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Executive summary

This report provides an overview of marketing operations and their relevance in the business context of telecom operator "Vodafone-idea limited". The Telecom business requires service and technological gradation for delivery of high-speed internet service and it helps in meeting the requirements of its customer's segment by a deliberate means. The service offered by "Vodafone-Idea Limited" has high pricing and it requires adhering to price control measures to overcome marketing loopholes in business operations in an effective way. The company needs to follow a better customer satisfaction policy regarding the reasonable price and the quality of the connections. Further product development should apply to an adapt competitive environment.
VI also needs to recover its debts and hold a strong cash position to renew and develop its marketing strategies to compete with current market leaders.










Introduction 
Marketing operation as its name suggests refers to the execution and planning of business operations for the distribution and promotion of products for attracting and retention of customer segments. The current study elucidates the marketing operation of “Vodafone Idea” for promoting its telecommunication business in an international business scenario. Vodafone idea is a telecom operator in India that offers telecom services concerning 4G, 2G, 3G and VowiFi and VoLTE. Vodafone idea is an Indian telecom operator with headquarters in Gandhinagar in close proximity to Gujarat. “Kumar Mangalam Birla” is the founder of this telecom business and since its inception in 2018, it provided quality customer service by dint of the merger and acquisition of two telecom operators namely idea and Vodafone for strategic business expansion. 
[bookmark: _Toc121852107]Task 1: Critical evaluation of the marketing activity of Vodafone-Idea  
[bookmark: _Toc121852108]Importance and concept of marketing activity  
Marketing operation as its name suggests refers to the integration of various marketing activities for raising bases of customers and it provides an edge to build sustainable accomplishment of organisational objectives. As opined by Nag et al. (2022), attracting new customers and meeting their demand for raising the profitability of the business is the main aim of marketing management operations. The merger brings beneficial gains for business stakeholders, which include consumers, combined entities and the country's perspectives. The date of the merger was announced in 2017 and it came into effect in august 2018 with a US$ 23 billion valued assets (Myvi. in, 2022).  
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Figure 1: Revenue of Vodafone-idea limited from the time between 2017 to 2022
(Source: Statista. com, 2022)
According to the above-mentioned illustration, it is found that 386.5 billion in revenue is being earned by Vodafone-Idea limited in business and there is a raise of 100 billion in revenue from 2017 to 2019-time period. The business adopts various marketing operations such as mergers and acquisitions to gain competitive gain in the market. According to the views of Raghuvanshi (2019), the reason behind the business amalgamation lies in its substantial cost reduction approach against its key competitors, which include aortal and Reliance Jio.
[bookmark: _Toc121852109]Resources investment by marketing operation by telecom operator  
Before the merger and acquisition of Vodafone and Idea, it was regarded as the second and third-largest company in the mobile telephone business. It started its business in 2018 by building the acquisition and merging of two telecom businesses with a 408 million-subscriber base. Vodafone- Idea has a 32.2% revenue share in the market with 1.7 million retailers and branded stores of over 15,000 in its market. An investment of 20,000 core investment for the Vodafone- Idea was given by American retail Amazon for the acquisition of business profit. Leading competition of "Vodafone-Idea" Jio and airtel provide innovative offers to customers for gaining more customers through their business marketing operations in telecom business operations.  Resource utilisation and substantial investment help telecom operators in growing their business and meeting the requirements of their customer segment. 
[bookmark: _Toc121852110]SWOT analysis for Vodafone idea  
	Strengths 
· “Vodafone-Idea Limited” had 403 million users in 2019 which helps this firm to gain an edge in the telecommunication business(Satsangi and Das Saini, 2022)
· Among TRAI, VI has the highest uploading speed, which accounts for 6.7 Mbps.
· It offers a great deal and offer of unlimited or 100 GB data plan to customers and has wide network coverage. 
	Weakness 
· Sim consolidation and high traffic lower its customer base as compared to key telecom competitors which include Airtel and Jio (Pai, 2021)
· The small plan of “Vodafone-Idea” requires high prices, which leads to customers’ agitation to go for their offered services.



	Opportunities 
· It expands its 5G and LTE services to rural areas, which provides an edge in its business operation of Vodafone-Idea (Batra, 2021).  
· Technological investment and delivery of affordable plans to provide an edge to ensure profitability. 
· It invests in marketing operations such as SEO activities and social media marketing, which helps to expand its business (Kittilaksanawong and Kandaswamy, 2018). 
	Threats 
· “Vodafone-Idea” faces high prices of service and deliverable offers are costly which causes a paradigm shift of customers to other telecom operators in its market (Thakkar, 2019). 
· Delivery of Poor service as compared to key competitors creates a threat to its telecom service operation. 
· Airtel and Jio offer more viable services in the 4G and 5G spectrum, which causes a threat to the business of “Vodafone-Idea limited.” 


Table 1: SWOT analysis of Telecom operator Vodafone-idea                                         (Source: Raju and Madhuri, 2020)
[bookmark: _Toc121852111]Vodafone-idea is a telecom operator, which provides services in the wide domain, which includes wireless broadband, data services of 2G, 3G and 4G alongside pan India voice as well as mobile telephony. As per the opinion of Jha (2021), high debt and dependence on outsourcing operation poses risk to marketing activity for “Vodafone-idea limited”. Reliance JIo and airtel are the biggest competitors of Vodafone-idea limited and it offers service at a low price with more features, which attracts and lures its potential segment of customers. It has 403 million active users and it tried to expand its telecom service in rural areas for potential market expansion in offering telecom services (Talukdar and Chowdhury, 2021). Analysis of strengths, threats, weaknesses and opportunities provides an edge to marketing personnel to take business decisions in accordance with the need in telecom business aspects.
PESTLE analysis for elucidating macro marketing environment  

	Factors 
	Analysis

	Political 
	· The prevalence of political anarchy and armed conflicts causes a hard hit on the telecom business operation of "Vodafone-Idea". 
· Changing policies of government cause disturbance of offered service by aforementioned telecom operators.

	Economic 
	· Covid-19 has hard hit the global economy and India is not an exception, which faces economic recession and unemployment affecting telecom-operating services (Jarek and Mazurek, 2019). 
· Inflation in the market causes slow growth of telecom operator service.
· Customers' purchasing behaviour is affected due to the pandemic, which poses threat to telecom service in this aspect. 

	Technological 
	· Investment has shortened the life cycle of products, which resulted in early service delivery.
· Technological gradation and improvement of India in telecom services help it to deliver advanced services, which include LTE, 4G and 5G services (Myvi. in, 2022). 

	Social 
	· Expansion of telecom service in rural areas helps to lower discrimination in urban and rural service delivery. 
· The rapid raise of social media helps boost the telecom services of “Vodafone-idea limited”. 

	Environmental 
	· Lowering the carbon footprint from the entire business operation helps to provide a satisfactory service to customers in the telecom sectors.
· The business provides priority on product innovation for delivering environmental sustainability. 

	Legal 
	· Adherence to the legal framework is mandated for protecting intellectual property, copyright and patents in the business of telecom services. 
· Maintenance of environmental safety legal protocol is necessary. 



Table 2: PESTEL analysis for telecom operator “Vodafone-Idea limited”
(Source: Choudhary and Mathur, 2019)

Analyzing the PESTEL framework helps businesses in gaining insight into macro environmental factors, which helps businesses to make deliberate business decision-making. The prevalence of political anarchy and changing policies of government have hard-hit business profit for telecom operators which requires integrating viable business approaches for bypassing political conflicts. As per the opinion of Pandey et al. (2022), the pandemic has created unemployment and economic recession, which requires adherence to post-pandemic mitigation, and plans for lowering business complications of telecom operators in an agile way. Telecom operator of Vodafone-idea adhered to advanced technology, which facilitates them in delivering advanced broadband services, LTEs and 5G services to customers. Being a developing nation India builds substantial investment in R&D measures for the delivery of satisfactory services through the incorporation of social media marketing and SEO operation. 
[bookmark: _Toc121852112]STP analysis for Vodafone idea 
Being a business telecom operator “Vodafone-Idea limited” requires adhering to a marketing model by segmenting, targeting and positioning its business operation to earn lucrative business profit. STP is an acronym for "segmentation, targeting and positioning approach" which helps businesses to know better about their target audience or customers and facilitates businesses to gain insight into their customers in a better way. Analysis of STP for better and negotiable business performance for “Vodafone -Idea Limited is enumerated as follows. 
Segmentation
Telecom operators of Vodafone -idea limited gain acquisition of knowledge about its customers through segmenting customers on basis of demographic, behavioural and psychographic aspects. The target audience of “Vodafone-idea Limited” is all age groups while the majority of customers comprising in between 18 to 45 years of age. “Vodafone-idea Limited” delivers prepaid and post-paid services alongside some value-added services, which include entertainment, sports update as well as ring tone services. As per the opinion of Hole et al. (2018), customers prefer to gain subscriptions to action plans, which offer service at negotiable prices. Analysis of customers' buying behaviour helps businesses to provide value-added service at comparable low prices to other operators of Airtel and Jio for retaining business positions. 
Targeting
The targeting approach of "Vodafone-idea Limited" provides priorities on online tools, which include social media marketing which helps to build customer loyalty in its business operation (Suppatvech et al., 2019). It adheres to an SEO operation and networking for the delivery of offers to customers after buying specific services from telecom operators, which helps in the acquisition and rising of the customer base. 
Positioning 
"Vodafone-Idea Limited" puts priorities on building the brand value of the product by dint of delivery of consistent and superior customer service. In positioning approach, Vodafone-Idea Limited delivers differentiated customer service in its diverse operation, which includes Entertainment, news update and downloads of ringtones. In its positioning approach, "Vodafone-Idea Limited" adopts a market differentiation approach for the delivery of better customer service to its targeted audience. 

Figure 2: STP model
(Source: Self-created)
[bookmark: _Toc121852113]Marketing mix concept discussion for telecom operator Vodafone Idea  
The marketing mix is a branding framework in which it adopts various marketing strategies, which include price, promotion, place and product for delivery of brand success to the telecom operator. 
Price 
Vodafone delivers service at a negotiable price to its customers and offers a wide repository of services, which includes pre-paid services, post-paid services and value-added services including entertainment, and music alongside download facilities. In broadband and wifi services Vodafone -idea limited provides high-speed internet and uploading speed at a comparably low price as compared to its competitor Airtel and Jio. Comparatively low prices of products target   its customers and help in building the loyalty of customers towards this aforementioned  tele operator brand. 
Product 
In product lines Vodafone offers post-paid service, and prepaid services alongside value-added services, which include entertainment, download facility, and ringtone services.  In the year 2020, it started offering 5G services to customers and its product helping businesses to grow in an agile  way. Amidst Covid -19 situation, “Vodafone-idea limited” promotes online skills and digital education for meeting social needs. 
Place
According to the opinion of Jarek and Mazurek (2019), the presence of a huge repertoire of online retail stores across the country helps it to deliver negotiable customer service. The telecom service of “Vodafone idea” expands in 20 countries and its IT services reach 150 countries worldwide which helps to build a strong and wider network as a  telecom operator in targeted nations.  
Promotion 
Vodafone-Idea provides promotional discounts to customers for gaining acquisition of customers in its domestic operation the business. As opined by Krizanova et al.(2019), Vodafone-Idea uses social media marketing and influencer marketing as promotional measures for raising sales of its product and it helps to gain customers through advertising activities. Being a leading global telecom firm, it provides the adoption of an advertisement platform for promoting its product. 
[bookmark: _Toc121852114]Channels utilised for communicating marketing operations (social media, SEO and networking) 
Communication of marketing operations is done by utilisation of social media, which includes SEO operation, email marketing and networking operation. Adherence to this marketing operation helps businesses of the “Vodafone-Idea” to deliver satisfactory customer service and it helps to gain customers loyalty. Marketing operation helps in raising website traffic and sales by “Vodafone-idea” limited in target market operation. Meeting the demand of targeted customers is given utmost prioritisation as loyal customers help to expand bases of customers by dint of “word-of-mouth advertisement” framework. 
[bookmark: _Toc121852115]Measuring success for analysing the effectiveness of the campaign  
Vodafone-Idea Limited adheres to a deliberate marketing campaign  for raising sales of its product and it helps telecom operators to raise awareness among its potential segment of customers. As per the opinion of Jarek and Mazurek (2019), the merger and acquisition of Vodafone with the idea provide an edge to lower its operational cost and it helps to strengthen  its market positioning in an effective way to deliver success to this telecom operator in the target market. 




[bookmark: _Toc121852116]Task 2: Analysis of shortcomings of marketing operation for telecom business operation 
In marketing operation, Vodafone-Idea faces shortcomings in its marketing operation, which requires adherence to strategic negotiation and business planning for lowering loopholes in business operation. As of data, it is revealed that “Vodafone -Idea Limited” has 403 million worldwide users and it requires adherence to deliberate business planning for lowering loopholes  of business alongside the retention of its targeted customers. “Vodafone -Idea Limited” has dependent on outsourcing for the reduction of the price of deliverable products. Furthermore, as per the opinion of Krizanova et al.(2019), dependence on others  for strategic outsourcing creates a threat to expanding its marketing operation in the telecom business.
The merger and acquisition of Vodafone with Idea create huge debt for this telecom business and it requires lowering bad investment by providing priorities on marketing activity. According to the opinion of Larsson and Broström (2019), resilience and dependence on  the Indian market create an  acute shortage of revenue and it requires analysing of shortcomings in marketing operations to lower unforeseen threats in a telecom business operation. “Vodafone-Idea Limited” delivers 5G service, which is not much robust and faster comparable to the service offered by Reliance Jio and Airtel, and it creates shortcomings for marketing operations in business activities. 
The Telecom business requires service and technological up gradation for delivery of high-speed internet service and it helps in meeting the requirements of its customer's segment by a deliberate means. The service offered by “Vodafone-Idea Limited” has high pricing and it requires to a adhere with price control measures to overcome marketing loopholes in business operations in an effective way. As per the given views of Almohaimmeed (2019), in marketing operations “Vodafone-Idea Limited” faces issues with the implication of adherence to social media marketing due to fund shortage and it therefore negatively affects its business sustainability as compared to telecom competitors such as Reliance Jio and Airtel. Reliance Jio and Airtel offer service at low prices and deliver high-speed data to customers, which bring a paradigm shift of customers in switching from “Vodafone-Idea Limited” to Airtel or Jio. 
Conclusion 
“Vodafone-idea limited” requires integration of advanced technology for the delivery of customers-centric service to customers in the telecom business and it depends upon the creation of high throughput technological interventions for the delivery of high-speed data and 5G services to customers. The future business profit of the telecom operator of “Vodafone-idea limited ” is dependent on marketing operations for the delivery of services to customers within a given time slot for ensuring the market profit of the business. Apart from post-paid and prepaid services “Vodafone-idea” provides services related to value-added services, which include entertainment, download and music services.



[bookmark: _Toc121852117]Task 3: Recommendation for improvement of marketing strategy for the chosen organization 
Recommendation 1: Cost mitigation approach for delivery of service at an affordable price 
“Vodafone-Idea Limited” requires adhering with a cost mitigation approach for delivery of services of value-added, post-paid, and prepaid at an affordable price for attracting its customers for the business. Compared to its key market competitor’s Airtel and Jio, it requires offering service at a low price and high-speed data service for the acquisition of customer segments for business motives. 
Recommendation 2: Technological up gradation for delivery of high-speed data and 5G services to customers 
Delivery of high-speed data and 5G services requires subtle investment in R &D measures and technological up gradation for meeting the demand of customers in business. The business operation of “Vodafone-idea limited” requires making an investment in social media platforms  for advertisement and raising awareness among customers in business operations. According to the given opinion of Bahri-Ammari and Bilgihan, (2019), being a company of telecom operator of Indian origin, it faces a lack of funds and fund shortage mitigation requires an investment in high throughput technological intervention for the acquisition of strategic marketing operations. 
Recommendation 3: Debt recovery planning and lower dependence on strategic outsourcing by deliberate marketing approach 
“Vodafone-idea Limited” is dependent on other companies for strategic outsourcing and it helps the business to lower its associated cost of business. Moreover, the increment of dependence on others brings low confidence in business operations and marketing plans, which requires the creation of a deliberate marketing approach for lowering unforeseen business threats in international alongside domestic business scenarios. As per the views of Mahmoud et al.(2018), the merger and acquisition of Vodafone with Idea create huge debt for this telecom business and it requires lowering bad investment by providing priorities on marketing activity. Furthermore, lowering this threat in business requires adhering with an adaptation of debt-recovery planning for the improvement of its telecom-related marketing operation. 
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