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Walmart
Walmart is an established corporation with hypermarkets, grocery stores, and discount department stores in different parts of the country. The five-years marketing strategy for the company is attaining a general increase in sales by more than 40% of the current sales. To achieve this, Walmart intends to conduct a targeted campaign to increase product awareness, which includes advertising some of the less selling products and giving customers great offers for purchasing them (Goi, 2009). The company needs to increase its marketing potential to strengthen its current hold on the market and to further spread its reach in the country, which is strategic for the growth of the corporation. The company should consider creating an online store where customers can purchase items in the comfort of their homes or offices, just like ordering a pizza. This product feature makes it possible for the company to increase sales of their products by targeting people who do not have the time luxury of visiting the physical store.
The company needs to position its product and services in a strategic way that appeals to the potential and existing customers. The company should apply a product strategy that gives customers more value for their money. This strategy includes adding certain goods whenever a customer purchases goods worth a specified amount or specific products. The company should regulate the price of its commodities by slightly reducing the price of common and fast-moving products just below or equal to competitors (Lourenço et al., 2016). Promotion done by the company should follow a strategy that encourages a customer to purchase more items to earn more value, such as setting a minimum shopping amount and ranging the rewards as the price increases. This assignment has helped me to understand that in managing a business, the important factors are learning what customers want, the product strategy, the price strategy, and the promotion strategy.
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