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Introduction 
 A market is a place where both the seller and buyer meet, where buying and selling activities of different products take place. In other words, it is a place where different people meet to carry on the exchange of goods and services. The sellers in exchange for money offer their goods and services. There are mainly four types of market- Perfect competition market, imperfect competition market, oligopoly, Monopoly. Whereas, marketing is an activity undertaken by a company for delivering, communicating goods and services to the customers or clients in exchange for the money offered. Marketing activity includes selling, advertising, delivering products. Marketing refers to all those activities that a company does to promote its products (Morgan et al., 2019). The marketing mix is also used in marketing. Marketing tends to select a product or service and present it to the customer to draw the customer's attention and encourage them to buy. The marketing mix is a model for business that mainly focuses on the four Ps- Product, Place, Price, Promotion. A marketing mix is a set of laws that a firm uses to fulfil its objective in the market. Product is usually defined as the bundle of feature which is capable of making the product sell to the customer. Product is a term which is used for both good and services. Place refers to the act of distribution of the product to different customer in different places. More the coverage of market the marketing will be better. Price is the amount of money needed to buy goods and services. It is an amount the client has to pay for purchasing a certain quantity of product. Promotion is the tactics of selling the product. The promotion encourages the buyer to invest in products. The marketing mix helps in planning and developing marketing.
Process of marketing
The marketing process mainly surrounds by four elements i.e., Marketing mix planning, strategic marketing, Marketing control, Marketing implementation.
Marketing mix planning circulates the 4Ps. It helps the company to develop a strategy that will the most helpful in achieving the company's goal. The customers' demand can be fulfilled with the 4 main components - product, price, place, and promotion.
Product is the first element of which the details are to be provided to the customer. In the case of products such as cars, the company should gather information about the features that can fulfil the desire of the customer (Liu et al., 2017). Then convey it to the engineer. In this way, the demand of the customer or desire of the customer can be fulfilled. Packaging and branding are also an important component of the market product. Packaging in some cases can be simple but many a time customer prefer the products that look good. Good packaging makes a product looks good which is a good way to draw customers' attention. Providing a good service or development in service is a good way to attract clients. Price is the second important factor. It is the behaviour of the customer that they think that more is the price of the product it gives better service. So, many times depending on the market value price of the product is decided. The place is the next element that defines where the product would be available in the market. It is said when the products move from their manufacturing to market it changes the path of distribution. Place of product availability also helped to gain customers' attention. For example, a Mercedes-Benz car will not at all attract the customers of a village. Promotion is one of the most important factors as it helps to communicate with the customers to a great extent, different social platforms are used to communicate with the clients.
Strategic marketing includes a market segment, market niches, positioning, and market individual. The main aim of marketing is profit maximization which is done by satisfying the customer. To satisfy the customer, the companies have to see if they are fulfilling all segments of the customer's demand. A key factor of marketing is positioning which involves two companies' communication that establishes themselves to be competitors.  control is of four types annual-control, profitability control, efficiency control, and strategic control. profitability and efficiency control help to closely look after the expenditure and profit of the company.
Stages of marketing
Marketing is the way how companies create values of their product in the market and built a strong relationship between companies and customers. There are mainly 5 steps. The first step is understanding the palace of the market and what the customer needs it is essential to understand the need, wants, or demands of the clients. Satisfying the demands of the customer helps to build a strong relationship between the company and the customer (Datta, Ailawadi and Van Heerde, 2017). This helps to improve equity for the long term between the client and the firm. Need indicates the necessity of humans' daily life like food, clothing, shelter. Whereas, wants indicates human need shaped by different personality and culture, which is shaped by the influence of society. Demands indicate a desire to purchase that is backed by purchasing power.
The next stage is designing a consumer by marketing strategy, it mainly focuses on selecting customers to attain maximum profit, deciding to serve customers as better as possible. When we talk about selecting the customer it means firstly the company decides whom to serve and then the customers are divided into different segments. The customers are targeted based on timing, level, and demand. The companies have to design in such a way that it provides a maximum advantage, it can be done by - Production concept. Product concept, Selling concept, Marketing concept, Societal concept (Alalwan et al., 2017). The next stage is sorting out which customers will be served by the company with which a value can be created. This consists of a marketing mix of the firm that can be used for the implementation of market strategy. The next crucial step of building profit, the relationship between the company and the customer to maintain and build profit by giving or delivering services to the customer. The main aim of building a strong relationship is creating customer value. The final step is it aims to gain a strong value of the company’s customer of both old and current ones. The relationship between the company and the customer could get better with more loyalty. The final stage of marketing is to arrange the necessary source required and then implement what is planned, for which the firm needs a marketing organization.
Role of the marketing mix
There are different marketing theories such as the Ansoff matrix, balance scorecard, marketing mix, communication mix, SWOT analysis, stakeholder mapping, the customer decision-making process, Porter’s Five Forces, the GE market, Segmenting consumer market, PESTEL Analysis, The PESO model. These market theories help the company to maximize its profit. The product should be placed in such a way so that the people feel that they need the product or service.
Marketing mix which consists of 4Ps product, price, promotion, place play a very crucial and role in marketing. A marketing mix helps the company to provide the customers with the best product at the correct time at the correct place and right price. The marketing mix is the action taken by the company to build services and products in the market. While the product marketing mix helps to get the right product to the customer.  For example, mc Donald which is a multinational company has been helped a lot to expand its company with a marketing mix mc Donald’s offers freebies and coupons with some products it’s a way to attract customers. The customers help to promote the company to the maximum people (Sudari et al., 2019). Of all the 4Ps, Price plays the most important role as it generates costs. It helps the company with income and profit. Price helps to manage and support the production cost and distribution cost. Product is one of the most important concepts, for the success of marketing. Brand image depends on the success of the product. The product quality should be very promising otherwise it will be lost in the market. So, to not lose the image of the product it should fulfil the demands of the customer. For example, the Apple company designs its product in a certain way that attracts the consumer to buy the product. 
Price is the medium between buyers and sellers. Price is an important component that manages the supply and demand of the actual product. Price changes according to place and time. Low or high price often leads to unsuccessful sales.  For example, KFC provides discounts and coupons on the products that attract the customers to purchase the food.
Promotion in today's world is important. There are different aspects of promotion available through different social media platforms (Facebook, Instagram, etc), hoardings, advertisements on television (Tafesse and Wien, 2018). Promotion helps to inform maximum people about the product and gain their attention to the fullest. For example, American MNC, Boston sponsored the England cricket team in 2011, which is a kind of promotion. The people got to know about the company.

The place is the 4th P among the 4Ps, place is needed for how the product is to be represented to the customer. It is required to make the available product in the right place. For example, The Apple iPhone is sold by some renowned stores which are not possible to get in some less known stores. Distribution depends on wholesalers, retailers, etc. Business of any size highly depends on the product. Products made for rural areas are of no use in metropolitan areas.
Conclusion
It can be concluded from that marketing mix plays a very essential role in marketing. Product, price, place, promotion are the 4Ps essential for carrying on marketing properly. All these four factors if carried on properly helps the company to attain maximum profit and gain reputation, which is very much required for long-term business supplying a correct product at right time to the consumer helps in gaining the customers' trust which is very important, as it helps to maintain a long-term relationship. As nowadays many platforms are available the companies should make correct usage of the resources available as it helps to extend the business making it available to maximum people.
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