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Clarks Shoes is a British shoe manufacturer and retailer in the U.K. It is noted that this special area requires the best quality of every shoe store because the current selection of shoe stores is not enough in order to fulfill the demands of the customer in an effective manner. It is noted that the presentation contained the details regarding the company. It provides information about Clark's history. On the other hand, the presentation also analysis the marketing environment of Clarks. With the help of the marketing environment, it is easier for the company to understand their recent performance in the contemporary market. Innovative strategy is the art and science of how companies can behave sensibly to achieve a certain vision, common mission or higher goals. The goal is to achieve long-term value-added benefits for their business in the real market. A systematic study of the past and the future is essential in the policy-making process for Clarks shoes in the U.K. and also for the worldwide market. Customers are a key force in the project environment and buy products that determine success or failure. The main goal of Clarks is to create and maintain healthy relationships with its customers. The company has a long history of innovation, from sheepskin shoes in the 1880s to polyurethane soles in the 1970s, as well as air conditioners such as Active Air and Springer’s that were recently launched. A customer-centric company puts customers at the centre of the company and transfers strategy, systems, structure, people and leadership to customers. This approach, often referred to as a market-driven organization, addresses the needs of internal and external customers and focuses on business practices rather than the lifetime value of customers and retention. It is concluded that Clarks has been a retail industry and has been generating a huge amount of profit in the U.K. and also all over the world. It is found that Moki is a software provider that offers cost-effective management, security and analysis capabilities throughout the life of customer sharing.
Introduction
It is noted that Clarks is one of the oldest shoe organization in the U.K., and it has been working effortlessly in order to provide better services to its customers. In the current work, the researcher will appraise the organization innovative marketing methods and strategies in order to raise awareness about their brand. On the other hand, they use it to manage and evaluate the customer journey by using different communication channels from the contemporary market in order to satisfy the needs and demands of their stakeholders.
[bookmark: _Toc73046555]Main Research and Analysis
It is noted that this section provides information about the results which has been collected from the presentation. It is important for the current research to provide information about the marketing strategies for Clarks, which can help them to boost their brand in an effective manner. However, it also focuses on the customer journey within the Clarks. It is aimed in the current assignment to provide the market position of Clarks and provide innovative care program for the customer. 
[bookmark: _Toc73046556]Information from Presentation
It is noted that the presentation contained the details regarding the company. It provides information about Clark's history. On the other hand, the presentation also analysis the marketing environment of Clarks. With the help of the marketing environment, it is easier for the company to understand their recent performance in the contemporary market. However, it is found that the competition has increased in recent years due to globalization. Therefore, companies are changing their strategies and making innovation in their products and production method. For this reason, it is important for companies like Clarks to emphasize the advancement of technologies for better development and providing quality products to their consumers. 
It is important for companies to emphasize value creation points as well in their firms. It helps them to analyze the important point which can provide the benefit and more opportunity to target their consumers in an effective manner. In this way, they are able to analyze the product effectively and make changes according to the needs and demands of their consumers. With the help of customer experience, Clarks are able to get information about their product. It is considered that customer's experience is considered to be effective for the firm as they can enhance their services which are vital for their brand image and reputation. Therefore, the company is analyzing to find different areas which need improvement and can help them to increase their sales and give them growth in the market.
[bookmark: _Toc73046557]Innovative Marketing Strategy
Innovative strategy is the art and science of how companies can behave sensibly to achieve a certain vision, common mission or higher goals. The goal is to achieve long-term value-added benefits for their business in the real market (Sherlock, 2016). Although the principle of strategic planning development has always been clear in terms of policy-making, it is, in fact, about activity and results. The innovative strategy is to combine and allocate resources, priorities, guide the organization and finally define doses and not for a higher vision, goals, tasks or challenge. It is noted that Clark’s best practices can also encourage their peers and strengthen their business’s ability to better meet the challenges of the future and better focus on today’s challenges and change plans. A systematic study of the past and the future is essential in the policy-making process for Clarks shoes in the U.K. and also for the worldwide market. While there is always room for creative inspiration and chaotic conceptual thinking, in periods of strategic analysis, design and implementation, science and art disciplines must be combined without hindrance with creative elements to encourage ideas (Wegener et al., 2012). Each innovative business strategy includes a marketing strategy and technical strategy, as well as compliance with a procurement strategy. 
[bookmark: _Toc73046558]Market Position and Customer Perception
It is noted that Clarks need to improve its market position and customer perception by developing an innovative customer care program (Kett, 2020). However, customer perception is vital for a company like Clarks. With the help of customer perception and market position, Clarks are able to get information about the customer's impression, their awareness of brand and consciousness related to what Clarks is offering to them. It is noted that customer usually gets information with the help of a meaningful image, and it is known as customer perception. According to the study, it is found that Clarks can use different colors in order to get customer perception, such as pink with white and black accents (Cás et al., 2012). It is noted that Clarks can use the innovative customer care program such as frequently evaluation of their company’s performance. In this way, they are able to get information about their market position. On the other hand, innovative program such as customer services training are also vital for Clarks as they can help them to increase their customer perception. 
[bookmark: _Toc73046559]Marketing Objectives
The main improvement for Clarks is to improve the communication channel. The channel of communication can be improved by using different social media platforms. With the help of this, the company will become more connected to its customers, thereby enhancing the experience of the customers. The other improvements which can be done by the company are to improve the supply chain. This will help the company to maintain continuity in its operation always. Ultimately, the different goals of the company can be achieved in the best way possible.
[bookmark: _Toc73046560]Sustainable Marketing Strategies
It is important to understand that Clarks need a marketing strategy in order to achieve the above objectives in an effective manner. It is noted that the help of marketing communication channels is vital as it has revolutionized the way firms work. It is analyzed that Clarks can use social media sites such as Face book, Instagram and Twitter, which are contemporary communication channel, and it can assist them in order to enhance their communication methods, and they can deliver their message to their customers in an effective manner. However, digital marketing and traditional channels are both essential. Clarks previously using traditional channels such as T.V., radio and billboards (Kim, Jeon and Lee, 2020). However, in the contemporary market, they need to adopt digital marketing method in order to improve their communication channels with their consumers. It is noted that Clarks can also fulfill their second objective, such as supply chain improvement. For this reason, they have to evaluate their suppliers in an effective manner. It is noted that supplier relationship is vital in supply chain management and in order to improve it. Secondly, Clarks need to communicate with them so that they can improve the trustworthiness and reliability of the company in an effective manner. However, the supply chain can be improved by analyzing the supply chain strategy and therefore, Clarks need to perform more and more online business in the 21st century and obtained drop shipping methods in their company (Umarov et al., 2019). It is noted that marketing framework such as diffusion of innovation is vital for Clarks as they need to provide the innovative product. On the other hand, by using this framework, they can communicate with different channels, both traditional and digital platforms. 
It is noted that a sustainable marketing strategy in order to increase their communication channel is by the help of email marketing. It is analyzed that it has higher ROI, which is beneficial for Clarks in the current circumstances (Zhang, Kumar and Cosguner, 2017). On the other hand, Clarks can also use Evert marketing, and it can be held with the help of webinars. Web conferencing can help Clarks to increase their communication channel all over the globe in an effective manner. It is noted marketing framework is vital for companies, and it is beneficial for them. Clarks can use the Ansoff matrix in order to get information about new market and new products to get more consumers. Therefore, it is vital for them to launch their existing product first in the new market so that they can understand the needs and demands of their new and potential customers.
[bookmark: _Toc73046561]Managing and Evaluating the Customer Journey
Customers are a key force in the project environment and buy products that determine success or failure. The main goal of Clarks is to create and maintain healthy relationships with its customers. Therefore, Clarks must be in close contact with customers so that they understand their wishes and needs (Koolhaas, 2017). To meet these needs, Clarks has created a feedback system. One of the ways to work is to involve customers in product development. Suppliers can be people who supply raw materials for the production of goods. It is vital for Clark’s management team to maintain good communication with the supplier. The provider also helps the organization to achieve its goals in an effective manner. They help organizations provide scarce resources, such as financial information. They must maintain a good working relationship so that there are no obstacles to the delivery of raw materials to the agency. Regulatory bodies include officials and other special interest groups that create and enforce legal standards and have special influence within the organization (Laforet and Chen, 2012). These are people who have a direct impact, and these people determine the direct impact of laws and regulations on the work of the organization. To this end, Clarks strives to comply with ISO standards in the production of its products in order not to harm the environment and to comply with the rules and regulations set by these institutions. However, partners are also essential as they can work together informally or formally to enable everyone to achieve the company's goals. It is important to understand that each stakeholder has their needs that the company must meet, which means that some stakeholders want to know that their investments in the organization are used appropriately, while other stakeholders may want to ensure that the products and services offered for their efforts are reasonable (McDowell, 2014). In general, Clarks must monitor key macroeconomic factors such as population, technology, politics, law and social culture and micro-factors such as customers, competitors, distributors and suppliers that affect their profitability. Moreover, managers in Clarks can identify the market opportunities and threats that come with each or every development and innovation. Market opportunities are areas where buyers should benefit from the business.
In Clarks, partners play an important role as they share risks, pool resources and achieve common goals. Within the association, partners can play a role in policy-making as well as within the association itself (Benetollo, 2019). One or more owners have a significant influence on Clarks, as they participate in all aspects of branding or brand promotion. In this case, when Clarks needs additional funding, it issues the companies’ shares in the market. To protect shareholders’ rights, the company elects board members from among shareholders. To meet customer needs, Clarks pays dividends for three months, distributes large profits to shareholders and leaves a small portion of profits as a reserve fund. In each institution, shareholders elect a board so that they can manage and manage organizational matters on their behalf. 
Clarks started as a small sheepskin company in Somerset in 1825 and has now become the leading British shoe store and the world’s leading shoe brand. The company employs 15,500 people, has sold more than 38 million pairs of shoes on an annual basis and has a turnover of £832 million worldwide (Palmer, 2013). The company has a long history of innovation, from sheepskin shoes in the 1880s to polyurethane soles in the 1970s, as well as air conditioners such as Active Air and Springer’s that were recently launched. Clarks shoes are sold in the U.K. by more than 1,500 retailers, of which the company owns more than 500. It also owns the well-known brands K Shoes and Ravel. Clark’s philosophy is to offer custom design, comfort, quality and professional service. Universal McCann is responsible for the planning and procurement of media. Clarks dominates U.K. shoe advertising, a combination of overall value and media (Labronici et al., 2013). The company spent £5.76 million, or 18% of total shoe advertising, last year, well ahead of competitors such as Shoe City and Skechers. In 2018, Clarks doubled its advertising budget. Clarks has spent £2.9 million on T.V. commercials to promote his entire school line. It also completely turned off the radio and outdoor commercials as they are not profitable for them. The press accounted for 48% of Clark’s advertising spending last year, up from 81% in 2019 (Cardoso et al., 2019). The level of advertising in 2020 has changed significantly. The company spent more in October and April but invested very little in December and January. 
Clark introduced high boots, Active Air shoes and ATL shoes, which has given them a net profit of around £312,857,£300,367 and £280,646, respectively. This greatly reduces the cost of the Sheerline boat and waterproof shoes. Cost information Clark’s involvement in television advertising made Carlton and Central the two largest advertising agencies, with a total expenditure of £1 million (Yuldashev, Kholmatov and Isakov, 2020). In the ten major media, the first column is the headline of the news. These include the Daily Mail £423,071, you £292,758, The Sunday Mail £235,776 and Telecom Magazine £ 224,229. Compared to last year, there were more news headlines in recent years in The Times, Hello and also in Marie Claire. It is noted that headlines that have disappeared from many of the ads are FHM and The Observer. Clarks has invested heavily in building a leading brand Britain K-store. K Shoes Clarks could also see a shift in sales towards high-quality shoes sold in supermarkets, but its position in the top categories and high consumption of C. and J. Clark Ltd, now called Clarks, have shown a strong commitment to brands and retail (Sherlock, 2016). Clarks, a British shoe manufacturer and retailer, based on Somerset Street in the U.K., manufactures wholesale and retail shoes for men, women and children from its collection of quality shoes and brands and focuses on design, comfort, quality and professional service to ensure their international reputation. In 2008, the company had a turnover of £1,053 million and a profit of £111 million, with Clarks being the 35th largest private company in the U.K. The Clark family owns 81% of the shares, while the other 19% is owned by employees and affiliates (Cás et al., 2012). Clarks has been privately owned for 175 years and is one of the largest professional in the U.K. specializing in shoe stores and the largest shoe brand in the world but 179 years old.
A customer-centric company puts customers at the centre of the company and transfers strategy, systems, structure, people and leadership to customers. This approach, often referred to as a market-driven organization, addresses the needs of internal and external customers and focuses on business practices rather than the lifetime value of customers and retention (Wegener et al., 2012). Similarly, a recent development is that customers do not buy shoes for life, but shoes to meet needs. Current fashion trends and they may not want to hold that position for long. Clarks announced a 16% profit increase to £86.8 million, reversing the downturn in major retail chains and pushing rivals Stead & Simpson, Stylo Barratt and Priceless into management in a few months. However, the retail business continues to prosper thanks to the combination of advertising and sales (Koolhaas, 2017). Clarks sold 49 million pairs of shoes, according to reports published in the company building, for £86.8 million in tax-free profit. The group's footwear sales totaled £1,122 billion, an increase of 6.6%. According to Clarks, these figures are to some extent dependent on the favorable exchange rate of the U.S. dollar and the British pound. They are far from the days of Cyrus, James Clark and Brownsburg. However, Clark's vision and passion remain, and therefore they are still following in their footsteps (Benetollo, 2019). 
Unlike many companies that are developing in the interest of comfort, Clark’s footwear commitment to quality, craftsmanship and reliability has lasted for almost 175 years from the beginning (McDowell, 2014). Clarks has made great strides today under pressure from its competitors, as Clarks, a privately held expert in the footwear industry, wants to take advantage of its competitors’ relative chaos on Main Street, reporting a 16% profit per year. Dramatic changes in world trade mean that if Clarks continues to produce in the U.K., it will not be able to compete with its competitors. Fortunately, some of these works have already left Great Britain. Thereis a slight change in attitude, but its high standards are persistent and remain unchanged to this day. To this day, leading auditors or domestic staff look after the latest factories, many of which were created specifically for Clarks to promote best practices. However, people were not happy with the decision to establish a base in another country (Yuldashev, Kholmatov and Isakov, 2020). Clarks is also implementing a new competition strategy with innovative new designers and marketing campaigns for young people 18-35 years old, mainly through T.V. commercials and updating all Clarks stores. In addition to striving for quality, they have launched new marketing and advertising campaigns (Palmer, 2013).
[bookmark: _Toc73046562]Conclusion and Recommendation
It is concluded that Clarks has been a retail industry and has been generating a huge amount of profit in the U.K. and also all over the world. It is found that Moki is a software provider that offers cost-effective management, security and analysis capabilities throughout the life of customer sharing. The company announced that Clarks, the leading British shoe manufacturer and retailer, has chosen Moki Total Control, which offers coherent and relevant digital experiences with L.G. tablets (Sherlock, 2016). Its 566 stores are located in the U.K. and Ireland. In an increasingly diverse retail world, there can be a link between online and offline experience, said Stephen Fowler, CEO of Clarks U.K. and ROI (Kett, 2020). Mokis’ digital automation technology enables Clarks to share product information with store employees so they can reach customers while they visit. This ensures that their web experience and physical experience reflect each other, minimizing leads and maximizing sales opportunities for both sales and cross-selling. And at the cost of several million pounds, the first phase of Clark’s digital automation program will use geothermal equipment to manage digital communication with customers and increase footwear sales in physical stores (Cardoso et al., 2019). 
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Clarks Shoes is a British shoe manufacturer and retailer in the U.K. It is noted that this special area requires the best quality of every shoe store because the current selection of shoe stores is not enough in order to fulfil the demands of the customer in an effective manner. Clarks Shoes sells its products in retail stores in the U.K. Clarks Shoes offers customers a unique selection of shoes. In general, since all styles require stocks in all sizes, it is expensive to choose Clarks shoe size. It allows the customer to choose from a variety of styles, as each style is available in one size. However, Clarks has been a reliable shoe retailer in the U.K., and therefore, this is achieved by establishing a relationship with the dealer so that they can return the required quantity to the customer. They provide high-quality shoe stores with a large selection and quality customer service. It is noted that their success is based on mutual cooperation, mutual respect, openness to new ideas and active and conscious risk-taking ability (Labronici et al., 2013). Clarks footwear sells high-quality footwear for both men and women. The general categories of shoes sold are sandals, elegant work boots, dress shoes and elegant shoes. Clarks Footwear strives to have the largest selection of footwear in the U.K. and also worldwide as they have more than 1400 stores in 75 different countries. However, it is important to understand that Clarks shoes are designed for two very different groups, such as for professionals and housewives. 

