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[bookmark: _Toc40220080]Execute summary 
Sony is the top-level electronic company that was established in May of 1946 in Japan by Akio Morita and Masaru Ibuka. Since 1950, Sony created first Japanese tape recorder. Then, Sony invented various type of high-tech device. Such as, pocket-sized radio, transistor TV, solid-state videotape recorder and Gaming Console. Since 1960, Sony began to expend its market to other countries that include, America, China, European countries and far more. In addition, they take up more than 65 percent revenue in Sony. At present, Sony is also a full of competitive electronic company. 

The most famous product in Sony is its Gaming Console now. Since 1990s, Sony pays more attention to invent better Gaming Console. The PlayStation one once it was launched, it swept the world. The total sales of it is 103 million. That is a good beginning for Sony’s Gaming console industry. Then, Sony launched the most two successful products-PSP and PlayStation 2. PSP is the most famous and largest sales handheld Gaming Console in the world until now. That achieved 80.7 million. The sales of PlayStation 2 achieved 158 million that is the highest sales in Gaming Console. Now, the latest Gaming Console-PlayStation 4 gets 107 million sales in the world. The high playability and operability underpin the success of them. So, Gaming Console also is the main profit resource in Sony. 

The competitor’s product-Xbox also has high sales, but that is still far away with PlayStation 4. The sales of it just 50 million at present. 

Sony also engage in television and camera industry and also has dominate position. In camera aspect, Sony is the third highest sales camera brand. That gets 13.1% marketing share now. Cannon and Nikon are the highest and second highest sales camera brand. These three brands take up approximately 85 percent of total marketing share. But Sony’s camera has the best reputation, because there is photosensitive element which just can be produced by Sony. That have optical anti-vibration technology make photo become clear. So, more than 80 percent Digital Single Lens Reflex and Mobile & Camera use this photosensitive element. 


[bookmark: _Toc40220081]Introduction 
Sony Corporation is one of the leading electronic companies which hold the power of electronic market leadership. Akio Morita and Masaru Ibuka are the founders of this successful company. They established this company in May of 1946 in Japan. In 1950, they made first Japanese tape recorder. After that, Sony invented more and more high-tech device. Such as, pocket-sized radio, transistor TV, solid-state videotape recorder and far more. Until now, Sony also an international competitive electronic company. In 1960, Sony established corporation in America and they entered Chinese market after 2 years. After that, Sony began to extend their market to other countries. In almost entire electronic devices, Sony has the leading position when they invented it that is the main reason why significant amount of people are the loyal customer of Sony. At present, Sony still invent new products which full of innovation can attract new customers and teenagers. Such as, Play station4, VR device and AR device (Sony, 2020). 

This report uses SOSTAC to design a complete marketing plan for Sony. Through this theory, this report reveals the external marketing and internal environments of Sony. In addition, the report is revealing the future several years marketing of Sony. 

The SOSTAC theory is a widely used tool for marketing and business planning. That is created by PR Smith in 1990s. That is used to choose framework for different scales of business including multinational and start-up organizations all over the world. That include six steps to analyse and evaluate one company condition and future marketing. They are situation, objectives, strategy, tactics, action and control which is the Smith’s six fundamental facets. That use SWOT analysis to analyse internal and external environment of company. Meanwhile, that analyse competitors and compare with it. Objectives make company have a definite aim which can be achieved. The strategy is the method which can help the company realize its aim and objectives. Tactic is the method to ensure the market which the company will contact. The action is actual method to realize the market planning and the control show the development of this market planning and define threshold of success (Antevenio, 2018). 

[bookmark: _Toc40220082]Situation analysis
[bookmark: _Toc40220083]3.1 SWOT analysis 
SWOT analysis is a strategic planning tool which can be used to develop business strategy. That can help companies to over come
 challenge and create accurate aim. This theory is consisted by four elements, Strengths, Weaknesses, Opportunities, and Threats that can explicit internal and external environment of the company. The purpose of SWOT analysis is helping company to make a successful decision and create complete strategy to achieve it. Leaders need to execute SWOT before they begin their action. That can be used in making new project, amending policy or changing industry (Mind Tool, 2019). It is a useful technique to evaluate all aspects of Sony. 

In strength aspect, Sony has successfully merged huge number of technology companies in the past few years to build a reliable supply chain that can ensure Sony have good resources at any time and all industries. In recent years, Sony built a reliable distribution network that can reach majority of its potential market. In addition, Sony has strong cash flows that warrant the company have a good operation to expand into new projects. On the one hand, Sony is a famous brand. People believe its products have high quality and sufficient function. That can attract more customers to purchase new products and existing products. In addition, Sony engages in miscellaneous industries. Such as, electronics, gaming products, financial services and entertainment products. That can divide risk to different projects. In this condition, the stability of Sony’s business can be improved. Sony also has highly profitable products that can ensure their profit in a stable condition (Panmore Institute, 2017). 

In weakness aspect, although, Sony is leading organization in electronic industry, the main success come from its core business. Sony also faces challenge when it expands their market to other industries. Not only that, Sony does not engage in some mainstream products. Such as, telephone and computer. That make Sony loss significant amount of profit and make it losses competitive when it wants to enter these industries again (Bush, 2019). In this condition, Sony needs cost more capital to develop new products. 

In opportunity aspect, Sony engage in various industries, majority of them relate with electronic industry. So, Sony can extend its market to new industry which relate with electronic industry (Fatakia, 2018). They can combine existing technology to help their new industry become more competitive and attract more customers. That make Sony have more channel to get income. 

In threat aspect, Sony company lack of innovation products. Sony invented dramatic number of products, but majority of them are lack of innovation. The main customer is loyal customer. The supply of new products is not regular that leading to high and low swings in the sales number over period of time. Not only that, Sony also has more competitors. They rob a part of marketing share in gaming industry which is the main profit resources of Sony. In addition, Software piracy presents challenges in terms of maintaining profitability. Imitation and fake game decrease the sales of Sony’s gaming. That decrease Sony’s income and profit directly. 

[bookmark: _Toc40220084]3.2 Customer insight
Majority existing and new products of Sony are designed for young people and Middle-aged people. Old people are hard to understand function and effect of Sony’s products, because Sony usually produce high-tech device which involve latest technologies that is hard to comprehensive. As development of technology, high-tech device become common in majority family. Sony pays more attention to invent Gaming console, camera and television. All of them is produced for young people and middle-aged people, because young people need them to enrich their leisure time and a part of middle-aged people have feelings of that and also need these products to relax them (Argyle journal, 2015). In addition, they have demand of their device that ensure they can have high efficiency on working and studying. So, they change their device frequently. 

[bookmark: _Toc40220085]3.3 Competitor analysis 
The competitors of Sony are other electronic products companies. In different industries have different competitors. In Gaming console aspect, Microsoft is the biggest competitor which is the technology leading company in America and also engage in gaming device. The flagship product of Microsoft gaming device is Xbox that also have numerous exclusive games and the play mode is similar with PlayStation. Microsoft also rely on its reputation to attract customers. In all aspect, that is similar with Sony’s PlayStation even customer service and reputation, but the total sales only have half of PlayStation 4. 

In camera aspect, the competitors full of competitive. The main competitors are Cannon and Nikon. These brands set cameras as their main product. In 2017, the marketing share in Cannon and Nikon is 49.1% and 24.9% respectively. But Sony just took up 13.3% marketing share at that time (Photo Rumors, 2018). Cannon and Nikon use affordable price to attract more people become their customer. So, Therefore, they are all tough competitors for Sony.

In television aspect, Sony has huge number of competitors. Such as Hisense, TCL and Samsung. They are all old brand electronic products company which main production is television. They also have ample experience and competitive in this market. They have different characteristics to attract different populations. TCL and Hisense use low price strategy to attract customer. Samsung use high quality to attract customer. Samsung has the best screen industry that can support their television industry operate in good condition. That is also the highest television market share owner. Hisense and TCL take up 26.2 percent and 11.6 percent market share in television industry respectively (Statista, 2019). Therefore, they are all tough competitors for Sony. 











[bookmark: _Toc40220086]Objectives 
In this stage company need to pay attention to the aim and objectives of strategy. The main objectives include Sell, Serve, Speak, Save and Sizzle. They are a simple framework to revise and define the top-level goals of digital marketing in a company.

[bookmark: _Toc40220087]4.1 Selling 
The objective in selling aspect of Sony is increasing 10% total sales in 2020. Several years ago, people only can purchase products in stores and market. As development of technology, people use internet more frequent now. They use phone and computer to complete their work, study and communication. More and more brand also decide to launch and sell their products on the internet. Sony is an electronic company that means it has base and more experience to operate network marketing better. Sony uses official website to promote and sell its products. The official website can ensure the quality and service of products. The all specification, relevant video and pictures are attached below every product. That make people know the specific function of products. In addition, Sony use other e-commerce platform to sale their products. Sony authorizes right of sales for them and open flagship store in these e-commerce platforms. The e-commerce platforms also do publicity for Sony, because Sony has high reputation. That attract people to purchase its products.

[bookmark: _Toc40220088]4.2 Service 
Service is a standard to measure whether a company has high ability. Increasingly number of customers pay attention to consumption experience that increase their purchase have guarantee. In this aspect, Sony provide good service in store, the staff need to show respect for customers when they come store. Staff need to tell all detail about one product when customer ask question of it. In addition, Sony should to set online customer service in official website and other platforms which can provide 24 hours manual service to ensure customer’s problem can be addressed anytime (Sony, 2020). People have higher desire to buy when they completely understand one product. So, that also can prompt selling. In addition, after-sales service also important for a company. Sony builds flagship store in all over the world. Sony can supply once free repair opportunity for any device within 2 years of purchase and permanent maintenance for any products. That impetus the reputation and attract more new customers and loyal customers. These processes can satisfy the demand of customer.

[bookmark: _Toc40220089]4.3 Speaking
Communication is prerequisite section during selling. Sony use communication to get closer with customers. Sony builds two-way dialogue through conversation marketing. They create forums and live chat in itself application and website. That make people get better services. In this way, Sony can collect suggestions about products and services. They can know which point is popular in one product and which point need to be coordinated. Sony’s staff need to tell the specification of the products which customer want to purchase in store. Not only that, after people purchase products 2 weeks, Sony’s staff uses e-mail and phone to contact customer (Sony, 2020). During this proceed, staff can observe the user satisfaction and collect advice. This method also can help Sony to design next product. 


















[bookmark: _Toc40220090]5.0 Strategy 
[bookmark: _Toc40220091]5.1 Segments
Sony has various type of electronic products. They have different aim customer. In Gaming Console aspect, the main aim customers include young people and portion of middle-age people. They need game to relax themselves. At present, more and more people live in fast-paced life. They have more pressure than before. So, they need to use games to relieve their stress. In addition, portion of middle-age people have feelings of Sony’s Gaming Console. Play Station series products is popular since 1990s. 

In television and camera, they are prepared for middle-aged people. They will purchase television when people have new house. Camera is prepared for the people who have habit to do it, but the price of them is not cheap. In addition, the function of Sony’s camera is complex that is the main reason why the main customer of them is middle-aged people.

[bookmark: _Toc40220092]5.2 Target markets
The aim market of Sony includes Europe, America, Japan and China. Japan is the homeland of Sony. That is almost the earliest company which invented television, personal audio and Gaming Console. So, it has big influence of Japanese people. Majority Japanese people is loyal customer of Sony. Setting central market in Japan also can ensure their material and technology can be supplied. 

The Gaming Console is the main profit resource of Sony. In America and Europe, the Gaming Console is prevalent. That have various factors. Firstly, majority countries in these areas is developed country. People have sufficient income to support them purchase console games. Secondly, the gaming culture also strong in these areas. These reasons laid the foundation for Gaming Console to be popular in these areas. So, Sony sets target markets in America and Europe. In addition, Sony has good reputation in these countries and Gaming Console have a good sales condition. Therefore, Sony can set these counties as the central market of its television and camera.

China has dramatical amount of people that is a good foundation for development of Sony. As development of live condition and technology, more and more people have enough income to support them to purchase electronic products. Sony is very popular in China since 2000s, because the most famous handheld Gaming Console-PlayStation Portable appeared. The sales condition was really considerable at that time. Sony was the one of the few famous electronics company. So, majority people choose Sony household appliances. Both of two reasons make significant amount of people become loyal customer of Sony in China. 























[bookmark: _Toc40220093]6.0 Tactical 
[bookmark: _Toc40220094][bookmark: _Hlk40126429]6.1 Marketing mix
6.1.1 Product mix
Sony engages in various industries that include electronics, gaming, entertainment and financial services market. Sony uses different categorization to properly group its various products. In this aspect, Sony can mix its Gaming Console and television. Sony can provide discount when people purchase television and Gaming Console at same time. The screen is prerequisite for Gaming Console. So, combining these two industries can reach multiple benefit (Pratap, 2018).

[bookmark: _Toc40220095]6.1.2 Place mix
Sony uses various channels to sell its products. Such as, flagship store, authorized sellers and media networks, official website and e-commerce platforms. Sony pays fee to these platforms to keep their products can be sold in it. Meanwhile, Sony provides specification for every product that can make people know more about device. Sony set particular official website for PlayStation series products. People can find all kinds of PlayStation console in it (Greenspan, 2017). The flagship store not only can ensure people know the specification about one product, but also can provide experience to customer in stores. In place mix aspect, Sony remains miscellaneous places to distribute its products effectively and to have a wider market reach.

[bookmark: _Toc40220096]6.1.3 Promotional Mix
Sony uses various methods to promote its products. That include Advertising, Public relations, Direct marketing and Sales promotion. Advertisement is the most commonly method used to promote products in Sony. Sony cooperate with online media and print media. They use different advertisement to promote Sony’s products. Sony also can invest sports events and music festivals that can increase its reputation and popularity (Greenspan, 2017). Sony can provide discount in holiday that is the most effective method to promote sales. Through these methods, Sony can ensure the sales in a considerable condition. 

[bookmark: _Toc40220097]6.2 Contact plan
Sony uses calling, e-mail and social media applications to contact with its customers. After customer purchase product 2 weeks through any channel, Sony’s staff will through one of these methods to contact with customers. They enquire some questions about their experience about they use new products and observe satisfaction of customers. In addition, they want customers provide feedback about the product. That can collect suggestions which can be used to improve the products and services. 

Sony also will contact their customers use phone, e-mail and social media applications to tell them the new products have been launched. That can maximize customer attention and sales. 

















[bookmark: _Toc40220098]7.0 Action 
[bookmark: _Toc40220099]7.1 Responsibilities and structures
In responsibility aspect, Sony should to ensure their products are workable in 5 years without any artificial injury, because all products of Sony are not cheap. So, durability also an important reason why people choose Sony. Sony need to provide once free fix opportunity for any products within purchasing 2 years and permanent maintenance for any products. In staff aspect, if Sony’s staff get any injury when they go to work or in the factory, Sony should to pay all medical fee for them. Meanwhile, Sony also permit them have paid leave opportunity. These responsibilities ensure Sony have more customers and more professional technical personnel want to work in Sony. That enhance the competitive of Sony. 

In addition, Sony is an electronic company. It can set responsibility about using high-tech device to protect environment and remain biodiversity. This responsibility can show Sony not only a company which just know how to produce and invent products, but it is also a company which can create better environment for people. Through this responsibility, increasingly number of people will support Sony by various method. Such as, purchasing products and donate supplies. That can improve the company's social status. 

In structure aspect, Sony can use balanced matrix organizational structure. Although, Sony has different departments, the corporate structure is based on business function and product. Some managers can manage multiple departments (Meyer, 2018). For instance, Sony can set game, Gaming Console and picture department under a same manager, because all of them have relevant. In function-based groups, the reason why uses matrix structure because that can improve the functional efficiency and effectiveness. In business type divisions, Sony maintains divisions based on business type or product type (Meyer, 2018). For example, games and Gaming Console in a same group. The main business segments include three parts. They are Devices, Game and Network Services, Pictures and Music. 

Finally, Geographic Divisions help Sony for finance, planning and strategic decision-making, because different regions have different product preferences. Sony can develop different products for different regions.

All of them can impetus Sony has a better development. 

[bookmark: _Toc40220100]7.2 Processes and systems
Sony uses Quality Management System across all processes. Including product planning, development, design and manufacturing to sales and customer service. That include the defining the responsibilities and authority of those responsible for product and customer service quality and establishing guidelines. In order to obey this system, Sony strives to increase their quality of products and services. For example, the Corporate Executive who has appointed for product quality need to provide suggestions to improve products and customer services quality and ensures response problems at first time. The Quality Officers in any department need to promote activities to improve product and service quality (Sony, 2019).

Through this system, Sony designs mid-term plan and fiscal year targets for the quality of and customer service, key quality-related indicators for business plans to achieve the guarantee of Sony. Then, business units and regional headquarters set their fiscal year quality and customer service targets and business plans. They can rely on these aims and plan to promote quality improvement initiatives. All of that can ensure Sony keep in a high quality. 

[bookmark: _Toc40220101]7.3 Internal resources and skills
Sony is full of advanced technical skills and resources. The typical device in Sony is Gaming Console. PlayStation series products are really famous in Sony. That is also the main profit resource in Sony. Since 1990s, Sony launched PlayStation one that received unanimous praise. Then, the PlayStation 2 worked wonders that reached highest total sales in Gaming Console industry until now-over 158 million units worldwide. Sony uses dramatical amount of exclusive games to achieve monopoly in Gaming Console industry, because Sony also can produce games by themselves. That is the main skill how Sony to attract customers and loyal customers. At present, Sony still the largest Gaming Console company. 

Not only that, Sony also has good sales in its camera. Sony has the best photosensitive element which can realize high quality optical anti-vibration. That can be used in all camera include Digital Single Lens Reflex and Mobile & Camera which the most popular electronic product in the world. Over 80 percent phone industry use Sony’s photosensitive element (Jones, 2014). That ensure Sony have stable profit and considerable performance. That is why Sony is still a top-level electronic company. 

[bookmark: _Toc40220102]7.4 External agencies
Sony can invest and cooperate with sport event to increase its reputation. Such as, World Cup and National Basketball Association (NBA) which are the most popular sport events in the world. Sony can provide the best photographic equipment and screen for these events for free. That not only can help to record high quality video for every competition, but also can increase the reputation of Sony. In halftime, tens of thousands of people can see the screen show the brand of Sony that increase Sony’s reputation and social status.

In addition, Sony also can cooperate with them to invent the similar console game. Sony can invest World Cup and NBA and access authorization to invent these games. The sales of PlayStation series are in good condition. That can attract more ball game fans to purchase Gaming Console and relevant games. In this condition, they can reach multiple benefit. Sony can get higher marketing share and higher sales and revenue.








[bookmark: _Toc40220103]8.0 Control
[bookmark: _Toc40220104]8.1 KPIS (key performance indicators)
Sony sets series KPIS to supervise whether the company achieve their objectives. The KPIS in selling aspect is the total sales increase 10 percent in 2020. In Gaming Console department, the sales of PlayStation 4 need to increase to 120 million when the end of 2020. In camera aspect, the marketing share need to arrive 14.1% in the end of 2020.

In service aspect, the total satisfaction of service should to achieve 98% in 2020. In all channels, the satisfaction of service cannot under 97.5%. 

In speak aspect, staff should to achieve communicate with over 95% customer and get feedback by E-mail, phone and social application.

[bookmark: _Toc40220105]8.2 User experience reviews
Sony also uses customer satisfaction to know whether the products get the Ultimate success. Sony sets 95% customer satisfaction as the threshold of success. If the customer satisfaction under 95% Sony will obey customer’s feedback and suggestions to improve its products. 

[bookmark: _Toc40220106]8.3 Conversion rates
Sony sets the aim of purchasing conversion rate as 30% as threshold of success. That means ten people enquire questions in store and three of them purchase the products. In different products have different threshold of conversion rates. In Gaming Console, the threshold of purchasing conversion rate is 35 percent. The conversion rate of people who watch relevant videos and all specification and purchase the product need to achieve 10%.

In camera aspect, the threshold of purchasing conversion rate is 15%. The conversion rate of people who watch relevant videos and all specification and purchase the product need to achieve 7%.

In television aspect, the threshold of purchasing conversion rates achieve 10%. The conversion rate of people who watch relevant videos and all specification and purchase the product achieve 5%.




























9.0 [bookmark: _Toc40220107]Limitation and issues 
During this project developing, Sony also will face more challenges. Firstly, because of the development of technology is really fast now. Sony’s competitors maybe can create better camera that have higher pixel and better photosensitive element and better Gaming Console which involve more games and have better playability and operability. They will rob more marketing share. 

Secondly, maybe the mainstream type of game will change in next several years. Virtual reality and Augmented reality are mature technologies. Maybe they will replace dominant position of present Gaming Console.

Finally, the most popular high-tech devices are phone and computer, but Sony does not engage in these two industries. That make Sony loss huge amount of profit.

















[bookmark: _Toc40220108]10.0 Conclusion 
This report is making a marketing plan for Sony. That analyses the internal and external environment of Sony. Sony is a powerful company. It has exclusive technology which can support it keeps dominate position in Gaming Console, camera and TV. Although, the competitors are powerful. They are the dominators in different industry. 

This report also sets the objectives for Sony’s different departments and whole company. That include, sales, services and communication. 

The report provides clear segments for Sony’s different products. Majority market of them is young people and portion of middle-age people. In target market aspect, Sony sets main markets in Europe, America, Japan and China. Majority countries in these areas are developed countries or top-ranked developing countries. In addition, there are tremendous amount of people is loyal customer of Sony. That can ensure Sony has stable income and profit in these countries. 

In strategy aspect, Sony uses product mix, place mix and promotional mix. Sony mix Gaming Console and television two products. Sony use discount method to promote them. In place mix, Sony use internet to connect all stores and e-commerce platforms to provide the best service experience for its customers. In promotional mix aspect, Sony uses discount and advertisement to attract customers. All of them are high-efficiency methods. 

In action aspect, Sony uses quality assurance and protecting environment to realize its responsibilities. That can improve customer loyalty to get more marketing share. Sony’s structure is balanced matrix structure. It manages relevant departments by same managers. That can help these departments have a better communication and have high efficiency. That impetus Sony has a better development. Sony also cooperate with other sport events that can help Sony increase the reputation all over the world. 

Finally, the report reveals the expectation KPIS, conversion rate which are the threshold of success and limitation and issues for this marketing plan. That can measure whether Sony success in the future. 
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