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[bookmark: _Toc91338106]Introduction
The report is based on the marketing fundamentals, to demonstrate an understanding of the ongoing trends in the business environment, also the various aspects of the marketing process that are, situational analysis, objectives, strategies and controlling etc. The external analysis of the chosen organization that is the McDonalds will be conducted using the Pestle analysis tool and the impact of Covid-19 on the external factors will be shown and examined whether these factors are favorable or not for the McDonalds. Also, the internal analysis of the McDonald will be done and here also the impact of the Covid-19 on the organization’s internal practices will be discussed. The Porter five forces will also be conducted in the below report, to analyze the various impacts of the Covid-19 on the organization. The STP that is the segmentation, targeting and positioning of the McDonald's will be analyzed. The marketing elements will be discussed to understand how McDonalds use these elements for their smooth run of business. Although at the end of this report conclusion is drawn as well as some recommendations are also provided for improvements or to tackle the threats.


Overview of McDonalds
McDonald is an “American fast-food company” which was founded by Richard McDonald, Maurice McDonald and McDonald’s Japan on 15 April 1940. The headquarters of McDonald's are in Illinois, Chicago, United States, since 2019 the CEO of the McDonald is Chris Kempozinski. In 2019 the revenue of McDonald's is recorded as 2,107.6 cores USD. The major competitors of McDonald's are KFC, Subways and Burger king. In 2020 it is recorded that McDonald’s will have 200,000 employees.
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Marketing process analysis:
The Marketing process analysis is to examine the various stages of the marketing such as, situational analysis, objectives, strategies, controlling, implementing etc. These are the various stages of marketing as situation analysis will help the organization to analyze the organization's current situation by which they can develop various strategies and implement them that will lead to the effective marketing of the organization (Dilip, et al., 2021). This is very important for an organization to analyze the marketing process effectively for sustaining for a long time in the competitive business environment.
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External analysis of McDonalds:
Here, the external analysis of the McDonald is conducted by using the Pestle analysis framework or strategic tool.
Political factors: Due to the current pandemic of Covid-19 the political relation between the countries has become not so good, as a result because of corona virus the countries have restricted the peoples to enter the other country (Bermiss and McDonald, 2018). Not only this, because of the Covid-19 the supply chain management of the McDonalds is also affected in a negative way that there are not able to supply their products across the world, which is leading to the decrease in sales of the McDonald’s. In fear of being affected by Covid-19, various countries have restricted the import of food items from the other countries as this can lead to the spread of Covid-19 within the country. This gives a negative impact on McDonald's as they are not able to supply worldwide, which is resulting in a decrease in sales.
Economic factors: As per the research it is found that due to the pandemic of Covid-19 the global restaurant sales decreased by 22%, which is a negative impact for the food and restaurants Companies. Due to the pandemic the economy of the United Kingdom was reduced, as because of lockdown the employment rate was also decreased and resulted in low consumer disposable income, which does not allow the locals to buy more for their essential needs (Hite and McDonald, 2020). This has resulted in the decrease in sales of the McDonalds, so the economic factors are unfavorable for McDonald’s.
Social factors: Social factors also give a negative impact on McDonald's because of the Covid-19 pandemic the people have become more health conscious which does not allow them to have foods from restaurants or from the outer environment (Lang, et al., 2021). In the pandemic the health conscious people only prefer home food, which is healthy for their physical health. This is also a reason which has reduced the sales of the McDonald’s as people are mainly preferring home food. Social factors are also favorable for McDonald's.
Technological factors: In the light of the current pandemic, technological factors have a positive impact on the business organizations. McDonald's has used technological factors in an effective manner during the pandemic as they have adopted the various and innovative technologies which helped them to continue their production in Covid-19 safe criteria. These technological installations also helped them to make their employees Covid-19 safe and the working environment to be safe from corona virus (JAMIL, et al., 2020). Technological factors allowed the McDonald’s to promote their products in the pandemic, as because of the pandemic physical contact with the consumer was stuck at that time McDonald’s has used E-business to continue their sales. The technological factors are favorable for McDonald’s.
Legal factors: Legal factors such as the “Fair labor standard Act” which describes the minimum wages for employees working in the organization, to pay wages according to their designation not on the basis of their caste, religion or race etc. McDonald’s works under the rules and legislative laws of the government, which allows them to effectively operate their business. During the pandemic the sales (Togan, 2021) of the McDonald’s were reduced but they are following the legislative laws of the country and paying the minimum wages to their employees without gaining profit from the business environment. The impact of legal factors is also not favorable for McDonald's.
Environmental factors: In the ongoing current pandemic, McDonald’s has taken care about the environmental factors, as they have adopted the sustainable resources which are reducing greenhouse emissions and making the environment global warming free (Thien, et al., 2018). Environmental factors such as the climate change causes a negative impact on McDonald’s as they use organic raw material for their production, and due to the natural disasters, the costs of the raw materials get increased which does not allow the McDonald’s to sell their products at low costs.
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Internal analysis of McDonalds:
To analyze the internal factors of the McDonald’s the SWOT analysis is conducted here:
Strengths: The main strength of McDonald's is the quality of their product which they sell at their stores. This strength of McDonald’s helps to capture the market share which leads to increase in sales of the McDonald’s. Significant strength of McDonald’s is their hygiene in their products and stores, which attracts more customers to their stores and builds a strong brand image in the eyes of the public. The strong brand image of the McDonald's helps them to effectively operate their business as they get more customers and also McDonald’s has won the trust of their customers which does not allow their customer to switch the brand. The food products of McDonald’s have a great taste which makes the customers retain at their store, and always leads to increase in sales and development of the organization (Tangkuman, et al., 2020). In the light of the current pandemic McDonald’s have designed their stores in Covid-19 safe places, where automatic sanitizers technologies are used and also while producing the product, they always take care about the protocols to avoid Covid-19 infection. This action of the McDonald’s has become a strength for them as customers do not feel any fear to have foods in McDonald's, as they are following all the Covid-19 protocols which the other companies fail to do so. So, the McDonald’s strengths are favorable for them.
Weaknesses: The major weakness of the McDonald’s is the “limited process flexibility”, they do not practice various processes they only implement on a single plan which is ongoing for a long-time. Another weakness of the McDonald’s is the low product diversification which needs to be improved by the McDonald’s so that they can attract more and more customers which will enhance their sales and will lead to the development of the McDonald’s (Yaacob, et al., 2021). McDonald’s needs to adopt product diversification as this action of McDonald’s will provide new taste to the existing consumers and will attract new ones. Though, these aspects are not favorable for McDonald’s.
Opportunities: The opportunities of McDonald’s are they need to improve their home delivery services, as sometimes they fail to serve their product on time. This is important to be punctual in the food industry as customers do not like to get late service while paying high costs, a s the price of the McDonald’s products are not so low. McDonald’s has the opportunity to improve the home delivery service, adopting this action will lead to the better experience of the consumers which will make the customers retention at their organization (Royle and Rueckert, 2020). McDonald’s should also develop new and innovative products for the “vegan customers”, it will also lead to the increase in sales which is very beneficial for McDonald’s. As McDonald’s has a high brand image and loyalty of customers, they have the opportunity to capture the huge market share in the different countries by merging or collaborating with the ventures in the other countries. They also have the opportunity to develop new products to support their existing products which will offer the customers a taste of the new products and this will give a better experience to the McDonald’s customers. However, these above aspects are favorable for McDonald’s.
Threats: The major threat for the McDonald’s is the continuous switching brands of the customers, as this leads to decrease in sales of the McDonald’s. As during the pandemic, the stores of McDonald’s were shut down, at that time the customers were switching the brands continuously as they were not able to have the foods of McDonald’s, this resulted in the decrease in market share of the McDonald’s (Kee, et al., 2019). Another significant threat of McDonald’s is, because of the pandemic, the number of health-conscious people have increased, and to take care of their own health they don't prefer any kind of fast food because it can lead to unhealthy conditions for the individual. As McDonald’s is a global brand their practices can be affected by the fluctuating economies and also due to the recession. The threats of McDonald’s are not favorable for them.

[bookmark: _Toc91338110]Porter’s five forces:
Competitive rivalry (High): McDonald’s is facing huge competition in the business environment, as in the fast food, or restaurants various types of brands are available in the market and they are supplying various similar products at reasonable rates which are creating huge competitive rivalry in the marketplace. Some of the major competitors of McDonald's are Burger King, KFC, Pizza Hut, Subway etc (Khan, 2021). These brands are also facilitating the same types of products and services in the marketplace, which distributes the market share of competitors of the McDonald’s and result in low sales rate only because of the vars competition in the business environment.
Bargaining power of buyers (Low): However, there’s a huge competition in the business environment but then also the bargaining power of the buyers are low because the price of the McDonald's products, foods or services are supplied at fixed rate, so no bargaining takes place. As McDonald's has become a global brand and its stores are in different countries, in some of the countries the bargaining power of the buyers are high because they are getting substitutes at low costs which decreases the market share of McDonald's (Raj and Singh, 2021). Due to the pandemic the McDonald's has adopted all the precaution and supply in an effective manner which does not allow the buyers to bargain more for their products.
Bargaining power of suppliers (Low): McDonald's has a huge brand image in the business environment; this allows them to effectively supply their products as they use both the supply chain management which gives the ability to supply till the corner end of the country. As these have a strong supply chain and have a huge brand image, the bargaining power of the suppliers is low as if a supplier denies to supply then the other one is ready to supply (Kwinta, 2018). As because the suppliers know the high sales of McDonald's and because of that the suppliers sa1les will also increase.
Threats of substitutes (High): As there is a vars competition in the food industry, various substitutes companies are available in the market who supplies their products at low costs. This results in the high threat of substitutes as the customers are getting similar products at low costs which does not allow them to buy the products of McDonald's at high costs. One of the substitutes is Taco Bell which also produces  the same products and supplies at low costs which creates threats for McDonald's.
Threats of new entrants (Low): McDonald's has a huge brand image which gives them the ability to effectively sustain in the marketplace while gaining much profit from the business environment. The threat of new entrants is low for the McDonald's, as they have already won the trust of the customers and this resulted in the high switching costs for the consumers, so they customers will never switch the brand for a new entrant company or organization (Schramade, 2019). McDonald's is the threat for the new entrants as they have captured the huge market share which will not allow the new entrants to capture their market share.
[bookmark: _Toc91338111]Segmentation, Targeting and positioning:

	Types 
	Criteria
	Target

	Geographic
	Region

Destiny
	They target both the domestic and international customers.
They target both rural and urban.

	Demographic
	Age

Gender

‘Life cycle stage”

Income


Occupation
	9-45 years old

Both males and females

They target the bachelors as well as the newly married “couples”.
McDonald's target both Middle and low income level of customers

Professionals, students and employees too.

	Behavioral
	“Degree of loyalty”

Customer’s status
	“Hard core loyal customers”
The regular fast-food lovers or eaters.

	Psychographic
	Social class

Lifestyle
	Middle classes, lower and working.
They target (Dolnicar, 2018) the mainstream peoples in regard to the cross-cultural consumers “characterization”.
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7ps of Marketing Mix:
The 7ps of the marketing mix elements is elaborated below in regard to McDonald's.
Products: The products of McDonald's are high quality products which attract more and more customers, and results in enhancing sales. Some of the products of McDonald's are French fries, burgers, pizzas etc (Rajawat, et al., 2020). They produce varieties of products which give their customers a better experience whereas other companies fail to do so. The product quality of McDonald's is so good, and this makes the customer happy and helps them to maintain the customer’s retention.
Price: The price of the McDonald’s products is high but it's reasonable for their segmented and targeted customer which allows them to buy the products of McDonald's. McDonald's uses the cost-plus pricing strategy which allows them to gain more profit as in this pricing strategy the cost of production is added to (Kencana, 2020) the profit margin of the product and builds an effective or reasonable price which allows them to sell it effectively while gaining profit.
Place: As stated above McDonald's uses both the supply chain management which allows them to effectively supply their products and services across the world. The strong supply chain management of McDonald's leads to the effectiveness in supplying products and results in the increase in sales of the McDonald's products (Raduzzi and Massey, 2019). Their strong supply chain helps them to effectively interact with the customers. This gives proper feedback of consumers regarding their food products which helps McDonald's in their product development.
Promotion: McDonald's uses various types of promotional strategies which includes both the physical promotion and digital promotion too. They build big hoardings at the marketplace to attract customers, and also use digital promotions such as advertisements in T.V, social media influencers which promote the products of the McDonald's (Anantri, et al., 2021). They also promote their products via their brand ambassador Justin Timberlake. McDonald's high brand image helps them in promoting their products, as various promotional channels are willingly ready to promote their products. These above promotional strategies help the McDonald's to face increase in their sales which is leading towards the development of McDonald's.
People: McDonald's people such as the employees of the McDonald's are skillful, this gives them the ability to produce high quality products which satisfies the needs and demands of the products and results in increasing sales of the company (Langert, 2019). McDonald's only hires the best employees for their organization so that they can effectively fulfill the needs and wants of the marketplace.
Process: Their process of production and supplying plays a very important role in their development, as their production process is full hygiene and supplies high quality food products to the customers (Akcam, 2020). Their supplying process is also bright as they directly supply their products to their costumes which make the customers retain at their stores.
Physical evidence: McDonald's physical evidence is their hundreds of stores across the world which provides the physical evidence of McDonald's. They also have high quality and huge warehouses across the world for stocking their products (Swami, et al., 2021). Another significant physical evidence of McDonald's is their high brand values around the globe, which provides the physical evidence of their organization. 
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Conclusion and recommendation:
The above report is based on the marketing fundamentals, and demonstrates an understanding of the ongoing trends in the business environment, also the various aspects of the marketing process that are, situational analysis, objectives, strategies and controlling etc. The external analysis of the chosen organization that is the McDonalds is conducted using the Pestle analysis tool and the impact of Covid-19 on the external factors is shown and examined whether these factors are favorable or not for the McDonalds. Here, the internal analysis of McDonald is done and also the impacts of the Covid-19 on the organization’s internal practices are discussed. The Porter five forces are also conducted in the above report	and the various impacts of the Covid-19 on the organization are also discussed. The STP that is the segmentation, targeting and positioning of McDonald's is analyzed. The marketing elements are discussed and understood how McDonalds use these elements for their smooth run of business. McDonald's should enhance their product design to attract more customers and also to set lower prices for their lower level of customer so that they can afford it easily.
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