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Executive summary
Environmental analysis is an effective tool that is used to analyze the operation and business performance of an organization. It includes PESTEL analysis, SWOT analysis, Porter's Five forces, 4ps and many more. The purpose of this study is analyzing the macro environment of Johnson & Johnson with the help of above-mentioned tools. It has evaluated the segmentation, targeting and positioning of the particular organization and has recommended some effective strategies for further development and improvement.
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[bookmark: _Toc92558109] 1.  Introduction
Environmental analysis is a particular tool that is used to identify and analyze the internal and external environment of a business organization. It helps the company to identify its strengths and weaknesses and obtain the positive and negative impacts of these factors on the organization. The purpose of this study is to evaluate the macro environment scenario of the organization Johnson & Johnson and recommend some effective strategies for further development.
2.  Analysis of the Macro-environment of the organization
2.1 PESTEL Analysis
	Factors
	Analysis

	Political
	· Johnson & Johnson has got the benefit from the political stability of the United States. 
· It has been helped by the lack of corruption in the country and an effective protection policy of the property.
· The country always focuses on drug manufacturing for healthcare and it has helped Johnson & Johnson to grow.

	Economic
	· The ideal intervention of the government has helped Johnson & Johnson to be more stable in terms of the economy (Chesula et al. 2018).
· Labor cost and the production cost is reasonable and it has supported the financial structure of the company.
· The low rate of unemployment and the high rate of economic growth of the country have left a positive impact on Johnson & Johnson.

	Social
	· The level of education and wide nature of the society of the country has set a positive mindset towards the company.
· Customer; positive attitude regarding health consciousness has helped Johnson & Johnson to gain a customer base.


	Technological
	· The recent technological advancement of the competitors of Johnson & Johnson has inspired this company to do more innovation in terms of technology.
· Johnson & Johnson has been able to do more experiments with its products with the help of advanced technological tools.

	Environmental
	· Johnson & Johnson has been implementing its products as per the climatic change and different weather and it has drawn more customers (Pan et al. 2019).
· It has always focused on the usage of ecological or green products that have promoted sustainable development of the environment. 

	Legal
	· Anti-trust law for the drug manufacturers and law of discrimination has supported the business management of Johnson & Johnson.
· Employment law and the law of data protection have influenced the company for more growth and development.


Table 1: PESTEL Analysis
(Source: created by author)
As per the above table, it is clear that the environmental factors of the United States have supported Johnson & Johnson to run its business performance smoothly. Moreover, the operation of the company has been influenced a lot by the political, economic, social, technological, environmental, and legal development of the country. 
2.2 Porter’s five forces analysis
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Fig 1: Porter’s five forces
(Source: Hammes et al. 2018)
	Forces
	Analysis

	Threats of new entrants
	Johnson & Johnson needs to tackle the threat of new entrants by applying innovation and some other effective strategies. It includes a lower pricing strategy, adding more value to the products, and more research and development (Hammes et al. 2018).

	Bargaining power of suppliers
	Johnson & Johnson has to build connections with multiple suppliers to remove this issue. It needs to experiment with several materials to renovate the design of products. The organization also needs to develop some dedicated suppliers who are completely dependent on this company.

	Bargaining power of buyers
	Johnson & Johnson has to focus on gaining a wide range of customer bases by reducing the bargaining power of the buyers and rapid innovation in the product range (Rongxuan et al. 2019). 

	Threats of substitute products
	The organization needs to be service-oriented and products come after that. Johnson & Johnson has to understand the actual requirements of the customers.

	Rivalry among competitors
	Johnson & Johnson has to establish differentiation in the products that are sustainable. It also has to collaborate with the competitors to increase the periphery of the market. 


Table 2: Porter’s Five Forces Analysis of Johnson & Johnson
(Source: created by author)
On the basis of the above table, it is stated that there are many effective strategies such as pricing strategy, marketing strategy that Johnson & Johnson needs to follow to resolve the challenges. Moreover, it needs to understand the needs and wants of the customers to provide them with products of the best quality (Othman et al. 2020). Johnson & Johnson is supposed to reduce the bargaining power of the buyers and collaborate with its competitors to face the lowest competition in the environment of global business.

2.3 SWOT analysis
	Strength
	Weakness

	· Johnson & Johnson is the most popular healthcare organization in the world.
· It has more than 265 operating companies in 60 countries that produce healthcare and pharmaceutical products.
· It is highly influential for the well-being of the economies of numerous countries.
· It an easy meets the needs and wants of the target market (Shtal et al. 2018).
· It has an exclusive supply chain and brilliant collaboration with its competitors. 
· Johnson & Johnson has excellent integrated marketing communication by establishing an emotional connection with the customers and its acquisition and margin policy are well-strategic.
	· Johnson & Johnson follows some unethical operations like adding talc in the baby powder.
· The global revenue of this company comes from medical devices, consumers, and pharmaceutical tools. It causes a lack of diversification.

	Opportunities
	Threats

	· Johnson & Johnson can increase its annual revenue by creating equilibrium in the portfolio of health products.
· It can increase its market periphery by further merging and acquisition.
· The main source of its income is from the United States. Johnson & Johnson needs to gain a customer base in Africa, Asia, and Latin America as well. 
· Johnson & Johnson may produce some cheaper products that will be accessible to the lower and lower middle-class communities of the world. 
	· There are several competitors of Johnson & Johnson such as Unilever, Abbott, Procter, and Gamble and it is a great threat to Johnson & Johnson.
·  The sale of Johnson & Johnson has reduced for the increment of generic drugs in its products (Aniqoh et al. 2019).
· There are many regulations of the government that are not helpful to this organization and it causes loss for Johnson & Johnson.
· Many manufacturers are emerging with their innovative technology and it threatens Johnson & Johnson. 
· Johnson & Johnson can be threatened if the government bans drug manufacturing in the country. 


Table 3: SWOT Analysis of Johnson & Johnson
(Source: created by author)
3. Segmentation, targeting, and positioning of “Johnson & Johnson”
Applying the STP analysis to the marketing methods of “Johnson & Johnson” will give a detailed description of the segmentation of customers, target groups, and the positioning of the brands and products of the company. Segmentation is based on four elements, the demographics, psychographic, behavioural, and geographic groups in which the customers are divided. Then accordingly the customers are targeted with the choice of products and then it is positioned. 
“Johnson & Johnson” is a company that provides “medical devices, pharmaceuticals, and consumer packaged goods” and therefore the customer count will be normally large and extended. On the basis of demographics, there is no such segmentation as pharmaceutical equipment and medicines are generally required for everyone, irrespective of their age or gender (Kalam, 2020). 
Considering the psychographics of the customers, the company chooses to produce the products that match with the choice, taste, and lifestyle methods of the audiences. These consumption and buying habits come in handy to the marketing officials of the company to attract and retain customers. 
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Figure 2: STP analysis
(Source: Kalam, 2020)
Accordingly, in the case of the behavioural qualities of the consumers, the company monitors the habits and behaviours of the customers to the company products, offers, and other features (Kalam, 2020). Based on this information, marketing specialists of “Johnson & Johnson” introduce new, innovative, and fresh offers and discounts or designs of the goods. This gives the company an upper hand in cases of retaining and attracting customers. 
Lastly, the geographic factor stands as the most essential in the case of the company. This is because “Johnson & Johnson” is a multinational company and is established in many places across the world. Thus, reaching the customers is not a big deal for the company and it has a well-functioning system of logistics to deliver the products to the retailers that are located near the majority of the customers. 
For targeting, the company studies the segments that have the most possibility to increase the sales and profit of the company. Then they produce the goods according to the choices of the attractive target market so as to gain the most revenue out of it (Sutanti et al. 2018). Finally, positioning of the products is done and this stresses on the fact as to how the customer views the goods of “Johnson & Johnson”. This will be in comparison to the existing business rivals of the company as it is essential to gain a competitive advantage in the global market. This shows that the perceptions of the audiences’ matter and highly influence the brand positioning. 
4. Marketing mix strategies (4Ps) of “Johnson & Johnson”   
This stands as the important elements of a business that is located in various places and is a part of the global market. In accordance with the current situations around the world, the application of the online and digital marketing strategies in the business also provides an advantage to the company. Generally, the theory of “Marketing Mix” includes the traditional marketing modes; therefore, this theory is now combined with the “Communications Mix” theories (Othman et al. 2020). In this method, the digital and online modes of promotion and advertisement are done and this lets the company reach a greater audience. 
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Figure 3: Marketing mix strategies (4Ps)
(Source: Othman et al. 2020) 
Product: “Johnson & Johnson” has established a global medical support and health care environment as it has a wide range of products that include “Tylenol”, “Stelara”, “Invega”, and several medical devices and equipment. The company also provides prescription and “over-the-counter” drugs, "orthopaedic implants, surgical products, and household products". Thus, the availability of all these different kinds of products and goods makes the company very much preferred and chosen by a huge number of consumers. 
Price: The pricing system of the company is affordable and reasonable for the common section of the public who have a moderate income (Hansen et al. 2020). Moreover, the price setting of the products also matches the value and efficiency of the goods produced by the company.
Promotion: As mentioned earlier the promotional and advertising methods will be the collaboration of the traditional and modern methods of marketing. In addition to the advertisement of the company through flyers, billboards, television, the products are also promoted through phone SMS, emails, social media, personal websites, and so on (Othman et al. 2020). 
Place: Through the process of promotion and advertisements, “Johnson & Johnson” has the advantage of reaching more people and is able to provide services to most of them without any disruptions (Al Karim and Habiba, 2020). The presence of trustworthy retailers and other small medical shops, who sell their products, helps the company to reach people in urban as well as remote places across the world. 
5. Conclusion 
In conclusion, this report gives a detailed environmental marketing analysis of the ways in which the key external drivers or factors influence and impact the business of “Johnson & Johnson”. The PESTLE analysis, Porter's five forces, SWOT analysis, STP analysis, and the market analysis based on the 4Ps of marketing mix have also been discussed according to the chosen company. Various factors and their roles in the business processes of the company are also highlighted along with the analysis of the internal environmental conditions. The application of digital marketing modes in the promotion of products has been stressed in this report. Moreover, the segmentation of the customers has been discussed on the basis of the demographics, psychographics, behavioural and geographic elements of segmentation. 
6. Recommendation
· The application of the “Sustainable Development Goals” developed by the United Nations, in the company processes is recommended for the company to be sustainable and green in terms of production and manufacturing (Sachs et al. 2019). It will be beneficial for the company to produce packages for the products that are non-toxic to the environment and have fewer negative impacts on the earth. 
· In order to become a company that will be globally accepted, the company can take part in several charitable events and initiatives related to the health improvement of the population who cannot afford medical help (Fisk et al. 2020). In this context “Johnson & Johnson” will also be able to promote the company and maintain its reputation while attracting customers.
· Lastly, to establish a strong base in the origin country of the United States and the other places where they have their branches, new techniques can be introduced for the employees. The employees of the company can be given personal and official training for the betterment of the internal operations and activities of the company. 
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