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Introduction



In this report, a critical analysis s would be provided of the Sparkle Home Cleaning company. As many people and organisations were impacted by the recent global events, it’s essential for every organisation to understand the ways to prevent or minimize the impact of any future events. The analysis would be critical and will focus on both of the intermetal and external factors and the way the company was affected by the COVID-19 pandemic.  



What is Marketing? 

According to the urban dictionary, the definition of marketing is ‘the action or business of promoting and selling products and services, including market research and advertising. The modern marketing movement has begun in the 1950’s when people started to use more than just print media. Once internet became a daily part of our daily life, marketers are able create and execute campaigns across multiple platforms. (2) The main purpose of marketing is to attract more customers to the brand and establish long lasting relationships. 
Marketing could be defined in thousands of different ways. Moreover, it includes identification of a products, decided on its price, determination demand and selecting distribution channels. It also includes developing and implementing a promotional strategy. ( reference 1)  
The Marketing process includes: 1Definiting the mission, goals and objectives of the company, 2Evaluate the strengths, weaknesses, opportunities and threats that are affecting the brands, identifying specific target audiences and their needs and wants. Analyze the distribution channels need as well as the required resources which will be support the marketing initiatives. 
 The marketing process enables every company with guidelines to assures that the right audiences are being targeted along with monitoring the objectives and goals of the organisation. It’s a great way to measure and follow the status and success of initiatives. 
3 Phases of Strategic Marketing Process:
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Planning phase:
The planning phase is extremely important for very organisation as it analyses the internal stage of the company.  The planning phase includes four key components: SWOT, PESTEL analysis, Marketing porgramme, Setting goals and marketing objectives and lastly goal setting and market product focus.
The SWOT and PESTEL analysis are both analytical tool, which to execute a marketing plan. The SWOT analysis focuses more on identifying the strengths, weaknesses, opportunities and threats and determine the company’s position in the market. On the other hand, PESTLE analysis is a tool which analyses the internal and external factors which affect the company when they are planning to launch product or service. Both of these tools would be used in this report. 

Marketing programme is created once we need and the wants of the customer are clearly identified and the products matched those needs. Marketing Program focuses on the 4Ps (product, price, place, promotion) and the logistics required behind every element. 
Setting goals and marketing objectives 
Objectives and goals are set the meet the customer’s demand. Each company needs to have a point of difference – it is what makes the company stand out. There should be something about the product or services which attracts the customer and make them prefer your product better than the other companies. 
Goal setting and product focus
After determining what the company wants to achieve, the next thing to do is to decide where the resources would be invested and how the plans would be executed. This involves few different stages from pricing strategy to product and promotion strategy. 
Implementation phase: 
This is the action portion of the marketing process. It’s important to make sure the company is able to attain what was planned in the previous stage. The plan structure could include: Obtaining resources, developing of planning schedules, designing marketing hierarchy and executing the marketing plan. (3)
Control Phase
The checking phase is where the company checks if everything is going to plan according with the set goals. The marketing manager will need to observe closely and correctly if there are any negative deviations of the plan. They should also be able to explore the positives – maybe the sales are doing better than predicated and the opportunity for wider distribution could be explored. 
Effectiveness of your marketing strategy includes paying attention to:
· Strategy vs tactic – Strategy defines goals and tactics defines actions (4)
· Measurable vs vague - Milestones define achieved goals
· Actionable vs contingent – Action should be attained through tactics than then external forces.
· Marketing strategy – The strategy should be back by a business plan with tactical moves to accomplish goals.  










The next part of the report would include SWOT and PESTEL analysis of Sparkle Home cleaning. 
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Sparkle Home Cleaning SWOT Analysis  
 
Strengths
· The brand has an established customer base – Having more than 40 regular clients in London, which use our services on weekly bases. 
· Website features 2nd in search on Google (Search:Sparke cleaning). Featuring highly on Google search is a strength, because consumers are more likely to click on links close to the top of the page.
· Good website presents. Our website is easy to navigate and find information – customer can get in touch with us by pressing only one button, as well finding services, prices, reviews and some of our useful blogs.  
· The company is a family business, which indicates to the customer that like to establish relationship with them and we take them as part of our family. We are likely to provide more personal touch with everything we do – from the initial chat to signing the contract. 
· Keeping our clients and followers engaged on social by posting regularly updates, blogs and useful articles. We have around 4,000 likes on social media and around 1000 followers. 
· Aware of the growing interest in societal marketing i.e. being environmentally and socially responsible. We provide our services to the NHS and the Royal Free Hospital. They have also partnered with a men’s health charity. This is a strength because consumers are becoming more interested in brands who support society and the environment.
 
Weaknesses 
· Good but not well-established presence on social media. On Facebook we have close to 4,000 likes and 1000 followers. This is a small number of followers compared to rival competitors Fantastic Cleaners which have more than 24,000 likes and 18,859 followers.  On Instagram, Fantastic Cleaners have 26.1K followers and we have around 200 followers, which is way below our competitors. FC have stronger social media presence than Sparkle Clean. We do not use Twitter, but FC have more than 2,000, which means there is another platform which could bring potential customers. (Numbers correct on 20/08/22).
· Niche Market. By not expanding we are missing out on attracting more customers with different needs.
· Although our services are not limited, we do not provide as many as our competitors. The services are provided – regular cleaning, end of tenancy cleaning, carpet cleaning, window cleaning and garden services. Rivals Fantastic Clean has more than 10 different services in comparison. Customers are more likely to use companies which offer variety of services, as its more convenient. 
· External situations could affect the employees as well as the business very rapidly. 



 
Opportunities 
· Expand the service line. Sparkle Clean add additional services. Although all the common services are being offered, the company does need to work more in bringing in new services such as Handy work, which not many people are able to do by themselves, especially the elderly. This could help to broaden our customer base. 
· Collaborate with bigger organisations, aside from working with some NHS hospitals, it would be great if we can work with more offices and big companies in order to reach a wider audience. 
· Sparkle Clean could possible invest more into their social media marketing strategy.  could invest into their social media marketing strategy. They already have a social media presence, which is good, but should find ways to attract more followers to increase their customer base.
· Opportunity to launch products which reflect other consumer health interests e.g. eco-friendly, free from everything and sustainable. Health consciousness is a growing consumer trend and with using eco-friendly cleaning solutions, we are they are already aware of consumer health interests.
· Having competitors stimulates growth. Having rival competitors can be viewed as negative. However competitive rivalry (e.g. Fantastic cleaners, CleanDay, The London Cleaning Company and Maid2clean), can help motivate Sparkle Clean to improve service variety, distribution, market research etc.

 Threats
· Large number of competitors may reduce Sparkle Clean market share. If competitors adapt and improve faster than us, we may lose profits and their success may be threatened.
· Social media is a hugely important medium to reach customers. If we do not improve their social media marketing strategy, competitors are likely to increase their market share over Sparkle Home cleaning. 
· Due to the COVID-19 pandemic, many people start to work on a hybrid work model, which allow them to spend more time at home. This means the customers might prefer to clean their house on their own as they have more time.More people are conscious of the ingredients and chemicals which go into house. 
· External factors, like COVID-19 pandemic, the business could be affected. Due to government regulations, people were not allowed to meet, especially in closed places. In the first week of the lockdown, our requestion declined by 70%, as people were scared and they did not want to have contact, especially with cleaners who go to 4 to 5 addresses per day and interact with many people. 
· Eco-friendly products are expensive, which means Sparkle clean must set higher prices to make a profit. Price-sensitive customers are unlikely to use our services.
· Cleaning services lacks differentiation. It’s easy to provide the same services as other companies and the only way we could be different is through our prices and quality of service. Sparkle Home Cleaning must invest into building their brand image, the services are to many others companies. 
· Competitors pay to feature in Google search recommendations. Our competitors such as Fantastic Cleaners have paid to advertise on Google Search. We are top in Google’s organic search but could feature even higher if we invested in paid advertising on Google. If not, consumers are more likely to visit the websites of competitors who feature most highly.




PESTLE analysis 


	PESTLE Element
	Factor
	Impact

	Political
	1)  	BREXIT – Increasing costs of: importing ingredients, distributing products, manufacturing costs etc
      2)  	Increased concern over COVID-19, new health regulations. 
	1)  	Sparkle Home clean will have to re-evaluate their costs. They will have to cut costs elsewhere e.g. in marketing, to meet these other increasing costs. They may have to raise prices of their products, which may decrease demand.
2)  The demand of cleaning services drastically reduced during the pandemic period as of results of the strict contact regulations. 

	Economical
	1)  	Increase in unemployment.

2) Economy crisis 
	        1)  	As a result of the pandemic, many people lost their jobs and the hospitality industry was in a very bad state as people had minimal exposure to others. Cost of raw materials and expensive ingredients will keep on rising. In order to increase profits or cut costs to meet cost increases. May invest into marketing to attract more customers, or raise service prices. 
   2)  There is financial crisis, which means people would be more aware of their spending habits.

	
Socio-cultural
	
1)  	Concern over health  and cleanliness.

2)  	Younger generation more focused on social media
3)  	Growing health trends, especially among younger generation
 
	
1)  	Understanding during and after the pandemic, people have become more aware of the importance of cleaning. They have established their own cleaning habits during the 2 years of the pandemic and it’s difficult to break into this. 
         2)  New and loyal customers can come from social media. Sparkle should continue to invest into social media to attract and sustain customers. We must do this better than their competitors, otherwise their customer base is threatened.
      3) Those concern about eco-friendly products. More research and money should be invest in using special products for those with special health needs or requirements. 

	Technological
	1)  	Greater access to information and reviews via the internet and social media.

2) Greater focus on social media marketing and digital marketing trends. Growing use of web analytics. Companies are investing lots of money into DM.
	1)  	Sparkle Clean should respond to any negative feedback, and be aware of what consumers are saying about their products. Consumer will compare services and prices, so we must ensure they are targeting their customers successfully, otherwise consumers may be persuaded by substitute brands. 
2)  	Sparkle Home Cleaning must evaluate their digital marketing and social media marketing strategies. They must continue to increase the visitors on their website and the followers on their social media accounts. Otherwise, their share of the market is likely to drop, especially is competitors have a better digital marketing and social media marketing strategy.

	Legal
	1)  	The company needs to make sure they have been up to date with all of their terms and conditions. 
2)  	Truth in advertising. There are more laws associated with this, especially on packaging and online.
	1)  	If not, their company would get into trouble for breaching any laws. This would affect their reputation and reduce product demand.
2)  	Sparkle clean must ensure they are being truthful about their product claims i.e. eco-friendly. They must ensure the information on their packaging is correct and updated with any changes in ingredients.

	Environment
	1)  	Concern over eco-friendly ingredients/ packaging
 
	1)  	Spark Home clean uses eco-friendly and recyclable, however not all the materials used are environmentally friendly. We should be aiming to use only recycle product, otherwise environmentally-conscious customers are likely to be persuaded by substitute products which are recyclable.










Customer Segmentation

Existing Customers: Sparkle Home clean current customer base consists of young professionals, young families and elderly., aged between 23-28, who have an active lifestyle. Our target customers are aspirational; they have busy lifestyle. They are health conscious and busy with day-to day life. They have a high disposable income and are willing to pay more for cleaning services. 

How we segment the market
1) Demographic segmentation: 
· Age:  24-80. Products which appeal to young adults, young professionals, families and the elderly.  teenagers, young adults and older adults. Particular focus on young families with children.
· Race: Any. Religion: Any. Ethnicity: Any.
· Gender: Both male and female. 
· Family size: small-medium e.g. parents with 2 children.
· Income: Average/Above average annual income.
· Education: Average/Above average education level. 
2) Behavioural segmentation:
· Brand loyal i.e. Sparkle Home Cleaning customers buy into the brand image created.
· Usage rate: Sparkle clean services are used on daily/weekly and monthly basis. 
· Buyer readiness: Consumers show a preference have a their house cleaned by professionals. 
· Heighten promotion in peak seasons: High level of promotion in the summer season, and for special office cleaning. Use consistent promotion to expose consumers to the product, and cement the brand in the consumers mind.  
3) Geographic segmentation:
· Heighten exposure in urban and suburban areas. 
· Heightened exposure in South & South East areas.(More urban areas)
4) Psychographic segmentation:
· Personality Traits: Appeal to consumers who are busy and sociable extroverted, and outgoing.
· Values: Appeal to consumers who value variety, quality and speciality. Willing to pay more for a trustworthy service which delivers exceptional results. 
· Attitudes: Appeal to consumers who have a positive and optimistic attitude to life. Consumers who work hard, but enjoy rewarding themselves.
· Interests: Appeal to consumers who enjoy being with friends or family and simply want to have more free time for their loved ones. 
· Lifestyles: Appeal to consumers who live a busy, active, and outdoor lifestyle. 

Our choice of target markets:
· Young professionals:  Sparkle Home Cleaning takes the pressure of young professionals, which are busy in progressing in their career. The provide different types of services – from regular domestic cleaning (ironing, carpet cleaning , gardening)  to end of tenancy. 
·  and often do not have time maintain their homes. company as a family ice cream brand, which has a variety of everyday healthy flavours and less-healthy flavours for treat days and family occasions.  
· Elderly: The provide all type of cleaning services, as well as we do have a 5 – 10% monthly discount for everyone over the age of 65, and includes people with disabilities. 
· Families with children - Sparkle Home Cleaning as a family company, we understand how important is to have a clean and tidy home. It’s important to spend time with your family. 
· Children and adults with different health requirements: We specialized in delivering personalised services. If a client notifies us of a health condition, we tend to use special products which are eco-friendly. 
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