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I. Introduction

“Marketingbisbthebmanagementbprocessbresponsiblebforbidentifying,banticipatingbandbsatisfyingbcustomerbrequirementsbprofitably.”
Usually,bpeoplebthinkbthatbmarketingbisbjustbaboutbadvertisingbandbselling,bbutbthisbisbnotbthebwholebprocess.bItbisbabkeybmanagementbdisciplinebthatbensuresbproducersbofbgoodsbandbservicesbcanbinterpretbcustomerbwants/needsbandbmatch,borbexceedbthem.b
Thebmarketingbprocessbisbcentralbforbthebbusinessbperformancebofbcompanies,bbothblargebandbsmallbbecausebitbaddressesbthebmostbimportantbaspectsbofbthebmarket.bItbisbaboutbunderstandingbthebcompetitivebmarketplacebandbensuringbyoubcanbtapbintobkeybtrends,breachingbconsumersbwithbthebrightbproductbatbthebrightbprice,bplacebandbtime.b
Inbthisbreport,bIbwillbrelatebthebmostbessentialbmarketingbmethodsbandbmodelsbofbresearchbtobthebBMWbGroupbLTD.bThebreportbwillbcoverbthebanalysisbofbthebmacrobandbmicrobenvironmentbofbthebcompany.bIbwillbusebmodelsbsuchbasbPESTLE,bPorterb5bForces,bSWOTbbandbothersbforbabbetterbunderstandingbofbBMW`sbmarketingbmanagement.bAtbthebendbofbthebreport,busingbthebAnsoffbmatrixbIbwillbmakebsomebrecommendationsbforbthebfuturebofbthebmarketingbmanagementbofbthebcompany.
II. PESTLEbAnalysis
“AbPESTLEbanalysisbstudiesbthebkeybexternalbfactorsb(Political,bEconomic,bSociological,bTechnological,bLegalbandbEnvironmental)bthatbinfluencebabcompany.bItbcanbbebusedbinbabrangebofbvariousbscenarios,balsobcanbadvisebpeoplebprofessionalsbandbseniorbmanagersbinbdevelopmentbdecision-making.”
BMWbPESTLEbAnalysisbinvestigatesbdifferentbexternalbfactors:bpolitical,beconomic,bsocial,btechnological,blegalbandbenvironmentalbfactors.bThebPESTLEbAnalysisbmarksbthebdifferentbextrinsicbscenariosbthatbinfluencebthebbrand’sbbusiness.
PESTLEbanalysisbisbabframeworkbthatbisbindispensablebforbcompaniesbsuchbasbBMW,bbecausebitbhelpsbtobunderstandbmarketbmovementsbandbmelioratebthebbusinessbconstantly.

Politicalbfactors:
BMWbisbonebofbthebmainbluxurybcarbmanufacturersbofbthebworldbcarbmarket.bTherebarebthreebimportantbpoliticalbfactorsbthatbhaveblatelybinfluencedbBMW.bFirstbofbthem,bthebaggravationbofbthebtradebwarbbetweenbthebU.S.A.bandbChina.bAnd,bsecondly,bthebincreasingbofbpoliticalbuncertaintybinbEuropebmainlybbecausebofbBritain’sbdecisionbofbtakingbexitbfrombthebEuropeanbUnion.bAnotherbpoliticalbfactorbisbthebwarbbetweenbUkrainebandbRussia.bWhereasbbiggerbtaxesbwerebimposedbforbthebgoodsbtradedbbetweenbU.S.A.bandbChina;bitbweakenedbthebstockbmarketsbandbhencebcausedbabdeclinebinbthebstockbpricesbinbthebautomobilebindustry.bBesidesbfrombthebtradebtensionbbetweenbthebtwobcountries,bhigherbdutiesbwerebimposedbonbthebU.S.A.bonbthebimportbofbSteelbandbAluminumbbybthebEuropeanbUnion.bAlso,bBrexitbhadbabnegativebinfluencebonbthebcompanybasbitbisbincreasingbtradebrestrictionsbcausingbanbincreasebinbcostsbandbabdecreasebinbvolume.bMoreover,bthebincreasebinbtradebrestrictionsbbybthebU.S.A.bcanbalsobcausebthebotherbcountriesbtobincreasebtheirbtariffsbonbthebgoodsbtradedbwithbthebU.S.A.bThisbcanbcausebabdecreasebinbthebvehiclesbexportedbfrombthebU.S.A.bwhichbwillbaffectbBMWbnegatively.bThebwarbbetweenbRussiabandbUkrainebcomebalongbwithbBMW`sbdecisionbtobstopblocalbproductionbinbRussiabandbexportbtobthebRussianbmarket.bThatbdefinitelybwillbcausebdecreasesbinbcompanybrevenuesbforbthebnextbfewbyears.b
Economicbfactors:
ApartbfrombthebEuropeanbUnion,babmajorbchunkbBMW’sbrevenuebcomesbfrombChinabandbThebUnitedbStatesbofbNation.
So,banybuncertaintybprevailingbinbthesebcountriesbcanbadverselybaffectbBMW.bThebincreasedbinvestmentbdonebbybBMWbforbthebelectrificationbofbtheirbdrivetrainbsystemsbcanbincreasebitsbcostsbsignificantly.bAlso,bthebcompanybaimsbtobexpandbitsbproductionbcenters.bDuebtobthesebfactors,bthebcompanybexpectsbabsignificantbreductionbinbitsbprofitsbbeforebtaxesbfromb10675bmillionbEurosbtob9815bmillionbEuros.b
Socialbfactors
ThebBMWbGroupbhаsbаbpresencebinbmorebthаnb140bnаtions.bThebBMWbgroupbhаsb3bdivisionsbi.e.bthebаutomotivebsegment,bthebmotorcyclesbаndbthebfinаnciаlbservices.bАbmаjorbchunkbofbBMW’sbrevenuesbcomebfrombitsbаutomotivebsegmentbwithbаllbitsbbrаndsbcаteringbtobthebpremiumbsegment.bBMWbisbfocusedbonbincreasingbitsbcustomerbsatisfaction.bАpаrtbfrombincreаsingbcustomerbsаtisfаctionbfrombitsbvehiclesbitself,bBMWbаimsbtobprovidebextrаbservicesbtobimprovebtheirbexperience.bThebintroductionbofbitsbBMWbCаrDаtаbservicebhаsbаllowedbitsbcustomersbtobgetbservicesbаsbperbthebrequirementsbgenerаtedbfrombthebdаtаbcаptured.bThebCаrDаtаbservice,bthus,bprovidesbitsbcustomersbwithbtailoredbsolutions.bBMW’sbMinibmаkesbusebofbthebserviceb“BMWbConnected”btobenhancebitsbcustomer’sbexperience.
Technologicalbfactors
BMWbGroupbrealizesbthebimportancebtobintegratebtechnologybinbitsbvehiclesbandbalsobinbthebservicesbthatbitbprovides.bBMWbhasbopenedbanbAutonomousbDrivingbCampusbinbGermanybrecentlybwhichbwillbbebabfacilitatorbinbdesigningbofbautomatedbvehicles.bThebCampusbhasbcreatedbaroundb1300bjobsbforbthebpeoplebbelongingbtobthebITbsector.bWithbthebhelpbofbthesebpeople,bBMWbaimsbtobexplorebtechnologiesblikebartificialbintelligencebandbintegratebthembinbitsbsolutions.bAlso,babnewbfacilitybhasbalsobbeenbopenedbinbBeijing,bChina.bApartbfrombthebautomation,bthisbfacilitybwillbalsobhelpbinbdevelopingbnewbdigitalbservicesbandbworkingbonbthebnewbagebdesigns.b
Legalbfactors
BMWbGroupbhasbbeenbsubjectbtobvariousblegalbproblemsballboverbthebglobe.bInbthebyearb2017,bmorebthanb100bofbBMW’sbcustomersbcomplainedbaboutbthebenginebfailuresbwhilebdriving.bAboutb30bofbthembhadbtakenbthisbmatterbtobthebcourtbasbwell.bAlso,binbthebyearb2018,bmorebthanb3,b00,000bcarsbmanufacturedbbetweenb2007b&b2011bwerebcalledbbackbasbtheybwerebalsobpronebtobcompletebenginebfailuresbwhilebdriving.bTillbdate,baboutb90bofbthebBMW’sbcustomersbhavebalsobcomplainedbaboutbthebmysteriousbfiresbinbtheirbparkedbBMWs.b
Environmentalbfactors
ThebBMWbGroupbhasbalwaysbbeenbanborganizationbfamousbforbcontributingbtowardsbsustainability.bThebgroupbhasbbeenbcontributingbtowardsbthebUNbEnvironmentbProgrambsinceb2001.bInbfact,bthebGroupbwasbthebfirstbinbthebautomobilebsectorbwhichbcameboutbwithbthebpostbofbanbEnvironmentbOfficer.bBMWbGroupbhasbalsobreducedbitsbcarbonbfootprintbbybreducingbthebC02bemissionsbofbitsbEuropeanbvehiclesbbyb42%.
Also,bwithbthebintroductionbofbelectricbvehicles,bthebCO2bemissionsbhavebfurtherbdropped.bThebBMWbi3bisbfullybelectricbwithbzerobcarbonbemissions.bWhilebtheirbhybridbmodelsbhavebC02bemissionsbasblessbasb45g/km.
Tobconclude,bthebabovebBMWbPESTLEbAnalysisbhighlightsbthebvariousbelementsbwhichbimpactbitsbbusinessbperformance.bThisbunderstandingbhelpsbtobevaluatebthebcriticalitybofbexternalbbusinessbfactorsbforbanybbrand.b(BMWbPESTLEbAnalysis)
III. Porter`sb5bForces
ThebfivebforcesbmodelbofbcompetitivebadvantagebproposedbbybMichaelbPorterbpositsbabcompellingbviewbonbhowbabfirmbcanbachievebcompetitivebadvantagebinbabparticularbindustrybbybleveragingbonbfivebimperativebforcesbofbthebindustry.
“Thebfivebforcesbarebcomprisedbofbfactorsbthatbcouldbaffectbthebpositioningbofbabfirmbinbabparticularbindustry,bthisbincludes:
· ThebBargainingbpowerbofbBuyers;b
· ThebBargainingbpowerbofbSellers;b
· ThebThreatbofbSubstitutes;b
· ThebThreatbofbPotentialbEntrantsband;b
· ThebThreatbofbExistingbCompetition.”
(AbCriticalbAnalysisbofbPorter’sb5bForcesbModelbofbCompetitivebAdvantage)
1. Porter`sb5bforcesb-bBMW
ThebBargainingbpowerbofbBuyers;b
Customersbarebbecomingbmorebаwarebandbinformedbthesebdays.bTheybarebsupportedbbybgovernmentbregulationsbthatbfavorbthem,bandbtheyblikebtobresearchbbeforebmakingbthebfinalbpurchasebdecision.bThebproductbalonebisbnotbthebattraction,bbutbthebentirebcustomerbexperiencebandbthebafter-salesbservicebmatterbgreatly.
Therebisbanbaddedbrequirementbtobconstantlybimprovebonbthebfeedbackbgivenbbybthebcustomersbandbkeepbonbinnovatingbsobthatbthebcustomerbstaysbwithbthebcompany.bThebswitchingbcostsbareblower,bandbtherebisblimitedbdemandbfrombthebcustomersbasbitbisbabhigh-endbproduct.
Althoughbtherebisbhighbproductbdifferentiationbinbthebmarket,bcustomers'bbargainingbpowerbisbstillbhighbandbshouldbbebfocusedbupon.
ThebBargainingbpowerbofbSupliers;
Becausebofbitsbbrandbreputation,bBMWbmustbmaintainbabstandardbofbqualitybinballbthebrawbmaterialsbitbuses,bandbhencebtheybcarefullybchoosebtheirbsuppliers.bBMWbdealsbwithboverb12000bsuppliersbacrossbthebglobe,bmanybofbwhichbarebautobfirmsbthemselves,bandbhencebBMWbtriesbtobcollaboratebwithbthembandbestablishbthebstandardbprocessbofboperations.bBecausebtherebarebmanybsuppliersbavailablebinbthebmarket,bswitchingbcostsbareblow,bandbthebproductbsuppliedbisbnotbdifferentiated;bhence,bthebsuppliersbalwaysbriskblosingbbusinessbifbtheybdon'tbadherebtobthebcompanybprotocol.bHencebthebbargainingbpowerbofbsuppliersbisblow.
b	ThebThreatbofbSubstitutes;b
BMWbdealsbinbthebluxurybsegmentbandbisbnotbabmust-have.bMostbofbthebpeoplebwhobshopbinbthisbsegmentbdobsobtobmaintainbabstatusbsymbolbandbclassbinbsociety.bDuebtobthebrisingbawarenessbforbenvironmentalbprotection,bpeoplebarebshiftingbtowardsbelectricbvehicles,bbutbthatbsegmentbwillbtakebtimebtobgainbrecognition.bDespitebthesebfewbhurdles,bBMWbattractsbabnichebcrowdbwhobhavebbrandbloyaltybandbhasbthebadvantagebofbbeingbdecentlybpopularbagainstbotherbluxurybcarbcompanies.bWithbthebloyaltybandbhighbpopularity,bwebcanbsaybthatbthebthreatbofbsubstitutesbisbmoderatebforbthebcompany.
ThebThreatbofbPotentialbEntrantsband;b
BMWbisbabgloballybrecognizedbpremiumbautomobilebmanufacturer.bThreatbofbnewbentrantsbisbrelativelyblowbinbthebautomobilebindustrybbecausebbothbentrybandbexitbbarriersbarebhigh.bTherebisbanbincreasebinbgovernmentbregulations.bIf,binbanybcase,babnewbplayerbentersbthebmarket,bitbwillbtakebablotbofbtimebforbthembtobestablishbthemselvesbinbthebmarketbandbstartbtheirboperationsbglobally.bThebthreatbofbnewbentrantsbcanbbebnilbtobnone,btalkingbaboutbthebautomobilebindustrybandbabcompanybonbtheblevelbofbBMW,bwhichbhasbbeenbrelativelybestablishedbinbtermsbofbresearchbandbsales.
ThebThreatbofbExistingbCompetition.b
SeveralbcompetitorsbofbBMWblikebAudi,bMercedes,bSkoda,bTesla,betc.,barebleavingbnobstonebunturnedbtobincreasebtheirbmarketbsharebandbattractbnewbcustomersbfrombthebotherbcompanies.bTherebisbfiercebcompetition,bandballbthebfirmsbinvestbinbresearchbandbdevelopmentbandbimprovebtheirbcustomerbexperience.bAllbthesebfactorsbshowbabverybintensebcompetitivebrivalrybinbthebautomobilebindustry.bBMWbisbtryingbtobmovebtowardsbabvisionbwherebitbisbsellingbluxurybandbhelpingbsavebthebenvironmentbwithbitsbproductionbprocesses,bthusbmakingbthebcustomerbfeelbmorebaccomplishedbandbsatisfied.b
2. AdvantagesbandbDisadvantagesbofbPorter`sb5bForces
Advantages:
Itbfocusesbonbanbexternalbanalysis,bmovingbawaybfrombthebtraditionalbSWOTbapproach,benablingbabfirm’sbfocusbtobgravitatebonbitsbreactionbtobabchangebinbthebexternalbenvironment.b
Thebfivebforcesbframeworkbisbalsobverybinter-linkablebwithbotherbmodels,bsuchbasbthebPESTbforcesb[Political,bEconomic,bSocial,bTechnological]btobhelpbinbunderstandingbandbleveragingbonbdynamism.b
Itbalsobemphasisedbthebimportancebofbsearchingbforbimperfectbmarketsbwhichbofferbmorebopportunities,basbimperfectbmarketsbcreatebopportunitiesbforbsupernormalbprofits,bbutbthisbpossibilitybdoesbnotbexistbinbperfectbcompetition.b
Thebfivebforcesbframework,badditionally,bshowsbhowbcompetitivebrivalrybisbthebcentralbideabandbisbverybmuchbthebfunctionbofbthebotherbfourbforces,basbthebotherbfourbforcesbaffectbthebindustrybandbthereforebevenbthebcompetitors.
Disadvantages:
Porter,binitially,bcompletelybignoredbthebeffectbofbcomplementsbonbthebindustry,bwhilebrecognizingbsubstitutes.
Porterbalsobmakesbabverybboldbclaimbthatb‘Industrybstructurebdrivesbcompetitionbandbprofitability,bnotbwhetherbanbindustrybisbemergingborbmature,bhighbtechborblowbtech,bregulatedborbunregulated.bInbmanybavenues,bthebindustrybstructurebmaybnotbbebthebonlybfactorbthatbinfluencesbthebprofitabilitybofbfirms.bGovernmentsbandblegalbactionbcanbalsobhavebmajorbconsequencesbonbthebprofitabilitybofbfirms.
Porterboversimplifiesbindustrybvaluebchains,binbcertainbsituations,bbuyersbmaybneedbtobbebbothbsegmentedbandbdifferentiatedbbetweenbchannels,bintermediatebbuyersbandbendbcustomers
Anotherbstrikingbweaknessbinbthebmodelbisbthatbisbabstaticbone.bItbprovidesbabsnapshotbofbthebwiderbindustrybatbsomebpointbinbthebpastb[Beattie,b2018]bandbmaybbebusefulbforbdevelopingbshort-termbstrategy,bbutbinbthebmodern-day,bthatbisbwrithebwithbdynamismbandbconstantbchanges,bthebmodelbdoesbnotbprovidebanybadditionalbadvantage.b(AbCriticalbAnalysisbofbPorter’sb5bForcesbModelbofbCompetitivebAdvantage)
IV. SWOTbAnalysis
AbSWOTbanalysisbisbabplanningbtoolbusedbtobunderstandbkeybfactorsb-bstrengths,bweaknesses,bopportunities,bandbthreatsb-binvolvedbinbabprojectborbinbanborganisation.bItbinvolvesbstatingbthebobjectivebofbtheborganisationborbprojectbandbidentifyingbthebinternalbandbexternalbfactorsbthatbarebeitherbsupportiveborbunfavorablebtobachievingbthatbobjective.
	Strengths
	Weaknesses

	1.Onebofbthebmostbvaluablebautomotivebbrandsbinbthebworld
2.bGeographicallybdiversifiedbrevenuebstreams
3.bPerfectbengineeringbandbexcellentbdrivingbexperience
4.bCompetencebinbhybridbandbelectricbcars
5.bClearbstrategybtobmeetbthebfuturebchallengesbandbtrends
	1.bPoorbautomotivebbrandbportfoliobwithblittlebproductbdifferentiation
2.bIncreasingbdebtblevels

	Opportunities
	Threats

	1.bFuelbpricesbarebexpectedbtobrisebinbthebnearbfuture
2.bDemandbforbautonomousbvehicles
3.bTimingbandbfrequencybofbnewbmodelbreleases
	1.bIncreasingbcompetitionbinbthebworldwidebautomotivebmarket
2.bIncreasingbgovernmentbregulationsbmaybraisebthebcosts
3.bU.K.bautomotivebmarketbisbpoisedbtobslowbdownborbevenbdecline



V. Segmentation,bTargetingbandbPositioning
VI. MarketingbMix
Thebmarketingbmix,balsobknownbasbthebfourbP'sbofbmarketing,brefersbtobthebfourbkeybelementsbofbabmarketingbstrategy:bproduct,bprice,bplacebandbpromotion.bBybpayingbattentionbtobthebfollowingbfourbcomponentsbofbthebmarketingbmix,babbusinessbcanbmaximizebitsbchancesbofbabproductbbeingbrecognizedbandbboughtbbybcustomers:
· Product.bThebitemborbservicebbeingbsoldbmustbsatisfybabconsumer'sbneedborbdesire.
· Price.bAnbitembshouldbbebsoldbatbthebrightbpricebforbconsumerbexpectations,bneitherbtooblowbnorbtoobhigh.
· Promotion.bThebpublicbneedsbtobbebinformedbaboutbthebproductbandbitsbfeaturesbtobunderstandbhowbitbfillsbtheirbneedsborbdesires.b
· Place.bTheblocationbwherebthebproductbcanbbebpurchasedbisbimportantbforboptimisingbsales.
Product
BMWbGroupbisbprimarilybfocusedbonbmanufacturingbhighbluxurybtwo-wheelbandbfour-wheelbautomobilesbforbthebglobalbmarkets.bThesebproductsbarebmanufacturedbatbcertainbspecificbfacilitiesbacrossbthebglobe,bbasedbonbspecificbneedsbofbeachbsegment.bSomebofbthebproductsbofferbhighblevelbofbpersonalizationbtobitsbcustomers,bwhilebmajoritybofbthebproductsbarebstandardbacrossbcontinents.
Thebfour-wheelerbautomobilebofbBMWbhasbalwaysbbeenbassociatedbwithbthebluxurybandbhighbendbsegmentbofbproducts.bThisbhasbbeenbabconstantbeffortbofbthebcompanybtobbebconsideredb“Premium”bbybthebcustomers.bThebproductsbinbthebBMWbmarketingbmixbarebpremiumbsedans,bSUVsbandbsportsbcars,bwhichbofferbstyle,bperformancebandbabstatusbsymbol.
Thebimportancebofbreliability,bsafetybandbefficiencybinbBMW'sbproductbstrategybhasbbecomebquitebevidentbinbthebproductbofferings.bAdvancementbinbengineeringbandbtechnologybhasbbeenbwellbembracedbbybthebBMWbGroup,bandbmostbofbthebproductsbrightlybprojectbthebsame.bThebcompanybalsobhasbabmanufacturingbunitbforbmotorcyclesbandbbicyclesbforbcertainbmarkets.bThesebproductsbarebgenerallybcategorizedbasbtheb‘niche’bmarketbproducts.
Overall,bthebcompanybgivesbhighbimportancebtobsafetybandbluxurybstandardsbofbitsbproducts.bAlso,binnovativebandbfreshbproductsbarebintroducedbatbregularbtimebintervalsbaccordingbtobthebchangingbneedsbofbthebcustomers.bRecently,bBMWbalsobenteredbthebelectricbandbhybridbmotorbvehiclebsegmentbwithbthebintroductionbofbabnewbmodel,bthebBMWbi8.
Price
Thebproductsbareballbpricedbatbab‘premium’bcomparedbtobitsbrivalsbinbthebcategory.bThebBMW-associatedbbrandsblikebMinibCooperbandbRolls-Roycebalsobconveybthebsamebpricingbstrategybofbthebcompany.bThesebbrandsbarebpricedbabbitbhigherbthatbthebstandardbBMWbproductbrange.
BMWbestablishesbabluxurybpricingbtobclassifybitselfbintobtheb“Desirable”bsegmentbofbthebmarket.bThisbpricingbstrategybinbitsbmarketingbmixbalsobensuresbthatbthebbrandbdoesbnotbgetbdiluted,borbthebpositioningbofbthebbrandbbecomebunclear.bContinuingbthisbmarketingbstrategybisbthebpricingbofbthebsparesbandbafter-salesbservicebcostsbofbBMWbautomobiles.bThesebarebalsobpricedbabbitbhigherbthanbotherbcontemporarybbrands.
However,bBMWbhasbadoptedbabdynamicbpricingbstrategybonbitsbentryblevelbvehiclesbforbnewerbmarkets,b(India,bBrazil)bwherebitboffersbabcompetitivebpricebforbitsbsmallerbmodels.bThebpricingbhasbbeenbclearbtobattractbthebpremiumbandbnichebmarketsbofbautomobiles.b
Promotion
BMWbhasbbeenbabworld-renownedbbrandbforboverbhalfbabcentury.bThebcompanybhasbbeenbabstrongbadvertiserbofbitsbproductsbandbotherbofferings.bThebpromotionalbstrategybasbabpartbofbitsbmarketingbmixbfocusesbonbaggressivebadvertisingbusingbmediabchannelsblikebTV,bonlinebads,bbillboards,bprintbadsbetcbsobthatbitbcanbcreatebabcontinuousbbrandbawareness.
BMWbhasbbeenbabclosebsponsorbforbvariousbrallybracingbeventsbandbotherbsportsbevents.bThebcompanybalsobpromotesbmanybcelebratedbsportsbteamsbandbrallybracers.bBMWbhasbbeenbabconstantbparticipantbinbvariousbinternationalbrallybracesbforbablongbtime.bTheybhavebbeenbabsuccessfulbteambatbthebF1bracesbonbnumerousboccasions.
Apartbfrombthesebsponsorships,bBMWbhasbalsobfoundbanbinnovativebmethodbofbpromotions.bTheb‘AprilbFools’bpranksbbybBMWbeverybyearbhavebbeenbwellbacceptedbbybthebworld,bmakingbitbanotherbstrongbmarketingbpromotionbeventbforbBMW.
Place
BMWbbeingbabworld-renownedbvehiclebmanufacturer,bitbhasbspreadbitsbmanufacturingbfacilitiesbtobmanybcities.bThebfirstbfacilitybwasblocatedbatbBavaria,bMunich.bHowever,bwithbgainingbnewerbcustomersbacrossbthebglobe,bthebcompanybhasbnowbsetbupbmassivebproductionbfacilitiesbtobcaterbtobsuchbhugebvolumes.bApartbfrombitsbmanufacturing,bBMWbmarketingbmixbplacebstrategybcoversbitsbglobalbreachbtobcompanybdealershipsbandbevenbotherbpremiumbcarbsellers
VII. Recommendationsb–bAnsoffbMatrix
ThebAnsoffbmatrixbisbabstrategicbtoolbdevelopedbtobfacilitatebandbguidebbusinessesbinbdecisionbpertainingbtobbusinessbgrowth.bThebAnsoffbmatrixboffersbfourbstrategicbchoicesbtobbusinessesbtobchoosebfrom:
· marketbpenetration
· marketbdevelopment
· productbdevelopmentb
· diversification.
Anborganizationborbabbusinessbisbtobchoosebanybofbthesebfourbstrategies,borbabcombinationb–bdeepeningbonbvariousbinternalbandbexternalbfactors.
[image: ]
AnsoffbMatrixb–bBMW
1. Marketbpenetration
Thebmarketbpenetrationbstrategybisbusedbbybbusinessesbthatbseekbgrowthbforbexistingbproductsbinbmarketsbwherebtheirbbrandsbarebexisting,bandbalreadyboperational.
Increasebproductionbcapacity
· IncreasedbproductionbcapacitybwillballowbBMWbtobreachbmorebcustomersbwithinbthebsamebmarket
· Increasedbproductionbcapacitybwouldbalsobleadbtobmorebefficiencybandbeffectivenessb–bespeciallybforbcontrollingboverheadbcosts
· Controlledboverheadbcostsbwouldbleadbtobcompetitivebpricingbandbwouldbappealbtobthebconsumersbinbthebsamebmarket
· Increasedbattractivenessbandbcompetitivebpricingbwithinbthebsamebmarketbwillbleadbtobincreasedbsalesbandbconsumptionb–bandbthusbabhigherbmarketbpenetration
Increasebmarketingbinvestment
· ThebBMWbcanbalsobincreasebitsbinvestmentbinbmarketingbandbadvertisingbactivitiesbtobincreasebmarketbpenetration
· ThebBMWbshouldbtrybtobdevelopbandbdesignbengagingbcommunicationbcontentbthatbisbrelevantbtobitsbvariousbmarketbgroups
· Engagingbcommunicationbandbinvestmentbinbmarketingbactivities,bandbadvertisingbwillballowbthebBMWbtobreachbmorebconsumersbwithinbthebsamebmarket
· Withbhigherbmarketingbinvestment,bthebBMWbwillbbebablebtobincreasebitsbmarketbpenetrationbwithinbthebexistingbmarketsbforbexistingbproducts
Acquiringbcompetitors
· ThebBMWbcanbacquirebcompetingbplayersbinbthebmarket
· ThebacquisitionsbwillbgivebthebBMWbleveragebinbreachingbdifferentbconsumerbgroupsbandbsegments
· ThebacquisitionsbwillbalsoballowbthebBMWbtobdevelopbleveragebthroughbdiversifiedbsupplybchainbandbdistributionbchannels
· AcquisitionsbwillbleadbtobhigherbpenetrationbthroughbimprovingbthebBMW’sbaccessibilitybofbdifferentbconsumerbgroupsbandbsegmentsbinbexistingbmarkets
2. MarketbDevelopment
Withbmarketbdevelopmentbstrategies,bthebBMWbcanbenhancebitsbbusinessbgrowthbthroughbintroducingbexistingbproductsbinbnewbmarkets.bThisbwillbbebpossiblebforbthebBMWbwithbdifferentbstrategies.

Researchbandbdevelopment
· ThebBMWbshouldbinvestbinbresearchbandbdevelopmentbtobidentifybpossiblebnewbmarketsbandbconsumerbsegmentsbforbitsbproducts
· ThebR&Dbshouldbfocusbonbidentifyingbandbunderstandingbdifferentbmarketbcultures,btrends,bandbconsumerbbehavioursb-bandbhowbtheybdifferbdimbconsumerbbehaviourbpatternsbinbexistingbmarkets
Regionalbexpansion
· ThebBMWbcanbexpandbregionally
· Thisbwillbincludebexpansionblocallybtobdifferentbcities,borbwithinbthebsamebgeographicbregion
· Regionalbexpansionbshouldbalsobtakebintobconsiderationbanybculturalbdifferencesbthatbwillbneedbtobbebaccommodatedbinbthebexpansionbprocessbinbtermsbofbmarketingborbproductbmodificationsbandbconsumptionbmethods.
Newbcustomerbsegments
· ThebBMWbcanbalsobexplorebnewbconsumerbsegmentsbinbthebsamebmarketbforbitsbproducts
· Thebcompanybcanbidentifybnewbproductbusesbandbfeaturesbandbtargetbnewbconsumerbsegmentsbforbthebexistingbproducts
· Thisbwillballowbthebcompanybtobtapbintobnewbmarketsbandbnewbmarketbtrendsbwithinbthebsamebmarketbtobhelpbinbgrowthbandbexpansion
Customerbeducation
· ThebBMWbshouldbalsobeducatebconsumersbinbnewbmarketsbforbitsbproducts
· Thisbmarketbeducationbisbimportantbforballowingbconsumersbinbunderstandingbthebproducts,bandbitsbofferings
· Thebconsumersbwillbalsobbebablebtobunderstandbconsumptionbpatternsbforbthebproductsbbetterbwithbeducation
· ThebBMWbincreasesbsalesbthroughbeducatingbnewbconsumerbsegmentsbinbexistingbandbnewbmarketsbtobleadbtoboverallbbusinessbdevelopmentbandbgrowth
3. ProductbDevelopment
Whenbabcompanybseeksbtobexpandbbusinessbgrowthbinbexistingbmarketsbthroughbnewbproducts,bitbisbtermedbasbproductbdevelopment.bThebBMWbdrivesbproductbdevelopmentbinbdifferentbways.
Modificationsbtobexistingbproducts
· ThebBMWbcanbintroducebmodificationsbandbimprovementsbinbexistingbproductsbtobofferbconsumersbnewbandbenhancedbofferings
· Thisbwillbleadbtobincreasedbsalesbandbconsumptionbofbthebproduct
Strategigbpartnerships
· ThebBMWbengagesbinbstrategicbpartnershipsbtobexploreboptionsbforbproductbdevelopmentbasbwell
· StrategicbpartnershipsballowsbBMWbtobhavebaccessbtobnewbproductbdevelopments,bandbprocessesbwithblimitedbfinancialbinvestment-bandbthusblimitedbriskbinvolved
· ThisbisbimportantbforbBMWb–btobbebablebtobunderstandbthebnewbproduct,bandbdevelopmentbprocessbalongbwithbthebmarketbreactionbandbacceptabilitybofbthebsamebbeforebengagingbinbfillbfledgedbproductionbofbown
4. Diversification
Diversificationbrefersbtobbusinessbgrowthbandbdevelopmentbthatboccursbwhenbabcompanybengagesbinbnewbproductbdevelopmentbinbnewbmarkets.bDiversificationbisbanbimportantbandballowsbbusinessesblikebthebBMWbtobremainbcompetent,binnovative,bandbcompetitiveb–btherebybremainingbrelevantbforbthebconsumerbmarkets.
Verticalbdiversification
· VerticalbdiversificationbforbthebBMWbmeansblookingbforbgrowthbandbbusinessbdevelopmentbbybintroducingbnewbproductsbunderbexistingbproductblines.
· ThisbmeansbthatbthebnewbproductbdevelopmentsbandblaunchesbbybthebBMWbwouldbbebsimilarbto,bandbcategorizedbunderbexistingbproductbgroupsbandbcategories.
bHorizontalbdiversification
· HorizontalbdiversificationboccursbwhenbthebBMWbdecidesbtobintroducebandbengagebwithbnewbproductbdevelopmentsbandblaunchesbthatbarebnotbassociatedbwithbthebexistingbproducts
· Itbisbhoweverbbeneficialbtobintroducebnewbproductsblaunchesbandbdevelopmentsbforbproductsbthatbsharebsimilarbeconomicbenvironmentsbwithbthebvisitingbproducts.
TobconcludebIbcanbsaybthatbthebBMWbGroupbhasbmultiplebchancesbtobdevelopbinborderbtobincreasebthebrevenuesbandbthebvaluebofbthebbrandbevenbitbisbalreadybanbestablishedbcompany.bUsingbAnsoffbMatrixbIbcouldbtobidentifybsomebmethodsbofbdevelopingbthebconybthatbcanbbebusedbseparatelyborbcombinated.b
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