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Situational analysis of apple company
[bookmark: _GoBack]	The situational analysis consists of the following; competitive analysis, company analysis, product analysis, market analysis, and customer analysis. 
Apple company analysis
	It was established on April 1, 1976. It is a multinational corporation. Due to the need for expansion from the computer market to consumer electronics, Apple computer, Inc. which is the name that had been used for almost thirty years changed to Apple Inc. in the year 2007. The company had 317 retail stores in eleven countries by September 25, 2010. Eighty-four stores were international while the remaining 233 were in the united states of America (Ciambrone, 2018). Sales are made online or through the retail stores. The number of employees both permanent and temporary were 46,600 and 2800 respectively (Gurman et al, 2015). A range of hardware products, personal computers, and computer software are designed, manufactured and marketed by Apple. To discover the strengths, weaknesses, opportunities, and threats the company uses SWOT analysis (Ciambrone, 2018). This tool is important in any company or business as it helps one to analyze and re-evaluate themselves.  The company and the products are internal factors, and they are represented with the strengths and weaknesses while the external factors of the compound are represented by threats and opportunities because they have no control (Ciambrone, 2018). Apple’s strength is that it produces quality, easy to use and innovative products.  Its major weakness is that hardware and software contain defects such as bugs.  An opportunity that Apple company has is that because of a competitive market which is high, new services, technologies and products need to be introduced by the company (Gurman et al, 2015). Finally, the threat that most companies face is a high competitive market. 

Customer analysis
	Most customers are too dedicated to the company and their products. For instance, Apple products have a large group of customers who are satisfied, and of nearly every analysis this is the ingredient that is left out. Details of the product gain the customer’s satisfaction (Fujita et al, 2017). Having the customer in mind in every stage of designing and production helps the company to produce items that are customer friendly (Fujita et al, 2017). Customer behavior is affected by the economy, sociology, and psychology. Stages of consumer behavior are recognition of the problem, a search of the information, evaluation of the information, decision and post-purchase evaluation. 

	Year
	Unit sales

	2002
	381,000

	2003
	939,000

	2004
	4,416,00

	2005
	22,497,000

	2010
	297,000,000





	



Competitive analysis
	Increasing competition in the global marketplace is accompanied by threats to the survival of many existing companies (Rothaermel, 2015). Assessment can be made on the efficacy through understanding what might motivate them and the relationship between actions of the company. To help dissect an organization’s competitive strategies in the lines of action and motivation, Michael Porter’s four corners modes provides a good framework. Based on the beliefs held and objectives about their external environment and internal environment then the company will be motivated. (Rothaermel, 2015)The motivational cycle has three phases and areas involved in the competitive analysis include the company’s objective, leadership assumptions, the strategic capability of the company and employed strategy. 


Marketing analysis
	To help managers’ device a good marketing strategy, McCarthy presented a marketing mix were between the pillars of marketing benefits can be exchanged (Burns et al, 2014). Later on, Bitner and Boom in 1982 added some marketing mix which was designed to cater for service industry requirement. These 7p’s in use are; a product which should be accessible, stylish, cool, emotional and simple to use, a promotion which entails packaging, brand response, advocacy through use of mouth and exploitation of media, the price there should be differentiation in a premium price, placement, people, process and physical evidence. 
Conclusion
	To understand the customers, capabilities of the company and environment of the business, managers use situation analysis to analyze the external and internal environment of the company. It uses the SWOT analysis which is strengths, weaknesses, opportunity, and threats. Customer, company, product, and marketing analysis has been discussed to length. 
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