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[bookmark: _Toc88729635]An overview of Marks & Spencer
Marks and Spencer are a well-known British retailer. It operates over 2,400 stores across the United Kingdom, Ireland, continental Europe, Asia and North America. The company began its life as a single shop in 1884 in London's Earl Street at Cast Iron Market operated by Michael Marks and Tom Spencer who were cousins (Marks & Spencer, 2021). The brand has changed hands many times since then but it remains an established household name for quality clothing at affordable prices that is still currently trading profitably.
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Description automatically generated]It is because of that sturdy reputation that the company was chosen as the subject for this investigation. I was charged with finding out more about the product and its public perception (how and why it was selected and why consumers make purchase decisions) and how it has evolved over time. 
The people behind the product:                                                   
Marks and Spencer were named after Michael Marks and Tom Spencer who set up business in 1884 at Earls Court in London to sell women's clothes (for both work and evening wear). Both men were cousins, born within a few miles of each other in Whitechapel, London. The company initially began as a single shop in Earl Street. Drawn by the popularity of evening dresses, the partners expanded their business to include a second shop in King Street West and a third in Regent Street (Marks & Spencer, 2021). In 1892, they moved to larger premises at 4 Storey's Gate where they remained until 1902 when they moved again to 18 Cleveland Row which was their HQ from 1905 until 1995 when it was finally closed. They were joined by Michael's older brother Thomas who died in 1913. The business became a limited liability company in 1987 and it has been run by members of the Marks family ever since although long-serving members have been replaced throughout its history.             [image: A picture containing text, building, outdoor, road
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The mainstay of Marks and Spencer's business is clothing and its product offering now includes everything from lingerie to stationery and shoe-care products (Marks & Spencer, 2021). There are also children's clothes and a range of housewares (such as cutlery and crockery).
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Description automatically generated with low confidence]Marketing strategy is a plan designed to implement marketing activities to meet specific company goals. Marketing strategies are an essential tool for companies of all sizes because they allow organizations to differentiate themselves from competitors, grab customers’ attention, and ultimately generate revenue (Kotler et al., 2013), If you’re looking for guidance on how to develop a winning marketing strategy for your brand, this blog will walk you through the key components of any successful marketing strategy (Pearson, 2014). Marketing strategy is a framework through which marketers decide how product offer will be designed, the message behind it and how it will be delivered to the public. In other words, marketing strategy is a plan that helps a company decide what products to offer, along with the ways in which they will be offered, to whom and at what prices (Jobber, 2012). The final step is deciding how resources should be allocated for implementing this plan.
Marketing strategy would demonstrate a company’s sustainability within market place. The main objective of a marketing strategy is to determine an organization’s place in the market as well as its methods of doing business. M&S clearly identify their target markets through various product differentiation (Marks & Spencer, 2021). The differentiation in products allows the company to appeal to specific market segments, thereby increasing their profitability. Mark & Spencer differentiates itself in the market by offering quality products for all types of consumers, through quality service and by providing quality experience of shopping at M&S.  They have given a different image to their customers and have adopted a clearer approach to market which helps the company to stand out in a crowded market.
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Marketing mix strategy models and concepts are established by the four P’s of marketing—price, place, product and promotion (Baines et al., 2014). Companies then use these models to select appropriate strategies that focus on certain key dimensions of these P’s to help extend their reach across various customer segments. These model types are all specific to different industries. Marks & Spencer (M&S) has used products based marketing mix models since its origins in 1884 (Marks & Spencer, 2021).
M&S is not just a clothing retailer, but is an integrated company providing a full range of consumer goods through its diversified offer (Marks & Spencer, 2021). Therefore, M&S has to put all these elements together to create the optimal marketing mix model for their company. Currently, M&S’s brand offers are ‘Eco-friendly’, ‘Youthful’ and ‘Yummy range’ with total annual sales of £6.7 billion.
The product in marketing mix is extremely important to ensure that consumers are adequately informed of what they are buying. Product attributes are the qualities of the offered products (Clow and Baack, 2013).  For example, if an individual is buying a shirt for themselves, they most likely want to purchase a shirt with high quality material so that it will last longer and fit nicely (Jobber and Fahy, 2012). However, with M&S it is extremely important to consider all of their product attributes. When M&S launched its Yo-Yo store in Mayfair, London, they had to create new products that fit with their ‘Eco-friendly’ image that would be appealing enough for customers to buy them. For example, M&S made these products look like they were antique versions of their old products and place them in a ‘vintage’ looking environment. They also had to make sure that these products were unique because M&S does not want to be seen as copying another company's ideas.                                                                          
[image: ]Marks and Spencer products can be found in more than 100 countries around the world. The company has a wide range of products, from clothes to household items to food (Marks & Spencer, 2021). Their business is organised into three areas: Clothing, Food and Home.
As for their marketing mix strategies, Marks & Spencer have an extensive global media campaign in order to promote its businesses effectively worldwide. They also develop unique customer loyalty schemes, such as the Air Miles Card Scheme in 1988 (Marks & Spencer, 2021). They are famous for their catchy "Marks & Spencer" brand name which is well recognized by its customers around the world. 
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Marketing concept is an abstract design that is used to predict the behavior of customers and their buying habits (Housden, 2010). There are numerous marketing concepts that can be applied in the marketing mix strategies of Marks and Spencer such as social media, market segmentation, differentiation and more.
This article will help you understand marketing concepts such as social media, market segmentation, differentiation and more so you can implement them correctly in your business. You'll also learn how to use these marketing concepts for improving your business's performance by reading about their effectiveness first hand through a real-life case study - Marks and Spencer's implementation of the concept (and how it fared).
Social Media Concepts
People who are curious about being active online tend to read more about how they work and what they are used for. Examples of online reading include reading blogs, magazines and even websites related to your job or studies, while some people prefer watching videos that describe different topics related to their jobs. This is the trend that has occurred in social media nowadays. Marks & Spencer, the company that specialises in selling clothing, has been using social media as a tool to promote their products. It is worth noting that they have been using these concepts since 2005 (Marks & Spencer, 2021).
Marks and Spencer decided to use the concept of social media as a tool because it is easier to gain popularity quickly and gain more followers than by other means. It is  because you don't have to spend much on advertising and the effectiveness of this form of marketing is better than others, such as direct mail and advertising. This shows how successful Marks & Spencer was with their marketing idea. Social media can be used as an effective way to promote your business if you know how it works well (Marks & Spencer, 2021).
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For Marks and Spencer, their stakeholders are clear they are the people who purchase their products.
The target customer for Marks and Spencer is  young, professional  with disposable income and a high level of household spending power. The customers usually occupy the higher-income and middle-class segments and belong to either nuclear families or single households.
To reach this target audience, Marks and Spencer operates mainly in suburban areas across England because this is where they believe most of their customers reside (Marks & Spencer, 2021). Outside these areas, Marks and Spencer only operates stores that have adequate footfall such as Broad Street in Northampton or Market Street in Bicester to accommodate for shoppers who want to shop at the store but cannot do so because of distance constraints. This is their main reason for opening stores in outlying areas, since these can generate sufficient footfall to provide good profits for Marks and Spencer.
Marks and Spencer has a strategic focus on price-value relationships, which means that they do not spend much time trying to target customers that are unwilling to buy their products. Their pricing strategy is simply "low prices" (Marks & Spencer, 2021). This approach ensures that Marks and Spencer does not spend too much time competing with its own product offerings. It also keeps the retail chain turnover down so it can achieve economies of scale through buying in bulk, paying lower wholesale prices and sharing the margins generated by other divisions within the group.
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[bookmark: _Toc88729645]Communication at Marks and Spencer
Marks and Spencer is a market leader in terms of customer service. The company offers a wide range of products, consumables, and luxuries that rival many other retailers. One area that the company has been able to excel at is its communication strategy which has been able to lead Marks and Spencer to maintain its leadership position in the retail industry.
 In this paper, I will be examining how the company manages their communications strategy as well as what strategies they have been successful with so far. With this information from my analysis, I will also be brainstorming how these strategies may have influenced the success of Marks and Spencer as a whole (Marks & Spencer, 2021).
First, communication strategy can be defined as "the methods, techniques, and procedures used to communicate with customers. I will also be examining how Marks and Spencer communicate product information for their customers to use as well as how the company provides customer service (Marks & Spencer, 2021).
Marks and Spencer is one of the most successful companies in comparison to other retailers worldwide because of their customer service strategy that is able to give the customers options on purchases based on what they are looking for (Marks & Spencer, 2021). The company gives consumers different ways on obtaining new products by incorporating multiple departments so that customers can obtain what they are looking for without leaving the store anymore. The company offers consumer services such as Marks and Spencer Financial Services, [image: A picture containing diagram

Description automatically generated]personal shopping service, layaways, and home delivery to name a few. This makes it easier for consumers to obtain what they want by expanding their shopping experience. 
Marks and Spencer has also established a reputation for itself as an effective supplier of food to consumers worldwide (Marks & Spencer, 2021). The company is generally known for their excellent quality of food ingredients despite the low cost that comes with most products from Marks and Spencer. Customers can also be assured that they will receive top-quality products from the company because every batch of product is carefully tested before being sent out into the market.
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