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Apple Inc. Marketing Plan
Apple released its Q2 2019 earning where they earned revenue amounting to $58billion. They generated 11.2billion in operating cash flow within the March quarter and made significant investments in their all area of business. They returned $27 billion to shareholders through dividends and share repurchases. Shares worth $75 billion have been authorized by the board to be repurchased.
Core Products and Services
The company designs manufacture and sell electronic products, software and online services. Its electronic products are iPhone smartphone, Mac PCs, iPad and iPod as well as the Apple Watch and Apple TV. It's software products are Mac OS and iOS operating systems. Its online services are iTunes, iCloud and App Store (Annual Report, 2016).
A Brief History
Established in 1976, Apple is one of the most prominent companies in the world. The company was founded as a mutual understanding between Steven Wozniak and Steven Jobs, with its headquarters in Cupertino, California, in the United States of America (Apple Inc., 2017). Apple started as a small company dealing in only computers, but with time, it began manufacturing other goods and services. Even though Apple Company has various buildings, but a professional photographer can easily make its sketch.
Key Current Competitors
The company faces competition from; Samsung group, which has products ranging from smartphones, personal computers, and telecommunication types of equipment, consumer electronics, and holders the largest market share for the Smartphone market. Other companies that give apple competition include; Microsoft, Sony, Lenovo, HP, and Google.
SWOT Analysis
Strengths 
Stable Financial Resources: Apple Inc. is current the world’s biggest information-technology corporation, known for the production and distribution of top-notch electronic products with iPhone being the leading product. With the profit margin of 39.4% in the 2016 fiscal year, Apple has stable financial resources to continue developing iPhones for premium markets such as the UK (Statista, 2016). 
Brand Equity: The Company has a great history of brand equity and brand loyalty among hardware and software product consumers from the days of the McIntosh computers (Annual Report, 2016). The tag of innovation has been associated with Apple, making its iPhone smartphones to lead in the luxury markets. This gives the product an upper hand. 
Brand Image and Value: With the strong brand image and the brand value estimated at $154.1 billion, the company remains favorable in the smartphone market with its iPhone models. Consumers respect the iOS operating system for iPhone because of its efficiency, flexibility and high speed (Annual Report, 2016).  
Consistency in Design: Apple’s iPhone is popular due to its design consistency with a series of hit after hit from the release of iPhone 5 in September 2013, iPhone 6in September 2014, to iPhone 7 in September 2016. The iPhone 8 is to be released by September 2017, which depicts a potentially good future for the product.
Weakness 
High Pricing: The main weakness of Apple Inc. is higher pricing than its key competitors' charge. That fact that the iPhone is very expensive compared to other smartphones with a similar feature limit the product to premium or luxury market only. In the 2016 financial year, a decline in the sales of iPhones made Apple Inc. recorded a decrease in sales for the first time in 15 years. The company sales were $215 billion compared to $233.7 billion in the previous years, which showed an 8% decrease (Annual Report, 2016).
Products Incompatibility: Incompatibility of Apple's products with other similar products makes such as iOS and iPhone make potential consumers opt for substitute products such as Samsung Galaxy and Android. The iPhone product lacks features such as FM radio, SMS forwarding and Bluetooth transfer, which are available in other smartphones. Even though Apple Inc. is known for its research and innovativeness, there is little improvement in the newly released series of iPhones (Forbes, 2016).  
Opportunities
The Presence of a Potential Market: There is a great potential in the smartphone market as the for smartphone products in the current context continues. The market is not going to get smaller soon, especially with mobile apps and online transactions. With its innovativeness, Apple can continue enjoying premium markets with its iPhone 7 and the expected iPhone 8 towards the end of 2017 (Annual Report, 2016).  
Technology: Overdependence on digitization by individuals and business entities, especially internet and apps, is an excellent opportunity for the iPhone products in the smartphone market. Apple's technological advancement and the continuous release of hits each year is giving the company a competitive advantage in its marketplaces (Forbes, 2016).
Geographical Expansion: Geographical expansion is another opportunity that Apple can use to expand its market. Since its first release in 2013, the iPhone is still selling in significant towns and cities across the world. There is a great potential of the market in rural settings with individuals and businesses who can manage the premium prices.
Threats
Reduced Potential in Innovation: The death of Steve Jobs, the legendary innovator and the CEO of Apple Inc. reduced the company's potential in innovation. The android operating system for smartphones is a severe threat to the iPhone, primarily due to its flexibility and use by all other smartphones. Android phones are current commanding 55% of the United States smartphone market while it commands 73.4% of the UK market share (Statista, 2016). 
Legal Lawsuits: Legal lawsuits related to the infringement of intellectual property rights could work negatively against its brand reputation.  Samsung is another iPhone's significant threat with several models of smartphone released each year. Further increase in the manufacturing costs will mean an increase in the already premium prices (Annual Report, 2016). That could reduce the sales of the iPhone in its major markets in the future.  
Target Definition
Teenagers are considered to be one of the apples primary target market. They install platforms that are relevant to teenagers that enable them to socialize with fellow teenagers. They can listen to music, relate to social media platform while gaming using the devices. Colleague and university students require notes record-keeping where iPads and MacBooks help them store data in an organized way. The devices are made to be light that makes it convenient to carry them around. Business people have utilized the use of Apple products where they are fast, and communication between clients is more accessible compared to when other devices are used. Children have used their devices since the products are made light and with the high-quality screen where children can play games more naturally (Armstrong & Kotler, n.d.). Adults have used these devices for phone calls, directions, documents, and cameras in a high-quality manner hence using apple products more frequently.
Apple new target market is a money transfer and transaction using the Apple card. The card is interconnected digitally and connected through Apple wallet and a physical card that may be used for other non-apple transactions. This new market will be business people who really on physical banks to do deals. This product will open up and ease the way money transactions are done. The apple wallet is to be installed in Apple devices in a consumer-friendly manner (Armstrong & Kotler, n.d.). This card will eliminate some operational costs charged by banks, and also it will lower the APRs average.
Positioning Statement
A product positioning strategy is a marketing tactics companies use to define their products positively in the customers' eyes. It is an attempt by the company to create a positive image or a unique identity for its product and brand relative to its competitors in the market (Forbes, 2016). The product positioning determines the place that the product and the brand occupy in the customers' mind. It is also used to distinguish the product from competitors' products. The product positioning strategy is about placing a product in the market in a manner that it occupies the minds of potential customers (Roger & Robert, 2010). Therefore, they develop product and brand recognition, which influence them to buy more of that product than those of the competitors. 
Brand Name
Apple Inc. is one of the leading brand names among the largest companies in the world. Its brand value is estimated at $154.1 Billion. Apple brand is known for innovative design and production of highly efficient electronics and software products that surpass the customers' expectations. Because of the reputable brand name, the majority (48%) of the UK smartphone consumers identify with Apple's iPhone (Statista, 2016). They believe that it is the best and very distinguished from its competitors, which include Android-based smartphones such as Samsung Galaxy series and Note 7. Because of Apple's good brand name, its employees are motivated to work hard.
Consequently, they provide excellent services to customers. Thus the company witnesses an increased number of returning customers of its iPhone products in the UK since 2013(Burkard, 2016). The brand reputation of Apple Inc. has improved the perception of existing and potential customers of Apple iPhone, resulting from branding loyalty.
Packaging
The packaging is an essential tool that can be used by the company to distinguish its products from those of the competitors. Good packaging provides customers with a sensory experience, which is essential in reinforcing their perception of the brand (Roger & Robert, 2010). Apple is among the exceptional firms with outstanding packaging skills with creativity that create an iconic sensory experience among customers. The packaging of iPhone series communicates the company’s brand effectively without words or logo. 
This makes it easier for a customer to pick an iPhone product from the retailer’s self (Annual Report, 2016). This is part of the product differentiation strategy, which clearly distinguished the iPhone from its competitors' products. The iPhone's package is developed using artistic designs. Moreover, it is visually appealing, just like the device inside that box, making customers identify with it very easily (Burkard, 2016). The company elegantly uses a minimalist white color. The idea is to present a simple but clean and attractive package to differentiate the product from the colorful packages of other phones, which are over-stimulating.
Pricing
Even though high pricing technique is viewed as a detrimental element that can reduce sales, it is not part of the product positioning strategy for Apple's iPhone and other products. Luxury markets of smartphones such as the UK markets expect to buy their smartphones at relatively higher prices. It is because of the prestigious position the product gives the consumer. By presenting iPhone at higher prices than its competitors present theirs, Apple Inc. tends to maintain its large market share among customers in the luxury or premium market (Annual Report, 2016). These customers will buy a smartphone at high prices because they need them to maintain their social status. This explains why the majority from the upper-class households identify with Apple's smartphones more than other smartphones because only a few people can afford them in the ordinary markets (Forbes, 2016). 
Launching and Presentation
Launching and presentation of a new product in the market determine its success or failure. Apple Inc. has been very creative when launching the iPhone series, especially the last launch of iPhone 7. The variation of colors such as silver, gold, and black were important components that attracted new customers into trying the product. The storage variation from 32GB, 128GB and 256GB gave the customers significant options, which were also linked to the price variations. The change in design and specification of iPhone 7 compared to iPhone 6 and 5 created a perception of an improved model that seems better than the initial models (Annual report, 2016). The launching and presentation have always been one of the critical pillars of the UK market development, which improved from 14% worth of the Apple's UK market share in 2011 to 39% in 2016(Statista, 2016). 
Marketing Mix
Product
The Apple iPhone comes in two sizes, 4.9-inch screen and a plus version with a 5.7-inch screen. In the Plus version, the iPhone has some exclusive features that differ from its smaller counterpart, for example, the upgraded camera, stronger processing power and enhanced music experience. It's available in five eye-catching colors: black, jet black, pink, gold, and silver (Yeung, 2017). They also have multiple memory sizes available for individuals that crave more space for storage of multimedia. 
Price
When it comes to placement, Apple adopted an aggressive strategy in reaching to a premium customer. There are also various channels that Apple uses to target their customers. They came up with the idea of opening its outlet called the Apple Store, where it will sell all their products and mainly showcase the iPhone (Yeung, 2017). At the beginning of the iPhones life, it was exclusive to apple retailers creating a sense of exclusivity of the product and attraction from customers.
Promotion
Apple promotes its iPhone in many different ways of promoting its iPhone to the public. Apple is known for the best designs when it comes to their products, and the iPhone was not left out of that claim. It's evidence of their superior designs from their well-directed TV commercials. In their commercials, not only do they show the design of the iPhone, but they show off the functions of the iPhone in real-life scenarios (Yeung, 2017). All of iPhone’s commercials focus on function, ease, and lifestyle. 
You will find the iPhone being promoted to Cinema placement in blockbuster movies for all demographics. They run print adds that is usually through the same style; simple working on a white background to contrast the colors and focus on the brand. They also have marketing influencers writing blogs and doing video reviews of the iPhone (Yeung, 2017). They also keep their customers up to date via social media, emails, text messages of new updates and applications for the iPhone.
Place
Apple product is a premium product with a vast ecosystem to purchase millions of paid contents. Being a market leader in its smartphone segment, its marketing mix pricing strategy is that of a market leader. New iPhone prices begin at $599 on an entry-level product and cap out at over $1000 for a Plus device with maximal storage capacity.  The iPhone has been a trendsetter in innovation and innovations come with a cost.  
Apple follows a premium pricing policy to build confidence that its products are exceptional. Apple's reputation for expensive products comes with the label of being a status symbol. You will find that customers argue about the individual status from owning an iPhone. Due to brand recognition, reliability, and innovation its has created a technological addiction that you won't find in other brands.  

Conclusion
The demand for smartphones across the world will continue to increase because of their role in the technological realm. They are used all over the world to access the internet and other applications (Forbes, 2016). Therefore, Apple's iPhone can still increase its market share in the UK, especially among the city residents. The brand name is the strongest tool that Apple should continue to use to advance its market size in the UK because many people, including those who use other smartphones, identify with the Apple's brand (Burkard, 2016). 
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