Running Head: APPLE BUSINESS AND SOCIAL MEDIA                                                                                            2

APPLE BUSINESS AND SOCIAL MEDIA                                                                                                                        2

[bookmark: _Hlk530926094]




APPLE BUSINESS AND SOCIAL MEDIA
Student’s Name
Professor’s Name
Institutional Affiliation
Course Title
Date of Submission







APPLE BUSINESS AND SOCIAL MEDIA
Introduction
The real business of my choice is Apple. Apple is a hi-tech company whose business is represented by its mission statement which states as follows: “Apple designs Macs, the best personal computers in the world, along with OS X. iLife, iWork and professional software. Apple leads the digital music revolution with its iPods and iTunes online store. Apple has reinvented the mobile phone with its revolutionary iPhone and App store, and it’s defining the future of mobile media and computing devices with iPod.” From the above mission statement, Apple’s main competitive goal is to designs the best personal computers and professional software in the world. The main market goal of the company is to be a leader in the digital music revolution with its iPods and iTunes online store (ZHAO, 2002).
As a company producing computers, Apple is one of those companies that has a great presence on social media. Social media is accessed by different devices with the ability to surf the internet. Many people use cell-phones, laptops, desktops, iPads, tablets, and other electronic devices to get into the internet and access have access to social media. By producing personal computers, Apple is on the frontline as a key provider of the means by which people access the internet and social media. In addition, the company has different social media accounts through which it engages the general public in the design of its products.
Despite being such a successful company, there are many other strategies that Apple can pursue to transform its status from good to great. This is the area where social media can really be helpful in inviting the suggestions on how Apple can do better than it is doing now. Consequently, the idea that I prose for this company to use the Word Cloud generator is in the form of a question, the question of which states, what is the best marketing strategy that Apple can implement to move from good to greatness?
Business and Environmental Analysis
As a business, Apple stands out as one of the strongest and most valuable brands in the global market. This is something that has given the company the impetus to introduce new products that are highly profitable due to its strong brand image in the market. The has high profit margins which are generated from the company’s marketing mix that entails premium pricing strategy. This premium pricing strategy allows Apple to maximize profits even at limited sales volumes (Nagle & Müller, 2017). Apple also has an effective rapid innovation processes arising from the company’s intensive growth and the generic competitive strategies. These strategies enable the company to keep pace with new technological advancements and hence maintain competitive advantages in the market.
The business environment in which Apple operates provides the company with both opportunities and threats. Starting with the opportunities, one opportunity is the expansion of the company’s distribution network. Apple can expand its distribution network to reach more customers in the global market by changing its distribution strategy. In addition, Apple can achieve higher sales volumes especially for its mobile products due to the rising demand. The company can exploit this opportunity by adopting a more aggressive marketing strategy for its mobile products in the market. Apple also has a great opportunity of developing new product lines. This opportunity arises from the strong brand image that the company enjoys in the market which has made its products highly successful in the market. The exploitation of these opportunities will enable the company to enhance its growth in the international market.
Despite the above enumerated opportunities, Apple’s business environment is not without threats. One of such threats is aggressive competition in the industry. Apple faces stiff competition from its competitors like Samsung and Microsoft which also use rapid innovation to produce the same products, hence limiting Apple’s sales volumes in the market (Hitt et al., 2012). In addition, the imitation in the industry is high. There are many local and multinational firms which imitate Apple’s products in terms of designs and features, something that undermines the Apple’s sales in the market. Another threatening factor is the rising labor cost in various countries. Apple has contract manufacturers of its products in different countries. The escalation of labor costs in such countries has the effect of reducing the company’s profit margins and forcing the company to push its selling prices higher, something that is most likely to drive away customers and cripple the company’s financial performance.
Market Analysis
One of the most important aspect of evaluating Apple’s market is by analyzing its financial performance in comparison with the competitors in industry. The following table gives the most important financial ratios of Apple and two of its greatest competitors in the market.
Financial Performance: Key Financial Ratios
	2017
	Apple
	Microsoft
	Samsung

	Gross margin
	38%
	64%
	46%

	Net margin
	21%
	26%
	17%

	ROE
	36%
	32%
	22%

	Current ratio
	128%
	292%
	219%

	ROA
	14%
	11%
	15%



The main competitors of Apple in the industry are Microsoft and Samsung. From the above financial ratios, it is clear that Apple is badly off in terms of gross margin generation since it is beaten by both Microsoft and Samsung. However, Apple is the second best performing company after Microsoft in terms of net profit margin generation. In terms of return on equity, Apple stands out as the best performing company since it has the highest ROA ratio as compared to both Microsoft and Samsung. Apple is however the second best after Samsung in terms of the return on assets. However, Apple is the least performing company when it comes to current ration since its current ratio is lower than that of both Microsoft and Samsung. On an overall basis, Apple seems to be dragging behind in terms of financial performance since its major competitors like Microsoft and Samsung have superior financial ratios than Apple’s.
The customer targeting strategy used by Apple is the segmentation strategy through which Apple targets the high-end market segments. This customer targeting strategy requires both exclusive distribution and premium pricing strategies, the strategies of which Apple has managed to use effectively to maintain its competitive advantage in the market. Apple’s product line is majorly that of personalized computers and mobile phones. Apple is positioned in the market as a luxury brand that carries with it a great emotional connection and loyalty among its customers. This product positioning is achieved by the company through advertisements and the customer experiences. The market access strategy that Apple uses is the exclusivity strategy that entails careful selection of authorized sellers of the company’s products. Though this strategy has the demerit of limiting the company’s distribution network, it helps to reach the company’s target market segments more effectively.  

Word Cloud Ideas
In response to the question, “what is the best marketing strategy that Apple can implement to move from good to greatness?” different ideas came up which suggest that there are certain critical issues that are undermining Apple’s growth. One such issue that was generated is the company’s exclusivity strategy that entails careful selection of authorized sellers of the company’s products. This exclusivity strategy entails careful selection of authorized sellers of the company’s products, something that limits the company’s reach to the market. This is a strategy that is limiting the company’s distribution network. The second critical issue that was generated is the Apple’s dependence of sales on high-end market segments which make up only a minority of the global market and hence limiting the company’s reach to the majority component of the global market. Apple’s premium pricing strategy attracts customers from the middle and high-income brackets while shunning the customers from the low-income brackets away from the purchase of the company’s products (Stremersch & Tellis, 2002).
[bookmark: _GoBack]Based on these critical issues, three main marketing strategies were generated that Apple can use to move from good to greatness. Firstly, 60% of the ideas generated from the Word Cloud suggested that Apple should prioritize on aggressive marketing strategies especially for its mobile products to reap from the rising demand of such products in the market. Secondly, 25% of the ideas generated from the Word Cloud suggested that the company should prioritize on the exploration of new product lines to maximize on the advantages of its strong brand image in the market. Lastly, 15% of the ideas generated from the Word Cloud suggested that Apple should prioritize on changing its distribution strategy to expand its distribution network to reach more customers in the global market by abandoning its exclusivity policy.
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