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Executive summary

This report will provide a digital marketing report about the Litelok company. As a marketing consultant, I will try to help the company with their digital marketing initiatives and compare the company with the competitors and a market leader. Thus, this report is composed of a benchmarking and recommendations to the Litelok company. 



Summary


I)	Introduction	1
II)	Business context and analysis of the environment	1
III)	Competitive analysis – Benchmarking	1
IV)	Conclusion and recommendations	4
V)	References	5



[image: ]             			Digital Marketing 




Assessment 1 / Chloé Jugan 

[bookmark: _Toc7182979]Introduction

First, let’s remember briefly what is the Litelok company. Litelok is a commercial business from Swansea, founded in 2013 by Neil Barron. The company produce and sell strong, secure, design, light and flexible bike lock to everyone. The company try to develop itself and attract new customers through especially digital marketing strategies. Thanks to social media, for example, the company want to find its place on the lock bike market and on the online world, opposite to serious competitors, especially Kryptonite and Abus, which are leaders on the market. 

Now, we will define the main notion of the report, digital marketing. “Marketing is the management process responsible for identifying, anticipating and satisfying customer requirements profitability” (CIM, 2018), and digital marketing is achieving marketing objectives through applying digital technologies (Chaffey, 2012), as online advertising, provide direct-response, a platform for sales transactions, customer service mechanism for good customer relationship. 

[bookmark: _Toc7182980]Business context and analysis of the environment

First, we will contextualise the business in its market. The bike lock market growth thanks to the constantly increasing number of bike users. “This augmented growth is resulting in increasing demand for bike lock around the world. The bike lock market is expected to grow in future owing to rising safety concerns of riders” (Market research, 2018). In this market, the leaders are principally Kryptonite and Abus, and the competitor products are the u-locks, cable locks, chain locks and speciality locks. 

Now, through the PESTLE model, we will analyse the macro environment of the market. 

	Political
	?

	Economic
	Low of the budget from the main user, students

	Social and cultural
	Growth of the bike’s use
The original design and useful product 

	Technology
	Quality and innovative materials
Even stronger lock to ensure security 

	Legal
	Product has to ensure security 
Growth of bike’s theft

	Environmental
	Growth of the bike’s users to decrease pollution



Thus, students are the main users of bike that explain the low of a budget. Moreover, bike’s users, who are in growth because of the environmental issues and easy use, want the secure product to face up to the growth of theft. Customers want useful and strong products in their everyday life, with quality and innovative materials, original design. 

Through digital channels, the strategy of companies is to attract customers and improve visibility by way of advertising online campaign and modern platform. Social media and online selling could turn out to be the best practise channels for good digital marketing. Companies’ objectives are “the purchase of new customers, creating customer loyalty, and contribute to the reputation of the brand” (Coëffé, 2014). 

[bookmark: _Toc7182981]Competitive analysis – Benchmarking 

The goal of performing a competitor analysis is to help a company to measure and understand its digital presence compare to its competitors. This approach can enable the company to have a better position on the market and point out the competitive advantages and competitors’ strengths which are important for targeting and anticipating investments. Kryptonite “is widely known as the originator of the U-shaped bicycle lock” (Market Line, 2001), is the first leader of the lock bike market with Abus. Let’s analyse the two best practises of this leader: 

· Website:
The company have a design, clear, and easy to navigate website. This digital channel is also a point of sale for the brand. Customers can direct buy Kryptonite’s products online through the main website, this is a good way to sell more. A large product range is proposed to customers through not only locks but also cycle lights, which is principally highlight on its social media. This allows the company to diversify itself, which is very important to create customer loyalty and vary its products to satisfy clientele. Furthermore, the website includes a section with an explanation about how to choose the good lock and about the story of the company. The site connects the customer directly to their social media.
The principal company strength is the quality and design website with many languages proposed, a lot of sections, and customer service. In the website, a customer must feel good and in the hand of a serious brand with professional analysis and quality products, through nice pictures, colours, several explanations about products and their production. It’s very important for a brand to have a design and enjoyable website because it’s the first customer’s impression. Thus, companies have to invest a maximum on an attractive website page. Moreover, it’s important to attach importance to the way that people come on the websites. Here, Kryptonite’s customers principally come from research, that is to say, the company must appear on the first page of research on the search engine. To understand all these practise, companies have to use tools to get the audience.
[image: ][image: ][image: ]This screenshot from Similar Web show that the majority of people (70,84%) come visiting the website from direct search about the products and not social media. 


· Social media: Instagram profile 
Regarding the Instagram professional account of Kryptonite, the company count 11,000 followers. The profile offers to customer a variety of post with nice pictures and interesting information. The other advantage is that the company has a partnership with sports brand as “La Sweat”, and establish since few years sponsors with biker teams during the Cycle Messenger World Championships Competitions in all the world through different countries. It’s a new way to make a name of itself. Kryptonite targeting young customer, which are the main users of bike and lock bike, and which are over-connected. The key to their success is the reactivity and regularity, which an important point to keep people aware of its activities. The community managers post once a week approximatively, especially on Instagram which is, currently, the most reactive social media. It’s really important to understand that the new generation is every time connected online. Thus, the online market is in booming. They must take the opportunities to grow their visibility and attract even more potential customers through new digital channels and online advertising, of course, word of mouth on social media. 
[image: ]Through social media, the company try to become even more unknown. Kryptonite has also a successful YouTube channel with 3,3K followers. The videos explain the functioning of the locks and their differences from professional and engineering expertise, this is an interesting method to attract customers and show them the professionalism of the brand. 
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[bookmark: _Toc7182982]Conclusion and recommendations 

Digital channels are very important tools to attract an audience, build brand awareness and create a relationship with customers and potentials ones. The Litelok company should make appropriate business decisions and make some adjustments and changes in terms of digital marketing thanks to this previous competitive analysis. In using marketing models, it should also find solutions and new strategies, because there are “powerful tools to aid thinking, particularly when reviewing strategic options and selecting the best future direction for a company’s marketing” (Hanlon and Chaffey, 2018). The Race model can be used (Reach, act, convert, engage), it’s a well-developed strategy to achieve their goals. The company have to evaluate performance, create, develop and manage strategy, manage, and finally define approaches, and optimise them, to become a good digital marketing organisation. The company can do some soul-searching: What is the message we want to communicate with customers through digital marketing? What are the best approaches and practices in terms of digital channels on the market? 
A post on a blog anywhere in the world could very well rank higher in a Google search that information on the same topic on your company’s web site. (Seth Godin, 2018) Thus, it’s very important to constantly be aware of what happens on the Internet and how your own website is based and positioning. The company have to delivers the right message at the right time, with the right tone and using the right media channels, to achieve the right balance of value. Litelok has to target its audience, especially the young generation in properly managing its website and creating an interactive post on social media and organise competition giveaway for example. It can also create a partnership with famous people to attract potential customers and grow the company’s visibility. 
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