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[bookmark: _n55w3t9twf1u][bookmark: _Toc122711969]1.0 Introduction
The marketing plan for opening a new branch in a foreign country is presented in this study. The process of planning, executing, and marketing management is the process of overseeing a company's marketing plan. This includes the strategies, campaigns, and marketing plans that are used to create and meet the needs of the target customer to make money. In order to develop strategies for adapting to the market, this study conducts market analysis by analysing both internal and external factors of countries and organisations. JD Sports (Jd Sports Fashion Plc) was chosen for the countries in this study because they wanted to start a business in the Russia market. This is why the current study conducts a SWOT analysis and a PESTLE analysis for external factors, respectively. In conclusion, the research makes a few suggestions for addressing the initial issue and establishing a strong market position. 
[bookmark: _p0hh67yklyjk][bookmark: _Toc122711970]2.0 PESTLE analysis and JD sports
PESTEL analysis is a popular tool for management and strategic planning. JD Sports works in a climate that is both mind-boggling and dynamic (Melton, and MacCharles, 2021). It is characterised by technological law and change, activism, systemic change, evolving socio-environmental trends, and regulatory changes.

	Political factors
	· A high level of political stability ensures a hospitable and stable business environment with predictable market growth trends.
· Public confidence in business organisations, government structures, and other institutions The business climate for JD Sports has become increasingly uncertain as it operates in nations with weak law enforcement and high levels of corruption. Unpredictable (Lambillotte, and Poncin, 2022).
· JD Sports places a high value on the fact that frequent policy shifts by the government have an impact on business performance because they raise environmental uncertainty additionally, the global economy is harmed.

	Economical factors
	· A country's economic growth has a direct influence on the functioning of the organisation.
· The growth rate of GDP would impact JD Sports' capability to achieve long-term development objectives.
· Work organic market decides compensation and the stockpile of talented work (Pouder et al. 2018).
· Capital market efficiency has an impact on JD Sports' global expansion strategies because operating in highly efficient capital markets results in enhanced access to markets and improved liquidity positions new business sectors like Russia.

	Social factors
	· Social norms, values, and trends strongly influence organisational culture.
· International companies like JD Sports give changing demographic changes like ageing populations, migration paths, and socioeconomic conditions a high emphasis (Moraes et al.2019).
· Power gap indicates acceptance of hierarchical and wealth disparity in any community.
· JD Sports must look at the masculinity and femininity that are generally given to women in accordance with rules for their marketing and advertising initiatives.

	Technological factors
	· JD Sports may be able to identify technology trends and achieve specific business benefits, such as driving innovation, increasing profits, and increasing efficiency, with the assistance of a comprehensive analysis of the technology environment (Quansah, 2022). 
· By taking advantage of the opportunities presented by social media marketing, JD Sports can improve its performance as a business.
· JD Sports needs to carefully consider the current technological developments in order to stay ahead of the competition.

	Environmental factors
	· Technological advancement and growing pollution in the environment have necessitated the adoption of novel waste management and recycling practices by businesses.
· To ensure long-term sustainability, JD Sports can capitalise on this and invest in renewable technologies (Stieler, and Germelmann, 2018).
· To earn the trust of stakeholders, JD Sports can seize this opportunity and implement eco-friendly business practices.

	Legal factors
	· Since certain nations have stringent regulations for ensuring well-being in the workplace, JD Sports ought to consent to these regulations (Ghantous, and Christodoulides, 2020).
· To safeguard customer data, JD Sports ought to investigate data protection regulations.
· The purpose of intellectual property laws is to safeguard valuable business concepts and patents.


Table: PESTLE analysis
(Source: Self-created by the researcher)
[bookmark: _ar5i0r9fety4][bookmark: _Toc122711971]3.0 Porter 5 forces model for JD Sports Company
Porter's Five Force Assessment, a strategy formulation methodology, is employed to analyse the market and appreciate its core profit drivers. JD Sports can utilise Watchman's Five Powers to comprehend what the Five Powers mean for productivity to foster systems to further develop JD Sports' drawn-out upper hand and benefit in the worldwide retail industry.
Threats of New Entrants
JD Sports is being put under pressure by retail newcomers because of its lower pricing strategy, cost reduction, and new value proposition for customers. Retail newcomers are bringing innovation and new ways of doing things (LaGree et al. 2019). JD Sports needs to overcome each one of these obstacles and put up strong boundaries if it wants to keep its competitive advantage.
[image: ]
Figure 1: The concept of Porters five forces
(Source: Dheeraj, 2022)
Purchasing Influence of Suppliers
Most distribution businesses get their raw materials from several different suppliers. The profit that JD Sports can make in the market can be reduced by dominant suppliers (Cornwell, and Kwon, 2020). Strong vendors in the market for consumer services utilise their negotiating position to increase retail enterprises' prices. Retail profits are impacted by a supplier's greater bargaining power in the long run.
Bargaining Power of Buyers
Frequently, buyers are demanding. They seek out the greatest offers at the most affordable prices (Andrade et al. 2019). This has an effect on JD Sports' lengthy revenue. Consumers at JD Sports have greater power to negotiate and are increasingly inclined to hunt about discounts and special offers as their client base grows and shrinks.
Threats to Provide Alternative Goods or Services
Whenever a new offering or service cannot meet the needs of a comparable consumer, corporate strategy is harmed. Companies like Facebook and Google Disk, for example, are replacing hard drive capacity (Rahman et al. 2020). A new offering or service represents a serious threat if something offers a special business model that differentiates it from the competitors.
Competition between the Present Competitors
Should there be fierce rivalry among current companies, prices will decline as well as the industry output profitability would decline (Pradhan et al. 2020). JD Sports competes in a highly saturated retail market. This rivalry has an effect on the business's overall lengthy prosperity.
[bookmark: _hohv25bhxwzk][bookmark: _Toc122711972]4.0 The SWOT analysis
An effective tool for creating business plans is indeed a SWOT analysis. It may be used to build a branch office for an existing company in a new market.

	Strength
	Weakness

	· The company's geographical presence in several areas could be among its biggest benefits. It ensures easy accessibility and defines the business's reach in the target market (Aymar, and Joseph, 2019).
· An organisation can grow growth in its consumer base can compensate for the reduction of one equipment market from other ones by offering a wide range of products.
· The company may be able to make new investments if it is in good health and in good financial standing (Sarangee et al. 2019).
· A company's overall efficiency can be improved by contacting suppliers who offer cheaper raw materials.

	· Environmentalists may complain that the company doesn't incorporate sustainability into its operations and uses ineffective waste management strategies.
· Poor inventory management practices can result in productivity losses for businesses.
· The industry's actual quality and liquidity situation both suffer are harmed when there are insufficient current assets or liquidity (Aymar, and Joseph, 2019).
· A company's ability to grow its customer base and encourage repeat business is undermined by inadequate marketing and promotional budgets.


	Opportunity
	Threat

	· Outstanding populace development, particularly in existing or potential client fragments, is an extraordinary learning experience for a deals association.
· If the sales organisation has a thorough understanding of the market, changing customer preferences, tastes, and needs may present an opportunity (Sarangee et al. 2019).
· Raising capital and financing costs less for the business organisation when interest rates are lowered.
· As tastes shift, customers may begin to prefer novel products and services.
	· The shifting regulatory landscape and the advent of new, stricter laws pose a serious danger to JD Sports. If the company does not adhere to the new regulations, it runs the risk of incurring costly lawsuits.
· An organisation may have difficulty attracting talent with the necessary skills if the market lacks skilled workers (Sarangee et al. 2019).
· The growing number of immediate or/and indirect rivals affects an institution's ability to keep and grow its client base.


Table 2: SWOT analysis
(Source: Self-created by the researcher)
[bookmark: _satxgdrusmf2][bookmark: _Toc122711973]5.0 Segmentation, targeting, and positioning to the JD sports
Segmentation
The six smart bases of market segmentation typically include statistical factors, psychological profile, driving style, geographical factors, financial factors, and search preferences. For JD Sports, demographic segmentation is simple to use. The government covers the socioeconomics of Russia are accessible to JD Sports. JD Sports will target individuals or groups of individuals based on their age, gender, and life stage. It is anticipated that JD Sports will target individuals between the ages of 11 and 40, with a greater emphasis on teenagers in order to cultivate long-term patronage (Cockayne, 2021). In Russia, many active people consider sports to be a part of their lives and go to the gym. JD Sports ought to focus on these people. There are also people in Russia who are interested in branding and purchasing goods from a variety of brands to keep up with the most recent fashion trends.
Targeting
In Russia, JD Sports will be able to serve a small market. It is anticipated that the company will target middle- and upper-class people as well as professional athletes because members of this socioeconomic class are very concerned about their health and enjoy exercising for a few hours each day (Thomas, 2018).
Positioning
The choice of how to position the business is the final step in the STP (Hahm et al. 2021). It is anticipated that JD Sports will establish itself as a market leader in sports equipment by offering less than one roof high-quality, cutting-edge technology sportswear and footwear from leading brands at an affordable price.
[bookmark: _l9b1sxfxph5f][bookmark: _Toc122711974]6.0 Discussion of marketing mix strategy
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Figure 2: The concept of marketing mix
(Source: Researchget.net, 2021)
JD Sports' marketing mix employs the marketing strategy effectively to accomplish both narrower corporate goals and marketing goals.
Product
Among the most crucial elements of something like the JD Sports Target markets is the item. The following are the defining qualities of a JD Sports item:
Quality
· JD Sports continues to provide high-quality goods.
· By adding value at various points throughout the supply chain, quality products quality can be maintained (Hahm et al. 2021).
· A particular competitive edge is also given to JD Sports by high-quality promised and fulfillment.
Portfolio broadness
· The organisation offers a wide range of goods.
· JD Sports is able to connect with a variety of market target demographics because of its wide range (Malhotra et al. 2020).
Price
In order to get the most value for its goods, JD Sports’ cost leadership adopts a hybrid approach. For valuing its items, JD Sports employs a variety of approaches, among which are listed below:
Premium pricing
· JD Sports supports good products and brand impressions among target customer groups by adopting cost leadership for several of its product categories.
· Premium costs give JD Sports items a feeling of exclusivity and great value (Malhotra et al. 2020).
Placement
· The organisation focuses a lot of emphasis on sponsored content since it directly affects customer accessibility.
· In every area, the corporation continues to run shops run through JD Sports administration.
Promotion
The advertising approaches and strategies employed are given significant weight throughout JD Sports' business plan (Schmidt et al. 2019). Through its advertising tactics, JD Sports may engage with customers and have a direct impact on them.
People
The growth and development of people is a crucial component of JD Sports' advertising strategy. This happens because JD Sports remains aware of how crucial staff is to developing enduring relationships with its customers. 
[bookmark: _bt7nb9r57vmd][bookmark: _Toc122711975]7.0 Recommendation
Some recommendations draw the study to one JD sports for a new market that is included: 
· All of JD's sports marketing efforts will be guided by two to four important metrics.
· Establishing a project workflow between the marketing department and the rest of the company was the most important aspect of improving JD Sports' marketing (Thomas, 2018).
· JD Sports is able to prioritise which campaigns are actually performing by measuring the profitability of each campaign.
[bookmark: _md3w3wpar1eu][bookmark: _Toc122711976]8.0 Conclusion
This study concluded the marketing strategy for opening a new branch overseas.  To foster market variation techniques, this study conducts market investigation by examining inward and outside variables of nations and associations. Because JD Sports wanted to start a business in the Russia market, the country for this study was chosen. As a result, both the SWOT and PESTLE analyses of external factors were carried out in this study. Marketing management is the process of planning, implementing, and monitoring an organisation's marketing strategy. This includes the plans, campaigns, and marketing strategies used to create and meet the needs of their target customers to make money. In conclusion, the study offers a number of solutions to the initial issue and strong market positioning.
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