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[bookmark: _Toc129781939]Introduction:
The key purpose of the individual report is to make a critical analysis as well as evaluation of the STP analysis of Tesco by analysing segmentation strategy, targeting strategy, and positioning strategy. Not only that, another purpose of this individual report is to make a marketing mix strategy of Tesco by the 7 Ps such as product, price promotion, place, process, physical evidence, and people.
[bookmark: _Toc129781940]STP analysis
Segmentation strategy:
The company has stores in urban and suburban places and Tesco has the customers based on the density of population. According to geographic segmentation, the company has 95.16 per cent of customers are from the UK and the rest from other countries. From the customer base of Tesco, the percentage of males is 53.29 per cent and females are 46.71 per cent. The largest customer base of the company is between 25 to 34 years old which is 23.86 per cent (Similarweb, 2022). The company has almost over 500000 citizens and their average income of them is higher than the income of the rural and suburban areas. Not only that, Tesco offers low prices and has stores in densely populated places for customers (Embapro, 2022).
Targeting strategy:
The company uses the mass marketing strategy in their business organisation to attract their customers as well as target the customers of the whole market by focusing on the common needs of all the customers. Other than that, the company believes in serving its products to as many as possible customers. The company targets the customers and they have almost all customers who have a common need for the product as well as want the product at lower prices (Embapro, 2022). Not only that, the company has some discounted stores to serve more people who need products at lower prices.
Positioning strategy:
The company did a great job to position its brand to the customers in the market. The company positioned their business and their brand as a low-price retail store by making promotion 'cheapest price every day' for some of the products in the stores that are in demand (Francis, 2023). Not only that, the company attracts a lot of people in their stores by using this advertisement strategy as most of the people want low price products. Other than that, the company makes a perception of 'available lower prices every day' about their brand and business organisation by making advertisements every day that are embedded into the minds of the customers (Embapro, 2022). 
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7 Ps:
Product strategy:
Tesco sells various kinds of products in the business organisation such as clothing, food, cosmetics, stationary, financial services, electronics, and many other things. The company offers to the needs of the customers by expanding the range of its products. Not only that, the company sells great brands in every product (Munusamy and Wong, 2018). Not only that, the company has their own services as well as products too. Some of the brands Tesco has in its name are such as Tesco Value, Tesco Lotus, and F&F Clothing. According to a report, the company has more than 100 types of budgets for the products on the shelves at a time when the costs of living are very high (How and What, 2023).
Amazon is not only just an online retail store but it also has a wide range of products as well as services to offer to the customers such as amazon prime, amazon web services, amazon fresh, amazon publishing, amazon dash, video direct, amazon prime pantry, and digital content distribution service (Ferguson, 2019).
Price strategy:
Tesco has the pricing strategy for the business organisation of cost leadership. Not only that, the company as a result offers their services as well as products by maintaining their prices as low as possible without making any kind of compromises on the quality of the product (Munusamy and Wong, 2018). Other than that, the company enjoys the scale of economies as well as works in a continuous way with their suppliers for making the supply chain of the business organisation effective as well as efficient for reducing the prices rate of the product and the services the company offers to the customers. But there are some competitors in the UK market such as Aldi and Lidl that impact the pricing strategy and price rate of the company. With that, the company has made major plans for price wars against every discounter in the market (How and What, 2023).
There are three kinds of pricing strategies Amazon uses such as pricing discrimination strategy, market-oriented pricing strategy, and value-based pricing strategy in their products and services to customers (Ferguson, 2019).  
Place strategy:
The company operates in various kinds of stores from small kinds of stores to large supermarkets. Not only that, but the company also offers their customers to do online shopping to purchase from their homes by maintaining their comfort. Other than that, the company maintains two main kinds of channels for doing distribution of its products to the customers such as offline and online. Along with that, there are six various kinds of stores in the company such as Tesco Extra, Tesco Express, Tesco Homeplus, Tesco Compact, Tesco Metro, and Tesco Superstore. Other than that, the online business organisation of Tesco is called Tesco Direct. The company uses various types of channels to reach out with their products to the customers (How and What, 2023).
 There are mainly two ways such as Amazon books and the official e-commerce website Amazon uses for making distribution of their product and services to the customers. Other than that, the company uses other kinds of places such as amazon web services, and e-commerce services (Ferguson, 2019). 
Promotion strategy:
The company has a strong as well as popular brand image in the market that helps the company in a significant way in any kind of promotional activities. The company takes the help of newspapers, radio, social media, television, and other outlets to forward the message of the company to their customers (Munusamy and Wong, 2018). Other than that, in the grocery retail industry of the UK, the company is the only one that spends the biggest amount on traditional advertising. Not only that, but the company also uses various types of advertisements such as discount coupons, buy one get one free offer, etc. to promote its brand. Along with that, the company has a loyalty card to offer discounts to its customers (How and What, 2023).
The company promotes their products and services using different kinds of ways such as sales promotion, advertising, direct marketing, and public relations. The company uses affiliate marketing, public relations programs, amazon smile, and uses discounts and offers to attract customers (Ferguson, 2019). 
People strategy:
Almost 345,000 workers work in the company and the company has a huge number of customer assistants to make a huge success in the business organisation. The workers of the company are very competent as well as friendly. Not only that, the company invests a lot of time as well as money in the training and development of the workers. Other than that, the company also offers some reward schemes (How and What, 2023).
Amazon has highly motivated and talented people in the business. Amazon gives various training and development programs to the employees such as workshops, online courses, and seminars (How and What, 2023).
Process strategy:
In the offline stores of the company, the customers paid money to the customer for assistance with the product they want to buy. Not only that, but customers also can use self-service machines in the stores for making any kind of payment. Other than that, Tesco increases the number of self-checkouts to improve efficiency as well as reduce costs (How and What, 2023).
 Amazon implemented a lot of different processes to reduce costs and optimise efficiency. The company uses automation to reduce manual labour and also uses data analytics for improving customer services (How and What, 2023). 
Physical evidence strategy:
The company has a great logo of brand as well as they use colours effectively and efficiently. Offline stores of the company are very easy for navigating all the categories of products that make an easy way for customers to find any kind of products they want to purchase. Other than that, its website of Tesco is also very brilliant in looks and it is very easy to operate (How and What, 2023).
Amazon has a user-friendly and fast website and the company uses their physical environment for giving an immersive shopping experience to the customers. The logo of the company is also very simple and the website looks so congested (How and What, 2023).
[bookmark: _Toc129781942]Conclusion:
Tesco has its own brand to offer products and services to the customers such as F&F Clothing, Tesco Value, and Tesco Lotus. The company sells many different kinds of things such as food, clothing, stationery, electronics, cosmetics, and many other things from great brands. Not only that, the company uses cost leadership for their pricing strategy. Tesco keeps its prices low as much as possible. Not only that, there are six various types of stores at Tesco such as Tesco Superstore, Tesco Extra, Tesco Compact, Tesco Express, Tesco Metro, and Tesco Homeplus. The company uses different kinds of promotional strategies such as radio, social media, newspaper, television, and other kinds of promotional activities such as discount offers and coupons. 
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