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TASK 1 B

Development and Planning of Blog posts and their support in marketing campaign

This blog posts contain different strategies which is followed by marketing campaign of Marks and Spencer. The company adopts these strategies in order to attain success and goal achievement. So, support in marketing campaign from these strategies will be discussed below :

Strategy of Segmentation for marketing campaign

In reference to above, The strategy followed by Marks and Spencer is Segmentation (Visser, Sikkenga, and Berry, 2018). Segmentation in this blog post implies that grouping the targeted customers into different parts according to likes, demand, dislikes, preferences etc. Segmentation is supporting a lot in marketing strategy campaign, that will be discussed below as: 

•
Aid in determining opportunities in market

The Marks and Spencer get various opportunities in market due to segmentation strategy they follow. The company stays aware about all the prevailing opportunities and launch their products in market accordingly (Baker, and Hart, S. eds., 2016). 

•
Need of customers are taken care

Due to the market segmentation, the customer of Marks and Spencer are taken as a priority and their needs are identified by the company as well. The company identifies the need of customers and try to offer the same for attaining growth (Jackson, and Ahuja, 2016).

•
Product pricing determination

It is important for all businesses to adopt different pricing of products. So, Marks and Spencer follows different product pricing with market segmentation (Visser, Sikkenga, and Berry, 2018). As, Marks and Spencer identifies right prices for their product to target new customers in different market. This way the company attain growth and create a good market base. 

•
Right distribution strategy

The company such as Marks and Spencer, who follows market segmentation in order to getting help in optimum strategies for distribution for new products launched by them. Marks and Spencer identifies right channel of distribution and outlets for their products to target various customers of different segment, group or class (Gunelius, 2017). 

Strategy of Marketing Mix for marketing campaign 

Marketing mix supports to Marks and Spencer, as the company follow this strategy too in campaign of marketing strategy (Herbes, and Friege, 2017). Support of marketing mix will be explaining below as: 

•
Simplifies different concepts of marketing

The company able to gain efficiency of different marketing concepts into one. As, Marks and Spencer follows strategy of marketing mix. Thus, the marketing of the company Marks and Spencer is easily managed and efficiently done in various market segment.

•
Differentiate marketing from other companies

Marks and Spencer follows marketing mix which support them in creating different marketing than other companies (Jackson, and Ahuja, 2016). Mainly it supports them to create a competitive advantage among rivalries. 

•
Management and budgeting of resources in marketing

The company like Marks and Spencer, with getting assist to marketing mix able to manage their resources as well as budget them properly. Company make proper plan after analysing marketing mix because Marks and Spencer knows their needs of customer and conditions in prevailing market (Yasnolob, and Radionova, 2017). Therefore, they are able to manage them properly and attain profitability by right source of marketing. 

•
Allocation of finance and Human resource

Marks and Spencer group is able to allocate proper finance and human resource from marketing strategy. This provides a framework which is valuable in allocation of these resources towards marketing to enhance sale of the company. Thus, it acts as a supporting agent in marketing campaign.

•
Goal achievement

Companies formulate marketing mix strategy to support their marketing campaign (Martell, 2018). The company like Marks and Spencer is achieving their short term goals effectively but marketing mix help them to develop a proper plan regarding opportunities which supports them in attaining long term goals. 

Strategy of product Life cycle for marketing campaign

•
Effective decisions made by the company

The company like Marks and Spencer follows this strategy of product life cycle helps them in making decision making in effective way. Marks and Spencer attain profitability from effective and timely decision making in order to grab opportunities in market and also to gain competitive advantages from competitors company (Connolly, 2015). 

•
Knowledge and ability of managers for future

The product life cycle also supports managers to develop their knowledge and required skills for the future. As the managers of Marks and Spencer improves their ability of decision making time to time. By this way this strategy will help the company to make proper decision in times of declining of product. 

•
Management of staff and accountability

By analysing proper product life cycle strategy, the company Marks and Spencer group able to manage properly their staff (Elshiewy, Guhl, and Boztug, 2017). The workforce are managed and hence accountable for any contingencies. Proper management of workforce helps Marks and Spencer in retention of employees and for setting and attaining goals and objectives.

CONCLUSION

This report is all about marketing fundamentals in relation with Marks and Spencer group. The company Marks and Spencer's blog posts is created here in this research report. Different strategies like marketing alignment, marketing mix, segmentation strategy, product life cycle was used in formulation of Blog posts for marketing campaign of Marks and Spencer. Then, Planning and development of blog post were explained in the report. At last, support of these strategies towards marketing campaign were covered. In this, various benefits these strategies were offering to Mark and Spencer were discussed like, goal achievement in effective and efficient manner, product pricing strategy, quick decision making etc. all were covered in the report. 
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