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INTRODUCTION
Marketing fundamentals and theories are the method, activity or the process of creating the product, communicating, delivering and exchanging offerings that customers have the value. There are some basic elements which should be present in the successful marketing, as anyone starts the business they have the scarcity of two things that is time and resources so to overcome from this one need to made the successful plan to market their product they need to do the proper market planning, this is being done before the incorporation of companies (Baker,and Hart, S. eds., 2016). Marks and Spencer deals in the clothing, home products and food products. Presently they have 979 stores in the UK including 615 stores of food products. In 2018 they have 80,787 employees working across all the stores. One of the most famous brand portfolio, sold unisex products like coats, skirts, lingerie and hosieries. They penetrate and retain the customers by using the different market strategies and motivate them that they are using the best of the industry and follow all the code of ethics. They have made the slogan “The Customers is always and completely right” (Yasnolob, and Radionova, 2017). Marks and Spencer have used the marketing theories wisely in efficient manner and make their business succeed in worldwide and they are leading company in the textile, home luxury products and food market. This report will lay emphasis on Blog post creation to communicate target audience of Marks and Spencer. Also, the report will cover development & planning of blog posts. Support in marketing campaign will also explain in the report. 
TASK 1 A

Creation of a blog post to communicate with target audience of Marks and Spencer 
Segmentation
It is very important for the organisation to understand the need of customers by doing the segmentation or grouping of the customers through the market research. This is being done by to understand the choices that they make, what are their needs, preferences and make the thing \s which could be affordable who wants it (Baker, and Hart, S. eds., 2016).

I did this through the segmentation or identify the customer need, preferences, choice, the highest selling product or through the demand (Elshiewy, Guhl, and Boztug, 2017). So that company can generate the maximum revenue and from this company can design its strategies in a way that maximum customer will fall and attract so the company can earn maximum profits. By segregating the product and make them fall in the category where the customers can make the first preference for the store is the key to success. It is first and foremost rule of the marketing strategy to retain and attract maximum customers.


By doing the segmentation Marks and Spencer will succeed to attract the customers in long run and make them aware about how they focus on their customer needs and preferences and motivate them by applying this implied strategies. Marks and Spencer are the best in the segmentation as the have segmented their products in all the categories and having the products of all the range

Marketing mix

The concept of marketing plan is to find out all the habits, desires, preferences and to understand the taste is the important element of the marketing mix (Elshiewy, Guhl, and Boztug, 2017). Once the marketing strategies is being decide than one has to make the plan and then set out how to execute this strategy and make it succeed. 4 P's theory is being applied in marketing Mix and have significant role.
· Product
First P is product that is to innovate the new product for these competitive market by keeping the note what is being desired by the customers. The criteria for the product development should be very specific and target the customers with level of income (Baker, and Hart, S. eds., 2016). 
· Price
Second P is Price, it is the most important factor in marketing mix, company must have to keep in mind about the price quotation that the value of product they are offering. At the time of determination of price the company must keep in mind that if price is too low than they can not realise the profit and if it is higher than the other competitive suppliers than it leads to decrease in sales and company will suffer loss. Price should be optimum so it would not mislead the market.
· Promotion
Third P is promotion once if it is decided the what we will sell and for how much price than we have to decide hoe to introduce our product among the public so that the customer can find it, there are so many ways to promote the product through media, social media, newspaper, campaigning, mouth publicity etc. All these ways of marketing depends on the scale of operation and the decided budget (Visser, Sikkenga, and Berry, 2018). 
· Place
Place it comes on 4th P it determines where and how the ultimate customers will reach out to the product. No matter how good the product and service is if the customer cannot reached their. So to decide the place is the most important factor (Visser, Sikkenga, and Berry, 2018).

Marks and Spencer always motivate their customers with their goal oriented behaviour, at the same time they always discover the need of the customer and make the different strategies to satisfy them and make the things available easy to them. According to this various theories the aim is to motivate the customers and minimize any physical plan.

Product Life cycle
Life cycle of product is important concept in marketing, it starts from evolving of product to its obsolescence. To make their interest and educate the potential customer is important thing in product life. At the time when company is growing, the efforts should be made to brand the image among customers and open more supply chains or additional distribution to eliminate the competition. Product life cycle mainly goes through the stage starts from the introduction stage to it decline stage (Baker, and Hart, S. eds., 2016).

I always believe in concentrating on the market or penetrate the market according to the stage as it was growing stage company has to maintain the quality pricing and appropriate distribution of the product. So to remains in this phase, and in the declining and maturity stage I have to be very clever at that time and maintain the product, harvest the product and make the strategies to attract the customers like discounts, lower the price rate etc.

Marks and Spencer knows very well about the product life cycle they knew very well that when their product is going to obsolescent and what will be the prime time to introduce the new product in the market (Visser, Sikkenga, and Berry, 2018). They are one of the most leading company in the textile segment and the most reputed brand among this industry.
Marketing alignment

To make the market strategies more strong and effective, company must have to communicate all features, benefits or psychological need of the ultimate consumer. It is always recommendable to align the generic strategy into business strategy. But one always have to keep in mind about the low cost alternative products available in the market in comparison of their product than these strategies will not go to be work out. 

I always follow the practice of comparison of product to maintain the quality of our product as compare to other substitutes available in the market and maintain the price also, high variation in  price always effect the demand (Elshiewy, Guhl, and Boztug, 2017).


As Marks and Spencer did the alignment of any two strategies or task is just to increase their return on investment, big companies like Marks and Spencer are at the high level of needs to achieve better performance and result so they need the business alignment which improves them to retain the customers as well as maintain their goodwill among the worldwide.

Understanding the client through social media

Social media can be used in marketing campaign such as activities like promotional and campaigning make us to understand the taste and preference of the client and customers. As it is important to make the marketing plan strong and implied it proper way, having a solid market plan can help to analyse the gaps in the market and make ease to understand the client. For this marketing strategies should be used in positive manner as this create a customer base for the company. Marks and Spencer have understood the marketing plan and implied it as they have their stores in the cities where other competitors were not existed (Baker, and Hart, S. eds., 2016). They have use various strategic planning concept that helps them to attain the goal in the marketing, sales, promotion through understanding need of customers for Marks and Spencer.

Marketing theories are very essential to every segment of business as it divides the business and make it more efficient by taking care of the customers by making various hypothesis of the market and understand the need of the customer, taste, preference, availability. This helps them to attract the customers in more easy way. As these are the important areas of marketing and these are the activities that supports the overall marketing strategies and make the brand strong. Marks and Spencer are one of the best in using and applying the marketing theories in the best possible way. They are known as iconic retailer in 'British Quality goods' (Visser, Sikkenga, and  Berry, 2018).
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