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ORGANIZATION NAME: Apple Inc.
Introduction.
Apple Inc. is an American multinational technology company that has its headquarters based in Cupertino, California. Initially, the company only used to deal with computers and computer software but has up to date broaden its fishing net. It now deals with many other products such as watches, televisions, and its latest product is the iPhone smartphone. The company was founded by Steve Jobs, Steve Wozniak, and Ronald Wayne back in April 1976. As at 2015, Apple Inc. was the largest information technology company by revenue and second-largest mobile phone manufacturer after Samsung. 
IBUSINESSMISSION
What is the mission of the firm? What business is it in? How well is its mission understood throughout the organization? Five years from now, what business does it wish to be in?
Apple Inc. has been growing since 1976 and every year the company has a new and unique product to introduce in the market.  The company has no define projection for short-term but it is clear that it will always continue to introduce innovative products to its customers. Apple Inc. has no definite mission statement since its mission changes depending on the product it has to offer. Take for example its latest product which is the iPhone, its mission is to continue offering to innovate products and it has achieved that through the introduction of iPhone6, iPhone7, and iPhone8 which is currently the most powerful gadget (Good Apple, 1973).

Does the firm define its business in terms of benefits its customers want rather than in terms of goods and services?
Apple Inc. is not like many other companies that prioritize profit. The company is more concerned with its customers’ satisfaction and that is the reason it offers quality products. The company offers a warranty on all its products and it will be remembered that it has recalled several products that did not meet customers’ standards. Take for example the Apple watch that terribly failed to meet the company’s product standards, it was sold at very low cost. This shows that the company does not focus more on making a profit but rather at retaining its reputation as well as its market share.
II SITUATION ANALYSIS (SWOTANALYSIS)
Have one or more competitive advantages been identified in the SWOT analysis?
Yes, the company has a vast experience in software development. Since 1976 the company has been specializing in software development and this gives it an upper hand in its operations. It started with computers and computer software and it has been unbeaten in that field. So far the company is dealing with more than six products and almost 90% are doing well in the market. Take for example its unique computers and now the iPhones. This two products alone generate enough revenue to get the company moving. 
Are these advantages sustainable against the competition?
Yes, the biggest Apple Inc. competitors as at now are Samsung and Microsoft Windows. Microsoft Windows is a competitor but not a threat to the company because of its unbeatable innovations. Samsung, on the other hand, cannot be compared with Apple Inc. in terms of quality of products. The experience that Apple Inc. has in reference to software development cannot be compared with any other existing company. The variety of products in its basket has also enabled it to dominate the market. 
A. Internal Strengths and Weaknesses
What is the history of the firm, including sales, profits, and organizational philosophies?
The company has over the last decade dominated the market with its unique products. According to reports released by the company back in 2015, the chief executive officer announced that the company had made over $11.7billion. Each year the company also boasts of revenue growth in all their product categories. In the year 2017, the company announced the following; revenue of over $49billion, 37.5% gross margin and other incomes amounting to $500million. This is in reference to its quarterly returns (Good Apple, 1973). 
What is the nature of the firm and its current situation?
Apple Inc. is an independent company owned by two Steves; Jobs and Wozniak who are the company’s visible founders up to date. There have been major contributions from friends like Ronald Wayne who has innovated the iPhone and iPad. Due to this contribution, he is said to receive 10% of the total shares of the company. There are also other minor contributors to the company’s products whose details are never disclosed to the public.Whatare the firm’s resources (financial, human, time, experience, asset, skill?)
The company’s net worth $80 billion. As per September 2016, the company had the following assets; cash and cash equivalent of $20 million, short-term investments of $46 million, net receivables $29 million, and inventory worth $2million as current assets. Total assets for that year amounted to $290milion. The company has over 5,000 employees worldwide who are highly qualified in their respective positions.
What policies inhibit the achievement of the firm’s objectives with respect to organization, resource allocation, operations, hiring, training, and so on?
The signing of long-term contracts has been a big issue in the recruitment of staff by the company since it is stripped of its mandate to replace non-performing workers. As long the company wants to remain competitive in the market, it has been limited by non-performing staff who are protected by union laws. It is also costly to the company to replace all its staff. The company’s objective is to continue offering unique and quality products to its customers and in many cases the risk of introducing a new product in the market makes them shy off. 
B. External Opportunities and Threats
Social: What major social and lifestyle trends will have an impact on the firm?
The world has changed a lot and people’s lifestyle has also changed. People now are more informed than before and as a result, customers now than ever know what they want. People don’t just want any phone but they want a quality phone. This is the reason Apple Inc. has remained competitive despite its product is so expensive. The change of people’s lifestyle has favored the company positively. 
What action has the firm been taking in response to these trends?
The company has continued to upgrade its products each day in order to retain its market share. Take for example the iPhone, the company started with just an ordinary phone but has ever since improved its quality. Currently, they have iPhone8 which is trending and which is designed to suit customer’s satisfaction. Apple Inc. does not just come up with any product but it ensures that what they have is unique and pleasing to its customers. 


Demographics: What impact will forecasted trends in the size, age, profile, and distribution of population have on the firm?
Apple Inc. products are expensive to ordinary citizens and so not everyone can afford them. There are two categories of people who value Apple products so much, one is the rich population and the young generation. The middle class and the poor don’t pay attention to its product because of its high cost. Its market is distributed all over the world and forces the company to open as many outlets as possible so as to reach. This, in turn, increases its operations cost Good (Apple, 1973). 
How will the changing nature of the family, the increasing importance of technology in both professionaland personal use, and changes in the ethnic composition of the population affect the firm?
Change in the ethnic composition will have a positive impact on the company since it will help in marketing its own products. People who own iPhones in an area can influence others of the different ethnic group to buy them. Apple products are considered to be of high quality and to be owned by people of merit and everyone wants to be in that category. The role of technology and its contribution in today’s world cannot be ignored, this is what makes Apple Inc. a reliable company. Their products will always be in demand.
What action has the firm taken in response to these developments and trends? Has the firm reevaluated its traditional products and expanded the range of specialized offerings to respond to these changes?
Yes, the company has greatly advanced its products to suit the current technological needs. Its products are able to meet the market needs, a good example is the iPhone which has many current features ranging from social media platforms to digital cameras as well as other features. The product the company has designed of late are able to meet market needs.  
Economic: What major trends in taxation and income sources will havean impact on the firm? What action has the firm taken in response to these trends?
The question of taxation has never been an issue for Apple Inc. because it pays very low taxes in its host country. However, the export tax is very high since different countries have different import policies. The company is forced in many cases to export their products at very low cost so that they can be sold at prevailing market rates in designated countries. Personal income tax such as PAYE also affects the market for its products. When people are taxed more, then they have very little remaining to spend. To take care of these taxation trends, the company has always adjusted its prices so as to make their products affordable (Apple Computer, 1995). 
Political, Legal, and Financial: What laws are now beingproposed at international, federal, state, and local levels that could affect marketing strategyand tactics? What recent changes in regulations and court decisions affect the firm?What are political changestaking place at each government level? What action has the firm taken in response to these legal and political changes?
The issue of quality and legally set standards at international levels are not debatable and each company has to stick by them. There is also the issue of political bans and economic sanctions to some economies which are major markets for Apple products. For example, the case of South Korea which is a major market for Apple products but is facing political suctions. The company has always ensured that its products meet international standards as well as sticking to relevant political decisions to avoid legal issues. 
Competition: Which organizations are competing with the firm directlyby offering a similar product?Which organizations are competing with the firm?
Indirectly by securing its prime prospects’ time, money, energy, or commitment? What new competitive trends seem likely to emerge? How effective is the competition?What benefits do competitors offer that thefirm does not?Is it appropriate for the firm to compete?
The largest competitors for Apple Inc. is Microsoft Windows and Samsung. Microsoft offers similar computer products to that of Apple while Samsung offers mobile devices. These companies compete on market share and offering unique products to the market. Apple Inc. is the leading in the computer world and second largest mobile manufacture after Samsung. Samsung offers cheap products that are not offered by Apple and that is the reason it has a larger market share. None of its competitors is a threat to its existence and, therefore, it is appropriate for the firm to compete. 
Technological: What major technological changes are occurring that affect the firm?
Technology changes each day and it’s very unpredictable on what need will rise tomorrow. People now want a device that can perform different functions and not just make and receive calls. This has been a big challenge for the company, the desire to come up with a multi-purpose device failed terribly when it introduced the Apple watch. The product failed and did not meet its intended purpose (Machajewski, 2017).
Ecological: What is theoutlook for the cost and availability of natural resources and energyneeded by the firm? Are the firm’s products, services, and operations environmentallyfriendly?
The company’s products are environmentally friendly and meet all environmental regulations. It has introduced devices that use solar panels to charge. There has never been a case of a product with environmental concerns. To be able to meet strict environmental regulations, the company has spent a lot in designing and producing their products. 
III OBJECTIVES
Is thefirm’s mission statement able to be translated into operational terms regarding the firm’s objectives?
Yes, the company’s mission is to continue providing unique and quality products to its customers. Its main objective is to provide devices that meet market needs. It is its mission that guides it in meeting its objectives. Each product designed has to be meet the current market need and this is what makes its mission relevant. Without its mission, the company cannot meet its objectives. 
What are the stated objectives of the organization? Are they formally written down?
The objectives of the company are not formally written down since each product designed has its own objective to meet. With the changing technological development, it is not possible to have stated objectives but they have to change in reference to current needs. The company has many products and so are its objectives. 
Do theylead logically to clearly state marketing objectives? Are objectives based on sales, profits, or customers?
There are clearly marketing objectives for the company that is overall to all its products. As long as the company aims at making profits, its marketing objectives are based on customer satisfaction and being honest with customers. It is through customer satisfaction that the company makes its set sales. It is impossible to make sales if customer needs are not met. 

Are the organization’s marketing objectives stated in hierarchical order? Arethey specific so that progress toward achievement can be measured? Are the objectives reasonable in light of the organization’s resources? Are the objectives ambiguous? Do the objectives specify a time frame?
Yes, the marketing objectives of the company are in order and as a result, it is possible to measure the progress of the company. For example, there are objectives set for each first quarter of the year based on what the company wants to achieve. Apple Inc. is a well-established company and so the issues of resource availability cannot arise. However, some of its marketing objectives are not reasonable even with the resources being provided. The objectives are recurring in each quarter of the year with only minor objectives being made from the previous quarter. 
Is thefirm’s main objective to maximize customer satisfaction or to get as many customers as possible?
The company prioritizes customer satisfaction since they already know what population to target. It is through customer satisfaction that the company is able to get more customers. If the main objective was to get many customers, the company would prefer selling cheap products so that many can buy. But since it aims at getting quality products for its customers, it invests a lot in each product and that is the reason its products are expensive (Machajewski, 2017). 
IV MARKETINGSTRATEGY
A. Target MarketStrategy
Are the members of each market homogeneous or heterogeneous with respect to geographic, sociodemographic, and behavioral characteristics?
The market structure for the company is homogenous with each member in the market irrespective of their gender or geographical location having shared traits. As mentioned earlier, the market for Apple products is mainly the youth who are driven by the desire for fame and also the rich who want to be associated with expensive products offered by the company. It is a very rare occasion that you will find an old person with Apple products but youths will always have them. This means that the market structures are homogeneous. 
What are the size, growth rate, and national and regional trends in each of the organization’s market segments?
The company cannot boast of any significant market growth for the last five years. There are very few new customers who are interested in its products because of their high prices. This is the main reason why it has been unable to beat Samsung in the mobile market. Most of its products are consumed by the whites and not the Africans or red Indians. Their population is concentrated much in Europe and America. 
Is the size of each market segment sufficiently large or important to warrants unique marketing mix?
No, there are no large market segments for Apple products in Africa and the Middle East. Its market share has in these areas has not grown in greater margin over the last decade to warrant for unique marketing mix. This is only possible in Europe and America where the company rules the market.
Are market segments measurableand accessibleto distribution and communication efforts?
Yes, the market segments are measurable. The company knows what market share it owns in each market and that information can be used to determine the distribution and also for planning purposes. This information is also necessary for production to avoid flooding the market. Distribution is done in each market based on the market share and not expectations. 
Which are the high-or low-opportunity segments?
Apple Inc. deals with two major products; computers and mobile phones. If we have to perceive the market based on what product rules the market, then we would say that the computers make a large segment of the market owned by Apple Inc. The mobile market is the low- opportunity segment. The products also have a high demand during festive seasons such as Christmas and other related holidays. The month of January and August is in many cases characterized by low sales. 
What are the evolving needs and satisfactions being sought by target markets?
Different market segments have different needs and, therefore, it may not be possible to fully generalize market needs. However, there are general needs in the market today such as digital cameras in smartphones and solar chargeable phones. Every consumer today wants to have a smartphone that has a clear camera at a friendly cost. The other need is a small device that is multi-purpose in all aspects. People no longer want the large devices that can only perform one function. 
What benefits does the organization offer to each segment? How these benefits compare with benefits do offerbycompetitors?
Apple Inc. has in its latest products designed unique products which suit customers’ satisfaction. The latest product being the iPhone smartphone which is small in size and has a clear and high-quality digital camera. The iPhone can have many other features that help the consumer to undertake many other daily functions with it. Apple computers are also designed in small sizes that are easy to carry around unlike other laptops that are not so friendly to carry. These products are superior and cannot be compared with those offered by Microsoft and Samsung (Machajewski, 2017). 
Is thefirm positioning itself with a unique product? Is the product needed?
The only reason why Apple Inc. is doing so well in the market is that of its unique products which are designed to suit customer satisfaction. For as long as the company owns a large market share in both of its products, then it means that the customers need them. All the unique products offered by the company are meant to solve one problem in the market and that is what makes them relevant. None of their unique product has failed to sell including the Apple watch which was considered to be an inferior product. 
How much of the firm’s business is repeated versus new business? What percentage of the public can be classified as nonusers, light users, or heavy users?
Almost 60% of Apple’s business is new business. None of their products have been replaced with a better version of it since the company started. The company always have a surprise product on the market each year. The iPhone, for example, has over four versions with the latest being iPhone6, iPhone7, and iPhone8 and each of them is purely advanced from its predecessor. The case is no different with that of its computers and other products. 
How do current target markets rate the firm and its competitors with respect to reputation, quality, and price? What is the firm’s image with the specific market segments it seeks to serve?
The quality of Apple products cannot be compared with those of any other company. None of its competitors have the experience to compete with it is designing and producing quality products. The company has built a reputation and this is the reason it has dominated the market for so long. However, many people do not Apple products because of their high prices considering that its competitors sell their products at fairly low cost. The company seeks to serve mostly the rich who do not consider price but the quality of products. Does the firm try to direct its products only to specificgroups of people or to everybody?
The company has a target group and not everyone in the market. This is because of two reasons; one, not everyone is able to use a laptop and, therefore, they cannot produce laptops based on the world population but only for who need them. The second reason is that their products are expensive and not everyone can afford them. For this reason, their target is only for those above poverty lines.
Who buys the firm’s products? How does a potential customer find out about the organization? When and how does a person become a customer?
Apple products are available in selected stores and everyone is eligible to buy them. There is no restriction to, however, buy their products. The company has invested a lot in advertising its products to the general public. These advertisements do not, however, bear many fruits since only specific consumers are interested in the company’s products. Most of the new customers are not convinced through advertisements but rather they are influenced by friends (Apple Computer, 1995). 
What are the major objections given by potential customers as to why they do notbuy the firm’s products?
The major and only objection given by new consumers is that their products are expensive and no one wants to risk such huge amounts on a new product. People prefer to try a cheaper product and not risking a lot. Many also feel that many of the unique features in Apple products that make them so expensive are not so necessary for their lives. 
How do customers find out about and decide to purchase the product? When and where?
There is no specific retail shop that deals with Apple products only. Apple laptops and smartphones are sold together with other phones and, therefore, many of the new customers just buy their products randomly. Some customers just want a nice product and they are not concerned with the company of origin. This is how many of Apple smartphones end up being bought by new customers. There is also a group of consumers who just want to have an expensive product, they, therefore, end up buying Apple products. 
Should the firm seek to expand, contract, or change the emphasis of its selected target markets? If so, in which target markets, and how vigorously?
It is not advisable to for the company to change its selected target market since it may end up losing business completely. This is because their competitors have already dominated the rest of the market. It is better for the company to remain focused on one segment of the market than to run out of business. Shifting allegiance to another segment of the market may also mean that the company cuts the prices of its products hence reducing its revenue. 
Could the firm more usefully withdraw from some areas where there are alternative suppliers’ and use its resources to serve new, unserved customer groups?
The most difficult thing in today’s world in to establish and dominate a new market. So far every segment of the market is fully occupied and there is no way one can withdraw with the hope of establishing another. Apple products are not so unique from other products and most of its sales is as a result of loyalty. If it withdraws, then it loses the entire market completely. 
What publics other than target markets (financial, media, government, citizen, local, general, and internal) represent opportunities or problems forthefirm?
The biggest challenge faced by Apple today is similar to that faced by Yahoo. This is the issue of losing employees to competitors who offer better salaries. Internal challenges pose a huge threat to the company since the continuous loss of talents many paralyze the mission of the company. The company should carefully handle its internal challenges so as to avoid losing its market share. 
B. Marketing Mix
Does the firm seek to achieve its objective chiefly through coordinated use of marketing activities (product, place, promotion, and pricing) or only through intensive promotion?
Apple Inc. serves a large market and it is, therefore, not possible to generalize its market. Its marketing strategy is separately coordinated in each market depending on the market characteristic such as inflation among other factors. Apple products do not require intensive promotion because of their nature. Customers who consume these products know what they want. Marketing is based or product and pricing, only new customers but only in rare cases require so much information to be convinced. 
Are the objectives and roles of each element of the marketing mix clearly specified?
Yes, all marketing elements are clearly specified. Marketing involves a lot and, therefore, it cannot be done under one roof. Each marketing element arises or is discussed from a different department and this is the reason why each should have clear objectives. A marketing department is only a tool that is responsible for passing information from other departments to the general public. For example, the production department sets the price and the economic reasons for that price and the objectives it intends to achieve by setting that price.  
1.   Product
What are the major product/service offerings ofthe firm? Do they complement each other, or is there unnecessary duplication?
Apple Inc. offers two products; one product is computers and the other is smartphones. These two products are not complementary but independent products and, therefore, there is no unnecessary duplication. The two products are manufactured, packaged, and sold separately. The company started the manufacturing of computers but later widened its market and started manufacturing smartphones. This was a result of the experience the company has in software. 
What are the featuresand benefits of each product offering?
The two products are completely different and each performs different functions. Apple computers which are their pioneer product plays a critical role, especially in the industrial and education sector. The second product which is the smartphone is a telecommunication device. Both of these devices are a necessity in the current world. Each of them has made the lives of people more interesting in one way or another.
Where are the firm and each major product in the lifecycle?
The world has significantly changed and it is only fair that people also change their lives and lifestyle in order to adapt to these new changes. Take for example the health sector that is facing different challenges each day. Computers are playing a critical role in getting the solutions to these challenges. Computerized life-supporting machines have saved many lives. This shows how important these products are in the lifecycle. 
What are the pressures among various target markets to increase or decrease the range and quality of products?
The biggest concern on Apple products is the issue of high-quality products that are expensive according to many people. New people would want to subscribe to their products but many argue that the many features in their products are not so important. Not everyone wants a complicated device, the company can have a wider market if it decreases the quality of its products so as to make them affordable to all. Due to company’s vast experience on software, it is also advisable to increase their range of products that are in line with its field of specialty. 
What are the major weaknesses in each product area?What are the major complaints? What goes wrong most often?
Apple products do not have a long lifespan and this has been the major concern of consumers. People do not want to keep spending their money on the same product over and over again. Their touchscreen computers have a lifespan of fewer than three years yet they are very expensive. The iPhones also have the same problem. The quality of screens used in their products is very fragile. 
Is theproduct name easy to pronounce?Spell? Recall?Is it descriptive, and does it communicate the benefits the product offers? Does the name distinguish the firm or product from all others?
The names of the company’s products are easy to pronounce but they are not descriptive at all. The name of the company is not like any other company name and is not at all related to the products it manufactures. The name is unique and cannot be confused with any other product in the market. The company has a unique name among all manufactures in both fields. Apple is an expensive fruit and most nutritious and that could also explain why their products are so expensive (Machajewski, 2017). 
What warranties are offered with the product? Are there other ways to guarantee customer satisfaction?
The company offers a one year warranty on all their products. These warrants, however, have not been of any great help to many people because they have many conditions. There are a few other ways in which the company can improve customer satisfaction such as opening service stores in each country. These will help people to seek professional help from the company’s experts about their products. The company can also start an online service center for professional consultations as well.
Does the product offer good customer value?
Apple products may have a few defects like any other product in the market but they offer good services to consumers. The first two or three years of using Apple products can really be interesting. These are the best products on the market if well maintained. The products offer consumers a true taste and value of their money and this is the reason many people still consume their products despite their short lifespan. Nome of the company’s products has ever failed to meet its specification.
How is customer service handled? How is service qualityassessed?
Apple Inc. has really failed in customer service. Only a few customers get assistance from the company’s professional. The company needs to hire more professionals so that customers do not have to wait forever to be served. It takes over three months to get professional help from the company and this is an indication of failure in customer service delivery. This is one way to determine the quality of services offered to a customer (Hawkins and Mothersbaugh, 2016).
2.   Place/Distribution
Should the firm try to deliver its offerings directly to customers, or can it better delivers elected offerings by involving other organizations? What channel(s) shouldbe used in distributing product offerings?
Because of the wider market that the company is serving, it is important to involve other organizations in delivering to its customers. The company can use telecommunication service providers to help them distribute their products. This way, the company will access a large market than going on it alone. Delivering products directly to the consumer may help to improve the quality of services offered but will on the other hand only smaller market be served.   
What physical distribution facilities should be used? Where should they be located?What should be their major characteristics?
In order to reach as many customers as possible, the company should consider stationing its distribution facilities in each country. Each country can be targeted as an independent market and this can increase its sales up to 60%. People want to buy a product that has their identity. This distribution centers should be characterized by effectiveness and efficiency in service delivery. 
Are members of the target market willing and able to travel some distance to buy the product?
Yes, just like any other product in the market people have to travel some distance in order to buy them. Apple products are very expensive and, therefore, not every retailer can stock them. There is no harm in spending a few dollars on transportation in order to get a quality product. This ‘some distance’ should, however, be reasonable and not so costly. Considering the large market the company is serving, it is also possible to deliver their products to peoples’ doorsteps. 
How good is access to facilities?Can access be improved? Which facilities need priority attention in these areas?
The access to facilities is very low. Apple Inc. has no distribution or service facilities not only in many countries but also in some continents such as Africa. The company is financially and technically able to have many facilities as possible. The priority should be on customer service facilities so as to improve service delivery. Distribution facilities will be determined by the target market the company wants to serve.
How are facility locations chosen?Is the site accessible to the target markets?
Is it visible to the target markets?
The choice of where facilities will be located is based on how big the market to be served is. This is the reason Apple Inc. has many facilities in Europe and America. In an area where the market targeted is small or unpredictable, it is not advisable to have facilities in such areas since it will increase operating cost. In areas where facilities are, they are well visible to the target market and they are readily accessible by product consumers. In many cases, the site of this facilities is in major towns and cities where the target market is concentrated in. 
What are the location and atmosphere of retail establishments? Do these retailers satisfycustomers?
No, retailers do not satisfy consumers since many of them do not even know much about the product. Many retailers are profit motivated and at times they even give misleading information about a product just to make sales. Many retailers are only located in major cities where the population is high. There is always an assumption that high population translates to big sales. Establishment of retails is based on population.
When products are made available to users (season ofyear, day of week, time of day)? Are these times most appropriate?
The two products offered by Apple Inc. have their demand in different seasons. The smartphones are in high demand during or closer to holidays while that of computers are on daily basis. The production and distribution of these products are made based on order. Orders can be delivered on weekly basis depending on the location of the market. These time are appropriate since there is no inconvenience to the market.
3.   Promotion
How does atypical customer find out about the firm’s products?
Many typical consumers get information able Apple Inc. products from retailers. The company does not have specific retailers who only sell their products and so a consumer can get find their product on every shelf just like the rest. Retailers are the major players in marketing Apple Inc. products at grass root level. Typical consumers can also get to know about Apple products through television and radio adverts. 
Does the message the firm delivers gain the attention of the intended target audience? Does it address the wants and needs of the target market, and does it suggest benefits or a means for satisfying these wants?Is the message appropriately positioned?
Yes, the message delivered by the company to the target market gets the attention it deserves. Apple products have always targeted to meet a necessity or need in the market. Each advert carries a solution to a particular need in the market. It is, however, difficult to estimate the appropriateness of the message and if it reaches to the intended market. This is due to diversity in different markets and considering that the company only runs a common advert across the world (Ferrell, 2016).  
Does the promotion effort effectively inform, persuade, educate,and remind customers about the firm’s products?
Yes, the promotion efforts put by the company has been successful since the company’s sales has been increasing. The target market is always aware of the new company products in the market. Take for example the iPhone, people are always informed on when the next version of it will be released to the market. The message is also persuasive since it offers a solution to a unique problem each time. The success of these promotions has enabled Apple to dominate the market for so long.
Does the firm establish budgets and measurethe effectiveness of promotional efforts?
Yes, there is always a set budget for promotion of the company’s products. Promotion is a very expensive exercise and its role in the well-being of the company cannot be ignored. The budget is based on the number of promotional events to be held at a given time and its objectives. The effectiveness of these promotions is based on the rate of change of sales. In increase in sales means that the promotions are effective. 
a.   Advertising
Which media are currently being used? Has the firm chosen thetypes of media that will best reach its target markets?
The television media has for long been the choice for the company’s adverts. Due to change in peoples’ lifestyles, the company has also changed advertisement media and now relies more on social media. The company has a website which promotes its products as well as providing all necessary information about their products. Many of the consumers and target market for the company’s products are able to access the internet. This is the reason for heavily relying on social media. 
Are thetypes of media used the most cost-effective, and do they contribute positively to the firm’s image?
The social media is the cheapest media to do adverts on. In many cases, it is free since the company only uses its website. Social media contributes positively to the firm’s image since the company only communicates what is wants to public to know about them. Use of social media also shows that the company is relevant and objective in connecting the world through internet. Social media gives a detailed information about the product and this gives a true picture of the company.
Are the dates and times the ads will appear the most appropriate? Has the firm prepared several versions of its advertisements?
The company does not have different versions of adverts but only runs one advert across the world. This is only when an advertisement is done through the television media. When using social media, the company runs many adverts depending on target audience. The adverts pop at the appropriate time on many occasions. When using the social media as an advertisement media, it is not possible to determine at the most appropriate time to set an advert. 
Does the organization use an outside advertisingagency?
No, the company does not use outside advertising agencies. The company has its own advertising agency that designs and runs its adverts. This is the main reason why the company does not have different versions of its adverts. The company has already established itself and, therefore, there is no need to invest so much in popularizing itself or its products. Use of social media also does not need to involve outside advertising agencies.  
What system is used to handle consumer inquiries resultingfrom advertising and promotions?What follow-up is done?
Social media provides a platform for consumers to give their feedback and thoughts about adverts and promotions. It also provides an avenue for consumers and the company to exchange information freely either through emails or random chats. The company has a public relation department that follows-up all issues raised and addresses them accordingly. This includes replying to queries raised by consumers about advertisements. The same department also advises customers accordingly (Hawkins and Mothersbaugh, 2016).
b. PublicRelations
Are there a well-conceived public relations and publicity program? Does the program have the ability to respond to bad publicity?
The company has a well-coordinated public relation program which is responsible for keeping the image of the company. The program has been tested many times and proven to be effective in responding to bad publicity. The recent case has to be the issue of poor quality of the Apple watch which went viral. The program was quick to respond and restored the integrity of the company within a convenient period. The program also ensures that there is no much internal information about the company is reaching the public. 
How are public relations normally handled by the firm? By whom?
There is a public relation department that is fully equipped to ensure that the integrity of the company is protected. This is one of the biggest offices in the company and involves a lot of consultations. The office answers directly to the top management and whatever is communicated to the public must be approved by all stakeholders. Apple Inc. has many competitors and it is, therefore, important to ensure that its competitors are kept in check. This department can determine the success or failure of the company.
Have those responsible nurtured working relationships with media outlets?
Yes, the public relation department has nurtured a good working relationship with all media outlets. There is always an advert in the media about the company’s products and this shows how committed the department is in promoting the company. The company relies heavily on social media which is a risk flat form since people can write or share anything they want. The public relation is always standby to ensure that no negative information is let to spread to the public. All cases or issues are handled outside the public domain. 
Is thefirm using all available public relations avenues?Is an effort made to understand each of the publicity outlet’s needs and to provide each with storytypes thatwill appeal to its audience in readily usable forms?
Apple Inc. has the most effective and well-coordinated public relation program in the world. The company employs all avenues available so as to ensure that their intended message gets to the public. The company has over the years invested heavily in research and it, therefore, understands what each publicity outlets need. The company has also hired public relation professionals to ensure that the image and integrity of the company are protected and promoted. All the information available to the public is highly simplified to enable easy understanding (Ferrell, 2016). 
What does the annual report sayabout the firm and its products?Who is being effectively reached bythis vehicle? Does the benefit of the publication justify the cost?
The annual reports of the company are provided to the public through various Medias. The company gives two reports; one about the progress of the company and the other about their products. This information is always made to reach the general public and more specifically to its product consumers. This information is also made for investors who may want to invest in the company. The publications are worth since this is the only way the public can know about the progress of the company and its products.
c. Personal Selling
How much of atypical salesperson’s time’s spent soliciting new customers as compared to serving existingcustomers?
It is not easy to convince a new customer to buy Apple products. This is because there are few people who know about the company’s products. New customers ask many questions since they want to know about the uniqueness of the product and the reason behind its high cost. An existing customer does not need much convincing since he or she understands the company’s products better. Out of 10 new customers, a typical salesperson can only convince one or two while the rest will prefer their obvious brands. 
How does the sales force determine which prospect will be called on and by whom? How is the frequency of contacts determined?
There are a few factors that determine which prospect will be called upon by the sales force; one is the volume of sales made. Every company wants to make many sales so that it can make profits. The other is how long a prospect takes to dispose of its sales. Those who make a lot of sales within a short period are the ones that are conducted more often. The frequency of contacts is determined by the size of market one is serving. 
How is the sales force compensated? Are there incentives for encouraging more business?
There are incentives meant to motivate people to sell more so that the company can increase its sales. Such incentives include discounts and promotions for top sellers and marketers. The incentives create a competition between the sales forces hence making them deliver their best. Such competition if health is good for the company since it promotes business. Incentives are one the major ways the company uses to boost its sales. 
How is the sales force organized and managed?
There is an independent sales department that is solely responsible for the company’s sales. This department makes connections and signs contracts with sales force on behalf of the company. The department is managed and coordinated by a team of highly qualified professionals so as to ensure that each market is served. Apple Inc. has a wide market to serve and, therefore, all sales cannot be done by one urgency. There are many sales force from all over the world and are all coordinated by the company’s sales department.
Has the sales force prepared an approach tailored to each prospect?
There are always objectives to meet in each department. The sales force is not an exception since it also has goals to achieve. Each sales force usually has a target on how much to sell and by when. There are clearly set objectives to meet by each prospect. This also determines the frequency of which prospect is to be conducted. 
Has the firm matched sales personnel with the target market Characteristics?
Yes, each sales personnel is correctly matched with a particular market based on qualifications and his or her ability to penetrate the market. It is not possible to generalize the market and assume that they all need the same strategy. Different markets have different characteristics or need different levels of professionalism in order to be successful. Apple Inc. categorizes each market separately and approaches them based on their specific characteristic. 
Is there an appropriatefollow-up to the initial personal sellingeffort? Are customers’ made to feel appreciated?
There is always a follow-up on what made an initial seller either successful or what might have made him or her fail. These efforts are made to ensure that the company does not lose that particular market or to regain it if its initial seller had failed. The customers are appreciated for discounts and gifts. They are also made asked to give their feedback on the services offered by the company representatives. This makes them feel appreciated. 
Can database or direct marketing be used to replace or supplement the sales force?
It is not possible to completely replace the sales force with direct marketing. Once a sales web have been established, the market usually adjusts and any changes may lead to completely losing the market. It is possible to replace or supplement one sales force with another but it is not possible to completely eliminate them from the sales chain. Salesforce knows the market better than the company itself and it is them that rums the market. Direct marketing cannot also cover a large market like it is the case in using sales force.
d.Sales Promotion
What is the specific purpose of each sales promotion activity? Why is it offered?What does it try to achieve?
Sales promotion plays a very critical role in boosting the sales of a company. Each sales activity aims at achieving two functions; one is to promote the product and the company in question. The other role is to promote the sales force and make their work easier. It is normally offered as an appreciation to those involved for their loyalty to the company. Sales promotion can also be used to restore or uphold or uplift the image of a company. 
What categories of sales promotion are being used?Is sales promotion directed to the trade, thefinal consumer, or both?
Sales promotion is directed to both the trade and the final consumer of a product. There is a notion that all sale promotions are targeted to the consumer but in reality that is not the case. Everyone benefits from sale promotion activities ranging from the company to the final consumer. The company mostly prefers using direct sales promotion. This involves using company agents to directly reach the final consumer. 
Is the effort directed at all the firm’s key publics or restricted to only potential customers?
The company efforts are only directed to potential customers. It is very costly to cover or reach the entire public. The company knows how to reach potential consumers and that is always their focus. Some people can never change their minds irrespective of how much they are convinced. It is more economical to only focus on potential consumers only. 
4.Price (Section is Extra Credit)
What levels of pricing and specific prices should be used?
The determination of what prices to be used depends on the quality of the product. The prices should not, however, be too high to scare potential customers. They should also be not too low to make the product look inferior or levels that might not guarantee profits for the company. The price levels should be within reach for middle-class earners. The price levels should be uniform in almost all markets (Ferrell, 2016).

What mechanisms does the firm have to ensure that the prices charged are acceptable to customers? How pricesensitive are customers?
Sales are one of the ways that the company can use to determine if customers agree with set price or not. If the sales are high, then it means that the customers have no problem with the set price. When customers feel that the prices are unfair to them, they do not buy the product and as a result, sales will be low. Customers are very sensitive to price changes and any unfair change may lead to a loss for the company. Customers prefer to see the value of their money and what they are paying for. 
If a price change is put into effect, how will the number of customers change?
Will total revenue increase or decrease?
A price change will automatically lead to an overall change in sales. For Apple products, a decrease in price will automatically lead to an increase in sales. This is because many people wish to use to company’s products but they cannot due to high prices. An increase in price for the company’s product may not necessarily result in a change in sales. This is due loyalty among the company’s customers. 
Which method is used for establishing a price: goingrate, demand oriented, or cost based? What discounts are offered, and with what rationale?
The method used to determine the price of products is cost based. This method ensures fairness to both the manufacturer and the consumer at equal measure. The cost-based method of determining price ensure customer satisfaction hence leading to an increase in sales. Many of the discounts offered are complementary and are not made to increase sales but to show appreciation to the consumer. The rationale for offering discounts is based on the amount spent on the company’s products at a time. 
Has the firm considered the psychological dimensions of price? Have price increases kept pace with cost increases, inflation, or competitive levels?
The company the concept of price dimensions and it has proved to be working in the case of iPhone8. The price in many markets was going for $799, this resulted to increase in sales as compared to iPhone7. Changes in prices based on economic factors have also been applied. The main economic factor that has led to increase in price is inflation. Competition has never been an issue in price determination for Apple products.  
What methods of payment are accepted?Is it in the firm’s best interest to use these various payment methods?
Cash payments are the most preferred by the company. The company is, however, open to other methods of payment depending on market dynamics. The method of payment is also based on the safety of the market. Using various methods of payment also allows many customers to transact easily. This will in return increase sales for the company. 
V  IMPLEMENTATION, EVALUATION, AND CONTROL (Section is Extra Credit)
Is the marketing organization structured appropriately to implement the marketing plan?
Yes, the marketing organization is appropriately structured and if closely followed, it can be used to successfully implement a marketing plan. The company has a well-defined marketing structure that has propelled it to greatness over the last decades. There are professionals in place to ensure every marketing element is carefully looked into. There are also different departments each with separate roles to play. 


What specific activities must take place?Who is responsible for these activities?What is the implementation timetable?
Some of the activities that must take place include; setting objectives that are supposed to be met. The activity is allocations of duties and different undertakings during the marketing period as well coming up with a budget. These are the major activities in a marketing plan and are majorly undertaken by the marketing committee. The implementation timetable should be based on the population to be covered and the objectives set (Hawkins and Mothersbaugh, 2016). 
What will be the financial impact of this plan on a one-year projected income statement? How does projected income compare with expected revenue if the plan is not implemented?
Failure to implement a marketing plan can result in serious financial issues such as a decrease in sales. A marketing plan is made to increase sales and progressively increase revenue. The main objective of this plan to improving the performance of the company. The financial impact of this plan, therefore, is that it will lead to an increase in revenue in a specified period of one year. This only if the plan is successful and its objectives are met. 
What are the performance standards?
The performance standards are categorized into two; one is the rate of sale of the company’s products. There is a set standard on how the progress of the plan should unfold and is based on sales. The other aspect of the area covered, the plan has a target of areas to cover. The area covered will determine the population covered. These are the set standards but they all result in sales. 

What monitoring procedures (audits) will take place and when? Does the firm seem to be trying to do too much or not enough?
The overall marketing committee will oversee the entire marketing plan and all its undertakings. There will be questionnaires issued randomly that will be used to audit the process. The auditing process will be conducted at every step of the plan. The firm is taking every necessary precaution to ensure that the process is a success. The company has done enough to monitor the process. 
Are the core marketing strategies for achieving objectives sound? Are the objectives being met, and are the objectives appropriate?
The set objectives are based on professional projections and, therefore, they are sound and reasonable in every sense. They are also based on the prevailing market conditions and facts. This means that it is possible to achieve them if all stakeholders are fully dedicated to them. They are appropriate since they all stakeholders have been involved in setting them. They are also based on the history of the performance of the company (Ferrell, 2016). 
Are enough resources (or too many resources) budgeted to accomplish the marketing objectives?
Yes, the company has set aside enough resources both financially and personnel to ensure that the objectives of the plan are met. There is a team of professionals that has weighed all elements of the plan to avoid allocating wasteful resources for the plan. Each marketing objective is well defined and enough resources allocated for each. There is also enough manpower to undertake every single activity of the plan. The resources allocated were based on the upper side and, therefore, there cannot be a shortage.
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