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Executive summary


Precision Castparts Corporation (PCC) was founded in 1953 and is a worldwide manufacturer of metal components for aerospace applications. PCC's declared growth acquisition strategy has resulted in targeted acquisitions, resulting in a vertically integrated supply chain that spans raw materials to final components delivered to customers. Precision Castparts operates in markets with political stability, and benefits from government funding to support its businesses. The company is aware of local and global laws of business and human resource management. PCC complies with all laws, including those relating to labour, discrimination, and worker safety.

Precision Castparts' marketing strategy identifies personality traits for its customers. The brand's marketing approach prioritises mass marketing. PCC has operations in industrialised nations like the United States, the United Kingdom, and the Netherlands as well as developing nations like Brazil, India, and China. Precision Castparts' marketing approach is firmly founded on consumer and market research. The company uses current retailing channels in addition to direct distribution.

Precision Castparts also uses e-commerce and makes sales through its subsidiary businesses. PCC's marketing plan is based on consumer demands and market developments. Precision Castparts has a wide range of products and offers mass-marketed products for all market segments without differentiation. The company battles with fierce competition for developing a stronger brand image, improving customer loyalty, and creating strong emotional bonds with the consumer. PCC also uses e-commerce to broaden its reach and boost sales.

Precision Castparts (PCC) places a strong emphasis on developing and sustaining organisational commitment and loyalty in its employees. The company's marketing strategy takes a 360-degree perspective. PCC employs influencers for direct, on-the-ground involvement with its customers. PCC's main shortcoming with its mass marketing's strategy is that, while it may be successful in a certain region, it does not generally appeal to all consumers. The main drawbacks of mass marketing include higher costs even with the use of advertising through social media platforms.
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Introduction

Precision Castparts Corporation (PCC), a global maker of metal components for aerospace applications, was established in 1953 and is located in Portland, Oregon, in the United States. Large, complex structural investment castings, airfoil castings, forged components, aerostructures, and highly engineered essential fasteners are all areas in which PCC is the market leader.

The business also leads the globe in airfoil casting production for commercial gas turbines. PCC also produces metal alloys and other materials for the casting and forging industries, as well as seamless extruded pipe, fittings, forgings, and clad products for oil & gas and power generation applications.

A vertically integrated supply chain that spans raw materials to final components delivered to consumers is the product of PCC's publicly stated growth acquisition strategy, which has resulted in selected acquisitions that complement present activities. This acquisition approach led to the integration of about 20 businesses between 1999 and the present. In order to facilitate integration and strategic revolution, newly acquired firms are given access to PCC's culture, tools, divisional hierarchical structures, policies, and processes via a top-down approach.

Being the top supplier of high-quality services and goods to clients is Precision Castparts' vision. Being the best and the dominant force, PCCs' marketing strategy and business operations prioritise:
• Providing goods and services of the best quality
• Providing customers with value
• Concentrate on improving customer experiences.

The marketing plan for Precision Castparts is based on its mission. Being the clients' favourite brand is Precision Castparts' mission. This purpose is crucial to Precision Castparts' marketing strategy because it directs all operations and marketing efforts in the direction of: 
• Consumer centrism
• Employing research to comprehend and attract consumers

For PCCs' marketing plan to be directed and have meaning, it is essential to understand and recognise the brand equity. Understanding brand equity will aid in efficiently establishing Precision Castparts' marketing plan, which will facilitate the company's expansion.




Task 1. Critical Evaluation


By completing a thorough market analysis, the situational analysis will assist Precision Castparts in establishing its marketing plan. In order to maximise Precision Castparts' marketing influence, it will be helpful to understand how external opportunities, other factors, and internal strengths interact with one another.


SWOT Analysis


Strengths
These internal advantages can help Precision Castparts' marketing strategy:
Strong brand recognition
Worldwide distribution networks
Spending money on market research
Innovation

Weaknesses
Due to the following issues, Precision Castparts encounters difficulties with its marketing strategy: 
Slow organisational processes 
High product costs

Opportunity
The following opportunities for business expansion exist for Precision Castparts:
Green living
Regional growth
Diversification

Threats
There are a number of variables that pose dangers to Precision Castparts' ability to conduct business, including:
Increased competition
Increased imitation


PESTLE Analysis


Political
Precision Castparts operates in markets with political stability, and benefits from government funding to support small businesses.

Economic
Precision Castparts enjoys high sales because of higher GDP.
Lower interest rates make business expansion and loaning easier for PCC.


Social
Precision Castparts predict higher sales from areas of higher education and awareness.
PCC focuses on understanding consumers and fulfilling their demands through its offerings.

Environmental
Precision Castparts has an active Corporate Social Responsibility program and ensures all its operations adhere to environmental safety.

Legal
PCC complies with all laws locally and globally, including those relating to labour, discrimination, and worker safety.


Porter’s Five Forces


Threat of substitutes
· High risk of replacements
· Substitutes offer similar products at low prices

The threat of new entrants
· New entrants need high financial investment
· New entrants require modern technology to keep up with industry advancements

Bargaining power of buyers
· Sales made to end consumer directly
· Stocking of products at retailers, as well as own-controlled retail outlets

Bargaining power of suppliers
· Multiple suppliers of raw materials
· Suppliers are selected through contracts and diligent scrutiny

Industry rivalry
· Strong industry competition
· Competitors offer comparable products
· Rivals competing for customer influence through marketing 


Marketing Objectives

PCC’s marketing strategy has the following objectives for the current financial year:

Increased market penetration

· Increase Precision Castparts brand and product top of mind recall by 30%
· Achieve a trial rate for new products of 15% from launch to end of first quarter
· Increase revenues for PCC by 50% in the second half of the fiscal year
· 45 percent more people will purchase already available products this fiscal year

Enhanced brand recognition

· During the current fiscal year, increase top of mind recall by 50%
· The first two quarters of the current fiscal year, increase brand recognition by 70%

Increased use of digital marketing

· Attract 20,000 new online clients throughout the fiscal year
· During the last two quarters of the year, increase website traffic by 20% using strong blogging and email strategies
· During the last quarter of the fiscal year, gain 85,000 likes on Precision Castparts' official Facebook page


Segmentation

To boost market penetration, PCCs' marketing strategy employs a variety of segmentation techniques.

Demographic segmentation

Age – The consumer age groups are between 20 – 60 years

Gender – The product portfolio is broad and covers both male and female

Life-cycle stage – This covers the full range of single to married, homeowner or not, and with children or not.

Occupation – Professionals and students

Psychographic segmentation

Social class - concentrates on sections of the middle-upper and upper classes

Lifestyle – The consumers have the following characteristics:
· They endeavour for a higher quality of living
· They desire to succeed both professionally and socially
· They don't hesitate to test out new things, products, and services
· They exhibit confidence in both their deeds and attitudes.

Geographic segmentation

Region - In addition to having operations in industrialised nations like the United States and the United Kingdom, PCC also has operations in developing nations like Brazil, India, and Mexico.

Density - The focus remains on the urban part of the population



Behavioural segmentation

Personality - The brand's marketing strategy identifies personality traits for its customers, including:
· Determined 
· Confident 
· Ambitious
· Hardworking

Usage Frequency – The consumers are regular and frequent users of the product

Loyalty - Consumers are extremely devoted and emotionally connected to the brand


Targeting and Positioning of PCC

Following segmentation, the marketing approach targets the following consumer groups:

Target Market

Precision Castparts targets middle-class to upper-class consumers who are ambitious and want to buy high-end consumer goods but also want them to be affordable. To live up to these consumers' expectations, Precision Castparts concentrates on its high-quality control.

Mass marketing

Precision Castparts' marketing approach prioritises mass marketing, which also necessitates original marketing concepts and product promotion initiatives. Precision Castparts employs a single strategy to sway all market segments.

Undifferentiated marketing strategy

Precision Castparts adopts a single marketing strategy to target all segments and customer groups. Based on this, Precision Castparts also developed the marketing mix under the marketing strategy as a single one for the entire market - regardless of the segmentation divides.

Focus on quality

Using mass marketing and an undifferentiated marketing strategy, Precision Castparts has built, developed, and maintained a brand that appeals to all consumers. To assure the impact of a single marketing strategy, Precision Castparts also developed a consumer-centric approach in its overall marketing strategy and operations. No sacrifice on quality has been made in the wide product line.






The marketing strategy’s competitive advantage

Precision Castparts' marketing approach stands out among the noise and rivalry. Additionally, PCC has developed a marketing strategy that gives it a sustained competitive advantage. This is as a result of the following strategies employed by Precision Castparts:

Cost-effectiveness

Precision Castparts places more emphasis on building an integrated marketing strategy than it does on grandiosity. The company has also benefited from using digital marketing skilfully and successfully to reach a larger audience at a reduced cost. PCC employs copywriters in-house for marketing initiatives, which aids in cost management.
Additionally, Precision Castparts concentrates on ground initiatives because they are less expensive than conventional marketing strategies.

Innovation

Precision Castparts uses fresh and creative strategies to connect with its target audience. PCC keeps up with the most recent advancements in marketing research and marketing knowledge, also works with top-tier marketers to support its marketing plan and advertising efforts. Precision Castparts consistently produces more successful, memorable, and persuasive marketing campaigns than its predecessors.


Consumer understanding and market research

Precision Castparts' marketing approach is firmly founded on consumer and market research.  The company bases its marketing campaigns and goals on the behavioural feedback it receives from customers. PCC's marketing plan is based on consumer demands and market developments.

Making effective use of emotional appeals

Precision Castparts' marketing objectives and goals are heavily influenced by the emotional needs of its customers. In addition to addressing the functional needs of its customers, Precision Castparts also works to address their emotional and psychological needs. By fostering a close emotional connection with its customers, Precision Castparts hopes to increase customer loyalty.


Distribution Strategy

In order to maximise consumer accessibility and reach, Precision Castparts' marketing strategy emphasises the usage of the following distribution method.

Intensive distribution

Given that Precision Castparts engages in mass marketing and that its marketing strategy is focused on undifferentiated sectors, an intense distribution plan is used to maximise market penetration and reach.
Precision Castparts has an intense distribution strategy in an effort to maximise the coverage of the markets in which it operates. The company also employs a rigorous 360-degree integrated marketing strategy and campaign to reach customers in all market segments.

Direct distribution

Precision Castparts uses current retailing channels in addition to direct distribution in its country of origin and in places where it has subsidiary businesses.
Direct distributions have allowed Precision Castparts to enhance market penetration and accessibility for consumers. Precision Castparts also uses e-commerce and makes sales through online shops in addition to through the business website.

Indirect distribution

Precision Castparts primarily employs the export model in these offshore locations. This involves several intermediaries before the company's product arrives at the intended consumers. In addition to end retail outlets, sales agents, retail agents, and distribution agents also count as intermediaries for Precision Castparts.

Selective distribution

Precision Castparts uses specialised distribution channels for several of its portfolio's premium items. Based on the specialised market that Precision Castparts has for its high-end goods, these placements and locations have been carefully selected.
The company's product is made available to its specific target market in a selected way through these placements and marketing tactics.


The marketing strategy competition analysis

The market and consumer trends are particularly responsive in the sector in which Precision Castparts operates. In order to keep its competitive advantage, Precision Castparts must be careful in how it approaches the competition in the market.

Strategic Group Analysis

Consumers pick between many companies in the industry based on their functional offerings, and PCC competes with direct and close competition based on quality and pricing.
Precision Castparts also battles with fierce competition for developing a stronger brand image, improving customer loyalty, and creating strong emotional bonds with the consumer. Consumers have gradually grown to strengthen loyalty and make an emotional bond with the items that they consume.

Industry rivalry

High industrial competition is experienced by Precision Castparts. Entry barriers are low, allowing newcomers to enter the market with ease. The number of domestic and international firms is growing.


Marketing mix

According to the marketing strategy, Precision Castparts' marketing mix consists of the following:

Product

Precision Castparts has a wide range of products and offers mass-marketed products for all market segments without differentiation. Precision Castparts also offers a few carefully chosen premium products to specialised customer groups. All of the portfolio's items retain a consistently high standard of quality and are created to satisfy customer requirements across various regional markets. PCC maintains a high focus on introducing new technology and products to maintain consumer engagement.

Place

Precision Castparts seeks to establish a deep, emotional, and personal contact with its customers. The company maintains tight control over its distribution techniques, particularly through direct distribution. Precision Castparts also uses e-commerce to broaden its reach and boost sales.

Price

PCC uses a relative pricing strategy for its products. The price of the company's products includes not only the premium raw materials and value additions but also the improved customer experience they provide. The pricing strategy employed by Precision Castparts enables the company to experience stable revenue and profit growth.

Promotion

Precision Castparts invests heavily in digital marketing to achieve high and effective results. The use of digital marketing has also allowed Precision Castparts marketing strategy to cap costs and expenses. Precision Castparts also engages directly with consumers through on-the-ground activities where the company initiates trials. 


People

PCC has a substantial workforce spread across its various businesses. This workforce receives ongoing training to become specialists in their respective fields of expertise. Precision Castparts employs people without regard to race or ethnicity. Precision Castparts ensures that its employees remain enthused by fostering an inspiring and innovative organisational philosophy. PCC also places a strong emphasis on developing and sustaining organisational commitment and loyalty in its employees.

Process

The processes at Precision Castparts are well outlined and successfully communicated to all employees. All employees are trained to follow the processes to ensure constantly high quality as well as on-time production and deliveries. Precision Castparts employs methodical processes for all activities, from the acquisition of raw materials to the final sale and delivery to the customer.


Promotional tactics for the marketing strategy

Digital marketing

PCC successfully reaches customers using social media. Precision Castparts connects with customers directly, responds to their questions, and solicits their comments. The business also disseminates information and forges connections with customers through digital marketing. As part of its digital marketing strategy, PCC also uses content development, emails, and blogging.

Conventional marketing

The company's marketing strategy takes a 360-degree perspective.
This indicates that the business also uses conventional marketing techniques, such as television, magazine ads, and outside advertising.

Influencers

The business employs influencers for direct, on-the-ground involvement.
Influencers work with customers to create content and promote the Precision Castparts brand directly or through their channels of communication.


Monitoring and evaluation of the marketing strategy

Changes in sales

Precision Castparts checks its sales on a regular basis to gauge the success of its marketing initiatives. Sales growth demonstrates Precision Castparts' marketing strategy's effectiveness.
Sometimes, Precision Castparts sees an uptick in sales after the beginning of marketing campaigns.

Focus groups and surveys

Surveys and focus groups are routinely conducted by Precision Castparts to determine the value of its brand. Additionally, these techniques assist the business in determining brand recognition, recall, and value.
Focus groups help Precision Castparts better understand consumers by gathering feedback on their marketing strategy.

ROI (Return on Investment)

Growth in sales and profits is another indicator of Precision Castparts' marketing strategy's effectiveness.
Return on investment enables Precision Castparts to assess the efficacy of the marketing approach and determine the level of success.












































Task 2. Conclusion

Precision Castparts’ main shortcoming with its mass marketing's strategy is that, while it may be successful in a certain region, it does not generally appeal to all consumers. Additionally, PCC does not have the financial resources to market its goods everywhere in the world.
Due to the extremely high entrance hurdles, mass marketing is not ideal for all organisations, particularly small and medium-sized ones. For mass production, advanced technology that is very expensive is required. Many smaller businesses lack the financial resources to afford it.
The marketplace is becoming more and more crowded with consumers, businesses, and rivals. Some rivals might be bigger or smaller than PCC and already have a significant market share. If the market is saturated with competitors who already produce a product you are selling, it is difficult to outperform the competition.
Marketing campaigns often cost a lot of money but are ineffective. It might be wasteful to target every customer with the same marketing mix. Lack of attention on a specific market sector indicates that some clients are not being appropriately targeted. If sales do not significantly grow, expensive mass marketing campaigns may prove useless.
Another drawback may be that PCC's goal of pleasing every customer with a single product makes it vulnerable to attack from rivals who concentrate on a certain market segment.
Additionally, consumers are unable to grow a sense of loyalty to firms that use mass marketing. As a result, margins are affected since the cost must be kept low to keep customers from switching brands.
Although it can seem surprising, adopting a mass marketing strategy typically results in high expenses. The main drawbacks of mass marketing include higher costs because it may cost more to advertise a product on well-known radio and television stations. Even on social media, it may be costly.


Task 3. Recommendations

In the present advertising environment, target marketing is more advantageous than mass marketing. However, by concentrating on market research and analysis, PCC could enhance its mass marketing plan. Another choice is to keep abreast of new trends.
It's crucial to determine whether the most recent social media marketing trend is appropriate for your sector, offering, or products before using it. Even if the relevance test is successful, does your audience find the trend interesting?
Influence marketing is a perfect example; it has established itself as more than a passing fad and is now a widely employed marketing strategy. However, influencer marketing continues to be a bad fit for some businesses.
It's critical to comprehend how your previous years approach performed and where adjustments are required for the following year before you can enhance it moving forward and benefit from fresh digital marketing trends. 
Comparing the results of each marketing campaign or approach to the objectives you established will help you examine your previous year’s strategies and determine which marketing is the most successful. After that, dig a little deeper to examine the strategies that may have prevented you from hitting the mark or that may have assisted you in achieving it.
Understanding PCCs’ customer’s wants, does not require much research in mass marketing.
To obtain insight into their interests and preferences, it would be helpful if PCC kept up with the trends in its business sector.
Using social media as a two-way channel of communication, encouraging followers to send direct messages or comments, including a line in every email conversation encouraging readers to reply with feedback, and developing interactive surveys or forms to gauge interest in novel concepts, goods, or services are all examples of simple ways to engage in social listening. 
Marketing campaigns have transitioned from mass-market to a more specialised, personalised approach. Marketers are now focusing on understanding buyer profiles and preferences rather than making general efforts centred on brand perception. They can then deliberately create content that appeals to them.
At this time, customers are almost demanding a personalised marketing plan. Customers anticipate a nearly immediate response time to their inquiries and the availability of live people while using customer service. Additionally, they anticipate personalised recommendations based on their online surfing and purchase habits. 
Particularly for larger businesses with even larger customer bases, this customization may seem impossible. Fortunately, there are several tools available to make it simpler, from personalising data in advertisements, emails, videos, and chat software, to digitising handwriting and signatures for your direct mail campaign.
By incorporating customer feedback into your marketing approach, you can show your target audience that you care about both their satisfaction and your bottom line.
To maximise return on investment, PCC's marketing strategy needs to diversify both the platforms it uses and the messaging it uses within those channels.
PCC’s marketing plan must be improved by investing in the appropriate marketing tools. 
Even if adopting software to maximise productivity has a clear advantage, these solutions aren't only about making life simpler. The finest technologies frequently bring to light fresh perspectives on tried-and-tested tactics that marketers might have otherwise missed. 
To understand the search traffic for your industry-related content, competitor analysis, and keyword research. The greatest tools work within your present area of responsibility and don't call for you to employ novel strategies.  They more or less improve the outcomes of the ones you are now taking. These are well within budget and resource constraints of PCC.
The recommendations proposed are realistic as PCC would only have to increase investment into its market research department which would be managed to a budget. 
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