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1. INTRODUCTION 
	For the following assignment we were required to perform a study of the marketing communication mix components for a renowned company that we could have select and utilize blogging to increase the efficiency of product advertising.
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	The research subject for this study was chosen to be KFC company, also known as Kentucky Fried Chicken, that together with McDonalds are the two most famous and largest fast food restaurants in the world. 
	It was founded in the early 1950’ by col. Sanders when he started selling the famous fried chicken prepared in batter containing a blend of 11 herbs & spices. In the last 70 years the company continued to add to their menu also burgers, salads, wraps, desserts and ice-cream. (KFC, 2022) 
	The business expansion in different regions of the globe has seen the company forced to perform modifications in the variety of products depending on the needs of the members of local community. The marketing strategy of the business will significantly improve for future success thanks to the establishment of new fast food restaurants in poor or developing countries.



2. MARKETING COMMUNICATION MIX. KFC’S MARKETING STRATEGY

	The easiest way for a good communication between a business organization and its targeted audience is through the marketing and is also the most important element to become successful. The marketing process is composed of various strategies that are always focusing on promoting the services or the products that the business is offering in order to keep having happy and pleased customers. 
	According to Kotler (2013), it was observed in the last 25 years, that the best marketing strategy has been the marketing mix that gradually was established as a multi-element framework. This concept is not necessarily a particular term that is explaining the hard work that managers are doing to meet the needs of their customer, and it can be used to develop long-term promotion strategies. 
	In definition, the marketing mix represents the most important marketing terms and it is usually known as the 7Ps (Price, Place, Product, Promotion, People, Process and Physical Evidence). (Pepels, 2013) 
	The subject of this study, KFC Company, has adopted a demographic segmentation in order to keep on filling the needs of their customers, mainly consisting of teenagers or young adults that were eating similar products, globally. They were also forced to differentiate the targeted audience and have started to modify and localize the products in the menu, but this strategy was really beneficial and their brand obtained more fame. 
	KFC has a solid marketing and advertising strategy and is supported by the approximately 20000 restaurants that are commercialising the famous “finger-licking” chicken or vegetarian products, which are going through different quality investigations before they are finally sold to their targeted customers.









3. RESEARCH AND STUDY OF THE IMPACT OF MARKETING COMMUNICATION MIX ELEMENTS IN KFC BUSINESS.

	The main purpose of this assignment was to study and understand how the components of the marketing communication mix could enhance the promotion of a product and if those elements could help the business to reach its goals. 

	3.1 PRODUCT STRATEGY OF KFC (BLOG 1)
[image: KFC Canada on Twitter: "@mmscanada Hey, thanks for sharing. We'll admit,  your bar is finger lickin' good. But only the world's best tasting chicken  deserves that famous tagline. Nice try though! https://t.co/Gfe8qEboVw" /]
	The KFC business has a well-established strategy for their products, but also a strong marketing plan that can be summarized as – collection of products that a certain company is going to commercialized them for the targeted consumers. (Simplilearn, 2022)
	The most famous product of KFC, a renowned fast food type restaurant, is the fried chicken. According to Colonel Sander’s original recipe, the fried chicken products were initially prepared in a batter that was containing 11 spices. 
	But, in order to survive in the market and keep up with their rivals, KFC was put in the position to make significant changes in the menus to meet the needs and tastes for customers from different cultural regions, currently having more than 250 options of menus available. (Hooley, 2004)
	This KFC behaviour of continuously bringing new items in their already thick menu is going to subsequently help the company to develop a strong advertising strategy that will eventually create a very good product promotion.
	Besides their “finger lickin’ good” wings or strips, KFC is also famous for their chicken burgers with fries. Although, thanks to a very strong and functional strategy that is developing on international level, the list of products keeps on growing. 
	A list with a couple of KFC’s best products could be comprised of:
- rice box; Zinger Burger – veggie version; hot wings; crispy strips (hot or mild); veggie strips; chicken bites; garlic glen sauce; tortilla chicken or veggie wrap; plus a bunch of other delicious products available in other countries with different cultures.
	Their regular or faithful customers are often rewarded with significant discounts offered through their loyalty member cards and through social media they can easily be informed about new promotions or new products and could socialize and giving their opinion about the quality of the products.

	3.2 PROMOTION STRATEGY FOR KFC (BLOG 2) 

[image: 5 Healthiest Menu Items at America's Largest Chicken Chain, Say Dietitians  — Eat This Not That]

	The strategy of promoting and advertising a product is strongly related to the manner of how a particular company is presenting their products on the market. (Bhasin, 2018)
	For a promotion campaign, the company has continued to use TV advertising, but also commercial boards, newspapers together with the most recent tool that became available in the last 20 years, online advertising. 
	As well as many other respected companies, KFC business is represented by a well-structured website and is constantly present in the social media through its pages on Facebook, Instagram, Twitter, YouTube or Tik Tok. 
	A very good promotion of KFC products is through newspapers or magazines in which there can be easier to display special offers or discounting coupons for its loyal audience. 
	Also, using catchy slogans like “Say Chicken? Say Wings? Say KFC!”, “Finger Lickin’ Good” (this had to be retracted during the COVID-19 pandemic due to safety reasons) or “Nobody does chicken like KFC” the company was able to build a powerful marketing strategy in communicating to the customers how good and delicious their products really are.
	
	3.3. KFC PRICE STRATEGY (BLOG 3)
[image: ]
	As this advertising is promoting, together with the offer “Spice up your January with this KFC Hot Wings deal ! KFC’s Hot Wings Bucket is back!” every customer could pay only £5.99 for this generous bucket.
	The KFC strategy with respect to pricing consists of decent prices, and in order to become competitive in markets from different regions, needs to be also affordable for that segment of customers. (Shastri, 2022)
	Of course, these prices are a consequence of their presence in the market for so long, as KFC was constrained to have prices similar to the competitors. 
	Another intelligent practice of KFC is the differential pricing, in which the order can consist of products that can be purchased either as a single item or as combo. For example, a burger could cost somewhere around 3-4 £, soda 2£ and fries 2£, whereas when you buy all items together as a meal you could pay 5-6 £.
	Also, as you would expect, depending on the country where you are tasting KFC’s products, the prices are significantly different - in India is very likely to have a decent meal for a very cheap price. 
	
	3.4. KFC’S PLACEMENT STRATEGY (BLOG 4)
	Generally, a placement strategy consists of discovering suitable areas where a company could easily promote and sell their final product. In case of KFC Company, this particular strategy was well implemented starting from early 1950’ when its founder has realised how important is the franchising and opened the first KFC fast food. 
	Subsequently, in the next 10 years, the business was expanded in other countries such as Canada, Mexico or United Kingdom. This continuous development over the following years, has made KFC to become a major presence in almost 200 countries over the globe with 20000 restaurants. A very interesting fact about KFC, is that it was the first foreign fast food that has been established in China in the last 1980s and the business is continuing to have a strong position in the Asian food market. (MBA Skool Team, 2021)
	Another particularity in the KFC placement strategy is that all their restaurants are opened in various locations such as schools, offices, banks, shopping centres, train stations or even airports. The place is very important for such a business, as it can become successful due to a lot of factors such as proximity to targeted audience, favourable environment for trading, affordable costs, readily available infrastructure.

	3.5 KFC’S PEOPLE STRATEGY (BLOG 5)

	Together with the placement strategy, KFC is also targeting a particular segment of the population. In the case of opening restaurants around schools or universities, the Kentucky Fried Chicken business is considering that the younger population is a lot more attracted to the fast food restaurants and is likely to become a greater consumer than the older part of the population. 
	Generally, KFC has often targeted population with age between 20 and 40 years from metropolitan or semi-urban areas that are part of the middle class.
	Another category of people that is targeted could be a family, as KFC thinks that if the fast food is offering quality combo meals made with fresh ingredients at decent prices, families, especially those with kids are likely to have their breakfast or lunch in such a location.
	Through the website, people can find new positions available in either restaurants or corporation; also KFC offers the possibility of franchising, under certain terms and conditions, such as having experience with fast food operating, financial skills, good reputation, but also motivational, engagement, multi-cultural skills. 
	A very important aspect is that KFC has various developing programs or grants – such as Leading Inclusion for Tomorrow – that are often included in global communities and that are eventually used for sponsoring talented people or donating to non-profit charity organisations.
	3.6. KFC PROCESS STRATEGY (BLOG 6)
	Currently, the KFC Company, alongside Taco Bell, Pizza Hut, The Habit Burger Grill forms Yum! Brands, Inc. After the entire process of organising the franchise, the KFC business suffered a lot of modifications due to the lack of experience in the market, but also due to continuous changes within the ownership of the organization. (Yum! Official website)
	Although for the process of building up a KFC fast food restaurant it is necessary to hold and invest a significant amount of money, once the business is settled and started the returned earnings are considerable.
	A very important process that helped the business survive through the pandemic quarantine, is represented by online ordering. Either using the app or the website a person could easily consult the menu, browsing through new offers or even place an order either through telephone or online, from the nearest location, and having it delivered right at their door.
	3.7. KFC STRATEGY ON PHYSICAL EVIDENCE (BLOG 7)
	Another important factor for KFC marketing strategy, such as the physical evidence or proof of existence, it can be easily demonstrated through a collection of promotional materials since colonel Sanders started to commercialize fried chicken in a bucket and how during time it was developed in global brand. 
	For the preparations of their famous products, KFC is using 100% chicken breast meat, which is usually supplied by some of the highest quality local poultry farms. The quality control is very strict and is always investigating the quality, the expiration date, and refrigeration so that will finally be cooked at approx. 180 °C for the perfect crust. 
	Often, the customers are being invited to visit the restaurants premises, for a full transparency of the cooking and serving process and also interacting with the customers from the other side of the table. 


4. CONCLUSIONS

	Without any doubt, in all these years, KFC business proved that has built a name in the fast food market. In order to satisfy the needs of its loyal customers KFC is often looking for innovative ways to provide quality food. 
	The company has used a broad range of tools to develop their promotion campaigns and they should keep investing in the marketing strategies and find ways to interact and communicate with its audience. 
	Altogether, KFC has proven to have a reliable marketing strategy, having almost 20000 restaurants were you can eat the famous “finger-licking” chicken products.
	A good recommendation for KFC is to keep on valuing their customers together with bringing novelty solutions to the business. 
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