
WALGREENS MARKETING PLAN

In the U.S. and the E.U., Walgreens Boots Alliance is the leading pharmacy and wellness retailer. It operates 18, stores
in 11 countries, including 9, stores in the U.S. I recently asked Vineet Mehra, Walgreens Boots Alliance global CMO, for
his insights on how marketing.

Here are three ways to deliver on that promise. In Walgreens sought the help of an outside marketing and
promotions firm called PublicisGroupe's Arc Worldwide. In acquiring European drugstore chain Alliance
Boots roughly three years ago, Walgreens was able to bring more higher-end beauty labels to its shelves. The
lesson? They expect brands to deliver a seamless experience, optimized across all channels. Take that role
seriously. And, even more importantly, the company is looking at moving to a single data warehouse for all
customer information so it can better understand the needs, wants and desires of the 6 million people who
walk through a Walgreens front door or go in its drive-thru each day. The company offers the same goods or,
sometimes, a wider product assortment at the lower prices than its competitors. Later, a customer can walk in
with a prescription and based on which the medicines will be provided. It is one of the few stores people visit
to pick up their pharmaceuticals and grab milk, magazines and deodorant at the same time. The Marketing
Mix section covers 4Ps and 7Ps of more than brands in 2 categories. Walgreens has a sorted process where the
medicines are supplied to the retail outlets by the suppliers. As marketers, you probably have more
responsibility for the ultimate outcome or result than just about anyone within your organization. Makeup
aside, the company is also trying to learn what types of food and beverage options millennials want more of,
according to Holyk. Customers who shop in-store and on mobile are 6X more valuable to us than those who
shop only in a store. We have a terrific customer insights team that work closely with all of the areas of the
business to ensure that understanding of customers is embedded in all of our plans. This move is part of a
much bigger shift for Walgreens from a retailer to a service-based organization. We invest in upfront research
and invite customers to visit our facilities so we can better understand their individual needs and pain points.
The combination is incredibly powerful. With the curbside pick-up pilot, the company listened to young
mothers with multiple children. The level of care offered there would be a step higher than a traditional
walk-in clinic. Your marketing efforts will only succeed with support and hard work from other areas of the
company. This entire shift came out of a need for Walgreens to listen more intently to its customers. They
want products delivered within an hour, to pay for purchases with their phone, and have pretty much anything
they need to know or buy right there at their fingertips. We spend a lot of time thinking about what our
customers search for via Googleâ€”such as specific product offerings or nearby store informationâ€”and how
we can show up where and when they need us, to help bridge the gap between online and offline. You might
not realize it most days, but as a marketer, your job entails a whole lot more than just marketing. The company
will add a new tagline to its logo: "Trusted Since  With consumer expectations rising, we as marketers must
vow to put customer needs at the center of everything we do. Mehra: You are right that we have to use
segmentation strategies to understand our diverse customer base. Walgreens also invented a milkshake for its
customers which turned out to be pretty hit. Today, marketers must be concerned with not only delivering the
best retail experience or the best online experience. Unlike other services like FnB, here the stakes are pretty
high hence they believe in attaining perfection. Talbot: What do you consider to be the most fascinating aspect
of your marketing right now? Walgreens endeavors to provide convenience in its stores by offering
drive-through service, all-night hours, snacks, photofinishing, greeting cards, and general merchandise in
addition to medications. What do you depend on your marketing strategy to do to help you navigate through
these disruptions? History and Mission Statement Walgreens has grown from a small, neighborhood-oriented
drug store to a trusted, national pharmacy. Since this is a service marketing brand, here are the other three Ps
to make it the 7Ps marketing mix of Walgreens. People: Walgreens has built a strong base for its employees
by designing programs that help develop all the required skills, it has also been of major help to the differently
abled. Founded in by Charles R. Process: The largest medical store retailer has signed up a contract with the
world leader in managing chains, it has signed up a contract with Genpact for managing its operations. The
point here is to provide best possible medication to everyone at an affordable price and at a convenience. For
comparison, CVS boasts more than 1, walk-in clinics. This approach goes beyond just our consumer-facing
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technology. All these, and more, come into play as you develop your strategy and line up resources against a
common goal, like the one laid out here by Walgreens.


