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1. [bookmark: _Toc496043657]eXECUTIVE sUMMARY

During this report, the main aim is to take a company, in this case Home Bargains and develop a strategic response to a specific issue we face in the current business world. In this case, the issue for Home Bargains is how they can increase their social media presence to compete with their main competition and other market leaders to generate more interest in their brand and to develop a wider consumer base, in a business environment that is more consumed by technology than ever before. The report begins by assessing the background of Home Bargains, looking at how it currently operates 500 stores but looks to have 1000 in the near future, with around 40,000 staff. It also looks at how it was founded by Tom Morris in 1976. The report then looks at the opportunities available to Home Bargains and the aims and objectives they should be looking to achieve across the coming years, ensuring they are S.M.A.R.T. objectives that can benefit the business. 
In the main body, the report looks at the true meaning of social media marketing and the different forms of it a company such as Home Bargains can choose. It then shows key business examples shown by market powerhouses such as Starbucks and Dominos and how they have successfully integrated social media in order to benefit their business, this is done to show Home Bargains that success can be achieved in this way. The report then goes on to look at how exactly this strategy can be implemented, taking in to account both the financial and time costs it will bring, before analysing the positives and negatives also. Finally, the report concludes and gives recommendations on how doing this will improve both reputation and sales growth.  

EXECUTIVE SUMMARY


CHAPTER 1 – ABSTRACT
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2. [bookmark: _Toc496043658]Introduction

We are currently living in a business world that is heavily volatile and competitive. It is imperative that all businesses are doing everything available to them to put themselves in the strongest position possible, in order to gain a competitive advantage and to not be left behind by competition. Businesses must ensure they are using effective marketing, being innovative, adapting to the business environment and being mindful of diversity issues such as gender, race and religion. Doing so will make them stand out from competition and improve business reputation. 

2.1 [bookmark: _Toc496043659]Report Remit

During this report, the aim will be to choose a company and give examples of a strategic response they could implement to tackle one of the key themes mentioned above, such as marketing and in this case, more specifically social media marketing. The report will look at the background of the organisation and to what degree they currently use social media marketing, and discuss the opportunities currently being missed out on by not using it as much as they should. The report will then look at how social media can be benefit a company and also look at the negatives, before talking through how it can be implemented to good effect. Finally, it will conclude and give recommendations on how to increase sales and growth using this strategy. 


2.2 [bookmark: _Toc496043660]Background of the organisation

The organisation the report will focus on is discount retailer Home Bargains. Home Bargains was founded in Liverpool in 1976 by local businessman Tom Morris. Since the first store was opened over 40 years ago, Home Bargains now has over 500 stores across the United Kingdom and employs over 22,000 staff (Home Bargains, 2019). Home Bargains slogan is ‘Top Brands at Bottom Prices’ so the company is aimed at working class shoppers who are looking for the best deals. The future plan for T.J. Morris and Home Bargains is to expand to over 1000 stores and employ around 40,000 staff (Home Bargains, 2019), meaning it is important that they effectively use advertising to improve the business. As of 2014, Home Bargains established profits of just under £1.3bn (McLoughlin, 2016). As of 2019, Home Bargains are outperforming high class retailers such as Harrods, which shows the potential Home Bargains has. Home Bargains sales exceeded £2.5bn as of June 2019, greatly outperforming Harrods (Eley, 2019). As shown above, Home Bargains are a fast growing retailer with big ambitions, and so to begin competing with market leaders such as Asda and Tesco they must take advantage of the opportunities available to them. 

2.3 Opportunities

In 2020, we now live in a society that more than ever before is heavily influenced by what they see on social media. The era we are currently in is very heavily technology driven, with no sign of this slowing down, meaning companies such as Home Bargains must adapt or be left behind. It is estimated that there are roughly 3.5 billion daily social media users, or around 45% of the population (Tjepkema, 2019). Due to this, it is thought by many that alongside email, social media could be the most critical area for marketers to focus on (Tjepkema, 2019). Although Home Bargains does have social media accounts, they do not push them and promote them as much as they potentially should, meaning they are missing out on a lot of potential customers. It is also important as a recent survey found that 54% of social media users use social media to research products (GlobalWebIndex, 2018). This means that if a potential customer was scrolling through a social media website on which Home Bargains was advertising and promoting, they would see the products they had to offer and potentially consider purchasing, either online for collection or by going to their local store. 

2.4           AIMS AND OBJECTIVES

T.J. Morris hope that they can expand to have over 1000 stores across the UK and employ over 40,000 staff. For them to do this effectively without a detrimental financial effect, they must increase the reach the company has in terms of their potential customer base and also by increasing their profits. When talking about social media marketing, Home Bargains currently have a Twitter page with 51.4k followers. They also have an Instagram page with 555k followers, whilst also boasting a Facebook page with over 1 million likes. Although these numbers seem high, it only takes a look at Home Bargains rivals B&M to realise they are not attracting as much social media followers, as B&M currently have 114k Twitter followers (Twitter, 2020), meaning their reach is more than doubled on that platform alone. Other discount retailers such as Poundland have over double the Twitter followers, and these numbers are consistent across all social media platforms. This shows that Home Bargains are far behind the competition in terms of social media marketing (Twitter, 2020). Also, Home Bargains receive very little interaction on their posts, showing they are not posting things that engage existing customers or attract new ones. In terms of aims, it would be useful for Home Bargains to consider revamping their social media sites. As Home Bargains are looking to double the stores they have in the UK, a good objective may be to also double their followings on social media, in order to have accounts similar to the sizes of their competitors. They should also look to get more engagement through social media through things such as potential giveaways or discounts for social media interaction which would inevitably draw interest and a greater following. Also, Home bargains should aim to design an advertising campaign which will get people talking, similar to the ‘Elf on the Shelf’ campaign by Poundland. Although it caused a few complaints, it most drew attention towards Poundland’s social media accounts and helped increase their following, and so their potential customers also increased (Sheldon, 2018).

MAIN BODY


MAIN BODY



3. Main Body

In order for Home Bargains to see the effectiveness of social media marketing, it must be looked in to how exactly it is effective, different techniques that could be used, other successful business examples, as well as assessing the advantages and disadvantages. 
Firstly, social media marketing is defined as ‘the use of social media platforms to connect with your audience to build you brand, increase sales and drive website traffic’ (Buffer, 2019). A company is able to do this through good advertising campaigns as well as engaging with their customers and followers. Doing this will then allow a company to analyse how customers are reacting and whether it is likely to be successful. There are considered to be 5 main points that need to be considered to have a successful social media campaign. These include; Listening, Engagement, Marketing Communications, Social Advertising and Analytics (MarketingMag, 2015). If all 5 of these are followed, it is far more likely to bring success. There are countless examples of successful social media marketing campaigns, some with different strategies, that have brought success to businesses that Home Bargains can take inspiration from. One example is used by the cosmetics company Lush. Lush use what is called ‘user-generated content’ on sites such as Instagram, whereby if a customer uses their hashtag when posting a photo of their product, Lush could share it to all of their followers, which lots of social media users would be interested in (West, 2019). This method is effective as it creates a buzz around a product without the social media team having to spend time on developing good shots of products or on content creation as it is being done for you by your customers. Companies will also be creating a bigger potential audience the more the hashtag is used, and the more people are engaging (West, 2019). It can also feel as though the company is developing a personal relationship with customers by sharing their posts. 
Another example is Starbucks with their #ExtraShotOfPride campaign. Starbucks used the fact that it was pride month in June 2019 to develop a campaign which not only got people interested, but also enhanced their reputation as a company that is concerned with social issues. Starbucks did well here, as they took advantage of the fact that people were celebrating pride month, meaning there was a lot of related content and so people were easily engaged (InfluencerMarketingHub, 2019). Finally, Dominos have also recently developed a successful social media strategy, which saw their sales figures overtake their main rivals Pizza Hut in 2017, due to a commitment to digital and social media marketing. Pizza Hut generated profits in 2017 of $12.2bn compared to Pizza Hut’s $12.03bn (Robles, 2018). Dominos have been successfully using social media since 2009, including a 2012 campaign #LetsDoLunch, which meant the more people tweeted, the cheaper the pizzas would be (Davis, 2018).

3.1 IMplementation of the strategy

It is important that Home Bargains get a good understanding of how exactly social media can help them improve business performance. Although a social media campaign will be unlikely to generate the level of engagement shown by a company such as Lush or Dominos, it will still be of relative importance and success in relation to the company’s size in comparison to Lush or Dominos. Home Bargains must think about how they can best implement this strategy with minimal negative impact. In terms of finances, social media marketing can be one of the cheaper strategies to use, as joining up to social media sites such as Twitter and Facebook are free, whilst Instagram has the option for a business account to be set up which would give Instagram users who visit the page a way to directly buy products of the website. However, despite there being less of a financial cost to social media marketing in comparison to other strategies, this method can be time-consuming if done in the appropriate way. First, Home Bargains must properly research their market, potentially also looking at what market leaders in their field are doing and try to emulate a similar technique without creating a carbon copy. They must also think about the target market and what social medias they are more likely to engage with (e.g. Millennials on Facebook). Home Bargains also will need to measure the volume of traffic on their social media sites due to these new campaigns and look to get feedback from those who come across it (Bullas, 2019). Getting feedback will allow Home Bargains to see what is and isn’t working for them and to tweak it to get the best results. Home Bargains should also focus heavily on gaining engagement through things such as their hashtags. They can do this by either attaching themselves to ongoing trends that will make them easily relatable, or by developing a campaign that will develop value for customers interacting, for example, discounted products or vouchers in store when a customer is engaging effectively with the social media pages. Home Bargains can also improve their existing accounts by conducting a social media audit to determine what does and doesn’t work currently (Newberry, 2019). It is also important to set up S.M.A.R.T. goals that align with Home Bargains objectives, so that they can tell if their plan is working (Newberry, 2019). Finally, once the campaign has been carried out in its entirety, Home Bargains must analyse it using key success metrics which will truly show the impact. Doing so will allow them to see what worked, and how it can be built upon in the future to bring even more success (Davis, 2019). 

3.2 IMPACTS of the strategy

There could be potentially both positives and negatives of this strategy. First, social media marketing will lead to increased brand awareness and improve their search engine rankings, bringing them more traffic to their website (BlueFountainMedia, 2020). This strategy will also allow them to gather data from customers in order to improve in the future, whilst also allowing them to provide top quality customer service through their social media pages (Dukart, 2019). However, one negative of being so active on social media is that any negative comments or one off bad experiences with products will be available for all to see, which could harm business reputation significantly (Lauren, 2019). It is also important that Home Bargains look out for potential trolls or scammers who may look to take advantage of their customer base, this means their social media team must be constantly on the look out to keep their customers secure. 



4. [bookmark: _Toc496043664]Conclusion

To conclude, it is clear that Home Bargains should be implementing a new social media campaign similar to those seen by other market leaders and big businesses, or else they will not be optimising their reach to customers and could potentially be left behind by competitors. 

4.1 Recommendations

In terms of recommendations, I would suggest that Home Bargains look to follow in the footsteps of companies such as Lush, Dominos and Starbucks, and create a social media campaign that will get people interacting with them on social media to gain things such as rewards for engaging, or to develop a personal relationship with customers. Doing this will allow them to grow their reputation across social media and enhance their position in the market, whilst also hopefully leading to an increase in sales.
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