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1.1

CHAPTER 1
INTRODUCTION

BACKGROUND OF STUDY

The primary to conduct this study' about how M7 team of Sabah to bring M7 Pro Oil
product reach to consumers or end users through Push and Pull strategies of
marketing channel. M7 Pro Oil is one of the main products from Mutiara Motors Sdn.
Bhd. located at Larkin, Johor Baharu, whereby the main business is selling luxuries

car then decided to spread their wings in products lines business.

The M7 spread their wings to the Japan and USA namely M7Japan and M7USA.
They forming a brand product namely M7 Drive which is M7 stands for car things
such Oil engine (M7 Pro Oil), merchandises (Clothes, Keychain and so on) and,

performance part (Exhaust, ECU and so on).

The M7 brand name spread like a mushrooms in some countries which focus on car
modification lover in terms of highly performance machine. The brand name was
known in Japan and America since M7 technologies came from it and some other

countries such German and France knowing it.

The problem here is M7 brand were famous especially car lovers in Kota Kinabalu,

but yet the product of M7 Pro Oil were not reach out by the prospect of the consumer



1.2

PROBLEM STATEMENT

Nowadays, a lubricant oil product spread like a mushrooms. The country of origin
of the product plays the roles of the quality whereby consumers focus on when
purchasing the product. M7 Pro Oil products can be easily obtains by Malaysia

peninsular customers’ since the headquarters and warehouse was located in main

land.

The previous journal was said that the availability of the product by mass retail
channel was aiding the growth (Avon Product, Inc., 2014), through this case, it
proved that through mass retail channel able to contribute the growth of one
product such as M7 Pro Oil, which will distributed to other region such as Kota

Kinabalu states.

However, consumers in Kota Kinabalu facing problem to obtain M7 Pro Oil
product, which consumers will need to confront with who and where to purchase
the product. Therefore, this study is proposed to determine the relationships of
push and pull strategies towards M7 Pro Oil user product would be used by M7

dealer in Kota Kinabalu.



