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Introduction

This will focus on a chosen organisation and view how said organisation utilizes the
use of the Marketing mix with regards to the Logistics and Transport Industry. The
organisation for this report will be Tesco. According to data from Kantar World Panel
Tesco is the biggest and leading supermarket in the UK with 27.5% of coverage
nationwide. Tesco is ahead of other supermarkets by at least 11,7% between 2017
to present 2018. (Kantarworldpanel, 2018).

What is the Marketing Mix?

The term marketing mix has first come up in the 1940’s. (Marketing Mix). The
Marketing Mix is the actions or activity that a company make use of to promote their
brand of product. The Marketing Mix Also talks about the 4Ps of marketing strategy.

Price — This reflects to the price value that is set for a product. The price of a product
depends, and the cost covered for its production for example the materials used, the
labour and the supply and demand of the product. Pricing could also be used to
differentiate a product from others and intensify its image. (Marketing Mix UK)

Product — This is the actual product that is meant to be sold. The product must live
up to what its supposed to do or provide in order for the rest of the other Marketing
elements to work. The strategy will fail if the product can’t deliver the minimum of
what its required. It's not just the product that entices its buyers but also the
assurance that comes with buying it, for example a year's warranty or a time frame

of exchange or return of goods pro xplanation required (] k4 for unwanted items or
unsatisfied customers. (Forbes, 2015

Place — Refers to the location of where the sale has occurred. The location is crucial
to attracting and selling products to the public. As it is human nature to go with what
ever is convenient one of the most preferred convenience to humans is distance. If
the store is within a distance to its consumers, the return of that stores buyers is
almost guaranteed. It is also easier for customers to refer the store to other people,
easier for them to physically go into the store to choose what they want or come in
for a refund or an exchange. (Marketingtutor, 2018)

Promotion — Promotion is the activities used to make the product or service known to
the potential consumers. Advertising the product helps the company to have the
consumers familiarity of what the company wants to sell. Some examples of
promotion can be, TV or radio advertisements, billboard displays, word of mouth and
sponsorship. (Entrepreneur, 2010)




Why is marketing important?

Marketing is a company's foundation, it is the main formula needed to be able to help
run a successful business. Almost all the businesses in the world today uses a
method of a marketing strategy. From helping businesses establish a relationship
with their customers, to creating sales and brand awareness. (Feedough, 2018)

Information

Building a relationship is vital in a business. It greatly helps if the consumers
understand the company that they are buying from, having information builds trust
and makes the customer comfortable to make transactions. This also gives them
knowledge of what they are buying for example instructions of a product. Additional
information to the customers can also include discounts for frequent shoppers, sale
on items or recalls to any faults. (Moving Targets, 2016)

Sustainability

Once a business is known, it does not want to stop there. A business would like to
stay known, up to date and relevant in all aspects. As new ways methods of sales
are being introduced a business can fluctuate to the new trend. This can also help
them to attract younger consumers. Just like information having a sustainable
business keeps the relationship with the customers as the customers also move on
with the change in shopping especially online. (Moving Targets, 2016)

Sales

The main goal of marketing is to get a product or service sold, this is the primary
goal of the company, so it works hand in hand. Selling doesn't just involve good
product there has to be a strategy behind it, the product must have a certain way of
being marketed for its consumers to purchase. Having the right marketing strategy
enables business to keep selling, if they keep selling, they will keep on making profit
hence why having good marketing is crucial to have. (Moving Targets, 2016)

Growth

With online shopping being more relevant. Marketing strategies for the internet also
evolved. For example, instead of going to the website of a business on the computer
customers now can shop on the go with downloading the stores app. This enables
customers to shop on the go anywhere. Social media is also a good influencer, a
business can pay a social media company to advertise their company or product on
their page. (Moving Targets, 2016)




Research

Tesco has 122 stores in Wales (Walesonline, 2015), 3032 Stores in England
(Statisa, 2018), 208 stores in Scotland (BBC, 2015) and more stores proposed every
year. It is obvious that Tesco has a very profound understanding on how to use the
marketing mix.

Tesco Bank; launched in 1997, Tesco’s has broadened their horizons and have
joined the banking industry. This offered their existing in store customers the use of
their Tesco club card and collect club card points whenever they use their Tesco
current account card for purchase. Tesco has also promised its customers UK based
customer service 24 hours a day on Telephone and online. Since then Tesco has
also entered the world of applications with banking like the TESCO Bank app. This
app allows the customers to manage their money online, send and/or receive money
monitor what they spend on and of course help their customers with their savings.
(Fixed Income Investor, 2012). Today Tesco has 5.6 customer accounts and
£10.1bn in customer deposits. (Tesco, 2018)

Aside from the salle of groceries, Tesco’s has also ventured in the mobile industry in
May 29, 2003, Tesco has launched TESCO MOBILE. The new mobile network
promised its users savings up to 50% compared to other network providers. Unlike
other networks that at the time focused on contracts, Tesco Mobiles main focal point
was its pay-as-you-go scheme with the rates of 20p a minute for calls and a standard
10p a text for any UK networks. Tesco Mobile users can also use their Tesco club
cards when they top up to gain rewards in conjunction to their shopping rewards for
more savings (The Register UK, 2003)




The Marketing Mix of Tesco

Price

Tesco have been known to have very cheap prices for their products. The store
offers great deals on most of their products. Tesco’s also offer a price matching a
method where if a customer finds a product with a cheaper price tag in a different
store Tesco’s promises to match its price. (Business Teacher)

Product

- Tesco Banking; Tesco banking offers its customers the convenience of
looking after their money online. As well as loans and granting Clubcard
points to its customers with their purchase when they use Tesco Banking.
Tesco Bank promises ease of access tstomers by having all their
products available online, on mobile or o Feithe phone. (Tesco Bank)

- Tesco Mobile; Unlike most networks Tesco Mobile focuses on the pay-as-you-
go aspect. They offer non-contract plans where customers can choose their
tariffs, they can opt out anytime they want to. Capped plans are also on offer,
this method caps the customers minutes, text or data, the customers won't get
charged for going over their tariffs. Tesco Mobile also offers like Tesco Mobile
Insurance, no charge if the consumer uses their phone in certain European
countries and Tesco Clubcard reward points. (Tesco Mobile)

Place

According to the Tesco PLC website. Currently there are over 3400 stores
nationwide. Each store is strategically placed, to be easily accessible and are near or
in big cities. There are also small stores Tesco Extra which are a smaller branch that
focuses on small busy areas. According to a report by walesonline, in Swansea
alone there are 10 Tesco'’s outlets within 5 miles of the city centre and that number is
still set to grow. (Wales Online, 201 [EfS3a04)




Promotion

- Advertisements; All of Tesco’s advertisements always focuses on low prices,
the adverts are in short sequences. The ads usually show what is on sale and
what customers can get cheaper than other stores, what is on sale, buy one
get one offers and new items. The ad always ends with their slogan ‘Every
little helps.’ (Marketing81, 2018)

- Tesco Clubcard; Tesco customers present their Clubcard at the till during
payments, this can be at a supermarket, fuel stations or online. The Clubcard
gathers points every use. After the customer has accumulated enough points,
they can convert those points into vouchers where they can use them instead
of actual currency to purchase items instore or online. (The Sun, 2018)

Marketing in Logistics & Transport Industry

The marketing mix and logistics share a similar trait. The two aim to supply the
consumers’ needs and wants. The marketing side showcases what the consumers
want to purchase or what they could potentially obtain while the Logistics & transport
side handles the process, supply, delivery and distribution of the products. (Barcik &
Jakubiec, 2011)

Marketing and logistics help contribute to the possibility of successful transactions
between businesses and its customers. They both help achieve the required level of
trust, satisfaction and loyalty that a business needs to have a loyal customer base to
keep their credibility. (Min & Mentzer 1999)

Logistics transports the products for the consumers, a business establishment
maximizes its usefulness to its consumers because of the effectiveness of moving
materials from production to the shop floor by logistics. Logistics fully utilizes that
establishments usefulness to its customers by hai constant and reliable supply
helps attract more buyers. A synchronized relatiometween Marketing and
logistics creates a marketing rhythm that keeps the flow of the sales going for the

business and more demands being transported by logistics. (Small Business)
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The relationship of Marketing and Logistics

Source: Ciesielski (1999)

Information Sharing between marketing and logistics.

Information sharing between logistics and marketing helps the two parties coordinate
with sales and supply. By sharing the business’ marketing data to the supplier. The
supplier will be able to have a forecast of materials to order to produce the products.
The shared information can be implemented in delivery services that a business can
offer the location of the customer, the timings, distance and what their order is. The
courier will handle the deliveries for the business while the business will commit to
the couriers’ service for deliveries to their consumers. (Seidmann & Sundararajan)




Conclusion

The introduction of the marketing mix proves to be one of the most useful assets to
have a successful and profitable business. The effective use of marketing mix in
logistics and transport is displayed by how a businemwing, with the two parties
communicating both help one another to achieve their goals. The ability of a
business to keep on trading is complimented by the supplier by keeping on
transporting the products that the consumer needs and/or wants. In time in large
quantities and in the locations that demand them.
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