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                                                                       INTRODUCTION
              Marketing involves goods and services moving from the producer to the customer (Hunt, 1976). When it comes to the marketing of goods, there are certain stages that are used to market goods. These stages are usually encompassed by certain marketing concepts that the marketers use to market their goods. These concepts include; identifying the micro and macro environment, applying the marketing mix, identifying the market segmentation and position of the market and doing extensive marketing research on a potential marketing area (Stanton, 1984). This paper will focus on using all these marketing concepts to do a marketing analysis using a bigger company like apple. 
                     The first marketing strategy applied by apple was advertising (Christian, 1994). The brand has made a name for itself across the world due to the numerous advertisements mostly in popular television shows and using celebrities. Apple even uses celebrities with a huge number of followers on social media to advertise the brand. Many movies are acted using the apple phones and gargets. Through its recognition across the world apple has risen to become a media company because it is known across the world. This is the first marketing stage that the company uses to ensure that their goods are known across the world. Apple even looks at the external marketing environment especially the economic factors. Many apple products are usually expensive; this means that it is important for the company to identify a marketing environment where it knows that the goods will be bought.
                     Even before the goods are delivered to, the market one thing that stands out even before developing a marketing strategy is the vision of the goods that are being marketed (Aaker and Mills, pg 81-83). This is a marketing strategy that apple has vividly defined among their products. The main vision established from most apple products is to provide a very high-quality product with a strong brand. Branding is very important in marketing of goods. Apple has redefined itself into a very powerful brand across the world, which becomes a huge boost in selling their products. As discussed earlier it is important to have a vision. As part of the vision, market segmentation comes into place. Marketing segmentation involves dividing the market into half while also considering the marketing environment. The market segmentation can involve many factors like demographic factors, political factors, economic factors and internal business factors (Kroon, 1995). Looking at apple it has divided its market segmentation into two categories; the rich and the poor. Most of the apple products are expensive and classy and the apple brand is recognized across the world. This segmentation plays into the vision of the company, which is used as part of Apple’s marketing strategy. The products that are usually sold by apple are usually targeted to the rich, as this is part of their vision to ensure that there is a product out there that is classy and can be used by rich people.
                       Customer experience is very important when marketing of products. This involves creating an overwhelming experience to the customer when they are using the products. This is a good marketing strategy because it even leads to impulse buying. This strategy involves trying to consider the “so what does the customer need” and with that information, creating the “wow factor” of the product (Blythe, 2009). It involves doing a marketing research to understand all the customer specifications of a product and understand what the customer really needs in a certain product. Based on this information comes the “wow factor” which involves upgrading the customer idea into something overwhelming that will really dazzle the customer. A good example of the application of this marketing strategy is by looking at the apple phones. What most customers need from apple is a good phone with all the basic requirements that a phone should have, providing all this requirements apple covers the “so what does the customer need” factor. The “wow factor” of it comes into place when apple manufactures a phone with a finger print scanner and an enhanced camera in terms of the number of pixels. This “wow factor” creates an overwhelming customer experience, which, causes people to buy the apple phones in order to experience the added features on the phone, which is a good marketing strategy from apple.
                   Having a selling process or a marketing plan is very important when marketing goods (Kotler, 2006). The essential requirement of a marketing plan is applying the marketing mix concept. The marketing mix involves 4p’s which are product, place, price and promotion (Kotler, 2000). Organizations need to evidently identify and understand their product and know how the products will satisfy the customer needs. Before even coming up with the marketing product, it is important to gather information or doing a marketing research in order to learn what the customer wants and what the customer will gain from the products. This marketing research should also include customer segmentation and targeting one specific audience in the market. It is important to understand the best positioning of the product by identifying the most appropriate place to market the goods. Coming up with the best marketing place involves looking at the macro environment factors of marketing. It is important to know the external factors that are affecting the targeted marketing area. These factors may include; political factors, economic factors demographic factors, technological factors and social factors (Armstrong, 2012). A product that will not be affected by all these factors will survive longer in the market. The products that are marketed it is essential to come up with the best brand for the product. Branding is very important because it attracts most customers based on how appealing the product looks. Many organizations should brand their goods with the idea of ensuring impulse buying of goods by the customers.
                   Price is very important in marketing the products. The price is based on the quality of the product, when determining the price, it is important to relate it to the market position the organization wants to enter (Borden, 1964). Based on the price of the product it is important to consider the market segmentation and the targeted group. Promotion involves advertising of the products and the measures put in place to attract more customers. Promotion mostly involves branding and using advertising channels like social media and media houses. The 4p’s of marketing are very essential when coming up with the best marketing road map because the act as a guide of how products should be marketed.
                            Apple has a well-established marketing road map based on how their goods are marketed. The company follows all the 4p’s strictly, which is not a huge shock because of how big the apple brand is across the world. As mentioned earlier apple products mostly target rich people. This shows that the company has already established its targeted customer and the products manufactured based on how to satisfy their needs. Apple products are mostly found in many prolific cities like New York, London, Tokyo, Paris, Washington, Madrid and Moscow. One thing common with these prolific cities is their huge economic activities in all these cities. The apple company targets these cities as they are reckoned by many rich business people to be a prestigious brand. Looking at the price of many apple products, they are high compared to other similar products in the market. Surprisingly, the high prices do not affect the market of the apple products as they usually target rich people and high-income earners. These show the importance of marketing segmentation and identifying a specific customer audience (Jeffs, 2008). The apple brand is the most famous brand in the world. This is due to the vast resources that the company has dedicated to advertise their products. When it comes to product promotion, the company uses social media as one of its platforms through blogs praising the products and using Facebook and twitter. The company also use celebrities like socialites and musicians who have a great following of fans across the world. All these resources show why the apple brand is widely known.
                              Customer value is the satisfaction that the customer gets when all their customer needs are fully satisfied (Frain, 1999). The best approach towards marketing is ensuring that all the customer needs are fully satisfied and the product is satisfactory. The customer value can be calculated by dividing the perceived benefits by the cost. In a given set of benefits, if the cost decreases the perceived value rises (Farris et al, 2010). The customer value mainly depends on the brand of the good. For example, the apple brand has a higher customer value. Using the formula above the company ensures that the perceived benefits of their products are high and they make a reasonable cost of their products, which will favor their targeted group, which are the high-income earners. Dividing the perceived benefits by the prices leads to a high customer value. This is the reason why a lower income earner feels a sense of self-actualization owning an apple product.
                           When trying to ensure there is customer value there are factors that affect the customer value. These factors include quality of the product, method of marketing, price, branding, originality and service provided. All these factors are covered in the method of marketing that will be used. The customers feel satisfied depending on how the product will be portrayed when marketing the product. When marketing apple phones there is one aspect of the phone that differentiates it from other phones. The fact that apple phones use an IOS system compared to android system used by other phones shows the originality of the phone (Reeves, 2005). The apple company as a marketing strategy to differentiate its phone products from the rest uses this uniqueness. The uniqueness also increases the customer value making customers feel they have a special gadget compared to other gadgets.
                           As mention earlier, the apple brand is very famous and the company’s approach to cut itself from other products makes their products more desirable. Branding affects the customer value because most customers feel satisfied with a product that is more appealing and unique. Apple products are very famous and having an apple gadget ensures personal satisfaction. This is the reason why apple products increase the customer value of the product. The only anomaly from the apple products is that a huge number of people do not associate with it. As mentioned, apple products are for high-income earners this means the middle class and low class cannot afford the products (Frates and Sharp, 2005). The only disadvantage with this approach that the apple company has ventured is that the high-income earners do not command a higher segment in the market domain.
                       When looking at the shareholders in any company they play a huge role in marketing the products. The shareholders provide the monetary resources necessary to ensure that marketing of the products runs smoothly. The advertisements used by apple cost a fortune and it is upon the shareholders to contribute the money that will be used to market the products. The shareholders are also involved directly and indirectly in the marketing operations of the products. The shareholders are involved directly by funding the all the marketing costs will occur while marketing the products. Indirectly they are involved by hiring chief marketing officers who organizes all the marketing techniques that will be used and the marketing road map and reports directly to the shareholders (Homburg, 2009).
                            In conclusion, marketing involves a series of steps that should be carefully followed to ensure any organization markets its products effectively. Apple despite targeting just a small portion of the market segment has achieved a lot by extensively using its resources to ensure that it the products are widely sold across the world using the best market strategy to dominate the market world.
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TASK B
The feed a child project’s objective was to raise awareness and collected food to the families in need in Swansea and encourage people to participate. the project needed advertise and promotion to reached the target audience and generated interest in the project and the target were everyone in the campus. Marketing mix is an essential element for the project of feed a child in Swansea, we used promotional mix to promote our project and achieved the project’s aim.
One of the most strategies used in marketing and promoting the project involved the use of flyers which had information about our project. Event flyers are one the most interesting ways to attract people to the events. The flyers are effective in reaching to a multitude of people within specific locations. Additionally, they easy to put and read. The flyers were placed at university and so its primary purpose was to raise awareness of our event. The flyers included key information that helped us prospective donors decided if they could donate and help. The flyers had information about event time, date, location and call to action. It stated, “please drop off non-perishable food item in UWTSD business campus between December 5th until december8th” and the target were everyone in the campus, that was an easy way to bring more interested people to the event. We also used slogan on flyer (make it difference) that relates to the event at university to inspire our supporter.
According to (Ray. Wright 2000) advertising is the tactical communication tools whereas businesses can have access to promote itself by post in mass media such as social media to ensure target audience is reached. We believe blog is an active way to increase awareness and demand. In this case, feed a child’s project created Facebook page and blog posts (feedachildseansea.wordpress.com) were linked together, where the general public could read it and make audience aware of the purpose of the project. The Facebook page is free and easy way to target audience and the blog posts are crucial in updating the target donor on the progress of the campaign as well as giving vital information regarding the group. Blog posts were a great way to share information about our project and best way to keep all of our news updates, photos, announcement and reflection in one place. We planned the event at university for collecting food and before our big day arrived, our blog posts focus on main benefits of attending in our event. in our blog, we invite people to comment and keep a conversation about our project. In the day-to day event period, our team used face to face communication to make direct contact with our donor. That was an easy way to bring more interested people to get involved and help since the food donation box was placed at university. Fortunately, with all these communication tactics (marketing and promotion), the project was successful and we were able to reach our target and collected food and transferred all food donation to the foodbank.
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