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	Brief explanation of the relevant theories adopted 

	


Edgbaston Spartans FC is a football team and we are going to run a marketing project in order to attract sponsors. For the research was chosen 10 companies from different industries. Moreover, in order to work in different scales and be able to introduce easily the targeted sponsors companies, were chosen industries such as food and marketing industry. In addition, for specific companies a study regarding the product, market and competitors was conducted in order to have a better understanding and to help to companies to develop in the same time with us. According with Day et al (1990) with the emergence of high competition in many sectors, marketing is becoming the science that can significantly influence the success of a company today. From identifying the challenges and desires of potential customers to influencing the purchase, repurchase and recommendation of the product.
First part of the research report it will be based on segmentation. As was chosen 10 companies to become potential sponsors for the football team, the segmentation strategy is needed in order to have all sectors in one place but with different implications regarding marketing sector. 
Also, the advantages of the segmentations are that the companies benefit first of advertising campaigns and secondly that they will be divided into small businesses administrated by one company. So, in this way the marketing strategy it will be more accurate because is running under one management system. 









	Reflection & advice to the organisation

	

By segmenting the market, the needs of clients will be easily identified. To determine who will buy the goods or services your company offers, market segmentation must be done.

Despite the fact that it may seem simple, most business owners lack market knowledge, do not segment their customer base because they believe that knowing the average customer age is sufficient information, and even when they do attempt to gather this data, they do not make the best use of it to maximise their benefits (Slater & Olson,2001).
Moreover, market segmentation refers to the process of dividing the target market into customer groups and segments based on several criteria. A well-done segmentation will give the right answers to questions about the customers which needed to be serve and will show the characteristics of the market in which want to operate. In this case, the company is targeting people between age 20-60 years old especially men, for attending football matches and to sell and present directly some of the products. On the other hand, the online advertising campaign, video and posters adverts it will target age between 20-80 years old both men and women. In addition, the location it will be in Birmingham which is the 2nd biggest town from England. Birmingham is town of development and in this way the club is targeting also middle to high class customers. As a result, the services offer to the customers and the marketing campaign should be on high standards and the quality should be first. 
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	Name of companies contacted

	1
	
Rollinson Smith Insurance Brokers

	2
	
Move me Telford

	3
	
Mannleys

	4
	
Book Empire

	5
	WAQARTECH Limited


	6
	
Crucials Sauce Company

	7
	
B&M Store

	8
	
Birmingham Brewing Company

	9
	The Sign Company


	10
	Brook Welding



[image: Discover University of Wales Trinity Saint David]


	LCBB4004 – Consultation Project - Weekly Report 



	Student name:
	     Silvia Borcila

	Student ID number:
	2118502

	WEEK
	2

	Programme:
	BA Business Management

	Module:
	Marketing Fundamentals

	Module code:
	LCBB4004

	Lecturer:
	Bentil Oduro


	Brief explanation of the relevant theories adopted 

	The second part of marketing research is targeting. The first three terms in order of priority were:
To respond to a need of the target audience
To solve a problem of the target audience
To benefit from after-sales services and quality services
Market segmentation and targeting, meeting needs.
Market segmentation levels: consumer markets, business markets, international markets.
Development of market segments, market targeting, evaluation of market segments, segmentation strategy.
Identification of the company's competitors, their objectives and identification of their strategy.
Evaluation of strengths, weaknesses and reaction patterns of competitors.
Market segmentation and targeting, meeting needs (Varadarajan, 2010). 
SWOT analysis is a technique for assessing the performance, competition, risk, and potential of your business or a part of the business. SWOT stands for Strengths, Weaknesses, Opportunities, and Threats (a product line or a division). Additionally, it aids in the analysis of a sector or other organisation.
The most well-known method for auditing and analysing a company's overall strategic position in relation to its business environment is the SWOT analysis. Football teams employ it when they seek to find the tactics that will let them develop a company-specific business strategy. With the aid of this model, the club will utilise the companies' resources and skills in the best possible way and be able to adapt to the demands of the environment in which your business operates (Chalichio, 2020).
In order to select a target market, a SWOT analysis it will be conducted. 






	Reflection & advice to the organisation

	To be more specific and as an example how the SWOT analysis will be applied under the companies, B&M Store will be chosen:
Strengths: high developed supply chain, automatic system which helps the company to supply the market in order to customer’s needs, product innovation by use of technology, trained staff. – as a reflection onto the strengths of the company, the football club will take advantage of their products innovation and high standards supply chain management in order to sponsor the company. The B&M Store it will use the marketing campaign for the club by advertising their new and innovative products or any promotion.
Weaknesses: the profitability ratio is under the average, limited success out of their industry, lack of financial planning. So, the football club it will take advantage also from weaknesses of the company and try to attract them as a sponsor by being a big brand in UK. Moreover, by taking part of a good marketing campaign, the shop it will attract more customers and it will increase the profitability. Also, they can adapt their products and try to sale during the football matches. Regarding lack of financial planning, by being part of the company, we are going to allocate and implement a suitable strategy for them to grow. 
Opportunities: by supporting the football club, new opportunities will arise such as create more stronger brand name, expand in different industries and gain more competitors. 
Threats: B&M needs to invest in other industries and create chemistry or coffee shops, expand their range of products, such as refrigerators with frozen products, cafe machines, daily meals. Otherwise, the threats are that the competitors will take use of the technology and become stronger.  
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	Brief explanation of the relevant theories adopted 

	
The last part of the report is positioning. Positioning is important for the company as should be accessible to the public. The location of the Spartans Football Team is based in Edgebaston, Birmingham. Moreover, is closed to the targeted companies who want to become sponsors. So, is easier to distribute the food from the chosen restaurants to the stadium. On the other hand, Brimingham is a large developed town. 
Being in continuous development will help the football team to attract more customers, as having a large infrastructure and is accessible for customers to come by bus, train, or car.
According to CFI Team (2022) in a crowded market, regardless of industry, with competitors struggling to attract a limited audience segment - using the so-called red ocean strategy - can be chosen to differentiate the chosen companies by having the same products/services that they wear in a coat new, to serve a specific market. A Football team practically will create demand, i.e. a blue ocean, a new market, through innovation and added value. This is where the differentiation and brand positioning strategy comes into play. 


	Reflection & advice to the organisation

	
In the positioning process we will identify the current brand positioning, competitors, competitor analysis - what they offer, how they present themselves online for example, how they differentiate themselves, how they communicate, where they communicate, what kind of content they post, what online marketing strategies they use; in addition, it also helps a lot if we can get feedback from their customers about other similar brands they considered before buying from or using their services and why; then we can resume the differentiators and establish the positioning – that is, what makes the brand unique – and this is what Spartans team is looking for in terms of their sponsors. First, the team will start by finding the target audience, the vertical of which products/services are a part, what is the major benefit of their products/services, for the target audience, and how they prove that the benefit is real (Kalafatis et al, 2000). 
After establishing the positioning, the evaluation follows, to see what is the feedback from the customers, if it is what suits the brand in relation to the target audience or if it still needs adaptations/adjustments.
Consequently, when the football team starts communicating new brand positioning, it is advisable to aim to build a relationship with the potential customer, not to sell them the products/services. They can do this by communicating human-to-human, considering the challenges, desires, and any other problems/aspects they are looking to solve/fulfill with the products/services offered. 
Advise for the companies:
Aim to provide value by helping the customer solve a problem/fulfill a dream/overcome an obstacle. Be with them on their journey to purchase, learn more about them along the way, and constantly help them with the content you post online. Thus, you gain his trust, and you can become the top-of-mind brand for that consumer when it comes to a certain product or service – that is, you will be the first choice when he needs that product or service. Because he sees that you care.
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