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What is marketing? 
“The management process responsible for identifying, anticipating and satisfying customer requirements profitably.” (The Chartered Institute of Marketing, 2015)
There are instances when people mistakenly believe that marketing is only about sales or advertising. Marketing is a management discipline that aids companies that generate goods and services in understanding consumer preferences and meeting or exceeding those preferences. Every business should place a high priority on the market process. Because the marketing process has an impact on the most crucial components of the market, it defines the effectiveness of the firm, regardless of its size. It involves comprehending the competitive market, making sure the company can capitalise on major trends, and reaching consumers with the ideal product at the ideal time, location, and price. Smart marketing has led many new businesses to success- from airlines to pharmaceuticals product, from sports brands to grocery stores, even small family businesses. History reminds us that without smart marketing, no business can reach the customers and satisfy their needs and wants. If given business doesn’t, their competitors will take advantage of the given opportunity and they will. 
The revolution of digital and mobile technology has made the convergence between business and customers more important than ever. This revolution has provided new tools to implement more targeted and effective marketing strategies. This is one of the reasons why my group and I chose Apple for this assignment. 
Apple’s history
On April 1, 1976, Steve Jobs, Steve Wozniak, and Ronald Wayne established Apple. Apple is a multinational technology firm based in the United Stated that specialises in internet services, software, and consumer devices. In Cupertino, California, in the United States, are the corporate offices. Apple is the most profitable technological business overall, with revenues of 365.8 billion US dollars in 2021, and as of May 2022, it ranked second in the world in terms of market value. Second largest manufacturer of mobile phones and the fourth largest personal computer vendor by unit sales. Along with Alphabet, Amazon, Microsoft, and Meta, Apple is one of the Big Five American technological companies with about 154,000 employees. “What is Apple, after all? Apple is about people who think 'outside the box,' people who want to use computers to help them change the world, to help them create things that make a difference, and not just to get a job done.” (Steve Jobs, 2011)
What is STP and how Apple uses it to be successful in America? 
One of the fundamental ideas in contemporary marketing is the Segmentation, Targeting, and Positioning (STP) framework. Without STP, all businesses would be impersonal, generic, and typically incapable of operating at a high degree of efficiency. Affiliate marketing works well because it focuses on breaking down the client base into manageable groups, which enables the company to create very targeted marketing campaigns to appeal to the targeted market. The transition from product-focused to customer-focused marketing is symbolised by STP marketing. With this shift, the company will have the opportunity to better understand their target market and how to reach them. In other words, the more individualised and focused the marketing methods, the more profitable the company will be. The following are the primary benefits of STP marketing above conventional marketing:
1. Product or service messages become more personal and emphatic, because the business knows the customer’s needs. 
2. The company’s marketing mix becomes clearer and gives a profit from the investment, because the business does not waste time and budget on an audience that ignores it.
3. Market research becomes more efficient because the business knows exactly who to turn to for advice or feedback related to the development phase.
Despite its many advantages, STP marketing also has its disadvantages and limitations. 
1. If a business starts producing many versions of the product or service they offer, costs increase.
2. Each marketing segment requires a different marketing strategy. 
3. Any change in the characteristics of the market segments requires useless investments.  
Apple’s customer base is considered an asset. Every year, a larger percentage of those need a new phone, and the company almost automatically fills a large portion of that backlog. Apple’s marketing strategy attracts a sizable crowd of consumers who will stand in line for hours to purchase the company’s newest offering. “I’d say we are the most creative of the technology companies and the most artist friendly. Almost everyone in the music business uses a Mac and everyone has an iPod.” (Steve Jobs, 2010) The company has grown so well that there are hundreds of sites online selling their products and trying to market like them. Over the years, Apple has built one of the most successful fan bases for a single brand anywhere in the world. People are interested in buying the company’s devices immediately after their release. To put this in perspective, the smartphone market reached 36 million uses in 2016 and 44 million in 2017. Apple products are renowned for their strength and ability to retain their worth longer than those made by other companies. This is what encourages customers to be active in their neighbourhood. In the consumer electronic industry, Apple is known for its sophisticated products, designs philosophies, and standout advertising campaigns. This compromises a clientele that is devoted to the business and the brand, particularly in the US. A market capitalization of 623 billion US dollars made the firm the richest company in the world in August 2012, exceeding Microsoft’s value since 1999. Apple succeeded in putting a supercomputer in everyone’s pocket and letting them figure out how to use it on their own. 
12,300 transistors made up the Apollo Guidance Computer, which was important in assisting with the 1969 moon landing. There are 3.3 billion iPhone 7s. According to Merchant, the iPhone’s supercomputer has evolved into a need for modern living. As a result of the app economy, social networks like Facebook now have more tools at their disposal, including Uber, Instagram, Snapchat, and Airbnb. Adding in competing app ecosystems such as Google’s Android and China’s super app communities, AppAnnie estimates that users will download a total of 197 billion apps this year. Their number has grown to 353 billion by 2021, according to the company. The explosion in Apple’s app consumption has led to increased personal communication, consumer convenience and on-demand entertainment. “It’s not about a charisma and personality, it’s about results and products and those very bedrock things that are why people at Apple and outside of Apple are getting more excited about the company and what Apple stands for and what its potential is to contribute to the industry.” (Steve Jobs, 2007)
How Apple use the Marketing Mix to be successful?
1. Simple marketing and simple products.
Not usually, more is better. Apple is aware of how easily technology consumers can become overwhelmed. This also holds true for other market segments and sectors. The marketing strategy of any company can become cluttered and confusing. Apple is assisting in reducing consumer misunderstanding by streamlining their website and sales material. They fully stay away from industry-specific lingo. Instead, they speak in plain, straightforward terms and repeatedly highlight the advantages that consumers would unquestionably enjoy and find exciting. This is an example of their content marketing genius- high tech without high-tech jargon. Consumers aren’t overloaded with information with this strategy. Apple has built up client devotion and a deep understanding of its business. Additionally, they are aware of how to speak to them in a way that avoids overwhelming and confusing them and instead helps them feel at ease. The products themselves are part of a marketing strategy that demonstrates their applicability to the daily lives of Apple’s customers. As an example, the iPod allows you to carry around hours of music in your pocket and is more than just “a music player and storage device”. The iMac contributes to making your computing experience exciting and enjoyable, it is more than simply “a computer”. The iPhone allows you to integrate the power of an Apple computer into your phone, making it more than just “a smartphone”. “Simplicity is the ultimate sophistication.” (Leonardo Da Vinci, 1931)
2. Rethink the need for advertising.
When business want to boost their sales, it can be tempting to spend a lot of money on PPC advertisements on Google or Facebook. Apple is aware that’s not always necessary. Apple mostly relies on two very distinct strategies: product placement (particularly with celebrities and in well-known shows), and the buzz generated by favourable media coverage. Believe it or not, this information was made public during Apple’s patent dispute with Samsung: “Schiller, discussing the iPhone, said Apple decided not to pay for any advertising during a brief period after the device was introduced in January 2007, and when it went on sale later in the year. We didn’t need to, Schiller said. He read from several rave reviews of the iPhone and iPad, explaining that such stories did a better job that advertising to build buzz. 


The importance of following a process	
Marketing is a management approach according to which the entire reproduction process in an enterprise company is carried out in accordance with the requirements of the market, i.e., with known or artificial created needs. The user stands both at the entrance and at the exit of the process. The main goal of the marketing activity is to ensure a balance between the interest of consumers and their needs, the interest of the company and the interest of society. For any business to be successful, top management must unconditionally accept and incorporate the marketing process into their personal philosophy of business management i.e., customer care to be paramount in the organization. 
What has kept Apple at the top for more than 31 years is the result of one important condition- the so-called “sustainable competitive advantage” by constantly observing changes in the business environment, improving the organization of activity and management, as well as continuous product differentiation and diversification. Apple and Steve Jobs are today synonymous with a successfully developed global business. Now, it is the most expensive brand and will be able to maintain its positions on the market or a long time. 
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