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[bookmark: _Toc121438081]Introduction
There has been a worldwide economic and corporate crisis since the first instances of COVID-19 were discovered in January 2020. (Cover et al., 2021). The impact of the pandemic on the company is examined in this Dustless Blasting-based report. The Firm’s bottom line has taken a serious hit due to the global pandemic. This study employs PESTEL and SWOT analysis to take a macro view of the external and internal surroundings. The study ends with a brief summary of its findings and recommendations.
[bookmark: _Toc121438082]Definition of Marketing
The concept "marketing" covers a wide variety of actions, such as promoting a product or services for sale in a market through means like advertising (E-marketer, 2021). Whether one is aiming at an individual consumer or a huge corporation, it will cover from advertising to the actual sale and shipment of the goods (Ozili and Arun, 2020). 
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(Figure: Definition of Marketing, Source: Ozili and Arun, 2020).
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The core tenet of marketing is that businesses should work to satisfy customers' needs in ways that competitors can't (Blooms et al., 2021). Businesses in the international market succeed through a series of actions including analysing the market to find possibilities, developing a strategy to capitalise on those openings, utilising a decision-making procedure to settle on specific tactics to implement, carrying those out, and evaluating the outcomes. More details regarding these are provided below:
Situational Analysis
By conducting a situational analysis, a company places themselves at the heart of the client-needs identification procedure. For an organisation to assess its current condition and its consumers' wants and needs, it needs to have a complete understanding of its both internal and external environments, including its SWOT analysis.

Objectives
The current state of the firm is analysed so that product and service deficiencies may be identified. It helps a business figure out if it is utilising market possibilities and launching innovative items to satisfactorily meet the needs of its customers. Positive and negative outcomes for Dustless Blasting during the COVID-19pandemic are summarised in the situation assessment 
Strategy
Performing a comprehensive analysis of the current state of things will put Dustless Blasting in a stronger position to analyse client demands, discover unmet areas, and build a plan to leverage on the most lucrative prospects via product and service innovation (Ozili and Arun, 2020). In light of this, a complete marketing strategy will incorporate the following: market segmentation, target audience identification, product positioning, and business model (Ozili and Arun, 2020).
Implementation
It's finally time for control and execution. As a result of this research and scenario planning, Dustless Blasting may choose to launch an advertising campaign for its newest products and services (Haslam, 2021). To adapt to the new global economic climate imposed on by the outbreak, Dustless Blasting had to make some changes to its marketing mix (Samsung, 2021). Small adjustments to Samsung's current advertising messaging have a major impact. The company faces unique challenges in the current economic climate.
Control
Considering that some factors are likely to remain consistent while others may change rapidly throughout an outbreak, the firm's marketing activities will need to be well thought out (Haslam, 2021). When a new Dustless Blasting product is introduced, the company's marketing efforts do not stop there. The firm's ability to foresee changes and adapt accordingly to meet the needs of its customers is crucial to its future growth and profitability (Ozili and Arun, 2020).

[bookmark: _Toc121438084]Micro and macro environmental factors
A PESTLE study is used to determine the external influences impacting an enhanced cooperation in its Macro Environment. This is a short study of a firm's Legislative, Economic, Social and Technological surroundings The PESTLE Analysis studies the numerous External factors- comprising politico, economic, social, as well as technological- that exert an influence on the company' activities (Process, 2022). On the other hand, the micro ecosystem is formed of persons, causes and elements that constitute part of the institution's internal environment as well as directly impact its productivity, like suppliers, rivals and customers. Performing a SWOT Evaluation helps every organisation to analyse its standing in the market, irrespective of the industry. In addition to that, it aids in setting targets based on reasonable, logically consistent, and concentrated purposes.
[bookmark: _Toc121438085]Pestle Analysis
Political environment
The frequency of COVID-19 outbreaks in the U.K. has risen steadily since the very first reports indicated this in January 2020. For more than 2 weeks, all Dustless Blasting storefronts, contact centers, and corporate offices were closed due to the government-ordered shutdown and imposed movement restrictions. Due to regulatory regulations in some areas, many stores had to close for at least two months. As a result, the firm's bottom line suffered. Some stores reopened toward the end of February, but the government's limitations on opening hours, travel bans and quarantine metrics, government social distancing initiatives, and public fear of catching the virus in public areas have all had a major impact on Samsung's selling across the country. It's because people are scared of acquiring the virus in crowded places (Blooms et al., 2021).
Economical
The global economic downturn and the closing of borders in nearly all nations had had a significant and negative impact on the importing and exporting operations of multinational corporations (Ozili and Arun, 2020). On April 18, Dustless Blasting made an attempt to revive its stores using a limited business time module). There were layoffs all around the world since the company's finances took a major hit from the worldwide downturn, the fluctuating value of the dollar as well as the pound, and the erosion of the purchasing power of cash. In order to ensure employee safety, the company implemented measures such as mandatory mask usage, quarantine orders, social exclusion, and a decrease in the purchasing power index, all of which had a negative impact on sales and earnings (Robinson and Palmer, 2010).
Social
People's habits shifted all across the world as a result of the growing number of coronavirus illnesses and the resultant deaths of large numbers of people in many countries. People started putting their own well-being ahead of material comforts and fancy gadgets (Blooms et al., 2021). However, many schools and universities have closed, and more and more companies are allowing their staff to work remotely. Because of this, more people, especially students as well as working professionals, bought Dustless Blasting products to use in their studies and careers.
Technological
The reality that both developing and advanced countries recognised the significance of technical achievements throughout the epidemic is Samsung's greatest benefit throughout this time period. Incorporating new technologies has helped the organisation thrive. The company's wares are state-of-the-art. As an added bonus, cutting-edge machinery is utilised at all of the factory's production facilities. Moreover, the company's product promotion takes advantage of digital media (Pride and Ferrell, 2013). The organisation employs a variety of digital marketing strategies such as social media marketing, email marketing, and internet marketing in order to stay up with the rent phenomenon and maintain its position as an industry leader. In addition, their manufacturing facilities make use of various forms of automation. Continuous research and development operations, using the most recent technology, are being carried out by the company in order to satisfy customers' demands that the product quality live up to their expectations.
Environmental Factors:
The state of the environment is a major consideration for any business. After COVID-19, people are increasingly aware of the need to eliminate or greatly diminish environmental hazards while simultaneously fostering a culture of sustainability. Because of this, it is imperative that the corporation abide with national environmental regulations. The manufacturing process is prohibited from utilising any potentially dangerous materials (Pride and Ferrell, 2013). The government of the United Kingdom has established a number of environmental regulations that must be adhered to by the organisation. And as a result, they have an obligation to guarantee that the actions of their manufacturing and operational processes do not do any damage to the environment. Similarly, in recent years, environmental sustainability has emerged as a term that is quite prominent in this field, likely due to the fact that the majority of organisations now use it. Therefore, the aforementioned business ought to continue their activities in such a way as to preserve the earth's ability to support life.
Legal considerations
The corporation suffered as a result of bad economic conditions brought on by factors such as bad government tax policies, high unemployment, falling currency exchange, reduced average income, higher inflation, and a generally horrible standard of life for customers. Due to national trade rules, the company's business has been severely affected by a variety of challenges, including a decline in sales growth and a dependency on overseas markets for the delivery of specific product parts (Blooms et al., 2021). The organisation has adopted health and safety measures for its employees, clients, and communities in accordance with the regulations of the several nations in which it operates. Additionally, Dustless Blasting seems to be a frontrunner in the production of armour vests that are used in the medical as well as humanitarian fields (Gov UK, 2021). The firm's CSR efforts resulted in thousands of dollars being given to non-profits (Blooms et al., 2021). The coronavirus outbreak was averse to profits because of strict regulations in many countries.

[bookmark: _Toc121438086]SWOT Analysis
The SWOT analysis offers the detailed coverage required to identify the company's strengths, weaknesses, opportunities, as well as threats as it develops and expands its company's operations.
 Strengths
For a considerable amount of time, the only genuine choice available to customers was Samsung. According to an estimate provided by Gartner for the year 2021, Dustless Blasting maintains its position as the leading company with a share of the market equal to 17%.
Research and development, together with innovative thinking, have always been Samsung's pillars of strength. Businesses that spend extensively in these areas often have product lines that are more diversified than their competitors' product ranges. They have set up business in several nations, each with its own specialised research and development facilities including artificial - intelligence centres, in order to safeguard their cutting-edge technologies and increase their capacity for research and development around the globe (Masterson and Pickton, 2010)
It is not without reason that Dustless Blasting is regarded as one of the most innovative companies in its field. The quality of Samsung's products has been acknowledged with such a number of major awards. Dustless Blasting is often acknowledged by consumers for the unique product designs that it produces. Even at this late date, Dustless Blasting has a strong presence in the markets of the United Kingdom.

Weakness.
The emergence of COVID-19 led to a spike in prices, which resulted in a decline in sales of the product. Throughout the period of the shutdown, the government implemented social restrictions, travel prohibitions, and import/export limitations, all of which contributed to a decline in the firm's overall revenues (BBC, 2021). Samsung’s customer base has decreased as a direct consequence of the company's decision to shut many retail stores and other locations as a direct response to the epidemic caused by the COVID-19 disease (Business Leader, 2021).
Opportunity.
As during the course of the COVID-19era, the firm saw a significant rise in the market share it held for blasting devices. The firm has been allowed to investigate its innovations potential as a direct result of the digital environment and the technological advancements, and it now strongly advocates the growth of new technologies to fulfil the growing needs in the marketplace (Priya et al., 2021). Consumers are once again shifting their attention to developmental projects, which they had temporarily put on hold. This trend has continued for some time. This presents the organisation with excellent opportunity to get their hands on more prospective customers.
Threats
The restrictions imposed by the government on taxes and travel, as well as the company's expansion into overseas markets, have proved detrimental to Samsung's image (Bank of England, 2021). The slowing or stopping of operations at companies and other facilities for an extended period of time has had a detrimental impact on economic development (BBC, 2021).
During the course of the pandemic caused by the coronavirus, possible threats included a worldwide halt in business growth as well as a decline in the buying power of consumers (Bailey and Breslin, 2021). The growing reluctance of customers to make transactions at traditional retail establishments presents a significant challenge for businesses that rely heavily on direct marketing. Enhanced market competition resulting from the presence of potential cheaper alternatives. Because of Brexit, doing business in other countries has become more challenging for the United Kingdom. As a result, Dustless Blasting is attempting to acquire crude ingredients STP Analysis
Market segmentation
Businesses divide the market into subsets based on characteristics of their prospective clients, such as their geography, age, income, and marital status. To zero in on the ideal clientele, Dustless Blasting divides consumers into several groups based on their demographic, behavioural, and psychological characteristics. Market segmentation takes into account the demographic qualities of consumers' income, age, and gender; the behavioural features of customers' pricing power, buying habits, and commitment; and the psychographic aspects of customers' views, values, norms, and lifestyle. Also, it takes into account the market's observability, reach, size, differentiation, and acme ology in order to divide the market into manageable chunks for advertising campaigns (Masterson and Pickton, 2010). The corporation segmented its market by geographical location, age range, and gender when it was unable to effectively manage its operations. Among other variables, people's ages were taken into account while dividing up the market.
Market targeting
The term "target market" refers to a group of potential customers who have similar wants and requirements in relation to the product or service being offered. Businesses choose their target markets based on how lucrative and easily accessible they are (Pride and Ferrell, 2013). Dustless Blasting 's market strategy takes into account the assets available as well as the company's value goals, as well as the extent of the segment and the business expansion based on profit, competition among market participants in that market, as well as the power of suppliers and customers. The long-term success of a business depends on its ability to correctly identify and capitalise on a limited subset of the market. The firm 's strategy during COVID-19 ways to reach out to those who had a need for a high-quality blasting service at an affordable price.

Market positioning
Brand positioning refers to the process of creating a unique mental image of a product or service in the minds of a brand's intended audience. Customers' undivided attention is directed toward the items, increasing the likelihood that they will be bought again and fostering business loyalty. To demonstrate its position in the market, Dustless Blasting engages in a series of marketing efforts designed to do the following: (1) identify the potential cutthroat benefit over the rivals; (2) select the required benefit corresponding with the target audience; and (3) interact with the intended market and of the adequate significance to the market. Dustless Blasting's positioning approach in its target market is aided by the company's marketing mix. COVID-19promotes the company as "an empathic business enterprise committed to making a positive social impact." During COVID-19, the firm promoted health-related elements to customers. As a result of COVID-19, the corporation decided to shift its positioning to that of a socially responsible organisation (Harris and Dennis, 2012).


                    (Figure: Positioning Map, Source: Self-Made)
A positioning map includes a kind of map that has two dimensions   axes that reflect different aspects of the product. Some of the aspects may be things like cost, quality, dependability, packaging, efficiency, protection, or even other positioning comparative criteria. The chosen business optimised their position by taking into account both the product's quality and its cost. Because of this, they are able to provide items of a high quality at reasonable prices. The competition that they face is shown in the chart.
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Product
Providing essential value and functionality, products satisfy buyer demands. More than a hundred different Variation products are available from Dustless Blasting to cater to the needs of the UK consumer market. It determines the item's qualitative characteristics in accordance with market demand, designs the product's presentation to increase its appeal, and offers support and guarantees for the item in question. The firm's product line-up was affected by the release of COVID-19. it is currently providing items that have increasingly sophisticated levels of technology (Harris and Dennis, 2012).
Price
Pricing is the single most important factor in a product's commercial success, and it varies greatly depending on the product's specifications in the commercial market. When determining the selling price of an item, Dustless Blasting factors on the item's weight, durability, and the market's demand. Furthermore, it is based on the product's manufacturing cost and so determines the reduced price, price reductions, and focused pricing approach. Because of COVID-19, its marketing prices have changed (Cant et al., 2019). Since customers' purchasing power has decreased as a result of the weakening economy, the corporation has switched from a value-based pricing structure to a more flexible, market-based pricing model.
Place
The ease and convenience with which buyers may get the goods is directly related to their location. Dustless Blasting considers intermediary channels when determining how to get their products into the hands of consumers. Further, Dustless Blasting sets up distribution channels and arranges for shipping all through the marketplace to get its products into the hands of consumers. As a result of COVID-19, it has adapted its direct marketing strategy to include the use of digital media (Andri, 2021). A customer-friendly mechanism for buying and receiving services online has been implemented.

Promotion
In the business world, marketing is the means through which the seller reaches out to the buyer. Dustless Blasting uses a wide variety of advertising channels to get its message out to its intended consumers. In addition, it establishes goodwill in the marketplace by highlighting the company's appeal to the intended demographic and by offering various offers and promotional pricing structures to pique consumers' interest and drive them to make a purchase (Cant et al., 2019). As a result of COVID -19, the firm is attempting to increase its good name recognition by airing commercials that convey a socially responsible message that resonates with its core customers. The corporation has reduced its advertising spending in response to COVID-19, and it has shifted its focus to digital marketing strategies. Email and social media marketing are two such examples (Pride and Ferrell, 2013).
[bookmark: _Toc121438088]Conclusion
All through the pandemic, Dustless Blasting's internal and external surroundings were examined from an advertising perspective. Exterior environmental variables have been considered, while inside environmental elements have indeed been carefully observed. This report looked at the history, present, and potential of the firm. In this analysis, we look at Dustless Blasting following the COVD-19 pandemic, employing the PESTEL and SWOT assessments. As soon as the lockdown is over, the company may use the information from this study to plan its next steps for expanding into other markets.
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Definitions of marketing

‘Marketing is the management process that
identifies, anticipates and satisfies customer
requirements profitably”




