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This assignment aims at understanding the application of 4Ps and reflection on group performance. Initially, the Place of 4Ps of Marketing of Nestle will be discussed based on their regional classification and distribution strategy. Then a reflection on the group activities for completing this project will be made.
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Task 1
[bookmark: _Toc38221487]Task 1A
Nestle is one the largest and most widely accepted FMCG (Fast moving consumer goods) company in the world. It has been able expand its business nearly 200 counties of the world. In managing such an enormous business, the management of the company must be able to handle their 4Ps efficiently. And among those, the most important P is the Place or distribution strategies considering the gigantic geographical area that it covers through its products. 
In managing such a large business, the company has divided its overall business in three geographic areas. Where, the first one is America, the second part of Europe, Middle East, and North Africa.	
[image: ]
Diagram 1: Geographical distribution of Nestle
Source: Self-designed
The third one is Asia, Oceania and a part of Africa as well. Among these three regions, the America and European countries are the most profitable for the company and responsible for major portion of its income (Marketing Mix of Nestle- Four P's - Notesmatic, 2020). Therefore, the company designs its product, price and promotional strategies differently for the consumers of these different regions.
In every country Nestle serves both the customers form rural and urban areas. Therefore, along with its marketing, pricing, and product portfolio, the distribution strategies are also tailored based on the needs and natures of the consumers in both the rural and urban areas of all the countries.
The most essential component of Place of 4 Ps is the distribution mechanism and the methodologies that the company follow to serve its end customers. Alike the other FMCG companies around the world, Nestle follows the common FMCG distribution strategies (Bhasin, 2020). The most basic distribution method that the company has is the 5-stage channel where the product has to travel through many stakeholders before reaching to the end consumers.
[image: ]
Diagram 2: General distribution channel of Nestle
Source: Self designed
In this channel, the product is first handed over to the C & F agents immediately after the production. C & F agents are the intermediaries who have expertise and are specialists in clearing and forwarding goods. This channel is used when the company does not have any manufacturing plants in a particular country. This is where it needs to appoint C & F agents to receive goods from the port, in other words clearing it form port, to forward those goods to the distributers of the country, or in other words to forward it end. Before reaching to the end consumer, the product also needs to be received by the retailers.
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Diagram 3: Alternate distribution method for Nestle
Source: Self-designed
An alternate distribution method for Nestle is distributing through bulk buyers. Bulk buyers are the individual and institutional buyers who purchase goods from Nestle at a bulk amount based on their regional needs. And then they sell those products to their regional buyers. This is one of the fastest ways of reaching customers(MBA Skool-Study.Learn.Share, 2020).
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Diagram 4: Online distribution channel of Nestle
Source: Self-designed
The latest and most popular distribution channel of Nestle has been the online distribution channel. This is the most convenient and time saving ways for the consumers to buy Nestle products. In this way, the products are primarily sold to the online selling companies or platforms. Then, the consumers have to place order via the website or via phone call of the online platform. Then, delivery platform will deliver the products to the consumers’ desired location.
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Task 1B
In completing the marketing campaign project, our team has performed various activities along with analysing the Marketing Mix (4Ps) of Nestle. In doing the marketing mix and other activities of the project we have divided the tasks and assigned each member of the group with specific tasks. However, in my part, I was assigned to complete the Place of the 4Ps of Nestle. 
Thus, initially, I have planned my assigned task. In doing so, I have sketched the key segments that I would be discussing in my blog post. Therefore, I have planned to write about the geographic locations, and distribution channels of Nestle in my blog post. Then I have looked upon the available resources, websites, journals etc. to know more about the selected topics. After conducting sufficient research, collection enough information I have started to write down my blog post. To make the discussions of my blog post, I have also made some visuals using PowerPoint relevant to the discussions. 
In conducting marketing campaign, it is a must for the campaigners to know about the places and regions where the company operatesand different but effective distribution strategies that the company pursues to properly serve the end consumers. Henceforth, a detailed understanding of the places, and distribution strategies of the company is surely helpful for the overall campaign. It will help us to set up strategies and design effective campaign events. Therefore, it is evident that my study and blog post on place will play supporting role in the overall marketing campaign.
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Conclusion
The report ends with a bit reflection on how the blog posts was done and how it is going to help the overall marketing campaign. It is needless to say that to conduct a successful marketing campaign, it is important to do background research, to know more about the ins and outs of the company as a whole. Thus, this type of campaign and blog post writing are important.
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