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\‘ Before we start......

LY University of Wales

Trinity Saint David

This is a full-time university course as such the uni
and decorum apply as per the university code of c
Please ensure you arrive by p.m. and have arrang

lecture
Mobile phones
If you ever have any queries at all please reach ou

Let’s make this module an enjoyable one, so atte
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Module Information
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What is Marketing??

» Marketing refers to activities a company

undertakes to promote the buying or selling of

a product or service.

» Marketing includes advertising, selling, and
delivering products to consumers or other

businesses.

e

The science and art of exploring, creating,
and delivering value to satisfy the needs of

a target market at a profit (Philip Kotler).

The key purpose of marketing is to get
people interested in the products or

services of a company



Some Thoughts on Marketing

01

What is marketing?

“Simply put marketing is managing
profitable customer relationships. The
aim of marketing is to create value
for customers and capture value

from customers in return”

(Kotler 2013)

02

During the last decade, the international
marketing field has developed
enormously, and the marketing function
has now taken the central position in
most companies....The Globalisation of
the marketplace is now a reality”
(Ghauri 2014)

03

“Whether we recognise it or not, we are
all involved, willingly or unwillingly,
passively or actively, in marketing. We
encounter marketing practices every day
when we are exposed to advertising and
product displays, evaluate brands, make
buying decisions, shop and consume”
(Bowie et al 2017)




Institutional Definitions of Marketing =—=

01 02

Two important professional bodies —
for marketers are the American
Marketing Association (AMA) and
the UK based Chartered Institute
of Marketing (CIM), here are their

Marketing is the activity, set of “Marketing is the management process
institutions, and processes for creating, responsible for identifying, anticipating and
communicating, delivering, and satisfying customer requirements profitably
o . exchanging offerings that have value for IM
definitions of marketing... 9 J (CIV)
customers, clients, partners and society

at large”. (AMA)

AMERICAN MARKETING ‘ || "\\/" The Chartered
ASSOCIATION Institute of Marketing




Role of Marketing in Organisations

Building brand Enhancing customer Supporting business

awareness relationships




Past Marketing Essentials

4 P’s of Marketing

Print advertising

Word of mouth

Travel agents

|_ocation and amenities

YV V V V VYV VY

Customer service



Modern Marketing Essentials

Digital Prescence

Social Media Marketing

Personalisation

Content Marketing

Online Reputation Management

Sustainability and Messaging

YV V V V V VYV VY

Automation and Al
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ekl The Essentials in Comparison ——

University of Wales
Trinity Saint David |

Category Past Essentials Present Essentials

Channels Print, TV, Travel Agents Social Media, Mobile Apps, OTAs

Focus Product & Location Experience & Personalization

Guest Role Passive Recipient Co-creator & Brand Advocate

Measurement Occupancy Rates, Revenue Engagement Metrics, ROI, Sentiment Analysis

Tools Brochures, Billboards Al, CRM, Automation, Influencer Partnerships

Content Style Informational Visual Storytelling, User-Generated Content

Sustainability Rarely Mentioned Core Brand Value




A Key Shift in Philosophy

» Then: Sell the product (room, meal,

location)

» Now: Sell the experience (emotion,

story, personalisation)




Let’s Think Differently




What ﬁre

Restaurants
selllng &







What is

VYV V VYV YV VYVYY

Social dining

Casual experiences
Brand personality
Customisation and choice
Fun and enjoyment
Community connection
Lifestyle identity

Ethical values

Quality flame-grilled food




What is
\ \ :
by G

The Fat Duck

aston t LIMIENTna
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Selling
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What is The Fat Duck

VV V VY YV VY YVYYVY

hesten blumentha

Sensory experiences
Culinary theatre
Innovation and creativity
Surprise and discovery
Exclusivity

Prestige

Storytelling

Multi-sensory dining
Memorable experiences

Gastronomic adventure

selling?

.

HESTON BLUMENTHAL IS THE GREATEST
GASTRONOMIC MAGICIAN OF HIS GENERATION.

Eating at The Fat Duck is one of the most memorable
experiences you're ever likely to have at a dining table.







What is
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A "third place™ between home and
work

Comfort and familiarity
Personalisation and choice
Convenience

Lifestyle and identity

Social connection

Premium everyday indulgence
Community

Reloxation and escape

A consistent global experience

selling?




Do you have any questions?

N.brailsford@uwtsd.ac.uk
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