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[bookmark: _Toc8251015]Executive Summary
This consultancy report will be trying to figure out the problems that HMV are currently going through as they are currently in decline and need restoring. By finding out what’s wrong, we can then find out how to solve these issues. Once the issues are found there needs to be a plan on how to accomplish the goal to bringing HMV back to where they were at. The problems HMV are having is because of the previous owners who were not willing to move ahead with technology and stayed behind in market which put HMV in the position that they are in now. The main problem to fix would be the managerial situation as it’s been a problem for years, once a set plan is made it needs to be followed to reach objectives within the company. Another thing HMV should be looking it is their website that needs to be refurbished as well as have items added to it so that they can compete in the online market. How HMV can stay on top is having their events in-store featuring artists that are trending and want to be seen, this would get new and existing customers in to watch their favourite artist live at one of the stores this would not only bring attention but revenue as well.
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[bookmark: _Toc8251016]1.0 Introduction
With the development of technology many people are buying things online and buying less physical copies of items as they are being bought digitally. The issues that have arisen to HMV are that they were not prepared to adapt with technology and have succumbed to the damages of falling behind many of their competitors. The entertainment company is still one of the UK’s leading specialist retailer of music, film, games and technology products with over 120 stores around the UK. HMV is one of the only companies to still have music and entertainment available to its customers in every format available. This report will be analysing the problems HMV are currently facing, and how they can overcome their challenges and get back to being one of the most recognised entertainment and music based retailer from the United Kingdom. HMV made famous by the iconic image of the ‘dog and trumpet’ logo including ‘Nipper, is virtually identical with the very history and development of British popular music and culture. The heritage of the company stretches back to 20th July 1921 which is over 90 years is when they first opened their store in London’s Oxford Street. HMV have made music and entertainment available for their customers on every available platform. Cellan-Jones (2018) conveys that streaming may have caused retailers like HMV to fail as in the digital era 73.4 per cent of music and film are downloaded or bought online which shows how significant amount of people are now buying online rather than in-store.
[bookmark: _Toc8251017]1.1 Aims and Objectives
This consultancy project will aim to:
· Help HMV to become a major online retailer in the market by employing an inventory system online that would allow customers to find what they want with ease and a fast delivery system which would help with this.
· Recommend and improve the managerial system which would be designed for purpose and outline a plan on how to apply, function and prepare staff on how to use this new system.
· Recommend new marketing strategies as well as working on current strategies and how to improve on them.
[bookmark: _Toc8251018]1.2 Findings and Critical Analysis
Through carrying out plentiful secondary research and investigating the collected data under the theoretical outlines a few key findings were found that were related to the strategic environment of HMV’s expedition of the online market, and there is quite a bit of power that HMV can hold with the inventory they have currently. As this section is brief only several findings will be highlighted and more details will be found below, which will include the logical PEST and SWOT analysis.
[bookmark: _Toc8251019]2.0 Opportunities and Challenges of the Online Market
The online market is a very easy way to sell products rather than in store, which is why it should be in the best intentions of HMV to go online and start delivering goods for their customers whenever they want. This strategy would allow HMV to expand and reach a further market where there are no HMV’s in the area for some people. This is a way that HMV can build a customer base which they could then expand on and help get them to where they were. The online market is attractive and profitable if done right, and as HMV are UK based this makes it easier as there would be no need of marketing the brand as HMV are well known around the UK. 
Opportunities on the online market are endless and with it the company can grow exponentially. The online market is continuing to grow and in store purchases are becoming less as people are tending to purchase items online rather than in store as it is easier and will also save them money for travel. Statistics show that in 2013 when one pound in every ten pound was spent online and is now at one pound in every five pounds which shows that there is an increase in online retail. Morley (2018) conveys that new data from the Office of National Statistics shows online sales have risen from 15.3 per cent over the past year and now make up a record high of 18.2 per cent in all of retail sales. New data released by the Office for National Statistics show that online spending is rising at a speed faster than store sales but however more money is still spent within stores than online (Figure 1).
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The challenges HMV will face in the current online market is the substantial amount of competitors they will face who are selling similar items. A few advantages HMV have are loyal customer who currently shop at stores, HMV also have music vinyl’s which they could sell online and seize that market as there are not many companies that sell the variety of stuff HMV do. Some things HMV should be aware of going in to the online market is making sure the website is compatible with a mobile phone, this is integral to online shopping as everyone has a phone and with it have the easiest way to access the internet and get on the website. The main aspect of online shopping should be the ease of which the customer can navigate the website and find what they are looking for, an example of a good online website would be Amazon as they have departments in which you can break down what you are looking for. Another thing implemented by Amazon is that their homepage has products recommended for you depending on what you have searched as well as having deals of the day and bargain finds. Where HMV can also improve on the online market is through social media as they can post things off the website and link followers straight on to the website, social media is a great platform the widen the horizon of the company as it is free advertisement and very simple to use. A good social media administrator would allow the company to flourish as being comedic and engaging with customers brings likes which allows a wider audience to see what was posted.
[bookmark: _Toc8251020]2.1 SWOT Analysis
Strengths: HMV have been in existence for over 90 years and have constructed a good brand image as well as a strong fan base across the whole of the UK. HMV is one of the UK’s only major physical music retailer and were number one for a majority of the time. This shows that they have a good following for physical music and can capitalise on it further. Another strength that HMV have is that they are a leading specialist retailer of music, film, games and technology products and have over 120 stores around the UK, while offering a wide selection of catalogue titles as well as new releases.
Weakness: A weakness HMV have is the lack of direction from the owners as they have had a couple different owners in the past couple of years. They have failed to keep up with technology and were slow to make any moves. 
Opportunity: There are various different opportunities for HMV to expand and delve in to the online market. HMV need a redesign of their current website and make it appealing for current and new customers to explore and purchase what they wish from the website. Everything HMV sell in store should be available to buy online and even add new products to diversify the products. Another thing HMV can do is to plan out a clear strategy with the current owners and move forward with a clear vision. 
Threats: There are a fair few factors that will affect HMV while preparing for ways to eliminate threats or managing it. Bigger organisations tend to be exposed to a greater level of threat than weaker organisations as success usually leads to jealousy and take what the organisation has achieved. There are other organisations similar to HMV but not close to the products that HMV have as HMV are more diverse with the products they sell. HMV sell physical copies of music which not many of their major competitors sell. The only threats they will have is with games and technology as they are mainly being bought online from organisations like Amazon.
[bookmark: _Toc8251021]2.2 External Factors that can affect HMV
A PESTLE analysis is a framework which analyses the Political, Economic, Sociological, Technological, Legal and Environmental factors of the business which can then be determined how they are being influenced from the outside. (CIPD, 2019). The analysis could form a result in whether external factors play a role in the success or collapse of the organisation. A clear and accurate analysis of these factors could provide HMV with essential information about the opportunities they could use and even threats they could face.
[bookmark: _Toc8251022]Political Factors
The UK government would want HMV to stay afloat and not go in to administration as it is a unique company with a long lasting history which would only be a positive for the country. 
[bookmark: _Toc8251023]Economic Factors
As most prices are fixed with competitors prices the economic factors should not matter too much and will only mean something when discounts happen. As HMV are UK based inflation rates in the economy would mean it would affect any similar companies’ prices of their products and services.
[bookmark: _Toc8251024]Social Factors
Music, film, games and technology products right now have no end period and will be in demand at all times as there is too much money in the sectors. There might be a few spikes in some trends but all these departments have a high demand and will continue to do so.
[bookmark: _Toc8251025]Technological Factors
Regarding HMV’s technology department they will always have the latest trend of technology as they sell technological equipment. A factor that is currently affecting HMV is the online market which is growing at an alarming rate but in-store purchases are still higher than online purchases. What HMV can do is join in on the online market to compete with other companies and sell everything they have in-store so it is acquirable anywhere.
[bookmark: _Toc8251026]Environmental Factors
Having strong and effective practices would mean a good corporate social responsibility within the company and that brings in a different market who agree with the practices you preach.
[bookmark: _Toc8251027]3.0 Organisational Structure
Change management is the discipline that guides how we prepare, equip and support individuals to successfully adopt change in order to drive organisational success and outcomes (Prosci, 2019). Green and Cameron (2015) explain that whatever the level of degree of organisational change, the people on the receiving end are individual human beings and it is they who will ultimately cause the change to be a success or a failure. HMV’s management over the years have not been the greatest and it shows as they are not where they should be as a company. Without also looking at the implications of change on individuals they can never really hope to manage large scale change effectively. The problem for this starts at the very top, which is the owner and HMV have had several of them. The owners of HMV have not taken care of the company in the right way and the company is in a slight decline due to the poor management but are still making a profit which shows there is still a possibility of overcoming this slump. The main causes of HMV’s downfall are technological change, recession and wider social trends and effects of it have been somewhat irreversible and the record shop that once was a mass-market phenomenon now belongs to a bygone age (Plummer, 2011). Some of HMV’s staff have been shocked by the company’s administration and it is understandable now to see the position they are in. Kenton (2019) conveys that an organisational structure is a system that outlines how certain activities are directed in order to achieve the goals of an organisation. The activities in the roles can include rules, roles, and responsibilities. An organisational structure plans out how certain activities are directed to achieve the goals of an organisation. Change management is not a distinct discipline with rigid and clearly defined boundaries. Rather, the theory and practice of change management draw on a number of social science disciplines and traditions (Burnes, 2014).
Many successful organisational structures define each employee’s job as well as how it will fit within the overall system. As HMV are large organisation they would need to adopt a divisional organisational structure and organisations that use this method structure their leadership team based on the products, projects, or subsidiaries they operate. There would be many advantages to this method which would allow the team to focus on their service with a management structure that supports its main planned objectives. What this system also allows is that each division of the company can operate separately without having to rely on the top management of the company. However this can also lead to a great sense of independence within each division as the division may feel that they are completely separate from the other divisions, and be focused on meeting their own objectives rather than the objectives of the organisation as a whole. Having a set structure can then lead to human capital management where obtaining, analysing and reporting on data that inform the direction of value adding people management, strategic, investment and operational decisions at corporate level and at the level of front line management (Armstrong, 2012). This can set the organisation in the right direction with the right data, it would also mean HMV have a clear plan of moving forward as they would know what they would and would not use from the data collected.
[bookmark: _Toc8251028]4.0 Marketing Strategies
The business dictionary define marketing as the management process through which goods and services move from concept to the customer. It includes the coordination of four elements which are the 4 P’s of marketing, Product, Price, Place and Promotional Strategy. A marketing strategy allows the business to reach further than their existing customer base, which in turn would be beneficial and help the company grow. Another definition of marketing is a business’s overall game plan for reaching people and turning them into customers of the product or service that the business provides. Things that are in the marketing strategy include the company’s value proposition, key marketing messages, information on the target customer and other high level elements (Barone, 2019). Marketing is usually based on thinking about the business based on the terms of the customers’ needs and their satisfaction. 
[bookmark: _Toc8251029]4.1 Social Media Marketing
Social media is an endless source for marketing as there are various amounts of websites and applications to promote the business. It takes time and effort to be a successful account on social media and it is not something you turn on and expect to see an increase in revenue or changes. What can benefit with building a good following on social media is the posting of offers and deals which would make people go to the website and purchase items. There has also been some bad social media moments for HMV as some workers took over a social account and started to vent over their frustrations to being fired (Jones, 2013). HMV have done several social media adverts and one big one was the brand having been the home of vinyl since 1921, it was a 30 second ad which was rolled out in 33 independent cinemas across the UK. Gee (2016) describes it as a celebration to the format of choice for music lovers and a way to communicate the history behind the retail brand.
[bookmark: _Toc8251030]4.2 Event Day
What HMV currently do is get musical artists to perform at their stores which is a great idea and needs to be carried on. This even brings lovers of music to see their favourite artists for a cheaper fee and even get to meet them. The event allows people to enjoy music, get a photo or even a signature from their favourite artist. As HMV is usually located within high streets it would bring passer-by’s in to see what is going on, this would create more awareness for the business and even give that edge over some competitors. The current owner has suggested that he is open to the idea of potentially expanding vinyl and live events saying that he is 100 per cent committed to it (Murray, 2019).
[bookmark: _Toc8251031]4.3 Website Marketing
As HMV have a website they can post all the offers and deals they currently have in store so people who don’t always go past the store will be able to know of the deals that are available at the current time. What the website can also offer is tweets or post from the social media on the website. The current website is very informative on the latest trends and news and features information on new films and even music. Another platform that HMV use is their YouTube channel where they upload videos of interviews with actors from new films as well as videos from live events from the stores themselves. Dawood (2015) conveys that HMV last launched a new ecommerce website in 2015 allowing customers to buy physical music products online however then decided to remove any way of purchasing items online which was move that nobody wanted
[bookmark: _Toc8251032]5.0 Conclusion
In conclusion what HMV can do is to get back to their best is to update their website for it to become competitive and add items from the store, this would get them a different source of income rather than from just the stores. Having a website similar to Amazon would allow them to flourish as it has deals on the front page as well as a search to find any item you need. HMV should keep their blog part of the website however as it brings a different element to the website and can be used as the informative side of the website. HMV need to apply a divisional structure so that they have a solid structure within the organisation which would then help with moving forward as an organisation. This structure would allow divisions of the company to work on their own objectives and have no interference from any other division as well as reaching their overall objectives as a whole organisation. The final point that HMV should take in to consideration is to carry on with the events that they hold within their stores as it brings people of different interests to the store which can entice them in to following the store and becoming a fan. The social media needs to a lot more prominent as right now it is quite dire and needs some improving, so it can compete with competitors social media teams. What a social media team can bring to customers is comedy through social media as then the customers would want to stick around and not miss out on anything that is posted from the page.
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Figure 1: Money spent within all retailing against store-only sales and
online-only sales, non-seasonally adjusted
Great Britain, 2008 to 2017
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