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Abstract 
The chapter introduction has provided an overview of the entire research topic. The aims, objectives, and question of the research has been shared in this chapter. A background of the electronic market in the UK has been also provided along with a structure of the dissertation. 
The second chapter is the literature review where the proper understanding and explanation of the research topic has been mentioned. The competition in the electronic market in the UK and the position of Panasonic in the electronic market of the UK are mentioned in the second chapter of the research.
The third chapter is methodology in which the techniques and tools used for the research have been detailed. This chapter is of great importance for the audiences as it can help in verifying the contents of the research and check the authenticity of the research findings.
The fourth chapter is findings and analysis in which it has been found that product-related accidents and transformative barriers are some of the challenges. Further, Panasonic has integrated Gemba process through its business operations enhancing its business model. It has been suggested that more investment in R&D sector and effective utilisation of cost leadership can increase efficiency of the company while subsuming growth within the company.
The fifth chapter has discussed the findings while subsuming the answers seeks through the research questions. It has been discussed that those challenges can be an issue in business propagation of the company. Further, the marketing strategy and strategies for expanding the company’s business have been discussed while effectively discussing the R&D, cost leadership and CRM approach for reducing the challenges. 
The last chapter has summarised the research findings while inducing recommendation developed from the study to make Panasonic’s business process sustainable in the UK Electronics market. In addition, limitations and scope for further studies have been outlined in this chapter.
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Chapter 1: Introduction 
[bookmark: _Toc147169195]1.1 Chapter Introduction 

The present chapter holds a major significance as it will brief about the research topic. In this regard, a brief background of the study will be provided. Further, the aims and objectives of the study will also be reflected. This chapter will also represent different research questions that will be addressed throughout the study. In addition, the rationale of the research work will also be provided which will help in understanding the significance of conducting the present study. Lastly, the structure of the dissertation will be provided which will provide information about all the chapters that will be included in the present research work.
[bookmark: _Toc147169196]1.2 Background of the Study

As observed by Statista (2023) the electronics market in the United Kingdom generated a revenue of over US$32.94 billion as of 2023 and the market is further expected to grow exponentially by around 0.39% by the end of 2028. However, with a number of renowned electronics brands in the UK, Panasonic has faced major challenges in the UK electronics market. This is because there has been intense competition in the UK electronic market as a number of other electronic brands such as LG and Samsung electronics have been quite intimidating to other brands. In this regard, it can be stated that intense competition is one of the vital reasons for the challenges faced by Panasonic in the United Kingdom. Therefore, a study published by BBC (2018) stated that Panasonic is going to move its European headquarters from the UK to Amsterdam due to the tax issues linked with the decision of the UK to leave the EU. This is because if Panasonic pays less tax in the United Kingdom, then it might be liable for much bigger taxes in the future, which might be a huge concern for the electronic brand.  Consequently, from a study published by The Independent (2018) It was also evident that Panasonic moved out of the UK headquarters due to Brexit, because, the CEO of Panasonic Europe, asserted that the company, Panasonic can treat the United Kingdom as a tax haven in case it lowers down the corporation tax after Brexit, which would lead to significant barriers in terms of flow of goods to the customers in the UK. 

On the other hand, Panasonic has also employed a market strategy for operating in the UK electronic market. As provided by Islami, Mustafa and Topuzovska Latkoviki (2020), a number of electronic brands, such as Panasonic have utilised a product differentiation strategy that claims that it utilises different products for positioning themselves in the electronic market. In this regard, it can be stated that this brand positioning strategy that has been employed by the brand helps it in positioning itself well to stand out from others in the competitive electronics market in the UK. One of the articles also stated that Panasonic has moved towards rejiging It’s a strategy in order to target the mass market in the United Kingdom like its competitors, Samsung and LG. Lastly, it can be suggested that all these challenges have restricted Panasonic to move forward in the highly competitive electronics market in the United Kingdom. Therefore, it is essential for the brand to come up with newer marketing strategies in order to expand themselves while reaching profits. That word not only positions them strongly on the competitive landscape of the electronics market in the United Kingdom, but also helps them survive in the longer run. 
[bookmark: _Toc147169197]1.3 Aims & Objectives 

The present study aims to investigate the different challenges faced by Panasonic in the electronic market in the United Kingdom.

Further, the most vital objectives associated with the present study are; 

· To identify the different challenges faced by Panasonic in the UK electronics market
· To examine the market strategy is employed by Panasonic for maintaining its market position
· To evaluate the strategies employed by Panasonic in the UK electronics market
· To provide recommendations for Panasonic to help them thrive in the competitive landscape of the UK electronics market
[bookmark: _Toc147169198]1.4 Research Questions 

The most vital research questions are: 

· What are the challenges faced by Panasonic in the UK electronics market?
· What are the market strategies employed by Panasonic in order to maintain its market position?
· How effective are the strategies employed by Panasonic?
· What are the best practices for Panasonic to help them thrive through the competitive landscape of the UK electronics market?
[bookmark: _Toc147169199]1.5 Research Rationale 

With the UK electronics market being highly competitive, it can be challenging for the electronic brands to survive in the marketplace. In this regard, a study conducted by Eid, Abdelmoety and Agag (2020) only provided a brief insight on the electronics market in the United Kingdom, but did not majorly focus on the different issues faced by Panasonic in terms of competition in the United Kingdom. Therefore, the present study will focus on providing information on the challenges faced by Panasonic in the UK electronic market along with the market strategy employed by the brand for maintaining its market position. This will further help the readers to understand what areas have been covered and what more can be studied in the future in order to obtain more vital information related to the challenges faced by Panasonic in the UK electronics market. 
[bookmark: _Toc147169200]1.6 Structure of Dissertation 

The structure of the dissertation will inform about all the important chapters that will be covered in the present study. The different chapters that would be involved are: 

Introduction 

This is the first and the foremost chapter of the present dissertation which holds a major significance as a brief understanding about the research context. The aims and objectivists of the research work along with the different research questions that will be addressed throughout the study will be presented in the present research work. Moreover, the rationale of the study will also be provided in this particular chapter.

Literature Review 

This is the second chapter which will provide a thorough understanding about the research phenomenon. Different literary themes will be created, which will provide an understanding on the different aspects related to the research work. An empirical review will also be provided which will provide information on the different viewpoints of the previous researchers. This chapter will also include a conceptual framework which will be a visual representation of the different variables related to the study. This chapter will be important as it would reflect upon the different observations and viewpoints of the researchers regarding the study topic and understanding what areas have been covered in the present work.

Methodology 

The third chapter is the methodology which will provide an insight on the data collection method that will be followed by the researcher to obtain the most relevant information. The research, philosophy, approach, method, data, collection, data analysis and the ethical considerations that will be considered by the researcher will be provided in this particular chapter. This chapter will be important as it will inform the future researchers as to what data collection methods were undertaken for obtaining the information that has been presented in the current study. This will help the future researchers to understand if the same data collection method can be used or the data collection method needs to be changed for generating better information related to the study topic.

Findings & Discussion 

This is the fourth chapter and is very important because it will highlight all the findings that have been acquired by the researcher via the data collection method that was followed. These findings will reflect upon the observations of those researchers as well as the current researcher with respect to the study context, while understanding what more can be added. The researcher will further discuss all the findings that have been obtained while linking them with the literature review section so as to understand the viewpoint of the previous research in a much better manner.

Conclusion

This is the last chapter of the dissertation and is equally important because it will provide a summary of all the findings. Further, the different limitations with respect to the present study will also be provided in the current chapter, along with the different recommendations that can be utilised for mitigating the limitations. Lastly, all the research objectives will be linked so as to ascertain whether they have been fulfilled in the current study or not. 
[bookmark: _Toc147169201]1.7 Chapter Conclusion 

In summation, the present chapter provided information on all the vital aspects of the study topic by providing a brief background of the study area. Further, the aims and objectives related to the study topic were also provided in this chapter along with the different research questions that are required to be addressed in the following research work. Moreover, the rationale that was provided informed about the significance of the present study and what important areas would be covered. Lastly, the structure of the dissertation provided which reflected upon the different chapters that will be included in the present study.


[bookmark: _Toc147169202]Chapter 2: Literature Review
[bookmark: _Toc147169203]2.1 Chapter Introduction
In this chapter, a review of various literary pieces has been conducted to help in understanding the research topic in a more detailed form. This chapter facilitates navigating the competitive electronics market in the UK using previously published articles by different authors who have conducted a study on a similar area.  Different articles have been selected based on the subheadings that have been developed for conducting a literature review. The market position and challenges faced by Panasonic while operating in the UK's electronics market have been analysed. The gaps that exist in the previous literature associated with the given topic have also been identified.
[bookmark: _Toc147169204]2.2 Different models of competition present in a market
As per the statement of Samadovich (2021), there are four models of competition in economics which are monopolistic competition, perfect competition, monopoly, and oligopoly. The features of each model make the markets different from each other. The situation in the market is dependent on the factors that affect the level of competition in each model. The categories that have been divided by economists are based on various characteristics such as the number of producers, number of buyers, price makers or price takers.
According to the statement of Gonzalez‐Romero et al. (2020), in a perfectly competitive model, price and production levels are the same in the entire market. In a perfect competitive market, all the businesses operating in a market offer identical products and the share of the company does not affect the price. In such a market, the companies can enter and exit the market at any time. The companies do not decide the prices of the products as prices are determined by the market forces themselves. The buyers in this market have full knowledge of the market.
As per the opinion of Bertoletti and Etro (2022), the concept of monopolistic competition has been derived from the corresponding situation when there is high competition among many businesses that have a negligible share in the market. The products that are offered by the companies in this type of market are similar but not perfect substitutes for each other. There is a low or negligible barrier of entry in the market and the decisions taken by a single firm do not have a direct impact on the competitors.
In the opinion of Durand and Milberg (2020), the monopoly market is based on the concept of concentration of power due to skills and resources. A monopoly is a market in which there is only a single seller or producer who has a dominant position in the market. The prices of the products or services offered by the company are decided by the producer. The consumers do not have any other options in the market and thus, have to agree to the price offered by the company that has an influential market share.
A market structure in which there are few producers or sellers who together have an influential market share. There are various barriers to entry and exit and the firms are interdependent which means any action of a firm affects the actions of other firms directly. As per the statement of Dzhabarova et al. (2020), in an oligopoly market, profit maximisation is the key goal of the firms. The key feature of this market is product differentiation and price setter.
Thus, the four models of competition have been discussed above. Panasonic falls in the electronic industry which is highly competitive. Hence, the company has to face many challenges associated with a high level of competition which is discussed in the succeeding sections.
[bookmark: _Toc147169205]2.3 Concept of competitive market
According to the statement of Juchniewicz and Łada (2022), the concept of a competitive environment can be stated as the set of economic, organisational, political, and legal conditions that provide equal opportunities and challenges to all the participants in the market. Competitiveness can be considered as an economic incentive for firms to capture influential market share and increase sales in a constant motion. Competition in a market can help improve the social quality of life and support innovation. A competitive market is active and responds to the needs and requirements of the consumers in the market for various services and products. The competition in the market helps in attracting consumers towards a product offered by the businesses that can help in the creation of a worth of the business. In a competitive market, businesses can effectively evaluate the quality of the products, pricing structure, cost of production, etc. The concept of a competitive market is based on a perfect competition model that exists in the market to benefit the producers and consumers equally. In a competitive market, neither one consumer nor one seller can rule or control the market. In this type of market, there are many producers and buyers. The sellers or producers in the market compete extensively with each other to provide the best quality of goods at low prices. The demands and needs of the consumers are studied by the producers and products or services are derived based on such demands. The prices in this market are dependent on the market forces of demand and supply and the producers do not have control over the prices of the products. In this type of market, the consumers have full knowledge of the products and market conditions for which the firms do not have much scope to take undue advantage.
Panasonic is a brand that produces electronic products for consumers and currently operates in the highly competitive market of the UK. To achieve success, the business needs to analyse the needs and demands of the consumers in the UK and manufacture electrical products that can satisfy the identified needs. According to the statement of Romero and Sanchez (2019), in an environment of a competitive market, companies should adapt themselves faster and develop designs that are unique in the market to achieve success and maintain sustained competitiveness. The companies in the electronic market of the UK face huge competition as many small as well as big companies operate in this sector. Thus, the level of competition is high and there is a low opportunity to create product differentiation. Hence, Panasonic should focus on improving the designs of the products offered by them to attract consumers towards the products. The features of a competitive market need to be understood effectively to plan the functions of the business in such a way that can support the company to stay competitive in a competitive market.  
[bookmark: _Toc147169206]2.4 Electronics market in the UK
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Figure 1: Revenue from the Electronics Market in the UK
(Source: Statista, 2023)
The consumer electronics market in the UK is highly competitive as well as having a huge demand. The revenue from the Consumer Electronics market is expected to reach US$22.02 billion in 2023 (Statista, 2023). The CAGR of the electronics market in the UK is expected at 3.74% which will result in the volume of the market at US$25.50 billion by 2027 (Statista, 2023). There is also a chance of a high increase in user penetration into the market of electronics in the UK. The consumer electronics market across the world is highly competitive in nature and the UK's electronic market is not an exception. The electronics industry is extremely competitive in which new companies enter the market and compete with big giants such as Sony and Apple (Statista, 2023). During the pandemic, the demand for electronics home appliances and equipment has increased to a great extent in the UK. The price of electronics products increased due to disruptions in supply chains during the pandemic which led to a downfall in the demand. With the increase in technological advancements, the demand for new gadgets and devices in the UK as well as across the world is increasing and thus the demand for such goods is expected to rise in the future. Panasonic is a trusted company that is popular among consumers, but the increasing number of new companies in the market is creating a threat for the company as such companies offer high features at low prices. 
As per the statement of Janiesch et al. (2021), the UK’s electronics market has various touch points such as applications, social media platforms, and websites for different stakeholders. As because there are many touchpoints that are accessed by the consumers, it can be recommended that Panasonic should focus on identifying the most effective strategies and touchpoints that can help in sustaining competition and develop competitive advantage while operating the business in the electronics market in the UK.
As per the statement of Ghulam and Abushammala (2023), the demand for consumers in the electronics market has increased due to internet technology. In the UK, the demand for electronics has increased tremendously with the creation of a work-from-home situation due to the pandemic. The latest trend in the electronic market of the UK is a transition towards a greener electronics industry that uses low raw materials and the products manufactured by electronic companies can operate using sustainable energy sources and require less consumption of power. To improve the level of competitiveness by Panasonic, innovations in products that can support a greener electronic industry can be a great idea. Thus, the high competition in the UK's electronic market makes it necessary for companies like Panasonic to research and develop innovative products that can create a competitive advantage for the business and help in mitigating the challenges that arise due to high competition in the market.
2.5 Competition Present within the Electronics Market of the UK 
There is an extreme competition level in the electronic market in the United Kingdom as a brand like Samsung, Sony, Apple, and Panasonic is present in the market. Each of the brands that have been mentioned provides competition to each other in the market daily due to the high demand for the products and services of such brands. In the year 2023, the electronic market of the UK is around US$228.3bn, and in the upcoming five years till 2028, the market is expected to grow around 0.39% CAGR. In the past year, 2022, the electronic market size of the UK was around £716.8m, which shows that there is a high level of competition that exists in the consumer electronic market of the UK (Fahlman et al.  2019). The consumer demand in the UK for electronic products is very high, and one of the main reasons for such high competition in the market. Brands like Apple, Samsung, and Panasonic are competing against each other on a daily basis to become the well-known and leading electronic brands in the UK. In the upcoming year, the competition that is present in the market in the current time will increase rapidly due to the continuous growth in the electronic market.
The market analysis shows that the electronic companies that will make innovations in the products are expected to become the leading brands in the UK's electronics field. The electronic products of the UK include the smart devices that are used in daily life, home entertainment products, and IoT technology. It has been seen that with the passage of time, such types of electronic products that have been mentioned in the previous line are likely going to become the main reason to make the UK one of the best electronic markets or hubs on the global level. The competition in the UK's electronic market is also providing benefits to various electronics companies to improve their performance strategy, product innovation, and adopting new strategies for marketing the products (Skeete et al.  2020). Adapting innovation to the products and services along with new marketing strategies by brands like Panasonic, Samsung, or Apple will help in terms of becoming the leading electronic giants in the market. 
The era of modernization is solely responsible for the growth of electronic products in the market. The increase in demand for the technology and electronic products that makes human life easier is one of the main reasons for the growth of the electronic market. The resources that are used by people in daily life are slowly getting updated with technology and electronic products, which is making human life easier than before. In the present time, the smart home system and automation allow people to use gestures to activate the light, fan, or television, which creates ease in the life of humans. Due to such changes in the requirements of daily life, the electronic market around the world, especially in the UK, is having very high competition on a regular basis. 
2.6 Factors deriving competition in the Electronics market of the UK 
There are several factors that are responsible for deriving the competition in the electronic market of the UK, among which some of them are discussed. 
Growing the demand for entertainment-related products- One of the important factors that is deriving the UK electronics market is the growth that can be seen in the demand for the products that are required in entertainment. The demand for television, as well as home theatres, are also demanding products from consumers who are part of daily life and are also treated as a necessity in human life. In modern times, the need for gaming and consoles is also one of the demands for entertainment-related products that can be seen worldwide. Gaming has become an important element of entertainment for people belonging to different age groups. Such types of factors are responsible for the growth of the demands related to the products that are required for entertainment (Abd Al Rahman and Mousavi, 2020). Henceforth, the demand for entertainment in the life of the people is increasing, based on which the electronic companies of the UK are also increasing the creativity and innovation within the firm to grasp the market.
Increase in adopting the IoT technology- The increase in the demand for IoT devices is also deriving the competition in the market of the UK. The IoT devices include sensors, home security, motion detection, and activity trackers that have also become necessary in the lives of humans worldwide, including in the UK. The modern era has changed the perception of humans on the basis of technology, where people has become dependent on technology for their daily task. In the present time, IoT technology has become an essential part of human life that plays an important role in tracking, monitoring, and detecting threats. These types of demands and needs of the consumers in the UK have become one of the factors for deriving the competition in the electronics market of the UK. 
Consumer Need for Smart Devices- Smart devices include smartphones, tablets, smart televisions, smart doorbells, smartwatches, and many other products that fulfil the purpose of the daily life of consumers. In the United Kingdom, technology has become a major trend for which the consumer is very much fond of the smart devices that have been mentioned. The demands of the consumer based on the needs of smart devices are one of the deriving factors that increase the competition level in the UK market (Cabral et al.  2021). For instance, companies like Sony, Panasonic, and Samsung are known for smart home products that also include smart TVs that are being used by people. Understanding the demand and needs of the customers has provided a huge advantage for such types of brands in the UK, which increases the competition in the market. Therefore, the level of competition that can be seen in the electronic consumer market in the UK is due to the needs and demands of the consumer. Hence, with the increase in need and demands, the competition in the UK consumer electronic market will also increase in the upcoming years.
2.7 Market position of Panasonic in the UK 
In the United Kingdom, Panasonic is one of the third largest and leading brands after Samsung and LG, with a market share of 6%.  The major products for which the company is famous in the UK are TVs, cameras, and home and kitchen appliances that are widely used by consumers in the UK. Regarding one of its products, Television (TV), the company holds the second position in the UK market along with a market share of 15%. The company is known for the superior and premium quality that it maintains in TV, which also fulfils the requirements and demands of consumers. The TV of Panasonic has a wide range of varieties that include OLED, LED TVs, and Smart TVs. The company maintains a high quality of products and services for which the customer base that it has made in the UK is also very loyal to the company. The commitment of the company to sustainability is one of the major reasons for becoming one of the leading brands in the United Kingdom and holding the third position in the market (Azam and Abdullah, 2020). The sustainability of the company that is being maintained also creates a positive impact on the environment, for which there are various types of innovation that can be seen in the products of the company. The innovation in the company can be seen on a regular basis, for which it is still holding a good position in the market. The innovation of the company in the UK market is one of the major reasons, as it provides a huge competition level to other companies.
There are certain reasons why the brand holds a good position in the market, which also allows Panasonic to become a leading brand in the UK. One of the main reasons it holds a strong brand reputation in the UK is due to the continuous innovation in the company and also providing high-quality services and products to consumers. The second and one of the vital reasons is that it has a wide range of products from which the consumers can choose by comparing with the other brands available in the market (Wen et al. 2021). Being an electronic company, Panasonic has products like home appliances, cameras, smart technologies, and audio equipment that allow the customer to choose from a wide range of products from the market. The company also provides competitive pricing, where the prices of the products of the company are much cheaper than its competitors. In addition, the company provides good quality products and services to its consumers, for which it holds a good position in the UK market. Therefore, Panasonic holds a good position in the UK market due to several factors that have already been discussed in the above line and each of the factors justifies the reason for the company to hold a good position in the electronic market in the UK.
[bookmark: _Toc147169207]2.8 Competitive Challenges faced by Panasonic while operating in the Electronics market of the UK
As per a report published by Statista (2023), Panasonic Corporation has huge competition across all the categories of electronic products manufactured by the company. The biggest rivals of Panasonic are Sharp, LG Electronics, LG Chem, CATL, and Continental (Statista, 2023). The key competitive challenges that are faced by Panasonic operating in the electronics market of the UK are adoption of the latest trends of the industry, maintaining competitive position, balancing quality and growth, automation of business processes, and availability of digitally talented employees. In a competitive market such as the electronics market in the UK, companies like Panasonic need to mitigate the various challenges that can arise due to high competition in the market.  
In a highly competitive market, maintaining a competitive position becomes one of the main challenges. The supply chain of a business plays a key role in ensuring that the businesses are able to maintain their position in the market. According to the statement of Zainuddin et al. (2020), the supply chain of the company helps maintain a competitive position in the market. In order to cope with the high competition, businesses like Panasonic need to focus on improving the supply chain processes which can ensure timely delivery of raw materials and finished goods that can improve the level of consumer satisfaction.
As per the statement of Taherdoost (2023), adaptation of the latest trends in technological systems and devices is highly crucial for maintaining and meeting the demands of the consumers that satisfy the technology-based demands of the consumers. It is important for the companies to keep themselves updated and informed about the latest changes in the industry which can help in the modification of the required aspects and facilitate better performance of the company across the industry. Knowledge of the industry and changing trends can help companies analyse the changes in demand of the consumers and develop products that can satisfy such needs effectively.
Another major issue or challenge that can affect the performance of Panasonic is the lack of talented employees. In a competitive environment, a lack of talented staff who can help the company develop products that can create a competitive advantage is crucial. As per the statement of Li Qi and Jia Qi, (2021), one of the major issues that are experienced in the electronic industry is the lack of talented employees. Thus, Panasonic needs to hire staff across the world to mitigate the issue that can help the company develop a competitive advantage in the electronic market of the UK by designing products that can meet the demands of the consumers. There are many other challenges such as maintaining the quality of the products at affordable prices to ensure the satisfaction of the consumers and automation of the business processes are also faced by Panasonic that affect the performance of the business. Hence, the company needs to focus on developing various strategies that can effectively mitigate such issues.
[bookmark: _Toc147169208]2.9 Theoretical Analysis
Porter’s generic strategies
According to the statement of Islami et al. (2020), Porter's generic strategies can be considered an effective framework of management theories that can help in explaining the behaviour of a particular firm towards the competitors in a specific industry. This framework states that the performance of a business in a competitive market is dependent on factors such as differentiation strategy, low-cost strategy, and focus strategy. It has been found that the generic strategies that have been suggested by Porter can be applied in a highly competitive environment but such strategies cannot be implemented altogether. The business needs to identify the most suitable strategy that can work in the industry to which it belongs. Application of Porter's generic strategies can help the firms to reach the key objectives of the firm which are to increase the market share in the market, be profitable, and survive in a highly competitive environment. 
As per the statement of Hhary and Mboma (2020), the generic strategy of Porter's states that a firm attempts to produce goods at the lowest cost to increase their profits and remain competitive in the market. One of the key strategies that has been proposed by this theory is cost leadership which aims to minimise the cost of operations and produce quality goods for the consumers at reasonable prices as compared to the competitors in that industry. Another strategy that has been proposed in this framework is the differentiation strategy in which the firms aim to portion themselves differently from their competitors by making changes in the quality of products or services offered by the company. Another generic strategy that has been proposed by Porter is the focus strategy which indicates that the firms can implement focus strategies that can improve the performance of the businesses in a competitive environment. These generic strategies used can be useful for Panasonic to improve the performance of the business in the highly competitive electronics market of the UK. It is important to note that these strategies cannot be implemented together and hence Panasonic needs to identify the most suitable strategy that can work best to maintain a competitive position in the electronics market of the UK.
The Structure–Conduct–Performance (SCP) Paradigm
As per the statement of Abbas and Sheikh (2022), the SCP paradigm states that an industry is dependent on three aspects such as producers, consumers, and the government. The structure of the market is dependent on the structure of the market which can help in the determination of firm conduct that can affect the performance of the business. The paradigm described that the performance of a company can be measured by various indicators such as profitability, productive efficiency, and allocative efficiency. The structure of a market can be identified by product differentiation, number of competitors, and the cost of entry and exit into the market. The issues and constraints faced by the business in a competitive market limits the ability of the company to control the actions of the business. In such a situation, the companies in such a competitive market are only able to generate social welfare and cost of capital in the long run. To summarise the findings of the theory, it can be stated that the type of industry in which a firm operates helps in the determination of the conduct of the firm as well as long-term performance. In a competitive market environment, companies like Panasonic need to manage the constraints faced by the company and develop measures that can help in maintaining a competitive position in the market. Panasonic can use available resources and operations to create a competitive advantage that can support the firm in improving its performance. Thus, using this paradigm, Panasonic can analyse the structure, conduct, and performance that can help in developing strategies that sustain competitive advantage in the long run.
[bookmark: _Toc147169209]2.10 Literature Gap
The literature gap pertaining to the research is that of navigating the competitiveness in the UK electronics market and how it creates issues as well as challenges that are faced by an organisation like Panasonic. There is a presence of limited analysis and evaluation on how the competitiveness that is present with the UK electronic market creates issues for firms like Panasonic in the areas of market entry, consumer behaviour, regulatory norms as well as industry operational standards affecting the respective business of Panasonic. Hence the current study looks to fill the Literature gap by providing an in-depth analogy in terms of the competitiveness present in the UK electronics market and how it challenges the business of Panasonic within the market. 
[bookmark: _Toc147169210]2.11 Chapter Conclusion
In this chapter, many concepts associated with navigating the competitive UK electronics market have been analysed by reviewing various literary pieces that have been already published. The aspects that have been discussed in this chapter include different models of competition, the concept of the competitive market, competition present within the electronics market factors deriving competition, the market position of Panasonic in the UK, and competitive challenges faced by Panasonic. A theoretical analysis has also been conducted in this chapter to support a better understanding of the research topic along with a literature gap that can be addressed in the future.

[bookmark: _heading=h.ur7bujfdpbk8][bookmark: _Toc147169211]Chapter 3: Methodology
[bookmark: _heading=h.ps61gem5x0ea][bookmark: _Toc147169212]3.1 Chapter Introduction
In this chapter, a detailed discussion of the methods and tools used for the research has been made to ensure that the audiences can verify and validate the findings of the research. The research outline has been mentioned and provides an overview of all the tools and techniques used in this research. The tools and methods have been chosen in this research in such a way that can help in navigating the competitive electronics market in the UK based on the case study of Panasonic that can help in understanding the challenges faced by the company.
[bookmark: _heading=h.8liadrqacmxr][bookmark: _Toc147169213]3.2 Research Outline
The structure of the research methodology has been made in such a way that the research aim and objectives are fulfilled. In this research, the methodology has been designed in a format suggested by Research Onion. The philosophy that has been used in this research is interpretivism research philosophy. In this research, an inductive approach has been followed to ensure that the research questions are answered. The research design that has been chosen for this research is descriptive in nature which can help in explaining the research findings in a better way. A research strategy that has been used in this research is a mono-qualitative methodological choice and case study strategy. The main source of data that has been used in this research is secondary. The data analysis method that has been selected is a thematic analysis of the secondary data that has been collected on the competitive electronics market in the UK. Ethical considerations that relate to secondary research have been followed and mentioned in this chapter. A timetable of the research has also been included in this chapter. The research outline has stated the details of the research methods that have helped in conducting the research on analysing the challenges faced by Panasonic in the competitive electronics market of the UK.
[bookmark: _heading=h.7bse3pk2kjwp][bookmark: _Toc147169214]3.3 Research Onion
[image: ]
Figure 2: Research Onion
(Source: Melnikovas, 2018)
According to the opinion of Melnikovas (2018), research onion provides descriptions of the main steps or stages that need to be fulfilled to develop a suitable research methodology that can help in addressing the research objectives. There are mainly six stages or layers that have been mentioned in the format of a research onion such as philosophy, methodological choice, approach, time horizons, strategy, and techniques. Research onion has been chosen in this research for the creation of research methodology as it helped in confirming that consistency is maintained between the selected tools and objectives. In the opinion of Mardiana (2020), research onion can be referred to as a suitable guideline that is widely used for research design. Research Onion has been chosen in this research to develop an effective research design that can help in gathering and analyzing the information that has been collected on the challenges faced by Panasonic while operating in a competitive market like the UK. Using research Onion, all the essential aspects of the research methodology have been confirmed to improve the research findings.
[bookmark: _heading=h.ht8litctj15o][bookmark: _Toc147169215]3.4 Research Philosophy
As per the statement of Muhaise et al. (2020), research philosophy can be stated as a framework of assumptions or beliefs regarding knowledge development on a given topic. The five research philosophies that are widely used by the researchers are positivism, critical realism, postmodernism, interpretivism, and pragmatism. In this research, the philosophy that has been used is interpretivism. This philosophy has been selected for this particular research as it helped to analyse the reality of the given topic in a subjective manner. By selecting the interpretivism philosophy in the research, the challenges faced by Panasonic while operating in a competitive electronics market in the UK have been analysed in such a way that the opinions of different stakeholders can be gathered to provide a detailed overview of the topic to the audiences. The key feature of interpretivism philosophy is that it is based on the belief that reality is subjective, multiple, and varies from person to person. This philosophy has been used as it helped in understanding different perspectives which can vary from person to person. Interpretivism philosophy has been selected in this research to ensure that subjective views of the given research topic can be analysed effectively to facilitate providing more accurate and valid results of the research. In the opinion of Alharahsheh and Pius (2020), interpretivism philosophy considers that reality is subjective and different individuals can have different perceptions. The use of interpretivism research philosophy in the research is justified as it has enabled to consideration of different experiences and perceptions of individuals that can help in describing the actual reality associated with the research topic. Thus, more relevant research findings associated with the competitive electronics market in the UK were possible to be presented in this research with the help of this research philosophy. 
[bookmark: _heading=h.5x6e5jqaz196][bookmark: _Toc147169216]3.5 Research Approach
A research approach can be stated as a system that is considered in research to develop a suitable strategy or plan which can be followed to facilitate addressing the research aims and objectives. As per the statement of Patel and Patel (2019), an inductive approach in research focuses on contributing towards the creation of new theories and generalisations. An inductive research approach does not initiate with a hypothesis as in the case of the deductive approach. It starts with the questions and objectives that the research aims to achieve. In this research, an inductive research approach has been chosen which is justified as it helped in the navigating challenges faced by Panasonic while operating in a competitive electronics market in the UK. Using this approach, gathering detailed information on the chosen research topic has been possible to ensure that the research questions are successfully answered. An inductive research approach is considered more flexible as it allows changes to be made based on the findings of the research. Hence, for conducting this research, an inductive research approach has been chosen to offer the audiences with new findings which have not yet been explored. As per the statement of Machila et al. (2018), the inductive approach begins with a set of observations or a case study to analyse to find a solution to a real-world problem. By selecting an inductive approach to research, the various challenges that are faced by Panasonic in the electronics market of the UK have been analysed to provide an overview of the competitive market to the audiences. The solutions to the challenges were also identified using an inductive research approach. Thus, the selection of an inductive approach for conducting this research on the case study of Panasonic is justified and appropriate.
[bookmark: _heading=h.wi25kcv6za06][bookmark: _Toc147169217]3.6 Research Design
As per the statement of Rezigalla (2020), one of the essential stages in the research methodology is the development of a research design. There are many different types of research design that can be applied in the research out of which a descriptive research design has been chosen in this research. In simple words, a research design can be stated as a blueprint of the entire study. A descriptive research design can be suitable for providing valuable insights and information to the audiences

 about the given topic to facilitate decision-making. A descriptive design has been selected in this research as it can help ensure that the findings of the research are free from all types of bias. In this research, a descriptive design has been chosen to confirm that the data which has been gathered from different secondary sources are accurate and can help in presenting the data in such a format that can facilitate a better understanding of the given research topic. In the opinion of Sileyew (2019), the descriptive design of research helps to portray an accurate and valid profile of different persons, events, and situations. The selection of descriptive design can help in identifying the key characteristics of the research topic and observing the main aspects of the topic in detail without making any variations. The information that has been gathered on the electronics market of the UK can be effectively analysed using descriptive research design. The use of descriptive research design is justified as it can help in analysing the actual situation of the electronics market in the UK which can help Panasonic to manage the challenges it faces. In this research, descriptive design has been used to provide a better explanation of the problems or challenges that are being faced by Panasonic in the electronics market of the UK.
[bookmark: _heading=h.xfe0bv837im0][bookmark: _Toc147169218]3.7 Research Strategy
In this research, a mono-qualitative method has been used along with a case study strategy. As per the statement of Schoonenboom (2022), the mono-qualitative method refers to the analysis of data which is qualitative in nature. In this research, non-numeric or qualitative data has been collected on the competitive electronics market of the UK specifically based on the case study of the challenges faced by Panasonic. In the opinion of Biondi and Russo (2022), the case study strategy is helpful in analysing real-life situations based on contemporary themes. Thus, in this research, to get a better understanding of the current situation of the electronics market in the UK, the case study of Panasonic has been chosen that help in analysing the opportunities and challenges in the market which the company has to face. The use of mono-qualitative methods can be effective as it can facilitate an in-depth understanding of a given situation or a phenomenon for the audience. Using a case-study strategy, the real issue associated with the given topic can be explored in detail. Thus, a combination of these two methods has been chosen in this research to analyse the challenges faced by Panasonic in the electronics market of the UK due to the high level of competition.
[bookmark: _heading=h.nbjlirig3xl1][bookmark: _Toc147169219]3.8 Data Collection Method
The three different types of data that are commonly used in research are primary, secondary, and mixed. The method of data collection that has been selected in this research is secondary in nature. According to the statement of Ruggiano and Perry (2019), secondary data analysis can refer to the form of analysis of the data that has been gathered from different sources which has been previously published. In this research, the data that has already been published on the electronics market in the UK has been analysed to provide a better understanding of the research topic. The reliable sources for gathering secondary data are journals, cohort studies, administrative data, and e-books (Baldwin et al. 2022). In this research, reports, articles, websites, news articles, etc. have been chosen to gather information on the competitive electronics market and Panasonic in the UK. For conducting this research, information was gathered from reliable sources that helped in ensuring that the results of the research were accurate, reliable, and valid. Secondary data has been chosen for this research as it helped in gathering a huge amount of data within a limited time period and low cost. Due to limited time, the choice of secondary data used for the research is justified as it helps in collecting a huge amount of data within a limited time period. Secondary data also helped in understanding the findings of other authors who have conducted their study on a similar topic related to the challenges that are faced by Panasonic in the electronics market of the UK. Using secondary data sources, the gaps in the previous studies have also been identified in this research that can help future researchers conduct their research on such topics that can fulfil the identified gaps. 
[bookmark: _heading=h.e9n5p7pf8eip][bookmark: _Toc147169220]3.9 Data Analysis
The secondary data which have been collected from different sources have been thematically analysed in this research. According to the statement of Morgan (2022), thematic analysis can be stated as the system for developing various themes which are basically patterns in the data that has been gathered by the researcher from different sources. In this research, a thematic analysis has been selected to analyse the secondary data in detail and present the actual findings of the research in a way that makes it easy to understand the information about the competitive electronics market in the UK and can facilitate decision-making for companies like Panasonic. The qualitative secondary data that has been gathered from different sources have been analysed using thematic analysis as it can help in identifying patterns in the meanings of such data that can help in answering the research questions. Thematic analysis can help in analysing non-numeric data in a better way to conclude the data into results. The use of thematic analysis in this research is justified as it can help in navigating the challenges that are faced by Panasonic while operating its business in the electronics market of the UK. As per the statement of Ozuem et al. (2022), thematic analysis is used as an effective qualitative analytic method. The use of thematic analysis in this research is suitable as it can help in providing a transparent approach to the research topic that can enhance the overall understanding of the key challenges that are faced by Panasonic due to high competition in the UK’s electronics market. The challenges that can be faced by Panasonic which have been identified from the secondary data can be effectively analysed using thematic analysis to reach conclusions that can provide a better understanding of the research topic for the audiences.
[bookmark: _heading=h.ddl7q8u30jbu][bookmark: _Toc147169221]3.10 Ethical Consideration
[bookmark: _heading=h.7mpxsuaiwvw3]The researcher has ensured to follow all the ethical considerations that are associated with the conduction of secondary research. As per the statement of Suri (2020), ethical considerations ensure that the interests of the different stakeholders associated with the research are effectively presented. The research has been developed following all the required ethics that can ensure the validity and reliability of the research findings for the audiences. In this research, all the ethical considerations that relate to the collection of secondary data have been fulfilled. The articles or journals that have been used in this research have been properly acknowledged in the reference section of the research along with proper in-text citations at the respective places. 
Further, the study has maintained the General Data Protection Regulation (GDPR) for protecting data collected for conducting the study. The collected data has been stored and secured in the local machine of the researcher which is only accessible by the researcher. Further, the study has maintained the Copyright, Designs and Patents Act 1988 for conducting this study. The act mandates that the authorship of work needs to be acknowledged (Gov.uk, 2020). The act has been subsumed in the study by incorporating adequate in-text citations from which the data is collected. The researcher has confirmed that the sources from which the data that have been gathered are authentic and reliable to ensure no misleading or false information is provided in this research. The researcher has ensured that the contents of the research are free from any form of plagiarism and are accurate. 
[bookmark: _Toc147169222]3.11 Timetable
[image: ]
Figure 3: Timetable
(Source: Self-Created)
[bookmark: _heading=h.wdf51gcn0pwh][bookmark: _Toc147169223]3.12 Chapter Conclusion
In this chapter, details of the methods and tools that have been used for the research have been stated along with the justification for the selection of such tools. This chapter provided all the information associated with the research methodology such as the chosen philosophy, approach, data collection, methods, data analysis and ethical considerations which have been followed in this research. This chapter offers insight into the methodologies used that can help the audiences in verifying and validating the findings of the research. The ethical considerations that have been followed by the researcher have also been mentioned in this chapter along with a timeline of the research activities.


[bookmark: _Toc147169224]Chapter 4: Findings and Analysis 
[bookmark: _Toc147169225]4.1 Introduction
The current chapter is based on the findings and analysis where the findings related to the topic of the research is going to be done. In this chapter, the findings that are going to be done are based on the thematic code generations where three levels of coding are going to be generated. After the code generation, a thematic analysis is also going to be done that is based on themes that have been created from the objective of the current study. Hence the chapter also contains the discussion part that is related to the results that have been found in the study. 
[bookmark: _heading=h.23ckvvd][bookmark: _Toc147169226]4.2 Thematic Code Generation
	First Level Coding
	Second Level Coding
	Final Theme

	While evaluating the several barriers which are present for organisations like Panasonic in the UK electronic markets, it has been identified that Panasonic could strategise and adapt its approaches to stay competitive in a better way. These challenges can include aggressive competitors, market saturation or even the changing preferences of the consumers.
	This theme is centered on exploring and identifying the several obstacles and issues that the company Panasonic deals with while operating in the markets of the UK. It involves the proper examination of the particular hurdles in challenges that the organisation has to navigate to improve its performance and the presence that it has in this market. These barriers can include aspects related to competition consumer behaviour technology changes and the purpose of this theme is to gain a comprehensive understanding of the issues which the business faces.
Keywords:
· Challenges
· Panasonic
· UK
· Electronics Market
· Competition
· Market Trends
· Regulations
· Consumer Preferences
· Technological Changes
· Supply Chain
· Market Entry

	Theme 1: Different challenges faced by Panasonic in the UK electronics market

	Panasonic is a multinational organisation which develops a large number of strategies for retaining its market position and staying competitive in its industry. Panasonic invests extensively in research and development to create innovative goods that fulfil the requirements of the consumers. This includes developing cutting-edge technology across several categories of products like home appliances and automotive components.
	The theme is centred on understanding the tactics and plans that Panasonic utilizers for strengthening and sustaining its position within the electronic market of the UK. Basically, theme extensively focuses on the plans and approaches that the organisation in corporate to make sure that it is maintaining and increasing its leadership in the sector of electronics.
Keywords:
· Market Strategy
· Panasonic Market Position
· Competitive Advantage
· Market Maintenance
· Market Share
· Market Presence
· Market Expansion
· Strategic Planning
· Market Positioning
· Product Strategy

	Theme 2: Market strategy is employed by Panasonic to maintain its market position


	It is seen that the strategic insight provides valuable information into the plants that are incorporated by prominent electronics companies. Properly understanding these plans can be instructive for other organisations that are operating in similar industries. The analysis of Panasonic would help in gauging its comparativeness in the electronics market of the UK.
	This theme centres on evaluating and assessing the several plans that Panasonic has incorporated within the electronics market of the UK. This theme involved the critical evaluation of the decision approaches in actions that Panasonic has in order to determine their weaknesses and effectiveness along with their influence on the performance of the company.
Keywords:
· Strategy Evaluation
· Panasonic Strategies
· UK Electronics Market
· Strategic Assessment
· Performance Evaluation
· Effectiveness Analysis
· Market Position Assessment
· Competitive Analysis
· SWOT Analysis
· Market Share Analysis

	Theme 3: Evaluate the strategies employed by Panasonic in the UK electronics market 

	The electronics market in the UK is highly competitive. Recommendation support Panasonic adapts to changes on the basis of the conditions of the market while responding to emerging trends and staying ahead of the competitors. The recommendations can have suggestions for improving the satisfaction of the customers which is significant for building brand loyalty and retaining consumers.
	This theme is centred on providing actionable recommendations and advise to Panasonic so that it can enhance its competitiveness and performance while operating in the electronic market of the UK. It is focused on identifying the specific strategies in steps which Panasonic can undertake to obtain prominence and stand out in the highly competitive environment.
Key Words
· Recommendations for Success
· Strategic Recommendations
· Competitive Landscape
· Thrive in the Market
· UK Electronics Market
· Market Growth Strategies
· Market Expansion Plans
· Product Diversification
· Marketing Enhancement
· Distribution Optimization

	Theme 4: Recommendations for Panasonic to help them thrive in the competitive landscape of the UK electronics market



[bookmark: _heading=h.ihv636][bookmark: _Toc147169227]4.3 Thematic Analysis 
Theme 1: Different challenges faced by Panasonic in the UK electronics market 
Findings 
The findings of this source (Panasonic (2022) have shown that the Panasonic industry has collected together a large number of the piece technology that is refined by the company so far so that they are able to engage in the challenge of transforming the world.
The organisation deals with the challenges of the customers alongside them so that they are able to provide connected solutions which can keep the operations of manufacturing running in an efficient and smooth manner. 
As the organisation is operating on a global level it has to deal with a large number of challenges. In the highly unlikely event that a product-related accident has occurred, the organisation instantly confirms the facts linked with the accident analyses the causes and performs all the essential tests. 
Analysis of findings
According to Panasonic (2022), a large number of key aspects of the approach and operations of the company. Firstly, it has accumulated a significant amount of advanced technology which shows its commitment to innovation along with its readiness to address the global barriers. The accumulation of refined technology has effectively positioned Panasonic well to take on the transformative barriers. Secondly, the findings give emphasis on the customer-centric approach that Panasonic has and show how the organisation effectively collaborates with the customers to address their challenges. This engagement of the customers is extensively focused on providing connected solutions which increase the effectiveness and efficiency of the manufacturing operations. This customer-centric strategy underscores the dedication of Panasonic to meet the requirements of clients and develop long-term relationships (Panasonic, 2022).
Lastly, the findings highlight the global nature of Panasonic's operations and the barriers that are linked with this global presence. In particular, the proactive approach of the organisation to product-linked accidents is noteworthy. The quick information of facts and comprehensive testing in the event of such incidents reflect the commitment of the organisation to deal with all the challenges and focus on product safety and quality. Overall, the findings have demonstrated that Panasonic is not only technologically well-prepared but also customer-dedicated and focuses on maintaining the global reputation for the safety and quality of their products while dealing with several challenges (Panasonic, 2022).
Theme 2: Market strategy is employed by Panasonic for maintaining its market position
Findings 
According to News (2021), it has been identified that the brand is focusing on expanding the regional market share to fulfil the changing demands of the customers with solutions that make public premises homes and businesses a healthy and suitable ecosystem.
According to News Panasonic, (2022), Panasonic has utilised the strategy of enhancing productivity by around 30% by streamlining the operations through DX. The business is reviewing all its operating procedures and rules from scratch and optimises them to save a lot of labour and increase efficiency. 
According to Holdings Panasonic (2021), all the individuals at the Panasonic group constantly maximize and demonstrate their capabilities and skills by identifying the ideal and stating their opinions that are shared which allows them to make high-quality decisions at high speed by integrating the opinions of different and diversified employees.
Analysis findings
According to News (2021), Panasonic appears to incorporate a multifaceted strategy in the market to maintain its position. Initially, they gave significance towards the expansion of the regional market share by providing solutions which catered to the change in demands of the customers while emphasizing the significance of market development. This strategy aligns with the penetrative approach which is an element of the answer of the growth matrix that has the aim to grow within the existing markets (Holdings Panasonic, 2021). The emphasis of Panasonic on increasing productivity by streamlining operations through digital transformation shows a strategy of cost by optimising the rules and procedures for decreasing the expenses of labour and enhancing efficiency the organisation demonstrates the intention to compete on the basis of cost benefits. As opined by News Panasonic (2022), the significance of the workers maximizing their capabilities and contributing diverse opinions is aligned with the broader corporate strategy of developing innovation and making sure that there is an internal structure that is dynamic. This may contribute to product differentiation as a diversified perspective can lead to innovative solutions which is an essential aspect of the differentiation strategy.

[bookmark: _heading=h.34wr1bco9g25]Theme 3: Evaluate the strategies employed by Panasonic in the UK electronics market 
Findings  
In Global-Data UK Ltd. (2023), the of the entire context evaluates how the marketing strategies of Panasonic have influenced their overall marketing existence. Increase the sales success with a better plan, understand Panasonic's market position, and find collaborative opportunities. This has helped to gain insights on M&A activities, capital raising, alliances and partnerships, and legal and financial adviser associations to stay ahead of competitors by identifying Panasonic's top stakeholders.
In Panasonic Holdings Corporation Annual Report (2021), the findings of this annual report, the business strategies for market gain. The strategies include consumer targets, places to gain a competitive edge, cash-generating business models, and partner choices for business growth. How to plan each business's "winning path." “Operational capability” means achieving high efficiency and productivity by eliminating waste and stagnation and increasing speed at all operational frontlines of the business, including manufacturing, R&D, planning, and the supply chain.
In Fortune Business Insights (2021), the findings of this article, the strategies trace out here about the increment of computing products due to the pandemic to support the remote work culture. Also, adaptation of strategies like discovering user-friendly smart devices to obtain momentum in the market. 

Analysis of Findings 
This theme concerns the evaluation process of marketing strategies used or employed by Panasonic in the UK electronic market. Panasonic has developed different market strategies to establish itself and stand out in the UK marketplace to maintain its presence in the UK electronic market. The Panasonic company has employed with Gemba Process of Marketing strategy to assemble the proper marketing network development, according to the Panasonic Holdings Corporation Annual Report (2021). Panasonic Connect Co., Ltd.'s Gemba Process business, now Connected Solutions Company, is an example. Panasonic stated in April 2021 that it would establish Blue Yonder, a wholly-owned subsidiary, to become the leading global logistics provider and deliver a Gemba revolution to the global supply chain. As per the published data of Global Data UK Ltd. (2023), Panasonic company deals with product innovation strategies with assortments analysis by scrutinizing volume and analysing the company’s category price dynamics with consumer sales by region and consumer sales by industry. This shows how the company has evolved its business strategies to merge with the company’s goal. However, the article published by Fortune Business Insights (2021) illustrates the impact of COVID-19 on business, merging with the latest trends by employing user-friendly devices to gain momentum and growing the residential sector to boost product demand. These elaborations have shown how Panasonic company tried to merge with contemporary requirements and the company’s growth. 

[bookmark: _heading=h.d1z3t5o5zkx7]Theme 4: Recommendations for Panasonic to help them thrive in the competitive landscape of the UK electronics market
Findings 
In the words of Tragner, (2022) it has been found that Research and Development (R&D) plays an important role in the business as it helps the business to gain a competitive advantage in the market with the help of providing insights in the market. Therefore, with the help of R&D, product improvement can also be done by companies like Panasonic, which helps the company gain competitiveness. 
As per Holland and Levy (2021), Using the cost leadership is essential even for electronic and technological companies. The use of cost leadership by companies like Panasonic helps in getting proper visibility associated with spending and expense. Using cost leadership also helps in making proper differentiation between strategic spending and non-strategic spending. 
According to Max, (2023), It has been found that customer relationship management (CRM) is essential as it helps in developing relationships between the customer and the company. Using the CRM model helps in guiding the team interaction with the customer, which is also effective for businesses like Panasonic. 
Analysis of findings
According to Tragner (2022), it has been analysed that it investing and research and development is very much essential for companies like Panasonic to gain a competitive advantage. It is also recommended that companies like Panasonic to invest in the research and development that will help in getting a competitive advantage in the electronic market of the UK, and such also helps in developing the product by facilitating the product development. 
As per the views of Holland and Levy (2021), it has been seen that using the cost leadership also helps in improving the visibility that is related to expense and spending. Hence, it is also recommended that the companies like Panasonic to adopt the cost leadership that will help in thriving the competitive advantage in the electronic market of UK. Therefore, it can also be stated that such type of leadership helps in mitigating any kind of issues that may be experienced by the company in the future with the help of implementing cost management. 
In the views of Max (2023), it has been seen that CRM (Customer Relationship Management) is also effective when it comes to allowing any company to gain a competitive advantage in the market. It is recommended that companies like Panasonic to improve their CRM, which will help facilitate the relationship between the employees and customers that will also benefit the company in terms of development and growth. 
[bookmark: _heading=h.206ipza][bookmark: _Toc147169228]4.4 Summary
The current chapter has provided both the findings and analysis that is related to the topic of the research that has been conducted. In the above the thematic code generations have been done where the first-level, second, and third-level code has been generated. Apart from the code generations, the thematic analysis has also been done where different themes have been created on the basis of the objective of the study that is also being analysed by the viewpoints of different authors and their findings. Hence discussion has also been done on the basis of the results that have been found in the above analysis in the current chapter.


[bookmark: _Toc147169229]Chapter 5: Discussion 
[bookmark: _Toc147169230]5.1 Introduction
In this chapter, the interpretation of the findings from collected secondary data will be presented. In order to conduct this chapter key themes will be addressed while discussing the answers to the research questions developed for conducting this study. 
[bookmark: _Toc147169231]5.2 Discussion of Findings
Theme 1: Different challenges faced by Panasonic in the UK electronics market 
It has been analysed that 'Product-related accidents' are the main challenge that is encountered by Panasonic (Panasonic, 2022). Although it has been identified as a challenge Panasonic claims that it eliminates this type of challenge by inducing efficacy to instant information sharing. Product-related accidents such as explosion of battery of an electronic product might be encountered by a customer due to manufacturing fault. Panasonic claims that it deals with product-related accidents by taking advantage of information about the root cause of the incident instantly. The company collects data from customers in the form of feedback or a complaint lodged by the customers and conducts some essential tests that can identify the reason behind the accident. The advancement of technology has enabled the company to reduce these challenges and satisfy customers effectively. This type of engagement actually helps the company to engage with customers and mitigate the challenges substantially. This contradicts the knowledge about challenges faced by Panasonic in the UK Electronics market as the company claims that it tries to eliminate the challenges effectively while integrating a consumer-centric approach. This reflects the company's commitment towards customers while enabling safety and quality maintenance ability. The company claims its customer-dedicated and information-sharing capability has helped it to position in the marketplace while acquiring an efficacy towards technology integration.
Another context has been identified in the findings which are transformative barriers. Mainly hindrances in the technological advancement of a company or cutting-edge technology integration induce transformative barriers in case a company cannot adopt those changes quickly. However, the findings highlight that these types of barriers are eliminated by the company by subsuming technology effectively. This type of advanced technological integration actually helps the company to acquire collaborative adequacy from customers-end. Transformative barriers are reduced by the company by integrating advanced technology and helping the company acquire a global reputation. This finding suggests that although there could be the presence of transformative barriers, the company is dealing with them by continuously integrating advanced technologies. 
In a nutshell, the findings of this study suggest that although there are challenges like product-related accidents and transformative barriers in the business operations of Panasonic in the UK Electronic market, the company is dealing with those challenges adequately while integrating advanced technology and customer-centric approaches. 
Theme 2: Market strategy is employed by Panasonic for maintaining its market position
Panasonic develops its marketing strategy focusing on regional expansion while meeting consumers’ demands (News, 2021). The company develops a sustainable marketing strategy by changing business processes according to customer demands. In the UK regional expansion of the company actually helps to create a sustainable market while emphasising on multifaceted strategy that evolved with customers' needs. The company develops an enjoyable and safer lifestyle for customers while making solutions that are focused on customers. In other words, the company gives preferences to the customers in the first place while developing a marketing strategy and creating a sustainable ecosystem for the consumers by meeting their needs. This type of marketing strategy actually helps the company to remain competitive in the marketplace in the UK. By meeting customers' needs the company has placed itself in the UK marketplace while sustaining its brand position in the market. This type of approach has helped the company to integrate growth within the existing market while aligning it with market development. It needs to be noted that reaching customers, and manufacturing and delivering products as per consumers' needs has enabled a growth context for market development while promoting electronic products more adequately to consumers. Customer-centric emphasis on marketing strategy has enhanced Panasonic’s business while expanding businesses in a regional context meeting their needs while promoting electronic products. 
Panasonic has positioned itself in the electronic market by leveraging digital technologies efficiently. This has actually helped the company to enhance productivity by 30% through Digital Transformation (DX) (News Panasonic, 2022). Digital transformation has created a new value towards society while optimising the production, sales and inventory as well. Management system of Panasonic has optimised its procurement by integrating IT systems. In addition, the company has tried to meet customer demands through effective logistic operations by standardising IT systems and integrating advanced technologies. Not only the logistic operations but also the inventory management of the company have been optimised through the inclusion of technologies. In a nutshell, it has improved sales and production plans to save labour and enhance the efficiency of business growth of the company. It implies that business operating rules and processes have been optimised through the integration of digital technologies or inducing DX. A centralised production planning, sales operations and inventory management system have been built through the inclusion of advanced technologies. This has further been possible as the company has tried to incorporate and increase the digital literacy of employees. It has in turn helped to assert the reforms acquired from digital integration in all business operations while creating value for customers and nurturing the technological initiatives to support employees through digital literacy training considered by Panasonic. The company has tried to support employees to reduce the challenges by integrating digital technologies in all business operations. Digital reforms have been possible as the company is providing training for employees who are seeking DX literacy within their respective operational areas. Main advantage gained by the company while reducing the challenges in business operations is highly qualified DX-savvy team formation. It has eliminated the digital integration challenges adequately while nurturing the main assets of the reforms such as human resources, expertise and technologies. The company has consolidated its operations by leveraging DX in all business operations while preparing its human resources to meet customers' demands by promoting IT systems.
In addition to creating integrated digital transformation throughout the business operation and nurturing the human resources for developing a greater market position among competitors for the company. Digital literacy has influenced employees to acquire a better constructive aspect while demonstrating their capabilities and adequate skills. The company has made further steps to make the SCP paradigm also signifies that maximising employees' capabilities can positively influence the performance of the company. Panasonic has effectively employed diversity and inclusiveness in human resource capability formation. The company has successfully induced this efficiency by leveraging its IT systems. A broader corporate strategy has been built through the inclusion of technology as decision-making and information sharing have been streamlined by integrating digital technologies. In other words, the company has induced fluency in business operations through digital integration which has in turn helped to formulate a high-quality decision among employees with diversified awareness levels. The company actually has concentrated on cultural transformation while incorporating a safer and more sustainable environment built upon the base of technology. IT system implementation has enabled the company to acquire a significant propagator aspect that accumulated the company's business division to make effective decisions. 
Therefore, in a nutshell, it can be stated that Panasonic has employed marketing strategies like expanding businesses at regional places. In order to do that the company has integrated digital technologies into each business process to enhance employees' capabilities to make high-quality decisions for marketing while optimising and leveraging business processes.
Theme 3: Evaluate the strategies employed by Panasonic in the UK electronics market 
Panasonic has employed different marketing strategies for expanding its business. This has significantly influenced the company's existence and competitive advantages while identifying the key stakeholders. Merge and Acquisition (M&A) is a major strategy employed by the company to acquire market advantage from its business operations. Main benefit of this type of strategy is that the company has been able to equip this strategy to effectively attract key stakeholders through promoting collaborative opportunities in business execution. M&A deals with Blue Yonder have successfully helped the company to remain ahead of its competitors. Blue Yonder led global logistics with efficient technological propagation after Panasonic acquired the company. Sustainable technology integration within the company’s portfolio has leveraged the business operations and opportunities. Integration of the M&A strategy has successfully induced significant efficiency in its marketing process development. 
Gemba process of marketing strategy is the key aspect of the company to acquire a better ground in marketing strategy development (Panasonic Holdings Corporation Annual Report, 2021). The company has created a better marketing process by using the Gemba process to remain competitive in the Electronic market. A dynamic environment has been created by the company to induce efficacy in marketing processes. Not only the marketing but also the supply chain has been revolutionised by the company through incorporation of Gemba processes. Panasonic is not only propagating its business but also creating value for its customers in marketing processes through the integration of the Gemba process. The company targets potential consumers and locations to gain competitive advantages. This is possible due to effective business strategies employed by the company in the UK. Gemba process employed for marketing strategy to assemble the proper marketing network development has allowed the company in this context to gain competitive advantages and entice potential customers.
Along with attracting customers, Panasonic has developed a cash-generating business model and effective operational capability to sustain itself in the competitive marketplace. The productivity of the company has been enhanced through the incorporation of speed in the frontline of operation processes. This capability has been built throughout manufacturing while inducing effective R&D and business planning. For instance, user-friendly smart devices have allowed the company to sustain itself in the electronics marketplace. Adequate deployment of R&D and manufacturing processes in turn have enabled the company to adapt this business strategy by achieving operational efficiency. Moreover, product innovation capabilities have promoted the company to obtain higher ground than the competitors while building a robust strategy. It needs to be stated that the elimination of waste and stagnation in business operations has asserted fluency in business processes to develop certain business capabilities and marketing activities while placing customers in the first place. Further, supply chain capability has been enhanced by inducing the Gemba revolution. Thus, the customer-centric business model rooted in R&D, manufacturing, effective logistics and marketing strategies has helped Panasonic to acquire a better perspective to gain a place in the UK Electronics market. 
Theme 4: Recommendations for Panasonic to help them thrive in the competitive landscape of the UK electronics market
It has been found that employing adequate Research and Development (R&D) capability might enhance the business process of Panasonic. Investing more in product innovation can allow the company to attain a competitive advantage in the Electronic market. Additionally, deploying effective R&D capabilities can attract customers in case an innovative product fulfils their needs. Changing customer needs can only be fulfilled in case of product innovation by understanding market demand can significantly help in gathering sustainable advantage in business process 
Another major aspect is that cost leadership usage can enhance business strategy for the company. Effective pricing of innovative products is essential to gain a competitive advantage for Panasonic. Cost leadership can actually help in developing an effective pricing strategy for a product where a pool of competitors is present (Holland and Levy, 2021). Utilising a cost leadership strategy Panasonic might attain a higher ground in the Electronics marketplace in the UK. Pricing issues within the company can easily be eliminated through the incorporation of a cost leadership strategy. Moreover, the company can adequately manage spending while improving the visibility of the expenses. Strategic and non-strategic spending can be identified and differentiated through incorporation of the cost leadership. This can substantially help in thriving in the competitive marketplace of the Electronics sector in the UK. Therefore, it can be suggested that utilising cost leadership can be substantial for Panasonic to equip itself with a better ground in the electronics market of the UK. 
CRM (Customer Relationship Management) is an effective way through which a company can gain a competitive advantage (Max, 2023). Establishing a relationship between employees and customers can bring developmental aspects to a company. Panasonic can simulate an effective relationship with the customers in case a CRM strategy is developed to meet customer demand and in turn, it can be advantageous for the growth of Panasonic. This can simultaneously allow the company to gain a competitive edge while enhancing customer relationships and enticing them to become a part of the company. It needs to be stated that the inclusion of an effective CRM strategy will be beneficial for the company to bring a competitive advantage and growth perspective within the Electronic market in the UK. 
In a nutshell, it is suggested that development of a better Research and Development section while investing more in the section. It also has been recommended that cost leadership creation and adequate CRM creation can allow the company to gain a better competitive edge.
[bookmark: _Toc147169232]5.3 Summary
In summary, it can be outlined that this chapter has discussed the themes to answer the research questions while evaluating each perspective. It has been mentioned that product-related accidents are the major challenges for the company to propagate business processes in the UK Electronic market. In addition, the company's marketing strategy is mainly focused on regional expansion to attract more customers. The strategies are effective as it has helped the company gain a better competitive advantage in the UK market. It has been suggested that in case the company in case the company increase investment in the R&D section and construct a better CRM strategy. Further, it has been suggested that the utilisation of a cost leadership strategy might be advantageous for thriving in the competitive landscape of the UK Electronics market. 

[bookmark: _Toc147169233]Chapter 6: Conclusion 
[bookmark: _Toc147169234]6.1 Conclusion 
The aim of the study was to investigate the different challenges faced by Panasonic in the electronic market in the United Kingdom. The electronic market of the UK is competitive and as a consequence, Panasonic also encounters challenges in establishing itself in the marketplace. It has been observed that Panasonic has recently moved its headquarters from the UK to Amsterdam due to tax issues after Brexit. In addition, it has also been observed that in the UK market competitors like Samsung and LG are creating challenges for growing effectively in the UK electronics market. In case the company comes up with effective marketing and operational strategies, it can boost business propagation. In order to induce this aspect, this research study has discussed challenges, strategies and best practices that can develop a better competitive ground for the company. Firstly, it has been discussed that Product-related accidents are major challenges encountered by Panasonic. Although it can create substantial issues in the business process of the company, the company claims that it eliminates this type of challenge by information sharing instantly. The company solves issues from the customer end by committing to a consumer-centric approach that actually comes from those instant information-sharing opportunities. It has helped Panasonic to reduce the challenge while propagating the business. In addition, transformative barriers to technology adoption in every operational process. The company is trying to reduce this type of challenge by integrating advanced technologies. Therefore, it can be stated that although there are challenges present in the company's business processes, the company is trying to reduce those challenges by integrating adequate strategies for becoming the market leader. 
Secondly, Panasonic has deployed a marketing strategy in the UK to remain in competition in the electronics market. The marketing strategy is to expand business in the regional contexts emphasising customers' demands. A sustainable business is acquired by the company through the incorporation of regional expansion in the UK market. This approach has in turn helped the company to develop a market that delivers growth within the company while integrating efficacy towards customers and bringing sustainability to the manufacturing and logistics operations of the company. In addition, the company has leveraged digital technology to increase productivity by 30% while optimising sales and promotion of products manufactured by the company. Further, the company has also developed a high quality of employees capable of using digital technologies throughout promoting and delivering innovative products. Thirdly, incorporation of the Gemba process in business operations has optimised the fluency in developing competitive advantage. Merge and Acquisition (M&A) is a major strategy employed by the company to take advantage of attracting key stakeholders. Acquisition of Blue Yonder by the company has made the company capable of sustainable logistic system development. It has placed the company at higher competitive ground successfully within the capability of the company to expand. Fourthly, it has been recommended that investing more in the R&D sector can make the company capable of producing innovative products that meet customers’ needs. It can significantly reduce challenges encountered by the company in the UK electronics market. It has also been recommended that cost leadership incorporation can be helpful for the company to attain higher competitiveness while regulating spending. Additionally, the establishment of an effective CRM strategy can be helpful for developing a customer-centric business model for the company while expanding business more adequately. 
[bookmark: _Toc147169235]6.2 Linking with Objectives 
First objective of the study was to identify the different challenges faced by Panasonic in the UK electronics market. By reviewing literature, it was identified that the main issue of UK electronics market is that it highly competitive (Statista, 2023). Further, lack of talented employees has also been identified as a major issue that might be encountered by Panasonic. However, it has been found that Panasonic encounters multifaceted challenges in the UK Electronics market among which product-related accidents are the major issues encountered by the company. In order to reduce these challenges adequate deployment of digital technologies is employed by the company. In addition, transformative barriers have been encountered by the company. In order to eliminate those issues, the company is trying to equip technologies more rapidly while reading the business towards customer-dedicated. 
Second objective was to examine the market strategy employed by Panasonic for maintaining its market position. By reviewing literature, it was explained that adequate marketing strategy by adopting new strategies while aligning it with market demands can be helpful for maintaining the market position in the Electronics market (Skeete et al.  2020). It has been found that the company is expanding its business perimeter in regional places by promoting and reaching customers through its marketing strategies. Additionally, digital transformation within the company has helped the company to optimise its business operations including marketing processes as well as inventory and entire supply chain management. It has satisfied customers while enticing them to acquire products as per their needs. Moreover, the company is enhancing its employees’ capabilities which is optimising and leveraging business operations including marketing strategy.
Third objective was to evaluate the strategies employed by Panasonic in the UK electronics market. Literature reviews have helped to acknowledge that wide range of products availability of a company can hold a brand at higher ground in the market (Wen et al. 2021). Further, product innovation is also a major strategy employed by most of the companies to place itself at good position. In order to do that Panasonic has continuously employed product innovation strategy for satisfying customers. It has been evaluated that Merge and Acquisition (M&A) has been deployed by the company to acquire a competitive advantage in the marketplace. The acquisition of Blue Yonder is a prominent example of the M&A strategy. It has not only enhanced Panasonic's business operation but also has induced efficiency in global logistic system sustaining. In other words, the company has improved its business capability by strengthening logistic operations while acquiring Blue Yonder. In addition to this, Gemba process integration in business mode has enhanced Panasonic's operational capabilities. It has also been found that innovative product development has helped the company gain momentum in business operations while inducing dynamic customer demands. 
Fourth objective of the study was to provide recommendations for Panasonic to help them thrive in the competitive landscape of the UK electronics market. Literature reviews reveals that Porter’s Generic strategies have given an emphasis on cost leadership acquisition. It can be acquired when a firm attempts to produce goods at the lowest cost to increase their profits and remain competitive in the market (Hhary and Mboma, 2020). In addition, SCP (Structure–Conduct–Performance) paradigm also confirms that producer, consumers and governments are major aspects that influences an industry (Abbas and Sheikh, 2022). It indicates effective customer satisfaction and relationship needs to be built. Similarly, it has been proposed that cost leadership implementation for the company can be a sustainable approach for inducing visibility in proper strategic and non-strategic expense differentiation. Further, an effective CRM approach can be helpful for enhancing customer relationships with the company by leveraging fluency in interaction between employees and customers. In addition, it has been found that investment more in the R&D sector of the company might be helpful for developing more innovative products that can be user-friendly. It can substantially integrate a growth framework for the company. 
[bookmark: _Toc147169236]6.3 Recommendations 
Recommendation 1: Alternative Product Innovation
Electronics market in the UK is densely competitive and Panasonic can encounter different challenges. New product development or enhancement in the existing product can reduce this challenge. Moreover, in order to meet customer demand, alternative products to existing products in the market need to be developed with the help of the R&D sector of the company. It can increase the profit margin of the company along with increasing its presence in the UK Electronics market. 
Recommendation 2: Promotional Activities on Social Media Platforms
Utilisation of social media platforms for marketing might be helpful to reach customers more effectively. Acquiring information about their experience of using electronic products from the company can easily be collected by utilising social media platforms. In order to reduce the challenges in marketing activities, social platforms can be utilised to attain a certain fluency in business operations.
Recommendation 3: Team Collaboration
Cost leadership can be adequately implemented in case a collaborative culture is promoted within the company. It can significantly increase the visibility of strategic and non-strategic expenses. Further, team collaboration can also leverage the digital transformation of the company to attain higher ground within a competitive marketplace. 
[bookmark: _Toc147169237]6.4 Limitations 
Similar to all other studies, this study also has some limitations. First of all, the study has been conducted by attaining an Interpretivism research philosophy. It might induce bias in the interpretation of secondary data as the researcher’s interpretation is involved in this philosophical stance. Secondly, this study has acquired a mono-qualitative approach which has limited the specificity of the study. In other words, no statistical acknowledgement has been induced in this study. The study has identified challenges and strategies to reduce those challenges for Panasonic but has not proven those with the help of primary data from the customers' end. For instance, it has been outlined that product-related accidents are major challenges for the company but this study has not grounded this finding from customers' experience as primary data from customers have not been utilised for this study. Lastly, this study has only given a focus on the UK context. The recommendations are built on this regional aspect of customers and market demands. Therefore, it has limited the implication of research findings in other regions like in a developing country. Accordingly, further studies are required to fill the gap in this study.
[bookmark: _Toc147169238]6.5 Future Scope 
This study has highlighted challenges faced by Panasonic in the UK electronics market to propagate its business. In further studies, these challenges can be evaluated in-depth with the help of primary quantitative data. Further research studies can acquire those data from the customers' end to analyse whether those are the main issues in business processes for the company or not. In addition, based on the evaluation of strategies employed by Panasonic such as the Gemba process, further studies can develop whether the company should continue to integrate that process or not for further business propagation. In addition, further research studies can analyse the marketing strategy employed by the company quantitatively to acquire more reliability in research studies. 
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formulate an effective methodology (Raithatha, 2017).

The research methodology has its starting point with delineation of the main philosophy,
choosing approaches, methods and strategies as well as defining time horizons, which altogether
take the research logic to the research design — main techniques and procedures of data collection
and analysis (Figure 1).
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Figure 1. Research onion'
The research onion consists of six main layers:

1. Research philosophy  forms a basis of the research by delincation of onfology — nature of
reality, epistemology — nature, sources of knowledge or facts and axiology — values, beliefs
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