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Abstract

Nowadays, the Western fast food industry is thriving and its position in the catering industry is
becoming increasingly important. In recent years, the scale of Wallace’s stores has rapidly ex-
panded and has become the largest local fast food enterprise in China. But if you want to maintain
a competitive advantage in the constantly changing consumer market, you need to constantly in-
novate marketing strategies. This article uses 4P and 4C marketing theories to study Wallace’s
marketing strategies from the supply and demand sides, respectively. It elaborates on the prob-
lems that Wallace faces in marketing and proposes countermeasures, which has reference signi-
ficance for the marketing of other catering companies in China.
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1. 51§

BEE S R, AME AR, RERTOE R EMEZ A, P OOl i A R 4
ERRE, PREITAERANEATI AT G e POEg K, Bl BN VEERRE AT I 2 Jifeot, VEET
3R, HATERLA 4100 K, TUPELH 5000 K, (HEMNERTIH 152%. T4 EX—H
RR RS BT AN 22 IR, CRARANTA, 75 ERET LA OS],

2. fE3EAHA
2.1, ERTERSE

SRR P EAR LR KRS A, FEEENE, . EAS W HOmA “EIK
T BIR . EIRT 2001 SRR @ISO TR LS —KET, 2005 4, EELIFS
FHALE T 2013 &, EELEETEHE ST 4000 K 2019~2022 FEPULER R, HE3EHIT
15 14,710 5, HEr2E )5 2 20,000 %K[2].

B, SR EIEANE ST A E I, RIS O SRS IR o - E 2 PRI TS 2 ]
BILEWRY, HEERINGEERE. FiEd— RS, EHEREEE, ERLICHONEA L
ORI —KEF TP R A5 HEN— R RE S,

2.2, et R RN

&+ RERBR R, ERLKEEH T REHARE G, BB ERAER, W5
e, Ceffe—MRAifREA R, & —A LU Oy O R e B HEN BE i R, JLEERRE I R 34105,
M, B, EESLAN . MR, EEEMERATEIEREZ . 24, EERES
E CHA 20,000 25104, 45, B, fEw L =5nidka 2, wmahE 30 Z2MEHIX, 2
ERATH 10 Ji%, HHREHKITEE 612, FWNIER T 50 24070, LT REFRET 2016~2022 FEN
WA FEBAEI S, W 1 FiR[3].

Table 1. Wallace’s turnover and net profit from 2016 to 2022
= 1. 1E3E+ 2016~2022 FEEFNEFI5E

Fhr(HF) ENLA(1L) HAECD)
2016 11.08 2154
2017 16.45 3498
2018 23.26 5076
2019 25.50 5460
2020 34.94 9209
2021 56.47 14,000
2022 28.81 (LF4F) -305.07
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2.3, R MBS

XHCH RN YT, R LA RERIEHIS . Hk, EREARLMABENREEANL T H
TEHEANZE 257 . K, JEE O ATE T B R R 207 M TR 2 ATE DL AT X, ek 4 e il
B MBEAL T WL, 7R B AT, AU A A S e AR R, AR
FIRIINE A A2 s HFUREF . IR 2 E D FEXS R Rl 2B b N B 22 N R 4 7
FURERr S . IR 4G foa, RIS GFERA S, IURERBACHR A BT AT R 5] SR8 ARERTR 9%

3. FIA 4P EHIBIR NG T D HTER T EHRRE

4P EHELIR AL LLP7 fh(Product). M A% (Price). ZRiE (Place). {284 (Promotion) W% L I EISHESE, 5
TN A B R T T E TR SRR T RS B [4].

3.1, FEERIRRESTHT

FER RN, A A B TR A L [ SR R R . SR IR L T O — RPN
FER, BTEENFRZES M. EHEREE S S o R a IR TR R — R A

1) [E2K 5

S EFTIIDER . JERY . ERAWRELN, AWTZEE M, KELEHK2LOMR IR 5K
TG DR R

2) REEFE

“CHESEEIZ AT, PR R MOERIE” , L I AR R ER, 2P REHY 16 1R [5].
b, A AN W R R A E PR K AL S 45, K E RS TR, FTIE
& P E S ORI — R . 0 TR, A&, A EIRE.

3.2. i IRRE ST

NT AT, e E, ABISE M B iR, REREAES, ARARYE SRR, TR KR,
TSR, HE RN, RS S RIEAYE G, INIMAE T 3 FEASA R AL .
SRR L2 T T L RA, RBE A RS, FRBR P S % B 5

1) PR

2001 4 8 Hilt, &l 3 FEZAWIRE, L “PFMNE” FOSRE 7 &5/ 6 E bR
FRINZ B o L5 iR SS J7 T [A) AR AN 2 37 B/ 55, M EE —F. P07 . 7. CERT .
CORRERE TR E R AT R PR IEE” [6].

2) AP RRAK

N FT 6 20 5 s L DR R, T8 K T B AR AIE T g DARRAE 0 6 AR 82 7 0 L4581 s 47 1)
FEdh e HERASELIE TAE A O, ARSEA A, X OR T & S T e S T 7).

3) AL

e o A W 557 o T o) 5 B =1 e g A RIS e 53 3 2 S LA S D s A I 870 B ) k2
B EEDIAR T, LA 50~100 SFRIE/NEU RS Hl A &, $548 “ R4 i, AHwELETRY,
JIRMBNEG— PR AR B BB TATR — R, G—wit, G2,

4) HAE K

AR, NERE N XIEMKIEE LWL T ELEA, M54 RAE A R A N4
NN B [T SCREAER T 2
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3.3. REREOHT

WIEN T R OCEE, RIEIRS B G A . e E LRI HE L
TERHESG GBI, 2 RE NS ORI T = SR .

1) 2 LEH

B TAREN RS, = PDULRR T A N Ui s R s L L RIE 2 — . L TE/E .
VUZRIR T 252 5 ELR AN 64.78%. LAUR MM LTI TS50 S He, W& 1 fos.

[1]

=
25.08%

TR g RKEYE, 2023-06-15,

Figure 1. Wallace city class proportion

L A EFR AL

B I AT, 28 B BON SR LA R RS 2 — . ERIRAT (P EERIRE 2019)
o, ESELITHEHEA S —. B3 DU ISR R SRR I Ss REA S2E E vE. RRES
FEREMEBRZHFE RN FHER, HERFTEE SR BEMEEER L RNRZRHFE RN R
Jé o

2) NEH

L TEH AL YEHE, TEZHERY. 2RE. BREXEANZEM, 3540
JEFEIRK, FIR, 3 B E R BUNSE BT, S E5ET N7 T EH.

3.4. {REHEEE T

PRET T HRTE A J ™= i b b, PR A, DU AT M A A L A . AR R &R
JARFAR H AT 48 LA RS 3, X SR BTSSR T o3 W SRR B D 7= A =
4. FIF 4C EEER MRS S HT L E A

4C EHER, AN LIHRE A O, $EH T 2 (Customer). 4% (Cost). f# F](Convenience) Fli4
i (Communication) PY K28 45 Gk R LABURN . W 5| At BV 98 #5816
4.1. HEBERE W

I E LR I RN, DUERER N R T RIS, 10 43R 1 A i R izt A2 77 1
S EE. g, RtRERLRZER NBENER .
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4.2. AR STHT

R NERRER . R, MOAPE. YRR FRAN LS 2, el — RIUT
CERCRIM /o e R E K| SIS VDI

JESR 5 1) KU B A T i A A e AR AL, A AR SR EE 0T HEAE 80% MR K BIR R ZE H Uidh, AN
BRI H P fho WERAE 50% LR A AR W SERAC AR, 02 7 v PO A7 L DU 2 T A 0 5 ) S ST 22
SR LB REIA ] 50%HI B, XU HREIE B IL AR AR, XA R R A A LE9]

4.3. {EFIREE 4T

1) &FTEZ, wEE %

ML R B = DU LRIR T, 7EIX LI T A R AR K, 9 o 3 DO 21 5 B

2) & FIEEEE, RARCEIRS

HREAEFERINL, |T 4, WEDMEF. PEE 2 P ERAL EFRIRS, TR L — S
24 B G BRIRE B IT), IREE. 5 E.

4.4. FEERIEDHT

1) 2 FiEidE

WA — AN, — AT XK EE B ZER, 2 aRAR KT, Mg 8 E, [
R ] BL R Vs e 7 2, sl SR A DASEAN 77 s A sl s b o — My Q2 ik e i an ] LIS IS 45
B G BE RSO AT 0] 3 T R0 7 ity RSS . PRBEAE I R S L U, ARE A S I AT A B
VAHE s IE T LARIBE G T 9 2 O AU, GO T AR AR B R i I LR B, O HE
CMIESR B 1 o

2) 4 bifiE

RYEL | & AP G X VIR, S ah R Sk i L 1) AT i . RIS, g AN i
TRFRY I R I 5 5 i ke o ANV SR Ay G U 2K, 38 N B A0 A 000 JER )R 22 5 S R U0 A
A LERTK . WA TR KIAGEE SR RE LN RGP & E Bk, G R T kg
B R e

5. 4317 7 B9 Ie) R AL psUd SR
5.1. ST HEAMNIEE

1) At EAME A AL

HEEOHATEFTFTHIRRCERAND, EHFFEEEA ‘M7 FhrERE AN #GE. (AiResE
MRS <027 S, “HM” Z45 %, BRSO ACHREES, XHREE L
—HEARRY) LT EEER L —.

2) DA REHFRTT

H 2021 7 A, R LHEARBCE M ZaNE LR, PAZE—H&ZIMIEE, . Xl
s AR B i 2 A KRB G, WS L i ROk 17 W HEEE AL SO bt AR B R,
PRSI B S ERAERR T, LA i A

3) PR R Z R

MK KRG, P VEXSSELNIR B M O T —FILiR, RRaR AN BT RN AR, ARREFRAR)
HSTFRAAT, MEXAEE ST, BRI ARG EZ TR0 E, JUFR—A RS,

o
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4 G IR

EPIAE R, ST DA 14,000 £ 5(2). Hx SOV (R BEISE T, O3
FE S {EIE 3R, 12 K I L TR RIS, It SEUESE h TA% f
ik,

5.2. DUERER

1) BS7 5T %

mi Y SR MAE T ) R SR BT RANED G, A2 238 0 i R DA AR . s mT UM
MR E AL FTIE ML S, B AL . M SRS Z AN T TINT, 3738 AR U 5,
FIEE L “ligE” BR, SMMESSEEINT R BT, SN R MEEAAN, SEBLR L
Ipazie

2) Jngk TAE MR

ERYATI, e RRBEERN—IF, ERLHERXMI AR NHICE, BB ZmENE
PrECR ), ARARAIE 20 B SR &G B E AT A G, — BRI R EEAE, KRR M il
AL BT BARE TR T. Arlthe AESG ik, A TERAG W, @ AR5 AT 0
MDA, AEH P AT @R AP & .

3) WERFRAE= i

RV 2 75 SR W A A e . PRIV 2. s L R A N S ARME, HTFALTARKKE
MrBe e BoE IR TR G, ATRAERS SR INNI, R DYEE SR A S . X PR RE AR L 2R AT
XPPRE YD AT, B RE T BRSO B 2 e AE TR B o

4) kg

LAk, R mE sy 5k, R RAEN DA REFH T ERESTHIN. 25 e TR
BN, SR, AT L A a5 RN IR AT IR K . BRI T b 3R PR R
REJJ, DAUHRSE LA e S o b SO AT RFEE R

MR VR 35 ] 1 A A AT AR A A B RS 8 AR L B A . ARSI PN IUER” . “BIERRE Y .
CrENrEES T A G, TR T B ORI, X AR E R BRI . [F
vE =8 DB BT T 3 SRR N A = 0 L S S e DA B SR 1 O = o R R AR S ot T R S W W
Kb .
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