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Introduction
Infosys Limited is an Indian multinational company which deals in business consulting solutions, information technology and outsourcing. It was found in 1981 by seven engineers, some of them are N. R. Narayana Murthy, Nandan Nilekani, S. Gopal krishnan, etc. Some of its major competitors are Wipro technologies, Cognizant, Tata Consultancy Services, etc. 
Infosys ltd is an IT services company with specializing in the IT domain, Consulting and Business Process Management. Infosys spread across more than 50 countries with an employee base of 200,000+. The big company like Infosys requires to have a very strong HRM strategy and skill identification and performance plan to support the very aggressive growth and objectives. To support this view, I have shared a business case which covers organization’s marketing activity.

Executive summary – 
Infosys’ BPS subsidiary was established in 2002 and offers digital marketing services, sales, fulfillment, F&A services, legal processing, HRO, customer management services, knowledge services (KPO), sourcing, and procurement services. 
Since 2005, various parts of the organization (including customer management services and social media support) have provided publishing services to both industry clients and advertising agencies. In August 2017, Infosys acquired London based digital innovation, product design, and customer experience studio, Brilliant Basics for estimated £7.5m.
The Infosys Digital Marketing strategy provides end-to-end solutions to enterprises seeking to ensure efficiencies and effectiveness in their digital marketing efforts. We work with CMOs to help leverage multiple channels to engage the consumer, build long-term relationships, and harness the explosion of data while measuring and enhancing the ROI of digital marketing.
Infosys Digital Marketing offerings leverage cross-channel integration to engage the consumer, harness consumer data, generate insights, and measure business value. Seamless to integrate and easy to adopt, our solutions offer robust technology-based platforms to fulfill to fulfill your end-to-end digital marketing requirements.

CMO Challenges Today:
Infosys believes that the top three challenges being faced by CMOs are:
1.	Growing revenues and profits
2.	Contending with stronger and new competition in the market
3.	Connecting better with customers As a result, CMOs have realized that in order to maintain competitive advantage they need to:
· Invest in the customer experience to drive business advantage and profitable
· revenue growth
· Harness the unprecedented possibilities promised by the social and consumer
· experience analytics
· Leverage multiple channels to engage with consumers and create high-quality
· content that attracts and retains customer interest across all these channels
· Master the correct metrics and measure the ROI of digital marketing
Infosys Marketing Mix (4Ps) Strategy

Marketing Mix of Infosys analyses the brand/company which covers 4Ps (Product, Price, Place, Promotion) and explains the Infosys marketing strategy. There are several marketing strategies like product/service innovation, marketing investment, customer experience etc. which have helped the brand grow.
Marketing strategy helps companies achieve business goals & objectives, and marketing mix (4Ps) is the widely used framework to define the strategies. This article elaborates the product, pricing, advertising & distribution strategies used by Infosys.
1 Infosys Product Strategy:
The product strategy and mix in Infosys marketing strategy can be explained as follows:
Infosys is an India based leading technology and consulting solutions company serving clients worldwide. Infosys Limited provides business solutions and consulting in its marketing mix to various industries like pharmacy, insurance, mass media, transport services, retail, manufacturing, banking, defence, energy, etc. Infosys manages, administers and apply Information technology function, also it crunches data for these companies. It develops software which are specialised to the needs of the business. Also, maintains and further develops this software. Infosys also provides corporate governance data, analytics like that of sentiment analysis to different companies to see how consumers are reacting to the products. Recently, the two units of Infosys Lodestone and Management Consulting Services have come together under the banner of Infosys Consulting brand.

2 Infosys Price/Pricing Strategy:
Below is the pricing strategy in Infosys marketing strategy:
Infosys has a diverse service and solutions offerings and the pricing is dependent on factors like client, geography, industry, forex and the solutions sought by the companies.
Infosys enjoys the benefit of lower labour cost in India while high skill set as with the surge in the number of engineers produced each year India was on a high all through 2000s. Infosys rode on this high tide to hire cheaper high skilled labour. Infosys faces immense competition. Main aim of Infosys to enter into more and more diverse industries. Therefore, Infosys follows a penetrating pricing strategy which means that it offers the services at a low price while ensuring precision and quality of the services.

3 Infosys Place & Distribution Strategy:
Following is the distribution strategy of Infosys:
Infosys has a presence in over 50 countries and has more than 1000+ strong global clients. Infosys being the largest IT company of India, it is present in USA and Europe as well. All these show how the place strategy in its marketing mix has enabled the company to become a global brand. Besides, it has offices on China, Germany, Sweden, Australia and Belgium. Other than offices it also has training and development centres, sales and marketing offices in many other locations to ensure seamless performance of the company. The scale of operations of Infosys is worldwide, in fact it is the biggest employer of H-1B visa holders in the USA.
Infosys is all set to grow its existence in Germany.

4 Infosys Promotion & Advertising Strategy:
The promotional and advertising strategy in the Infosys marketing strategy is as follows:
Infosys has undertaken Academic Entente which provides opportunities for employees of Infosys to manage working and learning together by company sponsored trips, case studies, speaker sessions, etc. An initiative called Infosys Foundation which caters to the green aspect of the company has been underway leading to Infosys becoming the one of top twenty green companies. Infosys also hands out an accolade called Infosys Prize to a scientist, engineer, researcher, etc. from India a corpus of rupees sixty-five lacs, a certification and golden medallion. Infosys has a brand awareness in the field of software, BPO, KPO, etc. industry. The Digital India wave has favoured Infosys, bringing the company to the forefront.

Since this is a service marketing brand, here are the other three Ps to make it the 7Ps marketing mix of Infosys.

5 People:
Infosys is one of the top recruiters in India in the IT and consulting sector. Employees at Infosys are required to possess the following qualities for business solutions consultancy:
• Advisory skills
• Business skills
• Communication skills
• Management skills
• Technical language skills
Infosys employs 200,000 employees which serve globally. With the big data, cloud and analytics boom I software industry, Infosys is looking forward to hire around two thousand and one hundred more employees. They will be hired in US to help deal with increase in skill demand and improve global presence as well.

6 Process:
Infosys is involved in software development tailored to the needs of the client, ISP providers, interactive data access and analytics. Also online database management. At Infosys there are units like BPOs and LPO, etc. where clients are divided on the basis of their functional need. Zero Distance is a framework followed at Infosys which stands for eliminating all gaps between the client, his needs and the employee working on it so the processes are faster, more apt and streamlined to client needs. This leads to increased customer satisfaction. Infosys is perceived to be a company which hires and values only performers.

7 Physical Evidence:
The biggest physical evidence of Infosys are its company campuses which are presence all across the world. Some of the presence which the brand has are:
• Infosys won “Corporate Citizen of the Year Award’ by the Economic Times Award 2015
• Exemplary corporate governance certification by the Institute of Company Secretaries
• Pune and Bangalore buildings were awarded the Leadership in Energy and Environment Design (LEED)
Apart from this, the physical presence of the company are highlighted by innovative initiatives like Infosys foundation, Infosys Labs, Academic Entente and an annual prizes for scientists & researchers called Infosys Prize. All these complete the marketing mix of Infosys company.

Drive business transformation through Social media marketing:
Modern businesses face a number of major pain points:
· Competition is increasing from more agile players.
· Profit margins are shrinking.
· Customer acquisition and retention is more challenging than ever before.
· Constant effort is needed to keep up with client expectations and rapidly evolving technologies.
Strategic decision makers are recognizing the need to leverage the power of social media platforms such as Facebook, Twitter, LinkedIn, Instagram, and Quora to overcome these pain points.
Digital transformation has become an imperative for growth for businesses of all sizes. This applies to all industries 
– banking and insurance, airlines, telecom, automotive, technology, FMCG, retail, manufacturing, healthcare, energy, or utilities. Technology disruption and seamless customer connect through social media can successfully bring about a digital business transformation that significantly reduces operational costs, enhances customer experience, and reduces turnaround time. Over a million new social media users are added every day on the mobile platform.
How social media helps business 
 Enhances customer experience:
 Customers have grown accustomed to an immediate response from brands, be it for a query about a product or service or a complaint. Different social media channels and chat applications can be matched to specific customer management processes, across every touchpoint in the customer journey.
1. Gives your brand a human touch:
 According to an article in TIME Magazine, social media posts focused 80% on customers and 20% on the business itself can make your brand more approachable and authentic. You may also add a few snapshots of your team and daily life in your office. You can even create content according to your buyers’ persona.
2. Keeps your company agile:
 Social media platforms such as Twitter, if used to their full potential, can give you real-time news updates and trending topics. This can help you form an in-depth as well as a general view of how the customers perceive your brand as against your competitors. The dynamic data from social media platforms can help your company remain agile and quickly adapt to upcoming challenges.
3. Generates potential B2B leads:
 LinkedIn is an excellent platform to initiate the first connect with your target clients. Social media can drive B2B leads, who can then convert into potential long-term clients.
4. Transforms overall business with social media:
Traditionally, social media has been just a digital marketing tool. But, it is now being leveraged by ambitious companies for their overall business transformation. According to industry insights, 90% of consumers want to interact directly with brands over social media, creating a strong demand and unlimited potential for delightful, omnipresent, and real-time customer experience.
5. Enhances search ranking:
Google search algorithm gives a priority to brands with a robust social media presence.
6. Builds trust with the consumer:
 Social media has been part of people’s daily routine for over two decades; it’s almost omnipresent. Businesses without a strong social media presence are perceived as either unsuccessful ventures or not worthy of consideration. Lack of social presence can lead your customer to a competitor. Strong social media presence helps build trust among your potential customers.
7. Slashes the cost of traditional marketing:
 The traditional marketing strategies can be monumentally costly, capable of quickly draining your budget. Printed pamphlets, magazines, and posters have a limited shelf life and are prone to damage or being discarded. On the other hand, a positive Facebook review is forever and is so much more effective than advertisements.
Partnering with social media consulting services
Global enterprises can engage experienced consulting firms to design a viable social media strategy. The consultant should bring rich experience in your industry and be able to work closely with you at every stage, from understanding your business and its pain points to defining a roadmap to enhance social presence.
Basic expectations from an ideal social media framework
1. Creating a social media policy
2. Developing a unique strategy for each target market
3. Using social platforms and channels for tactical purposes
4. Creating the roadmap according to your needs
5. Designing an enterprise training program
As a service partner, the robust Social Media Command Centre (SMCC) of Infosys BPM with real-time operations capabilities can assist the brands in:
1. Crisis management
2. Investor communication
3. Executive communication
4. Sales and marketing
5. Outreach
6. Customer service
7. Corporate social responsibility (CSR)
Ready to customize and deploy, it can be easily scaled across geographies and languages and helps perform regular social audits to ensure that your brand’s personality is not diluted on social media.
8 Social media, analytics and business intelligence
With best-in-class tools and capabilities to collect social media data across channels, top-notch digital interactive service consultants can give you actionable insights that drive strong business decisions. Going way beyond the basic monitoring and analysis of ‘re-tweets’ or ‘post likes,’ social insights enable enterprises to:
· Execute focused one-to-one and one-to-many engagements
· Enhance social collaboration over a variety of business functions such as customer service, marketing, and customer service
· Maximize customer experience
9 Tapping the power of technology solutions
It is crucial to choose a digital strategy consulting organization that provides a complete set of social media services, including the creation of innovative and interactive dashboards that can easily integrate with your CRM system. They should also be able to offer application development for social media platforms, website development, social and web analytics, SEO, and SEM services.
Your ambitious business expansion plans can get the wings through digital strategy implementation. It can help you resolve the pain points mentioned at the beginning, making you agile and pushing you ahead of your competition, while increasing profits with the same organizational resources. The digital strategy makes acquiring and retaining customers and keeping pace with their expectations a seamless process.

Infosys Digital Marketing
The digital marketing landscape is evolving rapidly and these forces are shaping the future:
· AI-fueled content intelligence will drive customer experiences: Marketers need to understand the huge volume of both structured and unstructured data to make informed and right marketing decisions. Hence they are rapidly moving from one dimensional analytics solutions to AI driven content intelligence solutions that can help determine which potential actions are being driven by content at each stage of the end customer’s journey.
· Marketing will move beyond Mobile to the IoT Devices: IoT will provide incredible opportunities for enterprises to communicate directly with their customers. Anything connected to the internet could be an avenue for customer engagement. Marketers will move beyond traditional digital devices like mobiles to channels like cars and refrigerator monitors as possible touch points.
· Emergence of fully automated, ‘Always-on’ marketing: Marketers need to send the right message to the right customers at the right moment and today, this process needs to be automated to maximize output.
· 'Micro-moments' will be the norm, with customer uniqueness driven by nano-segmentation: Micro-moments occur when customers turn to their device with a specific intention. And that is where marketers need to understand each customer’s needs and resort to very focused and targeted marketing.
Infosys partners with enterprises and enables them to adopt to these changes.
Our Digital Marketing service offering helps enterprises build deeper customer relationships by providing contextualized and personalized experiences, analytics-driven data intelligence for insights-driven action, and faster and optimized execution of digital programs for superior ROI. We work with CMOs to solve problems related to customer experience, campaign management, personalization, search and analytics and marketing operations. We provide innovative solutions at every step in the marketing journey. We have helped clients increase conversions, reduce turnaround times, increase customer advocacy, and reduce revenue leakage.
Why Infosys Digital Marketing
Our capability in Digital Marketing spans all domains, with a talent pool of 2200+ Digital Marketing experts working across best-in-class technologies. These include over 500 Adobe professionals offering services across a host of products working with various marquee clients.
We have leveraged our rich experience to develop IP tools and platforms:
· Infosys Brand Builder: Built on Adobe
Experience Manager to accelerate digital property redesign and rollouts
· INTACT (Intelligent Automated Campaign Tool): A solution that assists Digital Marketers to gather end customer information and provide inputs to create a smart and intelligent campaign
· MAGNET (Solution for Management, Governance, and Nurturing of Enterprise Taxonomies): An Infosys solution for management of enterprise taxonomy consisting of policies, procedures, and documentation required for management
· Infosys Brand Edge Platform for Digital
Marketing
· Consumer Genome solution for Personalization
· WCM Website Rollout Tool
Our strong Digital practice, with service offerings that span B2B and B2C



Commerce, Web Content, & Digital Asset Management, Search & Web Analytics, Social/Mobility/Analytics/Cloud (SMAC), Cloud Apps, IoT, and Integration services in addition to Digital Marketing, services over 300 client organizations across 50 countries. We help clients across four key areas: Experience, Digitization, Connected Devices, and New Business Models. Our services span Strategy & Consulting, Creative, Implementation, and Operations Support. Infosys also supplements these skills by partnering strategically with multiple local agencies across the world, enabling us to provide a full basket of digital services to our clients.

Infosys Digital Marketing Offerings
Infosys offers end to end Digital Marketing services covering customer experience management, analytics, campaign management, marketing operations, CRM, and loyalty management. Our services are backed by extensive domain experience and intelligence gathered around hundreds of successful interventions in these spaces across multiple industry verticals
In line with these market needs, Infosys Digital Marketing offerings include:
· Marketing Operations:
Developing, supporting, and enhancing
Digital Marketing platforms, 
Digital Marketing operations across the life cycle including Release Management, Migration Management, and Application Change
Management, and providing
technical services for Digital Marketing Operations across digital content management, digital assets management, and digital production.
· Customer Experience:
Conceptualizing, creating, and managing
inspirational and compelling content including contextual and buzzworthy content in line with clients’ business

requirements that engages and influences end customers.
Transforming customer touchpoints to engaging journeys by providing personalized content across multiple channels.
· Campaign Management:
Improving campaign efficiency and
effectiveness by providing a unified view of the customer; designing, executing, and monitoring multi-channel campaigns and providing insights on customer buying behavior that impacts business outcomes.
· Marketing Analytics:
Deriving real-time actionable insights
leveraged through understanding customer behavior by:
Conducting Analytics Audit
Identifying KPIs that map to business goals including CTR, click to conversion, etc.
Implementing analytics by collating from multiple enterprise systems (CRM, web and mobile channel, ERP and other transactional systems) and providing full customer profiling, visitor behavior, trends and their impact on business metrics in real-time.
· CRM and Loyalty-Driven Marketing:
To help identify, segment, monitor, and
reward desirable customer behavior and enabling social media services to help develop engaging social content and leverage social analytics to understand customer preferences.
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