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Section one
Apple Company

Apple Inc was incorporated in 1977, and it's a company that markets, manufactures and designs mobile media devices, portable music players, and individual computers. Apple sells networking solutions, third-party application softwares and content and service accessories. Some of its market  products include the iPhone, Mac, iPad, Apple TV, iPod, Operating System software Apple Watch,, etc.
Apple Mission

Bringing users best experiences to its esteemed customers by use of its software, hardware, and services
Apple Vision


Apple company vision is to make great products that will change the lives of their users while focusing on innovating simply and not complicated. They believe they need to control and own main technologies behind the devices they make and do participate in new and existing  markets where they can cause important changes concentrating on products that are meaningful and important to them. They believe in collaboration with other group enhancing innovation of products that others can’t.
Apples Business Strategy


Apple’s business strategy  providing unique designs and develop its devices, operating systems, application softwares;  giving  its customers services and products, innovating new design with efficient  integrations. Apple is in the process of expanding the platform for delivery of applications and digital content, and innovation through digital content and services platform.
Section Two

Current Marketing Situation
(a) Internal Factors

(i) Apples Current Offerings


The companies services and products include iPad,  iPhone, Mac,Apple TV, Apple watch,  professional software applications portfolio, , iPod,  Operating System X, Operating system for iPhone, Apple play, iCloud, and various  service accessories and support offerings.
(ii) Apples Financial Report Analysis

Apple released it's Q2 2019 earning where they earned revenue amounting to $58billion. They generated 11.2billion in operating cash flow within the March quarter and made significant investments in their all area of business. They returned $27 billion to shareholders through dividends and share repurchases. Shares worth $75 billion have been authorized by the board to be repurchased.
(iii) Apples Key Business Relationships


AT&T company is apples closest business partner where the company activates iPhones, where it has enabled more than 7.2 million iPhones since their collaboration in 2011. Verizon communications partnered with Apple in production of Verizon iPhones where it has sold more than 4.5million pieces since its incorporation. Foxconn technology group is one of the best manufacturers of electrons in the world. The company assembles apples, Mac computer, iPhone, iPad, and iPods where their plants are located in Taiwan and China.TPK Holdings company is the largest touch panel supplier in the world situated in Taiwanese and supplies the touch pads to apple for iPhones and iPads
(iv) Apples key Competences Analysis


Apples necessary competencies encompass and include vibrant marketing, numerous innovations, high quality products, reliable quality customer service, increase in simplicity, and has strong financial performance.
(v) Apples Current Customers


Target customers include anyone who uses tablet phone, personal TV content aggregator. The highest number customers are for apple products is Smartphone users.

(vi) Competitive Analysis

 
The company faces competition from; Samsung group, which has products ranging from smartphones, personal computers, telecommunication types of equipment, consumer electronics, and holders the largest market share for the Smartphone market. Other companies that give apple competition include; Microsoft, Sony, Lenovo, HP, and Google.

(b) External Factors

i) Apples Demographic

For a case in USA demographics based on gender age ethnic background and income, in 22 million adults with apple products 13% are men compared to 9% women, 28% females and 78% males, 6% ar3 50 years old while 62% between the age of 15 and 50 years.
ii) Economic Trends


iPhone X is currently the best selling Smartphone, although in the last two years there has been a decline in the mixture of the Smartphone sold by Apple. Service business has been on growth over the previous two years with 31% growth. Apples gross margin has seen a decline of 38% in the last two years.
iii) Environmental Trends

Environmental change has affected companies. Apple reached a 100% renewable energy as used in all its company operations in all its 43 countries branches as presented by ecological responsibility report.

iv) Technological Trends


Data privacy of apples has improved in their products compared to other companies. The company has made screen cutout. They have designed smart speakers making 100million units within one year. Apple has come up with a policy where apps will be subscribed at a fee, and it will be occurring after some time.

v) Political-Legal/Regulatory Trends


Privacy of data scandals has been on the rise where Facebook, Apple partner, was involved in the Cambridge scandal. Google was also found to share personal information with the third party. Congress has debated on this, and it’s designing laws that will guide on the amount of data that should be collected by a company.
vi) Social Cultural Trends

Apple has been involved in the selling of music through its platforms iTunes. Music is a channel that changes the culture of individuals in a significant way. Introduction of radio stations in iTunes has helped different communities to exchange their social, cultural characteristics all over the world
(c) SWOT Analysis
	Strengths
Strong brand image

Loyal customers
Effective innovation process
Leadership position

High-profit margins


Cooperate social responsibility
	Weaknesses
Limited distribution network

Incompatibility of products with other brands
High selling price
Pace of innovation

	Opportunities
products diversification
Develop its partnership with other business
	Threats
Aggressive competition

Growing labor cost in their factories

Imitation of their products



This analysis shows important issues that the Apples’s business environment and its strategic capability, may impact the company strategic development. These issues; strengths and weaknesses, forms internal environment while threats and opportunities form the company’s external environment.
(d) Summary of Current Marketing Situation

 Apple has dealt with different types of product and services and has been on the rise in the innovation of new devices and software. This has increased its market share and also increases market opportunities. They have embarked on partnering with dealers and introduced their platform to enhance the distribution and sale of their products. This partnership has increased its geographical area under which they do business, expanding the demography of the target audience. Competitors have increased, and they have created a stiff competitive environment for the company.
Section Three

Target Market


Teenagers are considered to be one of the apples primary target market. They install platforms that are relevant to teenagers that enable them to socialize with fellow teenagers. They can listen to music, relate to social media platform while gaming using the devices. Colleague and university students require notes record keeping where iPads and MacBooks help them store data in an organized way. The devices are made to be light that makes it convenient to carry them around. Business people have utilized the use of Apple products where they are fast, and communication between clients is more accessible compared to when other devices are used. Children have used their devices since the products are made light and with the high quality screen where children can play games more naturally. Adults have used these devices for phone calls, directions, documents, and cameras in a high quality manner hence using apple products more frequently. Apple new target market is money transfer and transaction using the Apple card. The card is interconnected digitally and connected through Apple wallet and a physical card that may be used for other non-apple transactions. This new market will be business people who really on physical banks to do deals. This product will open up and ease the way money transactions are done. The apple wallet is to be installed in Apple devices in a consumer-friendly manner. This card will eliminate some operational costs charged by banks, and also it will lower the APRs average.
Section Four

Strategic Marketing Plan Objectives

Continue to create groundbreaking products. Apple has been the trendsetter with every product that they make becomes exciting to the clients. They will achieve this objective by creating a culture of team building, enhancing strong teams involved in substantial research. To dictate and innovate the movement of technology in the future. They will maintain and improve the quality of products they manufacture, setting the direction of technology. Expand the number of apple chain stall globally, which accounts for most of the company’s products sells. This will increase the sells substantially 
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