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Executive Summary
Marketing management is considered an important aspect of the company that allows them to conduct their business with ease. The business report has been formulated in order to ensure that the different marketing techniques of Tesco can be understood. The use of different marketing innovative strategies has been done in order to understand the ways in which the company is able to increase the generation of profit in the company. The company should aim to ensure that the customer journey is enhanced in terms of their business of the company. 
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[bookmark: _Toc530413700]Introduction
In order to ensure that companies are able to conduct their business in a proper manner, it is important for them to have proper marketing management. This allows them to develop their services and products in a proper manner and meet with the satisfaction level of the customer. As a result, the marketing department should formulate innovative marketing strategies in order to meet with the requirements of the customers. It is important for the company to take care of the customers’ journey in their process of business operations. Besides this, it is important for them to meet with the expectations of their stakeholders. The company that has been chosen in order to complete this assignment is Tesco that is one of the leading companies in the United Kingdom.  In the particular section of study, the marketing operations of Tesco, UK has been selected to carry out the requirements of the study.
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[bookmark: _Toc530413701]Innovative Marketing Strategies
Marketing innovative strategy can be seen as the promotion of the FOUR Ps which are price, place, promotion and product.
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Product: This will be Tesco choosing the services they will be selling or the products and the different brands they will have on offer to their customers.
Price: they will have to list the prices on their goods, offer discount in some cases, give credit terms to their customers who need it.
Promotion: Advertising their stores and products will be done either through websites, twitter, store magazines, social media websites or through store adverts.
Place: The right location for its stores, Tesco is doing well because most of its stores are found in the high street all across UK.
Gap Analysis
Present Place. In order for Tesco to make innovative changes they need to carry out a Gap assessment to look at where the organisation is presently with their innovation. 
Future Place. Where they will they want to be in the future with their innovation, what kind of innovations they will want in their stores and the business in going forward.
 The Gap. then they will have to look at ways to bridge the gap that exist and develop ways to improve and be more innovative. 
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In the words of Best (2012), marketing strategies are considered very important for the growth and development of the company and to meet with the expectations of the customers. In order to ensure that there is economic development, the companies mainly focus on the use of technologies and innovation in the workplace. With the help of newly developed marketing strategies, Tesco will be able to launch new products in the market so that they are able to meet with the customer satisfaction. Apart from this, one of the major applications of market strategies is to gain competitive advantage over the different companies that are operating in the same market. In a precise manner, companies make use of innovative marketing strategies in order to ensure that they are able to sell their products in the market and gain the attention of the customers. The role of marketing strategy is considered dubious in terms of innovation. 
As per the opinion of Hollensen (2010), in order to develop a successful marketing strategy, the company should perform proper market orientation. Market orientation has a positive impact on the overall functioning of the company. If the company wishes to develop their products at cheaper rates, they will have to perform a proper competitor orientation so that they are able to know the prices that they are offering. However, there are instances, when the company faces issues in terms of innovation and commercialisation. They find it problematic at times to gain the belief of the customers in terms of their innovation. If the customer is unaware of the positive or negative effects of the products, they will not purchase the product. As a result, it becomes important for the marketing department of the company to spread awareness related to the customers. The company should look to overcome these issues and ensure that they are able to carry their process of innovation (Mullins et al., 2010).
Tesco should make use of innovative marketing strategies in order to ensure that they are able to operate in the market in a successful manner. With the help of innovative marketing strategies, they will be able to gain the attention of the customers and they will be able to develop their services and products in order to suit the requirements of the customers. Their main aim is to attain the level of customer satisfaction by developing their services and products in a desired manner. Besides this, it allows Tesco to gain competitive advantage in the market that they are operating. 








CONSUMAR ADOPTION CYCLE

Tesco supermarket can also use the consumer adoption cycle which are in 5 stages.
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Stage 1(Product Awareness) - This will involve Tesco increasing awareness of their goods and products for their customers. These can include creating advertisement of the products, trade fairs exhibition of their products or through words of mouth in store.

Stage 2(Product Interest) - In this stage the consumers are aware of the products Tesco is selling and are now Tesco is now willing to provide accessible information to their customers about the products they have launched and are now selling, these they can do in their company website, blogs white paper and other forms of media available to them.

Stage 3(Product Evaluation) – At this stage Tesco customers prior to purchasing, will now be ready to compare and evaluate the different products launched by Tesco. Questions about the products these can be done also by customers through social media or Tesco website.

Stage 4(Product Trail) – This is the stage where the customers now actually make the decision to try the product, this can be done by giving their customers free small sample sizes of the new products launched to try for themselves.

[bookmark: _GoBack]
Stage 5(Product Adoption) – This is the final stage when the customers are ready to buy Tesco products, at this stage Tesco should be ready to make the purchase process easy for their customers either to purchase online or in store.

[bookmark: _Toc530413702]Impact of Marketing Strategies on raising Brand Awareness
Brand awareness can be explained as customers awareness or familiarisation with a company’s product or concept, how they recognise it. Marshall, 2014.
Brand awareness starts at the touchpoint when a potential customer comes in contact with your brand either before, during or after they have purchased something from you.
A diagram of a customer’s Journey Map
 (
TESCO SUPERMARKET
)

Innovative Marketing Strategies Tesco Can Use.
Companies use and are creating marketing strategies in order to ensure that they are able to develop brand awareness in the minds of the customers. With the help of this, they are able to ensure that customers are attracted towards the services and products that the company is offering. This helps to ensure that customers are retained for longer periods and they are able to develop the level of customer loyalty towards the company’s products (Wilson and Gilligan, 2012). With the use of innovative marketing strategies, Tesco will be able to ensure that they are able to develop the image of a particular brand in a desired manner. One of the easiest ways to spread brand awareness is,
Social Media, with the usage of social media. In the world of modern technology, individuals are using social media in their daily activities. They can post advertisements on social media in relation to their products. This will allow customers to view the products and leave a feedback about the same. This will allow the company to know about the perceptions about the product in the mind of the customers. As a result, it will allow them to develop their products in a proper manner.
Market Segmentation, the higher authorities of the company should ensure that they are able to segment the customers in the market. This will help them to understand the preference of the customers and they will be able to develop their products according to the preference of the customers. With the help of proper segmentation, the company will be able to target the right set of customers in the market. They will be able to market their products according to the requirements of the customers. As a result, this will allow the company to ensure that they are able to spread awareness about their
 brands.
Branded Packaging;
 Tesco can also use branded packages in order to attract customers in the market (Wang and Pizam, 2011). Most people are comfortable knowing or buying a particular brand either a Tesco branded fruit juice with its unique taste or that of other retailers, branding builds trust for customers gives them a connection.
Branded packaging will allow the company to ensure that they are able to make the customers aware about the different brands that they are offering in the market. It is also important for the company to know about the issues faced by the customers in terms of their products and services. They should resolve the issues in order to ensure that they are able to retain old customers and gain new customers in the market. As a result, it is important for the company to develop their brand awareness in order to market their products and use their innovative marketing strategies in a proper way.
Market Research
The development of innovative marketing strategy with the aim of raising the brand awareness of Tesco can be achieved under the supervision of the business professionals working within the organisational premises of Tesco UK. Some of the common attributes to develop a strategic innovation theory are appropriate market research, Tesco should carry out more market research to see what works and what does not work. The proposition of distinctive business strategies for organisational products, services strategies, operations and others with which Tesco organisation can work will be able to create brand awareness among the customers.


[bookmark: _Toc530413703]Communication Channels: Managing Customer Journey
The company should focus on developing the mode of communication between the management authority and the customers. In case of improper communication between the company and the customers, there are chances that the company might face issue in terms of their business operation. As a result, communication is of immense importance in terms of running their business successfully. In order to ensure proper communication, the company should take initiative to provide the customers with a platform, where they are able to speak about their grievances in relation to the products and services of the company (Lee and Carter, 2011). Besides this, the platform can be used in order to ensure that the customers are able to provide positive feedbacks to the company. They should develop a proper website where the customers are allowed to leave their comments in relation to the company’s products. The company should focus on developing a proper customer experience vision. This allows the customers to communicate with the company. In order to develop a particular product, it is important for the company to know about the experience of the customers. This will allow them to make the necessary changes in the process of their product development (Hutt and Speh, 2012).
It is important for the company to know about their potential customers. It allows the company to know about the needs and requirements of the customers. As a result, they are able to work in collaboration with the product development team so that they are able to develop their products as per the requirements of the customers. They should focus on addressing the needs of the customers by ensuring that all their products and services are developed in a proper manner. It is important for the company to develop emotional connection with their customers. This will allow them to enhance the process of communication that is required in order to develop the services and products in a proper way. If the company manages to develop emotional connection with the customers, they will be able to retain the customers for longer period. Besides this, it will also increase the loyalty of the customers towards the company’s products. It is important for the company to allow the customers to provide feedback in relation to their products. This will help them to develop quality of the products and meet with the needs and desires of customers (Leonidou and Leonidou, 2011).


Gaining Customers Trust
The company should focus on developing the trust of the customers. This can be done with the help of quality products and services to meet with the necessities of the customers. It is also important for the company to ensure that they are able to resolve the queries of the customers within a short span of time. As a result, this will help to develop the trust factor amongst the company and the customers (Sherlekar and Gordon, 2010). If the customers are connected to the company, it creates new opportunities for the customers to know the products that they are purchasing. 
This is the funnel 5 strategies to improve the customers trust in a graph description.
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The company will be able to make use of new and developed technologies in order to manufacture their products. This will help the customers to experience a completely new range of products. As a result, the company will develop new products with the help of technologies.
As a result, one can clearly understand the importance of communication channel that the company should focus on using in order to enhance the experience of the customers. The customers should be provided with enough scope to speak about their experience while using the product offered by the company (Marshall, 2014). This will help the company to know about the modifications that they need to make in order to improve the quality of their products. This will help them to achieve the satisfaction level of the customers. Tesco should make use of different methods and techniques in order to ensure that there is effective communication amongst the customers and the company. This will help to enhance the overall development of the services and products of the company and they will be able to cater the needs of the customers in a proper manner.
Some of the major communication channels that serve the needs and preferences of the customer along with the stakeholder’s expectations in present aspects call centre, direct mails and others while for future aspects social media marketing, communication through websites and others shall be appropriate.
[bookmark: _Toc530413704]Impact of Customer Satisfaction on Present and Future Stakeholders’ Expectations
Customer satisfaction has a major impact on the overall stakeholders of the company. If the company is able to satisfy their customers, it will have a positive impact on the company’s stakeholders. This will develop the process of business operations of the company. The company should focus on their business objectives that aim to meet with the satisfaction level of the customers (Bresler and Lubbe, 2014). This helps to gain the confidence of the stakeholders. It becomes important for the company to manage the stakeholders in a proper manner. It also helps Tesco to meet with the necessary alignments of their business. It is also important for the company to understand the expectations of the stakeholders so that they are able to run their business smoothly. The satisfaction level of the customers determines the expectations of the stakeholders. If the customers are satisfied in a proper manner, the company will be able to address the needs of the stakeholders (Foxall, 2014). 
Identification of the stakeholders is considered very important for the company. They should keep in mind that the stakeholders should be treated with utmost care. If they are able to identify the stakeholders, it will be easier for them to meet with the stakeholders’ expectations. However, they should ensure that they are able to satisfy the needs of the customers in a proper manner so that they are able to increase their sales margin in the market (Meffert, 2013). With the help of increased sales margin, the company will be able to operate in the market and compete with the other companies that are functioning in the same market. Besides this, Tesco will be able to increase their profit generation in the market. They will be able to make use of the generated profit to enhance their process of business of the company. They will also be able to install new and developed technologies in the workplace so that they are able to enhance the quality of their services and goods (Chernev, 2018).
Another major focus of the company should be on their mode of communication with the stakeholders. They should look to have proper communication in the workplace so that they are able to understand the requirements of the stakeholders. This develops the trust of the stakeholders on the services of the company. It is therefore, important for the management of the company to communicate with the stakeholders in a preferred manner. The stakeholders should be updated with the regular information related to the company (Chandrasekar, 2010). This will help to develop the confidence of the stakeholders and they will be able to ensure that the expectations of the stakeholders are met. It is important for the company to know about the expectations of the stakeholders. If the level of expectations is set, they will be able to carry out the tasks in a devised manner. 
The company should also engage the stakeholders in their process of decision-making. As a result, the company will be able to ensure that the important decisions related to the development of the products are made in accordance to the preference of the stakeholders (Kumar and Meenakshi, 2011). This will set the expectations of the stakeholders clearly and the company will know the ways and means by which they can develop their products. If the company is able to accomplish their project in a proper manner, it will act as a boost to the confidence of the stakeholders and they will be able to engage themselves with the company for longer period. 

The Sharon Drew Morgen Buying Facilitation Cold Calling and Negotiation
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This theory enables decision making, helping the buyer understand what they are buying and why they might need to change and buy something else. The seller acting as an assistant to the buyer.  
this theory can be used to execute the end-to-end sales processes by Tesco organisation within UK. With the help of the mentioned theory Tesco will be able to initiate end-to-end sales process that will benefit the organisation with maximum brand relationships with the customers within the national premises of the UK.

Ansoff’s Matrix
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Market Penetration (market present) they will sell more of the same to the same type of people.
Product Development (Future) Tesco will sell new products to existing customers.
Market Development (Future) this when Tesco will sell existing products to new types of customers.
Diversification (Future Product) In this case Tesco will sell new products to new customers.
With the use of Ansoff’s matrix, Tesco will be able to adopt the perspectives of market 
development where the organisations will be able to hold the interests of the new populations through existing products and services portfolio within the national premises of the UK. With the help of the business operations within the particular quadrant of the matrix, it will be able to meet the needs and preferences of the customer through exclusive product ranges and others.

[bookmark: _Toc530413705]Conclusion
Tesco is one of the leading retail companies in the United Kingdom. The business report has been developed in order to understand the role of marketing in terms of development of the products and services of the company. The report mainly deals with the different innovative marketing strategies and the ways in which the company is able to apply them in the workplace so that they are able to develop their products and services. The company should also ensure proper communication in the workplace so that they are able to deal with the grievances of the customers and address their needs. It also has an impact on the stakeholders’ expectations and the process of the company’s business is eased.
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