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Nowadays, businesses are aware that they cannot appeal to all market buyers, or at least not in the same way. The number of buyers is too high, they are scattered all over the place, and they have different requirements and ways of buying things (Kotler, 2020, p.199).
The main focus of the study is to create an individual blog. In the process, it will critically analyse and evaluate the segmentation, targeting, and positioning strategies of Marks and Spencer. Along with that, there will be a critical analysis and evaluation of the current marketing mix strategies of the organisation. 
Marks and Spencer is a well-known and one of the leading-most retailers in the UK. The company brings in quality in its products and services such as food, clothing, and homeware (Corporate.marksandspencer, 2023). There are around 2000 suppliers of the company across the world to source its products. M&S operates in more than 40 countries in the world and it employs more than 75000 people (Forbes, 2023). 
[bookmark: _Toc141461179]STP Analysis of Marks and Spencer
STP is an effective tool of marketing that includes getting the right message to the right people. Using this tool is effective for the marketers to make sure their messaging is directed at the right audience. At the same time, they also can make sure the message is communicated in a way that entices them to heed a call to action (Wrike, 2023). The acronym stands for segmentation, targeting, and positioning. As per the views of Wuryandani et al. (2018), this is effective in identifying segments of targeted consumers. 
Segmentation: 
Demographic segmentation 
There is a significant use of demographic segmentation by the authority of Marks and Spencer. With the use of this segmentation, the consumer market is divided on the basis of several demographic factors such as age, gender, income, occupation etc. The people with more than 30 years of age are targeted the most by M&S. The company offers luxury clothing products to the customers. This is why the company targets people who come from higher income brackets. It also targets people of exclusive occupation. In segmentation, Marks and Spencer target all types of religion. The fashion line of the company tends to develop clothing targeted to middle-aged women (Ward, 2018). It also considers people of social-economic groups as its core customers. At the same time, the management and authority of the company also recognise the requirement  to target all age people (Grin, 2023). 
Geographic segmentation
In its geographic segmentation, the company relies a lot on marketing and selling its products from UK stores. Considering the cold weather of the UK, the company offers warm clothes to the customers. 
Targeting: This is all about a stage where the company has to decide which segments created during the segmentation are worth purchasing. This process is helpful for the management and authority of Marks and Spencer to determine the most profitable segmentation of target based on the size of the segment. The people of mid-age are targeted the most by M&S. The products available in the shops of the company are high-priced. This is why it prefers targeting those to whom the products are affordable. This is helpful for the management of the company to see more interest and conversions from their ideal customers. As the company is able to target the right customers, the marketing campaigns are able to address the needs and demands of the customers. This is how M&S is enabled to attract them in an effective manner. This reflects on the increasing froth and sustainability of the company in the market. While finding the right target audience, M&S ensures the evaluation of several criteria such as size, money, and accessibility. The management of M&S makes sure that the size of targeting is large enough so that the company generates significant traffic. They also make sure that there is a return on the investment of the company. They also ensure that the money spent on the marketing campaigns is capable of generating a positive net return. In accessibility, the company ensures there are no technical or legal barriers to targeting the audience. 
Positioning: It is all about how the products are viewed by the customers. In this step, the management of M&S uses the insights gained from segmentation and targeting. This is helpful for the management of the company to make decisions on how to communicate their products to the audience in an effective manner. As M&S targets the luxury customers, the products are positioned as high-value deals. As a leading retail company in the UK, Marks and Spencer focuses on bringing quality and great value. Song with that, premium, modern, sustainability, value for money, and innovativeness are the key aspects of its positioning marketing (Brand Struck, 2023). 
[image: ]Figure 1: Positioning map of Marks and Spencer
(Source: O’Brien, 2019)
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Marketing mix is considered one of the most essential aspects of marketing activities. This has an essential role to play to create value and satisfaction so that the expectations of the customers can be fulfilled (Darmawan and Grenier, 2021). The concert of marketing mix involves several P’s. They function as the key elements of the marketing strategy of a company. The elements are such as product, price, place, and promotion (Yasar, 2022).  
Product
Product range: There is a large variety of products in the stores of Marks and Spencer. This includes clothing for men, women and children. Along with that, people also can get beauty products, food, home furnishings and beverages at M&S. The product range of the company is designed to cater to various customer preferences and segments. This is helpful for the company to make sure that the needs and wants of its target market are met. 
Quality: The major focus of M&S is on offering high-quality products to the customers. It has developed a reputation for offering customers well-made, stylish, and durable products. As they are committed to quality, it allows the company to create customer loyalty and trust. 
Branding: The retailing company has a strong brand presence. The name and logo of the company go synonymously with reliability and quality. The workers at the workplace of M&S work hard to maintain the strong brand image in the market through consistent branding across h marketing materials and product lines of the company. 
Innovation: The company is making a consistent and continuous effort and investment in research and development which is effective in bringing new products to the market along with improving existing offerings. This allows the company to stay updated with the current trends and customer preferences. The company is also invested in sustainable and ethical sourcing practices. 
Product life cycle management: M&S focuses on regular evaluation of the performance of its products to make sure that the expectations and demands of the customers are being met. Through this, the company is also allowed to decide when to bring in new products (The Strategy Story, 2023). 
Price
While determining the pricing of the products, the cost of producing them is considered which includes labour, raw materials, and overhead expenses. The company is known for catering to upper and upper-middle-class people in society. Due to its diversified range, high quality, and convenience, its products are perceived as value for money. All products of the company are of premium quality. Although the price range is set between medium to high. Strong competition in the market causes limited market share for M&S. This is why M&S has adopted a competitive pricing strategy. There has been an adoption of a dynamic pricing policy by the company. The management at M&S is responsible for reviewing the pricing strategy on a regular basis. This is effective in accounting for changes in the market. This involves fluctuations in raw material costs, competitor pricing, and currency exchange rates. The products of the company are also offered at various prove points to cater to different consumer segments. 
Place 
Marks and Spencer operates through its physical stores in prime locations like shopping centres, high streets, and retail parks. The chosen locations are effective for the company to make sure visibility and high football for itself. The company also has a robust e-commerce platform which is helpful to the customers to search and purchase products without visiting the physical stores. The online presence of the company is helpful for itself to research a wide customer base. This is how those people also can enjoy the services of the company who have no nearby stores. The company has also made an international presence in several countries like Qatar, Spain, Egypt, Ireland, Jordan, Finland, France etc. The overseas offices of the company are situated in Indonesia, China, Sri Lanka, Italy, India, Malaysia, Kabul, Austria, Canada, and Bangladesh. The products of the company are sold via its outlets. 
Promotions
The retailer is invested in multiple advertising channels like television, digital, print, and outdoor. This is effective for the company to develop and enhance brand awareness along with showcasing its products to a wide audience. The management of the company makes sure that the advertising campaigns are reflecting the brand image of the company along with conveying the desired message to the customers. M&S also has a strong presence on social media sites. The dedicated department shares updates on the launch of new products, promotions, and other relevant content. Through the use of social media sites, the company is able to engage directly with consumers. Thus they can receive feedback from the customers which is helpful in improving the products and services. The in-store strategy of M&S is helpful in promoting the products through the outlets. This is encouraging to the customers to visit the store. Thus impulsive purchases are fostered which helps the company to improve its sales (Bhasin, 2023). 
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It is concluded that STP is effective in getting the right message to the right people in terms of marketing. Marks and Spencer is a leading retailer which uses demographic segmentation and geographic segmentation in its marketing activities. The company targets the mid-aged and caters to upper and upper-middle people as it deals with luxury products. The quality of products is the top priority of M&S. The company offers a wide range of clothing, home furnishing, and food products. There is a lot of competition in the market which is why M&S has adopted a competitive pricing strategy. The company operates both offline and online. Although most of the products are sold via the offline stores. M&S finds social media as essential and useful media to promote the products and interact with the customers. 
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