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OVERVIEW OF THE COMPANY
McDonald's is the largest and most well-known chain of fast    food restaurants in the world, having over 30000 restaurants throughout 120 countries around the world. Their main objective is to maintain their reputation as ‘the best customer service’ restaurant; however, for this they must keep their product, service and cleaning quality standards. In order to do so, the company has over one million dedicated employees.
The first restaurant was opened in 1948, in California by the McDonald brothers. Their theory of operation was simple since the early years; they decided that by limiting the menu, offering accessible prices and systematizing the process of product making in the kitchen, they will be able to serve as many customers as possible in a short time. Subsequently, they made major investments, and their aim was fast expansion, which meant opening as many shops as possible in a short period of time. The management adopts the idea that as more restaurant locations are opened, the more customers can be served, which will furthermore maximize profits. As their plan of expansion had a great success both internally and externally, in the early 90's, the first issues are starting to raise, as many other fast food chains are starting to have success.
In the United Kingdom, the first McDonald's restaurant was opened in Woolwich, in 1974. Initially, the restaurants were opened and managed by the company; however, starting in 1980, franchise stores also began to appear, currently reaching a number of about 1300.
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Fig. 1: First McDonald’s Restaurant 
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The biggest advantage offered by the McDonald's restaurants is the varied menus, compared to other fast food chains that have one category based menus. These menus offer the customer the opportunity to combine several basic products, to satisfy their cravings and spend as little money as possible. The main element in the McDonald's menu is the burger; this made the company be well known from the early years of creation. However, in the last decade there has been an expansion in the menu, which includes:    

						Fig. 2: McDonald’s products figure
Due to this varied menu, we can say that McDonald's answers to the customer's feedback and needs. For example, if a person wishes to have breakfast, they can go to McDonald's everyday in the morning, and choose their desired products from the Breakfast Menu, such as egg and bacon sandwiches and also desserts such as pancakes or muffins. All of these can be accompanied by a McCafe product, such as coffee, cappuccino, latte or tea.

The same customer can visit McDonald's during the day and choose something from the main products such as: Hamburger, Cheeseburger, Chicken Legend, Big Mac, McChicken, Filet-o-Fish and many more. These burgers can be bought alone or in meals, which come with French fries and a drink to your choice, offering customers a small discount.

If the customers come to McDonald's later in the day and want a healthier meal, they can choose a vegetable or chicken based salad with an Apple Pie as a dessert.
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Fig. 3: McCafe Breakfast

[image: Mcdonald's, Wakad, Pune - Fast Food Cuisine Restaurant - Justdial]
Fig. 4: Burger meal from McDonald’s

[image: mcdonald's menu]
Fig. 5: Figure with the famous burgers from McDonald’s


Therefore, a varied chain of products represents one of McDonald's biggest advantages and brings a large number of clients in these restaurants, reason why this company is in a continuous process of expansion.
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The right strategy in finding the right prices could be an important factor to a business' success. Regarding this, a small price could reduce the profit and a larger price could keep customers away. McDonald's has a specific strategy in price telling, which includes grouping prices, which means that when 2 or 3 products are sold together, a smaller price will be applied compared to if they sold separately.
Also, McDonald's tried to influence customers psychologically, by using uneven prices such as £1,99 or £5,99. This strategy is based on gathering customer's attention to a specific item. 

[image: McDonalds-Menu-2015 - Fast food menu & prices UK]        Fig. 6: Menu with UK McDonald’s prices

When setting prices, the leaders must take another factor into account: the location of the restaurant. Due to the value of the currency and the number of daily customers, which can vary depending on each country, McDonald's is forced to change their strategy depending on the market. Also, the company is trying to maintain the prices within a certain range, therefore focusing on opening restaurants in big cities such as London, Beijing, Madrid etc. Also, they try to focus on locations such as malls or frequently visited areas. This way, the more populated an area is, the higher the prices will be as there is a larger number of customers.
                                                         

CUSTOMERS
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The main objective of the company is to attract as many customers that can afford McDonald's prices as possible. Therefore, their favorite clients are children, which will usually come with their families. Because of this, they offer many games, festive meals and menus to attract children which will attend McDonald's with their parents. Aside from these, teenagers arguably represent the main group of customers at McDonald's.

 
                                                                             [image: ]


Certainly, the most effective and useful method to keep their clients loyal in the near future is to monitor preferences; they can give feedback towards the customer service or the consumed products. Depending on the customer's feedback, they will introduce new time limited products or eliminate others that are not being sold.
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McDonald’s restaurants represent the main source of outcome for the company. However, during the last years, in order to maximize their profits more and more, and to cooperate with the customers that desire more and more food at home, McDonalds has started a partnership with different delivery companies such as: UberEats, Deliveroo or JustEat!. Aside from these companies' mobile applications which are available on iOS or Android, you can also order on McDonald's official website, depending on the customers’ location. To sum up, McDonald’s company uses direct channel of distribution and indirect channel of distribution too.
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	We live in a period of time where advertisement is essential in the evolution of a company. McDonalds promotes their services and products mainly through TV ads and billboards. Along these years, more than one slogan have been used to create an idea that remains in people's mind and to give them the wish of trying something new: "It's a good time for the Great Taste of McDonald's" or "We love to see you smile" and the most recent one: "I'm Lovin' it".

	Another original idea used by McDonalds was the continuous advertisement of Ronald McDonald's head, this being one of the most important characters in the history of the company. Initially introduced in 1963, and usually misunderstood as a clown, Ronald McDonald is the character which appears on most of McDonald's packaging and inside the restaurant. They always saw his head as having a happy and friendly attitude which attracts customers, especially children. This character offered the company a joyful and funny cover.
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McDonald's advertisement is divided into 2 categories:
· Brand Promotion: This consists of ads with the image and name of the brand, which are aimed to build a relationship with the company. This type of promotion will not offer images with McDonald's products, but try to change people's mindset about McDonald's unhealthy and damaging food.
· Product Promotion: This type of promotion consists in the growth and implementation of new offers and the aim of this promotion is to make their products and services look attractive, even make people crave them.
These 2 types of promotion are made in order to keep or maintain the company as the first fast food company in customers’ preferences.
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Fig. 7: Advertisement posters by McDonald’s
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Fig. 8: Evolution of the McDonald’s Logo throughout history






The McDonalds logo has a significant impact around the world, as this could be recognized by people of all ages. It is formed by two golden arcs which remind people of the first restaurant franchised and the logo in a 'M' shape, which could remind people of their infamous French fries of a golden color.
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Over its history, McDonald’s has been through a large process of modernization, logo-wise as well as their range of products and marketing strategies, resulting in a professional and friendly image of the business. They focused on offering their customers a superior quality of products and service, in order to make them come back for more.
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As years passed by, they faced countless critics which forced them to make changes and call for new methods to keep their customers engaged and loyal to the business. One of the biggest issues they faced, and still do to this day, is regarding their unhealthy meals, rich in calories and fats which can have negative effects over children specifically. Therefore, they gathered a different attitude towards their responsibility of nutrition, by introducing salads, natural drinks and desserts.
						        Fig. 9: McDonalds’ Mascot


A big disadvantage of McDonald's is the fact that they operate in a fast-food industry that is becoming more and more competitive due to new small brands succeeding. In this type of market, companies are paying more and more attention to the quality of their products, the variety and price of their menus and also on customer service quality. Therefore, McDonalds is constantly competing with many other businesses, that each own different methods of keeping customers engaged and loyal.
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A way in which McDonald’s could maximize their profits is by offering people a good service everytime their visit McDonald’s, to make sure that they will leave the building satisfied, and thinking of coming back again. This could be a professional team with a high quality serving, which will make customers choose McDonald’s over any other fast-food company. The McDonald’s employees are evaluated by the customers on their attitude towards work. These are also responsible for potential queues or the large amount of waiting time for an order.
On the other hand, McDonald's should continue their process of transforming classic products into more healthier ones, which was started in the previous years, in order to increase the nutritional value of food and keep the same short preparation time. It may be possible that this option will not generate as much profit as before, however it could be a more intelligent strategy, as they can create a better relationship with their customers, keeping in mind that in this time, people pay a lot of attention towards weight and obesity.
To continue their growth in the industry, McDonald’s could consider potential expansions in other places, not extremely populated cities. For example, in Asia, where Japan is the only country with a larger amount of McDonald’s restaurants, a lot of countries are not on McDonald's locations map. If they would follow this expansion strategy, they would be put a huge advantage as there will be a larger market share.
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