano Rajoy
(from December 2011), PP.
The legislature is bicameral, which means thatibibgs to the government and the two
chambers of the Parliament, whose official nanteaseral Courts, and is formed
by: the Senate and the Congress of Deputies.

=» Political Climate:

Spain in 2016 has gone through a period of instglaihd political gridlock, which
finally ended with the election of Mariano Rajoyresad of government in october 2016
= Budget deficits.

The Spanish deficit will be the third highest inlZ0among the more advanced
economies and is located in the global averageuwsat a 3.4% and for the next year,
the imbalance is equal to 2.7% of GDP, seven-tesithspoint above the projected.

=>» Government debt:

The indebtedness of the Government closed 2017941%® of GDP. This figure
represents a slight reduction of 0.4 percentagetpaf GDP on the 99.4% in 2016 that
was settled, and marks the third consecutive yeavhich reduces the burden of the
debt to GDP ratio after seven years in a row a¢ogrtb the projections of budgets, the
debt will continue to fall in the following yeargpuo 97.7% of GDP in 2018 and 95.4
per cent in 2019.

=>» Fiscal Policy:

The fiscal policy, is usually a powerful tool thegtn help to encourage growth when
monetary policy is less effective

It is necessary to emphasize the restrictive fipolity to which it is subjecting the
economy, motivated by the pubic deficit affectihg tountry. Given this situation, the
business must be faced to a greater fiscal prefisairé times of prosperity.
The current VAT tax rates are the following:

= General : - VAT 21% general: covers the rest ofdgoand services that are not

applicable in the other charges. As such, graviidécervices that our company
is going to offer scanning and production of part8D, advisory service of the
functioning of a 3D printer and the sale of the sand their supplies.

» Reduced 10% - reduced VAT: after the reform of 2@i4& reduced rate to 10%
compared to the 8% that had been established. t&ffeod such as meat or fish,
to stage events, etc.
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= | knew reduced 4%: - Super reduced VAT: appliesommodities such as milk
or bread. Also gravel prices of related goods ialthewheelchair) or with the
culture (books).

On the other hand, we find the type on Corporaterme Tax, as a general rule, applies
the 25% from the fiscal reform carried out in 20lMgeneral, the increase in the VAT
is harmful to the company of the causes of dedhirmnsumption and, therefore, of the
sales.

= Aid to companies:

There is a reduced rate of corporation tax of 168htrepreneurs during the first 2
years. It is only binding to companies of new dagatluring the first period with
positive tax base and the next. This is why ongh@foptions for the constitution of the
business is the creation of a limited company nemgany due to more favorable tax
conditions.

On the one hand, have launched many initiativel agdhe creation of online
platforms in the ministries for the promotion otrepreneurship and the development
of its plan of companies (The cmcu.es/Madrid.orgdimulador), entrepreneurs,
creation of the BICS (European Centers of Innoealinterprises) and informational
Web pages (ipyme.org, todoemprende.es, minetuegab).

There are a number of grants and subsidies aimeti@preneurs and enterprises
established in the markets including the ICO, CINEOTEC), Enisa, Minetur and
ivace. All of them find support to innovative conmpes that have an impact on the
sector.

On the other hand we find increasingly a greatenler of incubators and accelerators,
whose purpose is to encourage new companies taedha times of positioning in the
market. Of particular note are the Valencian Plud Blay and the other backed by Juan
Roig, Shuttle.

Economic Environment.

Consists in analyzing, thinking and study on theent and future economic issues can
affect us in the execution of our strategy

We are, therefore, a balance of the Spanish ecompasitive, but insufficient recovery
(halfway), achieved with the invaluable help of ggoous variables”, which from the
point of view of the term ahead, can be diluted.

But that should not underestimate the value o5 "balance”, which closes a
triennium with a growth medium/high on average hvatgeneration of medium/high
employment (but quite precarious), accompanied bgliom/low wages. The Public
Sector indicators at the end of the year 2016 haveomplied with the provisions of
the Stability Program established.

=» Stage of the economic cycle:

After six years of recession the recovery staneithé second half of 2013, was further
strengthened in 2015 and 2016, and the growth eeckg% of GDP. Stimulated by
domestic demand, the growth benefited from theidente of households and
investors, in turn stimulated by the creation opésgyment, the deflation, better credit
terms, the fall in the price of oil, the recovenyEurope, the depreciation of the euro
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and the implementation of reforms. The growth ededeexpectations in 2016 (3.1% of
GDP), supported by domestic demand. It is expectatbw down in 2017 (2.2%), but
the activity should continue to be dynamic.

= Gdp/PER CAPITA GDP:

The gross domestic product Espafa in 2016 has gbyw®.2% compared to 2015, a
rate that is equal to that of the previous yeaRQ0ma6 the GDP figure of 1,113.851M.£.
The absolute value of the GDP in Spain grew 38.2€2Mth respect to 2015.
The GDP per capita is a very good indicator of déad of living and in the case of
Spain, in 2016, was 24,000 euros. In respect obtiseness, it is helpful to know
that Espafa is located in the 32th of the 190rtredte up the ranking Doing Business,
which ranks countries according to the ease th&y td do business.

=> Inflation:

The annual rate of change of the CPI in EspafaiM20d7 has been 2.3% , 7 tenths
lower than the previous month. There has been nahhovariation of the IPC, so that
the accumulated inflation in 2017 is -0.9%. It isrtta noting the decline in housing
prices of -1.5%, and a variation of 4.3%.

=» Distribution of income:

The crisis has led to a general decline in thedstahof living and an increase in the
inequalities. On the other hand, in what refershi individual distribution of income,
Spain is a country reasonably equal if we lookat®ini inequality index 34.7 up to a
maximum of 100 inequality, this seems to indichitat there is a consolidated working
and middle class but this is not the case, the nmaiicators in terms of income
distribution indicate that during the crisis hasig@ted a greater dispersion among the
most distant points of the graph of the distribatad income, this means that the crisis
has Reduced the so-called middle class and hastaated the ends, especially in the
case of the poorest economies, that is to sayithehave increased their income and
the number of economies in difficulty has increased
The distribution of income in Spain was surprisgdtiie great differences that exist
between the level of the spanish life accordinth&olocalities in which they reside. The
inequality lies in the fact that the highest incenaee in the big cities.

= Unemployment rate:

Spain stands out for being among the countries thighhighest unemployment rate in
the world and although the rate of unemploymen$jain has fallen, has been due to
the decline of the active population and to theto® of new temporary contracts, but
remains very high (under 20%), and a third of erygés perceived as maximum
707€ per month.

= Minimum wage/ Average Salary:

For the year 2017 the Ministry of Employment anai8loSecurity fixed the minimum
wage in the following values:
- Daily Minimum Wage: 23.59€

- Monthly minimum wage: 707.60€
- Annual minimum wage: 9,906,14 40€ (Pay)

These values represent an increase of 8% compatasttyear 2016.
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The average annual salary of the spaniards in 204$ 26,710€, this represents an
increase of 1.72% compared to the previous yeat,ishto say, 451€ more, an increase
greater than the CPI which was a 0%, so the Sginleve gained purchasing power.

The socio-cultural environment.

The social influences include cultural and demoli@phanges that occur in the
population. The aim is to find the changes thatakeng place in today's society.
= Demographic changes:

The population pyramid is being reversed, which msehat there is a growing number
of elderly people and a smaller number of birthkjclv worsens the situation of the
Spanish economy by the growing rise in pensions #red decline of the active
population.

= Changes in the tastes:

Special attention needs to be paid to the changéeitastes of consumers, especially
the young public, because it is a public that isonstant search to find current trends,
new ideas, with the need for constant renewal, psldic that needs to see a dynamic
product change, because if the product is sealdds@gk the one innovative product
that will attract your attention.

= The Human Development Index:

The HDI, developed by the United Nations indicatest the Spaniards enjoy a good
quality of life, despite the possible economic data
= Environmental awareness:

The ecological environment is the degree of ecoklgwareness of each society, the
rules to protect the environment, the use of emvirent-friendly technologies or
control of hazardous waste that may affect thevigtof a company. At present, this
environment is gaining great importance by the eesppward the environment.

= Reform of the education system
Chapter deserves the education sector and in plantiihe university. Investing in
human capital is useful to climb the social laddérese investments to protect the
society of unemployment. To reduce inequalitiesehiavinvest more in education and
vocational training.
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The reform of the educational system is basic @w@ction factor of structural
imbalances. So as consensual way as possible basattask to undertake in this
legislature. Education and development are twossidi¢he same coin. To reiterate that
the first action to perform, reinforcing the lewaVestor, it refers to the education of
young children (up to 5 years), the first link meteducational ladder.

Technological environment.

The technological environment includes innovatimngroduction systems, discovery
of new raw materials and new applications of tre@@eboth suppliers, competitors and
customers, which makes the sector more competitive

= New products:

The new product market entail greater difficulty efoduction, large formats,
materials more ecological, impressions of greai#icdlty, are the products most in
demand at present, attention should be given wdlaiss of materials as the constant
renewal of the range of products will allow the gas not the company's offer.

= R&D:

Science, research and innovation have suffered thareany other sector of the
scourge of the economic crisis in Spain. The coap @ne descenso abrupto of the 25%
that lived in 2012. However, the presupuestos pai® 0.36 per cent grew to 2015, in
spite of this, this sector is characterised bygh lmvestment in R+D+i. Currently from
the sector are making significant efforts to coisde the ceramic product among
prescribers. The fruit of these efforts is the @asing use of non-residential works in

tile and in non-traditional areas such as urbas asé on facades.

Despite the current difficulties, the growth in lgéd consumption of ceramic is
guaranteed and the azulejero spanish sector hd§@ahdations and future thanks to

its world leadership in R+D+i and its high degréénternationalization.

= Ict:

In the momentum of the companies and modern sesidgtie Technologies of
Information and Communication Technologies (ICTydan increasingly important
role. Present in virtually all areas of human lifegse technologies have impacted the
way in which everything works, are a very usefalt@specially for communication
with young people. Today, who is not on the Intérmesocial networks, and you could
say who does not have a proper application for yoainile phone, it does not exist for
consumers

The strategic profile of the environment is a teqha of analysis of
the macroenvironment of the reporting enterpris@aithe quantitative assessment of a
set of key factors, opportunities and threats thatgeneral environment offers, thus
allowing the company to assess the impact of eaclable over the profitability or the
growth process of the company and, consequenldg, ttee appropriate measures to this
effect will be favorable.
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VARIABLES MM [ M I B MB
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|

| Adtocompanies | | | | X [
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|
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|
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Socio-

|
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|

| Environmental Awareness | | [ X | |
|
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Technologic | NewProducts | | | | | X |
|

et ] x| ]

As we observe in the strategic profile of the maosronment we can observe that the
variables are not very favorable given that Spaistill emerging from the crisis and
while the dice are encouraging forecasts growth&pain is still in a position of
instability.

With regard to the political environment, we araiperiod of instability which affects
the confidence of consumers and society in gen8pain has a high budgetary deficit
while reducing and high debt. The fact that weeanerging from the crisis favors that
the government wants to help small businessestdivate the economy. Something
unfavorable is also the pol,child policy restrietifiscal policy that submits to the
companies.

Speaking of the economic environment we could kayit is the same as the policy,
presents an encouraging growth but still with mdeftciencies, that is why we are not
threats but they are opportunities.

In the socio-cultural environment, we note thatgbeulation pyramid is aging, this is
dangerous for the future of the economy, the chaigthe tastes of consumers are
favorable for the company because every time pemglenore concerned about the
styling of the homes and to be fashionable. The &tuevelopment Index Spanish
presents data favorable according to the UniteibNsit which favors the consumer.
And to complete the technological environment pmesa great evolution which the
company has not taken advantage of, and is tecticalty obsolete, although it is not a
worrisome because of other firms in the industtiyezi Something very favorable is the
evolution of the ceramic products thanks to the R&btor.
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The following table presents the potential oppaties and threats posed by the

macroenvironment.

Political-
legal

Economic

Socio-
cultural

Technologi

cal

Threats

Instability and uncertainty of
government

High government debt
Restrictive fiscal policy
Deficit

Occupancy Level very low compared to
the European average

Unequal distribution of income
Minimum wage is very low compared
to the European average

Aging population pyramid

Increased competition for Internet

Opportunities

Grants and subsidies to
companies

Stage of economic recovery
Lowering of the CPI by
increasing private
consumption

Increase in the level of
occupation

Profitability of the sector
Hdi shows a good quality of
life of the Spaniards

New consumer tastes for
home decoration

Great benefits with the use of
ICTS

Increased productivity due to
technological progress and
the R&D

New infrastructures that
facilitate the transport of
materials

New products in the sector
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Once the analysis of the macroenvironment, wiltbmplemented with the analysis of
the microenvironment or specific environment in evhit operates Tiles Navarro.

The analysis of the microenvironment, part of theimnment closest to the activity of
the company, that is, the sector or branch of exanactivity belongs to the company,
in this case will be the ceramics sector in theealan Community, specifically in the
province of Valencia as it will be in the operatimgng company. This analysis
is oriented to the study of the potential customemmpetition, intermediaries and
suppliers. This analysis is crucial because congsamian influence the to define
strategies to attract your customers and competethk strength of their influence will
be determined by their market power.

Seeks to identify the opportunities and threat$ the microenvironment offers to the
company and to determine its capacity to obtaineber) in each of its strategic
business units. The opportunities will be facttwat reduce competition and enable the
achievement of greater benefits. While the threag¢sthose factors that will influence
negatively in the company, increasing competitiod eeduce the benefits that you can
get the organization.

The main objective of the segmentation of the stiatgroups is to classify the
different groups of firms operating in the sectomihich the company operates. The
grouping of different companies on the basis ofrées of variables such as product,
price and marketing strategies developed by thesganies.
The most widely used definition of strategic gravgis exposed by Porter in 1979t
of companiesin a sector that develop similar behaviors along a series of variables of
key decision”
The 3 most important features that have the stiatggups are:

- Each strategic group consists of companies thabased on similar

strategic dimensions or resources.

- The groups must be internally homogeneous anddugaeous with the
other groups.

- Each group responds differently to the opportusiéied threats in the
environment.

This analysis will focus on group the current cofitpes of the company according to
their strategies, the comparison of Tiles Navarith whe different groups will give us a
global vision of the sector, greater than if pesuans of the company with the industry
as a whole.

To make the identification of strategic groups wk use two filters, these will be one
of product and service quality perceived by theamer and another away.
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Calidad de prodcutoy
servicios percibidos
por el cliente

\mado Salvador
Proveedores como
Porcelanosa, kerabes

alto

medio -T.pogres
-Ceramicas Velasc senito
N ,
arrazos Albero", Ceramicas Xativa
bajo

Distancia de Azulejos

60 km =k 20 km okm Navarro

In the map of strategic groups we can see 4 diftegeoups divided by the two
dimensions mentioned above, which are distancdtengroduct and service quality as
perceived by the customer.

In the green circle are the competitors with @&lef quality a little lower than ours,
and that are located within a radius of 20 km fiaum company. Expogres,

Ceramics Velasco, Terrazos Alberola.

The orange circle are those competitors that axaéal in the capital of the province,
those who believe that remain potentially dangefoughe quality of their products and
services. Among them are also our suppliers bedhesealso sell directly to
customers. Beloved Savior, Porcelanosa and Keraben

In the yellow are the competitors of our own cda&t @are Benito and Ceramics

Xétiva with products and services lower than ouwrsrbmain strong competitors
because it covers a wide audience you are lookingifeap product.

In the red circle is positioned the company togethith Tiles Perales and A. Andrada,
and considers Tiles Perales as our greatest campetihave the same quality of
product that has Tiles Navarro but with better &w given to your financial health.

After the segmentation of the strategic groupsttierstudy of the microenvironment,
we will use the 5 forces of Porter, a tool thabwal you to analyze the sector in which
tiles Navarro develops its activity through thentiication and analysis of the 5
forces.
The 5 forces that exist in every sector and thatahalysis studies are:

1. Rivalry between competitors.

2. Threat Of New Entrants

3. Threat of substitute products.

4. Bargaining power of suppliers.
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5. Bargaining power of consumers.

These 5 forces will allow us to know the degreearfpetition that exists in the sector
with the aim of formulating the strategy that alkus to take advantage of the
opportunities and minimize the threats.

1. Rivalry between competitors.

We will consider the current competence, such asrtbst powerful force among the 5,
since they are directly competing companies irstirae sector by offering the same
products. This rivalry tends to increase as theketdry the fact that is attractive to
invest, but also intensifies when the demand is

Reduces, the products satisfy virtually the sanegls@nd customers have a wide
variety of brands to choose from, so we will hav&éep this force at the time of
formulating strategies to take advantage of thakmesses of our competitors, since

AS 5 FUERZAS DE PORTE

Nuevos Entrantes Proveedores

Amenaza de nuevos entrantes. Toda Q Poder de negociacidn de los proveedores.
industria atractiva que tiene buenos La capacidad de los proveedores para
rendimientos atraera nuevas empresas. poner a la empresa bajo presion.
Dependencia de pocos proveedores,

05 accesibilidad a las materias primas.

Rivalidad de la industria.

Rivalidad entre los competidores
existentes. Interaccidn entre los
competidores de la industria
debido a miiltiple factores como
la concentracion de empresas

Productos Sustitutos para un mismo mercado y

existencia de grupos
empresariales. Clientes

Poder de negociacidn de los clientes.

Amenaza de productos sustitutos. Los
productos sustitutos estdn siempre
presentes listos para reemplazar los

E:;:: ~lllustration 1 Image extracted frorttp://www.5fuerzasdeporter.com/ g
sustit ientes,

that will make our opportunities and react befivar strengths that will be our threats.
The fact of analyzing the threats and opportunpiesed by the current competition will
know our competitive advantage over rivals ancbtonulate strategies that will enable
us to overcome them. Examples of these strategigdd be, improve product quality,
reduce prices, increase advertising, increasertiragtions or provide new services.

- Degree of concentration:

- Population growth rate:

- Inrelation to the cost structure:
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- The differentiation:
- Exit barriers are low:

2. Threat of entry of new competitors.

The new competitors makes reference to the poteartiey in the sector of companies
that sell the same type of product, if the induktag low barriers to entry, this will
mean that your competition will be more intense.

In addition, the Valencian tile commercial sec®aisector with few barriers to entry as
you do not need more than a local and relationsftip suppliers to enter the

market. The input of more competitors in the marketld be a strong threat as it
would increase competition and could lead to themany to carry out investments
such as advertising or reduce prices to continwever their share of the market.

The possible barriers to the tile sector ticketi lvg:

- Investment of entry: you don't need a big invesitio enter in this sector, since it is
enough with a physical or digital point to begirofzerate with the same products that
the company.

- Differentiation of products or services:

- Lack of experience:

- Possession of exclusivity agreement in the area:

- Customer loyalty to companies based in the sector

- Market saturation:

- Input stimuli:

As we can see are easy to overcome barriers, iti@udtb the attractiveness of the
sector called to new investors, the company musti attentive to new competitors to
strengthen the barriers to entry or deal with tlifetiimey enter.

Strategies that can be taken to increase the mtaentry or compete against new
rivals can be to reduce prices, increase saleqelgrincrease the quality of the
products and improve the service such as offeringerfunding or better warranty.

3. Threat of substitute products.

The threat of new alternative products makes rafer¢o alternative products to our
industry that can satisfy the same needs.

These products are often present a major threee $ive price at which operates the
company's products must be competitive with thasehey set a price limit at which
the client can choose to meet your demand. ThegRipts pose a serious threat when
prices are lower to the company's products, theligtle advertising of our product and
the replacement product is an innovative produdtwainen there is little loyalty of
consumers toward the existing product.

To combat the entry of new substitute products khbe carried out strategies such as
increasing the quality of the product and adveitiseduce prices, increase sales
channels.

In the analysis of substitute products there isiogbt that the combination quality/price
is the most important factor to be taken into aot@s the substitution effect will be
greater the more interesting is this relationsWith regard to this clarification we must
bear in mind that to meet the needs of paving dadding of the homes, few are the
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products that exceed in quality to ceramics, alwasg into account within this group
the product you choose. The substitutes that wdigdnn the market you can be:
- Natural Marble: it is the only substitute produttlae ceramics, that can

beat it in quality but also in price, the comparas lthe contacts to be
able to deal with this product, in addition to iatibn products to marble
very achieved and of high quality, therefore doefspose a great threat.

The rest of substitute products, are productsdbatpared with the ceramics are of low
quality for their properties and benefits, but msttaken into account because they are
an easy and affordable solution for those who wamake reforms in their homes.

- Tiles of plaster:

- Oil Painting/resins:

- Stainless steel:

- Special adhesive paper// Stickers:

- Carpets:

- Magnetic panels:

- Flooring epoxides:

- Floor Sheet

This kind of products can be found on large sudazan be Bricodepot, Aki, Ikea and
department stores, but they will not be recogniasdtrue competitors because the
company for an audience you are looking for a pebduth high perceived value.

4. Bargaining power of suppliers.

The power of the providers refers to the abilitypadviders to increase the price of the
products and be less concesivos to finance purstaaskput facilities to distributors.

In the case of our sector, the Valencian Commuasgcifically

in Castellon commercial cluster operates the mposterful in the world today in the
ceramics sector, this means that there are a tangder of suppliers to choose from,
therefore their bargaining power is affected, sithegy must compete with each other, in
the case of Tiles Navarro to opt for product déferation for its high quality, seeks to
establish links with the most prestigious brandiclwthave a strong bargaining power.
The strategies to carry out to reduce the bargaipower of suppliers and thus achieve
better living conditions and greater control ovesrh may be alliances with them in
order to reduce costs of both parties, exclusmtangements, better conditions for
them.

5. Bargaining power of customers.

With regard to bargaining power of customers, féreto the ability of the customers of
the company at the time of negotiating prices amditions, in the sector where the
company operates the customers enjoy power givéretamount of the offer that there
are, they can play with the choice of buying iamother establishment if they don't get
the conditions that they demand.

In addition to its power is increased when theiétle differentiation of product, if the
customer buys large amounts of volume will havatgepower given the importance
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to the company, also if the customer is informedualbhe product, prices and costs for
the company.

In order to reduce the bargaining power of our@mgrs, attract new and more loyalty
on the part of them should formulate strategies siscproduct differentiation, offer

better after-sales services, offering bigger guaemand increase communication with
consumers.

NAVARRO TILES PAGE 38



BUSINESS PLAN: DISTRIBUTOR OF BUILDING MATERIALS.

Threats Opportunities
0 A large number of 0 Trend of growth in
Competitors in the competitors actuals the sector high
industry
0 The anticipation of new 0 Little reaction of
competitors will make it competitors

difficult to obtain customers

Potential
competitors

0 Low barriers to entry in

the sector
Substitute products 0 Existence of substitute
products
Power of Suppliers 0 Capacity of service providers 0 The bargaining
to become direct power of suppliers is
competitors low

0 The bargaining power of
customers such as
Power OF businesses or institutions
CUSTOMERS is high
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For internal analysis of tiles Navarro in the fiptace an analysis based on the
identification of resources, followed by a funct@bnalysis for the identification of the
company's capabilities. After the completion of idhentification of the resources and
capacities of the company shall proceed to cartya@omparison with its main
competitor valuing the strategic importance of@hganization in order to achieve the
strategic profile that is used to detect the redasitrengths and weaknesses with the
objective of identify the competitive advantages.

These competitive advantages are those charaieiastthe company that is placed in

a superior position relative to compete, and taeaghthat competitive advantage is
done by means of the competitive strategy.

The competitive strategy is the way which the conydaces to their competitors to try
to have a performance superior to them.

And these competitive advantages can be achieVgdfainis a success factor in the
market, if it is substantial enough to make a défeee and that is sustainable in the face
of the changing environment, although in the largtis very difficult, as these

benefits are transitory, the management of the emym this case my father and in a
future i we must not seek the ultimate competitidgantage if not be in constant search
for new sources of competitive advantages, in audto find them before our rivals

and try to slow the erosion of this.

For the delay of this erosion, we must try to patriers to imitation and try to be as
dynamic as possible.

Then the end of this analysis will be to find they& to success to be better than our
competitors in a market that is currently very cetitpve

Then, to carry out the identification of the resms of the company. The resources are
the basic units of analysis of the company andlaeset of factors or assets you have,
and that controls a company. To be truly usefulukhde properly combined and
managed to generate a capacity.

Companies try to establish competitive advantagesniplementing strategies that
allow them to exploit the resources and capalslitigat will differentiate it from the
competition, thus highlighting the character of doenpany. Thus, the resources will be
all those elements that are required for a compaune able to achieve their goals.

Physical tangible resources.

In the first place, there will be the identificatiof tangible physical resources which
have an explosion with a wide range of samplefi@fproducts that you work with the
company, which has 800 m2 with a wide range of akdris from different brands, 3
computers, a warehouse at 2 km from the exhibiwth 1500 m2 in which another
small oulet is the exposure of the company wherestroction professionals can find
materials at low cost, the company has a trucksigoplies but not in property if
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fenwich in rent, to work with the pallets in thenehouse and two traspaletas, tools for
the maintenance of the exposure and the warehausege parking in the store that

facilitates the loading and unloading of materiAl$the furniture that is needed to care

for clients, management and other utilities.

Tangible financial resources.

The company presents positive results but not émtmugenerate a high growth and
financial stability with operating revenues of 3824, the result of the exercise comes
to be 3,995€, which presents a fairly low profitrgia for the high income of
exploitation.

Intangible Resources.

The company has 4 employees:

Adrian Guevara Ortiz, managing director of the camp which has 25 years
experience in the sector as a manager and hagb®eimg as a professional in the
province of Valencia recognized by the majoritytled suppliers as well as some of the
best sellers of the sector and also by the prafeats linked to the work in all the areas
of the company, both customer, supply of equipmesymercial management of the
company.

Los Angeles Navarro Alarcon administrator of thenpany as well as Adrian has
played all life in the sector, recognized as aftgseHer for his kindness and customer
treatment. is responsible for the care of cliéntglgeting and attention to suppliers.

Patricia is in charge of the administration, a getd in Business Administration and
management company with experience in the fieldtefior design.

Rafael Navarro Alarcon warehouse laborer is resptanfor the maintenance of the
warehouse and the supply to our customers.

The company has a very flexible structure given the lack of financial resources to hire
more staff, by this we mean that the employee must be versatile to perform different
tasks. It would be appropriate for the company to hire another warehouse laborer to
improve service and another employee with knowledge of decoration and computing to
improve the customer's attention.

Intangible Resources inhuman.

These resources are those not measurable or gabletifare a type of information and
knowledge without physical support, in this sectioa talked about the inhuman that
we would refer to technological and organizatiomglources. In which in the inventory
of these technological resourcesthe company hagairtehortcomings to be
a traditional company if we speak of technologiesources, because it lacks of web
page, specialized management program for the coynpagood base of products and
programs of decoration. This makes the companychesin shortcomings but do not
prevent you from performing its activity in an efént way.

Regarding the organizational intangible resourbescompany has the loyalty of a large
portfolio of customers given the familiarity of theganization with the territory, by
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adding to the years of experience make the enserpnjoys a good reputation, one of
the most important resources you have and spdbfficaXativa, a small town where
everyone knows everyone and knows the companyshyedrs of activity. With this we
do not only refer the good relationship with custesnbut also with the suppliers. To
Party is the lack of not having properly defined ttepartments of the company, also by
the lack of an organizational system. It is alse thuspeak in the last 7 years the
company has changed its location, and this canrgena bit of mistrust.

Tile RESOURCES NAVARRO
intangible Assets

-Equity e Technological
37,506€. R11 developments.

- Turnover of - Program for free.
387,422¢€. Not specific to the
R12 company. R18

- The result -Lack of web page
of the vyear
3,995€. R13

-High short-
term debt

- Database of obsolete
products

- Program of decoration.
R19

and lack of
liquidity. R14 * Organizational
matters.

- Customer loyalty.
- Trust providers. R20

- Prestige of the
company in Xativa and
around. R21

-Small uncertainty
caused by the
changes. R22

2.3.2. Identification of capabilities of the company.

The capabilities allow the company to properly depean activity from the
combination and coordination of the resources abl To identify the capabilities of
the company There will be a functional analysist twél help to identify the key
variables through the functional areas of the cargpa
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The capabilities represent ways to make activitis#g the resources (character) and,
in addition, have a collective character (only existhe people are coordinated and
work together to solve a problem or perform anvég)i.

» Commercial area:
- C1: capacities to provide the basic services ofstriblutor of building
materials.
- C2: Capacity of constructive offer different semsc
- C3: Ability to work with a style of its own.
- C4: Ability to offer a wide range of products, frdow quality to the
highest product range.

¢ Financial area:
- C5: Low ability to profit.
- C6: Ability to cope with the debt but with manyfastilties.

e Technological AREA:
- CT7: Capacity to adopt basic technologies for theice.
- C8: low capacity to take custom operating systenaspatents.

* Management and Organization area:

- C9: Capacity of the flexibility to provide servicescustomers in a hurry
and coordinate different areas in an efficient way.

- C10: image recognition and prestige of the company.

+ Human Resources area:

- C11: workers with experience in the sector thatved them to be
responsive in addressing problems in an appropmatener, in addition
to satisfying the needs of customers for its abibt prescription.

- C12: little capacity to give incentives to employedth materials.

- C13: ability to offer labor flexibility to employse

Since we are a company with considerable experignite industry and in the locality
in which you reside, we assume that we are therigambmpany in our city in the
ceramics sector. Although in recent years, dubecctisis there have been difficulties
and there have been moments of uncertainty the aoynpas managed to break out of
a serious period in which many of its former contpet had to leave.
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The company has an exhibition at the polygon froativé, low-cost, but very well
organized and a logistics warehouse in La LlosRaees, which was the old
establishment of the previous company and all dweworld known for being in a key
strategic point, since the exit of the motorwayt #ngeryone passes gives it to him.

With regard to intangible resources the compankdacany technological resources
but is not of importance, because the other congsadto not have them, because in a
sector where only the professionals work with thes®ices. But of course, it is an
important topic to cover.

Respect the human resources the pillars of the anynp.os Angeles administrator be
distracting Navarro and Adrian Guevara because @heyhat they managed to bring
the company to its espledor and then saved fraenrible crisis for the sector in which
it operates. It is important to appoint you to Haraily business to people see you as a
company and good treatment.
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The strategic profile of the company is a fully ¢tional analysis of the same, with the
objective of assessing the potential in each ofélseurces or capacity, as well as
identify the strengths and weaknesses of the azgtan. In this strategic profile

compared to the average for the rest of the conepasfithe sector.

Capabilities

A. Navarro X

MN

Commercial area

Financial area

Technology area

Management and
Organization area

Human Resources area

C1. provide basic services

C2 constructive offer
different services.
C3 Style
C4. Wide range of
product

C5. ability to profit

C6. Capacity to face the
debt

C7. adopt basic
tecnollogicas

C8. Capacity to adopt its
own operating systems

C9. Flexibility of service

C10. image and prestige
C11.
C12. Ability to give
incentives to employees

Labor flexibility C13.

Very positive

Positive

Positive
Very positive

East

Negative

Positive

Negative

Positive
Very positive

Very positive
Negative

Positive

N M P MP Sector or
2’0 Very positvio
Or East
Oor X East
( X Positive
X Or Positive
X r East
/@ Positive
XE) Negative
Oor X East

\g} East
}r/X East

East

X Negative
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2.3.4. Array of strengths and weaknesses.

Then, once the strategic profile in comparison wité competition according to their
resources and capabilities, to enhance the arrayrefigths and weaknesses from the
capacity analyzed of the company.

-flexibilidad laboral

-flexibilidad a |3 hora
del servicio

FORTALEZA -hacerfrente al
RELATIVA endeudamiento

FORTALEZAS SUPERFLUAS

-capacidad de
obtener ganancias

-Ofrecer servicios basicos
-capacidad de

adoptar sistemas
operativos propios
-incentivar al
personal

ZONA IRRELEVANTE DEBILIDADES CLAVE

IMPORTANCIA
ESTRATEGICA

The array of strengths and weaknesses there afferedt types of positions of the
company's capabilities.
The first is the area irrelevant because of thepaon's capabilities that are significant
for the fact that do not involve any advantage aamnpetitors.

- C1: to offer basic services

In the section on strengths superfluous, we willlfihose points that the company
should pay attention to maintain but does not irephigh advantage in the sector:
- C6: cope with indebtedness
- C9: service flexibility
- C13: labor flexibility

A section of great importance is the key weaknes®sare the main problems of the
company:

- C5: Ability to profit

- C8: Ability to take custom operating systems and patents
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- C12: The ability to motivate staff

And to finish the key strengths of the company esptesent an advantage over its
competitors are:

- C2: to offer constructive offers and services

- Ca3: Style

- C4: Wide range of product

- C10: image and prestige

- C11: The experience of the staff
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3. Analysis of the marketing plan.

The main objective of the company is to becomentbst important ceramic distributor
in the region of the coastal town and surroundengs be recognized both as
professionals of the construction, suppliers, anthke end customer through the sale of
ceramics and other types of materials for home @¢iom combined with an excellent
advice based on many years of experience.

As an additional activity Tiles Navarro also exehs subcontracting of professionals to
reform of homes and the management of projects.

In the following dossier which attached are allietes of ceramics which will be the
main product that the company must be known togfats complementary products.

With the strategies the company aims to obtairbdst competitive position, always
taking the corporate strategies.

Analyzed the situation of the company, it is timelevelop marketing strategies. It is
necessary to have some realistic strategies areaipmtto achieve because they are of
great importance for achieving the success, knowiagnarket to which we are going
and in this way power supply it properly.

By segmenting, heterogeneous and large groupseadintd smaller segments in order to
reach more effectively responding to their needs.

At the time of identifying the tarjeting or potealtcustomer of the company we must
emphasize that the most important customers afdhgany are professionals
dedicated to the construction as may be buildechjtacts, interior designers,
decorators, masons, plumbers, because these arestioeners who more repeat
purchases and to those who will devote speciahtbie

Then there are the end customers are also veryriamdut the company works with a
product with low volume of repeat purchase sings & product very durable.

If the company would have to choose a potentiaiozusr between end-customers
choose an audience among a range of age betwesand3®b years, since they have
greater purchasing power in order to be able teshin your home.

» Geographic Variables: as we have already discusggetvious sections the
territory that Tiles Navarro wants to include ig tistrict of the Coastal Town
and its surroundings, but without leaving asidertfs of the province of
Valencia, has been chosen as well because the ogr@awant to focus the
efforts of the marketing to enhance the comparthimarea in particular, but
another point to treat will be the digital marketwhich will be directed to the
whole of Spain, but this will be discussed in lgiemts.

» Demographic Variables: As mentioned earlier, ifiveel to choose a main target
audience based on demographic data we would clzopsblic covering from
the 30 to the 55, for economic reasons, sincedrtesval is supposed to have
greater purchasing power than in other age groupd.are the public today that
seeks to settle in his home, which can be of nawgtcoction or reform.
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» Behavioral Variables: at the present time cliemésy@mung people who are
concerned about having their homes decorated wétbept trends. In addition to
customers with high purchasing power want to ehjgi-quality products
with prestigious brands to give exclusivity to ydname. We will not leave
aside the public purchasing power, which are logkar quality products but
without wanting to pay high prices for the product.

According to the forecasts on the ceramics sestargrowing sector which
is becoming more important in the sector of thestrttios given to new trends, uses
and products as we have already discussed in pegEctions.

The corporate identity of the company will be ayienportant factor for the company
as it will be the impression that the customerhef drganization, therefore must cause
great impact of personality and professionalisner€fore, in spite of the fact that the
company is implanted in the market, and its imaggeifined, will explore how to
create, design or improve this brand to positiorselves above our competitors in the
minds of consumers, always respecting the philoggpithe company. The design
must represent your corporate identity and thosdumrts and services you offer.

The name of the company Tiles Navarro, shows @gship product and part the
identity of her, a family business founded by Joaduavarro, which is known
throughout the region as a pioneer in the sectdmath an excellent reputation for its
good treatment to clients.

In this section, we will study the logo of the caamy because the organization lacks it,
and it is important to have an impact on the coresum

The only corporate image available to the compartggamoment is the following:

Azulejos Navarro

To find the ideal logo of the company, you will dge perform an in-depth study,
because what we seek is that when you set is firétoe one. Therefore in this project
we present a prototype but it will not be the inmplia a future:

5 i : ") e

- ) i} . L Ny

R ¢S v ?b Wy ADNS

R ) \ 'R

I L L oSNl Oy
A s TN AP == TRESY

Ay

o 5% - 8- 1 TheX % S N

-
Nt L

NAVARRO TILES PAGE 49



BUSINESS PLAN: DISTRIBUTOR OF BUILDING MATERIALS.

The marketing mix is a strategic analysis to besttgped by the company to know in
detail four key internal aspects of in the futuféh®@ company, which are:

Price:

Product

Distribution

Promotion

This analysis is known as the 4 Ps (Product, PRtae and Promotion) and the aim of
this study is to find out the situation intern bétcompany to be able to develop better
strategies such as pricing strategy, the commuaitatrategy, positioning and the
distribution strategy. We will analyze the policefsthe marketing mix.

The main activity of the company is the sale oho@cs, parquet, health and products
for their placement, using the excellent qualityanfadvisory service that the staff
provides to customers, and this will be the fiesttbr of differentiation of the company.
The company will face several types of customersvitat must have different products
and services.

1. End Customer who want to reform its home.

2. End Customer who want to make new construction.

3. Professionals

Advisory service

This service is determined by the knowledge thatstaff of the client and their ability
to prescribe the products you are looking for, tttencompany will have products and
brands that the client does not know but that ppeapriate to their needs. For this
advice it is necessary that staff have completevkerge of the product and
prescriptive authority and that causes the clienitust the advice, a difficult task if you
don't have enough experience to know the clientreave a full domain of the product.
This aspect is fundamental to the organizatiorhleycomplexity of the product and its
wide variety, and given that your choice will betlag, because it is a product that is
going to be in their homes for many years.

Complementary Services

The company offers services which are complementatiyeir main offer that has been
developed with years of experience and becausamamager considered it appropriate
to increase the volume of business of the compadyaa an opportunity to emphasize
the strength of the company.

These complementary services are part of the cotiwpeitrategy specialization of the
company, as it takes care of the needs of thetdbeoffer everything related to an
article in the same space.
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These complementary services offered by the compenpased on projects of
decoration and outsourcing:

Subcontracting: The separate company to offer fireucts offers the service to
perform the works through subcontracting of prafasals such as plumbers for the
implementation of sanitary ware, bathroom furnitanel fixtures, masons for the
placement of pavements, cladding and parquet acwra®rs and interior

designers, given the experience and the link fovgé these with the passage of time.
In accordance with the Law 32/2006 (Translated f&panish), of 18 October,
regulating subcontracting in the Construction Seaotsourcing is the

practice mercantil of organizacion productiva whiitte contractor or subcontractor
instructs another subcontractor or trabajador artanpart of what he has entrusted to
us. In all the work of construction, included irthcope of application of the law, each
contractor must have a Libro de Subcontratacioms Bbok must remain at all times in
the work, it will be enabled by the autoridad ladd@utondmica authority.

The fact of being immersed in these services reiefothe strength in the culture of the
organization sector and gives an image as a syailsgecialization in the subject.

The price is the second element of the marketingthat is closely linked to the
strategic decisions of the company and as a coeseguof them determined the
demand for the company, apart from being a diffeagor of positioning.

Therefore, the enterprise seeks to address a &ndetnce of medium-high- middle
position which the price is not the decisive pusshtactor.

This determines that the company will not fall witthe competence of low prices, if
you do not offer reasonable prices in terms ofvidlae acquired perceived.

The factor that will determine the prices will betcost of the products since the
company factory, he buys it to their suppliers asc result plays with the margin that
you can apply depending on the category of theymb&ince the best brands and the
most prestigious higher margin there is. And thennsampetitive advantage and
differentiation will be the customization of thegee.

It must be borne in mind that the company curreogigrates with the flexibility to set
the price according to the customer and the proglugctwvant to purchase.

Pricing
For fixing of prices, it is important to start withe costs of the product that we are
going to sell, the majority of sales of the compang on request, this means that

according to the price of the product you wantuechase the client will be added a
margin.

The distribution strategy is going to determine ¢hannels in which to put the product
into the hands of the final consumer.
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The company currently does not have another chahatils not through physical visit
to the property, which can be carried out orderployne or e-mail, but as normal as
this does not happen because the choice of prgduateed to check this.

Then the choice of the product will be made inga@blishment, the order of this can
be done on site, by phone or e-mail, the delivérybjects will be carried out in the
warehouse or you can outsource the transportatiocihventails a slight overhead
which will only be assumed by the company if theoant of the purchase exceeds
1000€. Since this transport according to the wohnkeng you need to provide can cost
between 20€ or 80€, depending on the amount, diffior if you need to use the
machinery of the truck to download.

The company itself can make the supply if necedsaryvhat is intended is always
subcontratarlo because with the years of experiemceave learned that it's cheaper to
outsource to devote time to it.

The average of service is usually 4 days becauseged to checkout, wait for
confirmation of availability of product, and norrtyabalance the trip to Castellon
because that is where they reside all of our seaplin the most powerful commercial
cluster of Spain. This to square the trip meansttiee is to be efficient with the
collected material because it is a cost that &éatptofit margin of product, therefore we
have to take advantage of every trip and collechash material as possible that there
is order.

The new channels to which they must pass througlditlital marketing, which the
company urgently needed, because it lacks the wgb and your presence on the
internet is scarce. To do this, one of the firstisiens that will take place will be the
opening of a web page for the company with athefdata on it, and all the products of
the company. An example of a web page that is wgrto perfection in

the Interazulejos is currently is.

The idea would be to imitate a web page such asrberesented by adding the service
of our facilities that are of what they lack in erdo cover a broader geographical scope
and not be limited only to the region of the cobtstan around and also to avoid the

risk of saturating the market in the territory caaeand thus limit their growth.

Our potential customers should be aware of theaemxig of our product and service
before they can attract their interest. To do ithis necessary to use the ads in order to
get his attention, inform, persuade, and get aidente in the product. For them, you
must explain to our customers what are the advastagd added value that will

provide our products and services.

It is necessary to convince them that what we pleth products and services, they are
going to meet their needs better than the competdr other

To achieve this communication with customers, TNewarro is going to make use of
the 5 marketing communication tools:
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Advertising

It is the most well-known tool of communication, ian aims to present and promote a
product or service in order to achieve the objecthat you want to, that is to say,
increase sales, informed the customer, in additiameating a good brand image and
customer loyalty.
For Tiles Navarro advertising will not be the mwsportant tool of communication to
develop to their full potential. The majority ofsurces for advertising will be for local
media such as radio, advertising and collaborati@vents and participation in small
entities in need of funding or advertising, as &yne to support sports clubs of the city,
put banners in sport or leisure activities.
Currently the company has decided to invest imtlst important media outlets by the
fact that there are priority projects to cover.
Up to the time the word of mouth is the best adsg may have the company,
because it is free and always will be more creditidm learn by a means of
communication, therefore, one of the top of the pany will keep your customers
happy.

" Thereis no better investment, that a satisfied customer"
Another very important option is to contact orgamians such as Ascer,
HABITISSIMO HOUZZ, dedicated to carry out forumsnventions and advice to
companies in the sector, in order to be able toqgiaate in them and open another
channel of communication toward a target audiesdhe professionals devoted to the
decoration and interior design.
Another free option is to work in a Facebook pdmpzause it is an easy way to contact
the public objective to which we want to direct guomotions or new products and
effortless. A party may raise the possibility ofésting in advertising in social
networks, so that when you are logged data seathhewe do on the internet, and
cookies, in the social networks we appear in thenfof banners and links, ads on the
things that we have been looking for. (For examiplee have been looking for clothes
to buy over the Internet, such data are saved @atis on social networks like
Facebook will not appear ads on clothing of thegpag visited). This type of
advertising in social networks, apart from its lowst, you can also reach this target that
we seek, due to the large number of people who akeder the world.

PERSONAL SELLING

We have already spoken about this aspect in odwtioss on the importance of staff
experience to discover the client's need and mgethis is the work of information and
persuasion that performs the business of our dttaeavill be responsible for the direct
treatment (in case of a customer through the daar will need to assist you) and
indirect (by phone or email) of the customerss lan important part of the business, as
they will determine the operation of it. So the Wwtgam of the company, especially the
commercial that has a more direct with customersstmepresent the company brand,
making a good treatment to the clients, offering blest services and sabiendoles sell
(this refers to the fact that we must not sellrtiast expensive, but what is most suited
to their needs).
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Public Relations

It is the activities that the company is planningrder to generate and improve the
image, relationship and trust of the company towhedgeneral public.

In order to cut costs in advocacy and communicatiothis space we are going to have
an action that will not be very costly financially:

- Apuntarnos to participate in trade fairs in theisgtout new products
ceramics or trends in decoration and constructiothese events, we
can get to know us, providing products and servicdse provided.
These spaces tend to bring good consequencesfoothpany as it
concentrates a large number of the public thateed.s

- Another option is the excellent treatment towarl phofessionals of the
area because these are often those who are hirdgkbis and they
choose in that establishment should be to buy theéyats.

- Also, it could create local events in the sameoasms of new
constructive solutions, decorative trends and aiyes of events
that bring together professionals in the area.

Direct Marketing

In this case, the main feature of this tool is e the direct communication between the
company and the consumer, with the intention ajriming them, loyalty or sell them,
waiting to receive a response.

Or Emailing: this is a method quite affordable degin a matter of costs, and that is
to contact via email with the consumer to infornuyw offer you something. Many
times, if you know the needs of an individual cansu, you can modify the content of
the message focusing on the needs of the searbhar&ieting with Social Networks:
As we can see, social networking can be a powastllto get to any type of client,
thanks to the large amount that is concentratédisnweb space. With them you can
directly reach the customer type that you are logkor, and then create a link that
allows us to promote and to let us know. They aast pews on the company's results,
photos of the shop or of the way in which we wadgyvices offered, hours, etc.

Sales Promotion

This is the "incentive" that are given to constsa the time of purchase, with the aim
of stimulating rapid or large purchases of a paléicproduct or service. This intention
of sale is usually done in temporary moments ofcthrapany, that is, that are not of a
permanent nature. Tiles Navarro intends to cartysales promotion strategies like
these:

Or There Are days marked on the calendar as thiekweln "Black Friday" (it is held
on the last Friday of the month of november) ontleek of Porcelanosa in which
products have a discount of 25%. In these daysepi@ted significant reductions in the
price of sale to the public.
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The company is in constant search of products far 6%bm suppliers which, the
company promotes on offer too.
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4. Conclusions.

We conclude with this marketing plan with which t@mpany does not have economic
resources to develop the marketing activities ng¢déncrease market share in the
short term, therefore perform all actions needestrengthen the company's brand and
create value for the current and potential custsmio this end, opt for no cost
measures that can be applied immediately, witththpe that in the future the company
will recover financially and be able to developthk activities of the marketing to get
products to the widest possible audience in additiobeing able to improve their
products and services, and go back to what it wassi day before the crisis of 2017.

NAVARRO TILES PAGE 56



BUSINESS PLAN: DISTRIBUTOR OF BUILDING MATERIALS.

5. Bibliographies.
 ASCER (2016). Economic Balance of the sector azulejero in
2015: http://www.ascer.es/verDocumento.ashx?documentold=10429&tipo=pdf
« The World (2016). Azulejero sector sales in
2015: http://www.elmundo.es/comunidad-
valenciana/2016/02/02/56b0c88aca474161538b45cd.html
e The Provinces. History of the
company: http://www.lasprovincias.es/alicante/prensa/20061029/costera/gala-
adexa-xativa-reune 20061029.html
« Data on tiles victory:
http://www.informa.es/directorio-empresas/Empresa AZULEJOS-
VICTORIA.html
e PORTAL OF THE MERCHANT. Legal data bases of the shops in the
area: http://datos.portaldelcomerciante.com/imagenes/articulos/PCdossierSL20
16.pdf

* ALFONSO MANZANEDO DAVID. Analysis of the ceramic sector in Spain
(2015). > http://dspace.umh.es/bitstream/11000/2276/1/Alfonso%20Manzaned
0%20David.pdf

* CEPCO. informes sobre sectores
economico;_http://www.cepco.es/noticia.asp?id rep=2598

* Inthe ceramic sector collective agreement 2015-2017 Valencian
Community. https://www.ascer.es/tmp/nvenio_colectivo 2015-2017.pdf

« Different types of ceramic
tiles: http://www.tileofspain.com/tipologia.aspx?lang=es-ES&tipo=introduccion

* News of interest about the product you sell the
company: http://www.tileofspain.com/eco/default.aspx?lang=es-ES

» Web of decoration, tastes, and
trends: https://decoracion.trendencias.com/

« IBER ONLINE: information on the objectives of the
company: http://www.iberoonline.com/v3/VE/lecturas/vespci02.html

»  SANTANDER. Political and economic situations in
Spain: https://es.portal.santandertrade.com/analizar-mercados/espana/politica-
y-economia

¢  CONSTRUMATICA: Dictionary of
construction: http://www.construmatica.com/construpedia/Portada

« http://xativa.portaldelcomerciante.com/es/secciewiayudas-y-subvenciones

* PORTAL OF THE MERCHANT: grants and subsidies to trade
in Xativa: http://xativa.portaldelcomerciante.com/es/secciemwiayudas-y-
subvenciones

» Economic data on the minimum
wage: http://www.salariominimo.es/

e The PEST analysis: http://www.pascualparada.com/analisis-pestel-una-
herramienta-de-estudio-del-entorno/

* Forces of Porter: http://www.crecenegocios.com/el-modelo-de-las-cinco-
fuerzas-de-porter/

NAVARRO TILES PAGE 57



BUSINESS PLAN: DISTRIBUTOR OF BUILDING MATERIALS.

« http://www.eumed.net/tesis-doctorales/2006/pcv/3k.htm

» Alternative products: https://decoracion.trendencias.com/cocina/no-te-gustan-
tus-azulejos-cinco-soluciones-sin-escombros-i

» General rules of marketing in the area
of Xativa: http://xativa.portaldelcomerciante.com/es/seccion/view/tramites-y-
normativa-general

* Information on internal

analysis: https://es.slideshare.net/silvioarellano/analisis-interno-de-
empresa

» Information on internal
analysis: https://es.slideshare.net/destrella/analisis-interno-de-las-

empresas?next slideshow=1
» Example of a web page: https://www.interazulejo.com/

NAVARRO TILES PAGE 58



BUSINESS PLAN: DISTRIBUTOR OF BUILDING MATERIALS.

6. Annexs.

Dossier of information for the merchant in the \relien Community:
file:///C:/Users/ADRI/Downloads/Dossier%20resumen-
%20informaci%C3%B3n%20de%20inter%C3%A9s5%20para%apetomerciante.pd

f

NAVARRO TILES PAGE 59



