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MARKETING MANAGEMENT

Introduction

Marketing management is critical to a company's long-term and short term success. Effective marketing management methods are critical to a company's ability to effectively disseminate information about its business, products, and services. Basically, it's the planning, organizing, and implementing of market strategies, plans, and tactics that are designed to meet the needs of a company's product offerings or service in order to generate an appropriate level of profit. Marks and Spencer company has been selected for discussing marketing management strategies and function in this report. The company is located in London, England and this business is a large British global retailer. It sells a wide range of goods for the house, kitchen, and wardrobe. Marks and Spencer is a member of the FTSE 250 index and is traded on the Stock Exchange. In order to meet the demands of present and future stakeholders, several innovative marketing tactics have been discussed in this research in order to raise brand recognition and manage and evaluate the user experience across a number of communication channels.
Main body

Critically appraise key marketing activities and the contribution of the marketing department to the organisation.
An organization's marketing activities and resources are managed by marketing managers, who are experts in the practical commercial marketing principles, tactics, and processes within businesses and organisations. Marketing Management seeks out market opportunities and devises plans to take advantage of those chances in a way that is both profitable and sustainable. Managing marketing is the process of making decisions on the advertising aspects of a company, planning them, and regulating them in terms of marketing idea (Deepak and Jeyakumar, 2019). When it comes to a company's product or service offerings or services and a company's ability to generate an acceptable profit through the use of marketing management programmes, policies, strategies, and tactics, the term "marketing management" is used.
The Marks and Spencer Group Plc is a significant British global retailer and Located in London, England. It sells a wide range of goods for the house, kitchen, and wardrobe. Marks and Spencer is a constituent of the FTSE 250 index and is traded on the London Stock Exchange. Customer satisfaction and brand value are the primary goals of the company, which focuses on offering high-quality products and services. It aims to be a successful firm in a competitive market by providing high-quality services. In order to accomplish this goal, the organisation must carry out efficient marketing functions and practises (Park, 2020). Globalization and a changing business climate are some of the issues that the corporation is currently dealing with. For this reason, Marks & Spencer should focus on techniques such as raising brand awareness, keeping up with technological advancements, meeting client expectations, and improving the company's competitiveness in the market. In order for Marks and Spencer's marketing department to undertake new marketing techniques, it must first comprehend the fundamental concepts and functions of marketing. Marks and Spencer's primary goal is to ensure customer satisfaction by delivering high-quality products and services. To reach the correct audience at the right moment, a company's marketing efforts will be crucial.

Marketing management is a managerial process that includes planning, organising, making decisions, predicting, directing, coordinating, and controlling, as the manager of Marks & Spencer must know (Kotler and et.al., 2021) From establishing the target market's needs and wants to developing, pricing, promoting, and distributing the product, every stage requires advance preparation, decision-making, coordination, and administration. Everything you do in marketing is focused on the customer. The monarch of the castle is the customer. When it comes to marketing, it's all about making what the customers want. As a rule, marketing's primary goal is to acquire and keep new clients. Potential customers are turned into actual customers through marketing management. Marketing's most basic role is to determine what customers want and need. In order to do this, marketing-related data must be collected, analysed and reported on in an organised and methodical manner. This data helps management better understand customer behaviour in connection to marketing mix initiatives. (Kotabe and Helsen, 2020). Foreseeing and planning for the future is aided by this information. Consumers' needs and desires are the foundation of marketing. In order to do this, marketing-related data must be collected, analysed and reported on in an organised and methodical manner. This data helps management understand customer behaviour in connection to a company's marketing mix. This helps predict and plan future steps. Marketing is more than just selling and distributing goods and services. Making a product involves many duties including research and development, production, innovation, advertising and marketing, pricing, selling and distribution.
These various aspects of marketing need to be well thought out, organised, and constructed in order to yield the best results possible. For example, a company's marketing structure is influenced by factors such as its size, location, products, number lines, and the amount of customers. The marketing strategy of a corporation is based on its aims. The marketer acts as a bridge between the aligned with the business aims of profit and sales maximisation and the user's need to be satisfied. Marketing management is responsible for keeping tabs on all aspects of marketing. Marketing management assesses the efficiency of marketing staff and programmes by evaluating the effectiveness of marketing activities (Czinkota and et.al., 2021). Measuring actual performance against a standard, discovering deviations, and implementing fixes are all part of this procedure. The company must put in place a marketing strategy and monitor its effectiveness on a regular basis. Promotional strategies, policies, and procedures for the cited company need to be improved upon. Managing the company's marketing strategy is the responsibility of this department.
Following are some most important features and characteristics of marketing concept that should understand marketing manager of Marks and Spencer
Focus on customer needs: Customers' needs are investigated and these are used as the basis for all product-related operations, including product design, price, distribution, packaging, and so on. Understanding the demands of the end user and producing products that meet those needs is the ultimate goal of every business (Iacobucci, 2021). A company's success depends on the level of customer pleasure it gives.
Integrated marketing management: Management responsibilities like as finance, production, and human resources all go under the umbrella term "integrated marketing management." Marketing management is just one component of this umbrella term. In order to give the customer the best possible experience, all of these functions have been merged into one. As a result, an organization's various departments work together seamlessly (Chernev, 2018).
Achieving organisational goal: According to modern marketing theory a firm must try to maximise customer satisfaction and in the process achieve its goals such as growth, market share, and a decent return on investment. 
Innovation: innovation has a key role in meeting the needs of the end user. An innovative approach is needed to gain an understanding of the consumer, build a product that meets their needs, and then give it to them.
Marks and Spencer should be aware of a number of marketing functions if it is to succeed. A number of important marketing management processes are outlined here.

1. Assessing marketing opportunities: Marketing management is all about determining the company's marketing goals and assessing the company's marketing options. There are always new difficulties and opportunities in the market, which necessitate the development of a well-thought-out marketing strategy.

2. Planning the marketing activities: Planning is a critical managerial activity, especially when it comes to marketing activities. One of the most important aspects of marketing strategy planning is the number of phases involved. It entails formulating sound marketing strategies in order to meet certain business goals. Product, pricing, distribution, marketing, and sales forecasting are some of the topics covered in this section. In order to effectively promote a business, good planning is essential.

3. Organising the Marketing Activities: It is an important function of marketing under which company organise, implies several activities to performed to right person so that objective of marketing can be achieved (Bagozzi and et.al., 2018).  An adaptable organisational structure is important in light of the shifting marketing paradigm. As a result, the organisation and its surroundings will be able to communicate more effectively.

4. Coordination between Enterprise Operations: Even the best of planning will fail if there is a lack of coordination between enterprise activities. Diverse aspects of marketing necessitate and rely on one another. Coordinating product selections, pricing strategies and channel structure research is essential. Until then, it is impossible to meet goals.
5. Directing and motivating employees: In order for marketing functions to be successful, employees must be properly directed and motivated. The guidance of a director helps to ensure that the work is done correctly. Leaders use a variety of methods to motivate and inspire their subordinates. Effective supervision of subordinates by a leader guarantees that the work is done in accordance with the plan (Hutt and Speh,  2021). At the same time, employers must be appropriately motivated. Motivated employees are more likely to stay with their employer for a longer amount of time.

6. Marketing Efforts Evaluation and Control: Marketing managers must continuously review marketing efforts in order to have a profitable venture. 6. This will allow him to identify any flaws in his preparation that can be addressed before the situation changes, so that he can make the necessary modifications. Comparing actual performance to the standard performance, finding any gaps, and then taking corrective action to remedy the shortfalls are all part of the management role known as "control".
Analyse and critically appraise marketing management with a view to adding value.

Before Marks & Spencer's marketing manager implements effective marketing strategies in the market, he or she must grasp and analyse the scope of marketing management. The scope of advertising must be analysed in order to undertake successful marketing techniques and achieve attractive results. Here are a few examples of marketing management's potential:

1. Market research: Identifying a customer's needs, wants, tastes, and preferences is an important part of marketing research. Consumers' reactions to a company's marketing strategy, its business environment, and the marketing strategies of its competitors are constantly monitored by marketing managers in order to plan for the future (Zimmerman and Blythe, 2017).

2. Setting Marketing Objectives: Marketing management is in charge of determining marketing goals. The marketing goals are aligned with the company's overall profit maximisation goals. Customer acquisition, customer retention, increase of customer base, introduction of new product, improvement of old product, and so on is examples of marketing objectives. The goal of marketing management is to maximise the value of the company's consumers by meeting or exceeding their expectations on every level.

3 Planning marketing activities: Planned marketing activities are those that have been put in place to help guide the company in the future. Planning aids in achieving goals in a logical and consistent manner. Product line plans, product diversification, advertising and promotional activities, as well as the selling and distribution process are all part of the marketing strategy planning process.

4 Product planning and development: It is possible to plan on a short, medium, and long-term basis, depending on what is needed. The corporate environment is constantly changing, therefore plans need to be able to change with it.

Product planning and development are the foundation of marketing. Customer requirements and desires can be met through the provision of products and services. Customers' needs and preferences are taken into consideration when developing products, and these are then made available to them. New product development, product innovation, and product diversification are all part of the product planning process.

5 Pricing the product: In marketing management, pricing is one of the most challenging functions. Many consumers base their purchasing decisions on pricing alone. Competitive pricing strategies, consumer willingness to pay and customer perceptions all play a role in determining how much a product will cost a company.

6 Promotion: When it comes to increasing sales, advertising and promotion are vital. To keep customers informed, attract new ones, remind existing ones of the product and encourage them to keep buying, and provide information about product enhancements or the launch of a new brand, effective marketing and advertising is a need (Jin, Miao and Park, 2018). In order to promote their goods, marketing management creates brand-new methods and technologies.

7 Distribution: To make products and services readily available to clients at the correct time and in the most convenient location, distribution is essential. Selecting the distribution channel depends on the product's characteristics, pricing, availability of distribution intermediaries, and overall cost.

8 Management of Marketing Activities: Marketing management is responsible for evaluating and controlling marketing activities. Marketing strategies and tactics' efficacy can be determined through evaluation.

Marks and Spencer's primary goal is to ensure customer satisfaction by delivering high-quality products and services. To reach the correct audience at the right moment, a company's marketing efforts will be crucial. If company want its customers to be happy, it need to use a variety of marketing techniques and tactics. Marks and Spencer is able to increase brand awareness and manage customer journey across a number of communication channels with the use of innovative marketing methods. Marks and Spencer's new CEO plans to employ the following creative marketing methods and initiatives in the company.

The primary goal of Marks & Spencer's marketing strategy is to improve consumer satisfaction. A range of communication channels will be used to build brand awareness and manage the customer journey, in order to meet the expectations of current and future stakeholders. Content planning is critical to achieving this goal (Majid, 2020). Manager of Marks and Spencer should focus online content in order to advertise and communicate products and services. To stand out from their competition and send the right message to their clients, a corporate website must have excellent content.
 Prioritise a content strategy: One of the finest ways to market a company's website and its products is through content marketing, which includes the creation and distribution of information such as blog posts, news, videos, white papers, infographics, case studies, and images. People will visit and return to a website if the marketing manager has excellent images, videos, taglines, and design. Personas for the company website should always be defined based on thorough market research. The use of taglines and slogans is critical in attracting the attention of potential customers. Additionally, by incorporating these tactics into the marketing team's plans, the company's website can improve its SEO and establish itself as an industry authority. Make sure your website includes keyword-rich content with a message and a call to action, as well as a well-designed layout.

Hire the talented staff: When it comes to marketing management methods, the Marks and Spencer marketing manager must make certain that the suitable team is assembled. Managers can do this by ensuring that the current workforce is well-versed in writing web content. You can recruit in-house employees or freelancers from services like upwork or People Per Hour if your organisation doesn't have any employees who excel at writing and pictures. Marketing's ability to attract and retain top talent is critical. A company's market performance can be improved with the support of a talented and well-qualified workforce.

Begin a social media advertising campaign: The administration and promotion of marketing campaigns relies heavily on a strong social media presence. The use of social media for marketing and advertising is highly effective since it allows a company to engage with a wide range of customers at once. A company's brand will be better represented and more widely known if it makes good use of social media to do so. Publishing short stories in the form of articles, videos, images, and Instagram stories can have a favourable impact on the company's bottom line. Social media platforms like Instagram and Facebook, as well as an attractive website, should be utilised by Marks and Spencer. A huge number of clients can be attracted and the correct information can be conveyed quickly to a large number of people.

Budget a marketing: Consider the financial aspects of your organisation while applying marketing management methods, as well as your brand promotion and messages. Marks and Spencer will get lost and overpay if they don't have a budget. A few members of the team should be introduced to this so that they can keep track of how much money is spent on each campaign, as well as how much time is spent on each project. Setting monthly or yearly marketing budgets is critical to making sure this happens. Having a marketing budget is a way for businesses to keep track of their projected and actual spending. Pay-per-click (PPC), keyword research, content distribution, and email lists should all be considered when allocating company funds.

Analyse marketing opportunity and target market: Analyse Consumer needs, competition marketing strategies, shifting market trends and preferences: Marketing management gathers and analyses data relating to consumer needs. This aids in the discovery of new market niches. The first step in adopting a marketing plan is to identify your target audience. It provides the necessary demographics to assist businesses choose the best marketing strategy. Create a fictitious purchasing process to gauge the interest of the target audience. A better marketing strategy may be devised after a company has an understanding of its target audience's purchasing habits (Omoikhudu, 2017). Determine marketing opportunities and identify target populations before executing marketing strategy and processes for Marks & Spencer.

The following is a good example of an effective marketing mix: There are four components to a good marketing strategy: the marketing mix. One of the most important aspects of a great marketing strategy and practise is its implementation. It aids in the success of marketing campaigns. Components such as product/pricing/promotion/place mix make up the mix.

Product Mix: It focuses on the product's physical attributes and the benefits that come from using it. The UK-based retail chain, Marks & Spencer is a globally recognised brand. Marks & Spencer's marketing mix includes products for men, women, and children. Clothing for ladies is available at Marks & Spencer. Pumps, loafers and heels are all part of the women's footwear area. These include handbags, sunglasses, and other accessories for women. Female fashion icons include Autograph, Classic Indigo Per Una Twiggy &amp; Foot Gloves. A wide variety of clothing for ladies can be found at M&S including jackets, shirts and jumpers as well as suits and blazers.  With help of unique and attractive featured product and services, cited venture can create effective brand image in the market and attract large number of customers. 
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Pricing mix: Marks & Spencer's product line marketing mix includes competitive pricing. Due to increased competition, customers have more options, so M&S maintains a competitive pricing strategy. Online retailers and other large retailers compete with M&S. Due to increased competition, M&S maintains its low pricing policy. Marks & Spencer faces competition from Amazon, Walmart, and smaller firms. (Bernon, 2018).

Distribution mix: In more than 50 countries throughout the world, Marks & Spencer has more than 1,000 locations. Around 850 of the company's outlets are located in the United Kingdom. Founded in 2001, the organisation now has over 50 sites across India. It is also found in Turkey, Spain, France, Ireland, Hungary, and Finland, to name a few. 

Promotion mix; M&S highlight the need of conveying a consistent message across all media. Marks & Spencer uses print, broadcast, mobile, and social media marketing. The company's website advertises clothing for women, men, and kids. Its website offers fashion advice and blogging. Marks & Spencer offers exceptional discounts to its loyal consumers to promote its seasonal sale.

Conclusion

From the entire report, it has been concluded that marketing management helps to facilitate the transfer of ownership of goods and services from seller to customer. Planning, organising, directing, coordinating, and managing are all part of marketing management, just like in other areas of management. Marketing is the corporate function responsible for determining the level and content of market demand. It is tasked with generating and sustaining interest in the company's products and services. According to this study, Marks and Spencer may boost customer satisfaction by using a variety of marketing tactics. Manager of Marks and Spencer should focus online content in order to advertise and communicate products and services. To stand out from their competition and send the right message to their clients, a corporate website must have excellent content.
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