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[bookmark: _Toc13239771]Executive Summary
This is a paper that is base on the marketing strategies which have been put into use by apple as it tries to market its new product. It shows the product strategy and how it has been put into use, the Distribution Strategy which focuses on how the product will reach the consumer and the processes involved, the Pricing Strategy which should the various methods of determining the price of a product, the Marketing Communication Strategy which indicated the methods of getting the attention of the consumers and in this case the use of the AIDA model, the Marketing Program: Service Component and how it relates with marketing, the Financial Plan which tell how finance and capital will be allocated for the success of the objectives set, and the Marketing Metrics which show how everything interrelate and if the marketing was a success or not. All these are very important when conducting marketing.
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[bookmark: _Toc13239772]SECTION 5: PRODUCT STRATEGY
Before starting the process of engaging in business activities it is essential to identify the product which the business is going to deal in in order to make profits. A product strategy is therefore important and it clearly show the process of making a product a which is customer and market driven (“Introduction to Product Strategy”, 2019). Apple is well known for having high quality inventions, and innovations. It initially produced hardware produce and in 2007 it changed it operation and include the production of consumer electronics such as iPhones, iPads, and mac apple laptops which picked greatly in the market.  The product has been updated and more feature added to the in order to meet the customers’ needs and wants (Martin, 2016). Since then apple has been product a wide range of products which the customers are enjoying using. This is made possible by having a diversified product mix which allows the company to compete effectively. It is able to control the software and hardware, giving the required attention to details, and having a SWOT analysis. Also, the issue of branding is adhered to and is extended to the new product currently the iPhone 6s Plus which was eagerly waited to be launched by the customer who flocked to buy it.
[bookmark: _Toc13239773]SECTION  6: DISTRIBUTION STRSTEGY
	This is the measure which have been put in place to oversee that the product after being produced reaches the consumers. In the case of Apple, it has a functional Distribution Strategy which effective as they have so many stores in the streets which are used by apple dealers to distribute and sell their merchandise who are well position in specific locations (Gennaro, 2018).  For the distribution to go through well the Apple uses both the direct and indirect approaches to get their product to the consumers. The channels have grown and have integrated the new product lines very well. These channels look at the value chain which makes it so that the customer can get the product with ease. Apple have not seen a need to change the distribution channel as they are efficient and effective and at the end of the day they meet the set goals and objective on distribution. One of the distribution strategies is the Amazon distribution strategy. The distribution strategy of Apple is aimed at making sure their customer has a positive cognitive perspective gap which has seen the sale of it product go up each time. 
[bookmark: _Toc13239774]SECTION 7: PRICING STRSTEGY
	This is the method which is used in the determination of a products price after it has been development and distributed to the dealer who will sell it to the consumers. Apple pricing strategy has changed in that they produced new product which need a change in the way they were being sold (np, 2018). Apple product used to be expensive and for it to be competitive enough they had to revise their strategy. The changes have in pricing strategy is important to the marketing objectives in that it help the company in the penetration of the economy, enhancing skimming and psychological aspect as a price can capture the attention of a potential buying and in so doing making them to acquire a product (np, 2019). For apple they had to put all this into consideration in order to be able to penetrate the competitive market and make a mark for itself and its product. It used the low-end model of pricing during the change as the product produce were luxurious and exclusive in nature. Pricing strategy change as a function of marketing objective is so as to deliver well to the customer and the same time retain them and acquire new ones.
[bookmark: _Toc13239775]SECTION 8: MARKETTING COMMUNICATION STRATEGY
	This is an interdisciplinary which incorporates a lot of aspects in one. The AIDA model is a good way of showing how marketing communication strategy achieves its purpose. This model major on the creating awareness, interests, desires, and the actions taken in order for a person to buy a product (Annmarie, 2013).  Apple has a good marketing mix in terms of communication as it is able to create awareness about it product through advertising in the media, capturing the interests of the customers by giving out free gifts, creating desire in the customers by giving out loyalty programs and cards now and then, and taking action in that organizes seasonal promotions on sales which was a rare thing for the company before (Dudovskiy, 2019). In so doing it has been able to join the old and the new marketing form of communication which is aimed at getting customers. It has proven to be supper effective in the companies 
[bookmark: _Toc13239776]SECTION 9: MARKETTING PROGRAM: Service Component
	Service component is a major element of marketing program which is used in the promoting of a product to the customer in the heavily competitive market area. Apple has a marketing program which incorporates the component of service. This is in that it uses the external service component which is all about the selling to the from the company to the consumer through the use of delivery mechanism. Apple will use the strategy of having a customer care desk and office in order to get the complaints from the customers and being able to work on them by having solution. This will strengthen the relationship they have with their customers.
[bookmark: _Toc13239777]SECTION 10: FINANCIAL PLAN
	A financial plan is another important thing when marketing a product. For marketing to be effective there is the need to have capital. The capital is for the purpose of financing the operational which have a number of requirements which must be put into consideration before one starts marketing. For the case of Apple their communication objective is to increase aware of there new product and in so doing they will require finance to conduct campaigns and advertisement for their product. 
[bookmark: _Toc13239778]SECTION 11: MARKETTING METRICS
	this involves the methods and strategies which are in place for the purpose of measuring the progress of the marketing process. Apple has been marketing their new product and in so doing they have had a good number of strategies in place to ensure this. The marketing metrics will be measuring the number of products sold since the various campaigns start for example of the financial there is the finance set aside for advertising has it done what it is support to do and has it accomplished the objective. The performance of marketing has been great as sales has increased by 25% and the finance use to making the marketing possible has been partially returned. 










References
Cuofano, G. (2018, December 02). Apple Distribution Strategy. Retrieved from Groeth Hackers: https://www.growthhackers.com/articles/apple-distribution-strategy
Dudovskiy, J. (2019, April 19). Apple Marketing Communication Mix. Retrieved from Research Methodology: https://www.researchmethodology.net/appe-marketing-strategy-4/
Hanlon, A. (2013, October 07). Digital MArketing Framework: Models and Frameworks: The AIDA Model. Retrieved from Smart Insight: https://www.smartinsight.com/traffic-building-strategy/offer-and-message-development/aida-model/
Martin. (2016). The Apple Product Strategy. Retrieved from Cleverism: https://www.cleverism.com/apple-product-strtegy/
np. (2018, 10 12). How has Apple's Pricing Strategy Changed. Retrieved from Minderest: https://www.minderest.com/blog/2018/10/12/how-has-apples-pricing-strategy-changed
np. (2019). Introduction to Product Strategy. Retrieved from Aha: https://www.aha.io/roadmapping/guide/product-strategy
np. (2019). Pricing Strategies. Retrieved from Marketting Teacher : https://www.marketingteacher.com/pricing-strategies/


2

