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As a project team member, a detailed analysis of the internal and external market environment will be done. Based on the assessment, a marketing plan, through the application of the theoretical frameworks, would be prepared to resolve the issue faced by the company. The Sports Direct brand in the UK would be considered for assessment. Finally, associated recommendations will be revealed.
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Political: The UK Government has been directing companies to use eco-friendly practices like recycling, reusing and using environment-friendly materials for manufacturing (Smithers, 2020). It is unfavorable as Sports Direct faces sustainability challenges (Laville, 2019).
Economical: The retailers in the UK faced challenges with regard to rent, where many companies had to close due to high rent (Fish, 2020). The inflation rate has been rising in the UK, along with pricing and cost of living (BBC, 2022). This is harmful as high rent would increase cost, and inflation would increase the price. Both would lead to a fall in profits or sales. 
Social: It was observed that importance was given to health and sports among Gen Z and millennials population, even during the pandemic (Gosselin, 2020). Digital purchases increased among UK customers. Smartphones were mostly used by customers for online purchases, and product reviews were of key importance (Statista Research Department, 2022). Millennial has changed the way sports shoe feels. It is trendy, comfortable, and a status symbol (Hoffower, 2019). This is favourable as Sports Direct had the products the customers were seeking and the e-commerce platform for quick purchases.
Technological: The social media usage among the age group of 16-24 years, 25-34 years and 35-44 years and 45-54 years are increasing over the years in the UK (Dixon, 2022). Short video digital advertisements are trending among millennials and Gen Z in the UK (Kahn, 2016; Kashyap, 2022). A few of the most used social media platforms included Facebook, Instagram, TikTok, Snapchat and Twitter (Yuen, 2022). Besides, 86% of UK customers preferred human beings over chatbots for customer services (Gill, 2019). Customers enjoy technological aspects inside a retail store, thereby enhancing their overall shopping experience (Iddenden, 2022). It is damaging as Sports Direct needed to improve in-store, customer service and online experience further.
Legal: The involvement of companies in unethical practices or violations of human rights and employment law like forced labour, trafficking, child labour, and so on led to legal issues (Kelly, 2015). Furthermore, the health and safety regulation breaches in the recent year among organisations have been increasing, and penalties are being imposed (Arewa et al., 2018). The government intervened in the case where consumers were betrayed by a company, and lawsuits were filed in a court of law (Dewdney, 2016). It is unfavourable as Sports Direct was involved in misleading advertising and slavery issues (Rodger, 2018; Lawrence, 2017).
Environment: The customers (Gen X, Z and millennials) considered sustainable buying more important (Wood, 2022). It is disadvantageous as Sports Direct failed to promote environmental sustainability (Laville, 2019).
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Figure 1: Porter’s Five Forces model
Source: Warner (2010)
Threat of substitutes: It is high in the case of Sports Direct due to the existence of competitive rivals like Nike and Adidas, which offer high-quality products in the UK (Statista Research Department, 2021). In addition, the weaknesses of low quality, poor in-store experience, low service quality, poor customer satisfaction, and so on increased the threat further (BBC, 2021). Nevertheless, the low-pricing strategy was an advantage in the case of Sports Direct (Cole et al., 2016).
Threat of new entrants: Sports Direct has been in the sports footwear industry since 1982 and has been functioning this long. Setting up a new business in the UK is beneficial as the UK government promotes startups by offering financial assistance. The financial assistance included loans and grants for Research and Development for small and medium-scale companies (Stothard, 2020). Besides, London is found to be the best location for business entrepreneurs, and many global and local investors are available (Flockett, 2021). However, it would be difficult for a new brand to grow and reach the level of Sports Direct’s development quickly. Hence, the threat is medium.
Bargaining power of buyers: With the presence of many competitors in the sports footwear industry in the UK market, the bargaining power of the buyers is high (Statista Research Department, 2021). Moreover, 59% of the customers in the UK are price-sensitive after the pandemic (Briggs, 2021). The educated population in the UK has been declining over the years, with fewer kids in the family (Knapton, 2022). The combination of lower education and low price sensitivity led to the lowering of the bargaining power of customers.
Bargaining power of suppliers: There seemed to be many leather and footwear machinery suppliers in the UK, thereby lowering the bargaining power of the suppliers (Go4worldbusiness, n.d.). Additionally, the existence of many suppliers allowed small to large shoe brands to switch from one supplier to another.
Competitive rivalry: Few competitors in the UK for sports footwear included JD Sports, Nike, Puma, Reebok, Adidas, Converse, New Balance, and others (Statista Research Department, 2021). Likewise, the Instagram followers of Sports Direct were very low (195K) compared to followers of Nike (198,000K), Adidas (26,100K), Puma (12,000K) and others (White, 2021; Sports Direct, 2022b).
Advantages and shortcomings of Porter’s model
It assisted in comprehending the positioning, weaknesses, opportunities and strengths of a company. Based on the market forces it aided companies in using their strengths to direct their actions toward company improvement or growth (Joyce et al., 2018). However, the criticism included that the model failed to show any link between the stakeholders, and the uncertainty level was low (Safari et al., 2016).
[bookmark: _Toc112362796]3. Internal Environment Analysis
[bookmark: _Toc112362797]3.1 SWOT Analysis
Strengths: The low pricing strategy helped lure customers. Most of them were customers of 40-50 years (Gen X) (Shakespeare, 2021). They invested in technology which would aid them in growing in the long term (Retail Technology, 2018). The Click-and-Collect delivery facility increased online sales of Sports Direct, as per the article by Rigby (2015).
Weaknesses: Young customers preferred JD Sports over the Sports Direct brand for footwear. The value for money and quality is low compared to the rivals (Shakespeare, 2021). The organisation culture of Sports Direct was very poor, which affected employee performance negatively (Goodley, 2016). The lack of empathy during the pandemic through actions like setting aside stock items despite the high demand in-store and increasing product pricing is a weakness (Munbodh, 2020). The brand’s customer satisfaction rating was very weak, including in-store experience (BBC, 2021). The item delivery issues and delayed delivery diminished customer satisfaction (Sports Direct, 2022a). The findings of YouGov’s BrandIndex revealed that the brand reputation and impression of Sports Direct were among the bottom 5 (Vizard, 2014). Sports Direct failed to implement strong safety measures associated with the customers and employees (Hardcastle, 2020). The brand faced a data breach or data leak issue where the data of around 30,000 employees were stolen. Simultaneously, they tried to hide it from the affected audience, which shows the unethical aspect (Wakefield, 2017).
Opportunities: They have the opportunity to improve cybersecurity issues and in-store experience through their technology investment. They need to reduce unethical practices through strict internal regulations. They can improve prompt delivery and customer service according to the brand’s promise. Further to the high importance given to health and sports by Gen Z and millennials, there was scope for high sales.
Threats: The misleading advertisements published by Sports Direct led to complaints (Rodger, 2018). Slavery practices among employees might lead to legal issues (Lawrence, 2017). The poor adherence to the employment law with regard to minimum wage payment led to legal issues that threatened the company’s positioning (Reuters, 2015). The business rate affected the decision-making regarding the number of stores, including Sports Direct (Reuters, 2020). The sustainability issues of Sports Direct would pose environmental problems in the future and lead to legal issues (Laville, 2019).
[bookmark: _Toc112362798]4. Role of marketing in Sports Direct
[bookmark: _Toc112362799]4.1 Market Segmentation (STP)
Segmentation: The demographic factor of age and psychographic factor of lifestyle would be used in the case of Sports Direct. Their existing customers are Gen X (40-50 years), and others are Gen Z (10-25 years) and Millennials (26-41 years). The millennials’ lifestyle included jobs, busy schedules, maintaining physical fitness through workouts, education, and spending on health-related matters. They prefer work-life balance (Alesso-Bendisch, 2020). Gen Z’s lifestyle included high use of technology, education, convenience, comfort and ease (Fleishmanhillard, 2022). Gen X work hard, earn income, are independent, have dedicated personal time, are adaptable and have a work-life balance (Indeed, 2022). Their exercises included sports like rock climbing, personal training, martial arts, running, snowboarding, jumping, and so on (Vogel, 2011).
Targeting: The Millennials, along with Gen X (existing customers), would be targeted in the case of Sports Direct. Besides, the Millennial segments such as “Millennial Mom” and “Clean and Green Millennial” would be targeted. The characteristics of “Clean and Green Millennial” included young, driven, belief in sustainability, health-oriented, shared cause-related content, and who can make an impression. Likewise, the “Millennial Mom” segment’s traits included having a high income, being family-oriented, tech-savvy, confident, seeking information and spending most of the time online (Fromm and Garton, 2013). These traits would aid in enhancing sales of Sports Direct through targeted marketing activities.
Positioning: Sports Direct’s Unique Selling Proposition (USP) is “offering basic retail products and services at their best” (Vizard, 2014). The positioning would be done by focusing on customer satisfaction and service quality through effective marketing through various advertising channels. The methods have been portrayed in the marketing mix section.
[bookmark: _Toc112362800]4.2 Marketing Mix
Product: The quality of the products offered by Sports Direct will be scrutinised and improved, where necessary.
Place: The store space will be increased, and items will be organised according to categories inside the store. The items would be organised in such a way that the customers find it easy to find the desired shoe type. Furthermore, the gamification concept would be used for entertainment to create a fun and enthusiastic atmosphere in stores (Nobre and Ferreira, 2017). In addition, the customer service kiosks will be used to enhance the in-store experience (Lao et al., 2021). Blockchain technology can be used to enhance cybersecurity and resolve issues like data leaks and various other technology-related issues (Cheung et al., 2021).
Price: The low-pricing strategy would be continuously used along with offering high-priced branded sports shoes (Cole et al., 2016). In addition, offers and discounts on branded products would be provided to attract customers.
Promotion: The existing marketing team employees would be trained, and incompetent staff would be replaced with talented ones. The dedicated marketing professionals would be assigned to handle different areas like replies to customer emails, social media chats, social media comments and call centres. Furthermore, short video advertisements will be used to attract the target market as it is trending among them (Kahn, 2016; Kashyap, 2022). Moreover, mobile app marketing would be used to lure millennials and update them about new products and services (Khalufi et al., 2019).
[bookmark: _Toc112362801]5. Conclusion and Recommendations
Through the application of the PESTLE and Porter’s Five Force analysis, the external market environment in the UK was examined. Likewise, the internal environment of Sports Direct was analysed through SWOT analysis. The application of the STP and Marketing Mix tools revealed the marketing plan to improve the performance of the Sports Direct brand in the UK through improved sales. It is recommended to use the market penetration strategy from the Ansoff Matrix to increase sales in the current UK market through improved marketing techniques (Proctor, 2014). The prompt replies to the customers and timely resolution of problems by the marketing team of the brand would enhance customer service. Additionally, the company must reinforce internal human resource regulation and conduct ethical training to ensure the removal of unethical practices (Hughes, 2019). Sports Direct can apply Carroll's Pyramid model to ensure prompt compliance with ethical, economic, legal and philanthropic aspects (Alfakhri et al., 2020).
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