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Title: Presentation-Case study Marks and Spencer 
Marketing solutions via technology  

Group of 4 students 
Name of our group: 4+ (Four plus)

Perceptual position: observer and individual analysis 

Presentation length: 15 minutes for all 4 members 
Time allocation: 
· 3 minutes for introduction & Question 1 presentation- Tatiana Pirvu 
· 3minutes for Question 2 presentation- Violeta Oprii
· 3 minutes for Question 3 presentation- Samina Sumi 
· 3 minutes for Question 4 presentation- Calin Sulea 
· 3 minute for Conclusions and end of presentations-Violeta, Calin, Tatiana or Samina 
Description of the united presentation:
The presentation has 4 chapters- presented by a group of 4 – one Chapter represents the contribution of each participant. 



The role of this individual presentation:
1. To introduce the group and to describe the context of our case study. 
2. Second role is to answer the question ‘Why stock control and accuracy is important for M&S and its customers’.
3. The third role is to offering prime conclusion and to presents referrals and research links that will end up the individual presentation chapter.

Introduction in our Case Study context.
Second part will surprise the importance of accuracy in
·  Relation with the information in the food department 
· Customers expectations and experience 
· Suppliers and producers 
· Timing for every existence operation.

Synopsis:

Marks and Spencer must keep up with their clients expectations! 
Now days- Shopping became an experience!
People are comparing their feelings and experiences with concurrent Supermarkets;
We are travelling abroad more than ever and have the expectations of experiencing the same quality of fresh fruits and exotic products;
People are more informed and know what they want;
Migration generates new customers so new requirements as per customers cultural tastes;
Online or tv influencers starting new trends and Marks and Spencer must
Be aligned with the standard for health that are imposed more often;
Online marketing is growing faster, 
So changes are imminent as immediate possible and in those circumstances M and S facing new challenge.

The essence of the solution is to provide the stores and supermarkets  on the most rapidly manner with the highest quality and bespoke value products in order to serve the purpose: a happy customer every time


In our case study physical distribution became the key and the heart of main activities forcing the management to stretch its creativity to find effective solutions to a very challenging problem: stock management 

An efficient stock management it’s by far M&S biggest challenge.

M&S has already in place an efficient System of stock which is created in time from years of experience,  specifically to maximise the offer requested by the clients.
 The System is tested and it’s functional but the main problem now is it’s accuracy, another particularity of ‘quality ‘ as a value and culture of M&S. 

No accuracy No Control No Client good experience No mission accomplished! 



The Conclusions will underline how M&S succeed to improve constantly their relationship with customers via technology and what solutions they found in regards with Stock Management in the Food department. 

The whole presentation will have a maximum of 30-35 slides for 15 minutes.


