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   Look – from Posh to Primark
   
   The UK already has 30 women’s weekly magazines. Yet February 5th 2007
   saw the launch of another weekly - Look magazine. The front cover of
   the preview issue featured pictures of Posh, Kate, Lindsay and
   Angelina (plus Brad) plus an insert shouting ‘Just In At Primark!’
   Fewer than 1 in 8 new magazines becomes successful – will Look be
   lucky?
   Owners IPC magazines are said to have invested £18 million in 18
   months of planning for the launch, and have a further £9 million to
   spend on marketing. Look’s editorial staff is 40-strong, which is more
   than national papers such as the Daily Star. This is an expensive
   commitment to a high quality magazine. The target is to sell 250,000
   copies a week within 12 months.
   Editor Ali Hall is very clear about her target audience. She sees the
   reader as a 24-year-old, keen on celebrities, even keener on shopping,
   and with a Saturday High Street ritual of Topshop, H&M, Primark and
   Dorothy Perkins. Others have accused Ali Hall of producing a ‘me-too’
   of the successful ‘Grazia’ magazine. She replies by saying that Grazia
   is for 30-year-olds who are into brands such as Burberry and Chloe.
   Look is about youth, celebrities and style – not brands. Managing
   Director Evelyn Webster believes that Look ‘has tapped into a
   fundamental social change’. She says that women in their twenties ‘see
   celebrities as their friends … talk about them in first name terms …
   and take most of their style tips from what celebrities wear.’
   At the heart of the product is the promise that Look will give readers
   the quickest insights into what’s hot and what’s not. Sections will
   include ‘High Street’s Hottest’ and ‘High Street Spy’. The latter will
   track down what celebs are wearing and where to buy it (or buy the
   High Street imitation).
   For £9 million of marketing spend, IPC is launching a huge promotional
   programme, giving away 1.2 million free copies at supermarkets plus
   shopping malls such as Bluewater and the Trafford Centre. There will
   also be a big launch TV campaign.
   A key decision has been over pricing. Unlike celeb magazines such as
   Heat and OK, Look is produced on high quality gloss paper. It will
   look as good as rival Grazia and monthlies such as Marie Clare.
   Despite the expensive gloss paper, Look is to be priced at £1.30,
   significantly below Grazia’s £1.80. This is probably essential as Look
   aims for sales of 250,000, more than the established Grazia, with
   sales of 175,000 copies a week. To add to the launch onslaught, Look
   was given an introductory offer price of just 80p for the first week.
   IPC is clearly trying to make sure that Look is here to stay.
   Questions (25 marks; 25 minutes)
   1. Outline the way in which IPC has segmented the market in its plans
   for the new Look magazine. (3)
   2. Explain two possible reasons why 7 out of 8 newly launched
   magazines prove to be flops. (4)
   3. Identify and explain the pricing method used by IPC in its launch
   of Look. (3)
   4. Outline Look’s marketing mix. (6)
   5. Using the evidence in the case plus any other information available
   to you, discuss whether Look is likely to be a success. (9)
   Mark Scheme
   1. Outline the way in which IPC has segmented the market in its plans
   for the new Look magazine. (3)
   One per benefit + one for development applied to the context
   Possible answers include:
     * 
       Aiming at women in their twenties … this distinguishes it from
       Grazia
     * 
       And moving from Burberry to Primark implies a move downmarket
   2. Explain two possible reasons why 7 out of 8 newly launched
   magazines prove to be flops. (4)
   One per benefit + one for development applied to the context
   Possible answers include:
     * 
       Readers may become very attached to ‘their’ magazine, therefore
       they are reluctant to try something new
     * 
       With 30 women’s magazines competing, it must be very hard to make
       sure that a new mag stands out from all the existing ones
   3. Identify and explain the pricing method used by IPC in its launch
   of Look. (3)
   One mark for identification; 2 for explanation
   - any from: penetration; competitive; loss-leader; less likely but not
   unreasonable: predatory or destroyer
   4. Outline Look’s marketing mix. (6)
   Up to 2 marks for each of 3 elements from the 4Ps; or up to 6 marks
   for an intelligent appraisal of the mix as a whole
   Possible answers include:
     * 
       Well thought-through in that the target audience, the low pricing
       and the give-away promotion all make sense for young women; this
       approach may stretch the customer base to 16-29 y-olds
     * 
       Product is carefully targeted, and based upon good understanding
       of the market
     * 
       Price is low enough to provoke a high level of product trial; then
       it’s up to the product to impress the reader
     * 
       Promotion is designed to generate a high level of consumer
       awareness and interest (though if relatively little is spent on TV
       advertising, it may be hard to establish a clear brand image)
   5. Using the evidence in the case plus any other information available
   to you, discuss whether Look is likely to be a success. (9)
   Level 3: candidate makes relevant judgement using a two-sided argument
   7 - 9
   Level 2: candidate applies sound knowledge to the business context 4 -
   6
   Level 3: candidate applies basic knowledge 1 – 3
   Possible answers include:
     * 
       To be ‘a success’ its sales target will have to be met. This seems
       quite tough, as they have to beat the established ‘Grazia’.
       Fortunately they have thought it through, and cut the price to a
       level where high sales are possible.
     * 
       One problem, though, could be Grazia’s response; its managers will
       want to do what they can to stop Look from getting established; so
       they may choose to run a series of powerful special offers to keep
       their customers buying regularly
     * 
       Overall, the statistics make a success for Look seem unlikely; it
       may have a slightly better chance of success than 1 in 8, but it
       still seems likely that it will flop. There are clearly many
       things that can go wrong with a new magazine launch. Look seems to
       have been handled intelligently; that doesn’t mean it’s been
       handled intelligently enough!
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