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1.0 Executive Summary
This document on a whole is based on the environmental analysis and a market plan which is     focused on Curry’s PC World. The aim of the environmental analysis is to find out from the use of a PESTLE analysis the macro environment inside Curry’s/ Pc World. 
Macro Environment – PEST analysis on Curry’s/Pc World. (Political, Economic, Social, Technological)
-The use of Kotler et al (2005) theory on marketing will be implemented throughout the whole of the environmental analysis and marketing plan to support certain aspects. 
Micro Environment – Marketing analysis, how the environment works/performs. Dixons annual reports back up certain findings about the company. Customer Analysis, stakeholder analysis, the use of Porters Five forces implemented into the business (Threats of substitution/ Buyer/supplier power/ degree of competition/threat of new entrants). The use of SWOT analysis on this business will be applied which contains (Opportunities/ Threats/ Strengths and weaknesses). 
Market Plan – The use of Kotler et al (2005) theory will support a small segment of the market plan. 
Mission Statement and Objectives -  Change of mission statement ‘Going that extra mile, just for you’ 
Objectives – Price promise objective. 
Marketing Strategy – The value proposition/strategy/ segmentation and product positioning (the use of products. 
The marketing mix 7 p’s – (Product/Price/Promotion/Place/ People/ Process/ Physical Evidence). 
Resource Allocation – Budget (How much the plan will cost the company) Equipment (What will be used to enforce this marketing plan) Time (How long it will take for the marketing plan to be achieved).
Evaluation and Control – How this will all be carried out, and any issues and implementations that may happen with this marketing plan being carried out. 
Appendices- Brief Company Background on Curry’s/PC World- Formed in 2009/ Part of the Dixons Carphone Business.
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 Currys/PC World is a large company which entails that the business has a lot of parts that can be evaluated to show what the marketing environment is like for that company. Kotler (1994) stated “The actors and forces external to the marketing management function of the firm that impinge on the marketing management’s ability to develop and maintain successful transactions with its customers”. This will show how Currys/PC World engage in a marketing environment and catch the eyes of current/future stakeholders.

[bookmark: _Toc513679859]3.0 Environmental Analysis 
 ‘A company’s marketing environment consists of the actors and forces outside marketing that affects marketing management ability’ (Kotler & Armstrong 2010, P.90)
[bookmark: _Toc513679860] 3.1 Macro 
The macro environment affects every business. It consists of many factors that if left unchecked can destroy a business (Frue 2017). The macro environment is the external side to a business containing themes such as cultural forces, the economy, technology, demography and even social factors it can form a PEST analysis.
Political-  The political elements that are part of Curry’s/PC world found findings of ‘employment law, consumer protection, environmental regulations, competitive regulations. Governmental leadership, taxes, and government structures’ (UK Essays 2015). Creating a manifesto through an advertising campaign, ‘we start with you’ Chief and marketing officer of Currys/Pc World Gary Booker implied it ‘reflects the uniquely personal way in which we talk to customers on a daily basis’. The company has terms and conditions followed under the Sales of Goods Act 1979. Also uses a manufacturers warranty to support any faults with electrical goods purchased in-store.  
Economic – Before both companies merged. There were issues in population expenses. ‘The populations disposable income becomes smaller, Curry’s customers “shun”, big-ticket items [and go] bargain hunting and become “Increasingly promotion and deal driven”’ (The Times 2008, Muspratt 2008, P.11 A) Cited from UK Essays 2013. For PC World ‘In 2008 the overdraft limit of the company was reduced from 4.5 million to 2.5 million. The consequences were seen as 300 employees were made redundant’ (UK Essays 2015). Fees have been added on when customers purchase electrical goods, ‘Currys Pc World has apologized after customers complained they were pressured into paying up to 40 pound in set-up fees for a new laptop’ (BBC News 2018). The company offers a knowhow set-up service for an extra fee which pre-sets a laptop/computer. Flexible-credit plan monthly repayments on electrical goods. ‘Choose to pay nothing for the first 6 months. (19.9% APR Representative)’ (Currys Pc World 2018). The business partnered with a service named ‘On to dot’ which is the same day delivery for customers within the UK. ‘The new service, which runs 7 days a week and costs customers 9.95, is available to shoppers with a 10-mile radius of one of the 242 Currys Pc World stores across the UK’ (Dawson 2017).
Social – studies found that, the growing isolation of consumers an inadequate income level leads people to getting second jobs, to working on weekends, and to reducing the amount of leisure time, which used to include shopping (UK Essays 2015). PC world before merging with currys, controlled distribution of APPLE products throughout Europe and apple products are becoming increasingly popular in the European markets (UK Essays 2015). The current social trends that Currys/PC World have begun to start doing is ‘Smart home and connected living’ in the kitchen, there are already washing machines that automatically measure your detergent by load, and then order you some more when running low (Currys 2017).
Technological – New developing aspects of the business was the merging of the two companies in 2009. The technological aspect showed that ‘the majority of the new generation customers do not need an advice of a sales person: they do their research online through customer generated media and arrive to store knowing what they are going to buy’ (Cellan-Jones 2008; Hart and Backshaw 2005, P.26) Cited from UK Essays 2013. The challenge for the organization is to keep up with the rate of change in technology, because the technology changes at a very rapid rate (UK Essays 2013). The expansion of technological advancements in Currys PC World has benefitted the business as the ‘electrical and telecoms retailer will be deploying digital supply chain solution provider virtual shocks ‘the edge platform’, which is already utilized by companies including John Lewis, Argos and Tesco’s. The Platform will enable Currys PC World to rapidly expand its drop ship supplier base and product range, while also streamlining its order management process in the area (Retail Technology 2017)
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The micro environment includes all the actors close to the company that affect, positively or negatively, its ability to create value for, and relationships with, its customers (Kotler et al 2017 , P.70). The micro environment is where and organization or an individual can create impact on the business in the market place. They can be customers, competition, suppliers or intermediates or even stakeholders like media, local community, government bodies or even pressure groups. 
[bookmark: _Toc513679862]3.2.1Market Analysis 
Curry’s/PC World is a market mass computer superstore. The groups core retail focus is the sale of the consumer electricals and mobile phone products and connectivity. The group has a significant services infrastructure focused on maintenance, support, repairs and delivery and installation of hardware and services (Dixons annual report 2017). ‘Marketing managers who fail to recognize changes in environmental forces leave their companies to capitalize on marketing opportunities or to cope with threats created by changes in the environment’ (Dib and Simkin 2009, P.74). To show what Curry’s/PC World has to offer ‘the retailers biggest advertising campaign introduces the “we start with you” positioning tonight (21st October). It serves a strapline for nationwide push although the company says it’s more of a “manifesto” to bring to life the unique way its staff talk to consumers on a daily basis’ (Joseph 2014). Business developers have also commented about Curry’s/PC worlds market “A bigger retailer means stronger retail power, therefore vendors and distributors can expect tougher negotiations which would dominate the high street for technology” (Sacco 2014).
Segmentation- ‘Understanding the processes that consumers and businesses use to make purchase decisions is critical to the development of long-term, mutually beneficial relationships with customers.’ (Hartline 2011 P.167) Articles have shown ‘The group’s focus on keeping their customers happy is borne out by IRUK’s latest research that ranked both Curry’s and PC World highly in the customer dimension. The brands (rated separately performed particularly well in response times for dealing with a customer query and how satisfactorily the issue was resolved.’(Staff Writer 2017). 
Size: Value/Volume/ Profit/ trends – ‘Product continues to enhance and drive successful and sustainable retail business models in multi-channel world’ (Dixons Annual report 2017). The headline revenue in the report showed figures of £10,580 M in 2016/17.
[bookmark: _Toc513679863]3.2.2 Customer Analysis 
Buyer Needs – Curry’s/Pc world aim towards selling products to consumer markets which ‘consists of individuals and households that buys goods and services for personal consumption.’(Kotler et al 2005, P89) so buyer needs are wanting to purchase electrical goods and reasonable prices and products which will be long lasting for consumers. The business adds value to its customers with its recent slogan/motto ‘we start with you’ and further explanation saying “From our range of 10,000 products, we’ll help you find the one that’s just right for you” (Campaign 2014), this was an advert which was brought out in 2014 around Christmas times to show customers that the company will have a product suited to them, which builds up an element of rapport. 
Customer profiles may vary, if the products are laptops/computers, then a lot of consumers will be students who will need it for work purposes or full time workers who need laptops to work from home. Televisions will be aimed at all generations who may be moving house. 
[bookmark: _Toc513679864]3.2.3 Competitor Analysis 
Competitors – Amazon, E-BAY, Argos, Tesco’s, ASDA’S and even AO. 
Competitor goals – ‘Under the marketing concept, companies gain Competitive Advantage by designing offers to satisfy target-consumer needs better than competitors’ offers.’(Kotler et al 2005, P.494). 
One of Curry’s PC World competitors, Amazons goal is ‘of selling everything under the sun. Jeff Bezos’ vision of the future extends to the whole globe and beyond’ (Boitnott 2017) which would include selling electrical goods that Curry’s/ Pc World also offer. The Company AO’s mission statement entails ‘AO is on a mission to be the best electrical retailer in Europe. To do this we’re focusing on four key aspects: culture and brand, customer categories and countries we think this is a more helpful way of bringing to life the build, drive and broaden phase we have used previously’ (AO 2018). So their aim is to promote and sell electrical goods straight to your door. 
Strategies Pursued- EBay’s strategy shows ‘Generic strategy for competitive advantage focuses on economies of scale for the profitability of the online auction and retail platform business’. (Quinn 2017) So their main aim is the use of cost strategy. Asda’s strategy stated ‘earlier this month ASDA revealed a new strapline, ‘pocket-more’, indicating that price will continue to be its differentiating point vs competition despite positioning a drastic fall in like for like sales of 5.8 per cent in the fourth quarter of 2015’ (Connect-Group 2016). Showing that ASDA is promoting a differentiation strategy compared to its main competitors. 
Strength VS Weakness: 
Amazon (Strength) - CRM- Customer relationship management and information technology support Amazons business strategy. The company carefully records data on customer buyer behavior. This enables them to offer to an individual specific items, or bundles of items, based upon preference demonstrated through purchases or items visited (Market Teacher 2014)
(Weakness) – Amazon has let its network be flooded by Chinese sellers. Its results have been an increase in quality related issues that the company is still dealing with. Its ‘fire phone’ proved a flop. That was a major setback for the brand. (Pratap 2016) 
AO (Strength)- Competitive pricing, Industry-leading service level, comprehensive white goods product range (Agenda 2015)
AO (Weakness) – Inflated Valuation, Elastic demand for major domestic appliances, low operating margins/ low entry barriers (Agenda 2015) 
In searching for competitors’ weaknesses, the company should try to identify any assumptions they make about their business and the market that are no longer valid. Some companies believe they produce the best quality in the industry when this in no longer true (Kotler et al 2005, P.500) 
Furthermore Curry’s/Pc Worlds competitors do appear to know what their consumers are looking for and can narrow down specific items to suit consumers needs which puts them at a competitive advantage to Curry’s/PC World. Nevertheless, all competitors have flaws in their company which puts them at a downfall in the electrical industry. 
[bookmark: _Toc513679865]3.3 Porters Five Forces Model 
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Figure 1 Porter Five Forces Model Source: https://marketrealist.com/2016/02/porters-5-forces-ksu-position-in-the-us-freight-rail-industry



Figure 1 is a representation of the Porter 5 forces model which outlines the elements that are in the micro environment. These forces determine the industry structure and level of competition in that industry. The stronger the competitive forces in the industry are the less profitable it is. An industry with lower barriers to enter, having few buyers and suppliers that may substitute products and competitors will be seen as very competitive and thus, not so attractive due to its low profitability (Jurevicius 2013).
Degree of Competition – Currys Pc Worlds competition would be, Apple as they are the Hub for apple products such as IPhone’s, Mac- Books, I- Macs Etc. More customers will shop online nowadays so large online organizations such as EBay and Amazon will stock electrical products online and will usually charge free delivery to customers, which saves customers going into store to speak to someone about an electrical item, as it is online the customer is able to price match items of different electrical makes for a cheaper price than instore. Other Large supermarket organizations such as Tesco, ASDA’S etc., will also stock electrical goods such as televisions, laptops and even mobile phones. 

Threat of New Entrants- The potential of new entrants can happen quiet quickly in some segments, when it comes to Curry’s/ pc world there is always potential for newly competition. Other stores can easily lower their prices on electrical goods to gain competitive advantage in a certain industry. Finding showed that ‘Dixons owns the Curry’s and PC World tech retail brands, with over 500 stores in the UK (Although this is set to fall around 400), while smart phone and tablet specialist Carphone warehouse has 794 stores, which would create an electronics giant with some 1,200 UK Stores’ (Sacco 2014), meaning that Carphone warehouse may steal the lime light of some consumers by offering electrical brands such as tablets and I-Pods and a cheaper price. Sales could easily drop if other existing electrical brands change the productivity or price.
Supplier Power-  As Dixons own Curry’s/ PC World their main supplier is Know How which is an anti-viral protector for electrical goods such as computers and laptops. Dixons made a statement about suppliers ‘We value rights and prosperity across our value chain. We treat our suppliers as partners. Our relationship with suppliers are becoming even more important; we want them to strengthen as we grow. And whether it’s a call center in South Africa or a call center in Europe, its important working with us delivers a positive local economic impact. We expect all our suppliers to operate in a fair honest way towards their employees and those with whom they do business’ (Dixons 2018). Other major suppliers for Curry’s/PC World are suppliers such as Sony, Samsung, LG, Apple, Dyson, HP and many other large brands are stocked in Curry’s/PC World, if the products are not selling in the store as Cost Strategy may be to pricey for consumers, Suppliers will consider going with other organizations e.g. ASDA/Tesco’s. 
Customer Power – Certain electronic brands that’s Curry’s/Pc World sell are expensive. Not only that the prices on top of certain electrical goods can be expensive. Customers like to have discounted prices to save money. An article produced showed customers had reported ordering laptops or seeing them advertised at a specific price only to be charged up to 40 pounds more on collecting them (Clarke 2018). This can cause customers to want to shop online or at other retailers who don’t charge extra fees and can collect them in some stores for free e.g. Argos. If customers are unsatisfied with the service given it is unlikely they will shop from that store again. In addition to the article Curry’s/Pc world had to ‘refund customers who were forced to pay the charge even though they did not want to take advantage of the optional service (Clarke 2018). 
Threat of Substitution – As Curry’s/PC World sell a variety of digital flat-screen televisions charged at 900 pound, customers will compare prices from other big competitors from the likes of Argos, Amazon and E-bay, even large super market retailers such as Tesco and ASDA. If customers find the cheapest prices coming from Tesco for example and all the extras such as the digital element included and is a good brand like Samsung or LG, customers will go for the cheaper option. Porter (1980) describes ‘threat of substitution as ‘identifying substitute products that can perform the same function as the product of the industry’ Cited by (Groucutt et al 2004, P.221) 
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The aim of a SWOT analysis is so ‘Managers need to identify the main threats and opportunities that their company faces. The purpose of the analysis is to make the manager anticipate important developments that can have an impact on the firm’ (Kotler et al 2005, P.58)
[bookmark: _Toc513679867]3.4.1 Opportunities 
Technology- New software products get produced every day, if the business could bring in new suppliers on board straight away, it will leave them at a competitive advantage compared to other retailers. 
Promotion- Promoting instore discount up ½ price on electrical goods will encourage consumers to visit instead of ordering online. 
Demographics – The younger generation age ranges from 18-24 maybe attending a university or a college and will be looking to purchase laptops to do work on. 
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Competitive Activity – Other large electrical competitors will offer a larger segment of brands which may not be stocked in-store or online as there are limited brands, large online retailers will have competitive advantage of offering a variety of different brands at reasonable prices. Which will save customers a journey of visiting an electrical goods store, as they can order in the comfort of their own home. 
Set Prices – Certain electrical items are not selling instore due to the high pricing. The business will need to lower their prices on certain electrical goods, which could cause the business to lose out on a lot of money. 
[bookmark: _Toc513679869]3.4.3 Strengths 
· Gains large levels of customers 
· Stocks up to over 10,000 electrical brands 
· Offers warranties on items 
· One of the largest electrical goods stores in the UK
· Large distribution channels 
· Popular high street store 
[bookmark: _Toc513679870]3.4.4 Weaknesses 
· Huge competitors 
· Not enough promotion 
· Not employee focused 
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After analyzing the internal/external environment of Curry’s/PC World thoroughly, the business need to make some amendments to how its presents products to customers, and not create a misleading price on a product. This business also need to differentiate from other large competitors in how they deliver excellent service towards its consumers. The business is very customers focused and should continue with the service they provide but with a little bit more structure.  

[bookmark: _Toc513679872]4.1 Mission Statement and Objectives 
Curry’s PC/Worlds current missions statement is ‘We start with you’ which does show prioritizing of the consumer, however as there has been issues with purchases in the store, the mission statement needs to make a valid point of making sure that customer satisfaction is high. Customer satisfaction is important as ‘The extent to which a product’s perceived performance matches a buyer’s expectations. If the product’s performance falls short of expectations, the buyer is dissatisfied. If performance matches or exceeds expectations, the buyer is satisfied or delighted’ (Kotler et al 2005, P.10) 
New Mission Statement – ‘Going that extra mile, just for you’ 
This statement is more customer focused but shows the willingness of the company wanting to build rapport with customers and focusing on the needs and for that customer. This statement will show the customer that Curry’s/PC World will go out of their way to help them, with any purchases or queries they have on products and ensure them that they are buying goods from the right place. 

Objectives – 
1. Management need to make sure staff are re-taught on all price promises/ and product knowledge.
2. Free Warranty’s on all products in store 
Kotler et al (2005, p.500) states ‘Benchmarking has become a powerful tool for increasing a company’s competitiveness’ 

[bookmark: _Toc513679873]4.2 The Marketing Strategy 
‘Marketing strategy, therefore, has three interdependent parts: segmenting markets into groups that can be served, ways of developing advantageous relations with those customers, and strategies to handle competitors’ (Kotler et al 2005, P.31). Curry’s/PC World need to have a level of competitive strategy but also a growth strategy to gain that competitive advantage. 
Value Proposition – ‘For your business to sustain long-term growth, you must understand what sets it apart from the competition. Identify why customers come to you for a product or service’ (Biederman 2015)
Curry’s/PC World need an organic based internal strategy, which is a slow but safer option and is implemented in the correct way. 
Strategy - Promote price promise on anti-viral (Know-how) packages when customers purchase a laptop/computer in store. The price promise initiated with be that the anti-viral packaging is included in the price of the item and completely free of charge and will be all set up ready on the day of purchasing or if ordered online into store or can brought into store and done for free if customers show proof of purchase. Free windows installation included e.g. Microsoft word/excel/PowerPoint etc. Offer 1-year free warranties on electrical goods throughout the store. 

Segmentation-  Curry’s/PC World will benefit from segmenting markets in its organization. ‘A company that practices segment marketing recognizes that buyers differ in their needs perceptions and buying behaviors’ (Kotler et al 2005, P.393)
 Curry’s and P/C World should focus their segmentation on students, every student whether they attend a college/university will need an electronic source to do work on. This will put Curry’s/PC World at a competitive advantage as more laptops/tablets/computers will sell more, if the business segments towards students and can offer them the price promise of the (anti-viral) package’s in the price of any computer/laptop or tablet in the store. Providing students show their student card on purchasing they will receive the price promise package and staff will be able to find the perfect laptop for needs and wants and a windows package would also be included in price if students are purchasing laptops/computer or tablets brand that the business stocks. 
The benefits of the use of this segmentation is that ‘The company may face fewer competitors if fewer competitors are focusing on this market segment’ (Kotler et al 2005, P.393). 
Product Positioning-  Curry’s/PC World supply a computing brand named Lenovo which is a well-known brand for laptops/computers. Lenovo has been voted the best laptop brand of 2018. Key strengths of the product is ‘Think pads: Even if you’re not working for a company, Lenovo’s business laptops are the gold standard for productivity, thanks to their industry leading keyboards, great build quality and long battery life’ (Laptop Mag Editorial Staff 2018). If Staff members gain product knowledge by promoting products like Lenovo its able to gain them not just competitive advantage, but the customer will be satisfied knowing the product the business it trying to sell is a reliable product. 






[bookmark: _Toc513679874]5.0 The Marketing Mix 
The help of the marketing mix will benefit Curry’s/PC Worlds aim in strategizing excellent service towards its customers. ‘The marketing mix is the set of controllable tactical marketing tools that the firm blends to produce the response of what it wants in the target market’ (Kotler et al 2005, P.34) 

Product – The business is an electrical high street goods store. If the business segments on selling Lenovo laptops or other computing brands to students of any age range, the business can offer a price promise of anti-viral protection on any laptop purchase, with the free installment of windows which can be set up in store and delivered to the customers house free of charge. 
Price – All installations of anti-viral products and windows will be free of charge to install onto laptops providing students show their student ID to a member of staff in-store. There will be a 1-year warranty on all items purchased in the store including televisions, washing machines, hoovers etc. 
Promotion- Advertise online ‘Students get free anti-viral installation and windows installation, when purchasing any laptop brand instore’ which will encourage consumers to come into the store to look around and possibly purchase, which builds competitive advantage. 
Place – Curry’s PC/World have stores located across the UK, customers just need to click ‘store finder’ online by inputting their postcode and will be able to find the nearest store and can find out whether the item of their choice is in stock in that store.
People -  The staff will be re-trained of product knowledge on all items and will know the exact warranties to offer to customers and any important information the customer needs to know about the products they are selling. Staff will go-above and beyond to help customers with any queries they have on products. 
Process – Curry’s/PC world will need to make sure the customer is fully aware of what product you are selling to them, how it works, and what benefits they will receive from using that product. If products aren’t available instore, offer a solution 1. Order into store 2. Check if another store has that product. 
Physical Evidence – All items will be on display in store, with a brief description. Show the customer how the item works, what they will gain from purchasing this product. Staff members can recommend best sellers to customers e.g. the mac book air is small and easy to carry around. 




[bookmark: _Toc513679875]6.0 Resource Allocation 

Budget: Overall budget for training program and the free installation of ‘Know how’ anti-viral, will cost the business around 3-3.5 million in total. Know how will want more money as a main supplier if their program is getting installed for free. The same will apply to windows. Organic Growth of the business won’t cost the business a lot to put staff on a re-training session. 
Staff: Curry’s/PC World staff have around 70 members of staff in each store from professional installers, to sales representatives. 10 members of staff at a time will be re-trained from a manager who would have been retrained from the program director. 
Equipment and Time: Booklets on all items the store sells will be handed out to a team member, all the information on each products and all warranty’s and packages that come with the item will be in the booklet. The Time it will take for this process to take place will be 3-4 months, staff will need to go over the booklet each time to recap for product knowledge. Know how will have to change the pricing of supplies that Curry’s/PC World will have to pay them. The business will need to make sure customer satisfaction is a priority always. 

[bookmark: _Toc513679876]7.0 Evaluation and Control 
Management will need to ensure that all staff members are giving out the correct information on products and that the customer knows the price, make, model and the benefits of that model. Customers need to know the overall price of the item being purchased. If staff members are struggling to promote the product they can call another experience member of staff over or someone from management. The Business on a whole need to make sure that they are sticking to their mission statement of ‘Going that extra mile, just for you’ which will ensure the customer that they have made the right decision shopping in the store. 
Providing staff with extra knowledge on products will not only build rapport with the customer but will also inform the customer that they are aware of what they will be purchasing and will not be misled. 
By this marketing plan being implemented the limitations and issues it may cause is that;
1- Staff may take a while to grasp product knowledge on goods if have not been working for the company long.
2- Customers may still find it simpler to just order online and not come into store to purchase.
3- Pulling staff off the shop floor may cost the business money, as they could lose out on making possible sales with future customers. 


The overall outcome of this marking plan should be a success. Managers will have to accept that it’ll take a few months for staff to properly re-grasp all the products in store and make sure they are offering the correct packages and letting customers know about the 1 year free warranty in store. 
[bookmark: _Toc513679877]8.0 Appendices 
[bookmark: _Toc513679878]Appendix 1: Brief Company Background
The chosen company as part of developing an environmental analysis and marketing plan is one the largest electrical product business’ collaboration known as Currys/Pc World. Part of Dixons car-phone group, Europe’s electrical and telecommunications retailer and service provider (Curry’s/PC World 2018). Their objective ‘We understand that no two businesses are the same, so we tailor our products and services to find the right solution for you’ (Currys/PC World 2018). Dixons retail began a trail combining Currys and PC World stores in January 2015 and in August declared it to be a success (Parfitt 2015).
[bookmark: _Toc513679879]Appendix 2: Logo of the Company 
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Appendix 2 represented what the company logo of Curry’s/PC World. 
Source: https://bluewater.co.uk/shops/currys-pc-world-featuring-carphone-warehouse (Accessed: 10th may 2018) 













9.0 References 
Agenda, 2015. AO Rating out of this world. [Online] 
Available at: https://www.sharesmagazine.co.uk/article/ao-rating-remains-out-of-this-world
[Accessed 9 May 2018].
AO, 2018. Strategy. [Online] 
Available at: https://ao.com/corporate/investor-centre/strategy/
[Accessed 8 May 2018].
Armstrong, P. K. a. G., 2010. Principles of Marketing. 13th ed. Upper Saddle River, New Jersey : Pearson .
Armstrong, P. K. V. W. J. S. G., 2005 . Principles of Marketing. 4th ed. Essex: Pearson .
Biederman, R., 2015. 7 Key Steps to a Growth Strategy that works Immediately. [Online] 
Available at: https://www.entrepreneur.com/article/240853
[Accessed 9 May 2018].
Boitnott, J., 2017. These Plans show What your Future Looks Like for Amazon. [Online] 
Available at: https://www.inc.com/john-boitnott/these-plans-show-what-your-future-looks-like-to-amazon.html
[Accessed 8 May 2018].
Campaign, 2014. Currys PC World "we start with you" by Abbot Mead Vickers BBDO. [Online] 
Available at: https://www.campaignlive.co.uk/article/currys-pc-world-we-start-you-abbott-mead-vickers-bbdo/1318417
[Accessed 8 May 2018].
Carphone, D., 2016/2017. Dixons Carphone : Annual Report and Accounts. [Online] 
Available at: http://www.dixonscarphone.com/~/media/Files/D/Dixons-Carphone/investors/reports-and-presentations/2017/annual-report-2017.pdf
[Accessed 6 May 2018].
Carphone, D., 2016/2017. Dixons Carphone : Annual Report and Accounts , n/a: n/a .
Clarke, J., 2018. Currys PC World apologises after customers pressured to pay extra for laptops. [Online] 
Available at: https://www.independent.co.uk/news/business/news/currys-pc-world-apology-laptop-extras-pressure-customers-complaints-which-magazine-a8258621.html
[Accessed 6 May 2018].
Connect-Group, 2016. ASDA - What Should the Strategy be ?. [Online] 
Available at: https://www.connect-group.com/news/2016/2/29/asda-what-should-the-strategy-be
[Accessed 8 May 2018].
Currys, 2017. Top 5 Tech Trends Revealed at CES. [Online] 
Available at: http://techtalk.currys.co.uk/gadgets/top-5-tech-trends-for-2017-revealed-at-ces/
[Accessed 17 April 2018].
Dawson, C., 2017. Currys Pc World Offer Timed Deliveries with On the Dot. [Online] 
Available at: https://tamebay.com/2017/12/currys-pc-world-offer-same-day-timed-deliveries-with-on-the-dot.html
[Accessed 9 April 2018].
Dixons, 2018. Supply Chain. [Online] 
Available at: http://www.dixonscarphone.com/our-responsibilities/supply-chain
[Accessed 6 May 2018].
Essays, U., 2013. Pest Analysis of Currys. [Online] 
Available at: https://www.ukessays.com/essays/business/currys-of-the-united-kingdom.php
[Accessed 4 April 2018].
Essays, U., 2015. PC World Swot and Pest Analysis. [Online] 
Available at: https://www.ukessays.com/essays/business/strategic-management-report-swot-and-pest-analysis-of-pc-world-business-essay.php
[Accessed 4 April 2018].
Forsyth, J. G. P. L. P., 2004. Marketing: Essential Principles , New Realities. 1st ed. London: Kogan Page.
Frue, K., 2017. What is Macro Environment Analysis ?. [Online] 
Available at: http://pestleanalysis.com/what-is-macro-environment-analysis/
[Accessed 2 May 2017].
Joseph, S., 2014. Currys PC World unveils £20 statement Campaign to Press Home Customer Values. [Online] 
Available at: https://www.marketingweek.com/2014/10/21/currys-pc-world-unveils-20m-statement-campaign-to-press-home-customer-values/
[Accessed 8 May 2018].
Jurevicius, O., 2013. Porters Five Forces. [Online] 
Available at: https://www.strategicmanagementinsight.com/tools/porters-five-forces.html
[Accessed 1 May 2018].
Macleod, I., 2014. Currys PC World Look to Support the Customer in 'We Start With You'. [Online] 
Available at: http://www.thedrum.com/news/2014/10/21/currys-pc-world-looks-support-customer-we-start-you-creative
[Accessed 9 April 2018].
NEWS, B., 2018. Currys PC World Apologises for Extra charges on laptops. [Online] 
Available at: http://www.bbc.co.uk/news/business-43418774
[Accessed 9 April 2018].
Parfitt, B., 2015. Pc World and Currys Combo a Success. [Online] 
Available at: https://en.wikipedia.org/wiki/Currys
[Accessed 24 August 2015].
Percy, P. K. G. A. L. C. H. N., 2017. Principles of Marketing. 7th ed. London : Pearson .
Pratap, A., 2016. Amazon SWOT Analysis 2016. [Online] 
Available at: https://www.cheshnotes.com/2016/10/amazon-swot-analysis-2016/
[Accessed 8 May 2018].
Quinn, N., 2017. Ebays INC Generic Competitive Strategy & Intensive Growth Strategy. [Online] 
Available at: http://panmore.com/ebay-inc-generic-competitive-strategy-intensive-growth-strategies
[Accessed 8 May 2018].
Sacco, D., 2014. Analysis: How will Dixons Carphone affect the market ?. [Online] 
Available at: https://www.pcr-online.biz/retail/analysis-how-will-dixons-carphone-affect-the-market
[Accessed 5 May 2018].
Sacco, D., 2014. Analysis: How will Dixons Carphone affect the market ?. [Online] 
Available at: https://www.pcr-online.biz/retail/analysis-how-will-dixons-carphone-affect-the-market
[Accessed 8 May 2018].
Simkin, S. D. a. L., 2009. Marketing Essentials. 1st ed. London: Cengage Learning .
Staff, L. M. E., 2018. Lenovo 2018: Brand Report Card. [Online] 
Available at: https://www.laptopmag.com/articles/lenovo-brand-rating
[Accessed 9 May 2018].
Teacher, M., 2014. Amazon SWOT. [Online] 
Available at: http://www.marketingteacher.com/amazon-swot/
[Accessed 8 May 2018].
Technology, R., 2017. Currys PC World adds new drop ship platform. [Online] 
Available at: http://www.retailtechnology.co.uk/news/6528/currys-pc-world-adds-new-drop-ship-platform/
[Accessed 2018 April 21].
World, C., 2018. About Currys Pc World Business. [Online] 
Available at: https://www.pcworldbusiness.co.uk/customer-services/?
[Accessed 2018].
Writer, S., 2017. Currys Pc World : Prioritising the Customer. [Online] 
Available at: https://internetretailing.net/research-articles/research-articles/currys-pc-world-prioritising-the-customer
[Accessed 8 May 2018].


image1.png
Currys ¥ )PC World





image2.png
Degree of
competition

Threat of
substitution

Market Realist®

Threat of
new
entrants

Supplier
power

Customer
power





