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Executive Summary
This is the international marketing plan of the chic shoes (PVT) ltd. chic shoes (PVT) ltd is the subsidiary of pindi tanneries. Pindi tanneries are the leather manufacturer who deals in all kinds of leather but especially in cow head leather. Pindi tanneries provide leather to chic shoes that has not his own shoe manufacturing unit but they outsource their production requirements and then export shoes to Germany. Chic shoes deals in the Italian shoes designs whose demand in Germany and other European countries are very huge. Italian shoes available in all three categories men, women and children but chic mostly deals in men shoes which is according to customers demand, there are further more categories in each segment casual and traditional shoes. 90% of Italian shoes are casual. They four more categories in casual shoes moccasin, sandal, gum, digger. The target market of chic shoes is retail chain stores who outsource their market demand from developing countries because they are cost efficient. There is no middle in the distribution channel, the retail chain stores (importer) directly contact to the chic shoe (exporter). Chic shoes will participate in the trade fair GDC that will held in Germany.
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