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Good communication is a pillar of success
Communication plays a very vital role in the success of any business organization. When employees along with the management of any organization properly communicate with each other, they come to know about their position and they can share their skills. Moreover, healthy communication in the working environment builds good relationships with each other (De Swaan et al., 2014). As a result, conflict among the employees goes down. 
[image: Communicarion skill]Proper communication also plays a big role to run the business. The organizational culture encourages proper communication in the work field. That’s the reason why internal management forces good communication. Moreover, is seen that employees of the organization get good feedback from their supervisors about what they need to do. It’s also noticed that good communication with the customers can also help a business company to forecast the demands of the customers and its current position in the market. Moreover, the management team of any organization can come to know about the market strategies of its business rivals in the market (Kaur, 2013). From the organizational perspective, there are many types of communication are noticed such as verbal communication, non-verbal communication, oral communication, listening, visual communication, etc. It’s essential to find out the most suitable communication strategy in the organization.  
[image: Types of Communication | 6 Types of Communication You Must Excel At]
Unilever is very sensitive in its internal communication 

Unilever is one of the most successful product manufacturing companies not only in the UK market but also in the whole world. This leading product manufacturing company has a branch in more than 160 countries. That’s the reason why Unilever company needs to communicate with the employees and management over some time to monitor their performance. Most of the cases, the management team of Unilever company uses formal letters and emails to communicate with each other because those are the formal methods of communication (Mukiira et al., 2017). The current CEO of Unilever company, Alan Jope illustrated that written communication is more effective than oral communication. Sometimes written communication is considered as documents from where both the receiver and the  [image: Unilever Shares 5 Ways Diversity is Good For Business] 
the sender gets a clear idea about their messages. That’s the reason why the management team of Unilever company used a written method of communication to communicate with their internal employees. Secondly, group discussion is an effective method of communication with the employees. It noticed that there are around 160000 employees currently working in different branches of Unilever. In every outlet of Unilever, several groups are noticed. In that case, group discussion can be an easy solution for communication with the employees.  

Aim of marketing in Unilever company 
Like other business companies, Unilever also has good planning marketing to promote their products on the market. Alan Jope, current CEO of Unilever company said that the aim of us is to make a better world where We at Unilever want to make people's daily life easier. Therefore, we continue to create new goods, enhance tried-and-true brands, and advocate for better, more productive working practices. So, by this motto, Unilever company focuses on product development and market promotion so that the demand of the customers can be properly filled. Alan Jope thinks that the best way is to communicate with the customers and other stakeholders to know about their actual demands of them. He also added that if the demands of the customers can be understood, it becomes easy to take decisions easily (Penders. 2011). 

Products and target markets of Unilever[image: Unilever Global Careers on Twitter: "We're proud to say our brands are  known for being widely used around the world. Check out some of our leading  products: https://t.co/xRZwMakuFM https://t.co/d91MmjipCw" / Twitter]  
Unilever is a products manufacturing company in the UK. Unilever manufactures different types of products such as toothbrushes, paste, medicine, soap, shampoo, ice cream, and other beauty products for their customers (Reza, 2020). Most of the products of Unilever have high demands from their customers just because of the quality of the products. 
Unilever has good demand everywhere in Asia and Europe. Currently, Unilever is trying to capture the market
[image: Market Segmentation of Unilever | Download Scientific Diagram]
 
Unilever company has a unique strategy to focus on its target customers in the market. Unilever company mainly focuses on market expansion strategy. That’s the reason why this leading products manufacturing company focuses on every customer of every age. It evaluated that Unilever company emphasizes customers of every age. That’s the reason why Unilever manufactures products for classes of people (Tien, 2019). It’s a matter of astonishing that, one of their five products is a Unilever product. From children to senior citizens, from elite society to middle class or lower-class customers- the products of Unilever have good acceptancy in the eye of the customers. It's analysed that Unilever has more demand in European and Asian markets. Proper market analysis helps Unilever company to know about the demands of Asian and European customers.  That’s the reason why Unilever company is not dominating its business competitors in European and Asian markets (Widyastuti et al., 2019). Currently, Unilever is trying to set up a good position in the African market. That’s the reason why Unilever focuses on market research in the African market.    


Pricing strategy of Unilever company  
The current CEO of Unilever company thinks that an effective pricing strategy increases the demand for the products. Moreover, he also thinks that the affordability of purchasing for every customer is not the same. That’s the reason why the management of Unilever focuses on the customization of their products. It's seen that Unilever used to manufacture different types of the same products. Such as an example, Unilever manufactured two types of soap which are “Dove” and “Life-Boy”. The price of Dove is higher than Life-Boy. So, customers who have a higher level of income can purchase “Dove”. On the other hand, customers who have lower incomes will buy “Life-Boy”. So, it is just an example of soap. Like these products, Unilever used to manufacture the same products in different qualities so that every type of customer may use their products in the proper ways. Alan Jope who is the current CEO of Unilever said that they always tried to give the best products at the best price so that we can get proper customer satisfaction. So, selling all types of products to all classes of people is one of the main goals of Unilever (Nelis, 2011). That’s why Unilever company is very sensitive about the pricing strategy of their regular products. But most of the prices of the products Unalive are indeed higher than its competitors since most of the products of Unilever are premium quality products.

Where the customers will get products from Unilever (Place / Distribution process)
Unilever is a multinational company in the world. It's early said that the number of outlets of Unilever company is located in around 160 countries in the world. People around the world have great demands on the products of Unilever company. Noticed that most of the outlets of Unilever company are located in the centre point of the city from where customers can get easy access (Kotler et al., 2015).


[image: Unilever picks London as its home over Rotterdam | Unilever ...] 
The head office of Unilever company is located in London, UK. All the activities of Unilever company all around the world are monitored from here. Even the HR of Unilever company used to recruit their employees from here (Lamb et al., 2012).    
Moreover, Unilever has its official website from where customers can order their products. Unilever has some distribution channels. One of the main channels of Unilever is its official website. The name of this channel is https://unilever-professional.com/. It is the digital distribution channel of Unilever. Moreover, different types of wholesalers and retailers also play a big role in the product distribution of Unilever company. The strong distribution channel of Unilever company is mainly responsible to reach the products on the hand of the customers.    
[image: Presentation on distribution channel of hindustan unilever]
Most of the outlets of Unilever company is operated by the Franchisee. That’s why customers will also get the products of those shops of Unilever company which are operated by the local franchisee of Unilever company.  In the case of Africa, most of the outlets of Unilever company are merged with Procter and Gamble (Strauss, 2011). So, customers will also get Unilever’s products to form the outlets of Procter and Gamble. Even, Unilever is also linked with several online business channels such as Alibaba.com. So, a customer can easily order their required Unilever products from Alibaba.com.  
Marketing and products promotion strategy of Unilever company
The current CEO of Unilever company believes that a proper business promotion strategy not only increases the demand for the products but also helps to dominate other business rivals in the competitive market. It noticed that Unilever company has many business competitors in the market such as Mars, GSK, Johnson & Johnson, Nestle USA, and Procter & Gamble (Ferrell et al., 2021). In that case, a proper marketing strategy helps the Unilever company to dominate its business rivals. The main marketing strategy of Unilever company is its cross-market strategy. According to this strategy, Unilever company used to sell its products at a lower price than its business competitors. As a result, all classes of people can purchase products from Unilever company. In the case of product promotion, Unilever uses an online platform to promote its products. 
[image: Celebrity De-Lux: The Golden Age Of Movie Star Soap Advertising – The  Reprobate] Such as example, when a new product is launched by Unilever company, those products are shown on their official website from that the customers can easily understand the quality of the products. Moreover, Unilever also uses different types of traditional marketing media such as Newspapers, Online messages, social media platforms, etc. (Geraldine, 2013). Another important marketing strategy of Unilever company is to bring a celebrity to promote their business products since most people follow celebrities.


 

Sales promotion is another big marketing strategy of Unilever company. This strategy is so effective to boost sales when new products of Unilever come into the market (Payaud, 2014). Such as example, when a new product comes into the market, Unilever company used to give some discounts to customers so that sales can be boosted.

[image: 8-14 Jan 2021: Guardian Online Unilever CNY Promotion - EverydayOnSales.com]

As a result, more customers can get real experiences of using the products when they get the opportunity to purchase the proper discount. So, if the user gets a positive experience, he will share his feedback with other customers, as a result, a word to mouth advertising happens (Biloyodska et al., 2018). 

Like the discount offer, Unilever company also gives the offer- “Buy 1 and get 1 free” offer. 
[image: BUY 1 TAKE 1: Buy CIF Cream Lemon 500ml Get 1 FREE CIF Multi-purpose Spray  450ml, home cleaning solutions, cleaning items, liquid cleaner, groceries,  liquid disinfectant, unilever | Lazada PH]
According to this marketing strategy, a customer can get an extra product from Unilever when he purchased a product from the outlet of Unilever.       



How Unilever company communicate with their target market
As a leading products manufacturing company, Unilever needs to communicate with its target market within a period. Proper communication is the best way to know about the demands of the customers and helps the Unilever company to manufacture their products according to the demands of their customers (Heartline, 2021). In that case, Unilever company emphasizes social media platforms. It's noticed that there is hardly anyone who is not connected with social media. Most people use Facebook, Instagram, WhatsApp, etc. to communicate with their customers. Another strategy of Unilever company is market research. Market research is very supportive to know about the actual demands of the customers. Even the demands for the same products are not the same everywhere (Frost, 2011). An example, the demands of the customers of Unilever company in Europe are not the same as the demands of the customers in Asia. That’s the reason why there is no alternative option like market research to know about the demands of the customers. Another important platform is the channel of distribution who directly contact the customers. 
[image: PDF) Marketing Strategy and Sustainable Plan of Unilever]
In that case, the channel of distribution such as retailers, whole sellers, and other business channels directly talked with the customers about their demands. In that case, the customers can share their preferences. Another example by which Unilever company can directly contact customers is a physical survey. In that case, a questionaries’ is developed which is given to the participators to know about their demands and preferences.
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