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Introduction 
Businesses are operated with the aim of making profits and generating income to sustain their operations. To effectively perform its operations that involve selling products in the market, the organization puts excellent attention on the marketing aspects. Health and good performance of the businesses are associated with the right marketing activities undertaken by the organization. Newly established organizations draw great benefits from the marketing management because it informs the targeted people the products and its value to them (Fuentes-Blasco, Moliner-Velázquez, Servera-Francés, and Gil-Saura, 2017). Without marketing, it will become very hard to inform the intended people of the new products and what it serves to the community. In essence, an organization benefits largely due to the support offered by the marketing processes. Analysis of different studies shall be made to gather information on how relevant marketing is to business organizations. Marketing audit and marketing plan approaches are, therefore, the primary focus in the report. 
Marketing audit 
A marketing audit is a review undertaken by businesses on their processes, such as marketing plan, advertising strategies, and other aspects to determine what is working and what needs improvement (Chen, and Yang, 2019). Most organizations desire to deliver the best within the business focus on details that contribute to their business operations.
Environmental analysis is the primary factor that is considered in this study. The Hiut Denim Company is the organization whose marketing aspects shall be focused on. The company only makes jeans and nothing else. The reason for the company to decide on such a strategy of production is to ensure consistency in its product quality (Medium. 2020). Indeed the production quality level of the company is high, and that has remained the best.
Marketing analysis 
Environmental analysis is an efficient means to get information on challenges as well as potential options for the organization to thrive in its operations. There are great aspects gained through the use of an environmental analysis tool, especially to the organizations' management team. The leaders get information on the risks that might be present in the external environment (Contributor, 2015).  Also, possible benefits that can be gained through such analysis is for the organization to take advantage of the potential benefits in the market. 
External analysis
The external analysis of a business environment can be achieved by carrying out the PESTLE analysis. Information gathered through the eternal analysis tools is important to provide a sense of direction to the management team. It might be that there are challenges posed by the external environment; hence the tools of analysis will make it clear (The Business of Fashion. 2012). The pestle analysis and porters five forces are the tools that will be used to make an external analysis of Hiut Denim Company. 
Pestle analysis 
Political 
The level of corporation tax in UK has been lowered, which greatly offers better business engagement opportunities. The company is capable of undertaking its operations in the country due to the convenient tax rates applied to business (BBC News. 2020). 
Interest rates in UK stand at a low level all the time, thus boosting business operations. Organizations that operate in the country do not experience any challenge with regards to the lightweight of the interest rates applicable to their operations. Businesses are thus efficient in sustaining the nation's economic operations. Political aspects in UK thus do not have a negative effect on the business operations of the Hiut Denim Company. 
Economical 
Cotton prices raise an important issue that affects company profitability and sales levels. High cotton prices affect the overall costs in productivity and finally to the sales prices. Items produced by the company will be affected because high prices will discourage customers and result in reduced sales levels (Land, Sutherland, and Taylor, 2018). 
Another economic effect is the increase in retail prices in the market. The increase in retail prices for company commodities will cause a drop in the number of sales. If the retail prices for commodities rise together with other commodities, then it can cause a negative impact on the company products. 
Social 
The fashion industry is highly affected by the cultural aspects of the targeted customers. Where the design of the products does not appeal to the customers or goes against their cultural beliefs, the products would be shunned. The company will not make high sales due to the effect of people’s cultural beliefs.  
Fashion is most appealing to the youth and the mid-aged people in society. In the event that more people are aging, it will slow the levels of sales for fashion products as such people are not fashion-oriented (Videira‐Quintela, Zapata, and García‐Ruiz, 2018). The company products are therefore segmented in its targeted group who are fashionable. 
UK is noted to be a country of a mix-up of diverse people and cultures hence will greatly boost the sales levels of the fashion products by Hiut Denim. 
Technological 
Hiut Denim products have greatly expanded due to the internet use for marketing its products. A large number of people are reached through the online marketing strategies. 
Online purchases have also become a trend in the current era making the company products sales highly and increase in the revenue collection (DO, et al., 2017). 
Social media has allowed the company to create and establish a close relationship. Through the technological approaches that have been employed, it is beneficial to the company to ensure that it meets their expectations. The company can communicate easily to the customers regarding every aspect of products. Customers, on the other hand, can raise issues that are used by the company to make its adjustments.
Technology has also provided the ease of fashion apps that are currently benefiting business operations. Selling operations by retailers make more sales and data used to inform the producers of the customers’ trends (Videira‐Quintela, Zapata, and García‐Ruiz, 2018). 
Streets shops are now shifting to online selling as that us the best approach that is favouring the increase in sales levels. There has been a shift in more customers shifting from purchasing their fashion products from shop operators and to online retailers.
Legal 
Legal measures are established to guide the proper operation strategies used by organizations. Hiut Denim complies with the established regulations in UK to undertake its operations. Legal structures in place are useful in guiding the company to deliver quality products. 
UK offers suitable legal structures that support productivity in an organization (Land, Sutherland, and Taylor, 2018). Hiut Denim provides the best products as a result of adhering to the stipulated frameworks in UK. 
Environmental 
Products from Hiut Denim are environmentally friendly and hence consistent with the legal requirements for a better environment.
Conservation of the environment is adhered to in the various activities undertaken by Hiut Denim. Cotton is the raw material that is used in the company and is an environmentally friendly product.  

Porter’s five forces 

The risk of entry by potential competitors
The risk of entry of another competitor whose products can pose a threat to the company is unlikely. Hiut Denim has concentrated on quality products with an application of old technology. In the event that a new company establishes its operations with a targeted objective of producing competitive products, they will not manage to succeed. The challenge of establishing an equal match for the company is unlikely due to the unique production techniques used by the company. 
The bargaining power of the buyers 
The customers for the products of the company have no bargaining power on the price established by the company. With the low buyer bargaining power exhibited by the company, makes it possible to undertake its objectives as revenue raised will be in line with the desired objectives of the company (Dickson, and McCord, 2016). When customers lack bargaining power, the company will easily exploit them in effecting and setting product prices. This makes only the willing buyers make the purchase.  
The bargaining power of suppliers
Suppliers of the company have great bargaining power for the supply of the raw materials to the company. The fact that there exist few suppliers for the required raw materials to be delivered to the company makes it easier for the suppliers to have great potential to bargain with regard to the supplied materials. The company will easily accept the terms of bargain suggested by the suppliers because the suppliers are few in the industry (Gomes, 2017). The company will easily accept the proposals brought by the suppliers for fear of losing the supply of raw materials. 
The intensity of rivalry among established companies within an industry
There is little rivalry within the fashion industry, especially among the established companies. The established companies provide quality products that have established a strong customer segment. It hence becomes a great challenge for any new company to rival such companies with new products. 
The substitutes to an industry’s products
There are present substitutes in the market for the jeans products, but quality is a critical factor (Goldsworthy, Earley, and Politowicz, 2018). Buyers who find the denim jean more expensive will easily find an alternative from low-quality products available in the market. In this case, the important issue for the customers seeking alternative options in the products is quality and price. The denim products are quality but costly too. Such an issue makes purchases of its brands low.
Internal analysis 
SWOT analysis 
Strengths
Hiut Denim has a strong management structure hence is capable of undertaking great progress in the operations. Through its strong management practices, the company can achieve greatness in terms of product quality and marketing objectives (Martín, Alonso, and Esteve, 2014). 
Industry knowledge is a crucial factor noted and is posed by the leaders of the company. The company will remain strong in the fashion industry because its leaders have a great understanding of the trends in the industry.  
Hiut Denim has an excellent marketing strategy, which allows it to remain at the top in terms of product sales. Its leaders have kept it to the benefit of the company the important features of the marketing that is employed (Emmens, 2016). 
The company also has an advantage in the originality of its products, which are sold in the market. Customers value their products because they are associated with great importance due to the original development associated with it.  
The company also boasts of great quality in their products. The jeans' products are unique and appeal to the customers. 
Weakness
The company production is slow because it employs specialized and skilled old men to lead production. Because the company strives to deliver quality products, it employs a slow but quality strategy.
The high cost of jeans also makes it hard for the products to sell faster in the market. Customers prefer cheaper and quality products, thus leaving out the Denim jeans, which are costly (Rubringer, 2012). 
The company has not established its brand around the world. It offers an opportunity to other similar products to thrive hence depriving its global market.  
Opportunities

There is an opportunity with the upcoming shops that will likely deal with fashion products. Such shops would become important areas for undertaking retail sales for the company. 
It is also possible to establish a brand expansion that will facilitate increased sales for the products. The brand extension will serve to appeal to a diverse customer tastes, which factors in towards increasing the level of sales income for the company.
The inter-brand expansion will also support the company brand, which will be marketed in line with their similar or related products. 
Threats 
A bad economy threatens the progress of the company in that its sales would not sustain its operations. Instability in the economy presents a great threat to business operations, as there will also be low sales levels (Flint, 2016). 
Ever-changing fashion demands is also a crucial issue for the company in making its fashion products. 
Marketing plan 
Introduction 
The marketing plan for the Hiut denim business is a considerate strategy that works by strategizing resources to fit in the right strategies of the company. The company seeks to attain the highest levels of sales for its products, which are denim jeans. The company is known for its quality products, but due to the high cost associated, the customers are significantly affected. The need for the marketing plan is specifically to allow more progress in business operations. It should also allow for an established business operation to be developed to support the company products in the industry (Magalhães, Pereira, Cardoso, Cairrão, and Figueiredo, 2020). The technological advancements are also a great concern that calls for the marketing plan use as that would provide suitable solutions even when there is stiff competition emerging from the industry. The marketing plan will provide significant factors for undertaking the right strategies in business (da Silva, and Las Casas, 2017, p 15). The Hiut Denim Company has quality products that need to be marketed in emerging technology. It also needs to be communicated to people from different nations to know about the availability of denim products and where to access them. The marketing plan will look into various factors that will greatly benefit business operations as far as marketing activities are concerned.  
Business mission 
The business's mission is to undertake improved sales levels for the products. The company products are of high quality and hence require input through marketing to support their goals in the competitive industry (Post, 2019). The need to reach many potential customers is the greatest target for the company as it considers the available challenges within the industry. Fashion industry is a great industry whose players have greatly become aware of the various undertakings. The main focus of the business is to undertake a proper goal oriented process where it would sustain the desired growth in the market for its products. The mission in the marketing plan is to ensure that more people are drawn to buy the products that are supplied by the company. When a large sales volume is attained, then it would facilitate the attainment of the final objective, which is to make sales volumes rise (Melchiorre, and Johnson, 2017). Since the identification of the emerging issues within the business points and offering an alternative marketing option. The goal of the business will be to make more sales levels in its operations. The goal of such consideration would be to generate more sales levels and raise the revenues of the company to a greater level.  
Key performance indicators (KPI)
Business performance is a key factor that would be analysed during the marketing plan to determine if operations are going according to plan. The KPI serves to provide an insight into the processes that take place in an organization and how they facilitate strategies for attaining the best goals on the organization (Hansen, and Juslin, 2018). It because marketing plan offers more important factors to undertake with regard to the goal of the organization. When carrying out the KPI analysis on the progress of the organization, there are major factors that need to be considered. The KPI in the company will be sales volumes. If the sales volumes drop, then it will indicate that the sales have dropped in that same rate. The plan exhibited through the performance analysis strategy is to provide the best outcome that reflects how the organization is performing (Deshpande, Nigg, Wehner, Jirage, and Alkharboosh, 2017). Other key performance indicators can be reviews from customers online. The interactions that is established between the organization and customers will work to ensure that there is a great achievement in terms of customer’s satisfaction. Where the customers become concerned about the issues and constantly raise issues about the company, then it points at a great issue on performance. The benefit gained by the company in using the KPI is determining the best outcomes for the organization. These measures are derived through many approaches. 
Buyers personas 
Organizations need to understand more about their customer’s dynamics. The details in the buyer’s persona shows information detailing how each client and how they view the information from the company products. It offers great understanding in regards to the level of strategy that will be used by the company to appeal its customers (Rayme, Clark, Cohea, and Hughes, 2019). Of great importance is the value derived from the customers’ information and what they prefer in the products that are offered by the company. Such important factors offer great marketing advantage to the company in that they will capitalize on the gathered details to design the best fashion products to supply to the customers. The customers’ metrics are hence a point of reference by the organization to ensure that the right touches are focused on to ensure that the final products appeal to the customers. The marketing plan has to consider important factors about the customer persona and deliver the best outcomes for them (Mueller, 2018). The importance of the buyers’ metrics is to equip the marketing planners to design the right approaches to appeal to the customers. The details gathered about customers’ is vital in ensuring that the right measures are used to support the marketing programs suitable for the customers. 
Content initiatives and strategies 
Content initiatives that are undertaken in regard to the marketing strategies of an organization includes use of blogs. This is one of the most effective strategies to drive information about what content the company has in terms of its product values. Through the content initiatives and strategies, it is possible to determine what customers have great interest in through evaluating on traffic caused by their views (Aguilar, Howlet, Gutiérrez-Diez, Ramos, and López, 2019). In addition, it is much easier to determine the value of customers’ perception with regard to certain commodities through the online approaches. Online platforms are easily monitored and offers great outcomes to be used for marketing of the products. The Hiut Denim company focus on the various approaches helps to determine the best factors of interest by the customers by using the available indicators in their blog (Miller, 2017). Websites also can be effective platforms to distribute the information. The most important platform to use is the social media platforms because they offer ease of accessing more people in a short time. Through social media, information can be accessed by many people who are located in different locations. This aspect is important in ensuring that effective performance is attained because more customers will be reached through the advert on social media. 
Plan omission 
As a means to provide clear marketing information to the people, it is also important to ensure that information delivered is well communicated. Areas that the marketing plan will take into account as well as those areas that will not be taken into account will be communicated (Zhang, Yamamoto, Talari, and Khorasanizadeh, 2019). The major reason for this communication is because with marketing plan, there is a different mission apart from the main organization mission. The marketing plan will have to communicate the areas that will be covered through its operations and those that will not be covered. It is within the marketing plan to provide information on what is omitted in the plan (Trotter, Smith, Rawar, Karami, and Matthews, 2019). For the marketing plan of the company, the omission will include aspects such as finance operations of the company as well as the management operations. These are not within the focus of the marketing plan in the organization. The reason for omitting certain details is to provide information on what is targeted within the marketing plan.  
Marketing budget 
Marketing operations require financial input to facilitate the required activities. It is important to note that through the various marketing undertakings, the goal would be attain the best performance. The marketing plan requires finances to be carried out effectively. The funding works by supporting various marketing operations. Considering the major financial operations in an organization, there are a clear factor that has to be focused on. Operations of marketing might involve sharing important information about an organization. The work of funding ensures appropriate action to support the functions of the business. For advertising, the funds are used to pay for the information to be communicated through the reputable media channels. 
Competition 
The business need to identify its key competitive edge such as social media platforms, geographical locations or any other aspect. Importance is given to the areas that the business offers competitive advantage in the industry (Maldonado, et al., 2020). Some organizations might pose a threat to a business through their marketing strategies yet in other aspects the company might not pose a great competitive effect. In regard to having the business focus on its area of competitiveness, it makes it possible to deal with emerging factors that can be gained through the competitive advantages. Through the marketing plan approach, businesses are able to sustain great growths by capitalizing on the areas where competitors have not established their operations. Organizations might have competitive features in offering their products in the market but because the market is diverse, there are significant factors (Kotler, Bowen, Makens, and Baloglu, 2017). The competitive factors on a business serve to facilitate its market segment and infirm the customers. Unique factors of an organization are the reason an organization can be seen to be competitive in the industry in relation to other companies. The marketing plan offers important services especially with regard to the value of products offered by the company. The goal of the marketing team is to establish a reputable image for the product as a means to establish its competitive nature. 
Challenges with implementation 
Although marketing plan is an important factor and process to be undertaken in an organization, it still faces great challenges with its implementation. Financial issues inhibit its proper functioning since it would not allow the organization to attain the desired goals (Da Silva, and Mazzon, 2016). There is also another challenge with regards to proper service delivery in the organization. Marketing offers great services to the organization but its implementation requires skills and management operations. If the manager heading the marketing pan implementation is not keen, then it would be a big issue to champion the desired objectives of the organization. If the organization does not present the best services then it would be challenging to undertake the right processes especially aimed at increasing the sales of the organization through the marketing plan. The leaders have to possess the right skill to ensure that the desired outcomes are attained   through the management process. 
Plans contributors and their responsibilities 
The marketing plan needs to have the various stakeholders such as contributors, and the implementers. The contributors are majorly focused on inputting the right financial as well as other aspects. Contributors have great interest to ensure that the desired outcomes are indeed what is attained within the organization (Huang, 2018). The plan serves to suit their business needs hence the important factor of undertaking reviews on progress to see that the desired goals are attained. Leaders in the organization are also important people who oversee the plan is implemented according to plan. The outcome of what the leaders’ desire and that which has been planned is required to be working as planned in the organization. Leaders focus on every action to facilitate the proper implementation of the marketing plan. The goal of the whole process is to ensure that the plan is attained. The responsibilities of the leaders in the marketing plan is to ensure that the best outcome is made. The leaders take time ensuring that each of the planned activities are realized in the marketing plan. In essence, the outcomes of the marketing plan is to ensure that the plans are in line with the organization. 
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