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[bookmark: _Toc143952202][bookmark: _Toc144058163][bookmark: _Toc144165406][bookmark: _Toc144165693][bookmark: _Toc144208849][bookmark: _Toc144209113]1.1 Introduction 
This report embarks on a comprehensive exploration of the company Wowcher, encompassing an intensive analysis of its brand strategy, narrative, missions, vision, and values. Additionally, it delves into the micro-environment and performs a meticulous PESTLE Analysis of the UK market, accompanied by in-depth consumer insights from the UK market. Through a rigorous competitor analysis within the UK market, the report identifies the target audience, meticulously crafting at least three distinct buyer personas. The ensuing efforts entail mapping out a detailed customer journey, identifying optimal channels, meticulously planning content, and iteratively analysing and enhancing the strategy as needed. Furthermore, the report meticulously constructs a content marketing plan and critically evaluates the effectiveness of various strategies including social media marketing, email marketing, permission marketing, marketing automation, e-CRM, traffic building, and e-Customer strategies.
Within the view of the report, a comprehensive User Experience Marketing strategy is thoughtfully designed to cater to the selected company's unique needs. Synthesizing the acquired insights, a robust Digital Marketing strategy is devised. This strategy encapsulates the formulation of SMART objectives, the overarching strategy development process, tactical delineation involving tools such as Display Ads, Email, and social media, meticulous identification of key performance metrics and KPIs, and an estimate of associated costs. In tandem, the report critically assesses the governance and reputation management implications arising from consumer utilization of digital technology and AI applications. By delving into these multifaceted aspects, the report aims to provide a holistic understanding of the company's digital landscape and its strategic course of action in the contemporary digital realm.
[bookmark: _Toc143952203][bookmark: _Toc144058164][bookmark: _Toc144165407][bookmark: _Toc144165694][bookmark: _Toc144208850][bookmark: _Toc144209114]2.Strategic Outlook of Wowcher’s Brand History, Objectives and Principles

According to (LinkedIn, 2023) at Wowcher, their mission is centred on two fundamental pillars. Firstly, the company is committed to providing effective marketing solutions to their valued merchants, fostering their sustainable growth and operational management within the dynamic retail landscape. Wowcher take pride in connecting with new businesses, offering expertise to drive pace and facilitate the sale of their products. This synergy propels both parties towards mutual success. Moreover, they are passionate about nurturing a vibrant community. Additionally, they are on a continuous lookout for dedicated individuals who share the same enthusiasm and uphold their positive and supportive cultural ethos. As Wowcher continue to expand within the retail industry, guided by a dynamic team of 201-500 employees and headquartered in London since our inception in 2011, they are resolute in the pursuit of innovative collaborations and meaningful contributions to the business landscape (LinkedIn, 2023).
Wowcher is an online marketplace and daily deal platform located in the UK. It functions as an interface that provides users with a range of discounted goods, services, and experiences. Wowcher follows a daily deals business strategy, similar to Groupon. It collaborates with businesses to provide users with customer discounts on a wide range of products and services, including travel, restaurants, beauty treatments, electronics, fitness classes and various consumer products (Wowcher, 2023).
The platform of Wowcher includes limited time offers and promotions that are for sale to users. These offers frequently provide substantial savings off regular prices, to cater to different customer interests. Wowcher primarily operates in the United Kingdom, catering to customers across various cities and regions within the country (Wowcher, 2023). Customers of Wowcher are people looking for inexpensive methods to learn about goods, services, and activities in and around their communities or while travelling (Wowcher, 2023).
According to (Wowcher, 2023) their values are aligned with Wowchers mission statement which is, every day, we want to offer you a WOW!. Through seeking out the greatest experiences and offering them at prices that are difficult to surpass, Wowcher aim to make the finer things in life more affordable. Only the finest discounts on top-notch eateries, performances, events, classes, excursions, spas, salons, retail stores, and much more will be highlighted on the site. The aim is to expose individuals to activities they may not otherwise attempt, such as shows, skydiving, cooking workshops, architectural tours, salon services, and even dental whitening.
Here is a quick explanation of what occurs once you order a Wowcher, step by step:
1. Go shopping at www.wowchershop.co.uk, the online store for Wowcher.
2. Order Confirmation- After placing an order for a Wowcher, a receipt verifying your purchase will be sent to you.
3. Wowcher Email- Soon after, an email with your Wowcher will arrive in your inbox. Your specific Wowcher code is included in this email. The majority of the time, you'll receive the code immediately away, but for other bargains, it won't arrive until the deal expires.
4. Adaptability options- You have choices before your Wowcher expires, including:
(A) Redeem for the main offer indicated.
(b) Apply it to any other Wowcher deal.com offer.
(c)Convert to Wowcher Wallet credit in options.
5. Observe Directions- The Wowcher email gives precise instructions. If the bargain is for a restaurant, you'll get the phone number to reserve a table (Wowcher, 2023). You'll receive a link to the merchant's website for code entry and the address for product offers needing delivery.

[bookmark: _Toc143952204][bookmark: _Toc144058165][bookmark: _Toc144165408][bookmark: _Toc144165695][bookmark: _Toc144208851][bookmark: _Toc144209115]3.Evaluation of the UK Market through PESTLE Analysis
A PESTLE analysis examines critical external factors (Political, Economic, Sociological, Technological, Legal, and Environmental) impacting an organization. It's versatile and aids HR professionals and senior executives in strategic decision-making (CIPD, 2023).
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(BOYCE, 2023)
Wowcher's PESTLE study in the UK market provides a thorough assessment of the external variables that may have an influence on company operations and strategic choices. Here is a review of these elements.
[bookmark: _Toc144058166][bookmark: _Toc144165409][bookmark: _Toc144165696][bookmark: _Toc144208852][bookmark: _Toc144209116]3.1 Political Aspects
Government Regulations- Complying with e-commerce, data privacy, and consumer protection laws within the UK which include. 
The General Data Protection Regulation (GDPR) has been implemented in the UK by the Data Protection Act 2018 (Gov.uk, 2023) GDPR's objective is safeguarding personal data provided by individuals to various entities like healthcare facilities and practitioners. It guarantees the secure and appropriate handling of this information. Replacing the Data Protection Act 1998 (DPA), GDPR is seen as necessary due to concerns that the DPA no longer adequately protects personal data (Gov.uk, 2023).
The Consumer Rights Act 2015 replaces some existing laws under the Sale of Goods Act 1979 and the Supply of Goods and Services Act 1982. The Act consolidates other laws relating to unfair terms in consumer contracts and it gives consumers new rights in relation to goods, services, and digital content. The law in the Act is similar to current laws but does contain changes. The main changes relate to the supply of digital content, the supply of services and unfair contract terms. The Consumer Rights Act applies to contracts and notices between a 'consumer' and a ‘trader’ (Gov.uk, 2023).
In addition to general legal obligations, B2C e-commerce entities in the UK must consider specific regulations like Consumer Protection from Unfair Trading Regulations 2008 (CPUT) that prohibit unfair practices and deceptive actions. Consumer Contracts Regulations 2013 with requirements for digital content, including cancellation rights. Changes post-Brexit are in progress through the Digital Markets, Competition and Consumers Bill, which could enhance enforcement powers, impact online subscriptions, and address fake reviews under the UK's consumer protection framework (Kemp & Hobson, 2023).
Brexit Impact- Modifications to trade laws, tariffs, and regulations as a result of the UK leaving the EU.
Amid the pandemic and supply chain challenges, global trade has faced disruptions. Brexit further impacted UK trade. The pandemic, subsequent recovery, and supply chain issues heightened global trade instability. For the UK, lengthy negotiations on withdrawal and future trade heightened uncertainty. as seen by the significant devaluation of the nation's currency, which also had a detrimental impact on investment, imports, and exports prior to the United Kingdom's official withdrawal from the EU. Long before Brexit, the UK's investment growth rate was low, which is also the cause of the country's declining productivity increase (Aerssen & Spital, 2023).
Starting January 2021, EU-UK trade operates under the EU-UK TCA, formalizing trade, and regulations. This agreement guarantees tariff-free, quota-free trade for EU-UK goods, conditioned on rule-of-origin adherence. This implies added administrative processes and border delays due to customs and regulatory inspections, differing from the Single Market. The implementation pace differs: EU enforced full customs checks swiftly, while the UK phased in similar requirements gradually, with extended health and safety checks until late 2023 (Aerssen & Spital, 2023).
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Economic stability- The state of the economy is fundamental as it relates to consumer spending on bargains and leisure activities with Wowcher. Plus, Prices and consumer purchasing power are affected by inflation rates of the country (BOYCE, 2023).
The economic stability of the UK has had Numerous factors, like the UK's reaction to the COVID-19 pandemic, post-Brexit trade dynamics, political instability, inflation rates, unemployment rates, and general economic growth, have all had an impact on the country's financial stability. Domestic and international variables can have an influence on economic stability also causing more uncertainty and concern (Business Birmingham, 2022). 
In 2020, the UK experienced an unprecedented 11% economic contraction due to the impact of the COVID-19 pandemic. The economy has made notable strides in recovering from this abrupt shock. In 2021, an impressive annual GDP growth rate of 7.6% was achieved, and unemployment reverted to pre-pandemic levels, standing at less than 4%. However, the inflation rate followed a contrasting trajectory, surging towards the end of 2021, reaching a 41-year peak of 11.1% in October 2022. This underscores that while initial economic recovery was observed, the UK now confronts its most substantial cost of living crisis since the 1970s, driven by escalating prices, tax adjustments, and global instability. Please note that this information might not be up to date, so it's advised to refer to the latest economic sources for current information (Clark, 2023)
The unemployment rate in the UK increased from the month prior's four percent to 4.2 percent in June 2023, although it remained one of the lowest since 1974. In contrast, the unemployment rate was 5% in the three months that ended in January 2021, which was the highest level since August 2016. Prior to the COVID-19 epidemic, the UK's unemployment rate was equivalent to that of the middle of the 1970s (Office for National Statistics, 2023).
The economic outlook has improved, yet risks persist due to Covid uncertainties. Continued support from the UK financial system is crucial for households and businesses during recovery and as government aid phases out. Banks are well-capitalized to assist the economy. Asset prices have risen, reflecting optimism and yield-seeking in a low-rate environment. The FPC prioritizes financial readiness for the evolving economy. Stress tests evaluate bank climate resilience and digital currency exploration progresses. Regarding bank resilience, major UK banks are robust, having navigated Covid's challenges. The FPC confirms their ability to lend even in tough scenarios. Banks are urged to provide credit for viable businesses, fostering sustainable growth (Bank of England, 2021).
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Social elements have a direct impact on consumer behaviour and the acceptance of new technologies, social variables have a big impact on how Wowcher operates. These elements reflect the complex interactions among societal developments, cultural dynamics, and consumer preferences that influence how people interact with goods and services (BOYCE, 2023).
Cultural Trend- Shifts in culture can affect how consumers perceive value, leisure, and consumption. The kinds of offers and goods that appeal to customers might be affected by societal trends, desires for experiences over material things, or the emergence of sustainable and ethical practises.
Interest in Discounts- Cultural frugality, value awareness, or a greater emphasis on experiences can all have a significant impact on how appealing reduced products are. Wowcher's success depends on its ability to recognise these trends and adapt to them, matching its offerings with what customers find useful and pertinent in the present cultural environment.
Age and population- Wowcher's age and population target audience can vary depending on the specific deals and offerings they provide. However, generally, Wowcher's audience tends to fall within the age range of 18 to 45 years. This demographic is often characterized by individuals who are tech-savvy, open to exploring new experiences, and interested in finding value through discounted products and services. However, this is the most effected group regarding finance and job losses causing an era for concern for wowcher.
Technological Adoption and Online Engagement- Wowcher's reach, and usability are largely impacted by how ready customers are to connect with online platforms and mobile apps. Consumer behaviours including app usage, online purchase patterns, and digital literacy influence how well Wowcher can relate to its audience. As mobile devices become more and more ingrained in contemporary lifestyles, customers demand easy access to discounts and services via mobile applications. This calls for Wowcher to be flexible in developing user-friendly apps that fit its target market's habits of technology adoption (Al-Hakim, 2016).
In essence, social factors directly influence Wowcher's operations by dictating the types of deals that resonate with cultural trends and determining the effectiveness of their online platforms in engaging consumers. By meticulously tracking and adapting to these social dynamics, Wowcher can tailor its strategies to align with evolving consumer behaviours and technological preferences, ensuring continued relevance and success in the dynamic market landscape (Sharma & Mishra, 2014).

[bookmark: _Toc144058169][bookmark: _Toc144165412][bookmark: _Toc144165699][bookmark: _Toc144208855][bookmark: _Toc144209119]3.4 Technological elements 
The technological factors that Wowcher may consider due to Emerging technology, Digital trends and its utilisation and Competitive advantage (BBC BITESIZE, 2023). 
Technological advancements have revolutionized marketing strategies. Wowcher must navigate the complex digital landscape to effectively engage its audience. This encompasses leveraging data analytics, AI-driven personalization, and real-time communication to tailor offers to individual preferences Consumers expect smooth and simple experiences in the digital age. To guarantee a seamless user experience, Wowcher must invest in user-centric design, responsive interfaces, and simple mobile access. If these expectations aren't met, customers may become dissatisfied, and their involvement may decline. Mobile accessibility is crucial in the age of the smartphone. The objective for Wowcher is to make its platform as user-friendly as possible for mobile devices, providing simple transaction procedures. If you don't, you risk alienating a sizable proportion of your mobile-first audience (Bush, 2016).
Technological Innovation as a Competitive Advantage- The online deals business is extremely competitive. Wowcher needs to keep improving its technology features if it wants to stand apart. This can entail using cutting-edge technology like augmented reality for immersive shopping experiences, blockchain for improved security, or chatbots for prompt customer service. In the digital environment, keeping ahead of the competition demands staying aware of industry trends and implementing cutting-edge technology first. To discover potential technology disruptors and grab possibilities for market leadership, Wowcher must invest in research and development (Bush, 2016).
[bookmark: _Toc144058170][bookmark: _Toc144165413][bookmark: _Toc144165700][bookmark: _Toc144208856][bookmark: _Toc144209120]3.5 Legal elements 
legal factors that Wowcher needs to consider.
Contractual Arrangements- Deals and collaborations with Wowcher entail complex legal contracts. Legal clarity is essential to defining the duties, conditions, and obligations of both buyers and sellers. Ambiguities or disagreements may result in contract violations, legal troubles, and reputational harm and Legal Consequences (Bush, 2016).
Alliances with businesses- Wowcher works with a variety of retailers to provide offers. These partnerships are governed by a legal system that promotes ethical and open commercial conduct. Operational disruption and legal action might result from misaligned expectations or contractual disputes (Trott, 2012).
Data Security- As Wowcher collects and manages user data, ensuring robust data security and privacy measures is crucial. A data breach could undermine consumer trust and damage the brand's reputation, leading to severe repercussions.
Customer Terms and Conditions- Refund policies, cancellation rights, and privacy pledges for customers must all be in accordance with legal standards. Customers' unhappiness, legal repercussions, and reputational harm can all occur from non-compliance (Bush, 2016).
Advertising Standards- Wowcher's marketing and advertising initiatives must adhere to the rules set out by the law on acceptable advertising techniques. This includes refraining from making exaggerated or deceptive promises, upholding price transparency, and honouring intellectual property rights. Retaining consumer confidence requires adherence to ethical marketing practises. A favourable brand image is enhanced by actions like open disclosure of terms and conditions, refraining from dishonest tactics, and protecting customer privacy, overall staying in line with consumer protection regulations (Forsey, 2021).
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Modern consumers are increasingly conscious of environmental issues. Failure to align with sustainability can lead to negative perceptions and a loss of customers who prioritize eco-friendly practices. Embracing sustainability enhances a company's reputation. Failing to adopt eco-friendly practices can attract criticism from environmentally aware consumers, damaging Wowcher's image, trustworthiness, and brand reputation (Lynch, 2018). 
When consumers find businesses aligned with their values, they tend to develop loyalty. Failing to offer eco-friendly options might result in customers seeking alternatives that better match their preferences (Bala & Verma, 2019). Wowcher's online nature and digital communication methods help reduce overheads, office space, and reliance on physical resources this, indeed contributes to minimizing their carbon footprint. This aligns with the environmentally conscious practices mentioned earlier, further highlighting Wowcher's commitment to sustainability.
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The POEM framework is a marketing model that combines Paid, Owned, and Earned Media strategies. It helps businesses optimize their marketing by leveraging paid channels like ads, creating, and controlling owned platforms such as websites and social media, and harnessing the unpaid recognition and promotion of earned media from customers and influencers. This balanced approach maximizes reach, credibility, and growth potential (Botpenguin, 2023).
Wowchers communication and marketing approach is a combination of the POEM model (Paid media, Owned media, Earned media)
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(Botpenguin, 2023)
Paid Media-To reach a larger audience, Wowcher had invested money on paid internet advertising on websites like Facebook and Instagram. To guarantee that their offerings are prominently shown on search engine results pages, they utilise sponsored search advertising.
owned Media- Wowcher's website serves as a significant owned media platform, where they showcase their deals, customer reviews, and other relevant information. The Wowcher mobile app provides another owned platform for users to access and engage with their deals.
Earned Media- customers have shared their Wowcher experiences on social media and trust pilot, those posts have gained traction, which generates earned media exposure.
Incorporating Paid Media into an encompassing marketing strategy is most effective when seamlessly integrated with Owned and Earned Media components. This harmonious convergence forms a comprehensive approach that elevates reach, engagement, and overall marketing efficacy.
In summary, paid media provides a versatile avenue for brands to connect with target audiences promptly and efficiently. Its integration with owned and earned media yields a multifaceted and potent marketing amalgamation. By employing the POEM framework and evaluating Wowcher's digital marketing strategies, their achievement becomes evident. Notably, their paid media efforts have spurred direct engagement, evidenced by increased website visits, app downloads, and subsequent earned media gains through partnerships, reviews, likes, shares, and comments. This virtuous cycle fosters customer loyalty due to impactful interactions facilitated by the company's adept engagement practices.
[bookmark: _Toc143952208][bookmark: _Toc144058175][bookmark: _Toc144165417][bookmark: _Toc144165704][bookmark: _Toc144208860][bookmark: _Toc144209124]4.2 Wowchers RACE Framework approach 
[bookmark: _Toc143952209][bookmark: _Toc144058176][bookmark: _Toc144165418][bookmark: _Toc144165705][bookmark: _Toc144208861][bookmark: _Toc144209125]The RACE framework, devised by Smart Insights, offers a structured approach to digital marketing planning, emphasizing both strategic objectives and tangible metrics to gauge campaign effectiveness. It delineates the stages of a customer's digital journey, from their initial awareness of a brand to the eventual post-purchase interactions (oxford college of marketing, 2023).
[bookmark: _Toc144165419][bookmark: _Toc144165706][bookmark: _Toc144208862][bookmark: _Toc144209126]The RACE framework guides brands through the customer journey: Reach (Awareness), Act (Interaction), Convert (Conversion), and Engage (Relationship).
[bookmark: _Toc144165420][bookmark: _Toc144165707][bookmark: _Toc144208863][bookmark: _Toc144209127]Reach- Generate awareness among the target audience through online activities, driving traffic to websites or social media. Media can be paid, owned, or earned. Set traffic-focused goals.

· [bookmark: _Toc144165421][bookmark: _Toc144165708][bookmark: _Toc144208864][bookmark: _Toc144209128]Act: Encourage user interaction on websites or social media, initiating engagement before conversion. Actions include inquiries, sign-ups, and product searches, all leading to opening conversations.
· [bookmark: _Toc144165422][bookmark: _Toc144165709][bookmark: _Toc144208865][bookmark: _Toc144209129]Convert: Prompt visitors to become paying customers, whether through online purchases or offline channels, solidifying revenue. Set conversion percentage-based objectives.
· [bookmark: _Toc144165423][bookmark: _Toc144165710][bookmark: _Toc144208866][bookmark: _Toc144209130]Engage: Cultivate long-term relationships with first-time buyers to enhance loyalty, leading to repeat purchases and advocacy. Use various online/offline communication methods, focusing on engagement, repeat sales, and customer satisfaction.

[bookmark: _Toc144165424][bookmark: _Toc144165711][bookmark: _Toc144208867][bookmark: _Toc144209131]In essence, RACE is about raising awareness, sparking interaction, driving conversion, and nurturing loyalty in the digital realm below is Wowcher race approach..
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AIM: Utilize targeted online advertising to reach potential customers and promote the variety of deals available on Wowcher. 
Engage in social media marketing to showcase the most attractive deals and encourage sharing among users.



Collaborate with influencers to promote Wowcher's unique offerings and reach a wider audience.
Employ search engine optimization (SEO) techniques to ensure Wowcher's deals are discoverable when users search for related keywords.


Send personalized emails to customers based on their browsing and purchase history, showcasing relevant deals.
Implement a loyalty program that rewards repeat customers with exclusive discounts or perks.

Encourage customers to leave reviews and ratings for the deals they've purchased, building social proof and trust.
Use social media to share success stories, customer testimonials, and behind-the-scenes glimpses to humanize the brand.
Design user-friendly landing pages that highlight the featured deals and guide users toward acting.
Encourage visitors to create accounts or subscribe to newsletters to receive updates on the latest deals.




Implement clear calls-to-action (CTAs) that prompt users to explore deals, add items to their cart, or sign up for notifications.
Streamline the checkout process to make it easy for customers to complete their purchases.
Offer secure payment options and provide transparent information about shipping and returns.



Utilize retargeting strategies to remind users about their abandoned carts and encourage them to complete their transactions.





     REPEAT CUSTOMERS

CUSTOMERS
VISITORS
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MEASURE REPEAT SALES AND CUSTOMER SATISFACTION
MEASURE SALES AND CUSTOMER SATISFACTION
MEASURE LEADS
MEASURE IMPRESSIONS AND VISITORS
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 (www.theydo.com, 2023)
Wowcher's customer lifecycle unfolds through a series of distinct stages, commencing with the "Reach" phase where potential customers are introduced to the platform through diverse channels including digital advertising, social media, and word-of-mouth referrals. This initial phase is followed by the "Interest" stage, characterized by prospective customers exploring Wowcher's online presence to gain insights into its deals and offerings. Subsequently, customers transition into the "Act" stage wherein they evaluate Wowcher's deals vis-à-vis alternatives, relying on elements such as customer reviews, ratings, and perceived value (Hooley, et al., 2012). 
The "convert" phase marks a pivotal point as customers finalize their decisions, procuring chosen deals via secure payment gateways and streamlined checkout processes. Post-purchase, the "Engagement" phase ensues, as customers actively participate in deal redemption and service utilization. Satisfied patrons may further evolve into loyal customers, forming the "Engange" stage, characterized by recurrent transactions, exclusive offers, and enhanced engagement. With exceptional experiences, most individuals may progress to lapsed stage to a "Advocacy and repeat " phase, enthusiastically endorsing Wowcher through word-of-mouth, social media endorsements, new purchases and referrals (Grewal & Roggeveen, 2020).
Addressing customer inactivity, the "Reactivation" stage employs targeted campaigns and personalized incentives to reignite customer engagement. This cyclical lifecycle underscores Wowcher's commitment to guiding customers through seamless interactions, value-rich experiences, and tailored engagement strategies, thus cultivating enduring relationships and bolstering brand loyalty (Halvorsrud, et al., 2016).
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	Age 24

	Occupation: Postgraduate
                       Working part time 
Relationship status: In a relationship 
	Earnings: 20-35k

	Wowcher user: Yes 
How often: medium  
	Earned media: social media advocate and
Early adopter of Wowcher.


	Hobbies: Frequently goes out to restaurants and buy’s more than one ticket for events, looks for a fair discount on luxuries items and hotel suits for her and boyfriend.
	Customer lifecycle: lengthy
Social media presence: High





	[image: ] JACOB BUSH 
	Age 27

	Occupation: Graduate, Social media influencer, successful Gamer
             
Relationship status: In a relationship
	Earnings: 70k-125k

	Wowcher user: Yes 
How often: Low level- medium  
	Paid media: social media adverts and
late adopter of Wowcher.


	Hobbies: Gaming specialist, searches for the best discounted electronics to utilise, enjoys peculiar activities to do with his partner on a discount. 
	Customer lifecycle: lengthy
Social media presence: High



	[image: ] GABRIEL ALDAWAY AND BABY
	Age 32

	Occupation: Graduate, Mother, business owner 
	Earnings: 80k-140k

	Wowcher user: Yes 
How often: High level
	Owned media: website user and
 A consistent consumer of Wowcher.


	Hobbies:  reading books, joining child friendly events, purchasing discounted items for babies and friends with babies, spa days and vacation locations in the UK
	Customer lifecycle: lengthy
Social media presence: low 
Word of mouth:  High level
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	Age 29

	Occupation: Entrepreneur, Business owner
	Earnings: 80k-140k

	Wowcher user: Yes 
How often: High level
	Owned media: website user and
 A consistent consumer of Wowcher.


	Hobbies:  reading books, attending luxurious restaurants and locations on discount, enjoys spa days and electronics, enjoys organising team bonding experiences like paintballing 
	Customer lifecycle: lengthy
Social media presence: low 
Word of mouth:  High level




Understanding another person's emotional and psychological state is made possible via empathy. Therefore, it's what distinguishes us as humans. This in-depth method of researching market segmentation and demographic data has been adopted by successful businesses. According to studies, buyer personas have been extremely important in creating empathy between consumers and companies. A buyer persona is a fictionalised yet realistic depiction of your ideal client (DALESKA PEDRIQUEZ, 2021).
[bookmark: _Toc144165427][bookmark: _Toc144165714][bookmark: _Toc144208870][bookmark: _Toc144209134]5.Microenvironment analysis.
A digital marketing microenvironment analysis is a strategic tool for navigating competitive business landscapes, digital social communities, and advanced technologies. It examines immediate factors impacting a business's digital operations, aiding responses to challenges, community engagement, and technology utilisation for Wowcher (Noah, 2014).
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(Noah, 2014)
Suppliers 
· Local businesses from various industries
· National brands for exclusive offers
· Travel agencies for discounted travel deals
· Service providers like studios and fitness centres
Partnerships/alliances 
· Affiliates for referral commissions
· Influencers for deal promotion
· Payment processors for seamless transactions
· Mobile apps/platforms for enhanced user experience
· Local associations for business ties
· Charities/non-profits for socially conscious deals (vedantu.com, 2022)

Marketing intermediaries 
Summary of Wowcher's marketing intermediaries
· Affiliate Marketing Partners are the Organisations and websites who advertise Wowcher's offerings in exchange for fees.
· Online celebrities who promote and spread Wowcher's deals.
· Utilised for a wider audience reach via Google advertisements and social media advertisements are online advertising platforms.
· Email marketing services include newsletters and offer notifications sent to specific subscriber groups.
· Processing payments securely for deal purchases is the responsibility of payment processors.
· Using app shops to disseminate Wowcher's mobile application (Royal Goverment of Bhutan,National Enviroment Commision, 2011).
· Maintaining the operation of the online platform through website hosting and development.
· Wowcher offers are listed on coupon collection websites by coupon aggregators.
· Partnerships with online marketplaces: Working with e-commerce platforms to promote products.
· These middlemen assist Wowcher in successfully contacting clients, processing transactions, and advertising offers (Royal Goverment of Bhutan,National Enviroment Commision, 2011).
Competitors 
With 4.4M monthly visits, groupon.co.uk will be wowcher.co.uk main rival in July 2023, according to Similar web statistics. Livingsocial.co.uk, which had 887.1K visitors in July 2023, is the second-most comparable website to wowcher.co.uk, and gogroopie.com, with 655.8K, rounds out the top 3 (similarweb.com, 2023).
The fourth- and fifth-most comparable websites to wowcher.co.uk are vouchercodes.co.uk and dealzippy.co.uk, respectively. In July 2023, dealzippy.co.uk and vouchercodes.co.uk, respectively, got 4.8M visits (similarweb.com, 2023).
Publics
· groups or entities that have a direct or indirect influence on Wowcher's operations and success.
· Customers- The primary public, customers engage with Wowcher's deals and influence its revenue generation.
· Suppliers- Suppliers providing products and services for Wowcher's deals impact the quality and variety of offerings.
· Investors- Shareholders and investors have an interest in Wowcher's financial performance and growth prospects.
· Media- Media outlets cover Wowcher's activities, influencing its brand reputation and public perception.
· Competitors- Rival companies shape the competitive landscape and influence Wowcher's positioning and strategies.
· Regulatory Bodies- Compliance with regulatory standards and consumer protection laws is essential for Wowcher's operations.
· Industry Influencers- Influential figures in the deals and e-commerce industry can impact consumer perceptions of Wowcher.
· Alliances - Collaborative partners such as affiliates, influencers, and local businesses play a role in Wowcher's success (vedantu.com, 2022).

Customers 
· Demographics- Analysing age, gender, income, and location of customers.
· Behaviour and Preferences- Understanding how customers search, what they prefer, and how often they buy.
· Buying Patterns- Noting peak purchase times and seasonal trends.
· Engagement Level- Measuring interaction and social media engagement.
· Feedback and Reviews- Utilizing customer feedback for improvement.
· Satisfaction and Loyalty- Tracking satisfaction and loyalty rates.
· Digital Interaction- Observing device and platform preferences.
· Value Perception- Assessing how customers view the value of deals.
This analysis helps Wowcher tailor its strategies for customer satisfaction and loyalty and evaluating Wowchers current market position (Hooley, et al., 2012).
[bookmark: _Toc144165428][bookmark: _Toc144165715][bookmark: _Toc144208871][bookmark: _Toc144209135] SMART Wowcher goals.
Smart goals are specific, measurable, achievable, relevant, and time-bound objectives that guide a company's efforts.
Increase Customer Engagement.
· Specific: Increase customer engagement on Wowcher's platform.
· Measurable: Achieve a 20% increase in daily active users.
· Achievable: Implement improved user interface and targeted notifications.
· Relevant: Enhance user experience and drive more deal interactions.
· Time-bound: Achieve this goal within the next quarter.
Expand Email Subscriber List.
· Specific: Grow Wowcher's email subscriber list.
· Measurable: Add 50,000 new subscribers within six months.
· Achievable: Run targeted email campaigns and incentivize sign-ups.
· Relevant: Strengthen Wowcher's customer communication channels.
· Time-bound: Achieve the subscriber increase by the end of the fiscal year.
Enhance Deal Recovery Rate.
· Specific: Improve the rate at which purchased deals are redeemed.
· Measurable: Achieve a 15% increase in deal redemptions.
· Achievable: Implement user-friendly redemption processes and reminders.
· Relevant: Boost customer satisfaction and encourage repeat purchases.
· Time-bound: Achieve the increase within the next two quarters.
Increase Mobile App Downloads.
· Specific: Drive more downloads of the Wowcher mobile app.
· Measurable: Achieve 100,000 new app installations within a year.
· Achievable: Promote the app through targeted ads and partnerships.
· Relevant: Enhance user convenience and accessibility to deals.
· Time-bound: Attain the download target by the end of the fiscal year.
Boost Social Media Engagement.
· Specific: Increase engagement across Wowcher's social media platforms.
· Measurable: Achieve a 25% rise in average likes, shares, and comments.
· Achievable: Implement interactive content and respond promptly.
· Relevant: Strengthen brand presence and interaction with customers.
· Time-bound: Reach the engagement target within the next six months.
Improve Customer Satisfaction Ratings.
· Specific: Enhance overall customer satisfaction with Wowcher.
· Measurable: Achieve a 90% or higher satisfaction rating based on customer surveys.
· Achievable: Address common pain points, improve support, and monitor feedback.
· Relevant: Build trust, encourage loyalty, and attract new customers.
· Time-bound: Achieve the target satisfaction rating within the next year.
[bookmark: _Toc144165430][bookmark: _Toc144165717][bookmark: _Toc144208872][bookmark: _Toc144209136]Part 2: Developing a Digital Marketing strategy.
Developing a digital marketing strategy for Wowcher will consist of various strategic approaches. 
Romeo Makiadi, 2023

[bookmark: _Toc144165431][bookmark: _Toc144165718][bookmark: _Toc144208873][bookmark: _Toc144209137]2.1 Situation analysis-      
According to Wowcher's scenario analysis, it has a significant presence in the UK's deals and discounts sector, distinguished by a well-known brand and a broad selection of products. Wowcher maintains a big client base and enters into collaborations with other companies to increase the range of deals it offers, despite competition from numerous bargain stores and internet platforms. the expansion of digital communication methods.
[bookmark: _Toc144165432][bookmark: _Toc144165719][bookmark: _Toc144208874][bookmark: _Toc144209138]2.2 Market Analysis-.
This study examines whether the growth of the UK's £32.5bn discount retail market by 2022 is attributed to the COVID-19 pandemic and the entry of German food chains into the UK, potentially challenging local competitors. The dominance of Aldi and Lidl, known for no-frills shopping, has significantly impacted major grocers like Tesco, Asda, Sainsbury’s, and Morrisons. Additionally, non-grocery discount retailers like B&M and Poundland have expanded, contributing to a projected 25% growth in discounters' market share by 2024. This shift reflects changing consumer perceptions and preferences towards discount merchants. Additionally highlighting, the growth in the market share. Although they are not digital businesses they still consist with digital aspects (Nazir, 2021).
Another study that shows statics of growth of earning with the UK economy is the chart below [image: ]is

This graph will assist wowcher on which type of alliances to partner up with considering the market environment (Clark, 2023). 
· UK wages grew by about 7.8% in June 2023.
· Adjusted for inflation, real wage growth was 0.1%.
· Including bonuses, nominal wage growth was 8.2%, real growth 0.5%.
· COVID-19 caused a wage drop in early 2020; pandemic skewed 2021 rates.
· Real wage growth declined from 4.6% to -3% (June 2021 to July 2022).
· High inflation offsets wage growth, leading to negative real growth.
· UK inflation peaked at 11.1% in Oct 2022; predicted to average 6.1% in 2023.
· Average annual earnings in 2022: £33,000; higher in London at £41,866.
· Gender Pay gap for median gross hourly earnings: 14.9% (all), 8.3% (full-time), -2.8% (part-time).
· Progress in reducing gender pay gap since 1997, but closure still distant (Clark, 2023).
[bookmark: _Toc144165433][bookmark: _Toc144165720][bookmark: _Toc144208875][bookmark: _Toc144209139]2.3 Competitor Analysis TOWS-
The TOWS Matrix is a strategic planning tool that helps analyse the strengths, weaknesses, opportunities, and threats of a company in relation to its external environment. Here's a competitor analysis of Groupon using the TOWS Matrix.
[image: A diagram of a swot matrix
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(Hughes, 2020)
Strengths (Internal)
· Strong Brand Recognition that Groupon possess is a well-known brand in the online deal and discount industry (Hooley, et al., 2012).
· Groupon has a significant user base that it can leverage for new offers.
· Groupon’s global presence allows Groupon operates in multiple countries, giving it a wide market reach.
· Groupon's digital platform provides an efficient way to reach and engage customers, utilising its technology (Groupon , 2023).
Weaknesses (Internal)
· Groupon heavily relies on offering discounts, which may impact profitability.
· The customer perception of Some customers view Groupon deals as low-quality or non-exclusive.
· Facing competition from local deal sites and other major players in the market has caused turbulence and price wars.
· Groupon's offerings primarily focus on deals and experiences providing a limited product diversification (Hooley, et al., 2012).
Opportunities (External):
· Collaborating with diverse businesses can expand Groupon's offerings providing Partnership Diversification
· Capitalizing on the growth of mobile app usage for deal purchases can aid their objective’s.
· Offering more personalized deals based on user preferences and online behaviour.
· Integrating e-commerce features to make deal exchange seamless (Groupon , 2023).
Threats (External):
· Facing strong competition from local deal sites and emerging players like wowcher.
· Economic downturns could lead consumers to reduce discretionary spending.
· Regulations regarding discounts, coupons, and data privacy may impact operations.
· Unpredictable Shifts in consumer behaviour, like increased focus on sustainability, may affect Groupon's offerings (Groupon , 2023).
TOWS Strategies (Matching Strengths & Opportunities, Converting Weaknesses & Threats):
(Tucci, 2022)forge strategic partnerships, expanding the range of deals.
WO Strategy (Weaknesses-Opportunities): Improve customer perception by offering more exclusive deals and focusing on quality.
ST Strategy (Strengths-Threats): Use strong brand recognition to differentiate from emerging competitors and address economic challenges.
WT Strategy (Weaknesses-Threats): Diversify into related areas like travel or wellness, reducing dependence on discounts and expanding customer base.
Customer Analysis: Find attached to subheading 4.4 buyer personas of wowcher.
Internal Analysis: Find attached in subheading 5. Microenvironment analysis.

[bookmark: _Toc144165434][bookmark: _Toc144165721][bookmark: _Toc144208876][bookmark: _Toc144209140]2.4 SWOT Analysis Wowcher 
	Strengths 

Recognized brand.
Large customer base
Diverse deal offerings
Strong partnerships

	Opportunity 

Technology integration (AI)
International expansion
Adapting to customer changes
Exclusive partnerships

	Weaknesses 

Market competition
	Threats 

Intense market competition
Economic fluctuations
Regulatory changes
Negative reviews and perception







This SWOT analysis highlights Wowcher's strengths to leverage, weaknesses to address, opportunities to explore, and threats to mitigate in its deals and discounts business (MindTools, 2022).

[bookmark: _Toc144165435][bookmark: _Toc144165722][bookmark: _Toc144208877][bookmark: _Toc144209141]2.5 Objective-
According to (Tucci, 2022) the importance of strategic management aligns company objectives. 
· Increase Brand Awareness 
· Boost Customer Engagement by Increasing user engagement on the website by 20% through interactive features and content.
· Achieve a 15% increase in the conversion rate of website visitors to paying customers within six months.
[bookmark: _Toc144165436][bookmark: _Toc144165723][bookmark: _Toc144208878][bookmark: _Toc144209142]Strategy- 
· Positioning Strategy- Position Wowcher as the premier destination for diverse and exclusive deals, differentiating from competitors by offering unique and valuable discounts (Chernev, 2012).
· Segmentation Strategy- Target different customer segments (e.g., millennials, families, tech-savvy users) with tailored deals and messaging (chernev, 2012).
· Content Strategy- Develop high-quality content that educates, entertains, and informs users about deals, benefits, and savings opportunities.
· Engagement Strategy- Foster engagement through interactive features like user-generated reviews, ratings, and gamification (Roberts & Alpert , 2010).
· Partnership Strategy- Collaborate with local businesses and influencers to expand the range of deals and enhance brand credibility (Trott, 2012).
[bookmark: _Toc144165437][bookmark: _Toc144165724][bookmark: _Toc144208879][bookmark: _Toc144209143]Tactics- 

	Search Engine Optimization- (SEO)- Optimize website content with relevant keywords to improve organic search rankings (Roberts & Alpert , 2010)

	Social Media Advertising- Targeted Facebook and Instagram ads to increase brand visibility and engagement among different customer segments

	Email Campaigns- Send personalized email campaigns with curated deals to segment subscriber lists.


	Content Creation- Produce informative blog posts, videos, and infographics highlighting the value and benefits of Wowcher's deals.


	Influencer Partnerships- Collaborate with local influencers to review and promote Wowcher's top deals to their followers (Roberts & Alpert , 2010).


	User Reviews and Ratings- Encourage users to leave reviews and ratings, building trust and social proof.




.
.
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Detailed actions that need to be executed to implement the tactics effectively.
	Keyword Research- Conduct thorough keyword research to identify relevant search terms for SEO optimization.

	Segmentation- Divide the email subscriber list into segments based on demographics and preferences (chernev, 2012)


	Content Creation- Develop a content calendar with topics, formats, and publishing schedule and display ads.

	Review Management- Implement a system to monitor and respond to user reviews and ratings.

	Influencer Outreach- Identify and reach out to local influencers for collaboration (Trott, 2012)


.

.


[bookmark: _Toc144165439][bookmark: _Toc144165726][bookmark: _Toc144208881][bookmark: _Toc144209145]Control-
A system to monitor, measure, and evaluate the success of the digital marketing efforts.
	Key Performance Indicators (KPIs): Track KPIs such as website traffic, engagement rate, conversion rate, and return on investment (ROI).

	Analytics Tools: Utilize Google Analytics, social media insights, and email campaign reports to gather data

	Regular Reporting: Provide monthly reports that analyse the performance of each tactic against set objectives

	A/B Testing: Continuously test different ad creatives, headlines, and email subject lines to optimize results.

	Budget Allocation: Monitor budget allocation across tactics to ensure they align with their respective objectives (Chernev, 2012).



By following this structured approach, Wowcher can develop a well-rounded digital marketing strategy that's based on thorough analysis, clear objectives, effective strategies, targeted tactics, detailed actions, and a robust control mechanism to measure success and make informed adjustments (Chernev, 2012).

[bookmark: _Toc143952214][bookmark: _Toc144058181][bookmark: _Toc144165440][bookmark: _Toc144165727][bookmark: _Toc144208882][bookmark: _Toc144209146]Specific methods and tools in digital communication use for Wowcher.  
The proposed digital communication strategy for Wowcher encompasses various methods and tools to enhance its online presence and engage customers effectively. Leveraging search engine optimization (SEO) and pay- per-click (PPC), Wowcher aims to optimize its website and content for improved search visibility, while email marketing is employed to deliver personalized offers and exclusive deals to subscribers. Social media marketing involves engaging users on platforms with visually appealing content and user-generated posts.
The strategy also emphasizes content marketing through informative articles on deal savings and practical tips. Personalization tools and marketing automation facilitate tailored recommendations and timely interactions, enhancing user engagement and loyalty. Transparent data practices are ensured through consent management platforms (CMPs), offering users control over their data and privacy settings. By integrating these approaches, Wowcher strives to provide relevant content, personalized deals, and transparent user experiences that foster customer engagement and satisfaction.
[bookmark: _Toc143952215][bookmark: _Toc144058182][bookmark: _Toc144165441][bookmark: _Toc144165728][bookmark: _Toc144208883][bookmark: _Toc144209147] Essential metrics and KPIs used by Wowcher.
Customer Engagement Metrics
· Deal Views: Number of times deals are viewed on the platform.
· Click-Through Rate (CTR): Percentage of users who click on a deal after viewing.
· Engagement Rate: Ratio of engaged users (e.g., likes, shares) to total viewers.
· Time Spent on Site/App: Average time users spend browsing deals.
· App Downloads: Number of times the mobile app is downloaded (TWIN, 2023).
Sales and Conversion Metrics
· Conversion Rate- Percentage of users who make a purchase after viewing a deal.
· Redemption Rate- Percentage of purchased deals that are redeemed.
· Average Order Value- (AOV) Average spending per transaction.
· Repeat Purchase Rate- Percentage of customers who make multiple purchases.
· Customer Lifetime Value (CLTV)- Predicted value of a customer's total spending over time.
Operational and Quality Metrics
· Deal Quality Rating: Average customer ratings and reviews for deal satisfaction.
· Customer Support Response Time: Time taken to respond to customer inquiries.
· Return Rate: Percentage of deals refunded due to customer dissatisfaction.
Marketing and Promotion Metrics
· Marketing Cost per Acquisition (CPA): Cost to acquire a new customer through marketing efforts.
· Customer Acquisition Cost (CAC): Total costs to acquire new customers.
· Return on Investment (ROI): Measurement of the profitability of marketing campaigns.
· Social Media Engagement: Likes, shares, comments, and followers on social media platforms.
· Email Click Rate: Percentage of email recipients who click on the deals (TWIN, 2023).
User Satisfaction and Loyalty Metrics
· Net Promoter Score (NPS): Measure of customer loyalty and likelihood to recommend.
· Customer Satisfaction Score (CSAT): Rating of overall customer satisfaction.
· Customer Feedback: Analysing customer feedback, reviews, and suggestions (Lynch, 2012).
Financial Metrics
· Revenue: Total income generated from deal sales.
· Gross Profit Margin: Percentage of revenue remaining after accounting for costs.
· Operating Expenses: Costs associated with running the business.
· Profit and Loss: Overall financial performance indicating net profit or loss.
· These metrics and KPIs provide insights into different aspects of Wowcher's performance, helping the company monitor its effectiveness, make informed decisions, and continuously enhance its deals and discounts business (Grow.com, 2023).
[bookmark: _Toc143952216][bookmark: _Toc144058183][bookmark: _Toc144165442][bookmark: _Toc144165729][bookmark: _Toc144208884][bookmark: _Toc144209148]Projected financial aspects of the strategy. 
The projected financial outcomes of Wowcher's tailored digital marketing strategy are promising. Anticipate a revenue surge of 15-20% driven by strategic promotions and heightened customer engagement. A focused approach to refining advertising campaigns could lead to a substantial 10-15% reduction in customer acquisition costs.
Targeting a favourable average ROI of 3:1, with the potential to surpass, indicates a well-balanced investment strategy. Furthermore, expect cost savings of up to 10% in ad spend and an 8% reduction in acquisition expenses. Email campaigns enriched by personalization are likely to contribute a noteworthy 25% to overall revenue. 
The implementation of personalized recommendations could yield a 10-12% surge in overall revenue. Marketing automation's efficiency gains are projected to translate into a 15% time-saving advantage. Bolstered by a 20% increase in customer lifetime value, sustained revenue from loyal patrons is projected. While an initial investment is required, its recovery within the first year ensures a positive trajectory. Vigilant monitoring will refine and validate these projections, shaping a successful financial trajectory for Wowcher's digital marketing strategy (Oxford Econmics PWC, 2023).
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In conclusion, the analysis of Wowcher's digital marketing strategy highlights a comprehensive approach aimed at effectively engaging its customer base while maintaining ethical considerations and adhering to evolving digital landscape norms. By leveraging a mix of digital communication instruments, including SEO/SEM, display ads, email, and social media, Wowcher has effectively established its brand presence and reached its target audience. Incorporating content, consent, and email marketing approaches, Wowcher has demonstrated a commitment to delivering personalized, valuable, and transparent interactions with its customers.
The application of data-driven metrics and KPIs to track engagement, sales, customer satisfaction, and financial performance underscores the organization's dedication to informed decision-making and continuous improvement. Moreover, the recognition of market microenvironment factors, customer behaviour, and competitive landscape has enabled Wowcher to tailor its strategies, optimize its operations, and enhance user experiences. By embracing the dynamic digital ecosystem and aligning its marketing initiatives with customer preferences, Wowcher remains poised to further strengthen its position in the competitive deals and discounts market. This report underscores the significance of a well-rounded digital marketing strategy that harmonizes technological innovation, ethical considerations, and customer-centricity, positioning Wowcher for sustained growth and success in the digital era.
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