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[bookmark: _Toc59897202]Introduction
A successful project has to maintain proper communication with all of its stakeholders. The project is to make people aware of a new product, Chocolate oat milk of Nestle. The target audiences or customers are the middle and old aged people of the UK, the blogs will be posted by a senior executive of the company on behalf of the company.
[bookmark: _Toc59897203]Blog1: Product and business commitment of Nestle 
The chosen company here is Nestle and the target project is the marketing of its new product chocolate oat milk. This product is designed based on the market analysis where the company has found that the people are now interested to have protein with less sugar. The company has thus produced this brand with the commitment to provide protein with less sugar. It has been found that several people have responded positively to the Facebook page of the business (Brafton. 2020). People left a positive comment there and also recommend others to buy this brand. Besides that consumer expects that they will have the same product for which Nestle is commitment. From the side of the business, it is always assured that the business is committed to providing the best quality food. Moreover, as this is the case of foods that are directly related to the health and happiness of the brand, we are very careful about our product and to ensure the benefit of the customers by keeping them out of harm. However, the business will continue its development activities based on the comment of its consumers.
[bookmark: _Toc59897204]Blog2: Price and value sharing of Nestle 
This is very important to make people feel that they are having value for which they are paying money. That means the business must provide value for which customers will pay for. Businesses can create and maintain a long term relationship with the customer if it can ensure value sharing to the customers. The business has to keep in mind and keep in mind that nobody will pay for nothing or less value, if anyone pays for that would be his or her mistake and it will never be repeated. So value creation is important to have the promotion of a certain product and services. For the concerned case of Nestle, the business is very much calculative for pricing the products (Fifield, 2016). It has collected feedback and comments from the customers, marketers and all other market participants, especially it has considered the product and pricing of the competitors. I can assure the customers that the business is not taking an extra price for which value is not providing; they just pay for which they are getting the optimal quality. Again, customers will have a lifetime connection with business online and offline.
[bookmark: _Toc59897205]Blog3: Nestle Promotion and sales campaign 
This is the method of communication that the business that will provide information to different parties and customers about the product and services. There are lots of activities that are related to product promotion such as advertising, public relations, personal selling, and sales promotion. By promotional activities, the business wants to make the business and products familiar to the customers; actually, the objective of the business is to increase awareness of the product by promotional activities. When a business for the first time comes to the market with a new product or service, promotional activities helps the business to be familiar with the customers (Activecampaign, 2020). The product idea, knowledge, benefits, etc. are described to the customer product promotion. Our new product, chocolate oat milk of Nestle will be promoted through a promotional campaign. The business has the plan that it will sell some of its products at a lower price and it will gift the product. The objective of this campaign is that the customers at a large number will come to buy at a lower price and they will be familiar with the new products. After that, they will choose the new product as the product has been developed based on public demand and also maintaining the required quality.
[bookmark: _Toc59897206]Blog4: Place and product distribution of Nestle 
Nestle usually sells its products through supermarkets and the convinced place from the customers' perspective. Once again place is the delivery of the product at some location or points where consumers have easy access and they are comfortable to come and do their shopping. In this regard, the business must consider the ins and outs of the place from the perspective of the customer in terms of the convenience of the customers (Apm, 2020). We know the place is the kind of distribution of the product. As we have online and offline communication with the audience or customers we learn the appropriate place to distribute the product properly. Business is currently using its physical and virtual distribution channel such as it takes purchase order from the online platform (Ueno, 2010). Besides, Nestle has some franchise operations where it provides its brand and license to sells products and services of the company. Thus products will be distributed based on selection distribution such as outlets to the convenient points. Thus we have the choice of selective outlets and online platforms for distributing our products. Someone can easily make an order or purchase products from a convenient distribution point. 
[bookmark: _Toc59897207]Blog5: Nestle People and business-standard
This is very important for any business to have the right staffs and people to make standard operation and standard services for the customer. Nestle believes that appropriate staff is essentially required to produce the expected and customer services. For this reason, the business has the right processes at every stage of recruitment to have the right people and after that, the company provides training and teaching to make people even smarter. The business has the points to ensure its customers that it will provide the best product along with the best customer service by its perfect staff setup (Patel, 2010). We assure people that the people will have more value product than that of competitor at the reasonable costs as the business is using the latest technology and smartest staff group. However, our company always keeps in mind that the customers always consider the interaction they have with the employees of the business and thus they produce the judgment and make perceptions regarding the business. Thus this is easily understandable that the company will have an excellent image if it can have and maintain a perfect staff setup. As the business has left the option for the customers to give their review and rating, the business can easily measure the interaction of the employees with the customers, thus the business would like to assure that the customer will have a great experience with the business.
[bookmark: _Toc59897208]Blog6: Process and Nestle Business model
The process is the set of activities that are related to assisting the organization in delivering the services. Customers feel comfortable with the business which is ready to serve them at the time when they order a specific product or service (Rahim, Dwi Hastuti & Ningsih, 2018). Nestle believes that customers will be satisfied when they are delivered the products at the time they order the product. It means the business has to serve the product within the minimum time and also making sure the best quality of the products and also the services (Peter & Olson, 2010). In the case of the new products, chocolate oat milk, the consumer will be expecting to get the product at their nearest outlets and also to get quick delivery if they place an online order. To make the best process of the business the company will check the product availability regularly and also keep sufficient delivery man for quick delivery.

[bookmark: _Toc59897209]Blog7: Nestle Physical evidence
The company will be selling its products to its authorized outlets and also make the products available to the franchisee. The business will care about the expectation of the customers such as a neat and clean environment so that customers have the attraction to come to the store for the product. The business will provide a nice atmosphere for the customers. Thus Nestle will care about the neat and clean environment of the stores along with the charming behavior of the staff of the stores. So, it can be assured that the customer will have a great experience such as the decoration of the stores, searching convenience, fresh environment, etc. when they come to the stores of the business (Biggemann, 2012). The business strongly believes that the customers are very interested to have the best products from the best stores with the best behaviors. This is an essential factor of the marketing mix; the business knows customers will make a perception based on the product offering styles and environment. For this reason, Nestle is very much careful to ensure the best customers experience. It will make a proper decoration of its stores and also appoint smarts people to handle customers nicely. 
[bookmark: _Toc59897210]Conclusion
Finally, it can be said that the marketing mix is properly used to make proper communication with the audience or the customers of the business. This is very much possible that the audience or customer will have a clear idea about the business and the product by observing the above blogs and they will feel positive about the project (Baines & Page, 2013). So, hopefully, the projects will be successful by virtue of the messages of the blogs.
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