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[bookmark: _Toc101377037]Introduction
The following assignment is going to discuss Unilever's product Surf excel and its market in India and U.K at the same time. In order to complete this assignment, there have been several discussions which will have gone throughout the entire discussion like the company's and the product's background, how they are managing the market of the same product in two different countries with their marketing strategy, similarities and the differences of strategy, impact of cultural aspects, the effectiveness of information and mastering information in international marketing strategy have been deeply discussed. With all these discussions it has been very helpful to go deep into Unilever's Surf excel and will also get the information regarding their marketing strategy on a particular product over the two countries. It is also an area where the cultural effect will be discussed and this point of view may come across as a very productive one. Unilever is a company that has already expanded its business throughout the world and they have also been successful in capturing the market of several countries. It is so clear that they have read the market very well to expand it widely.   
[bookmark: _Toc101377038]Company and product background
Unilever is not a newcomer in the retailing market. On 2nd September 1929, they founded their company with the collaboration of The British soapmakerlovers brothers and the Dutch margarine producer margarine unie. This U.K based company gradually became larger and started to spread its range of products. Now this company owns the category of food, minerals and supplements, purifiers, pet food, beauty products, and many more. They own almost 400 brands with a turnover of 51 Billion euros. Unilever mainly has three main divisions in their business food and refreshment, home care, and beauty care. They have now become a business giant in this particular category and are expanding it largely day by day. 
Surf Excel is a 110+ years old brand that has been with Unilever from the very beginning and Surf Excel is existing throughout the world with different brand names like Omo, Rinso, Skip, and Surf Excel (www.Unilever.pk). Surf Excel was introduced to India in the year of 1959 as a product that removes dirt from clothes (www.Unilever.pk). At the same time, it had also been launched in the neighboring countries of India like Bangladesh and Pakistan. Here in India, this product had been marketed under the brand name of Unilever and with the counterpart brand of OMO in the name of detergent. 
Being a U.K based brand they introduced Surf Excel a long way back in the United Kingdom. After the successful growth over in the U.K, they had started to spread the brand throughout the world with the name of different brands and also with the help of several brands. With the help of several marketing strategies they made a successful lineup and made the campaigns and the other thing in a perfect way. Hence with the collaboration of all of these Unilever has become a successful brand over the globe and its supremacy is growing day by day.    
[bookmark: _Toc101377039]Analyzing the external impact on the company for maintaining their business in two different country
Here the PESTLE and Porter's Five forces help to evaluate the proper external factor influences of the company development purpose in the UK and India.
PESTLE of the UK and India 
	FACTORS 
	UK 
	INDIA 

	P-Political 
	1. The political factors help to manage the proper business expansion. 
1. Political stability helps to increase the growth of the investors (Rahman, and Thelen,2019)
	1. The political framework helps to increase the growth of the international investors
1. Political factors help to manage the business expansion in the specific country 

	E-Economical 



























	1. An increasing GDP rate indicates the better financial stability of the specific country (Urbański, et al., 2019). 
1. Stability economics factors help to manage the people's business growth in the UK.  
	1. India is a developing country therefore, it is not a stable economic situation that may help to increase the business activities. 

	S-Social 














	1. Lack of labor considering India
1. Well skilled and educated employees are available for increasing business growth. 
	1. A huge population indicates the large scope of the labor market 
1. Lack of economic stability indicates low wage employment for the business development purpose (Sarkar et al. 2019). 

	T-Technological 
	1. Technological advancement helps to maintain an initial business expansion in the UK. 
1. Technology helps to improve the product quality for increasing customers' range and the business expansion in the global competitive era. 
	1. Rising technological up-gradation helps to increase the profitable business environment. 
1. Lack of skilled employees and infrastructure to manage the new technological implementation. 

	L-Legal 
	1. Flexible import and export law to maintain the business expansion of Unilever Plc(www.mondaq.com, 2022).  
	1. Positive import-export law helps to manage the business expansion in the context of India(bnblegal.com, 2019). 

	E-Environmental 
	1. The technological implementation helps to manage the proper environmental save process to improve the social and financial stability of the individual organization. 
	1. The lack of the environmental thinking factors did not manage the proper ways of saving the natural resources and sustainable practices for the company. 


Table 1: PESTLE of the UK and India 
(Sources: Created by Self)
Analysis: According to Tabel 1, the UK and India both have a huge impact on the rising business market in the Political scope. On the other hand, the legal side also helps to manage the business expansion in both countries in a smooth way. Here the technological impact is an extra benefit in the UK for maintaining Unilever's business expansion. Hence the Indian also manages the increasing technological factors which may have a future impact on the business betterment of Unilever Plc. In India, a huge benefit of the low-wage labor has a huge impact on the betterment of the business development of Unilever Plc. According to the environmental issue, the UK people have a huge practice to managing the sustainable practices by their behaviors and products usage, hence in India the sustainability practices level is low among their people.  
Impact on the cultural aspects of the product promotion of the specific two countries
[image: ]
Figure 3: Country compared with the help of culture 
(Source: www.hofstede-insights.com, 2022)
According to the cultural difference between the UK and India, the company has to manage its promotional strategy with the help of these factors. In terms of the UK, India is a more culturally enriched country, which has a huge value of increasing collectivism rather than the UK ( www.hofstede-insights.com, 2022). It has a huge impact on the company's product promotional process in the two different countries. 
UK: In the UK, the company has to manage the classy approach of their product which has a huge impact on increasing the well financially stable customer in the era of digitalization.  Here is the impact of their advertisements to introduce reducing bad smell and indicating the clean process in the home (www. gets clean. in, 2022). On the other hand, the increasing Individualism has a major impact on their advertisement of the detergent to draw the attention of the buyer to improve the customer range of these specific products. On the other hand, increasing masculinity has an impact on their individual character making the advertisement for increasing a better approach to managing the increasing financial growth process.  
India: In India, the company has to manage its advertisement with the help of the social and cultural message given process. On the other hand, all advertisement for the surf excel has to be related to some festival or some religious aspects to increase the acceptance by the Indian community (brandequity.economictimes.indiatimes.com, 2022). Here the decreasing individualism has indicated the proper management of the collective advertisement to grab the attention of the buyer of India. Here the decreasing indulgence has a major impact on the content of the advertisement for maintaining the proper approach among the buyer. On the other hand, the social and religious message has to manage the increasing acceptance by the Indian community for maintaining the better financial growth of Hindustan Unilever. 
Porters Five Force analysis of Unilever in the context of the UK and India

	FACTORS 
	UK 
	INDIA

	Level of
Supplier Power
	1. Unilever is a well-known brand in the UK market since 1929. 
1. They almost spread their business to 190 countries (www.unilever.co.uk, 2022). 
1. They have to maintain a good relationship with their supplier in the UK. 

Risk is Low 
	1. In India, the company has run its business for the last 85 years (www.hul.co.in, 2022). 
1. They have to manage their business with a stable supplier. 





Risk is Low 


	Level of
Customer
Power
	1. The well-known brand has an impact to improve the company's business. 
1. The increasing competitors such as  Nestle, P&G, and PepsiCo have created a threat to decreasing the level of the customer's buying process. 

Risk is Medium  
	1. In India, the increasing band values help to maintain the customer growth of the company. 
1. The rising number of the competitors such as  P&G, ITC, Marico, and Promasidor has a huge impact on balancing their customer growth. 
Risk is Medium  

	Threats of
Substitute
	1. In the global business era, all company has a persuing thereof the rising competition level. 
1. Unilever has competition in the market with the increasing number of competitors.
Risk is High
	1. The era of the digital market has a huge impact on increasing the competition level. 
1. Here maintaining quality products at a cheaper rate has a huge impact on managing the threats of the substitute. 
Risk is High

	Threats of New
entry
	1. Unlive Plc company has to manage the new market entry in a better way though they are a well-known brand in the world. 
Risk is Low
	1. In the context of India, the company did not face many challenges to increase its business expansion through a specific product. 
Risk is Low

	Competitive
rivalry
	1. Rising numbers of the competitors in the same field such as  Nestle, P&G, and PepsiCo increase the disadvantage of their profitable business expansion purpose. 

Risk is Medium 
	1. Increasing the competition level such as P&G, ITC, Marico, and Promasidor has a major impact on maintaining their profitable business expansion in the global business context.
Risk is Medium 



Table 2:Porters Five Force of the UK and India 
(Sources: Created by Self)
High Risk 
Unilever plc faces a high risk in both countries in the increasing number of the substitute companies such as Nestle, P&G, PepsiCo, ITC, Marico, Promasidor (economictimes.indiatimes.com, 2021). Here the rising number of competitors has a huge impact on increasing the barrier to the business expansion purpose (Ferrari,  andTei, 2020).  Therefore the company has to face a huge barrier to increasing the number of substitutes to improve their profitable business growth. 
Medium Risk 
According to the detergent product, the company faces a medium risk in their competitive rivalry and the customer range. Considering the rising number of competitors, they have to manage the increasing customer range and help improve the increasingly profitable business era (Tien et al. 2021). Here the company has to manage its product quality to improve customer satisfaction for increasing the profitable business expansion in the globally competitive business era.   
Low Risk 
In the context of the detergent product, the company has to maintain its supplier which has a huge impact on the business betterment in the globally competitive business era. On the other hand, the company has a low risk in their new market entry purpose, hence they have a brand value and the starting base of their supplier which helps to maintain a proper supply chain management process in the offline and online business better purpose.  
[bookmark: _Toc101377040]Marketing strategy of the selected products of two different country
The STP model and 7P analysis help identify the proper position factors of the company in their specific product range. 
STP analysis of the company considering the both countries 
Segmentation 
The market segmentation process, mainly indicates the proper division of the age, gender, demographic and financial factors to maintain a profitable business expansion process. On the other hand, it can also be defined as a proper division of the market in terms of the region, economy, power, and demographic situation (Ghosh et al. 2019). As a detergent product, surf excel is used by all people in the UK and India. Here the mid to low income range group is the main segmentation for increasing their profitable business range, According to the company they are pricing the specific products to grab the attention of the mid to low income group(www.news18.com, 2022). 
Targeting 
In the context of the targeting, an individual company has to manage its advertisement sector, targeting the audience to increase the proper development of the individual company. On the other hand, proper targeting is highly relevant to maintaining a profitable business expansion in terms of the increasing customer range (Attia et al. 2019). In the context of the detergent product, the company has to manage its advertisement on television and social media platforms to increase the financial development process (www.youtube.com, 2021). 
Position 
[image: ]
Figure 1: Posting Mapping of Unilever in the UK 
(Source: Created By Self)
According to figure 1 Unilever Plc has to manage the quality of the product in the Detergent range such as surf excel at a low price. Whereas their competitors such as  Nestle give the low-quality product in the high range and the P&N company provides the same field product in high quality at the moderate range. Therefore Unilever has a huge facility to manage their customer in the UK by producing quality products at a low range. 
[image: ]
Figure 2: Posting Mapping of Unilever in India
(Source: Created By Self)
According to figure 2 Hindustan Unilever company has to provide their customer with a quality product in the low range for increasing their profitable business expansion. On the other hand, the ITC company has provided low-quality products in the low range, therefore they also maintain a hugely profitable business in terms of providing low-quality products. Here the Nestle company is manage their customer by providing low-quality products in the high range. 
Therefore after analyzing the positioning Unilever company has a benefit to maintaining profitable business expansion by providing the best quality of products to grab the attention of the customers. 
7P analysis of the company  considering the both countries 

	FACTOR
	UK
	INDIA

	Product 
	Here the specific product is in the detergent range surf excel. 
	The product is surf excel. 

	Price 
	Mid-range group product 
	Mid-range group product 

	Promotion 
	1. In the UK, the company has to maintain its promotional range by the use of the perfume range. 
1. On the other hand, the smell of the detergent is the key factor in the promotion by the company(www.campaignlive.co.uk, 2022). 
	1. In India, the company has to manage the promotion by giving a social message through the product such as "Daag ache hai"(www.youtube.com, 2022). 
1. Here they also create religious connections through their promotion (www.youtube.com, 2022). 

	Place 
	Here the place is all over the UK. 
	Here the place is all over India. 

	People
	All economic range group 
	Specifically the mid to low range group. 

	Process 
	The company mainly manages its business through offline and online strategies. The company has a huge impact on the electronic media advertisement process. Here huge digital promotion has a huge impact on maintaining a better and more profitable business expansion. 
	The company mainly uses the television ad and the printed ad for increasing its customer range.  On the other hand, in the present digital era, the company is using social media promotion for increasing profitable business expansion.  

	Physical Evidence 
	The specific product has a tangible object to increasing its brand value by collecting profitable business expansion. 
	Here the material and the fiber of the products help to manage the laundry p[rocess in an easy manner which has a huge impact on the increasingly profitable business growth purpose. 


Table 3:7P analysis of the UK and India 
(Sources: Created by Self)
Analysis: Here the specific products are mainly analyzed with the help of two manager countries to increase the process of the marketing strategy analysis purpose. On the other hand, the mid-range product has a specific audience which may have a huge impact on the specific promotional porches of the company. 
Directional Development Marketing Strategy
The directional development marketing strategy mainly indicates the proper revenue and the product management for increasing profitable business expansion in the era of the digitalization era. Here increasing competitive advantage helps to manage the revenue-generating process to improve the proper business better with the help of a specific product range  (Mody, et al. 2020). 
UK
According to Unilever Plc, they have to manage their business and generate revenue increasing almost 2.9% in the state of the previous year (Annual Report, 2021). On the other hand, the company has to manage its reverie on a large scale and also maintain sustainable practices to improve the betterment of society (assets.unilever.com, 2021). 
India 
Considering Hindustan Unilever they have to generate more than 18% increasing growth in the state of the previous year (Annual Report, 2021). On the other hand, they also practice sustainability uses for balancing the revenue of the product(assets.unilever.com, 2021). 
After analyzing the marketing strategy, it has a huge impact on the increasingly profitable business expansion and the generating a huge number of revenue for maintaining sustainability (Morgan ET AL. 2019). Here the Unilever Plc and Hindustan Uniliver company all manage their proper marketing strategy which has a huge impact on their sustainable financial growth. 
[bookmark: _Toc101377041]Critically discuss the similarities and the difference in the strategic approach by the organization in the selected product
In order to produce a product at a successive high, it is really important to form a number of strategies at the same time. Unilever has achieved this high success with a proper blend of strategic movement and enlarging their business over the collaboration with many brands and with a wide range of products. Surf Excel is a product that has been launched in India and U.K and in both countries, it has achieved the same rate of growth as well. Here in this portion the similarities and the difference in strategies over this product is going to be discussed.
The company in the very first move understood the requirements of the customers. In both the countries U.K and India they planned to go with cheaper prices and small packets (economictimes.indiatimes.com 2020). The main thought behind this strategy was to grab a large number of customers in a very short period of time. These options like affordable price and the smaller packets will help the people to know the brand first and then the customers can start to use it on a regular basis. In both the countries, this particular step made a positive impact which helped to grab the market very quickly. 
Another strategy that Unilever applied is the marketing of the product. It is expected from this giant brand like Unilever to make suitable marketing of a product so that it can pick the market from the very beginning. In both of the countries they made several advertising campaigns for the proper promotion and there were suitable results and Surf Excel became popular in both of the countries. With many catchy punchlines like 'dirt is good' made a positive impact on the mind of the consumers and there was an overwhelming outcome there regarding this product (startuptalky.com, 2021). 
From a different point of view, there will always be some difference in the planning program of a product between two countries. Being a U.K based organization it has become so easy for Unilever to grab the market in the United Kingdom. Hence there was not a similar situation in India as well. The culture and market are totally different and for this difference, they planned the actions with proper research and movement. They made a purpose and then heading that purpose made the whole plan (www.unilever.com 2021). Though there may be some possible common things that could be implemented like the introduction of artificial intelligence in both countries.         

[bookmark: _Toc101377042]Analysis of the strategy and organizational approach of the specific product in two different countries
Unilever always believes in thinking in a new and innovative way and with this particular point of view, they made themselves able to make products with good quality and value for money(Ashik Jain 2020). Here in the context of Surf Excel, there have been different strategies from Unilever to execute the plan of grabbing the market of two different countries named India and the United Kingdom. The market and the customers of these two countries are totally different and for this differentiation, there has been needed to apply two different strategies as well. 
From the perspective of the Indian market, it was a challenge for Unilever to see multiple angles of the market to make a good strategy. It is really important to know the customer's needs at this point. Hence Unilever has done great work and reading the Indian market and the needs of the customers, they picked the economical part. They present Surf Excel as a very economical detergent and also with the help of the proper advertisement with several unique and catchy punchlines like 'dirt is good' made a great impact on the market and the audience. At the same time, the making of communication with rural customers made things easier for the organization as well (Raj 2018). This communication helps Unilever to grab the large economical market and also helps them to spread their products in an easier way.   
Where Unilever captured the Indian market with the strategy of economical pricing, it is totally different for the U.K. The market of The United Kingdom is totally different from India because three isn't any need to make the product economical as compared to the Indian market. It was obvious for the company to make an economical price tag for India but it is not important to follow the same for the U.K market too. So, they thought of a way to make the product with more fragrances which may attract the consumers of the United Kingdom market (www.campaignlive.co.uk 2022). It was a concept regarding luxury and it made noise too. Through many advertisements, they also made this trend popular and took this to another level. It is also a point of praising where Unilever made two different strategies for the same product for two different countries. Hence both went successful to gather the market.   
[bookmark: _Toc101377044]Evaluating the human aspects of the maintaining proper promotion of the selected product in the two different country
The behaviorist theory, it is mainly indicating that all ideas of the behaviors have directly related to the environment. In the specific context, the cultural aspects of the country have a huge impact on the behavioral process of the community to maintain the proper promotional process (Ryan et al. 2019).  On the other hand, the behavior of the buyer has a huge impact on evaluating the proper promotional process to manage better financial stability by the specific product range (Dickins, and Schalz, 2020). 
UK: 
In the context of the UK  human behavior, the promotional process of the specific range of products is highly related to the specific quality and the nature of working of the specific product. On the other hand, maintaining quality has an impact on the increasing growth of the specific product selling process. The discount strategy is well accepted by the people of the UK to manage the product selling range increasing purpose. Here the social media promotion and the email promotion have a huge impact because the people of the UK are using the digital platform very much. 
India:
In the context of India, human behavior has a huge impact on managing the promotional process of individual products. On the other hand,  not only the discount but also the extra quantity in the previous price range has a huge impact on increasing the product selling process in the globally competitive business era. According to the specific product range, Unilever has to manage the promotional strategy in terms of community behavior. Therefore the company has to manage its promotion in terms of maintaining proper cultural and religious factors balancing through. Here the television advertisement and the print media advertisement have a major impact on the rising number of customers (Sama, 2019). 
[bookmark: _Toc101377045]Developing the marketing strategy for the company by analyzing the overall discussion
Though Unilever successfully made their marketing throughout the world and successfully captured the large economical market as well, there should be some changes in the marketing strategy to make the growth in a very exceptional way. In the field of marketing, Unilever has already touched the mark. In between the daily used products, there definitely will be one product from Unilever. Hence some changes may deliver a better outcome to this organization by continuing the campaign, making the advertisement more creative, and introducing artificial intelligence. 
Among the points mentioned above the use of artificial intelligence comes as the most effective and creative one (Paschen et al. 2019). Though there have been many advertisement campaigns for the products as the marketing strategy there should also be an official application for Unilever as well. The use of official applications will help the organization to go online. This point signifies that there already has a huge offline market for Unilever and this step to choose artificial intelligence will open the door to the online market as well. 
The use of artificial intelligence to make the market study and collect the data regarding the retail market may help Unilever to get more grip. Recently the stock price of Unilever has dropped a bit and the proper market analysis with the use of artificial intelligence may be effective for Unilever in the future to avoid this type of interruption. 
It is also important to continue the campaign and also to be more creative than before. The messages that the organization has sent through their campaigns and also shown the creativity should be continued. Hence the engagement of the customers to the brand or the organization always made a difference. If there will not be proper engagement then it will be very tough for the brand to grow with the flow of the market and this also makes a tough one for the brand or the organization in the future as well.    
[bookmark: _Toc101377046]It is always important to get the big data from the market and need to implement it in a very professional way. Artificial Intelligence has opened the gate for every organization to make some changes to little things and to get the changes positive for the company or the organization (Kumar, 2020). With the help of artificial intelligence, the marketing will get more boost and the things will be reached with more people as well. Developing their own application may also produce an advantage to accrue the large market throughout the world as well.
[bookmark: _Toc101377047]Critically examining the ethical and the practical approach of the strategic marketing of the product by the company in two selected country
The ethical and practical approach to the strategy of the Surf excels in the UK and India 
In the context of the 4 major ethical approaches Utilitarian Ethics (outcome-based), Deontological Ethics (duty-based), Virtue Ethics (virtue-based), and Communitarian, the specific product has to manage the specific product of  Unilever. On the other hand, the product is well known and an effective detergent among all other leading brands in the global business context (economictimes.indiatimes.com, 2020). Therefore it can indicate the increasing customer range of the specific product in the global business context. The duty base accepts the working pattern of the surf excel has a huge impact on increasing its customer range and the reviewing purpose. On the other hand, the practical approach of the acceptance of the specific product has indicated the huge growth in the financial stability of the product's sales. Here the practical approach is to maintain the pepper acceptance of the specific product range to improve Unilever Plc's business betterment purpose. In the context of India and the UK, the increasing use of detergent products has a huge impact on us as a daily essential element and also manages the r daily household using purpose. Therefore the company has a huge reputation, to manage the ethical and the practical approach of the specific products to maintain a huge client range in the globally competitive business era. 
[bookmark: _Toc101377048]Conclusion
Throughout the discussion, there has been a discussion about how Unilever made different strategies for the Indian market and the United Kingdom market at the same time to market the same product named Surf Excel. Here the discussion about all the strategies and the critical analysis of those strategies have been discussed briefly. In order to support each and every discussion and the argument, there has been used proper referencing. It has also been confirmed that the used references will not damage any kind of information regarding the discussed topic. This assignment will also help to understand the aspects of the product promotion from the context of the two countries India and the United Kingdom as well. In the end, the importance of artificial intelligence and how it can be applied to enhance and expand the business has also been discussed in a proper way. It can be clearly stated that the following discussion may help to know the details about the strategies which Unilever used in different two countries following India and the United Kingdom.  
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