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Marketing definition and concepts

*Marketing is about identifying and satisfying people needs through the exchange
of products or services.

*The marketing process should create value and build strong relationships with
customers such that in turn captures value for the business, generates profits,
retains existing customers and expands market share.




mKETING

*Successful marketing is about value delivery and capture

Deliver value to customer
eDefine the market
eUnderstand customer need
*Develop a marketing s MJV tgac a@] .@ du rm,ﬁ]ud ustomers and markets

Capture value from customer
*Deliver on pr
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Marketing process steps are:

*Understand the marketplace, and the customer needs and wants.

*Design a customer driven marketing strategy with the goal of getting, keeping
and growing target customers.
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Marketing framework

*Market definition

*Strategic Marketing

*Marketing Mix
*Product

otion
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Marketing framework

*Market definition:

*Should be centered around the problem solved through business offering

*Present and future customers focused

*Understand what are the forces / factors driving the market
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Marketing framework
*Strategic Marketing

*Business context
-Health of general business envirol

ding with the
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Marketing Mix

Marketing should connect the seller with the buyer.

The fundamental 4Ps and 4Cs of Marketing and their relationships:

4Ps (seller’s perspective) 4Cs (buyer’s perspective)

*Product
*Price Ho
Promotion How, when and wha

*Place How to enhance customer
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Marketing Mix

*Product

*Both consumer and industrial products are segregated in core, actual and
improved products
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Marketing Mix

*Price

*Technically it is the amount of money exchanged between the seller and the
buyer for a product or service

* Should represent the value that customers and suppliers exchange for a
product or service

*This is the only one item in the marketing mix that g ates revenue
Driven by extremely competitive environment

*Should be continuously adjusted to the market supply and demand, and to
t life cycle stage
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Marketing Mix
*Promotion

*Effective communication of customer value through customized messages to
a target audience
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Marketing Mix
*Place

*A product or service has to be made available to customers through the use
of one or more marketing channels

*Marketing channels fulfill specific purposes, such as gathering customer
information, communications regarding the p pmucc Or service, initiating

contacts or actual distribution of respective product or service

-Marketingc quweu;;:' h struct mount of ini ies and
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Marketing professionals should:
e Listen to the voice of the customer

*Understand customer needs, and quantify them into requirements

*Convert requirements into product or service through product development

*Promote the product through advertising and communication strategies

-

*Place the product or service through convenient distribution channels
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