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ABSTRACT

This study tries to investigate SFI's marketing strategy in market. This study focuses on retailer
and wholesaler which located in Kota Kinabalu area. This study also tries to investigate what type
of marketing mix is the most preferred and what are the steps to be taken in order to increase SFI
paper market. The objective of this study is to find SFI's marketing strategy and recommend the
solutions to the management. Primary data were the main instrument used to collect data in
conducting this research. From the total population, the research had managed to collect about 80
percent as the sample. The response was quite good. For this reason it is expected to indicate n
how SFI's marketing strategy improves. A simple frequency analysis was used to analyze those
data in order to answer the objectives. It can be said that mostly retailer and wholesaler in Kota
Kinabalu area prefer paper with good quality. In term of pricing the customer mostly prefer if SFI
able to lower down than competitor. In term of distribution the customer prefer to purchase
directly from SFI. This is because according to them cost is the main factor that influence their
distribution decision. In term of promotion customer mostly prefer sales promotion in reachable
point. There were six variables that research had focused on. This is because those variables are
considered as the most important variables used to develop a design, product packaging and
product services and warranty. Among the six variables, it was found that quality is considered as
the most important factor in developing product strategy. To be more competitive it was
recommended that SFT review marketing strategy from time to time. It is also recommended that

SFEI find out other type of product to multiple their business activities.
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