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[bookmark: _Toc133688698]Introduction 
Apple is a renowned brand that has been operating in the market since 1976 and they’re earning trillions of incomes for years due to their innovative products like iPhone, Apple Watch for iPad, Apple TV, and others. In this analysis, the role of the marketing environment as well as situational models also external analyses will be conducted based on the brand known as Apple. Finally, the target market, positioning strategies, marketing mix, and also Ansoff matrix will be analysed based on the performance of Apple. Apple is growing in the market by following different trends as they introduce radical innovation in their product category. They put a lot of effort into their marketing plan in order to connect with their clients, satisfy their needs and demands, and keep them loyal to the brand.


[bookmark: _Toc133688699]Organisational Overview 
Apple is a technological-based company that is headquartered in Cupertino, California, and it is earning trillions as per data received from 2022. It has global suppliers to more than 100 countries, and the number of suppliers is increasing repeatedly. iPhone, MacBook, Apple Watch, etc are the products that have huge demand in the global world. Besides, they have their retail stores in different countries—more than 30 countries in all. The company has to face different challenges in case of managing the supply system, tax system, and antitrust-related concerns. Apart from these challenges, they are operating effectively in this market. 
[bookmark: _Toc133688700]Process and Stages of Marketing 
Apple must focus on market research regularly as it helps the organisation to understand what its market is demanding. Based on that, product development ideas are generated basically. The product launch or testing in the market takes its place. When the product is ready to be launched in the market, it will need advertising and a promotional chain. After advertising, customers will know about new products or existing product changes, this is how Apple will handle market needs effectively. Also, their marketing process is unique compared to their competitors available in the market. Based on the product demand, retail stores and online stores will need the products that the company manufactures, and Apple will take the necessary initiative/development to bring the product to the customers. This is how branding and public relations are built. Apple's goal is to make continuous product changes through which the market always gets new and innovative products in the market (Hibban and Wahyudi, 2022). Product development is a top priority for them, so they focus most on developing and improving their products to keep customers happy and coming back.
[bookmark: _Toc133688701]Role and Situational analysis of marketing 
The role of marketing is to increase the value propositions to their customers and to build stronger relationships with them that will help to achieve long-term objectives (Steinhardt, 2019).
Additionally, identifying market needs is a secondary goal that Apple will continuously analyze to determine what the market requires. Based on this, brand recognition, competitive advantages and finally customer retention will be possible (Podder et al., 2020).
The aim is to increase the level of customer loyalty when they receive the best offers on the market. It also helps any brand to get a high level of positive feedback from the market by changing marketing strategies. 

[bookmark: _Toc133688702]Situational analysis 
[bookmark: _Toc133688703] PESTLE analysis - Apple needs to understand the environmental factor that indirectly affects the work process. Then, various positive factors should be identified, such as positive economic growth, positive legislation, technological advancement, etc. In addition, upcoming threats can be identified so that the company can take effective advanced measures.

 Porter’s five forces - Apple needs to figure out where to locate its stores to achieve more levels of competitive advantage. In addition, the nature and characteristics of the suppliers and buyers in each market should be identified, and then Apple can determine what actions to take in order to maintain a positive position in the market.
 SWOT analysis - The growing business of the Apple brand brings opportunities and advantages, but on the other hand, Samsung is coming threateningly with new products at a low price, to have an impact on Apple's strategies.
 
[bookmark: _Toc133688704]Opportunities and threats
The market has a huge demand for digital devices which has smart technology or smart innovations. Apple is known for producing innovative and high-quality products that can fulfil the need of every company, every businessman, and every single individual (Harris et al., 2020). The growing demand for technology products can massively impact through the production of new and innovative products by Apple, which can be considered as the biggest opportunity for the company's industry. Also, they are working on creating innovative digital devices due to which they are getting positive feedback from the market.
The growth of the need for Apple products is increasing in various developing countries such as China as well as in India and other countries (Raushan, 2019). Apple focuses on establishing suppliers in various developing countries through which people can get satisfaction from high-tech products. In addition, Apple provides high-tech innovations and unique designs that appeal to younger generations as well as developing countries. In this way, the products have been sold and achieved fame at the global market share level. 
Apple Music, Spotify, and Apple TV are used by Apple users by providing a minimum subscription amount, so that Apple can focus on the development of the Apple Music system as well as Apple TV, through which they will be able to attract the attention of the market for their subscription-based service (Woldemariam, 2022). Also, their services are used by the majority of people, so their offerings and their revenue system comes directly from sales revenue, but they can increase revenue based on developing their subscription-based services.
Apple has Siri, an AI that is employed by Apple consumers and is undoubtedly a lot easier to operate as well as distinctive and sufficient in its use. They may highlight the advancement of AI by, for instance, introducing several chatbots designed just for Apple consumers. They may expand their market share by using cutting-edge AI technologies. Apple's capabilities will thus advance as a result of adjustments to the artificial intelligence system.
AirPod and Apple Watch are getting the market response to which the Apple brand can focus on the development of the product by which Apple will be able to lead the dominating position in the market in case of selling a wearable product (Ilić and Digkoglou, 2022). For many years, Apple has been expanding in the market with the development of their products and they will get a higher volume of profit if they focus on selling this wearable product in the market. So Apple will get more profit from the market when they lead even in the wearables market.

[bookmark: _Toc133688705]Threats 
The market is competitive, Samsung, Google, and Huawei are introducing radical product changes, so it makes it challenging for Apple to maintain its sales level. When they have such strong competition, Apple's market share and profitability decline. On the other hand, they face pressure to come to market with a unique, innovative product (Li, 2021). Therefore, Apple's operating costs, branding costs, and marketing costs are rising; however, pressures from the competition also cause pressures. As a result, it can pose a danger and make it difficult for Apple to appropriately preserve its competitive advantage. Additionally, it increases the pressure to develop new products continually and repeatedly.
Increasing regulation 
The government is imposing taxes as well as different legislation related to privacy and security. So, Apple is facing doubt that they are using the data of their user which hampers their privacy level. Тhe government is imposing different legislation that is creating problems over the operating system of Apple (Kizi, 2022). Apple can also manage its operating system more efficiently because it can profit by maintaining the safety of data privacy. In addition, rules and regulations related to labour law, privacy law, and technology support legislation hinder the operating system from in-depth activities.
Depending on the specific supplier 
Because Apple depends on a certain group of suppliers, they can negotiate for better service and prices. Price fluctuations and supply chain disruption may occur, and this may affect Apple's production system (Kizi, 2022). This way, Apple may not be able to manufacture its product properly if it faces any bargaining power from suppliers. In addition, manufacturers maintain sufficient inventory, but a disruption in the supply chain could destroy the profitability of Apple's industry. Thus, Apple can manage its supply system in a way that will not create any obstacles to its production system. 
Economic recession
The whole world is facing economic recession due to COVID-19, also for war, upcoming war, and several trending issues. Apple as well as other companies is facing a downturn in case of earning revenue (Harris et al., 2020). With declining revenues and rising expenditures, the technology sector, and the economic slump, makes it difficult for the company to compete in the market; from an economic standpoint, they are more expenses than profits.


[bookmark: _Toc133688706]Future recommendations to grow in the market.
[bookmark: _Toc133688707]Apple can choose different segments, but it targets customers from the premium segment - the demographic segment, which means who are willing to pay premium prices to get high-quality and innovative products (Knihová, 2019). In addition, Apple can target the younger generation of the demographic factor, even as the younger generation refers to buying products that are made by maintaining the highest level of innovation. For example, these could be the target customers as they prefer to buy products with unique features and innovative looks that are analysed by behavioural segment understanding. This is how Apple can select the market by maintaining demographic, psychographic and behavioural factors.

[bookmark: _Toc133688708]Positioning strategy 
Apple is a global leader in the production of products with high technological innovation, high-tech design, and finally high-quality products (Viegas, 2021). The company can focus on providing the best kind of services to the users as they maintain privacy and security as well as provide unique features to their product. According to Ilić and Digkoglou (2022), it provides a unique user experience, and retains customers by providing the best quality products. Apple believes that its positioning is possible only by launching new products. They invest heavily in their product as they want to develop the product properly through which a strong brand identity can be ensured. Also, has been investing heavily in its product to develop the product properly and ensure a strong brand identity. Hence why, they do marketing campaigns before launching a new product in the market. This is how they focus on maintaining and positioning themselves in the mindset of their customers.


[bookmark: _Toc133688709]Marketing mix 

Product 
Apple offers a range of diverse products in the market as well as in the international market such as iPhone, iPad, MacBook, Apple Watch as well as other accessories (Woldemariam, 2022). They provide a unique design as well as provide innovative features in their product. The basic parity is to provide high quality as well as the best kind of service to the target customer. Moreover, they provide products in the market which are premium in nature, and their loyal customers are usually desperate to buy their new product or innovative items.

Price 
Apple usually focuses on developing its product, therefore it believes in premium pricing system to attract its customers (Ilić and Digkoglou, 2022). They provide high quality products in the market and offer premium prices for it. They usually come out in the market with different products to attract different customer segments and based on that the pricing is basically done. From the analysis of the market, it can be easily said that they follow premium pricing which means they focus on developing a product that has more unique quality, and also has an unusual feature due to which customers willingly pay premium prices to achieve of your product.
Place 
Apple has a large number of authorized distributors in different countries, and they sell their products with the help of their authorized distributors or supplier. Furthermore, based on global demand, they connect customers to their retail stores (Hibban and Wahyudi, 2022). They also have online stores where customers can order and purchase their products. Moreover, the company is present in different countries, as well as in different regions. Based on the needs of the market, Apple always strives to provide their product to its customers, as quickly as possible. The other thing they focus on, is the continuous development of their online website through which customer engagement levels can be increased.


Promotion 
Apple usually believes in their own identity because they provide the best kind of quality to their products, so they believe that their product identity is enough to get positive feedback from the market (Hibban and Wahyudi, 2022). They also advertise on social media to promote their products, at the same time the organization focuses on product launch systems and provides shows on television to attract target customers. Finally, word-of-mouth marketing is primarily used by Apple (Harris et al., 2020). The existing target customer attracts new customers through the word-of-mouth system. Moreover, their regular product innovations, social media marketing, and TV advertising elevate the customer experience and attention level to the highest degree.


[bookmark: _Toc133688710]Ansoff matrix 
Market penetration 
Apple can focus on developing existing products in an existing market. For example, iPhone 5 and iPhone X series were famous enough in the market, but nowadays the supply of these phones in the market is almost zero, so customers are annoyed because they are not getting these products. The company could increase the production of the existing product and innovate those products to create satisfaction among the existing customers. In addition, a new customer segment can be targeted by developing specific products so as to benefit Apple.
Product development 
Apple may introduce new products to the market to mitigate the needs of its existing customers. Moreover, their focus is on the existing product development, but they need to bring new changes to the radical product and then they will be able to win the attention of their target customer (Garg et al., 2022). Also, they can add different home automation features on mobile phones, as well as different automatic wearable systems and different news portals on their iPhones to attract a certain customer segment. Another way is to focus on changing the design system through which people will be more attracted to the brand. In this way, they can increase the value proposition for the brand.
Market development 
The corporation may sell its goods globally, even in small and not-so-big nations, by growing the market and offering additional services. Since there is demand from every conceivable sphere of financial status, effective advertising would also help generate orders for items.
Diversification 
Apple can enter a new market by totally developing new products and this will be known as diversification. When the company explores different opportunities and sells products in new industries, it will also be known as diversification (Fazli-Salehi et al., 2021). Apple already produces a variety of unique products, but it can enter new markets by developing new and non-standard products. When they expand their market opportunities more than before, they will be able to attract the attention of new customers, which will add profitability for their company. 
 
[bookmark: _Toc133688711]Conclusion 
Apple is a highly inventive business with a dominant position in the technology sector. Although there are various competitors in the market, Apple differs due to the use of different marketing techniques. Moreover, various circumstances and analyses show that Apple has an opportunity to expand its market share as well as face threats. Mainly targeting the more affluent customers who can afford their brand, ensuring their target market remains loyal. To stay current enough, they often introduce new product categories to the market. Even with small innovations and improvements to some products, they manage to surprise and delight their users. Therefore, it can be concluded that Apple will use all available methods to perfectly cope with the market challenges, threats, and rapidly developing technologies.
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