Retail Marketing Mix Strategies at Argos UK.

Marketing mix strategies are important part of marketing plan. It shows the strategies adopted by an organization in order to effectively market its products to consumers. Retail marketing mix strategies should always be developed keeping customers needs and requirements as priority because it should always satisfy customer needs. The success of strategies depends on ability of an organization to satisfy customer needs better than its competitors in market. Krishna & Vasant (2006). Therefore it can be said that marketing mix strategies in retail are highly influenced by the customer’s needs and requirements and strategies adopted by competitors. That aim of marketing mix strategies in retail sector is to satisfy specific customer needs with price strategy that can make some profit for the organization (Kurtz et al,2009)

Blankson(2010) explain that retail marketing mix strategies should aim to create distinct image in the mind of consumer while mix can vary on the basis type of specific market requirements.

Many elements can be placed to form marketing mix of any organization but most significant elements are given as follows

   (i) Store location

   (ii) Merchandise and Category Management

   (iii) Pricing

   (iv) Inshore marketing

   (v) Customer Relationship Management

These retail marketing mix strategies at Argos are discussed here in detail

   (i) Store Location:-

The selection of store location is most significant and important decision and success of business heavily relies on this decision. Store location contributes to the success of any organization. Argos initially emphasised high streets locations and shopping malls and continue opening its store near populated areas in order to provide consumer easy access and facility to visits the store.  Explains stores can be opened in planned and unplanned sites and have its own advantages and disadvantages. While it also attracted the number of customers visiting high streets for shopping. Argos has today 750 branches across the Uk and Ireland making it easily accessible to consumers ( ). Argos claims it has its access to almost 70% of Uk population through its store and catalogues. This accessibility through stores not only provided Argos with an advantage edge but also better store location has to contributed to retailer that offers consumer most of the items they need. This way the target market of Argos stores is the consumers who consume to do alls ort of shopping at high streets. Further delivery and online ordering services are also introduced to customers.

Recommendations:-

Argos has concentrated a lot on its store location in past many years while there is huge growing trend of consumer online buying. Argos should emphasize targeting and opening online stores with better visual appearance and better offers can helps Argos in saving operational costs required due to further store openings.

   (ii) Merchandise and Category Management :-

Mechanising is interagted with category management in past few years. it is very impostrant for retailers such as argos to marchndis and properly manage item in accordance with trends and likenss of customers. Argos has quickly adopted the market trends in past 10 years and adopted the strategy to store large and diverse range of products that can attract large customer base. this strategy has turned Argos attractive and appealing brand that was once considered unattractive brand in many researchers back in 2000. Argos has continuously offered new range of merchandise and catagories that are either can be called and collected or can be delivered to customers in some cases. Argos started adding more catagories in 2002 as biggest category migration took place and Argos added 2400 merchandises in its product line. Together with this Argos also started to offering its own brands and is registered owner of many brands as well that are offered in cpmpetataion to other brands in same store. Argos has extended its products line ranging from electrnics to household items an aims to deliver customers most of the products according to their needs.

Recommendation:-

Although mechandsing and category management strategies of Argos has played significan role in its popularity and increased its penetration in the market. Argos offers the merchandiser those are traditional in mnay ways and easily availbe at other places as well. Argos never targeted latest electronics brands and mehcndiser that may attract further customers.

Pricing:-

Pricing is an important motivating factor for many customers.  The right marketing strategies can not only attract customers but also increase profitability ( ). Argos mainly focus its price strategy in offering products with different brands and different prices that can suit all sort of segments of customers. Argos tried to offer low price as much as possible to compete the market and has reasonable price as compare to in the market. The strategy of offering its own brands with low prices has attracted lot of more customers and increased the popularity of its brand.Argos Argos has not yet adopted the difference price strategy while it can be rewarding in certain stores and location and create better profits for Argos.

Recommendation:-

Although price strategy of Argos is successfull in attracting customer attention while market is increasing getting competeiatve. Lot of producst ofeferd by aros are available at less price at online stores like eBay and amazon. Argos should also put an effort to offer low price to online customers in order to compete online market as well

.

In Store Marketing:-

In store marketing can be in expensive way to attract and motivate customers to buy items . Stores layouts, design, display products and advertisement can be an important and inexpensive way of marketing to customers. Argos advertises its release of product catalogues in store and help customer browse the products. While bigger store display the items with offers like electronics and jewellery. The in store marketing by Argos is done by customer sales assistants those who help customer in choosing the products. Argos has well trained staff and has good space to accommodate many people and place items to advertise in stores. Argos also display posters of attractive offers it has of hot selling items that helps to attracts the customer passing from store front on high street store location.

Recommendation:-

Many of items offered by Argos do not usually come on display because Argos offers huge number of products. Argos can create strategy of utilize its store place in better way and tart advertising the products with less price offers on LCD screens and in display shelves where possible.

Customer Relationship Management:-

Customer relationship Management refers to adopting strategies that create customer loyalty. That can significantly increase profit margins for Argos. Argos has given priority to customer satisfaction in many ways. Argos has invested heavily on technology and turned its ordering service into fully automated in store ordering service. Customers can come into store and pay on machine or online while they can check the stoke availability before placing an order. Argos has also good after sales service through its website and phone line. While customers are allowed to provide their feedback about the product that helps other buyers in making their decisions. Argos can use its “Customer Knowledge management “capability to send offers customers and specially the current customers with attractive offers. Argos strategy is more base don “customer retention” rather than “customer acquisition” 

Recommendation:-

Argos`s should consider introducing loyalty card scheme that can helps its strategy to retain its customer base and increase customer satisfaction as well. This can ultimately results in more profits for Argos. Automation of  in store ordering service can also be improved better touch screen ordering and payment panels can be introduced that does not requires much investment but can increase customer`s value perception. Customer can also be treated on the basis of their lifetime value (CLV) through better use of “analytical CRM”

Buying:-

Retailer buying decisions is generally based on the need and requirements of consumers market. The retail merchandising philosophy guides its organization to decision making process of buying decisions. This decision is not only limited to buying the products it also includes other factors like its space and shelf life. ( ) companies usually depends on either organization`s wned suppliers or outside suppliers. The relationship with suppliers can be important in order to manage in time supplies of merchandises. Argos has adopted outside suppliers to source its product. Although Argos has introduced different brands that are registered under ownership of Argos but the suppliers of these brands are not Argos owned.  Furthermore Argos has adopted multichannel sourcing strategies that are most common used in today’s market. Argos has collaborative relationship with its suppliers who manufacture and supply the products at the agreed price with the branding of Argos. While it helps Argos in offering alternative and economical buying choice other than big brand names. Generally selection of suppliers is on its based on its price. Today’s Economy is global economy Argos should better analyse the risk related to buying item from different places.

Logistics:-

Logistics also have major costs for an organizations, from item supplied to its storage over period of time and selling there are costs involve in shipping and storing the mechanises. In this time of competition better control of key functions like logics is important. Organizations like Argos tried their level best in order to save costs through different measures, while decreasing the storage time and increasing the supply is also an option. Argos has created chain of its own logistics fleet that delivers the item to its stores. And further its own fleet that supplies and deliver to customers at their home as well. This strategy has saved extra costs and better efficiency that helped Argos in minimize costs of its products. Argos can use RFID technology in order to better management of product that will not on help Argos staff in saving time required to documents and count each product but also can provide sort of trace and trace facilities.

Performance Measurement:-

Performance measurement and evaluation is an important element for any organization. It should always be part any strategies adopted by an organization. Either it is supply chain management strategies or customer relationship management strategies performance measurement should an ongoing process enabling organizations to take necessary action to achieve its strategic objectives. All strategies and function works in collaboration with each other. The concept of measuring performance in term of just customer satisfaction is not enough. It’s just one side of coin. The new concept of Corporate Social Responsibility (CSR) also emerging, Operational performance, supply chain management performance and financial performance can be measured. The matrices that measure financial performance includes return on ration, shareholder value, profits and costs balance. General sale and profits evaluation can also be considered in financial performance. On the other hand matrices fro supply chain management and customer relationship management may vary and yield mix of tangible and intangible sort of benefits that needs some framework to measure performance. Zentis(2004) three kind of measurements for retail organization that includes “inventory supply chain evaluation”, “profits turn over evaluation,” and financial performance evaluation. Stock of inventory of retail or can influence the performance in many ways . Large and variety number of indicators means that retailer has utilizing its investments in effective way and achieving its business objectives.Fiancial performance can be evaluated on the basis of examination of balance sheet, cash in and outflows.

Visual Merchandising at Argos and its Effects:-

Todays market economy revolves around branding . The effects of marketing strategies adopted by an organization have intangible effects that can not be measured directly. The main aim of visual merchandising for an organization is to create an image of business in the minds of customers. Therefore when they hear there should be certain image of brand  appears in mind of customers about brand. Creating corporate and brand image is long term process. Visual merchandising is considered to be most effective way in order to  create productivity and add value to product and brand image. Stores are the first point of contact for customers.  Many times customers visiting high streets usually look around and see other give look to the store and create certain image of store or brand in their minds. This is process of consumer behaviour where consumer looking around and collecting information about the items of their intrest. Here visual merchandise starts playing its role. Better use of lighting, colours ,designs and store layout will motivate and attract customer to get into store and explore things and get information further about items of his interest. The way the space is utilized and items displayed as seen by customer will create an image of brand and its prices. Argos brand image is heavily due to its big stores, layouts and display of offers on stores. Argos has created its corporate image as store that offers consumers the large range of its products. Argos visual merchandising strategy has contributed to its corporate image through continuous offering of electronics and other stuff at attractive prices. That has attracted large number of customer towards Argos. Argos also successfully attracted large number of customers due to its ability to offer diverse range of products. Visual merchanding has also influenced the price at Argos because effective use of visual merchanding and products on display has enabled argos effectively communicate the advertsing message of products that are on offers and suites best the interest of customers. Items wdisplayed in good manner will motivate customer to purchase that item. While well reprresnetaion of item can increase its value as it has higher proabality to get purchased by customers . the good representation of item justify the price demanded by company and create price perception to help decision making process of customers. The more customers motivated to visit the Argos the more argos exploited the opportunity to advertise its other itemsto customers visting to buy any item. The increased number sales due to this visual merchandings has enabled to supply large quantity of similar items that helps Argos ingetting items at lower price from supplier. Argos has also adopted the strategy of placing electrnics items near and around the payments ad collection counters that has enabled them to silently marketing that items through display to the customer sitting on chairs waiting to call up by the counter staff to collect their orders. It understood that customers sitting inside store waiting for their items don’t just sit with out looking around and item on display. On the other hand Argos has introduced visual display of its jewellery, perfume and watches sections that are items of common interests and people buying any electronics item will definitely be attracted to those items displayed in the shelves with offer tags. Visual mechanising strategies adopted by Argos also indicates its strategy to giving customer enough space to walk around the store to see and look for all sort of items and any customer who needs to just come and collect its pre booked items through internet or phone has to pass through the main halls where the items are displayed and need to reach another corner for see counter staff. This duration of entering of customer in Argos store is enough time create influence, create certain image in the mind of customers and create silent opportunity to market the item. It can be concluded that visual merchandising strategies adopted by Argos helped them to create its corporate image as stre where customers can purchase most item of their needs. The customers who visits store to buy and item is taken as an opportunity to market other items through visual merchandising on shelves and sales counter.

Retail format at Argos and its Strategic implication:-

Considering retail format for business is an important part of business plan, it has significant effects on many other elements like pricing and location strategy in the retail marketing mix. The shopping experience is not limited to in store and high street shopping experiences. Technological advancements have enables organizations to use non traditional retail formats as well. Argos has retail format that offers diverse range of product under one roof and its strategies are based in created great shopping experience to customer visiting high streets stores of Argos. The retail format adopted by Argos is “value retailer variety store” while Argos is not limited to just store format retailing Argos also offers online buying facility as well . While Argos is also known for catalogue retailing. Therefore the retail format used by Argos is 

   (i) Value Retail and Variety store format

   (ii) Catalogue retailing Non store formate

   (iii) Online retailing format

Therefore such retail format strategy is considered as multichannel format strategy(Scharmmklien,2003)  this retail format provide retailer selling facility through multiple channels and increase the reach of retailer to customers. The retail formats used by argos can be further divided into following formats theses are used by Argos.

   (i) Call and Collect ( Facility of book product and collect item on certain time)  

   (ii) Original  ( store stocks medium range products and available to buy in store)

   (iii) Extra “ordered in”(  store can have wide range of products that can be purchased)

   (iv) Extra “Stoke in”( have all items mentioned in Argos catalogue)

The traditional store format and catalogue retailing is considered to be expsnive because it needs services and lot facilities such as storage,showrooms,sales and customer service staff that decreases the profit margins of Argos.  While these kind of instore formats are also competied by other formats like off price stores and catalogue killers. The increased operational costs and increased competataion in the market has made tradition instore format a hurdle in offering producst at low price. While it can be understood instore format helps in creating corporate image and provide the opportunity to attract customers that may later use other buying channels such as internet to purchase their items. Argos has heavily invested in opening new stores and increased its presence fastly while this definilt helps in increasing corporate image and attracting customers but on the other hand it had adversely afeected the ability of argos to offer prices at low price. Although Argos has used internet buying quite effectively buy there is no price difference for online customers with in store customers. while online store of argos is faling to compete with other similar online store formate like ebay and amazone in price . Argos should considering decreasing its operational costs while encouraging its exicsting customers to buy online by giving them attractive offers. There should also be price difference to encourage customer buy online rather than visist store. While argos should consider these facts before further opening the store fromat  channels. Because online purchasing is quite cost effective for organization and can help Argos in offering items in less price to compete with its competitors.
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