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Part A: Environmental Analysis and SWOT Analysis
Apple Inc. 
Company Description 
Apple Inc. is a technological company founded in 1976 which is known for manufacturing electronic gadgets like smartphones, personal computers tablets as well as computer peripherals. The company has acquired much success from the sale of personal computers and its use of the graphical user interface. Some of the well-known products by apple Inc. include Mac, iPad, iPhone, and other wearables like apple smartwatches. The mainline of smartphones from Apple is the iPhone which uses the iOS operating system. The company's line of personal computers includes the Mac which uses the macOS Operating system. It also produces a line of tablets known as iPads with its own operating system. These iPads are designed to serve different purposes to the consumer. The company is also a leading producer of home products and accessories such as the AirPods, AppleTV, HomePod, Beats products as well as other third-party products from the Apple brand. The company employs over 147,000 employees worldwide working full-time and part-time. The company had 514 retail stores worldwide as per 2020 reports and generated total revenue of $274.5 billion (Li, 2021).
Company’s Mission and Vision 
Apple Inc. The mission is to bring the best personal computing products aimed at supporting students, educators, scientists, designers, engineers as well as consumers in over 140 countries around the world (O'Grady, 2009). 
The Vision of Apple Inc. is to become the face of the world in the making of great products and make the world a better place than it is (O'Grady, 2009).
Environmental Analysis 
Apple Inc. has managed to achieve high performance through its effectiveness in dealing with external factors which affect the company in the macro and the remote environment. it has employed strategic management which identifies the opportunities and threats which can affect the performance of the company in its industry. The most significant factors which influence the company from the external environment include competitive forces, Economic Forces, Political Forces, Legal forces, Technological as well as Social forces (Khan, et al, 2015).
 Competitive forces 
Apple faces competition from other retailers in the same industry producing similar products like smartphones, personal computers as well as home accessories like smartwatches, tablets as well as TVs.  These retailers always pose the threat of new entrants which can bring more competition in the market share. The company employs strategic factors in response to the pressure posed by these competitors by innovating new products which can attract and retain the old customers. The company also spends part of its revenue in the research and development sectors to understand the dynamics of the changing markets. New entrants for this reason can face difficulties in matching the standard designs adopted and dictated by the company (Khan, et al, 2015). The other retailers in the market also pose the threat of substitute products which can attract part of the company's customers. This is likely to impact the profitability of the company when the customers get a substitute for their needs. Apple's research and development sectors are dedicated to handling this threat by understanding the needs of the customers while the management drives the company to be more service-oriented.  
Economic Forces 
The economic forces found in the macro and the remote environment present opportunities for Apple Inc. Economic stability in the target countries is one of the main economic forces which present an opportunity to Apple Inc. the economic stability presents Apple Inc. with an expansion opportunity to increase the market share of the company. The developing countries are also experiencing rapid growth. The rapid growth in the developing countries has allowed the country to generate more revenue from making sales in the foreign market. Some of the developing countries which present a significant growth opportunity include the Asian countries with a high rate of disposable income increasing the number of potential buyers in the market. The expansion of the company to the new markets can however be faced by various competitive forces existing in the market like the well-established retailers in the Asian market like Samsung which target the same opportunities.  This also increases the competition from the suppliers. The suppliers in the foreign markets can sell at a higher price to the new company than its competitors hence decreasing the profit margin for the new entrant in the market. Companies like Samsung enjoy better prices from suppliers in the growing Asian market than Apple would enjoy when expanding to the region. This makes the profit margin lower compared to the well-established companies in the region (Khan, et al, 2015).


Political Factors 
Apple has also identified opportunities in its external environment and macro-environment. some of the political factors significant to the operational success of Apple in the international markets. The political factors include the policies implemented by governments or related businesses around the world. some of the most significant political factors include free trade policies enacted by different governments in the target market. These policies allow businesses to operate in their countries despite their origin hence presenting a better opportunity for the company to distribute its products in foreign markets (LOMBARDO, 2021).
The political stability experienced in developed countries ensures the company a stable market for its dynamic products.  The political stability allows the steady growth of the economy which can increase the profitability of the company in international markets. Trade disputes between the US and other countries present a threat to the success of the company when operating in the international markets. There has been a significant growth of tensions between the United States and China. This can influence the imposition of higher tariffs by China on products or components imported from the US. This would reduce the profitability of electronic products from Apple's stores based on the Chinese Market. 
Legal, Regulatory and Ethical Issues 
The performance of Apple Inc. in the market is significantly affected by legal external factors. The external factors enacted by the government present a threat to the success of the business. Some of the legal and ethical factors affecting the operations of Apple Inc. are related to user privacy and data protection. Different governments around the world have been putting more pressure on companies to improve the privacy of their users in the digital age. This pressure has been accompanied by regulatory policies which companies like Apple Inc. have to follow in day-to-day operations. This poses a threat to the profitability of businesses due to the compliance requirements costs which reduce the profitability of the business. The company is also required to enhance its security and privacy measures based on the requirements of the government. Some of the ethical issues facing Apple are related to its third-party products which have faced strong criticism from the European and Australian market based on adherence to privacy measures. Apple is required to ensure the privacy of all its products and brands, failure to which can ruin the company's reputations and increase legal sanctions. 
Technological Forces 
Apple is one of the leading companies in the technology industry. Most of the technological factors in the macro-environment present an opportunity for better performance of Apple Inc. current trends and innovations in technology have a significant effect on the business conditions which improve the operations of the company. There has been increased demand for cloud computing which allows the company to grow in its opportunities. Cloud computing is part of the services provided by Apple Inc. hence the increase in demand increased the potential market for its services. Technological integration in business operations has also increased over time. This has increased the demand for technological products such as smartphones and personal computers used in everyday operations in the business environment. The mobile market has also been growing over time presenting an opportunity for the company to generate more revenue. With higher mobile use, the company can generate revenue from its App Store or in the distribution of digital content on different platforms (LOMBARDO, 2021). 
Social Factors 
Social factors existing in the external environment influence expectations and consumer behavior. There has been an increase in mobile access as part of the sociocultural trends. The increased need for communication in different social activities has increased the need for Apple products like smartphones and tablets. The dependency of digital systems in society has also increased the opportunity for the company to sell its products. However, social beliefs have also contributed to the adoption of Anti-Apple sentiments which threaten the success of the business in its operations. The negative sentiments held by the consumers in the market are related to questioning its practices as well as various lawsuits against Apple's third-party repair service providers. The adoption of these sentiments can ruin the reputations of the business while reducing the demand for Apple products (LOMBARDO, 2021) 
Apple Target Market Analysis 
Apple provides different types of products to their customers with different technological needs. The demand for different Apple products influences its Target Market. There are over 1.5 billion users of Apple products around the World. These users create demand for different hardware products like the iPhone, AirPods, Mac, iPad as well as software services like iTunes, iLife, and iCloud. Apple generally targets high and medium-income individuals. The price of the company's products influences it to go for individuals with a higher payroll. The company's market is also distributed over 155 countries with a much preference to individuals in the city life. The company also targets intellectual millennials like students, designers, engineers, and executives which constitute a greater part of the company's wealthy market.  
Marketing Strategy 
Apple has a successful marketing strategy which has made it the leading technology company based on its sale of products. The main marketing strategy adopted by the company is the segmentation of the company's products to meet the demands of different users. Apple produces a wide range of products including software and hardware products for different consumers. It provides products for professionals and teenagers like personal computers, smartphones, iPads as well as television. The company also acquires the online market for music lovers with products like iTunes and iPod. With the brand positioning of the company, it has managed to acquire a large market for the wide range of its products. The company advertises most of its products to the target market. Mobile advertisements on various platforms like Television advertisements as well as online advertisements through Google AdSense allow the company to reach a wider global market. The company also uses the reviews it receives from online stores to build its reputation. The simplicity of the company's products makes it easy for them to acquire new markets with dynamic technological products. 
SWOT Analysis 
Apple Strengths
The apple brand gives the company a competi8tive advantage over their competitors in the market. the Apple brand has been ranked the leading brand in the world based on the revenue it generates. This allows the company to attract more users. 
Apple also enjoys a loyal customer base attracted by the reliability of its products. The customer experience from the personalized products of the company to enjoy a loyal customer base has been increasing steadily. 
Technology is also one of the main strengths of the Apple Company. The top technology adopted by the company has allowed it to produce some of the most innovative products in the markets. These products attract a larger market giving it a competitive advantage over other competitors (LOMBARDO, 2021) 
Research allows the company to understand its market and the changing needs of the consumer. the company rebrands its products to meet these consumer needs which has allowed it to maintain its customers as well as attract the consumers with such technological needs. 
The wide range of products provided by the company also gives the company a competitive advantage over other sellers in the market. The company has managed to acquire a large market with its line of products satisfying different consumer needs and demands. (LOMBARDO, 2021) 
Weaknesses 
High priced product is one of the main weaknesses of the company. The price of Apple products has made them a luxury to many potential buyers. The high prices on products reduce the potential market for consumers with low income. 
The company has limited advertisements and promotions of its products. The company mainly generates revenue from the loyal customer base reducing its ability to expand to new potential markets through advertisements. 
Software incompatibility of Apple products is also a weakness that poses a threat to its competitive advantage. Apple products define the type of technologies and software the user can install. This can reduce the target market for customers looking for more compatible products. 
Opportunities for Apple Inc. 
The company enjoys a steady growth of customers in the market for its quality products. The company has managed to retain most of its market while attracting more customers. The internet has allowed the organization to acquire a larger customer base through adverts and promotions (Aljafari, 2016).
The company enjoys a pool of highly qualified professionals who work as developers, researchers, and designers of its products. These professionals have allowed the company to easily identify the customer needs and provide products suitable for satisfying those needs (Aljafari, 2016)
Technological trends also allow the company to remain competitive. The change in different technology products and uses has increased the market for technological products produced by the company. It also relies on technology in its advertisements and promotions to increase the consumer market. 
Artificial intelligence has also increased the company’s market reach and analysis of market needs. Consumer data collected when making various sales is used in indicating the demand trends in the market. The use of artificial intelligence allows the company to predict consumer behavior based on demand for different products. 

Threats 
Coronavirus pandemic is one of the factors that have threatened the success of many businesses. Operations in the global markets have been limited with low interaction between the buyers and the consumer. This has influenced a decline in annual revenue generated by different companies like Apple. 
Apple is vulnerable to counterfeit products. Many people in third-world countries have used the company's brand image in selling fake products. This is a bad threat to the image of the company as it becomes prone to bad publicity and negative reviews. 
Competition is also a major threat to the profitability of the company's products. The advancement in technology has allowed companies like Samsung to strengthen their brands giving the company stiff competition. With high competition, the profitability of the highly-priced Apple products may reduce as consumers switch to less costly brands (Aljafari, 2016)
Disputes between the US and China have led to increased tariffs on imported products. China provides a larger market for Apple products. The disputes threaten the profitability of Apple products in the Chinese market which may also impose high tariffs on products imported from the US.  
Strengths to Opportunities and Weaknesses to Threats 
The highly-priced products allow the company to enjoy a district market for its products. The company's pricing strategy can allow it to acquire a customer base with preferences for luxurious products. The company is also threatened by low promotions and advertisements. The use of advertisements can allow the company to increase its market reach with higher profit potential. The incompatibility of the company's products can be a way of attracting more customers to its market. It ensures that consumers use other apple products like software and applications as a way of improving its profitability. Apple also faces stiff competition from other electronic technology companies. The company can use the competition as a way of differentiating their products to ensure uniqueness and lack of substitutes to the products of the company. 
The company's strengths can also be used as an opportunity to reach a wider market. The company has a top brand image that can be communicated to potential buyers around the world the company. The brand name can also the company to partner with different suppliers to increase its profit margin. The company's use of smart technology also gives it an opportunity to reach a wider customer base. The company has an opportunity to increase its customer reach through online advertisements. Sufficient research allows the company to understand consumer needs. This can be used as an opportunity for the company to provide products that address the changing needs of the consumers. 
Marketing Objectives 
Product marketing can allow the company to achieve a higher market. The marketing objectives include implementing e-commerce which will allow customers to acquire products from the company's official website. the company also needs to advertise more in the areas where counterfeit products are highly sold. Advertisements can educate the users in developing countries on how to identify counterfeit products. This can help the company in protecting its brand image and reducing its vulnerability to negative publicity. Technological advancements will allow the company to market its products to potential markets. Artificial intelligence will help in identifying the markets with a high number of potential consumers and advertise more to those consumers to increase its competitiveness and market share. 
Part B: Marketing Data Analysis
Internal Data 
	Source
	What it Measures
	Data
	Potential Usage

	Sales 
	Monthly sales by specific product
	The average monthly sales in dollars for each of the company’s products. 
	Can be used for trend analysis, projections, and to measure the effectiveness of promotions.

	Finance data 
	It indicates the financial activity of the company every month. 
	Company transactions and its use of revenue on different activities.  
	Used in decision making, analyzing operation results, and identifying the company's financial position. 

	Human resource 
	The number of employees in the company and their performances. 
	The employee positions, wages, salaries, and performance. 
	Used in preparing employee’s salaries and wages, enacting promotions and demotions of employees as well as implementing training programs. 



Secondary Data 
	Source
	What it Measures
	Data
	Potential Usage

	Consumer behavior 
	The consumer preference for different products 
	The monthly purchases of different consumers from different regions. 
	It can be used in identifying the trend purchases and making decisions on production and promotion 

	Market research reports   
	Show performance of major competitors in the market. 
	Company transactions and its use of revenue on different activities.  
	Used in making advertisement decisions.  

	Government statistics   
	Government activity and involvement in potential markets   
	Policies and regulatory measures by the governments  
	Used in establishing compliance programs when operating in new markets.   



Primary Data
	Source
	What it Measures
	Data
	Potential Usage

	Interviews 
	Leading industry participants and competitors. 
	Qualities of the competitors in their operations within the industry. 
	Used in making pricing decisions and promotion strategies 

	Market survey  
	Provides information on the target population 
	Qualitative   
	Used in identifying target markets for different products

	Demographics   
	The characteristics of the buyers in the market based on their abilities and market activity 
	Consumer purchasing power and demand for products 
	Used in implementing pricing strategies and promotions 


 
Customer Relationship Management
	CRM touchpoint 
	 Purpose and CRM Objective 
	Data
	Potential Usage

	Customer information 
	To identify the consumer information based on their purchases and interaction history.  
	The location of previous consumers and their source of reference 
	Used in retaining customers by understanding their desires and use for different products  

	Customer support   
	To interact with new visitors to the website as well as customers who experience challenges  (customer acquisition and retention )
	Customer challenges and queries  when visiting the site 
	Used in providing help to customers. Can be used in promoting customer retention and acquisition 

	Point of sale  
	Identifies the consumer preference when purchasing the products 
	Consumer journey before purchasing the product  
	Used optimizing product sales and selecting the most preferable purchase method. Can increase customer acquisition and retention by availing the product. 



[bookmark: _GoBack]Part C: Market Strategy, Marketing Channels, Implementation, and Monitoring
New Target Markets 
The new markets for Apple Inc. include the developing countries in Asia and Africa. Countries with a steady increase in economic growth as well as a high number of medium-income households and individuals present a potential market for Apple products. These countries also have a high rate of business development which creates demand for mobile products (Li, 2021).
Marketing Mix for New Target Markets
The products will be provided to these new markets to satisfy consumer needs. The daily consumer products like Mac, iPhone, Air pods as well as other services like music streaming services on iTunes and iCloud services.  Most of the products provided to these potential users should be useful in day-to-day activities (Li, 2021).
Pricing 
Affordability is key to acquiring new customers in potential markets. The products provided in these countries will have a subsidized price level to increase their affordability. The price of the products will also be set based on the cost of exposure to the market as well as promotion costs. This is to ensure profit maximization and prevent possible losses on low prices. 
Distribution 
The products will be distributed through third-party sellers like wholesalers and retailers. Partnering with these sellers can allow easier acquisition of the existing customers. The company will also establish new retail stores for its products in the new markets. The customers can access the products from the online retail store or the online websites of the partner retailers (Li, 2021).
Promotion 
Promotion will be done using traditional and online methods of promotion. The most suitable promotion methods to be adopted include TV and Radio adverts, Brochures as well as billboard promotions. Promotion can also be done through magazines and newspapers to reach potential customers. 
Online promotions can help in reaching potential customers in the online markets. Online promotions will include social media platforms such as Facebook and Instagram. Google AdSense on frequently visited websites will help in acquiring the target market and attracting them to purchase the products. The promotion will also include quotations of different prices and rewards for the first few customers. 
Marketing Implementation
The Marketing Plan will be Implemented Following simple steps. The first step includes setting the marketing goal. This includes defining the expectations of the team or the company in marketing. The second step in plan implementation is determining the resources suitable for achieving the organizational goals and expectations in marketing. The resources will include the channel of promotion as well as human resources requirements. The third step includes defining the marketing strategy. defining the strategy includes the content encompassed in the marketing plan as well as the target audience. The fourth step includes building the necessary workflow to convert the steps to real actions. This will include content mapping and defining actions in each stage as well as removing any unnecessary steps. The plan will also include a method of measuring the results based on the expectations and goals of the plan. The results should be defined based on the intended achievements as well as the timeframe required to achieve specific results (Fotiadis, Mombeuil, & Valek, 2018).
Marketing Communication Channels
	Channel
	Target Market
	Advantages
	Disadvantages

	Television
	Middle class residential  
	Can reach a wide range of daily Television viewers. 
	Television advertisements are expensive 

	Bill Boards 
	Upper and Middle class 
	Billboards tend to be Huge and eye-catching.
They can also target a large and diverse market 
	It is difficult to target a specific audience 

	Social Media 
	Middle and upper class 
	It can reach a large number of potential online users 
	Social media has a low return rate

	Google AdSense 
	Middle and Upper Class
	It can reach a large and specific target based on daily internet activity. 
	They can be costly 



Strategic Actions 
	Action
	Date for Completion
	Person/Role Responsible
	Standard/Metric

	Select the Marketing team 
	1/12/2021 
	Ann Reeves, Marketing Manager 
	Approval by Brand manager 

	Identify target Audience 
	1/11/2021
	Harry M. Jeff, Chief Department of Research 
	Approval by Research and Development Manager 

	Design the Marketing Message 
	1/11/2021
	Mr. Henderson Christian, graphics designer 
	Review by the marketing manager 



	Monitoring 
	Action
	Target
	Person Responsible
	Inter-measurement

	Television  
	100000 new inquiries
	Marketing Manager 
	50000 new inquiries first month of broadcast 

	Billboards 
	6000 new inquiries 
	Marketing Team Leader 
	5500 new inquiries in the first two months 

	Social Media 
	10000 new inquiries 
	Social Media manager
	5000 new inquiries in the first 2 months 

	Google AdSense 
	30000 new inquiries 
	Marketing Manager  
	25000 new inquiries in the first month of the campaign. 
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