


WHO is H&M?
 H&M stands for Hennes & Mauritz

 Fast fashion retailer who sells women’s, 

men’s, children’s clothing, shoes and 

accessories

 Known for low priced merchandise and 

offering trendy fashion seen on the 

runways.

 Customer is someone who is fashion 

conscious and young minded.



Current Marketing 
Strategy  Uses Tradigital format: both 

traditional and non-traditional 
formats to reach audience. 

 T.V. and Magazine advertisements

Markets through Social media 
extensively 

 Facebook, Twitter, Youtube, Blogs, 
and Lookbook.

 H&M has also gone mobile by 
providing apps that include photos, 
videos, and items the brand offers. 



Marketing Through the Game World: 
Sims 2 H&M Fashion and Stuff
 H&M has teamed up with The Sims to create an augmented reality app.

 Sims character can go to the retailer and… 

-shop for new clothing

- try on the outfit

-create new outfits

Video

http://www.youtube.com/watch_popup?v=vD7v_rgNVhA&vq=medium#t=67



SWOT Analysis 

Strengths 

 Cost advantages

 Online growth through website

 Loyal customers

 Leadership in the market

 Financially stable

 Extensive social media presence 

Weaknesses 

 The H&M online presence is lacking  

 Poor quality products and services

 High volume inventory in physical 
store

 H&M’s website pales in comparison



SWOT Analysis Continued…

Opportunities 

 Fashion is constantly evolving

 The increased use of mobile 
commerce

 Expanding internationally and 
emerging markets
Expansion of product offerings and 
services

 E-commerce is growing

Threats

 Price wars within the industry 

 The Recession

 Competition 

 Product Substitution 



Our New Marketing 
Strategy

Problem: Jazz up Television ads.

H&M’s current commercial 
was too bland and simple. 

Solution: Add more graphics and 
more movement into the 
advertisement to gain customer 
interest. 

Still have the white 
background and same music 
but by adding more movement 
and graphics it can look less 
boring. 



Problem: No online shopping 
for the U.S.

You can only look at the item, 
sizes, price, and colors but 
there is no option to to 
purchase the item. 

Solution: Easy! Just add on a 
check out station. 

 Since all of the steps are 
there the next thing to do is 
check out.



Problem: Not enough virtual 
models of different sizes. 

H&M offers sizes 2-12 and 
not everyone is a size 2.

Solution: Since you provide 
various sizes, provide virtual 
models in different shapes and 
sizes by letting the customer 
select the a size and have a 
more realistic view of how they 
item will look and fit. 



Problem: Not enough 
marketing towards men. 

Aren’t paying attention to the 
fashionable man who wants 
to buy into fashionable men’s 
clothing.

Solution: Give men their own 
fashion spotlight and follow 
more into what the men are 
buying into so you can engage 
them more when they come 
across your advertisements.



Outcomes

 STRONGER BRAND 
LOYALTY 

 STRONGER BRAND 
IMAGE

 HIGHER GAIN IN 
REVENUE IN STORE 
AND ONLINE!!


