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Marketing Plan; ALLSTAR BRANDS
Executive summary 
Allstar Brands Company fundamentally focuses on improving the overall well-being of its customers through the production of high quality, affordable and safe OTC medicine ultimately enhancing the health of its consumers.  Allstar as a brand achieves this by focusing on the creation of work environments that allow employees to express and utilize their given talents in a positive way thus relieving our customers in the process. Since 1924, Allstar Brand has been steadily merging with and acquiring smaller companies that specialize in packed goods. Allstar company is made up of three different divisions, one being International Products, the other being Consumer Products and the final division being Pharmaceuticals Products. The facility has a well-established unit that focuses on managing the company's brand to secure a higher share in global markets for medication products. This group consists of a Brand Manager, an Assistant Brand Manager, and a Brand Assistant. This team is led by the brand manager who presides all issues associated with marketing decisions of the All-round brand along with its extensions. Within the first period of all round’s inception, the company’s overall market shares ascended to the top, placing the company at being number one in manufacturer sales for the OTC market. This winning period was proceeded by a series of periods that included brand changes, formula updates and huge increases in the company’s overall sales force. By the end of the sixth period, market shares had increased as well and their sales. With this, even at the end of the sixth period, Allstar Brand still was the sole dominator of the OTC market based on manufacturer sales. As Allstar Brand pushes towards being the industry’s biggest leader in the OTC sector, these same winning strategies and implementations will be used and improved upon to continually dominate the OTC sector for years to come. Supporting the company's amazing growth and future progress, a situation analysis, a marketing strategy, a marketing techniques analysis, a control plane, a marketing mix analysis, a financial projection, and a social media strategy have been produced and they all have checked out to support another winning streak. 
Furthermore, marketing management is a very crucial component of enhancing effective marketing in business organizations by ensuring that the overall marketing objectives are incorporated into the marketing plan prepared in business facilities.  Marketing plans plays a very significant role in helping a company to define its marketing objectives including designing of strategic actions that should be adopted in achieving these goals. Nevertheless, the following are the key components of the marketing plan prepared for Allstars Brand Company as assigned by the marketing Vice President of this prominent facility in the OTC cold medicine markets.
Business context; Allstar Brands
The facility is among the prominent manufacturers and distributors of medication products across the globe and was founded in 1924. Allstar Brands operations are grounded on three business functions incorporating consumer products, pharmaceuticals, and international products. However, the firm's pharmaceuticals have in recent years addressed the status of the OTC cold medication products. However, consistency in poor performance of the firm in recent years has provoked the development of a strategic plan which may, in turn, help the company overcome the turbulence in over the counter cold medicine globally.      
Allstars Brands is among the giant companies that have a prominent record of competing in the turbulent OTC cold medicine market globally. The facility has over the years sustained its prominence in the global markets for being a giant in the leadership of the manufacture of packaged goods. Since being established in 1924, the Allstar Brands Corporation had developed three divisions within this company known as Consumer Products, International, and Pharmaceuticals. Under the massive section of Pharmaceuticals is where the All-round Brand group is based. The All-round Brand plays a very significant role in managing the sale of over the counter medication to the prospective consumers in global medicine markets. 
Also, the all-round brand group ensures that the over the counter medications are distributed without the need for a prescription from the doctor thus enhancing the overall health of consumers. The all-round brand deals with various medication products that are classified into four major brand groups incorporating cough, nasal spray, cold and allergy medications. Further, these medical products are manufactured in various forms including spray, capsule as well as liquid forms to suit the medical needs of consumers. However, the management of the all-round brand group is grounded on a very strategic business model via the four P’s model of management that encompasses promotion, place distribution product and pricing. The all-round Brand marketing management group consists of a brand manager, an assistant brand manager, and a brand assistant. 
Situational analysis
Situational analysis plays a very significant role in determining an ideal environment in which business should be conducted including enhancing management’s decision making processes hence improving ways through which organizations conduct their businesses (Khan et al, 2015). The success of Allstars Brands is connected to the capacity of utilizing the business threats and strengths, and exploiting opportunities that exist in the industry environment. The company's SWOT analysis offers observations on the company's strategic behavior, particularly in the increment of its growth on the basis of opportunities inclusive of strengths. The model of SWOT scrutiny is a strategic management mechanism of coming up with decisions that indicate the issues that the organization is experiencing with a lot of pressure, according to internal conditions of the company alongside the external environment. 
Besides, Allstars Brands SWOT examination tends to flip through the company for substantial weaknesses, threats, strengths, as well as opportunities which are the variables the analysis, concerning several underlying markets and existing industries (Fleisher et al, 2015). Allstars Brands is involved in the manufacture and distribution service of medical products including cold, cough nasal spray and allergy medication products in the global medicine market via its all-round brand group. The underlying condition leads to the development of activity for Allstars Brands to establish a disparate series of strategies to make sure there is a growth in the business and an increased competition level. 
Allstars Brands SWOT examination is a presentation of the strategic determinants that impact a brand management group that is responsible for the All-round brand decisions of the company. The situational exploration of the firm was based on internal and external scrutiny which incorporated the 5Cs model which encompass context, customers, collaborators, company and competitors (Khan et al, 2015). The situational analysis was crucial in helping the facility to apprehend the current situation and establish informed decisions for the future of our company when transforming the marketing strategy of the firm.      
Strengths
The SWOT scrutiny model’s aspect is based on the recognition of strengths that give the organization the capacity of conquering weaknesses, utilizing the opportunities and managing to tolerate the threats experienced in the existing business environment. The underlying strengths are regarded as internal aspects particular to the conditions existing within the organization of the business (Khan et al, 2015).  The following are some of the strengths of Allstars Brands:
1. Solid brand image
2. High margins of profit
3. Effective processes of rapid innovation
Allstars Brands is among the strongest and most valuable brands across the globe. According to the SWOT examination aspect, the organization has the capacity of establishing cost-effective recent products through the virtues of its solid brand with immense margins of profit. Additionally, the generic strategy of competition and the intensive strategies of growth of Allstars Brands. entail effective swift innovation, which gives way for the business to keep side by side with the current technologies to make sure that there are competitive advantages. Basing on the Allstars Brand’s SWOT scrutiny context, the strengths of the company are challenging to be in competition with, hence boosting the consistent leader in the global industrial environment.  
Weaknesses
 According to the SWOT analysis aspect, the weight is on the inadequacies of the weaknesses of the organization. These weaknesses are regarded as the internal factors which are barriers to the growth of the business. The following are Apple Inc.’s weaknesses:
1.  Inadequate networks for distribution 
2. High pricing for products
The company contains a limited distribution network due to the policy of the company's exclusivity. The model of SWOT examination acknowledges the exclusivity strategy as a determinant that narrows the reach of the market. The weakness comes in spite of the exclusivity of advantages, for instance, the solid control of Allstars Brands on the products' distribution. Moreover, as a result of a prime strategy of pricing, Allstars Brands has the weakness of sales' reliance on advanced segments of the market. Tremendous prices draw clients from rich and middle-class levels, as it prevents clients from low-class levels to simply purchase the products of the organization (Khan et al, 2015). This underlying internal strategic circumstance is a significant weakness since advanced market segments are a representation of only a universal market's minority. According to the internal elements in this SWOT study aspect, the circulation and pricing strategies of Allstars Brands impose limitations in the company. 
Allstars Brands opportunities
The SWOT analysis aspect of Allstars Brands indicates the most considerable opportunities that exist for the business. The opportunities are regarded as external factors that are based on the company industry environment. The factors impact the strategic focus of the business organizations. The following are Allstars Brands considerable opportunities:  
1. Expansion of the distribution network’s expansion
2. Advancement of products’ packaging 
3. New product lines’ establishment
Allstars Brands has a chance of expanding its distribution network. The opportunity in a company is a direct connection to the weakness of a limited network of distribution. The SWOT analysis thrusts the requirement of the organization to vary its strategy of distribution. A network of distribution that is expanded via an all-round brand group manages to assist Allstars Brands in the connection to additional customers in the universal market. The organization has the opportunity of raising its volume of sales through dynamic marketing strategies such as advancing the packaging of its products. The opportunity is connected to the increasing demand for high levels of hygiene for medication products in global markets. Although, with additional innovation, the organization can transform its all-round brand strategy through establishing and introduction of new packaging designs which may, in turn, boost the growth of the business globally.  The SWOT analysis of the firm indicates that it has vast opportunities for more growth in spite of aggressive competition (Fleisher et al, 2015).    
Threats
According to the facet of SWOT analysis, the focus is directed on the threats that the organization faces from various sources, such as competitors. Dynamic competition is among the major threat encountered by Allstars brands. However, resilient competition in the industry is slightly due to the firms' aggressiveness. According to SWOT analysis's context, resilient competition has a limiting impact on the company (Fleisher et al, 2015). Due to the resilient behaviors of the competing organizations, it is important to acquire solid essentials for the maintenance of competitive advantages. Furthermore, the organization is experiencing a threat to product design. The threat is crucial as a result of a substantial dimension of multinational alongside local companies that are emulating the characteristics and design of the products developed by Allstars brands. 

5 Cs examination of Allstar Brands
Customers
However, the company is set to conduct various development initiatives on its products. Allstars Brands focuses on reengineering of its business process through the restructuring of the all-round brand by eliminating alcohol content in its products due to the increased concerns from consumers as well as more daytime users. This move will help the facility to counter competition that erupts when consumers decide to purchase alternative medication that may be consumed during the daytime contrary to the products manufactured by the facility. This market plan, however, focuses on scrutinizing the expansion of the consumer base of the pharmaceutical unit by deploying new strategies including diversification of products line. The firm focuses on extending the line of production by incorporating the manufacture of children’s cold medication which is a prospective area that encounters minimal competition in the global markets. 
Competitors
 Allstar Brands encounters immense competition in the cold medicine markets globally. The facility competes against prominent firms that deal with medical products. However, the company focuses on robust business models which may, in turn, help it attract potential consumers in the market hence achieving a competitive advantage over its business rivals. Also, the facility focuses to embark on the manufacture of OTC medicine which may be consumed without prescriptions from health professional thus attracting new demographics to purchasing their products eventually achieving a competitive advantage over its competitors. Additionally, Allstar Brands focuses on launching a new product which may, in turn, offer supplementary solutions to the target consumers.
 For instance, the firm intends to produce medication products that may help to address various health complexities simultaneously hence becoming more competitive in the market compared to other health supplements offered by their competitors. The reengineering of the all-around initiative is also a crucial move the facility will focus on improving grounded on changes that may transpire across the simulation period. The company will focus on competitive advertisement and promotion of its products. Allstar group encounters competition from five major firms in the industry which calls for effective intervention strategies to address this concern. Nonetheless, the company should focus on developing a single product that has the capability of integrating all curative functions of pharmaceutical products produced by their business rivals (Alam et al, 2017).     
Context
Allstar Brands has sustained its operations via the all-round initiative that has, in turn, helped the facility withstand the turbulence in global markets. Since its foundation in 1924, the company has diversified its operations through acquiring smaller firms thereby advancing its avenue of doing business. Also, this acquisition has however made the firm among global icons of over-the-counter medical remedy. Despite the tremendous performance posted by the company, the corporation is eventually working on advancing its business processes to continue fostering its growth and expansion thus enhancing the long-term sustainability of its strategic objectives. The company will also continue to invest heavily in promotional spending to establish a larger share in global markets thereby increasing the profitability of our facility. However, if the firm decides to use our brand name to promote new products, it is significant to maintain our spending position comparative to our business rivals hence sustaining the company’s returns. 
Marketing strategy
The increased market competition in the pharmaceutical industry in recent years has provoked the management of Allstar Brands to tap potential opportunities within global medicine markets to sustain the strategic objectives of the firm. The management of the company is therefore obliged to develop effective marketing strategies which may, in turn, help the firm to withstand the turbulence within the industry. Market competition however adversely implicates the performance of Allstar group which calls for immediate intervention strategies to help the company tap new business opportunities in the unconcealed global markets space thus increasing its profitability (Kotabe et al, 2020).  Also, the facility focuses on deviating from marketing strategies that purpose at creating a competitive advantage over its business rival those that will enable them to develop, exploit and protect potential business opportunities. The following are some of the potential components of Allstar Brand’s marketing strategy; 
Creating demand for the product
Allstar Brands marketing strategy should incorporate tactics that can be adopted to increase the demand for its products in the market by offering favorable prices as well as robust advertisements. The facility's management perceives awareness creation and lower prices as key tactics to increase the demand for their products in the market. Also, the firm deploys additional marketing strategies such as promotional allowances which are crucial for achieving high distribution for its products.  
Overcoming competition
Allstar Brands should focus on marketing strategies that may help it overcome market competition through high product differentiation which plays a very significant role in subduing its business rivals. However, the company should base its marketing strategies on alternatives ways of withstanding the rising levels of competition as well as was of attracting and retaining prospective consumers for its products (Kotabe et al, 2020). The firm should, therefore, champion the creation of a single product that has the capability to cure various ailments hence overcoming competition from its business rivals.  
Creating and capturing new demand
The company should center on the creation and capturing of potential consumer demand in the market other than focusing on exploring the existing demand in the pharmaceutical industry. Effective promotional strategies are crucial in helping the company exploit current demand in the market as well as the creation of new demand through improved consumer awareness (Kotabe et al, 2020).                                   
Breaking cost trade-off
This is a crucial aspect that should be incorporated in Allstar Brands because the firm invests heavily in creating greater value for its products but at a higher cost. The firm should, however, pursue differentiation of its products at lower costs hence breaking the cost trade-off.       
Marketing mix
Allstar Brand's marketing mix focuses on advancing the company's capability to reach out to the entire cohorts of target consumers in the market. Allstar Brand's being among the leading manufacturer and distributor of over-the-counter medication has a comprehensive market mix that will be deployed during the execution of the market plan thus sustaining its business performances. The company’s market mix is built around the 4P’s incorporating; product, place, promotion, and pricing which are highly utilized to help it reach out to its target consumers globally (Alam et al, 2017). Also, this market mix and other strategic actions may change over time to confirm the industrial environments as well as the prospective markets of the firm. The following is the firm's 4P’s scrutiny of our company;
Product
Allstar Brands offers a wide range of medical products that encompass over-the-counter cold medicine. The organizational outputs are also incorporated in the market mix by defining main product lines of the company which incorporates; cold, cough, nasal spray and allergy cold medications. Allstar Brands is a global leader for the production of OTC cold medication globally such as cold capsules for various cold complications. However, liquid and spray medications are also in their product mix. Also, Allstar Brands has achieved diversity in OTC medications as a result of developing acquisition with smaller firms in the industry hence achieving a wide range of cold medication products. The all-round brand management team plays a significant role by helping the firm to secure an effective market for its products and development of marketing strategies thus achieving a competitive advantage over its competitors. The diversity of Allstar Brand's product mix is incorporated into this component of the market mix.
 Nevertheless, the firm focuses on the reformation of its products to match the demand of target consumers while maintaining the consistency of the brand in the market. Allstar Brands should, therefore, retain its profitable products despite focusing on product improvement so as to acquire financial resources required for the expansion of its services in global markets. However, unsuccessful products in the market should be eliminated from the production process to help the facility save on production costs while those posting tremendous performances upheld via aggressive promotions. The facility should increase its sales personnel when introducing a new product in its production line which is proportional to the designed level of services enhance thus increasing consumer satisfaction hence higher profit margins (Alam et al, 2017). 
Promotion
The company should develop effective marketing methods for assigning marketing resources while it should focus on deploying promotional and advertising tactics in creating awareness of its brand to target consumers. Perfect advertising should be incorporated as the key promotional method while notice adverts should be minimized to help cut down costs associated with promotions. Furthermore, all right product should be allocated with sufficient funds for advertising due to an increase in funds allocated in the budget over the last 3 years in the simulation towards the overall advertising costs. Nonetheless, robust advertising will play a very significant role in increasing the overall performances of the product hence sustaining the returns of the company in the future by overcoming turbulence in global markets (Alam et al, 2017). Market research would also contribute to the identification of the mark market since the product has been dominating global cold medicine markets. 
Also, more youthful individuals have shown interest in this product. A properly defined marketplace will allow the next ream to advertise and promote more and will have the first steps considered when attempting to improve brand awareness. The point of purchase will be improved via product campaign to the target consumers. This is the end result of young individuals disclosing more curiosity about a fast multi-symptom treatment. Young generations are more likely to obtain point of purchase because they approach life and the very first thing they often times see is normally what they buy. The simulation conducted however indicated that the firm should have allocated some funds for advertising in order to facilitate marketing initiatives of the new product which was the main factor that jeopardized marketing campaigns. The all-round brand team should deploy an effective reward system to help the marketers exhaust the target markets.              
Price
This is a very crucial component of the marketing mix which incorporates strategies that should be deployed in the determination of appropriate pricing of products grounded on business and prevailing market conditions. The facility should ensure that the pricing of the products is maintained at a certain level affordable for all consumers willing to purchase its products. Effective pricing strategies play a significant role in raising the numbers of prospective consumers hence increasing the profitability of the company. The company should also focus on elevating the numbers of prospective consumers who may opt to purchase our products. This may be achieved by setting suitable prices for products as well as robust advertising strategies through the realization of prospective markets. Effective advertising, defined target market, and effective pricing strategies are key components of enhancing consumer satisfaction avenues (Alam et al, 2017). From the simulation, it is evident that Allstar Brands encountered an ideal commencement in the first period which gradually dropped towards the 6th period. The price of purchase should have increased during the simulation in order to optimize the returns contrary to what transpired throughout the simulation period.       

Place
The company should reserve the loyalty of the distribution channel that tends to be most profitable. The satisfaction of most consumers should be increased by disseminating crucial information regarding the product to potential and current customers of that particular product. Such kind of information will, however, help Allstar Brands management to arrive at amicable decisions for developing new product image, benefits as well as product features that may, in turn, help the facility meet the prevailing demands of its products in the market.
Combatively, the largest challenge was focusing on ways to increase income by cutting down the costs to increase revenue despite having an ideal market price for the goods. Nevertheless, the team offered quality products and such costs are an element of this quality. The team also lost the target of its basic marketing strategy. The team didn't do enough research about the marketplace to identify the best distribution channels, appropriate savings, and kind of services that were required. However, the team has a new understanding of how this issue can implicate the complete marketing strategy for a long period. All the same, the team became aware that using its new marketing goals and present position in the market, the actions embarked on allows these objectives to be achieved in the future.
Social media and technology strategy
Social media and technology play a very crucial role in supporting business processes in organizations which in turn transforms the entire was of doing business in a company. Social media and technology play a vital role in businesses in the modern world by enhancing digital marketing platforms across most businesses globally (Felix et al, 2017). Additionally, social media has immensely contributed to the success of most business enterprises. However, the following are some social media and technological strategies that can be adopted at Allstars Brands to enhance the success of the company. Firstly, the creation of personalized experiences for consumers may help to boost the firm's sales by advancing the experiences of target consumers thus increasing sales volumes posted by the company. Social media and technology may also help our company to create an efficient content marketing strategy which may, in turn, increasing awareness creation to target consumers’ thus increasing sales revenue in the company. Also, running cross-channel campaigns is a crucial strategy that should be deployed at Allstars Brands by conducting campaigns on our products to prospective consumers thereby increasing the market share of the company.
However, there are various ways through which social media can be incorporated into the strategies articulated above. Social media and technology can be used to facilitate digital marketing which is a very synergic avenue which can help to advance ways of doing business in our company. Also, social media and technology will support our company to conduct business through advertising our new products in the market hence diversifying on our potential clients hence increasing the revenues (Felix et al, 2017). Additionally, organic marketing will also be advanced via technology including search engine optimizations which are crucial in enhancing the sustainability of the company.                    
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