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Marks & Spencer is one of the leading organisations in the UK retail industry. This is a public limited company. Michael Marks and Thomas Spencer were the founders of M&S. The firm is named after their surnames. It went to a lot of ups and downs. 
[image: Expert Blog: Marks & Spencer facing trading challenges before, during and  after COVID-19 | Nottingham Trent University]
The history of Marks & Spencer supports its elegance and existence within the country. The firm has gone beyond its national territory. It is now a multinational organisation. 
Large inventory and huge setup has been supporting the firm to grow beyond its territory. “Aspirant quality all around”, can be the most justifiable summary of the entire organisational setup of M&S. The business is sticking to provide the maximum services to all its shoppers. 
[image: With "Plan A," Marks & Spencer redefined corporate social responsibility |  News | Eco-Business | Asia Pacific]
Retail industry is a different approach than other industries. M&S has been retailing in-house and sourced items. Branded products are retailed from the firm with certain commission and percentage.  M&S is the biggest retailer of Gucci and H&M. Nike has been selling large amount of their products through the outlets of M&S. 
M&S categorises their products based on sections. Daily requirements and luxury departments are two separate areas to cover in the outlet. There are specific outlet designs to present and showcase all the products in a single category. 
Steve Rowe is the CEO of Marks & Spencer. He has been operating and keeping a strong operation since 2016. The firm is in the economies of scale. Therefore, it has entered to a global expansion strategy. M&S is expanding the business area over and over. A plenty of sections have been covered ever since it crossed the border of the UK. The business is growing at a fast pace. 
[image: Marks & Spencer: latest news, analysis and trading updates]
Marks & Spencer has a dedicated customer community. The community is fuelling the growth of business. M&S will get more global expansion when it will start to host popular global brands in its outlets. 
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M&S provides retail services to its customers. They have specific product categories. A large section of the firm is only apparels. 
Men’s apparel: M&S sell sourced and in-house apparels for men. The firm mainly considers the quality of fabric and design to attract customers. Male apparels are imported from a range of areas throughout the world. Being a global brand, the firm is expanding its business by importing male apparels from different areas. 
[image: Gifts For Men | Gift Ideas For Him | M&S]
Ladies apparel: The next category of the brand is ladies section. M&S has an expert designing team to satisfy women’s section for apparels. As there are more type of apparels for ladies than gents, this section has been a key area to cover for Marks & Spencer. 
[image: M&S Marks Spencer Ladies White Black Spotted Polka dot Shirt Blouse Top 12  - 22 #MarksandSpencer #Shirt #Casual | White shirts women, White women,  Polka dot shirt]
Kid’s apparel: The next section is kid’s apparel. For every age and category, there are different types of products. All products have a signature of M&S. 
[image: M&S broadens kidswear focus amid clothing turnaround - Retail Gazette]
Home accessories: Another product section covers different types of home necessaries. Tools and hardware are found in this section. Home accessories have a variety of attraction. 

The strategy of product development in M&S is simple and straightforward. It considers the market as an opportunistic field. A plenty of factors to develop within the market is considered for product development purpose. The firm will need to develop the product considering the market gap and its effectiveness for customers (Belz, 2011). Then, it will launch the product to customers. The product is marketed with a plenty of attractive packages. From production to the final packaging, M&S leaves a signature of their brand. 
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Product pricing is one of the areas where M&S has created exemplary factors. The firm has been applying various pricing strategies for their product and retail services. 
Economic pricing: M&S applies economic pricing for daily goods such as grocery items and household tools. There are some apparels with such pricing strategy. Setting economic pricing for in-house production is easy for M&S. However, there are some product categories where economic pricing or cost-plus-pricing strategy is difficult (Trott, 2017). 
[image: File:Price tag of a Marks & Spencer product 02.jpg - Wikimedia Commons]
Local product pricing: Penetrating pricing strategy is applied for a limited bundle of products from Marks & Spencer. Local products are easily available. Therefore, the firm sets a limited amount of prices for all these products. They are cheap to get supplied and easy to distribute. The demand for local products is also high in some cases. These dots are added together to maintain a low pricing of goods for local products. 
[image: BNWT New Marks Spencer Tailoring Grey Wool 2 Piece Suit For Sale in  Kettering, Northants | Preloved]
Premium pricing: M&S retails some of the best products from brands like Nike, Gucci, H&M, etc. These products are found with premium pricing in their outlets. In order to sell these items, Marks & Spencer follows a certain strategic development. 

Though there are different prices, M&S offers a plenty of promotional offers and clearance sale. Those offers includes a low price range with higher profitability. Businesses grow fast when the volume and pricing are adjustable with the context of pricing. Different areas are covered within this phase (Chaney and Martin, 2007). The firm could not set premium pricing during the covid-19 pandemic. External environment has issues on the pricing too. Brexit was another factor affecting the pricing strategy of Marks & Spencer. Importing goods at a higher cost will elevate the pricing. There, the firm had to face challenges to keep the pricing strategy stable. The 
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Location of selling goods and services is always important. M&S has two types of distribution channels; online and offline distribution channels. The firm sells through outlets and website. It has created their own business site to sell all the products online. Internet is being used at a large scale in the firm. The consistent development in this respect is a way to develop the business outcome. 
Offline: The first and the most effective distribution channel is outlets. The firm has more than 1400 outlets. These are the main sales points for the business. The best part of having these outlets in the organisation is interacting directly with customers. Businesses get to interact and communicate more effectively when offline distribution takes place. The development of businesses depends on a different types of approaches occurred during the offline distribution of goods and services. A growth opportunity is created through the use of offline distribution. The majority of fund is generated from offline distribution channel (Fifield, 2016). 
[image: M&S puts jobs at risk after announcing closure of Hillfoots store - Daily  Record]
Online: www.marksandspencer.com is the online distribution channel of the firm. The site is a great deal of business appearance. It has created an example to use online distribution as a part of internet channels. Marks & Spencer will need to continue developing the site and adding more products to the online directory. Inventory management and other factors are needed to be added to the process (Fifield, 2016). Online distribution creates market awareness among general customers. The majority of business operations is continued based on the online site during the covid-19 pandemic.

The purpose of setting the proper distribution channel is necessary to reach directly to customers. Without having appropriate channel, it will not be possible to gain a strong consumer network. Businesses will need to approach effectively in this respect. 80,000 employees are appointed in different sections of the company. The business has been increasing day by day and the HR will need to implicate more effective ecommerce operations (Johnson, 2014). 
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M&S has different types of marketing promotions. Promotion is the best way to promote the brand and product to customers. Whatever development M&S has gained, it occurred because of its promotional strategies. A range of businesses are now being developed. M&S is still on the field because of their promotional strategy. 
Social media marketing is the modern day addition of the promotional strategy of M&S. The firm has a team to post different products and services on social media. Customers are attracted and they respond to the brand for this purpose. The outcome of the business will need to be assured. Comments, likes, reacts, and other factors are effective in this manner. The social media of M&S includes Facebook, twitter, instagram. All these sites have strong customer community (Lewis and Renn, 2004). For promotional purpose, this digital media are highly effective and create consumer attraction. 
YouTube review is the next sector to promote the brand. There are Online Tele Commercials to attract customers through these review videos. M&S applies a range of digital platforms for maintaining the growth. YouTube helps getting a lot of customer attraction. People share videos and get the required outcomes from it. 
[image: MARKS & SPENCER Fashion Show - YouTube]
Offline promotional channels are also maintained carefully in Marks & Spencer. Sponsoring events is a part of the offline promotion. M&S has some celebrity ambassadors. They promote different products of the firm through commercial ads and other mediums. 
Direct promotion is also applied in the marketing strategy (Lewis and Renn, 2004). People connect to each other and make better way to indicate the development. Promotion through customers in this respect is necessary to build a committed customer community. 
Businesses will need to continue developing the promotional channel as M&S has developed. This will help businesses to get a good position in the retail sector. 
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Previous blog segments have covered different areas of marketing strategy applied in M&S. The firm is surely doing well in the marketing operations. However, there are scopes of improvement. The organisation is planning to expand beyond the continent. There, it will need having strong digital marketing team. Marks & Spencer will need to implicate a range of processes for maintaining the growth. Digital marketing team can remain consistent and get a strong grasp only if it is possible to generate business result. M&S is applying marketing strategy to get consumer’s attraction. It will need to include more target audiences to continue with current marketing tactic. 
The strength of marketing strategy of M&S is improving the tactical section day by day. Marks & Spencer has different brands below its product category. M&S will need to continue developing the product according to customer’s requirements (Mital et al., 2014). Different types can set a higher area to cover through digital marketing. Another strength is the digital platform. If applied properly, digital marketing strategy can create the most significant result for businesses.
[image: Yami Gautam poses with models during the launch of Marks & Spencer's  Spring/Summer 2015 Collection, in Mumbai - Photogallery]
The weakness of marketing strategy by M&S is losing the value for aggressive marketing. To compete with Tesco and John Lewis Partnership, Marks & Spencer has entered into aggressive marketing technique. It will need to continue developing certain rules and regulations for maintaining a growth rate for M&S. Marks & Spencer will need to focus on its development of marketing strategy (Monroe, 2010). Business should continue more expansionary digital strategies to overcome the current contexts. 

The series of blog post can be concluded stating that M&S will have to focus mainly on its marketing strategies. It will have to evaluate all the possible outcomes to develop marketing context. M&S is an old firm. Therefore, it will be able to generate more business success in the future. 
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