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[bookmark: _Toc69522942]Executive summary
A market plan is necessary to ensure effective business strategies and to ensure proper time management and proper use of money. The essential components of a marketing plan include competitive analysis, situation analysis, marketing mix, target market, product strategy, pricing strategy, distribution strategy, and promotion strategy (Bell & M. L, 1979). This paper analyses the marketing plan of Edgewell Personal Care Company which manufactures personal care products such as sunscreen products.
Competitive analysis involves identifying the potential competitors and evaluating their policies to identify the strengths and weaknesses of a company’s product. Situation analysis refers to methods used by managers to examine the internal and external strategies of the company.  Target market is the category of customers that the company intends to sell its products to. Product strategy is a plan that describes what a company wants to achieve with its product. Pricing strategy refers to the methods used by companies to determine the price of their products. Distribution strategy refers to the methods used by companies to supply their products to the customers. Promotion strategy is a technique used to inform, convince or remind customers of the products. 
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[bookmark: _Toc69522944]Introduction
A market plan is a workable report that defines a promotion strategy that a company or an organization will use to get leads to its target market.  A market plan gives details of measures that a company will undertake including outreach and PR campaigns as well as how the company will evaluate the effectiveness of these measures (Carson et al.1989). The purpose of this market plan will be to ensure that the advertising activities are timely and relevant to meet the objectives of the company (Edgewell Personal Care Company). It will also define a feasible competitive point and define the necessary resources to accomplish it.
[bookmark: _Toc69522945]Company Description and Mission Statement
Edgewell Personal Care Company started after the splitting of Energizer Holdings which converted into a personal care Company and was renamed Edgewell Personal Care Company. It is an American Company that manufactures consumer products including sunscreen products, feminine care, and skincare products. The Company began to function in 2015 and its headquarters are in Shelton Connecticut. The Company has a history of producing products that are loved by many people. It focuses on wellness and makes the selection of products that incorporate its deep competency. It is also committed to becoming the leading company on personal care.
The Company is young and mostly hires graduates from Wilmington University with 11.4% of its employees having graduated from Wilmington University. On average, the employees earn $58,723 per year as compared to its competitors such as Grass Valley and Tessera who pay their employees $77,715 and $85,559 respectively. The Company has 5,900 employees and makes revenue of $2.4B annually. It is a public company and the main competitors include Dollar Shave Club, Procter & Gamble, Kimberly-Clark, Bayer, Johnson & Johnson, L’Oreal, and Estee Lauder.
The revenue of the Company reduced in 2017 from $2.3 billion to $2.2 billion in 2018 representing a 2.8% decrease. The Company makes employees work overtime at times to meet its goals. The management of the Company is usually friendly with the employees. Edgewell Personal Care Company markets its products through direct sales force and also through exclusive and non-exclusive wholesalers and distributors. The Company has allocated commercial organizations in the US, Japan, and other countries considering the importance and scale of the enterprises. The company has introduced the use of third-party wholesalers and distributors and has eliminated their business in specific countries to compete more effectively in small-scale markets.
The Company distributes its products to its consumers through various retail areas worldwide such as mass merchandisers and e-commerce. The mission of Edgewell Personal Care Company is to make the products that families depend on more trustworthy, more personal, and more inspired so that the company can dedicate more energy to the people who they care about most.
[bookmark: _Toc69522946]Competitive Analysis
Personal care product companies are highly competitive in the United States and also globally. This is because the companies compete for acceptance of their products by customers and also for limited space for the retail shelf. This competition is usually based on brand understanding, customer service, product performance, and price. The markets for sunscreen and other personal care products are highly competitive denoted by the constant development of new products, increased advertisement and promotion programs.
The major competitors of Edgewell Personal Care Company for sunscreen and other personal care products include both domestic and foreign companies consisting of The Procter & Gamble Company, Kimberly-Clark Corp, Bayer AG, and Johnson & Johnson Company.  Comparing the revenue results to its competitors as of 2020, Edgewell Personal Care Company decreased its revenue by -0.64% more rapidly than the competitors. The Company also reported a lower profit with a net margin of 3.92 % which was lower than its competitors. The net income of the Company declined faster by -20.98% than the decrease experienced by its competitors in 2020.
However, Edgewell Personal Care Company believes to be competing effectively and that it has doubled its international business on sunscreen. The company intends to continue competing by piloting transformation changes, putting more effort into store perspective, and creating transformed equity. Edgewell Personal Care Company has become one of the top three companies in manufacturing sunscreen products in North America due to the expansion of the sunscreen care product category. The Company aims to compete by making selections of the most known brands that meet the complementary needs of the consumer.
[bookmark: _Toc69522947]Situation Analysis
SWOT is an important planning tool that is used by companies such as Edgewell Personal Care Company to conduct a situational analysis of the company. It is a technique that helps to understand the current Strengths (S), Weaknesses (W), Opportunities (O), and Threats (T) which Edgewell Personal Care Company is facing in its present business situation. Edgewell Personal Care is one of the leading companies in the personal care industry and maintains its position by analyzing and assessing the situation analysis of SWOT. A SWOT analysis requires efficient coordination between different departments in the company such as finance, marketing, strategic planning, management information systems, and operations department.
SWOT assists companies to recognize the internal factors including strengths and weaknesses and externs such as opportunities and threats (Culp III et al. 2016). It usually leads to SWOT Matrix. The SWOT Matrix can help the managers of Edgewell Personal Care Company to establish strategies such as SO (strengths-opportunities) strategies, WO (weaknesses-opportunities) strategies, ST (strengths-threats) strategies, and WT (weaknesses-threats) strategies.
The major purpose of SWOT Matrix is to recognize strategies that a company can use to utilize external opportunities, overcome threats and build on and safeguard the company’s strengths and do away with its weaknesses. Edgewell Personal Care has several strengths that help it to prosper as one of the leading personal care companies. The strengths also help the company to penetrate new markets. Fern Fort University extensive research provided some of the strengths of Edgewell Personal Care Company as follows:
1. A successful record of establishing new products in the market (product innovation).
2. Strong channel of distribution- Edgewell Personal Care has over the years established reliable networks for distribution that is able to reach most of its markets.
3. Efficient free cash flow- Edgewell Personal Care has powerful free cash flow that gives resources for the company to develop new products.
4. Edgewell Personal Care has quality returns on capital Expenditure- the company does well in the implementation of new projects which produce good returns on capital expenditure.
5. Good achievements in new markets- the company has established entry skills into new markets and makes a success of them.  
6. The company is successful at Go Market strategies for its products.
7. Edgewell Personal Care Company offers higher levels of satisfaction to its customers- the company is dedicated to establishing a good customer relationship management department which has enabled the company to achieve good customer satisfaction.
8. The company has high skill workforce by offering learning and training programs. Edgewell Personal Care Company has invested huge amounts of resources in the training of its employees which has led to the motivation of the employees to achieve a skilled workforce.
Edgewell Personal Care has got weaknesses too which the company needs to improve on. The weaknesses are internal strategic factors which the company can improve by using SWOT analysis and strengthen its strategic positioning and competitive advantage. These weaknesses include:
1. The need to invest more in new technologies- the company has plans of using more money on technology so as to meet the vision of the company.
2. Slow investment in development and research- the company has not been able to effectively compete with the leading companies in personal care in terms of change although the company spends more on development and research.
3. Improper and inefficient financial planning- the present asset ratio and liquid asset ratio imply that the company can be able to efficiently use cash than what it is currently doing.
4. The need to improve on the marketing of products- the products of the company are usually successful in sales but there is no clear definition of its unique selling and its positioning which may result in attacks from the competitors.
5. Huge gaps in the sold product range by the Edgewell Personal Care Company. This can create a foothold for new competitors in the market.
6. The organization structure only suits the current business model hence restricting growth in adjacent product sections.
7. Restricted success outside core business- although the company is one of the leading in its industry, it has challenges in working with other product sections in its current culture.
The opportunities (external strategic factors) of Edgewell Personal Care Company are:
1. Economic improvement and rise in customer spending, after some years of stagnation and slow rate of growth in the company, presents an opportunity for the company to grab new customers and raise its share in the market.
2. Reduced transportation costs due to decreased prices in shipping may also lower the cost of the products of the company creating an opportunity for the company to boost profitability or distribute the benefits to the customers to secure a share in the market.
3. New online customers- in the past years the company has invested money into online channels. This has created new channels for sales for the company. In the future, the company may strengthen this opportunity by knowing better its customers and meeting their needs.
4. The use of new technology gives an opportunity for Edgewell Personal Care Company to practice different pricing policies in the new market. This will enable the company to retain its customers with considerable service and entice new customers through alternative value-oriented concepts.
5. Market development may result in the reduction of the advantage of competitors enabling the company to increase its competitiveness as compared to the other competitors.
6. Strong free cash gives opportunities to fund adjacent product sections. With enough cash in the bank, the company can be able to spend on new technologies and in new product sections. This may open an opportunity for the company to major in other categories of products.
7. Low rate of inflation- the lower inflation rate create market stability, enhance lower credit interest rates to the company’s customers.
8. New customer behavior trends may create a new market for the Edgewell Personal Care Company. It gives an opportunity for the company to create new revenue flow and transform into new categories of products.
The threats (External Strategic factors) of Edgewell Personal Care include:
1. Imitation of fake and products of low quality is a threat to the company especially in the upcoming markets and markets of low income.
2. Relying on laws in divergent countries and the company may be exposed to different claims of liability provided the change in strategies in those markets.
3. Lack of regular distribution of new products- in more than three years, the company has manufactured various products but they often respond to the expansion of other actors. The distribution of new products is irregular resulting in swings in the number of sales in a given period of time.
4. Raising the strength of local suppliers presents a threat in some of the markets since the competition is rewarding huge margins to the local distributors.
5. New regulations on the environment under the Paris agreement (2016) can be a threat to some specific categories of products.
6. Shortage of skilled workforce in specific global markets presents a threat to the growth of profits for the company in those markets.
7. The increasing trend in isolationism in the economy of America may result in an identical reaction from other governments hence affecting the international sales negatively.
[bookmark: _Toc69522948]Statement of Goals and Core Competencies
The goals of Edgewell Personal Care Company include: making useful things joyful by infusing joy in their daily interactions and creating functional and joyful products for its customers. The second goal is that their values are foundational to their purpose and rule their collaborations with their colleagues, partnerships, customers, and their connections to their customers. The next goal is making people first because they believe that they find joy in their people and the company cares for its people and communities.
Another goal is moving forward by learning from its failures and taking smart risks. Listening up and speaking up is another goal of Edgewell Personal Care. The company creates an environment where good ideas can thrive. Another goal of Edgewell Personal Care is balancing individual ownership with collaboration and teamwork. It is the goal of the Company to also maintain a healthy balance between work and life by offering flexible schedules or casual dressing codes.
The mission statement of Edgewell Personal Care has components of customer satisfaction, based on core competencies, realistic and clear, motivational and inspirational, specific and sharp, and reflects on the offerings of the company. The goals of the company are achievable, time-framed, easy to understand and communicate, pragmatic, and relates to job tasks. The organizational objectives are the short and medium goals that the company wants to achieve. They are specific, measurable, attainable, realistic, and timely. The core competencies of the company are its abilities that are effective in achieving its mission and apply to all colleagues.
[bookmark: _Toc69522949]Marketing Mix
The marketing mix model is used to study the marketing strategy of Edgewell Personal Care Company. This marketing strategy involves marketing tactics that aim at achieving the goals and objectives of the company. The marketing strategy includes product strategy, pricing strategy, distribution strategy, and promotion strategy (Borden & N. H, 1965).
[bookmark: _Toc69522950]Product strategy
This is an element of marketing strategy which considers the needs of the customers. Edgewell Personal Care should design, name, and feature products that are unique to fit in the competitive market. Some of the factors which should be factored in to improve product strategy include variety, quality, augmented services, packaging, features, and brand name.
[bookmark: _Toc69522951]Pricing strategy
This is a marketing strategy component that requires assessing the product value for the customers. Edgewell Personal Care Company’s pricing strategy should concentrate on the framing price list, discounts, and payment period, and credit terms (Udell & J. G, 1964). The company should select a price strategy that sets lower prices compared to the competitors. The company should be able to attract market share in relation to its potential discounted pricing.
[bookmark: _Toc69522952]Distribution strategy
This component of marketing strategy requires Edgewell Personal Care to make key decisions when establishing its distribution plan. These decisions may include having a distribution partner to serve the customers if the company wishes to make the product available to customers if indirect distribution strategy is used, then the company should select middlemen such as wholesalers or retailers and if an online distribution strategy is adopted, then the company should choose online retailers such as Amazon.
To select the right distribution channels, Edgewell Personal Care Company should first consider the characteristics of the products to ensure that perishable products are not distributed by middlemen. Secondly, the company should analyze the dynamics of the market, the preferences of customers, and its capabilities and resources. For example, if the customers prefer shopping from the stores rather than online shopping, then the company should ensure enough resources to open stores. The last requirement is that the company should study the distribution strategies of its competitors for it to establish an effective distribution plan.
[bookmark: _Toc69522953]Promotion strategy
This is an important element of marketing strategy that requires Edgewell Personal Care to blend below and above-the-line promotional strategies to meet its objectives. The above the line promotion alternatives that the company may use include print advertising, television, and radio. The below the line promotion choices are campaigns through direct mail, catalogs, and tradeshows (Kotler & P, 2007).
However, Edgewell Personal Care should make some considerations when making promotional plans. First, the company should start by defining clearly its unique selling concepts and understanding why customers require the product and how different it is from the alternative choices. Secondly, the company should pursuit the content of the message and assesses how the message will assist the customers to create clear images of the product. The company should also consider promotional strategies such as direct selling or high-profile advertising. The company should also consider its budget constraints and assign budgets to the selected promotional strategies according to their importance, frequency, and nature.
[bookmark: _Toc69522954]Target market
Edgewell Personal Care Company has a large percentage of its sales attributed to a small number of retail customers. Wal-Mart Stores, Inc. and its subsidiaries accounted for more than 10% of the company’s sales annually. Wal-Mart accounted for 24% of the net sales. The other customers accounted for less than 10% of the sales. The Target Corporation accounted for 11.3% of the sales for sunscreen products.
[bookmark: _Toc69522955]Budget, Schedule, and Monitoring
Edgewell Personal Care Company has an implementation plan of executing Project Fuel which is a wide enterprise initiative to change the cost and business structure of the company. The company plans to spend $225 million in its annual gross by the end of 2021 to fund transformation and expansion. Transformation priorities include growth in sunscreen care products and e-commerce. The purpose of this project will be to increase shareholder value.
The project was scheduled to take place from 2019 to 2021. The complete ownership of the IT department in Edgewell Personal Care is responsible for the implementation of the Project Fuel. The company monitors the effectiveness of the Project Fuel by first evaluating whether the scheduled time is kept whereby the project manager makes regular updates on the project schedule. Secondly, the quality of the project is checked to see whether the project meets the set standards. Edgewell Personal Care Company evaluates how the project is functionally financially to compare the estimated cost and the final cost of the project. The company also evaluates the satisfaction of the stakeholders. Finally, the company evaluates the shaping of the project to see whether it meets what was initially agreed upon.
[bookmark: _Toc69522956]Conclusion
Successful implementation of this marketing plan will ensure that the goals and objectives of Edgewell Personal Care Company are achieved through shaping its products, pricing, distribution, promotion, and providing unique value to the customers. The marketing plan will also ensure that the needs of the customers are met and that and enable Edgewell Personal Care Company to make sufficient profits.
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