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Mark Avicii Marketing Strategy
The company Started is known as the Mark’s Avicii Export Trading Corporation. We are an organization that is in search of international markets to have our medical products sold to the consumers from foreign countries. We are aiming at launching our products internationally outside the United States. 
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Objectives
To provide products of high quality that are scientifically sound and also help in curing as well as healing disease with a primary goal of improving people’s quality of life. We also aim at building brands that are beloved through leveraging deep and discovering the proprietary insights that would drive growth of the business. 
Mission
To Market the Mark Avicii’s pharmaceutical and medical products on a global scale as we advance and continue to grow as a robust company that seeks to improve people’s health. We plan to develop a marketing strategy that will help us enter the new markets. 
Vision
Our vision is to transform the globe and have people come together and spark out some solutions to develop a world that is healthier. 
Target Market
Our medical and consumer products targets parents that have medium income and grandparents that are earning pensions. We also target the youth when it comes to trusting dermatologists when skin care is involved. 
Consumer products
	The Mark Avicii Corporation provides large of healthcare products for consumers. They are inclusive of skin care, baby care, wound care, oral care and also products that would promote women health which consumers and professional trust globally. Through creating solutions and experiences in addition to anticipating consumer needs, the firm helps individuals live vibrant and healthy lives. 
Medical Devices are also being sold by the organization. We combine the available expertise in orthopedics, intentional solutions and surgery, to develop and design patient and physician-centric solutions and products. We also elevate healthcare standards by pioneering medical devices. That is attributed to one of the objectives of the company that is to improve outcomes, drive value and also minimize costs of the health system. We develop smart healthcare that is centered on people to assist them in fast recovery and a longer life. Pharmaceutical products on the other hand are used to advance biological treatments. People are able to obtain medical drugs at affordable prices hence they can live healthier lives. 
SWOT Analysis
Strengths
We are a large healthcare product providers from pharmaceutical to customer health goods. Mark Avicii operates in three different segments including medical diagnostics and devices, customer products and also pharmaceuticals. The company’s corporate strategy is on a decentralized type of management which resulted on low in cases of conflict within the organization till today (Van Wijngaarden et. al.,2012). 
We have numerous brands from which clients can choose from depending on the ones that suits them and they occupy large areas of the shelves in stores hence there will be high visibility of the brand among consumers within the market when we employ the same strategies.
Being a trusted brand by numerous medical practitioners as well as parents in America, we focus to on having the business tailored towards local markets which would help us in being relevant towards the demands of the consumers (Van Wijngaarden et. al.,2012). 
We also have a strategic acquisition and merger with different consumer pharmaceuticals and healthcare companies. The company has created an operational and technological advancements that are currently helping our company in furthering our growth. An extensive supply and distribution system is also another one of our strengths which has helped the firm to make its goods available to the retail outlets, medical stores and also super markets even within the rural areas (Van Wijngaarden et. al.,2012). 
Weaknesses
The company has been involved in litigations for the last two years. There have been a few   shareholders that have sued the company because of using the red cross symbol. This has affected our image adversely and could be negatively spread through word of mouth among people. 
Sometimes we run into conflict with our partner companies and that is which we always try to reason before entering into acquisitions and mergers (Van Wijngaarden et. al.,2012). That can create a huge mess within the company’s operations . 
Additionally, our new launches are vulnerable to regulatory reviews uncertainties. Reliance on drugs of small molecules has been adversely affected by the generic competition. In the year 2009, our sales on small molecule medicinal drugs declined significantly and we had to undertake a daunting task of replacing them with other products during their maturity (Van Wijngaarden et. al.,2012). 
Competitors may attack the company’s segment in marketing our products because we still have a lot to improve our marketing approach. The product is a success but we have not been keen in the positioning and also unique proposition of selling which is not defined clearly that could cause attacks in that segment from competing firms (Van Wijngaarden et. al.,2012). 
Financial planning may have not been conducted properly nor efficiently. According to the asset ratio, the organization could utilize the money much more efficiently. 
Our organization structure is compatible only with the business model that is being used presently hence limiting the expansion within various production segments (Van Wijngaarden et. al.,2012). 
Opportunities
Mark Avicii has a broad range of opportunities. We have the ability to develop different cross selling advantages and opportunities to maximize the balance the company has between medical devices and diagnostics that may result in an increased income (Jones et. al., 2005). 
The firm also has the capacity to exploit the biologics market. It is known that we add further biologics such as therapeutic proteins towards out portfolio could drive our organization into growth. 
Changing people’s lifestyles with an increased the rate of literacy globally will be of great assistance to the consumers as there has been an increased concern over medical issues that increase demand for our medical products in the new markets (Jones et. al., 2005). 
New consumer behavior trends could help in opening up a new market for the company. It provides a high chance for the company to create newer streams of revenue and also diversify themselves into new categories of products (Jones et. al., 2005).
Threats
There is a fight in the market against harmful ingredients that have been banned in the United States. This has had a negative impact on our brand image as well. There is also a negative impact of our products getting recalled (Jones et. al., 2005). One time, five of our products were recalled which unfortunately affected out integrity and competence. 
Mark Avicii has also faced intense rivalry from other companies. We are likely to face robust international competitors that may provide substitute and alternative products making the firm experience a stiff kind of competition. Local players are also offering some of their products that are generic and it has affected our business as well (Jones et. al., 2005). 
Government norms on regulations can present another threat. The regulatory norms precede over our exports and contents. Export tariffs will affect our business depending on their harshness or leniency. That will be of significance when considering the marketing strategy of the organization (Jones et. al., 2005). 


Organizational Structure
The three segments of the company include medical diagnostics and devices, consumer devices and also pharmaceutical devices. This enables employees to have an influence on the company they are working for and each business independently. Each of the segments operates independently thereby extending its own global reach. The segments have leaders and they are responsible for applying and creating appropriate business plans, allocation of resources and budgets in addition to launching any new products (McAlearney, 2006). 
There exists an operating committee that provides strategic leadership within each of the segments and make decisions for investment strategically. The management team is responsible for positioning and selecting strategy of different products. They are also assigned the essential job of creating success models that could be transferred and shared across the entire organization (McAlearney, 2006). 
The headquarters has an important role in supporting all firms operating overseas. It also ensures that each of the operating firms implement the strategies that are most effective. There is a systematic alignment of management as we strive to be an international enterprise. 


Competitive Advantage
Competitive advantage has the capacity to create a greater value for a company and also its shareholders due to various conditions or strengths. One of the competitive advantage with Mark Avicii Corporation is that we have a “no more tears” type of patent which entails general ideas including comfort, gentleness and safety which has always been a product priority (Essays, 2013). We have products that are safe for consumption and can be used to relax babies and also adults. The idea has spread throughout the country and that has earned our image in the United States. 
Our products are trusted and that also gives us a competitive advantage. They do not cause any skin and eye irritation. We can stay within the market for years because our brand is reliable. Also, in a local level, our company lacks competitors for some of the segments of our business. Certain products have limited competition particularly the baby care products (Essays, 2013). The brand name is synonymous with our products hence clients are more inclined to prioritize our goods. 
Marketing Strategy
The company is valued brand in the United States and we have presence within American’s packaged consumer goods industry. One of our strategies is targeting, segmentation and positioning. We have taken into consideration the geographic, demographic and lifestyle behavior as factors in our search for customers. 
Our target is to reach parents and help them get in position of using our medical and baby products. We aim at developing a brand that will be marketed based in recommendations from dermatologists, targeting consumers that will be taking the expert advice that we provide them (Talpau & Boscor, 2011). 
The marketing approach also entails a distribution strategy. Our goal is to employ more than 15,000 workers in the next three years in more than 6 countries including South Africa, Malaysia, Libya, France and China. When choosing the channel of distribution, it will be based on its relevance to the criteria used in terms of economy and even open up some shops in rural areas. We will use wholesalers/ distributors, supermarket chains and also commercial websites. 
Over 30 channels of distributions will be opened within the 6 year period and cater for the needs of our consumers. We plan on making significant developments within the target countries and invest $20 million when constructing a distribution center that will act as a Supply Chain hub for within the foreign countries. 
Mark Avicii possesses its own management, distribution and structure. Our network of distribution harmonizes the company by streamlining our warehouses while at the same time maintaining a healthy relationship with the potential clients (Talpau & Boscor, 2011). 
The company will utilize mental and emotional communication creating trust and also convince our consumers to purchase our products. We promise to offer quality products the quality of the firm’s products. Our products will be reliable completely and we would project perfectionism on the same (Talpau & Boscor, 2011).  
Globalizing our medical products and devices will be a part of the marketing plan. We aim at first reaching 6 countries and increasing the number after that towards more international operations. Number of workers will also be increased providing job opportunities to hundreds and even thousands of workers. Over the decade, we will be available in more than 30 countries thereby globalizing our brand. 
Our products will have a logo. With our corporate mission, to create products that are value-oriented to help individuals live lives are healthy, Mark Avicii will employ other local companies to develop more consumer products (Talpau & Boscor, 2011). We will come up with a development group which will have the ability to make informed decisions and also create innovational groups of technology and medical science. We want to involve different companies in our division on the area of medical devices that will be active in the areas of general surgery, aesthetics, urologic surgery, arrhythmias, cardiovascular illnesses, nose, ear and throat conditions, etc (Talpau & Boscor, 2011). 
The firm also plans to have a robust development and research center which will explore continuously ways in which there can be global expansion. We will create and develop products of medical devices which is required by our local markets (Vera, & Rodriguez-Lopex, 2004). Most of our earnings will probably come from foreign markets as a result. 
Mark Avicii will create appropriate products towards different markets. Our medical device department will identify the local markets’ needs and also develop solutions appropriate to the market which are affordable and accessible. 
Having a comprehensive product range will help us find solutions for healthcare needs for patients and medical practitioners globally. Aside from the medical devices, the company will also focus on cardiovascular and specialty surgery categories (Vera, & Rodriguez-Lopex, 2004). 
We plan on ensuring direct exporting where we sell our goods directly into our chosen market using our own resources in the very first instance. We will turn towards distributors and agents to further represent us in the market. They will work closely with us in having our interests represented (Vera, & Rodriguez-Lopex, 2004). They will become the face of the enterprise hence it is essential that we choose distributors and agents in a manner in which we would hire a key employee in the company. 
Licensing is another one of our sophisticated arrangement whereby the organization transfers its rights towards the utilization of a service or product to other organizations (Vera, & Rodriguez-Lopex, 2004). It is a useful strategy in case the license purchaser has a large market share within the counties we want to enter. Licensing will be for production and marketing. 
Franchising is another strategy that Mark Avicii will carry out which is a method that would help in a rapid expansion of our market. Our business model is repeatable which could be transferred easily to new markets. The business model is unique and has a robust recognition of brand that could be employed internationally (Vera, & Rodriguez-Lopex, 2004). 
Partnering will also be considered. This will be necessary as we enter the new markets and it may be necessary in some countries. We will have a complex strategic alliance that will be for manufacturing. Partnering is a strategy that is useful in markets where culture including that of the business and society is different substantively than our own as our partners bring about local knowledge in the company and contacts if customers are chosen wisely (Vera, & Rodriguez-Lopex, 2004). 
Joint ventures may also be a strategy where a third company that is independently managed gets involved. With our partner company, we will create a third firm that will undertake that action. Profits and risks will be equally shared. 
Piggy backing will be another means in we plan to enter the international market. If we have an interesting and unique service or product that we would sell to large domestic organizations which are involved currently within the foreign countries, we will approach them and determine whether or not our services or products can be included within their international market’s inventory (Vera, & Rodriguez-Lopex, 2004). That will reduce our risks and also costs since we are selling domestically essentially and the larger company undertakes the task of marketing our service or product on an international scale.
We strategize also on turnkey projects where companies will be providing us with services including environmental consulting, engineering, construction and architecture. This is where the company will build our facilities from the ground upwards and turning it over to us when it is ready (Cohen, 2005). This would be an effective way in which we will be entering the foreign markets. 
Strategies for Promotion
One of the main strategies that would help our company grow is to interest a large portion of the communities through creating a platform that is independent and content. Our baby care products will be defined through an audience profile of the young parents. We will offer extra services of providing mothers with some reading on parenthood as well as information regarding babies that would like to connect with their own peers who may be going through similar issues. This is a part of promotion strategy that we plan to employ. Opening campaigns to empower teenage girls and help them have more confidence is also a part of our female empowerment program (Cravens & Piercy, 2006).
Mark Avicii has realized that consumer awareness is advantageous and has therefore decide to come up with promotional activities which have instructions with a message that is eye-catching. The sensible marketing is essential for it to increase the visibility of the product and the advertisements are therefore placed on the magazines and newspapers in order for it to be easily viewed. It is mostly dedicated towards the aspect of qualitative and natural products hence its packaging process is environmental friendly (Cravens & Piercy, 2006). 
New products can be brought into the new market so as to ensure our marketing does not leave the race. Tiered offerings may be created to drive the margin and growth. Using the analytics in prices to identify process and policy change opportunities can also be part of the plan. Negotiations should also be managed so as to prevent an instance of “price trap.” (Cravens & Piercy, 2006).
Competitor Analysis
Mark Avicii is a pharmaceutical American company that deals with customer goods, medical products and equipment that aims at having its business operations in 6 more countries. Our brand is very popular and there is a strong presence in each product. We have a large range system of distribution for having our products sold. However, we will likely face stiff competition from large companies. 
One of the competing firms is the Pfizer Corporation which is a large research based and pharmaceutical company. The organization produces and manufactures medicines and vaccines for numerous medicine disciplines that includes dibeotology, immunology,oncology, neurology and cardiology. Pfizer can be regarded as a top future competitor of the Mark Avicii Corporation (Lee & Staelin, 2007). 
Novatis is another pharmaceutical company based in Switzerland. However, it has a global influence in numerous markets and it is a member of different associations such as the EEPIA and American PhEMA manufacturers (McAlearney, 2006). 
Glaxo Smith Kline is also another similar firm in Britain. It was founded when GlaxoWellcome and SmithKilne Beecham merged. It is one of the largest pharmaceutical organizations in the globe (McAlearney, 2006). 
Bayer can also pose a threat as it is known to have skills in fields of agriculture and healthcare. The main business area involves human medicines, biotechnology and agriculture chemicals. Merk is also another large pharmaceutical company that would be of threat to us. Its headquarters is in the U.S and it provides different health solutions via medicines, vaccines and also products of animal health. They market their goods through joint ventures (McAlearney, 2006). 
Company Place
 Mark Avicii is a well-known brand name which has local windows to meet different needs of the consumers through various scientific developments. The firm has a committee which is responsible for every operation of the firm. We coordinate and also supervise the various activities of the customers and local citizens mostly manage their own subsidiaries. The use of decentralized management has encouraged employees to give their best services as they understand that with the scheme, they stand to benefit profoundly(Cohen, 2005). 
We utilize modern technology to sell products via different portals and also shopping sites within the internet. The firm has capitalized successfully the internet market that is emerging to its potential. The sales of the company today attributed to the internet is outstanding (Cohen, 2005). 
Company Pricing Strategy
The quality of each of our products is of high standards and the organization still pushes for a pricing policy that is affordable. Most of the times, we utilize psychological pricing by keeping product value at multiples of 49 or 99 (Cohen, 2005). 
For all its healthcare goods, the company has strived to retain its increased levels of net prices within the CPI (Consumer Price Index). The firm considers the average price of purchase of a product that the customers can afford. The consumers are taken of through its policy in pricing (Cohen, 2005). 
Mark Avicii is well aware of the responsibility it has towards the community and it works much closely with the government to keep reasonable prices for the medical products. To determine the company product value, the company has efficient workers who analyze different factors such as the cost of production, the demand and supply, capacity to afford the product and targeted portion of the society (Lee & Staelin, 2007). After effective evaluation has been carried out, then the product prices can be determined. 
Future Recommendations
The situation of the company has to always be carefully analyzed so as to come to a recommendation that is realistic. The industry characteristic can influence the company’s executive decisions. 
To overcome risks in the industry, the company can highlight the new pharmacy product development in with regulatory reviews that will provide with the chance to increase the product portfolio. That could be carried out and also developed into new medical device functions and also diagnostics. This will enable new entry within the foreign markets that will boost the growth of the business (Guyatt, 2005). 
In promoting cultural exchange and cooperation in the firm, the company should consider using offices that are independent as units that stand alone. That will provide an opportunity for creating concepts with considerations in culture that could prove to be essential when taking the medical products to international markets (Guyatt, 2005). 
Suppliers of the firm should source any innovative kind of solution and also develop new business models which would contribute towards the mutual goal for streamlined processes and growth. The company can also embrace the new technology when it helps in meeting the consumers’ and patients’ needs (Guyatt, 2005). 
We can track new developments in the market and also seek for the suppliers to gain an understanding of the trends that are emerging and also plan the businesses based on that. The company should look to forge relationships that are long-term with firms which collaborate with ours to bring the innovations to the marketplace successfully (Guyatt, 2005). 
A procurement approach should be followed rooted in the credibility of the firm. The highest quality of products should be obtained by the consumers along with services at favorable prices, representing the overall value of our firm. 
Our role as a leader in the industry can shape and also uphold high standards for corporate citizenship and sourcing. Mark Avicii can also work with suppliers so as to accelerate the social and environmental improvements across our value chain (Guyatt, 2005). We can manage and anticipate risk as well as ensure we comply with every procurement processes and policies. 
Mark Avicii Corporation also has to develop an international supplier group which reflects the manner in which the company’s patients and consumers are diverse and the commitment we have to include each one of them. There should be a program for supplier diversity which can be designed to ensure that organizations with different ownerships and backgrounds have the chance to be suppliers who are valued (Guyatt, 2005). 
In closing, Mark Avicii Corporation is well known in the United States. However, we wish to expand our territories into other countries. The work above is a marketing plan for the company pointing out the objectives, mission, vision, SWOT analysis, competitive advantage, marketing and promotion strategies, analysis on the competitors, the pricing strategy used by the company in addition to the company’s place in the market and also the future recommendations that can help the company enter the new foreign markets. 
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