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	Brief explanation of the relevant theories adopted 

	[bookmark: _Hlk116071008][bookmark: _Hlk116070007] Acting as a marketing consultant and attract sponsor for the football team is the main subject of the project. So, in this project were chosen 10 companies based in UK and located across Tipton area.
The target industry is wide, because was chosen companies with the potential of sponsoring the football team. So, first analysis is regarding marketing concepts and strategies. Marketing, more than any other commercial activity, deals with customers. Creating value and customer satisfaction is the necessary for modern marketing thinking and practice (King, 2001). This approach is applicable for the company which the market project is done. The company is targeting sponsors with potential in order to sustain the growing team and to succeed together. 
Product concept: According to Bieger (2015) people satisfy their needs and desires with products and services. The product concept is not limited only to physical objects. In addition to tangible goods, products also include services, which are activities or benefits offered for sale that are intangible and do not confer ownership rights. Examples include the 10 companies which should be attracted as sponsors. However, if, sometimes, the product term does not seem to fit, it can be replaced with other terms such as desire-satisfier, resource or marketing offer.

 



 


	Reflection & advice to the organisation

	Selling concept: The concepts of exchange and relationships lead to the concept of the market. A market is a set of actual and potential buyers of a product. These buyers share a specific need or desire that can be satisfied through exchanges and relationships. Moreover, this concept can be applied under the marketing project also because the football team is meant to attract new customers for the sponsors by promoting their products and services. Thus, the size of a market depends on the number of people who express their desire, have the resources to engage in exchange, and are willing to provide those resources in exchange for what they want. In addition, the market size of the sponsors companies will be impacted by the growth of the company in time. 
On the other hand, the purpose of this marketing is to know the needs of consumers (the market), segmentation according to different criteria, positioning on the most profitable segments (where the company has the most advantages over the competition), establishing the marketing mix to influence these segments, resulting in sales and profits for the organization.
Marketing penetration: known more specific as an existing product on the existing market. In this case, the chosen companies are already present in the existing market, but they can diversify more their products and services in order to tailor to customer need and to keep a step up in front of the competitors. 
Product development: the chosen companies have the opportunity to invest in new market and new marketing campaign by sponsoring a football team. Also, when the companies will promote their services will adapt on the other market. As an example: Slimming Word- which is a dietetic and weight control- they will promote their services by posting advertising during the football match but also they will adapt their products in order to satisfy customers needs on that specific time.
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	Name of companies contacted

	1
	Slimming world – Dieting and weight control


	2
	 Beautiful Awakenings Hypnotherapy


	3
	Alpha Rowen – specialist for the spring presswork trades


	4
	Rhino Coat – specialist in plastic coat


	5
	PJ Management service Ltd


	6
	Masefield Beta Ltd


	7
	Kiddies playhouse - nursery


	8
	Betty Confetti wedding and party shop


	9
	D and G suspended Ceilings


	10
	H and R Group – Petroleum Jellies, cosmetic and pharmaceutical specialities


	11
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	Brief explanation of the relevant theories adopted 

	 The second part of marketing research it will be based on 4P’s analysis of the chosen company.
In other words, we start by studying the market of the chosen sponsors, to understand where things are going. Moreover, we detect an existing need or anticipate a future need, we map out the characteristics of the product/service that would satisfy this need (or parts of it), determine the costs and calculate profit margin approximately (Coursera, 2022).
To complete such a process, we need some basic benchmarks, according to which we will later set strategies and tactics, and today we start with the 4Ps in marketing:
1. PRODUCT
The first P refers to the specifications of the product or service we are going to sell to consumers, in our case to promote, and the first important aspect, before starting the sales process, is to define clearly the differentiating element and the general advantages of the respective product/service.
2. PRICE
The second P is about the process of pricing the product/service the football team is going to sell to consumers. This includes the discounts you can offer, as well as how the positioning of the product/service/company is influenced by this price and any discounts.
3. PROMOTION
The third P is about promoting the product/service you intend to sell to consumers, as well as promoting the company in general. This includes all communication services, advertising, PR, social media, email marketing, search engine marketing, video/audio/photo/text content.
4. PLACEMENT
The fourth P refers to how the product/service reaches the consumer, from places like stores or marketplaces of any kind, to any site in the online environment. This is also where the establishment of the geographical area and the specific industrial branch of the product comes in, as well as the establishment of the ideal target audience (Goi, 2009).

 



 


	Reflection & advice to the organisation

	In business, on of the most important factors is marketing. Marketing strategies are the base of any business because promoting the companies, means to attract more customers, show the products to a wide range of people, but also become competitive and grow. So, for the marketing project, is important to take into consideration 4P’s analysis and to tailor the needs on customers but first on sponsors. For example, Douglass Chemist Pharmacy, is taken as an example to apply 4P’s to the company.
Product: a product analysis was made under Douglas Chemist Pharmacy. So, the company provide their medical services to the public, but also have specific and high-quality medicines. The company is working with technology which give easier access to customers to medical advice 24 h but also, they can order prescriptions to their doors as a next day delivery or same day delivery if order is placed before 12:00.
Price: The price which the company use is targeting medium to high class people. But as they offer private medical consultation, is not expensive as a competitor. Practically the pharmacy is offering straight away consultation to clients. The football team can open a stand of the pharmacy with emergency painkillers selling this on a shop average price. Such as Paracetamol- to be sold as 2.99 pounds.
Promotion: is the key of success of the company. By promoting different class of medical services together with medical advice, will attract a large nr of customers. So, we are going to do social media advertising, tv advertising, wall advertising, live advertising to the company.
Placement: The place of advertising it will be online and live at the stadium, but also by open a stand and sell emergency painkillers to the customers in needs. 
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	Brief explanation of the relevant theories adopted 

	 According to Abel (1998) depending on the number of intermediaries used, companies can use several distribution options. The manufacturer should periodically evaluate the results obtained by the intermediaries in their activity, in terms of the sales achieved, the average existing stock of goods, the services provided to customers, the cooperation within the training and promotion programs of the company's brands. 
On the consumer goods market, the choice of distribution strategy is largely determined by the characteristics of the products
Products that are currently purchased
Products that are purchased rationally
Exclusive products
Football club is going to focus on all areas but differently. As The exclusive products such as food and drinks, it will be fiscally present during football matches. While most of the products will be just advertising campaigns. The plan is to do direct sales to the potential customers. As an example, can be used ODEON- customers are going to 2-3 hours movie, but they cannot bring any type of food and drink. As a result of the analysis, the football club will not permit to the customers to bring their own food on the match. 
Day (1990) define the place method as an element of a corporation's marketing mix that specializes in where the business enterprise sells its products in order that they are without problems available to the goal marketplace
 



 


	Reflection & advice to the organisation

	
Place distribution strategy is the 3rd strategy used of marketing report in order to attract sponsors.
If we are taking into consideration the few restaurants chosen as a sponsor, we can deliver their services to our customers. For example, a wide range of food will be supplied to the customers before entering to the stadium and as an advertising strategy everyone from security and serving services will wear t-shirts and hats with company logo. Their products will be different than their menus because will be also the option to be distributed between customers. Moreover, few restaurants will be present on the entry of the stadium. Those restaurants which will be presented it will offer affordable prices of food and drink in order to attract the customers. Furthermore, an app with points it will be developed just for the customers to gain points and receive benefits and rewards. Those idea are created especially for the sponsors with a secure and long guaranteed growth for their companies.
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