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MB 5841 Strategic Marketing Unit IV Phase II
Walmart’s Business Plan
	A business plan illustrates an organization’s process of capturing, illustrating, and delivering value. Walmart has witnessed a rising demand for its products and impressive growth over the last decade, especially in the e-commerce segment, primarily due to technological advancement (Bhasin, 2017). Walmart's decision to invest in digital technology and e-commerce is paying off for the company. Despite intense competition in the retail market, Walmart is still excelling in improving the customer experience while maintaining technology as the main growth momentum factor. The primary underlying factor for Walmart’s marketing plan is its customer-centered business model.
Objectives
	Walmart’s underlying principle in its marketing strategy is the desire to gain competitive advantage and increase customer shopping experience. The elements that makeup Walmart's marketing strategy include customer segment and positioning strategy. Walmart's customer segment targets customers from the lower and middle class by pricing products at suitable ranges (Mohammed, 2019). The customer segment approach has contributed to its expansion strategy, especially to other destinations where most of the population falls in the two classes. Walmart's marketing strategy's second objective is a positioning statement, which has proved effective in markets with price-sensitive clients (Bhasin, 2017). The company is renowned for providing a one-stop shopping experience for customers at fair prices because of its infrastructure, logistics, inventory, and operational excellence. 
Target Market
	Walmart's identity is that its stores are low-price retailers, evident from its mechanizing strategy that focuses on a national brand approach. Furthermore, the company demonstrates the value it creates for its customers by stocking all famous brands at fair prices. Walmart targets customers from all classes with the low-price retail approach, especially the lower and middle-income earners (Ferguson, 2019). The company does not sell items that a section of the market would consider high-end. The pricing strategy has made Walmart reach a wide diversity of markets that can find its lowest prices.
Positioning
	Walmart's brand and value positioning aim to lower prices and adopt customer-centric approaches to doing business. Walmart's founder and CEO, Sam Walton, identified the missing market gap, having lived among small residences (Mohammed, 2019). The CEO established that customers always favored stores that offered products at the lowest prices. Sam’s motto for his company would be “we sell for less” to capitalize on the high price margins charged by retailers. The second positioning strategy used by Walmart is a customer-centric approach. Walmart values its customers and aims to build strong relationships with customers and drive the business on the grounds of loyalty (Ferguson, 2019). The low-prices and customer-centric approach positioning strategies couples with a large assortment of quality mechanize to create an appealing shopping experience for Walmart's customers.  
Strategy
	Walmart’s marketing strategy largely relies on the four main pillars that shape its marketing campaigns. The first strategy pillar is a pricing strategy that influences customers’ buying decisions (Chapter 12, n.d.). Walmart made its products affordable for clients from all economic classes. Walmart also strives to keep its prices low by curbing and lowering the operational costs and benefiting from the economies of scale. The second strategy is offering highly available products by opening several stores across the country (Mohammed, 2019). Most impressive, Walmart offers items over online channels to reach broader market segments through its website. Walmart's third strategy entails providing a variety of products to its clients (Ferguson, 2019). The fourth strategy behind Walmart’s marketing success is the desire to improve customer experience. With the digital age taking over marketing, customers value companies that give them the best purchasing experience. 
Marketing Mix
	The marketing mix that supports Walmart’s product, pricing, distribution, and marketing communication strategies include fulfilling its retail services through e-commerce. The company attracts customers by providing efficient services through training professional personnel and assistant shoppers to facilitate finding gods needed at the stores (Mohammed, 2019). Another marketing mix is market-oriented pricing for products such as house-branded goods. Additionally, the company uses a flat-rate subscription pricing strategy to facilitate unlimited deliveries for items such as e-commerce websites (Bhasin, 2017). Walmart also uses intensive distribution channels to ensure their items are always available for customers at every market segment. Besides, the company supplements its promotional mix through aggressive advertisements in newspapers and television.  
Market Research
 	What makes Walmart synonymous is its broad market access, making it one of the world's most marketplaces. Walmart’s market research supports its created strategies and implementation plans by involving explanatory and conclusive market research designs. Under the explanatory research design, Walmart can support its marketing strategies by understanding the depth of the competition in the retail industry. The research design is meaningful, owing to Walmart's adaptability and flexibility benefits. The company uses explanatory market design to predict customer behavior and identify market gaps to explore new products (Bhasin, 2017). On the other hand, Walmart also supports its marketing strategies through a conclusive research design that helps select the best marketing implementation channel by analyzing primary data and qualitative surveys. 
	Walmart’s marketing strategy helps promote the effective pricing of items, which is crucial in generating demand. The company's supply chain enables Walmart to eliminate the middle in its distribution and procuring processes, thus keeping prices down. Besides, Walmart uses promotions to increase demand for goods while also creating confidence among its buyers with the return and warranty policies. In the current fast-paced and dynamic world, digital marketing is of great significance compared to physical presence. However, Walmart can integrate online marketing with physical retail stores to increase customers' shopping experience for geographical dispersal.
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