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PART 1: SITUATIONAL ANALYSIS 
Company Overview: 
Chipotle Mexican Grill, Inc can be described as a well-known operator and developer of restaurants with a menu that is focused on tacos, burritos and salads. This company was founded in 1993 and since then it has been a leading company in terms of growth, attraction of customers and investors. One of the threats that the company has faced over the years is the competitive nature of the marketplace. The external factors like politics, government and laws have a major effect on the company’s business. Chipotle seems to face major challenges which include the tightening of the labor market, the sales growth, the supply chain challenges and the new attacks from the increasing critics in the market. The main competitors of Chipotle are Southwest Grill, Rubio’s Coastal Grill and Baja Fresh Mexican Grill. The main challenges that the company faces are new attacks, increasing competition, impact of Corona virus and supply chain challenges. These are major factors that have a great influence on the performance of the company among its competitors in the marketplace (Mladjenovic, 2016). 
Situational Analysis:  
	Chipotle has become a company well known in the marketplace as a result of the new challenges in the marketplace that include the slowing sales growth, the tightening of its labor market, the increasing supply chain challenges and the new attacks from the critics in the marketplace. Chipotle has sufficient resources that help to meet its budget of $70,000,000. The main core competencies that the company has in the marketplace is the provision of food with integrity as well as the main capability for the company to operate strategically in the corporate scene. This has been affecting the strategic performance as the company has always tried to achieve strategic growth over the competitors (Malhotra, 2008). 
Customer Analysis: 
	The primary values for the customers that are being sought for the company to achieve its success rate is the high level of brand loyalty in the industry. The focus on the high level of loyalty will create a successful company that will be able to compete with the rivals in the marketplace. The customers that have been set out for the marketplace in Chipotle are described as ones that must be informed about the brand offerings given by the company. This will make the company competitive against the rivals.  Chipotle is a company that believes that it can achieve strategic growth of its customers through increased high energy, respectful and conscientiousness in performance. The company is focused on achieving growth of its customers through improved loyalty programs that it has been issuing to its customers. 
Chipotle has been focused on differentiation strategy that helps to ensure that the company has achieved growth over time. The company is aiming to grow its narrow market over time, which is a major factor for the achievement of growth in this organization. The company has also been looking for consumers who offer different product choices that ensure that it has achieved growth and market performance. One of the main challenges that has affected customer demands is the fact that the company has been looking for innovative food choices and varieties to offer its customers. This is a major challenge that has continued to have a significant impact on the growth of the business over time (Iacobucci, 2017). 
Context – External Analysis: 
	  The continued to use a segmentation strategy whose focus is fuel conscious and innovation of new model of new foods offerings. The company has divided its customers into different segments to provide products.  For instance, in the car segment the company has provided price sensitive foods, premium pricing models and also targeted products for different range of customers in the marketplace. The business should also adopt a corporate responsibility strategy. The business should also adopt a corporate responsibility strategy. There are many reasons and factors that help corporations to be environmentally and socially responsible. These are the reasons that help to develop the reputation and image of a business in response to the environment surrounding a company. 
The combinations of all these reasons together are known as the drivers of corporate social responsibility. They entail; the attraction to investors, the public image, the engagement of competitors, the improvement of public relations and lobbying against regulations by the government. The most important drive to CSR is the development of public opinion and image.  The findings of this study show that it is difficult to attract customers and also increase the profitability of an organization without a good public image. A positive image of a company is an added advantage to the organization. This is because the corporate image helps the management to be aware of the weaknesses and strengths of the company hence contribute to the identification of the available opportunities for the company (Iacobucci, 2017). 
Competitive Analysis: 
The main competitors of Chipotle are Southwest Grill, Rubio’s Coastal Grill and Baja Fresh Mexican Grill. Chipotle can adopt a focused differentiation strategy that is aimed at targeting the narrow market. The company should set itself apart from other fast food establishments in a manner that helps it to target new customers in the narrower market. The variation of food choices from the business is one of the main challenges that the business has been facing over the years. There is a huge demand for the company to gain a narrower market in which it promotes its food prices. This can be attained through the development and advancement of the market to ensure that the company has attained a huge growth to its market performance (Schoenebeck & Holtzman, 2012). 
Collaborator Analysis: 
This can be described as the process in which the company organizes its business base through the behavioral, geographic, demographic and psychographic lines to manageable groups. This can be described as the corporate social media strategy that would be adopted by the company to be implemented over the years (Schoenebeck & Holtzman, 2012). 
Market Analysis: 
	Chipotle owns 10.12% of the market share for fast foods. The management of Chipotle has always achieved a growth strategy by luring back customers with a loyalty program, which is a convenient way to increase brand loyalty over time. In order to grow its sales, Chipotle has learned new ways of working with different menu items like salads and quesadillas with an aim of achieving robust growth in the market. The management of Chipotle has understood the benefits of segmenting its products to the customers. The main segment that has been used for Chipotle is the segment in millennial. The company has been increasing its social media presence, a factor that has helped it to achieve growth over time. The company has been focused on organic farming and food sourcing with an aim of achieving growth over time. Chipotle has been focused on the targeting of online market segments especially those that have been requested by the customers. The aim is to increase its market dominance and presence in many countries. This will make the company competitive enough to have sufficient number of customers present. 
SWOT Analysis
	 The primary marketing objective for Chipotle is to spend 15% of its profitability into traditional and also nontraditional advertisements so as to saturate the market with its full potential hence gaining a full market share. Chipotle’s greatest strength is the market target that includes the younger millennial and the college students aged between 18 years and 28 years. Chipotle SWOT analysis demonstrates that the company needs to follow proper strategies to attain market growth. Chipotle has a strong balance sheet with no debt and usually generates strong cash flows. The investments of the company have grown over $ 1 billion.
 One of the main weaknesses for Chipotle is that the prices are comparatively higher as compared to those of the rivals in the marketplace. The focus of the company is on quality ingredients that leads to high prices of the menu. This forces the customers to switch into cheaper alternatives hence leading to weaknesses. One of the opportunities for CMG is that the company can leverage on its assets to invest in innovative products for the marketplace. Most of the emerging markets will always allow them to expand their businesses in the developing countries. The main threats of the business is that it has lost customers trust as a result of the increased diseases. There are also major disturbances that seem to affect the supply chain (Iacobucci, 2017). 
PART 2: STRATEGIC PLAN 
1. Targeting & Positioning Strategy 
Chipotle has been using segmentation as the targeting strategy for its market. In particular, the company has been focused on a focused differentiation strategy that ensures that the company has gained new customers in the marketplace. This will improve the reach that the company has in terms of its ability to gain new customers for the market. As a result, most of the companies have been promoting their products using social media with an aim of getting more people to subscribe to their loyalty programs. It is assumed that social media sites have a large market base. Chipotle needs to continue using focused differentiation with an addition of an element of micromarketing. In this strategy, the company would be focused on targeting neighborhoods and communities that are rich and that provide specific supply of products for those segments.  In addition, the company also needs to focus on relationship building so as to advance strong relationships for its market in the future. 
The current marketing positioning is based on price. Chipotle has positioned itself as a company that provides its customers with products that have the cheapest prices. This positioning strategy is efficient as it helps the company to achieve massive success over time. The positioning that the company has helped to achieve increased loyalty and growth over time. Chipotle needs to use a combination of different pricing strategies based on competition and shifts in demand. This will lead to changes in market performance that will have a great impact in terms of how the company performs against competition. In the next year, Chipotle pricing model needs to be based on competition, strategy and industry. This will provide the company with the best idea in terms of enhancing its performance and achievement of growth over time. This is one of the strategies that will contribute to a rise of growth in terms of performance and encourage market dominance. (Schoenebeck & Holtzman, 2012). 
2. Marketing Mix Strategy 
Chipotle marketing mix strategy entails the incorporation of the price, promotion, place and product strategies. The incorporation of these strategies will help the company to achieve success over time.  Company will always provide its customers and potential customers with products for them to try. These may even include householder products. The companies can also provide store promotions with an aim of promoting such products. In the next financial year, Chipotle management the company can employ in the marketplace is the end cap marketing and point of sale promotions. These are ways of ensuring that a product has been promoted to the financial consumers to ensure that it has moved quickly. The accessible products are always provided to the financial consumers to ensure that they have created a positive impression in the marketplace (Schoenebeck & Holtzman, 2012). 
Product: 
In terms of product, Chipotle has offered customers a limited menu, with multiple lines with a focus of ensuring that it has improved their convenience over time. The limited menu is aimed at ensuring that the company has attained a sales growth with time. A 11% increase in the growth of the company is one of the factors that have helped the company to achieve increased sales in its stores. This is a strategy that has been adopted by the company to attain increased growth in the company over the years. The recommendation for next year is to ensure that the company has offered products in online platforms with increased digital presence. This is the best strategy to ensure that the company achieves sustainable growth (Iacobucci, 2017). 
The current brand strategy for Chipotle has been offering a fast food experience for its millennial and young customers. This strategy has been aligned with a low cost pricing positioning strategy to achieve market growth. In the next financial year, Chipotle management can continue achieving growth over time through adoption of direct marketing, social media marketing and achieving growth in terms of digital presence. This will lead to a rise of growth in the company’s dominance in the marketplace (Iacobucci, 2017). 
Price:  The demand in Chipotle is elastic. In elastic demand it is clear that when fast food products or services has been demanded, its quantity changes with a greater percent as compared to the changes in the price levels. Chipotle has been using segmented pricing strategy for different markets and segments. This pricing model should not be changed as it helps to deal with consumers who come from markets with different demands. 
There are many competitors in the market for Chipotle products to the marketplace. There is a need to deal with the competitors offering low products for their goods and services. In the next financial year, Chipotle management needs to increase its wages and lower prices of fast food products so as to gain a competitive edge.
	Efficient pricing strategies will give the company the liquidity and returns of investment to its owners. Chipotle needs to lower prices of some of the fast food products so as to increase the sales and gain increase in the number of individuals in the sales. 
Place: 
In terms of place, the company has opened several stores with a focus of attracting a varied number of customers to ensure that the company has achieved sufficient growth over time.  This is a major factor that has contributed to the advanced growth of Chipotle against its competitors in the marketplace. Next year, the company should focus on opening new outlets in neighborhoods that lack such outlets. This growth has been a major factor that has contributed to the increased development of the company over time as a result of the increasing growth of the market over the years. Changing customer choices are one of the threats facing the industry. The company needs to focus on new product offerings for the market so as to change market demands and shareholding (Iacobucci, 2017). 
Promotion:
In terms of promotion the company plans to adopt the social media strategy. Social media promotions is used to advance need recognition in the purchasing decision process.  This is a good strategy that will ensure that the company has marketed its varieties of foods to customers. It is recommended that promotion strategies should be used to improve evaluation of alternatives and choosing Chipotle as the best option. 
Most of the promotional strategies are similar to those of the competitors. Chipotle uses seasonal and themed promotions that are aimed at attracting customers.  In the next financial year the company needs to change the promotional strategies into direct promotions and partnership promotions so as to differentiate itself (Schoenebeck & Holtzman, 2012). 
An effective promotion strategy by Chipotle should be aimed at increasing the value, the needs and attaching to the emotions of the locals especially when it comes to the purchasing decisions. This will help to increase market share and dominance for the purchase of products (Schoenebeck & Holtzman, 2012). 
In the year 2021 Chipotle needs to dedicate 10% of its budget to promotion and marketing of its products with an aim of increasing it market dominance over the years. This will enable the company to perform best at advancing market share and ensuring that the company has performed best in the improvement of its market share and dominance. 
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