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Executive Summary
Analysis of both the internal market and external market environment of the organisation Next plc is the main aim of this report. In order to analyse external drivers impacted on the organisation PORTER’s five force analysis is used here according to which the company faces a strong rivalry with its competitors. On the other hand, SWOT analysis has been used to analyse the internal environment of the company. The overdependence on only the UK market, failing in adopting new innovation technology, cost living and cruising create significant challenges for Next plc. Several recommendations such as employing new skilled workers, using data cleaning software and value pricing strategy to compete with the prices of their competitors are given in this study.  
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[bookmark: _Toc122542659]Introduction 
Marketing management is the tools, strategies and analyses that are used to promote a business by identifying growth opportunities as well as connecting effectively with the new target markets. Marketing management plays a role to undertake the market research, analyse the current trends and consumer preferences, create a budget and market strategy and perform all the relevant tasks that are essential for the increase of business sales. This report focuses on identifying the challenges such as change of business market, high competition, rising of digitalisation, information management issues as well as challenges regarding management of reputation and consumer’s expectation rise faced by Next plc.. Several strategies for future improvement of the organisation by solving these challenges are also included in this study. 
[bookmark: _Toc122542660]Overview of the organisation
Next plc is a UK based retail company that offers footwear, accessories, and clothing, home as well as beauty products. The company provides their services through the marketing, websites, distribution networks, contact centers and warehousing (Nextplc, 2022). The mission of Next plc is to be one of the UK's natural choice retailers by providing fashion awareness for women and men who expect distinction, style and quality clothes. From the below figure it has been observed that however the annual revenue of the company slowly declines in the year 2021, in 2022 a significant increase has been observed that is 4,625.9 million GBP (Statista, 2022). 
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Figure 1: Annual revenue of the retail company Next plc.
(Source:Statista, 2022) 
[bookmark: _Toc122542661]External environmental marketing analysis
	Factors
	Discussion 
	Impact

	Competitive rivalry 
	· Top competitors of Next plc. are Marks & Spencer, Debenhams, Arcadia Group, ASOS, River Island etc. (Nextplc, 2022)
· The company faces a strong competition regarding pricing strategy and a large market size
	High 

	Buyer’s bargaining power 
	· Presence of huge suppliers than the products producing firms create an opportunity for buyers to choose
· The products produced by Next plc. are highly differentiated which create a reason for not finding a particular product to another firm (Nextplc, 2022)
· The company offers their products at a reasonable price thus buyers with low income are unable to find alternative companies producing a specific product 
	Moderated 

	Threat of substitute
	· Several substitutes are available for products produced by Next plc. along with this few substitutes that are low profit earning companies offer that product (Annualreports, 2021)
· Psychological switching cost is low that is regarding the moving from the industry to the substitute products    
	Moderated

	Supplier’s bargaining power 
	· Suppliers are few as compared to the buyers within the industry (Asbci, 2022)
· The product provided by the suppliers is less differentiated, fairly standardised and have low switching costs which give the opportunity to switch to the supplier from Next plc.   
	High 

	Threat from the new entrants
	· In order to start newly required capital is high which makes difficult for the new entrants
· As per the strict government policy legal requirements and strict licensing is required within the industry which creates a threat for the new entrants
	Low 


Table 1: Porter’s five Forces analysis
(Source: Created by self)
Analysis
The competitors present within the operating industry of Next plc. are high and most of them are large in size. The presence of these giant competitors such as Marks& Spencer, Debenhams, Arcadia Group, ASOS, and River Island makes the competition higher and stronger for the organisation (Nextplc, 2022). The clothing industry in the United Kingdom is growing every year which means that the competitors are not so much engaged in competitive action as they are not focusing on capturing market share from other companies. However the pricing strategy and large market sizes create competition among the clothing firms in the UK that makes the impact of competitive rivalry high for the organisation. On the other hand, there are so many suppliers present within the company than the products producing firms which provides a wide variety of options regarding firms to the buyers to choose. The products produced by Next plc. are highly differentiated that provide a reason for not finding a particular product to other companies (Nextplc, 2022). Apart from this, buyers with low income are forced to buy the products at a lower price along with a good quality which makes the buyer’s buying power weak in the industry. 
A lot of substitutes are available for products produced by Next plc. in which few substitutes are produced through the industries that  are low profit earning. The other substitutes produce products of high quality along with higher price than Next plc which refers to less switching to the substitute products (Annualreports, 2021). Psychological switching cost is low, that is regarding the moving from the industry to the substitute products creates a threat for the company. There is a huge number of suppliers present within the industry which impacted negatively on the company (Asbci, 2022). However, products provided by the suppliers are less differentiated, fairly standardised and have low switching costs which give the opportunity to switch to the supplier from Next plc. In order to enter within the industry a resource investment and a substantial capital is required that loses strength of the new entrants (Forbes, 2018). Another threat for the new entrants are the requirement of strict government policies in entering within the industry with legal requirements and strict licensing which impacted low threat on the company. 
[bookmark: _Toc122542662]Internal environmental analysis


	Strength
	Weakness 

	· Next plc offers excellent quality clothing, beautiful design to their customers 
· 42% of the products offered by Next plc. and 49% of cotton fulfill the responsible sourcing criteria of the company (Nextplc, 2022)
· Huge amount of suppliers are connected with the business that is around 380 suppliers are engaged within ZDHC programme (Nextplc, 2022)
· Availability of different variety of products such as footwear, beauty products, home products, accessories, clothing by franchised and self owned stores (globaldata, 2022)
	· The company mainly depends on their home country UK
· Keeping updated according to new technology innovation is the major challenge for Next plc.(Nextplc, 2018)
· Absence of clear strategy create a barrier in achieving long term growth

	Opportunity 
	Threats 

	· The company focuses on mainly young aged men and women of 25-45 age who expect quality, distinction and style from their clothing
· The company is now operating around 70 countries globally (Nextplc, 2022)  
· Implementation of websites increases online sales 
	· Strong competition and low market growth create a threat 
· The crisis regarding cost of living threaten as online sales are decreased by 2%  (Business-live, 2022)


Table 2: SWOT analysis 
(Source: Created by self)
Next plc is famous for its excellent quality clothing, beautiful design provided to their customers along with creative and attractive design of stores also. In the present time it has been noticed that 42% of the products offered by Next plc and 49% of cotton fulfill the responsible sourcing criteria of the company that creates a positive image among consumers (Nextplc, 2022). Supplier has a crucial role within the stages regarding product life cycle that is from the sourcing of raw materials to finding best options for the raw materials of the business. The company has a strong base of suppliers and it is now engaged in the ZDHC programme with around 380 suppliers (Nextplc, 2022). Strength of the company includes the product diversification as it produces different varieties of products such as footwear, beauty products, home products, accessories, and clothing by franchised and self owned stores (globaldata, 2022).  
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Figure 2: Increase of internet sales in retail industry UK 
(Source: Statista, 2022)
The company is focusing on mainly young aged men and women of 25-45 ages who expect quality, distinction and style from their clothing which makes them quite popular among the young generation for unique style clothing. International market expansion is another opportunity for the company by focusing on the emerging economies and currently the company is operating in around 70 countries or more than that globally (Nextplc, 2022). The buying behavior of the consumer is changing as per the advancement of technology; most of the customers are shifted to online shopping in the UK. In the year 2021, customer ecommerce accounts 30% of total UK retail market and ecommerce revenue is over $120 billion (Trade, 2022). Currently the company focuses on their website to increase online sales as well as the facility of delivering products within just one day helps to attract the modern consumers. From figure 2 it is clear that internet sales in October 2022 amounted to 25.5% of the total retail sales (Statista, 2022). 
The overdependence on only the UK market is responsible for the slower growth of the company rather than its giant competitors. One of the most significant challenges faced by next plc is keeping updated with new technology innovation and maintaining their information system due to the rapid rise of digitalisation. Additionally they were lacking some features as compared to their competitors that ultimately results in losing revenue and consumers (Nextplc, 2018). The database used by Next plc failed to provide service to the customers 24 hours and it is not able to give the access to users to access in their order details. The clothing brand has failed to adopt a proper strategy that creates a barrier in achieving long term growth. Next faces a huge competition and low market growth due to the pandemic situation and presence of giant competitors in the UK market such as Marks & Spencer, Debenhams, Arcadia Group, ASOS etc. The crisis regarding cost of living in the UK market create a threat for Next plc.as online sales are decreased by 2% (Business-live, 2022)
[bookmark: _Toc122542663]Recommendations for future improvement 
In order to mitigate the technological challenges faced by the company, they can allow a third party within the orgnaisation to train their staff. Next plc can use data cleansing software such  
as  Trifacta Wrangler, TIBCO Clarity, Winpure Clean & Match and let the consumers make updates regularly regarding their orders to avoid database related issues. As per the view of Snyder (2019), the use of data cleaning software allows for highest quality information and increases overall productivity to decision making. The company should adopt a value pricing strategy to compete with the prices of their competitors as it provides high quality products at a minimal price that is important to achieve the trust of the consumers. Rather than focusing on only the UK market the company needs to focus more on the other countries to compete with the globalisation and increased competition in the clothing industry. In order to gain market share, it is important to adopt new innovation as innovative technology is able to build the consumer base of a company (Lestari et al. 2020). Along with the new technology the company also needs to employ skilled workers who have knowledge regarding product innovation and technology. In order to enter a new market the company also needs to focus on their advertisement through online as reaching to online consumers is quite easy.   
[bookmark: _Toc122542664]Conclusion 
From the study it can be concluded that Next plc. is one of the leading UK retail companies with a strong competitive rivalry with its competitors. The product variation present in the company creates a reason for not losing consumers however suppliers are few as compared to the buyers within the industry that is a threat for the company. Next failed to manage new technology innovation that can be improved in future by hiring a third party for giving training to their employees or hire workers having technological knowledge. The non availability of proper strategy and rising cost living crisis impacted negatively on the company by decreasing their online sales. 
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