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Task 1A
Introduction 
In this present era of rapid globalisation, effective marketing strategies are highly beneficial for developing business process of any organisation. This essay aims to evaluate role of marketing strategy influences positively on organisational business. This essay has focused on various marketing stages of UK based organisation Amway and situational analysis including SWOT and PESTEL analysis. In addition, STP, marketing mix and role of marketing has taken under consideration. Apart from these, stakeholder engagement and their impact on marketing has also been evaluated here.  
1. Marketing processes and stages of Amway 
1.1 Marketing process 
In spite of having high customer base, Amway has adopted several marketing strategies which are helpful to increase their sales margin rapidly. Following strategies has executed by Amway.   
Framing marketing strategies 
In order to develop the business growth, Amway has adopted several marketing strategies accordingly (Amway.co.uk, 2019). The concerned organisation offers various products including beauty products, vitamins and supplements, multiple brand products to their customers. As mentioned by Armstrong et al. (2018), effective developments of marketing strategies are strongly helpful for business growth and productivity rate. In addition, the organisation delivers high quality brand products at respectively high price.     
Development advanced technology 
According to Mcdonald (2016), in order to increase profitable rate, it is important to adopt various advanced technology for enhancing business growth in a suitable manner. Thus, the organisation Amway has adopted several technologies include online marketing; free delivery system which can be advantageous for improving their business (Amway.co.uk, 2019). 
Using online platform
Amway used to deliver their products through online. Moreover, they can follow social media platform such as Facebook, twitter and YouTube in promoting their products. Most of their potential customers are used to follow their online page and they are able to select various brand products according to their demands (Armstrong et al. 2018). 
1.2 Situational analysis 
SWOT analysis 
	Strengths 
· Presence of strong global market. 
· Amway delivers more than 115 products in different categories such as beauty care, nutrition and home care accessories (Amway.co.uk, 2019). 
· Strong customer base 
	Weaknesses 
· Amway products are available through online selling or business agents (Phadermrod et al. 2019). 
· Decrease sales rate by 7% in the year 2016.
· Amway products are relatively costly.   

	Opportunities 
· Economically stable environment. 
· Use different mode of communication including digital marketing. 
· Amway offers various brand items such as Attitude, Amway Glister and Nutrilite to their customers.  
	Threats 
· Some competitors are Avon, Oriflame, Purplle.com used to increase their market globally. 
· Poor brand loyalty. 


Table 1: SWOT analysis of Amway
Analysis 
Amway sales their products globally and distributes their products more than 80 countries. In spite of having high global market, their sales rate has decreased by 7% due to high product price. It may hamper their business growth. Thus, the organisation can reduce their product cost for enhancing their business (Banumathi and Nadarajan, 2016). On the other hand, their products are only available in online and business agents. In addition, the organisation uses digital marketing process in order to attract more numbers of customers. Various brand items Attitude, Glister are available in their online store. Due to competitor presents, Amway has faced several issues in their business (Amway.co.uk, 2019). 
PESTEL analysis
	Factors 
	Observations 
	Result 

	Political 
	· FDI rate is increased by 17.6% 
· Politically stable environment 
· Corporation tax of 19% by the year 20019. 
	Positive 

	Economic 
	· GDP rate has risen by 1.8% in 2019. 
· Decreased inflation rate by 0.2%.
· Rate of interest increased by 0.25%
	Positive 

	SOCIAL
	· Huge population more than 65.6 Million 
· Social condition ids stable (Tsangas et al. 2019)
	Positive 

	TECHNOLOGY
	· High advanced technological investment is £28 billion 
· Presence of high digital marketing 
	Positive 

	Environmental 
	· Environment act, 1995 (Legislation.gov.uk, 2019) 
· Carbon emission rate increased by 20% by the year 2020.  
	Positive 

	Legal 
	· Employment right act C(18), 1996. 
· The equality act Section 153, 2010 (Legislation.gov.uk, 2019).
	Positive 


Table 2: PESTEL analysis
1.3 STP
Segmentation 
As commented by DeSarbo et al. (2017), in order to identify the potential customers, both demographic as well as geographic segmentation are helpful for developing the business growth in a positive way. The concerned organisation uses both demographic and geographic segmentation which is based on gender, profession, age group, income as well as region (Amway.co.uk, 2019).    
Targeting 
Amway targets different age group people in expanding their business and increase their sales margin (Amway.co.uk, 2019). They mainly target youth to medium ranges people those are having 20-60 age ranges. Besides, they offer verities of high quality brand products in high price according to their customers’ expectation. 
Positioning 
Amway is one of the multinational marketing companies who offer health care, homemade products and beauty accessories to their customers (Wuryandani et al.2018). They deliver their products more than 80 countries including Thailand, Australia, Chaina and etc. Amway has so many competitors mainly Avon, Oriflame, Purplle.com and Walker & Company Brands presence in global market (Amway.co.uk, 2019). 
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Figure 1: Positioning map
(Source: Wuryandani et al.2018)

1.4 Marketing mix (4Ps)
	Factors 
	Description 

	Product 
	Amway delivers high quality brand products in different categories such as beauty care, nutrition, personal and home care. In addition, they also offer various brand items such as Glister, Attitude, AmwayQueen and eSpring to their customers (Filbert and Anthony, 2018). 

	Price 
	The prices of their products are respectively high. The price of beauty accessories around $ 10- $ 12. Nutrition items cost approximately $ 9 - $ 15.

	Place 
	Amway expands their business through various countries such as Australia, Europe, Thailand, china, Russia and many more (Amway.co.uk, 2019). 

	Promotion 
	Amway used to follow social media platform that are Facebook, twitter, YouTube for promoting their business. Moreover, they use online marketing process to sell their products (Wu and Li, 2018).  


Table 3: Marketing mix
2. Role of marketing 
2.1 Societal marketing 
Societal marketing suggests the marketing process for promoting business activities by digital media. As suggested by Musonera and Weber (2018), effective enhancement of societal marketing process can be helpful for business growth along with promoting various items. In this respect, Amway also used to follow this marketing strategy for advertising their products. 
Advantage
Amway adopts social media marketing process for improving their strategy and try to spread their products to their customers. In addition, the authority of the organisation always is involved in online marketing and shares their products demo by Facebook, twitter and their websites (Amway.co.uk, 2019).   
Disadvantage 
As stated by Sajid (2016), in spite of having many advantage of societal marketing, it has also some drawbacks. It is a huge investment process that may decrease their sales rate in a negative manner.  
2.2 Branding 
Amway is one of the famous marketing brands based on various beauty care, home products and nutrition. Additionally, they deliver high quality brand products mainly Attitude, AmwayQueen as well as eSpring to their customers. As mentioned by Kozlenkova et al. (2015), high quality brand products help to attract more number of customers to their stores and increase to sales rate in a positive manner.   
Advantage 
In this current era, most of the customers are used to buy brand quality items which are strongly available in Amway stores (Amway.co.uk, 2019). Thus, customers are stratified with their products and visit their stores rapidly. 
2.3 Branding strategies adopted by Amway 
Umbrella branding
As commented by Paletto et al. (2015), umbrella branding also one of the famous family branding strategies which is involved many single brand products. The organisation Amway is used to follow this brand strategy in their business for creating a huge customer base. This brand is also helpful for increasing the products sales rate in a positive manner. 
Range branding
Range brand suggests more than one item is taken under a single brand product item. The organisation also uses range branding strategy in order to sales more number of products (Amway.co.uk, 2019). 
Individual product branding
Apart from these two brand strategy the concerned organisation is used to conduct individual product branding strategy in their products. In this process, every product item is under its own brand. As influenced by Kozlenkova et al. (2015), this brand strategy is also effective for showing every brand product individually.   
2.4 Relationship marketing  
In order to increase sales rate and market productivity rate, Amway can maintain as strong and healthy real ship with their customers. Thus, it implies, Amway is involved in relationship marketing strategy. This marketing helps in developing customer base and also related with suppliers market, customer market as well as internal market. Moreover, Amway delivers high quality brand products to their customers’ according to their demands (Amway.co.uk, 2019).    
2.5 Ansoff matrix strategies 
	Market penetration 
· Improvement customer loyalty 
· Development of new brand products 
· Modification of delivery process 
	Market development 
· Use online marketing process 
· Increase their sales through various country (Amway.co.uk, 2019)
· Target potential customers those are having 20-60 age range

	Product development 
· Improvement of product quality and supply high quality brand product 
· Launch unique products in every week. 
	Diversification strategy 
· Increase sales rate by delivering quality product
· Increase customer value by ensuring better service to them. 


Table 4: Ansoff matrix
Analysis 
In order to attract more number of customers, Amway can improve their product quality for enhancing their business (Amway.co.uk, 2019). In addition, modification of delivery process is also important for market penetration and develops business growth as well. Apart from that, Amway targets their customers those are belonging in 20-60 age ranges and try to fulfil customers demand properly. Besides, the organisation uses digital marketing process and sales their product through online. On the other hand, they try to develop their products quality and introduce new products to their customers. Thus, it helps to attract more numbers to customer to their stores and improve business growth.   
3. Stakeholder engagement
3.1 Stakeholder definition 
Stakeholders are playing a big role within the organisation. Basically, stakeholders are directly or indirectly involved with organisational activity. Stakeholders including managers, employees, customers and suppliers are associating different fields and manage overall business. Stakeholders of Amway always maintain a strong relationship. Thus, the organisation become enhances their business science last five years.    
3.2 External and internal stakeholders 
Internal stakeholders of Amway are managers, owner and organisational employees those are directly involved with the organisation (Amway.co.uk, 2019). On the other hand, external stakeholders are those people such as customers, buyers and suppliers who are indirectly related with the organisation.   
3.3 Communicate and engagement with stakeholders 
Development of strong communication with the customers is strongly beneficial for business growth. The organisation Amway interacts with their targeted customers with online mode. The upper hierarchy of the organisation always try to maintain a strong relationship with their customers. Thus, it can be advantageous for increasing the economic status of the organisation. As suggested by Musonera and Weber (2018), customers’ positive response is one if the major factors in order to enhance business growth. Thus, Amway offer high quality brand products to their customers. Apart from that, due to high product cost, their sales rate has decreased by 7% by the year 2017.  
3.4 Impact of stakeholders on marketing strategy 
Organisational stakeholders have a huge impact on marketing strategy. Managers and employees are directly involved with the organization and they maintain a proper profitable rate by delivering high products to their customers. Moreover, the organisation used to follow online marketing strategy for selling their products.  
4. Recommendation 
Thus it can be recommended that in order to increase sales rate and business productivity rate, Amway must follow several strategies. Amway must improve their product quality and launch more brand products within 3 months. The organisation should less their product price by 2 months. Thus, it will be advantageous for attracting more customers to their stores.   
Conclusion  
Thus it can be concluded that development of marketing activity can be helpful for improving brand awareness along with creates long relationship with the customers. In addition, effective marketing strategy is highly beneficial for improving the organisational business. Thus, it can be stated that, role of marketing strategy influences positively on business process of Amway. 


Task 1B
Introduction 
I have done a marketing project based on Amway organisation. In order to develop my project work successfully, I use tactical mode of communication accordingly. 
1. Tactical communication 
Tactical communication process is one of the major processes which used to transmit by electronic equipment. It has been observed that, this is the best processes which help me to finish my project work successfully. Effective communication is critically helpful for enhancing the business process and increase the sales margin positively. Thus, it has a huge impact on marketing process. In addition, it is a communication process that has been used by United States Armed Forces. This communication process can be helpful for providing different types of information to multiple people those are involving in tactical force.    
 2. Various promotional strategies 
 In order to increase the business value and attract good numbers of customer, I used to follow promotional strategy for enhancing my business project. According to me, advertising, social media platform and direct marketing are the most effective promotional strategies which I have used in my project. 
Social media platform: I basically use social media platform for promoting my products and increase sales rate. In this respect, I use Facebook along with Twitter page and share information regarding my products. Besides, I share some video click about the products on YouTube page. Thus, it helps to spread high quality products to the customers. 
Advertising: Apart from social media websites, I have also use to advertising techniques for promoting my products. 
Public relation: I also contract with my friends as well as my relatives for informing them about my marketing and tell about my products. Moreover, they motivate me to continue my business and they ensure me to buy their valuable products from me. 
Direct marketing: Direct marketing is another best procedure to promote a business and interact with customers. Thus, I use to follow direct marketing process and try to communicate more number of customers by message or emails. In order to develop my business and introduce high quality products, it is important to follow several strategies for connecting with people. 
Sales promotion: Sales promotion is another effective strategy for attracting more number of customers. Thus, I also use to follow this process and meet my goals positively. It has been seen that various E-commerce websites are available for sales and they give multiple offers over different products. According to me, this is a very attractive process and I must use this strategy for promoting my marketing 
Conclusion 
Thus it can be concluded that in order to promote my marketing process, I use tactical communication for developing my sales amount and business strategy. On the other hand, I also use several promotional strategies in order to attract more number of customers and sales my various quality products accordingly. According to me, all the promotional strategies are very much advantageous for me to spread my business. I will be successful in my business plan due to use several strategies.       
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