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1.0 [bookmark: _Toc7791591]Introduction 
This report will contain a 12-month marketing communication planning framework for The Hiut Denim Company. The frame work will be broken down in to specific sections and applied to the business to see how effective the framework is. The budget has been set at 5 million pounds, this will be used for the promotional mix. 


[image: Image result for marketing communication planning framework]

(Fill, 2013).

2.0 [bookmark: _Toc7791592]The context analysis
The context analysis is a method of analysing the environment in which business operates. The analysis will focus on scanning the macro environments of The Hiut Denim company. The context analysis is broken down into 4 parts. The business context, the customer context, the internal context and the external context.
2.1 [bookmark: _Toc7791593]The Business context 
The business context is made to show the managements current situation. It helps to provide a clear understanding of the performance of the business, the way this is measured is by the success, problems and any future developments of the business. 
2.1.1 [bookmark: _Toc7791594]The market
 The market the Hiut jeans is entering is the high-end jeans market. The big competitors will be diesel, levi’s, Tommy Hilfiger and Calvin Klein.  Market trends 
2.1.2 [bookmark: _Toc7791595]The market defined 
The market they are trying to enter is reasonably competitive market with their competitors trying to dominate the market. The jean market was estimated to be worth 56 million dollars back in 2017. Over the course of three years the jeans market demand is set to just keep rising. This will be very beneficial for the company because they can see the increase in demand for jeans, therefore this means that there will be a higher chance of new customers and reoccurring revenue. 

[image: DENIM MARKET]
(Prescient & Strategic Intelligence , 2019)

The e-marketplace will be a crucial point for Hiut jeans because this will be where they can distribute and promote their jeans and generate public interest through the web.  Being able to navigate through the e-market is becoming a necessity if the modern day due to a lot more customers using the internet to purchase products rather than visiting the physical stores. 









2.1.3 [bookmark: _Toc7791596]The competitors 
Hiut jeans will need to ensure that their competitor analysis is thorough. This is due to the other companies offer similar services to Hiut jeans. Calvin Klein 
[image: ]
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(The hiut Jeans, 2019)	(Calvin Klein, 2019)

Both companies can offer the same product, but it comes down to how they market the product. This then generates their customers and then generates loyalty to the brand. Calvin Klein have a massive following due to celebrity endorsements and over various sponsorships, whereas Hiut Denim don’t have that sort of backing. 


[image: Image result for steps in analysing competitors]
(Launch Engineering , 2019)

By following these 5 steps, you can overtake your competitors. Hiut Jeans will need to observe and analyse Calvin Klein to find out the majority of the information needed to perform the structure effectively. Below is a competitor analysis for Hiut Jeans:

	Competitors 
	Competitors goals & Objectives 
	Competitors strategies & tactics 
	Competitors strengths and weaknesses 
	Which competitors should be attacked or avoided

	Levi’s 
	To be the number one jean manufacture in the world
	Invest a lot of money in to their sales and promotion teams
	A strength is that they have a strong global presence and a weakness is that they rely on their wholesalers a lot 
	Levi’s should be avoided due to their financial backing and following 

	Tommy Hilfiger 
	To dominate the jeans industry 
	They’re strategy is to market their jeans globally to generate more customers on global scale
	A strength is that they have a product for everyone. A weakness is sustaining a brand as big as this will take a lot of money and effort 
	Again, Hiut should avoid them due to the size of the company

	Calvin Klein
	To be the most sought-after jean company 
	They’re strategy is to maintain the brands positive outlook in the fashion industry 
	They have the PVH backing which means they have endless amounts of money. Image management, this is just maintaining the image they have within the public. 
	They shouldn’t try to attack this company due to the massive amount of financial backing and presence they have in the jean industry





2.1.4 [bookmark: _Toc7791597]Supply Chain 
Through being a clothing company, they will need various raw materials and services to help distribute the company’s products. 

“Disintermediation was the word on many commentators’ lips, in the early days of internet retailing, when it was envisaged that manufactures could simply target their consumers directly” (W, et al., 1987).

Malone outlines that this was when companies started to understand the way of shifting the supply chain around to get straight to customer rather than having a long-winded supply chain procedure.











2.1.5 [bookmark: _Toc7791598]Intermediaries 
Hiut jeans has various intermediaries ranging from District 21 to unsung hero. From the information on their website they have 10 intermediaries all together. (Hiut Jeans, 2019).
By using the second example from the distribution channel, Hiut jeans will be benefiting the most because it shows that the products will be going straight from their manufactures straight to the stores. Therefore, having a smaller number of intermediaries is a pro and a con. The pro is that it’s very selective and precise, the con is that it’s very subjective and a less sought-after brand.
[image: Image result for disintermediation of consumer distribution]





(Steele, 2009)
Hiut will not benefit properly by using A. They would need to focus more on B this is most cost efficient and simple procedure.  They use B and C, this is due to customers being able to visit stores that offer the jeans and that customers are able to order jeans directly from the website. 


2.1.6 [bookmark: _Toc7791599]Stakeholders
“A person, group or organization that has interest or concern in an organization.
Stakeholders can affect or be affected by the organization's actions, objectives and policies. Some examples of key stakeholders are creditors, directors, employees, government (and its agencies), owners (shareholders), suppliers, unions, and the community from which the business draws its resources” (Business Dictionary , 2019). 
As the business dictionary states, stake holders have direct effects on the business. Hiut Jeans stakeholders are the intermediaries, local communities and government themselves. These are the people who will have direct impacts on the company, Hiut Jean’s ensure that all their stakeholders are committed into their vison. They ensure that all stakeholders are loyal and trust worthy, this is because it can be a risk entering a saturated market such as jeans. 

2.2 [bookmark: _Toc7791600]Customer context
“Customer context including dimensions of segment characteristics; levels of awareness, perception and attitudes towards the brand or organisation; level of involvement; types of perceived risk and influence of different members of the decision-making unit” (Chaffey & Ellis-Chadwick, 2016). These components are what makes up the customer context, the customers have a massive influence in the business because they are what generates the profit, no customers will mean no money and with no money the business or company cannot thrive and progress. 

[bookmark: _Toc7791601]2.2.1 Customer segmentation
“Demographic segmentation – Dividing the market in groups based on demographic variables such as age, gender, family size, family life cycle, income, occupation, education, religion, race, generation and nationality” (Kotler, et al., 2008). There are many different types of customers. Ensuring you try to appeal to the mass market is key, this makes your customer pool vast therefore meaning more potential customers. Hiut Jeans is a premium jean company therefore their customer base is a very selective group of individuals, this means that they may need the higher amount of disposable income rather than the average person’s amount. This is where the segmentation of customers come into account because Hiut jeans have cut out people who may not have a high disposable income meaning the customers become more specific. Loyalty comes in play when being involved directly with customers. “Customers can be loyal to one brand, loyal to a set of brands or brand-switcher”. (De Pelsmacker, et al., 2010).  Jeans have become such a crucial item for people’s wardrobes. A lot of customers will spend a lot of time to ensure that the jeans they choose is appropriate for them. Therefore, Hiut understands this, that’s why they try to offer the best quality of jeans for the best price they see fit. 




2.3 [bookmark: _Toc7791602]Internal Context 
Internal context is all factors that may affect a business internally.
“Internal context including financial constraints; organisation identify; culture, value and beliefs; marketing expertise; agency availability and suitability” (Chaffey & Ellis- Chadwick, 2016).  These are all the factors that influence how risks and goals are managed or achieved. 

2.3.1 [bookmark: _Toc7791603]Hiut Jeans Internal Context
Hiut Jeans internal context would be their financial teams, distribution teams, management, promotions, law and internal stakeholders. These are the assets, liabilities and strengths that affect the business internally. These components are very vital because these sections are what help keep the business running smoothly and help to keep it afloat. Without one of these components everything else falls apart. By analysing these carefully, you can help to see where the business is going, therefore it can help to create or achieve goals or eliminate risks. Hiut jeans isn’t a very large business therefore they don’t have access to endless pots of money, this means that their stakeholders are considerably smaller than other brands such as Levi’s or Calvin Klein. A problem that’s been outlined is that they are very poor at internal communications. This can have damaging effects on the business if they aren’t communication properly. 


2.3.2 [bookmark: _Toc7791604]External Context
The external context is factors that affect the business on the outside.
“External context including key stakeholder; communications and needs; social, political, economic, legal and technological restraints and opportunities” (Chaffey & Ellis-Chadwick, 2016). Chaffey outlines the external factors that affect businesses. 
2.3.3 [bookmark: _Toc7791605]Hiut Jeans external context 
The external factors that affect Hiut jeans will be things such as inflation, political and any new legal regulations that may come in. A major factor is are people buying jeans or do people even have money to buy jeans? If people aren’t in need of jeans, they won’t go wasting money on something they don’t need. Therefore, Hiut jeans will need to be keeping a close eye on the demand for jeans. As stated previously jeans have become a necessity to everyone’s wardrobe, meaning the demand for them is still high but the market is becoming more competitive. Social factors could affect Hiut in the sense of the type of jeans being offered and the age range they’re being marketed too. Commonly the older generation tend to wear your straight cut style of jeans, whereas the younger generation tends to wear more distressed types of jeans. Hiut will need to ensure they’re keeping an eye on their demographic and forecast through the year. 






Economic - Community surrounding the business. Disposable income in the area. 
Political – Disposable income. Recession. legislations. 

[bookmark: _Toc7791606]2.3.4 




Technological – Marketing. Social medias. E-market.
Social – Social trends. Fashionistas. Social influencers.  






3.0 [bookmark: _Toc7791607]Marketing communications objectives 
Having marketing communication objectives is very crucial because Hiut’s communications are very poor therefore an objective for them should be to improve the communication within the internal teams. “Marketing is the process of planning and executing the conception, pricing, promotion and distribution of ideas, goods and services” (Del Pelsmacker, et al., 2010).  Hiut Jeans may need to draft up new objectives and strategies to help improve the communication internally. They only have 10 stakeholders within the company therefore they are a medium sized business, an objective could be to increase they’re following within the jean industry. This would help to improve figures all across the business. From profit figures, to popularity amongst stores. Having smart objectives can help to keep a business on track and can help them improve their company with the right help and mindset of the owner.  

[bookmark: _Toc7791608]3.3 Marketing level 
Hiut Jeans would need to increase their demand in their products for their market value to rise. This would then generate more income which would then lead on to having more opportunities to expand and branch out to other stores. Higher demand leads to more profits, which means more disposable income. This can then go towards completing previous objectives set by the business. 
[bookmark: _Toc7791609]3.4 Marketing communication level 
This would be helping to increase the level of communication through marketing. This could consist of raising awareness of Hiut Jeans through marketing campaigns and adverts. This could be posting adverts around the local area (Cardigan). These could help to boost interest in the company. Could help improve statistics. According to the BBC’s article on Hiut Jeans it takes them 1hr and 10 minutes to manufacture a single pair of jeans, therefore they could potentially cut this time down 1hr. (WWW.BBC.co.uk, 2017). This would be a beneficial objective for the company due to the communication of the manufacturing time being lowered. 






[bookmark: _Toc7791610]3.4.1 Internal communications
Internally communications have already been stated as a problem within Hiut Jeans. “It is clear that the effective use of expressive communication within organizations requires certain conditions, for example appropriate social and cultural norms” (O'sullivan, 2007). These conditions need to be met to have cooperative communication throughout the business. The team in Hiut Jeans is a very small and tight work force therefore the social interactions through the business should be common and regular but there seems to be an error somewhere when communicating integrally amongst one another.

[bookmark: _Toc7791611]3.5 Positioning 
The position of the company is based on the customers views and values not the company. It is in the customers hands where a company is based, therefore this is why customers ensure their brands have a positive image to try and entice new customers in and raise the position of the company. The position decides on how a business should market their brand to customers, this helps to develop an image. The image of the product is created based around its audience. “Positioning is the process whereby the brand is perceived by the consumer/stakeholder to be differentiated from the competition, to occupy a particular space in the market, and will achieve the business goals” (FIll, 2013).

[bookmark: _Toc7791612]3.5.1 Positioning of Hiut Jeans
Hiut Jeans have taken over the welsh jean industry, they have dominated the competition around the surrounding area. The mission for them was to get 400 people their jobs back after Dewhirst Ladieswear closed down in 2002. With this happening it was a chance for Hiut jeans to step in and raise their position to number one in the jeans industry on Wales. Having someone like Megan Markle wearing the company’s jeans will help to boost the position of the company, this is due to Megan having such a massive effect on the public. Hiut will strive to ensure that their position in the customers eyes is forever progressing and that more and more customers are valuing them higher. 



[bookmark: _Toc7791613]3.5.2 Perceptual map



High Price
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[bookmark: _Toc7791614]3.5.3 Positioning statement 
The customer is crucial to the positioning statement because this is what’ll help Hiut strive to be better and progress as a business. “Do one thing well” is found on their website. This outlines that they strive to be great at what they do, this is being great at making jeans for the people. 


4.0 [bookmark: _Toc7791615]Promotional strategies 
This is the development of positions that consumers can relate and understand, this is vital part of a marketing communications plan. “There are a number of overall approaches to develop a position. These can be based on factors such as the market, the customer or redefining the appeal of the brand itself” (Fill, 2013). Having effective promotional strategies is crucial when improving a position in the business. The three factors being followed are very important in the marketing communication side of the business because all of these factors have substantial effects on the business. For example, the customer is what’s always looked at in a business so having a strategy of how to target and promote to them is beneficial because this means you will have direct contact with your target audience. 

4.1 [bookmark: _Toc7791616]Promotional strategies of Hiut Jeans
Hiut jeans will always be assessing their customers therefore their strategies will be very specific this due to the market they’re in. Promoting the image of Hiut jeans is key factor in the helping the business progress and grow. In the area the main factory is in its key to promote where they are so that potential new stakeholders know where to look when searching for the company. Hiut need to ensure that they are including the stakeholders in the promotional strategies because this would all link into the communication throughout the company. This also mean that everyone is included in the strategies and therefore have an impact in the promotional strategies of Hiut jeans.


[bookmark: _Toc7791617]4.2.1 Pull strategy
The pull strategy is created to try to draw customers/consumers into the business or brand. “Pull-positioning strategies – these are intended to influence end-user customers (consumers and b2b)” (Fill, 2009). Hiut jeans will to try ensuring that they’re influencing their consumers in a positive way, this is so that the customers are then able to go on and potentially give positive reviews of the business this then boosts the image of the business in the public’s eye.

[bookmark: _Toc7791618]4.2.2 Push strategy 
This is more focused on the marketing side of the business, it focuses on the trade of the products or the channel that’s used to market the products. “Push-positioning strategies – these are intended to influence marketing (trade) channel buyers” (Fill, 2009). This strategy is focused on the marketing of the business and “pushing” products out. This would be the jeans created in the factories or any sort of sale that’s promoted through the stakeholders. 

[bookmark: _Toc7791619]4.2.3 Profile strategy 
This is the image of a business, this focuses on how the consumer perceives the brand. “Profile-positioning strategies – these are intended to influence a wide range of stakeholders, not just customers and intermediaries” (Fill, 2009). This includes everyone rather than try to market a product or pulling in the attention of a consumer. The stakeholders and intermediaries are involved in this strategy. The external profile strategy will include how Hiut interacts with the intermediaries, customers and the stakeholders. This will help to complete the objective of improving communications within the business. The internal profile strategy will help to complete the objective of reducing the manufacturing time of the jeans.  

5.0 [bookmark: _Toc7791620]Promotional mix 
“The promotion activity can be quite expensive for a company, but when it is done properly, the return of investment can be very high” (Matei, 2014). Therefore, a lot of time has to be put in when creating promotional campaigns due to the money that’s going to be spent by a company. The promotional mix has 5 components that come together to form the mix. Personal selling, direct marketing, public relations, sales promotions, advertising. These components are what ensures that the promotional mix succeeds within applying it to your business. Hiut jeans will need to break down the promotional mix into the allocated sections and expand on each one.


	Promotional Mix
	Hiut Jeans 

	Personal selling
	This tends to be one of the most effective sections for Hiut because this consist of selling the image of the brand to potential stakeholders and helps to get the business off the ground. 

	Direct marketing
	This will consist of the direct contact with Hiuts customers an example of this could be emails sent to previous customers regarding feedback or any upcoming sales 

	Public relations
	Hiut may have a manger that deals with any of the public relations issues. This would consist of someone running the social media pages, websites or any form of major event. 

	Sales promotions 
	This would be the attraction factor for Hiut jeans, therefore it would be anything that help intrigue customers to buy the jeans.

	Advertising 
	This would be any form of adverts formed to help create interest in the brand/business. These adverts could be then placed around the local area to boost the business’s popularity. 



[image: ]

This is what the gant chart for Hiut Jeans communications plan. The budget they were set was 5 million and they’ve spent that over the course of a year period.

6.0 Implementation plan 

Through the communication plan inhouse employees and agencies will deal with some of the criteria that makes the plan. The agencies will deal with the sponsorships, Radio adverts, Tv adverts, billboards and generating market awareness. Whereas the inhouse employees will deal with the newsletter, internal communications and launches of new jeans.
7.0 Evaluation and control 

7.1  
Hiut Jeans will need to observe the previous objectives that were stated. Hiut will need to analysis the internal communications and evaluate what’s going wrong and how they can control the issue. By controlling the issue, it will work towards completing the objective that has been set out. After a 12-month period of evaluating the communications within the business Hiut will be able to compare and contrast the data they have collected with other jean companies. This would be beneficial for Hiut because they are able to evaluate If they’re going in the right direction and can see what the competition is doing. Financial statements will be created at the end of the year to see where money has been going through out the business year. They can also see important information such as: tax, profits, revenue and other various important numbers. Through researching when jeans are being bought it will help Hiut in the sense that they can offer certain promotions when people want to buy jeans. Scheduled meeting will be made to discuss any issues that may have risen in the business. They can also discuss where they want the business to go, in the meetings they could also discuss new objectives or goals Hiut want to achieve in the future.
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