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Strategies that are used in promoting the apple brand equity
Apple Inc. is a multinational technology company with its headquarters in California, USA.  The company designs and sells consumer electronics and computer software. Its most famous products are the iPhone smartphone and Mac computer.  The Apple company does not focus on the competition with other companies in terms of the pricing of there commodities; instead, they get to focus upon the unique value proposition, which becomes the beautiful design that works for them even though social media giving them much competitive advantage since competition on price places the company at the bottom-line.
Apple tends to focus on slightly different strategies from the rest of the competitors, using product placements, especially by using celebrities and popular shows that make them known and the buzz created by favorable reviews in the media. This strategy is best when using Google Ads or Facebook, which has placed apple at the competitive side with their counterparts in the markets.

Apple keeps its marketing and products very simple because they understand that technology is complicated and can create a lot of confusion in the market mix in an overwhelming manner (Ghauri et al., 2016). To ensure that this confusion is reduced they simplify their web and sells copy as they eschew jargon terms and use direct words making little or no confusion to the consumers making them ahead of the competitor companies.
The company makes the customer experience where the apple fans get to create videos of themselves and get them uploaded on YouTube. They have the best customer experiences beyond the retail, making the customers become the brand ambassadors. Therefore, making the company competitive in the market as their product gets marketed even by the customers globally without only involving the company but also the customers. Additionally, they create a personality and culture that is cool and friendly, which is opposite to competitors. The company makes the customers want to belong to that community since belonging makes them competitive in the market than their competitiveness (Khan et al., 2015). They include that the customers' emotional connection makes them at the front, making the advertisement stories, videos, and memes go viral very fast worldwide, making the Apple brand's competitive ability.
Strategies that apple used during the coronavirus pandemic
During the pandemic, there was restricted movement and, in many countries, imposed lockdowns that made the people not approach the stores to shop the apple appliances. Apple concentrated on the use of online platforms and e-commerce. The company made advertisements online and used methods such as shipping the products to the customers, which made them maintain their competitive ability in the world market as well as the local market. They also used the advertisements on television and online platforms like Facebook.
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