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EXECUTIVE SUMMARY
Retail business is one which brings a good income at the end of any business closing year.  Iam basing on a boutique industry which has a success of fashion in the industry.  Its objective is by having a comprehensive knowledge of the market, its customers and all the trends of a good business in the retail market.

The business I will talk about includes the marketing and the operations in the retail business, the role of marketing and also the concepts of a brand personality.

I will explore on the  communication tools,  its advantages and disadvantages.

I will explain in details what I learned in the retail marketing concepts discussed in book 3 on the retail and marketing.
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 Part (a) Nature of the retail business
Iam going to talk about a retail business in boutique industry which I worked for 3 years.  The company is called Wear and Shine.  It was started in the year 2007 and offers selling of all types of men, women and children wear. Their clothing is affordable, designer clothing from different designers. Their variety of clothing is basically meant for all seasons, fashion comes on different seasons and in Wear and Shine, they  always make sure that its customers move on with the trend of the market and according to a customer taste.  

Their products benefits its customers in that the customer get what they want and they get satisfied because they meet customer expectations.  Their combination of all the clothes they sell means that  customers get what they want since they offer all variety of clothing as per the market fashion.  Their stocks are bought in a monthly basis and this is an advantage to the customers because they get what they want whenever they shop in Wine and Shine

Based on the concept on session 3.3, page 43, on influences on consumers' behavior. A brand is very important when it comes to uniqueness of according to customer's taste, the products must be durable, available, and of the right quality and meets the customers buying price.
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Part (b)   Potential customers
Potential customers for Wear and Shine targeted all ages, both men and women.  Though mostly, they target on women because they are known to be good shoppers in all seasons, they are fashion concious especially the young women who are working class tend to go with the fashion, this are targets for Wear and Shine.  University students also are the main buyers because they want to get what others have in the market when it comes to fashion. 

Customers always purchase according to their requirements, they have a choice and it involves decision making.  These decisions may be hindered by changing motives.  Consumers make their decisions through advertisements, promotion, sales, messages.  Customers are always happy and ready to spent more when they always get promotional offers.
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 Part (c)  Objectives of communication plan and key message(s)
In block 3 session 3.2: Linear model of communcation says ' All busineses need to engange the attention of their customers and marketing communications are the mechanism that facilitates the process.  The retailers plan communication campaigns seeking to inform, persuade, build relationships and create interest from specific target customers.  It is true that communication is a two-way exchange between two parties.  In this case, Wear and Shine main objective is to build a good quality service and good business relationship with its customers.  Customer loyalty is the key to succes to the company's attributes. The staff working in this company are well trained and are always capable to solve customer complaints and enquiries to the best and in an effective way thus encouraging the customers to be daily buyers.  They do more research on what the customer needs, and they responded to  customer's feed back  always.  The quality of the products offered earned the company a  good reputation.

The main aim of the messages is to create awareness to the public of what products they offer, the choice they could make, their prices, quality and also the description of all the products in their markets.
The marketing department analyses the media outlets so as to reach a particular target market.  Their presentation in sending the message is done in a precise process before the message is released.  This is done by passing through all the concerned departmets which will be reviewed by top management so as to ensure that the message relayed by the  company is properly presented.

In this case, the customers are able to distinguish between the products which are in the market and able to get te Wear and Shine products from other competitors.  
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 Part (d) Communication tools
In the present days, large number of people reach the market to get a product through advertisments.  Media is one of the tools that people use to advertise their products in the market. 

Printed advertisements reaches a lot of people because not every one can get access to the online advertisements, so public advertisments through printouts is a good way of getting information about products and this also helps in future references because the information is kept in the printed papers.

Face to face type of communication through meetings conveys a lot of message.  It is a good way of communication because it is a way of interacting one to one and it is cheaper. 

 Internet communication is also another way of communication because most of the companies have gone digital and it can reach almost everyone because the market awareness about the internet marketing is fast spreading.

Sales promotion is also another way of passing a message or selling products, this will include the awareness of a new product in the market. In this kind of marketing tool, the sales representatives has a chance of interacting with customers about the products, in this way, a customer will build a courage to buy the product even in a bigger quantity compared to an online or printed advertisment.  This kind of communication creates company focus on marketing, I.e company programmes to do promotions at a certain period of the year.  It also drives customers to a good decision making because there is availability of offers to choose from.  When it comes to a company or to a retailer, this is a way of training the staff in the marketing department because the more they do the promotions, the more they get more information about the types of products in the market, and this leads to winning a customer willingness to buy more and it helps to retain the customers and also in terms of competition,  customer loyalty is earned thus the turnover of the business in the clothing industry will be maintained.
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Part (e)  Media
The type of media used is the newspaper advertisment.  Wear and Shine got lots of customers through this kind of advertisment because it reaches the general public because of its customers being young and old.  Newspaper advertisement is not costly.  Most people get access to local directories in a certain geographic area because they are delivered freely to almost  each an every house hold.

It is a good and flexible way of advertising when it comes to the size and font of the advertisement to be placed on a magazine or a newspaper, the bigger the size the more it will attract the customers into reading the advertisement.

Customers can revert to the advert in future because the advert is not limited.

Disadvantages of newspaper or magazine advertisements.

Some advertising companies can be expensive because the number of words used and the picture to be advertised is calculated at a fee.

The competitiors might have a good reputable and appealing advertisements thus there is a lot of competition because a big company does more of advertisments compared to small companies.

Online advertising overules the newspaper advertisements because not all readers can access the internet, the young children and old people cannot be driven by the internet adverts

People gets rid of newspapers because of lack of space to put the newspapers so sometimes they are not able to locate the advertisements..

Word count 1465
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Part II TGF ACTIVITIES
From the Tutor forum activities, I learned a lot when it comes to understanding a consumer behaviour and also the importance of a brand. A branded items is more to attract customers and it stands to its durability and creates a good relationship between a customer and the products in the market

I remember a post in the discussion by Michael Lowe who said that Virgin is his brand, I went throug the Virgin products and realised that they have good quality range of products.

Another student by the name of Amirah also commented on a good brand  product  by Ecva which offers a natural healthy food which helped her children to improve on their skin, it is a good way of learning and knowing what is health in the markets. 

I also learned that consumers are well informed and are so much aware of products they need, their way of reasoning and thinking about the product before making a decision to buy.

The consumers are also influenced by the market trend, fashion and the brand in the market at that time

By taking part in the forum, it made me to understand about the desire of other people to get a brand, the customer loyalty, the long term relationship in the business and understanding the factors of good communication tools of a brand.

Word count 205
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