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1. General statement 

1.1. Background information 

A detailed analysis on the marketing strategies and its values for the pioneer companies have being examined in this report. The analysis will be examining the methods that are followed for new product launches and in deciding the marketing strategy and in examining the challenges. 
1.2. Key terms 

i. Marketing strategies 

ii. ABC company 
iii. Technologies for marketing 
1.3. Main structure 
i. Introduction 

ii. Features of the ‘ABC company’ 
iii. Product life cycle strategies 
iv. Analysis of the marketing process 
v. Conclusion 

1.4. Statement 
To examine the importance of marketing methods and the technologies that are used in order to examine the requirements of ABC pioneer company to establish and in expanding the business to the targeted market. 
2. Details of the ABC Company 
ABC is a pioneer company that will be offering the laundry services to the clients in and around London City. Unlike the other service providers, the members of the services would be able to avail the free pick and drop services, which are needed for saving time. The cost for these services will be low, as this will be one of the effective ways for attracting more clients. Also the users can book for the pick and drop of the laundries, and the same could be made available in the better manner. 
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The benefits of these aspects are with – 
a. Lower costs and reduction of the time 
b. Offering better services, and in understanding the changing needs of the clients 
c. Ensure to offer mass services, which are needed for retaining the customers and in remaining the competition (Eduzor., 2024). 
2.2. Competitor 

There were many competitors that were offering the services of the similar nature. Some of the features of these companies are – 
a. Have being in existence for long
b. Have a stronger base of the clients 

c. Price competitive 

d. Extensive marketing and product promotional works were used 
The companies like ‘Your laundry’ and “reliable services” have being apprehending the changing needs of the clients, and also indulge into the process of making the better sales. With these aspects, the relevance of the changes in the existing method for the indulgence into better acts of improved marketing and promotional works. 
2.3. For ABC Company 
I. adoption of the better marketing and product promotional methods, which will be based on the advanced technologies 
ii. Indulge into the interacting session, which will be useful in tackling with the issues of the customer approach, and in increasing the overall sales. 

Iii, Plan the marketing process, and in developing the better marketing and product promotional methods. 
2.4. For competitors 

a. The stronger market hold already exists 
B. develop newer strategies which will be based on the promotional activities 
C. improve the quality for the services, and retain the market. 
3.0. Product life cycle 

3.1. Product life cycle for the pioneers
The existence of the product life is quite important, as it assists in retaining the sales and improve the profit margin in the better manner. There are different stages, which are considered to be quite important, and when the product achieves the maturity stage, it becomes important to indulge into the new product launches. This assures the better growth and also in reducing the market saturation, which means that the newer and improved method for acquiring the market share and also the innovative method could be planned and then introduced. This also means that the price and the new product lines and the values for the pioneers can be outlined and the better method for recommending the useful changes are decided. 
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i. Introduction 

This is the most important factor, where the focus will be on the launching of the new product and services. With these it becomes possible to determine the relevance of the adoption of the better means and methods for increasing the overall values of the products. The adoption of the better marketing and product promotional methods will be focused on. With the required change, the adoption of the improved values could be decided, and the relevance of the customer based approaches can be accurately be decided (Smith, & Johnson., 2017). 
In this stage, the costs and the values could be decided, and the relevance of the product launches could be decided, and the changes will be introduced. The planning process will be including the best and feasible change which will be useful in deciding the best changes, and in stating the relevance of the policy improvement procedure. 
Marketing department plan an essential role in promoting the organizational products and services, which is also used for attracting the new range of clients. One of the important role is with the creation of the brand value, which represents the logo of the organization, and also states the tagline. With a better brand value, it makes the product highly recognizable and strong, which is needed to retain the challenging market condition. 

The services offered will include the adoption of the reliable service options, where discounted price and quality services. Here, the inclusions of the pick and drop services will be also included. This will be useful in offering the expected services and then examine the challenges with the same. 
ii. Growth stage 

This will be based on the characteristics, where the profit and sales will be focused on. Thus, the competition and the existence of the newer market and in dealing with the client based needs will be examined. The best and reliable changes in the prevailing method can be decided, and the adoption of the useful methods for dealing with the product based awareness have to be planned, and the required support for the same for assuring that the preference definition process (Onyekwelu et al, 2024). 
For this, the company will be focusing on the improved method for the marketing procedure. This will be useful in understanding the present needs of the clients and also including the useful services. The range of the services will include pick and drop and other facilities that are needed for attracting the clients who are looking for the better services. Inclusion of the loyalty programs and discounted or the referral methods will be also useful. 
iii. Maturity stages 
The sales will be targeted, as it is seem at the leveling off stage. This indicates that the existence of market saturation will be examined, and the potential buyers need will be examined. These are useful in achieving the competitive factor, and in acquiring the larger market, which assures that the market share could be achieved. The requirements to reduction of the costs and in staying highly competitive will be decided. These are the factors that will be based on the adoption of the strategies for the customer retention, and introduction of different projects for loyalty. 
The features and the market segments are examined, and the better and reliable method are decide, and the best changes in the prevailing method will be decided. With these factors, the customer service will be improved, and the brand image will be focused. 
A quality based improvement is needed at this stage, and this will include stronger marketing and product promotional methods. These are useful in tackling with the changing needs of the clients, and then addressing the larger customers or audiences, and thus the customer relationship could be included. They are used for the including the marketing method, where the use of the technology will be also included. With a quality management process the right changes in the marketing and information sharing will be required. These will be useful in deciding the best possible changes in the prevailing method, where the range of the products have to be launched, and the changing needs of the clients have to be examined (Kim & Lee., 2019). 
iv. Decline 
The decline in the market indicates that the sales will be reduced, and the acquiring of the new market will be focused on. This means that the improvement of the services, through the launch of the new products have to be launched. The process for the new product launches and in understanding the better method for increasing the sales of the new products and services will be focused on. A new market and the products have to be determined, and the feasible changes in the prevailing method has to be decided, and the useful changes in the form of the marketing and the tasks doing can be decided. 
3.2. Followers PLC 
I. introduction 
The earlier services included attracting the clients and also in offering the better range of the services. These were the essential factors, which were based on the coordination of the works, and in analyzing the existing marketing needs. For this, the better range of services, along with the online marketing and product promotional methods were used, and these were related to the brand names and its value. 
The success of a company highly depend on the internal and external factors, which have a direct impact on the existing operations.  Marketing team and the department are quite important, as they assists the company to launch the products or upgrade the existing ones, to the targeted clients. The team adopt the best strategy in order to reach out to the targeted clients and also indulge into the improved marketing style and in tackling with the profit based issues (Oguanobi & Joel., 2024). 
This means that the benefits, costs, and the time needed for launching the products in the decided market, and in deciding the better changes in the product based communication can be highlighted. Marketing team, ensure that the right channels are used for promoting the products and improves the quality of communication quality. Thus, the overall process assists in reinforcing the branding process, and in outlining the brand value, and in setting the relevant proposition for the same. This makes it simpler to reach out to the clients, and also interact more about the products and in ensuring that the right thing are done to create the product values. 

In this process, the clear message conveying process will be focused on, wherein the product based information assures that the accurate messages are conveyed. This will be done on a consistent and precise manner, and in integrating the same with the needs of the audiences. With this process, the customer experience can be examined, and the quality of the information could be carried out in the better manner. The buying or the purchasing process will be also focused on, and the marketing method will overcome the existing issues. 

Brand values and propositions are created, and this is needed in order to build a stronger trust with the existing and new clients. This process is also beneficial for the clients, who are interested in gathering information about the products and also in ensuring that the accurate information related to the products are being shared. The other important act or steps followed by the construction company is with the content driven acts. 

ii. Growth 
The growth of the products were measured through the introduction of the better methods wherein the best relevant changes are introduced. In the customer engagement method, the quality of the client retention methods can be outlined.  Marketing team assures that the information needed by the customers and then ensure that they come back and reinforces the brand loyalty. These are the most important aspect that assists in optimization of the products, and in ensuring that the information sharing process is adopted and then introduced (Chen & Wang., 2022). 
Thus, the team focused on increasing the product visibility and also ensure to assure that the clients or the potential customers don’t face an issue in checking and gathering the relevant data. Through the effective marketing and blogging process, the traffic was attempted to be increased. In order to assure the growth of the products were assured through the public relationship with the clients, both new and existing ones. Marketing team ensure to handle the organization based public image, wherein the focus will be to create an also disseminate the press release. Thus, the events are being properly organized and the media based questions and queries are being examined, and the better changes are introduced. 
Through the online method and offline process, the sales support team will be also handled in the better manner. Marketing team, the sales teams will ensure that the better information with the clients and the services are reviewed and the better changes in the existing method are being introduced. Through this process, the customer relationship management process can be implied. This will be done through the information sharing and in accurately handling the internal issues wherein the better and required changes in the process of the data or information sharing will be done. 
Iii, Maturity 

The adoption of the better marketing method will be adopted, and this will be done through the marketing team. In this process, the in-depth analysis of the changes, and in suggesting a feasible method for approaching the clients and also in ensuring that the proper information are shared are conducted. With this, the faster and reliable method for the data information and its sharing procedure can be examined, and the better means for the changes can be determined. In this stage the better sales for the products were also recorded and the relevant changes in the existing method were also used for examining the changes in the sales methods (Brown & Hayes., 2015). 
With an insight, the customer behavior based data can be further examined, and the better changes in the method for proposing the changes will be suggested. Thus, the decision-making process can be accurately be decided, and the best changes in the prevailing method can be examined. These are the commonly used methods, where the companies of different nature and type will be using these process in order to tackle with the issues and in reducing the complexities involved with the decision-making process. Through the adoption of the better technology, the best and feasible changes in the existing method that will be useful in increasing the sales. 
iv. Decline 
Due to the increase of the companies offering the better range of the services, it became important to indulge into developing new products and services, which would assists in launching new range of the products. These were the important factor that were considered to be important for retaining the market and in positively expanding the products to the decided market (Brown & Lee., 2021). 
Features 

a. A detailed analysis of the marketing process could be examined, and the better changes could be introduced (Wang, L., & Li, 2020). 
b. Costs for the products and the services could be decided, and the relevance of the changes in the defined manner, and the marketing procedure could be outlined and the right changes could be introduced. 
Conclusion 

The changes in the product values and the quality has to be decided, and the relevance of the policy based changes have to be decided. These were the quality based factors, where the best and reliable changes in the form of the marketing and the task execution could be introduced. These are the useful means for ensuring that the better and required changes in the marketing and the product sales were decided. These were the crucial factors, where the required means in the marketing and product sales and in approaching the clients were decided. In this procedure, the relevance of the changes, and in adopting the better changes in the existing method has to be decided. The procedure for improving the marketing method had to be adopted and then changes were introduced. 
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