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Executive Summary
This report focuses on various marketing strategies that help a business organisation in achieving desired goals and objectives. The execution of marketing strategy by Next Plc is emphasised where tools of marketing mix along with segmentation, targeting along with position analysis of the company has been highlighted. Marketing helps in providing a customer their desired product at a reasonable price and promotes the product on social media in order to attract huge customer base. Next Plc adopted low pricing strategy with quality products to satisfy customer and creates brand loyalty towards company. The branding strategies such as umbrella branding and brand positioning can help the company in attracting more number of consumers and creating brand loyalty towards the company. The infusion of cash into business process by investors makes business functioning efficiently.
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[bookmark: _Toc16085669][bookmark: _Toc16086171]1. Introduction 
The process of marketing helps in identifying, anticipating as well as to satisfy various needs of customers. The main purpose of marketing strategies is to deliver customers the value that they need in products as well as services. In this report, marketing strategy execution of Next Plc is emphasised where tools of marketing mix along with segmentation, targeting along with position analysis of the company is being highlighted. The engagement of stakeholders along with the marketing role in creation of value for customers is also been discussed in this report.
[bookmark: _Toc16085670][bookmark: _Toc16086172]2. Mission, Vision and Objectives
[bookmark: _Toc16085671][bookmark: _Toc16086173]Mission
The mission statement of Next Plc is “Our commitment is to offer exciting, beautifully designed, excellent quality clothing and home ware products that are well made, functional and safe, sourced responsibly and provide outstanding value to meet or exceed our customers’ expectations” (Nextplc.co.uk, 2019).
[bookmark: _Toc16085672][bookmark: _Toc16086174]Vision
The vision of Next Plc is to improve as well as developing product ranges and gaining success that is measured by good performance of sales. 
[bookmark: _Toc16085673][bookmark: _Toc16086175]Objectives
· To deliver long term related returns to company shareholders through sustainable growth amaintence in per share earnings.
· To increase sales volume upto 10% by the year 2020.
· To increase margin of profit upto 6% by the year 2020 (Nextplc.co.uk, 2019).
[bookmark: _Toc16085674][bookmark: _Toc16086176]3. Situational Analysis
[bookmark: _Toc16085675][bookmark: _Toc16086177]Pestle

	Factors
	Basis
	Impact

	Political
	· 19% corporate tax in the year 2019 (Gov.uk, 2019)
· Stable politically
	Positive

	Economic
	· Inflation rate decreased to 2.1% in 2019 (Ons.gov.uk, 2019)
· £2606.10 billion GDP in year 2019 (Ons.gov.uk, 2019)
	Negative

	Social
	· Multicultural and Multi religious country
· Big consumer market
	Positive

	Technological
	· Technologically developed country with £2.5 billion investment in year 2018 (Ons.gov.uk, 2019) 
· £63billion investment in venture capital
	Positive

	Legal
	· Employment and Labour Law 2019 (Legislation.gov.uk, 2019)
· Human Rights Act, 1998
	Positive

	Environment
	· Control of Pollution Act, 1974 for protection against air pollution (Legislation.gov.uk, 2019)
· Environmental Protection Act, 1974 for protection against environmental hazards
	Negative


Table 1: Pestle Analysis of UK
In the above table, it is being observed that being a politically stable country and having a good corporate tax, business organisation such a Next Plc is pursuing its business activities without any political hindrance. As because of decreased rate of inflation, the business process of the company might be hindered. However, UK being a multicultural as well as a big consumer market, business organisation including Next Plc can be able to improve productivity. Along with that, being a technologically developed country, companies such as Next Plc will be getting benefits for infusing various modern technologies in its business process. Moreover, various legal laws such as Employment Labour Law, 2019 along with Human Rights Act, 1998 were being enacted by the UK government for protecting the rights of employees (Legislation.gov.uk, 2019). As a result, employees of Next Plc feel safe and protected within the company. The environmental laws are also being enforced by UK government for protecting the environment from air pollution and environmental hazards as a result of which every company inducing Next Plc is operating their business activities safely and adhering to those laws within their company.
[bookmark: _Toc16085676][bookmark: _Toc16086178]Porter’s Five Forces
Threat of New Entrants
It has a high impact on Next Plc as new emerging companies bring innovation into new products in the clothing industry. The new companies were creating pressure by 
introducing lower strategy of pricing as well as providing new propositions of value to their customers. As opined by Kabue and Kilika (2016), threat of new entrants creates pressure on existing companies because of new innovation and techniques being incorporated in the products by them. Next plc can tackle this threat by infusing innovation into their existing products at a low price that will create value for its customers.
Bargaining Power of Suppliers
It imposed low impact on the company as there are multiple suppliers in the market. Next Plc with the help of building effective supply chain with many suppliers can gain advantage for doing their business activities properly. As per the views of Pisano (2015), developing good relation of multiple suppliers always help a company to remain in a competitive position in the market.
Bargaining Power of Buyers
It also imposed a low impact on Next Plc as being a reputed brand and good pricing strategy, the company has a good customer base. However, there exists some buyer who wants quality products at lower prices that often puts pressure on companies. According to Kotler et al. (2015), production of quality products at an affordable helps in retaining customers from switching to other brands. By innovating products rapidly helps in decreasing buyer’s bargaining power and gives opportunity for streamlining the process of production as well as sales.  
Threat from Substitutes
It has a high impact on the company as there are other companies launching same clothing items which offer a new proposition of value which is uniquely different from Next Plc’s current offerings. However, the company can tackle this threat by being more service oriented rather than being product oriented only. The company needs to understand its customer's core needs for satisfying them and building brand loyalty among them.
Competitive Rivalry
It also has a high impact on the company as because of fierce competition existed in the market. 
Some of the competitor of Next Plc such as John Lewis, M&S and Debenhams creates their own unique design and a better pricing strategy which helped them in having a huge customer base. As asserted by Kilika (2016), fierce competition between big rival companies often imposes huge threat for a company who is competing in the market. Next Plc by building a sustainable differentiation can be able to lower the risk of threat from its competitors. 

Figure 1: Porter’s five forces model
(Source: Kabue and Kilika, 2016)
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Segmentation and Targeting
Next Plc is targeting both young male and female genders with the age group between 20-35years of age group for selling their fashionable trendy products such as female tops and t-shirts for male consumers. According to Bamford et al. (2018), segmentation involves in group of customers in the same segment which might have the same characteristics and respond to actions of marketing in the same way. As younger generation are more fashionable and they like to keep up with the latest trend, Next Plc targets mostly younger generation for marketing their products. The company also aims in targeting those consumers who are both achievers as well as thinkers of good innovation. This segmentation as well as targeting process of Next Plc can proved to be profitable in enhancing its sales volume efficiently.
Positioning
 (
High Price 
Low price 
High quality 
Low quality 
Next PLC. 
ASOS
Debenhans
)Presently, Next Plc is being positioned as an organisation with good reasonable pricing and higher fashion trend as well as modernity in its products. As opined by DeSarbo et al. (2017), positioning map is being based on consumer perception that helps in identification of the position where the company wants itself it be positioned in future. As both the competitors of Next Plc such as Debenhans as well as Asos are high fashionable brand with less variability in pricing strategy, the company’s objective is to position its brand by having higher and premium quality. 











Figure 2: Positioning map of Next Plc.
(Source: Bamford et al. 2018)
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Market Penetration
It refers to the strategy of growth where the company focuses on selling products that are existing into existing markets. Next Plc in order to increase its share of market for current products can use competitive pricing strategies along with sales promotion for securing dominance in growth markets. 
Market Development
It refers to a growth strategy in which a business organisation seeks in selling existing products in new markets. Market development is a risky strategy as compared to penetration of market due to targeting new markets (Išoraitė, 2016). The company for developing its product market can involves in new dimensions of product and brings innovation in packaging for attracting various customers.
Product Development
It involves in a growth strategy in which a company aims in introducing new products in its existing markets. As opined by Loredana (2016), strategy of product development is mostly suitable for a company where differentiation of product is required for maintaining competition. Next Plc can indulge in more research as well as development along with innovation for attraction huge customer segment and fulfilling their needs thereby increasing its sales volume. 
Diversification
It involves a strategy of growth where a company launches new products into new markets. Next Plc adopts this strategy of diversification for maintaining a right balance of both risk as well as reward. Diversification is done by companies to maintain proper balance of risks that are associated and reward (Išoraitė, 2016). Along with that for ensuring maximum utilisation of existing capabilities as well as resources, the company can adopt this strategy.
Thus, among these growth strategies, Product development strategy can be beneficial for Next Plc as it helps them in launching their new product into the existing markets. This will make the company to attract huge customer segment to purchase its uniquely designed product. [Refer to appendix]
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Product- Next Plc’s is ready to launch fashionable tops for female targeting mostly younger generation of age between 20-35 years of age group. The company offers good quality, trendy and comfortable tops for female consumers. 
Price- The Company indulges in low pricing strategy and priced their products as £6.97 for female fashionable tops in order to capture large segment of young customers.
Place- Next Plc operates in more than 500 stores across the UK and Ireland that provides customer convenience for shopping their clothes (Nextplc.co.uk, 2019). 
Promotion- The Company provides promotional offers on its official website and also indulges in giving discount offers on online websites such as Facebook, Youtube and Twitter. Physical Evidence- Next Plc provides transactional copy that includes GST bill to its customers for satisfying them and making them believe on company’s reliability (Nextplc.co.uk, 2019). 
Processes- The R&D department along with marketing and sales department indulges in making the product to be innovative and saleable to satisfy customer’s taste and preferences. 
People- The marketing manager, sales manager along with the entire workforce of Next Plc are involved in the process of launching a new product and market it into both existing and new markets. 
[bookmark: _Toc16085681][bookmark: _Toc16086183]6. Engagement of stakeholders and their impact on marketing activities

	Stakeholder
	Role in business process
	Responsibility
	Impact on business

	Employee (Internal)
	Employees’ works according to the framework provided by their senior managers to achieve goals and objectives.
	Employees contributes efficiently for company's successful functioning
	Innovative ideas suggested by employees helps in increasing productivity of the company.

	Investors (Internal)
	Investors infuses cash into business and provide skills for business growth
	Investors make careful plans for meeting investment related goals and risks involved in the investment
	The infusion of cash into business process make business functioning efficiently

	Managers (Internal)
	Managers overseas workers activities and evaluate new workers for completing their work
	Managers ensures availability of worker’s resources for completing their allocated work
	Their continuous effort for keeping their team to be engaged properly results in higher business performance

	Government Authority (External)
	The Government of UK enforced laws and regulations for promoting economic growth and regulating business process
	Government authorities maintains law and order in the business process
	Government have an impact on interest rates as well as borrowing cost of business process.

	Local Community
(External)
	Local communities shares resources as well as information to the company
	They provides cooperation , participation as well as respect to business workforce in doing business activities
	Their shared information and providing enough resources helps business organization to function effectively



Table 2: Engagement of stakeholders
(Source: Entrepreneur.com, 2019)
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Marketing indulges in creating value for customers by providing quality products, giving product related education, creation of a need as well as reaching the target market. Marketing helps in providing a customer their desired product at a reasonable price and promotes the product on social media in order to attract huge customer base. The marketing, R&D, Sales and the entire workforce engages in business activities for creating value for the product which in turn creates value for the customer too (Kabue and Kilika, 2016). Along with that for providing reliability and authenticity of the product, my company also provide transaction copy to customer for satisfying them and creating brand loyalty. 

[bookmark: _Toc16085683][bookmark: _Toc16086185]Recommendation
Next Plc can adopt good branding strategies such as umbrella branding and brand positioning in order to improve their brand position in the market. This can help them in attracting more number of consumers and creating brand loyalty towards the company. 

[bookmark: _Toc16085684][bookmark: _Toc16086186]8. Conclusion
Thus it can be concluded that Next Plc’s innovative strategies of marketing help them increasing their market share along with sales by usage of innovative ideas and infusing additional attractive features to its product. The marketing strategies adopted by Next Plc helps in satisfying customers and also in increasing profit margin.
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[bookmark: _Toc16085686][bookmark: _Toc16086188]1. Definition of tactical communication tools
Communications where any kind of information including decisions as well as orders are being conveyed from one person, place or command to another through tactical means that includes equipment related to communication security.
[bookmark: _Toc16085687][bookmark: _Toc16086189]2. Different types of promotion and promotional strategies for creating awareness
Advertising strategy- My Company that is Next Plc uses a business development campaign for encouraging potential customers in purchasing the company's product at large scale. The senior managers of my company targets mainly female consumers of age between 15-35 years of age group to launch fashionable tops for them at a reasonable price. My company organises a campaign to create awareness of the new product to be launched in the market. My company differentiates its product by adding some extra value in the product such as some unique designs.
Public Relations- My Company that is Next Plc maintains good public relations for identification of key publics as well as to establish various strategies to build and maintain relations that are mutually beneficial for both the company and the public. In order to provide reliability and authenticity of the product, my company also provide transaction copy to customer for satisfying them and creating brand loyalty. 
Social Media Marketing- The marketing department of my company indulges in promoting product through social media such as Facebook, Instagram as well as Twitter. As most of the younger generation are connected to social media websites, the company involved in updating their promotional offers on these websites especially Facebook.
Direct Marketing- The senior managers of my company involved in making plans for direct marketing that will help in relying individual distribution of sale volume to important consumers. In context of this, email, texting message are delivery systems which are being used by my company. It helps in eliminating any middle men including advertising media in the process. 

[bookmark: _Toc16085688][bookmark: _Toc16086190]3. Blog
Title: Marketing strategies applied by Next plc
I personally believe that marketing strategies plays an important role for achieving desired goals and objectives of the company named Next Plc. It helps the company in launching a new product in the market that could be bale in creating value for customers. In context of this, Next Plc adopted low pricing strategy with quality products to satisfy customer and creates brand loyalty towards company. The marketing, R&D, Sales manager along with the entire workforce engages in business activities for creating value for the product which in turn creates value for the customer. 
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