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Marketing Fundamentals Assignment – Study on Vertera DeTox 

 

TASK 1A 

Write an INDIVIDUAL essay providing a critical analysis and evaluation of the 

following: 

• Processes and stages of marketing including the role of the marketing mix. 

• The role of marketing in creating value for customers. 

• Stakeholder engagement and their impact on the marketing activities of an 

organisation 

 

TASK 1B  

To conclude your essay write a reflection of the tactical communication tools used to 

generate awareness and interest in your project. Consideration should be given to 

the success of the tools and the academic theory that supports their application. 

Please ensure you refer to your blog posts as one of the communication tools used. 

 

 

 

 



Task 1A: 

1. Introduction to Vertera. 

Vertera is a global company established in 2005 in Russia. It brings along many 

businesses. it has its own dietary food analysis and development laboratory, a 

powerful producing base that brings along scientists and consultants from round the 

world, a business at DT (Digital Technologies) specializing in e-commerce and 

developing software package applications to assist its partners , a multi-resource 

centre, new high-end technologies, large-scale tasks, all specializing in long-run 

prospects. These are the benefits that create cooperation with the corporate 

profitable, stable and promising. Vertera Organic is steady increasing its presence in 

varied countries, with over 800 service centres presently offered. For over ten years, 

our core business has been centred on demonstrating and developing merchandise 

and innovations solely in Russia. Vertera Organic's main tools are natural 

merchandise and new technologies (Terra Organic, 2019). 

The company manufactures extremely effective, natural and safe merchandise to 

keep up human health and increase expectancy. 

Everyone is accountable not just for their lives, however conjointly for the long run of 

their country and future generations. Vertera Organic merchandise is primarily social 

homeward. The company is fighting for people's lives, reducing the danger of death 

from disorder (heart attack and stroke), yet as caring for the long run of the state and 

increasing birth rates. 

The company is presently within the method of gap up new markets in EU Member 

States and also the region Bulgaria, as a part of the EU, is one amongst the primary 

countries to possess the chance to underpin the event of the large European market. 

Vertera Organic works with its own producing, laboratory and analysis facilities. 

Production of merchandise for daily correct and healthy nutrition, cosmetics 

supported alga, organic merchandise for body care. Vertera merchandise change 

folks to use what's going to preserve their health for several years to come. 

Vertera's products are: 

Created by prof Vitali Naumovich Korzun, World Health Organization has been 

researching algae for over forty years and is one in every of the leading international 

consultants during this field (Aloha BG, 2019). 

 

 

 



Producing uses technologies utilized in the part and military industries Awarded with 

varied awards for innovation within the field of healthful and dietary nutrition. one in 

every of these awards is: Product of the Year 2015 in Russia varied clinical studies 

have shown the high effectualness of Vertera gel as a therapeutic-dietary food for 

various issues and ninety four absorption by the body The merchandise bear annual 

conformity checks in line with international standards The producing technology is 

proprietary and is unbroken strictly confidential 

 

2. Processes and stages of marketing including the role of the marketing 

mix. 

Marketing is the method of obtaining potential shoppers or customers inquisitive 

about your merchandise and services. The key word during this definition is 

"process"; marketing involves researching, promoting, selling, and distributing your 

merchandise or services (Cyberclick, 2019). 

This discipline centres on the study of market and shopper behaviours and it 

analyses the industrial management of corporations so as to draw in, acquire and 

retain customers (hopefully ingraining complete loyalty) by satisfying their needs and 

wishes. 

Product: Having a product is essential and is, consequently, the basis of all things 

promoting. During this, a product would be something that an organization might 

supply shoppers which could satisfy a necessity. the simplest issue to try and do is to 

come to a decision on your product or service primarily based each on the wants and 

motivations of shoppers and the way the merchandise would profit the consumer; not 

such a lot on the object’s physical characteristics or attributes. 

Place. Strategic marketing locations are something from an internet store 

(ecommerce) to a channel of physical stores across multiple cities and countries. The 

goal of the distribution strategy is to modify potential shoppers to own quick access to 

products/services, still as supply a decent company expertise throughout the buying 

method. 

Price: However we tend to worth our merchandise and services is an especially 

necessary call inside the promoting strategy; this issue affects different factors such 

as: the margin we tend to hope to get. 

• A company's finance goals. 

However will the competition worth their merchandise and what attainable product 

substitutes are there? 

• Trends and fads. 

• Increased worth so as to present a stronger perception of quality. 



Promotion: This refers to all or any the promoting and communication actions we 

stock get into order to diffuse the advantages and characteristics of our product or 

service inside the market. This can be however we tend to increase sales. 

In the direct application of Vertera’s marketing mix, the analysis looks as follows: 

- Products: This is a company which caters for the trends which are currently 

very popular across the globe. Those are the healthy and organic products 

that promise proper maintenance of the human body. Vertera is solely based 

on selling products which cater for that trend and they adapt to the promise 

which people are looking for. 

- Price: The Vertera products are not cheap by any means and this is especially 

a difficult topic to discuss on the grounds of Bulgaria. The standard of life in 

this country in particular may limit a big part of society and their budgets from 

purchasing the products due to their challenging price. However, the price is 

justified through the offers which Vertera makes with its organic supplements, 

gels and so on. 

- Promotion: Most of the promotion until a few years ago took place in Russia 

where the company has been established. However, now the advertising 

campaigns of Vertera have moved from a national to an international scale 

and as a result a lot more people are aware of the company now. 

- Place: The headquarters of the company are based in Russia which a massive 

population. There are opened international offices, now in Bulgaria, as well. 

 

3. The role of marketing in creating value for customers. 

In the relationship marketing literature, it is well understood that selling phenomena 

includes interactions inside networks of relationships. At the macro level, these 

activities impact each other with the implications felt across time and place. At the 

small level, this implies selling exchange is not any longer group action certain. At 

macro or micro levels, selling exchange is viewed as an open-ended method 

wherever interactions with customers occur across time and place, as enactments of 

the exchange method. 

In the services selling literature, the service scape or service setting is that the place 

or area during which numerous time-based interactions involving customers is 

placed. This setting for service is essential to however a seller’s giving is valued. 

Across time and place, and thru numerous interaction episodes, sales turn up in 

hopefully a virtuous cycle of continual service and sales. Additionally, all such 

interactions are understood as a part of the client relationship development process, 

a method during which the client ultimately determines what's valuable. Marketing 

communication is that the underlying method through that selling activity and 

resources are born-again into economic outcomes (Ballantyne, and Varey, 2006). 



However, if we constantly emphasize outcomes over processes, we have a tendency 

to miss the purpose that selling communication is grounded in purposeful social 

interaction. Of course, several managers tend to try to regulate their own destiny 

which of their firm, instead of anticipate and answer service desires. A spread of 

moral problems will then disappear inside the assumed moral appropriateness of 

self-interested profit maximization. 

It is especially important, therefore, to create and maintain the value for customers – 

this is particularly applicable and helpful towards battling the high prices of the 

products of Vertera. 

There are patterns towards creating a value for customers as shown below: 

- Pattern 1: class-conscious exchange: 

Expert data is changed and legitimized through formal class-conscious channels. The 

dominant distribution path is from the highest of the organization to the lowest. 

Upward moving data claims conjointly occur, subject to explicit rules or implicit 

constraints. 

- Pattern 2: Inter-functional exchange: 

Knowledge is changed between internal suppliers and internal customers on ‘value 

chains’, end to end. Knowledge claims are legitimized by relation to external 

customers’ desires. The utility of those internal exchanges is often strained by an 

absence of client consciousness, producing selfish links within the value-chain. 

- Pattern 3: Network exchange: 

Knowledge is generated and circulated by exchanges within spontaneous, internal 

communities. Common social or economic interest drives these voluntary, employee 

networks. They will request to legalize their knowledge claims through the class-

conscious organization in which they're embedded. 

4. Stakeholder engagement and their impact on the marketing activities of 

an organisation 

The stakeholders of Vertera take their work and investment programme very 

seriously, particularly due to the struggles which the company may encounter at 

some point as more offices and factories are opened internationally. 

Stakeholder engagement is recognised mutually of the keys to project and 

programme success. Stakeholders vary from individuals directly concerned or 

compact such as: project & programme leadership, shoppers and user communities, 

the implementation team and contractors; to those not concerned however fascinated 

by the outcomes, like regulators, media and general communities (MarketingControl, 

2019). 



Stakeholders are all totally different, bring totally different views and experience, 

operate in several cultures and environments, and sometimes have totally different 

views regarding what the outcomes ought to be. It's no marvel that project 

management is fraught with people-related challenges. 

Understanding who stakeholders are: characteristic who all the stakeholders are, 

their levels of interest, influence, motivations etc., permits project managers to induce 

sooner than stakeholder-related risks like conflicts of interest, and to spot project 

champions who will facilitate and influence. 

Involving stakeholders early: involving stakeholders is not simply a reliable plan to 

avoid predicaments. It is essential to ascertain a shared understanding of objectives 

before individuals probably begin actuation in several directions. it is additionally a 

chance for gathering ideas and input from individuals with totally different views and 

knowledge, and for developing and adjusting plans to include different solutions and 

address risks. 

Establishing central assumptions: establishing operative principles, common 

language and central assumptions as early as attainable avoids folks engaging at 

cross functions and minimises risk of failure. 

Coming up with for implementation: involving delivery and operational groups early 

helps to line expectations, perceive and reply to problems, plant best follow, style for 

the top user and benefits-realisation, and set up capabilities and resources. 

 

 

 

 

 

 

 

 

 

 

 



Task 1B 

Reflection of the tactical communication tools used to generate awareness and 

interest on my project and success of the stated tools in relation to potential 

marketing of Vertera – all according to EDUCBA (2019) and Zook (2011). 

Regular sales and promoting interaction 

Marketing methods rely on variety of analyses and analysis work, one in every of 

them is interacting with the sales team and knowing the problems they're facing in 

marketing the merchandise and meeting their sales targets. The promoting team of 

each organization has to have a minimum of 2 to 3 individuals concerned in collection 

such information from the sales groups. Supported totally different locations and 

different section of consumers they act with; the promoting team will then place 

methods and marketing patterns in place to maximise business for that given 

location. 

Sharing promoting communication strategy and analysis with sales 

Any business and its progress is cooperation of the workers operating within the 

organization. Individuals within the organization add totally different groups and every 

one along work towards increasing profits for the corporate. All the analyses, all the 

analysis work and therefore the outcome of the research work ought to be shared by 

the promoting team to the opposite departments of the corporate, particularly with the 

sales team. Sharing analysis can facilitate the groups in understanding the layback of 

not having the ability to satisfy sales targets and therefore the position of their 

competitors. The promoting team ought to additionally use methods to assist the 

sales team perform higher and share their strategies with the sales team. 

Participation of the promoting team in sales 

The promoting team makes a speciality of numerous studies as they analysis and 

analyse the market on regular basis. With the assistance of knowledge, reviews and 

analysis the promoting team involves numerous conclusions for certain that the 

corporate will perform higher in marketing their merchandise and services within the 

market. One or two members of the promoting team ought to in person be concerned 

or participate with the sales team in marketing their merchandise. This may facilitate 

them in guiding the team and serving to them sell higher beside building relationships 

and increasing future prospect sales. This activity will facilitate the promoting team 

member in understanding the difficulties the sales team is facing in marketing the 

merchandise and repair and supply an answer to their problems coaching is 

extremely vital for the sales 

 

 



Training is that the extraordinarily vital think about any job in any profile as a result of, 

if they are doing not perceive however can they make a case for constant to the 

purchasers or the agencies. Regular coaching and interactions between groups 

facilitate in up and sprucing the abilities of the worker concerned in conjugation the 

corporate. in contrast to alternative coaching like product, market, software, technical, 

etc the sales team should endure a promoting coaching at regular intervals. coaching 

and interactions with the promoting team can facilitate the sales team in playacting 

higher and addressing things they haven’t treated fittingly. coaching secession with 

the promoting team will help them in understanding the market and therefore the 

customers higher with the assistance of information.  

Communication with data is more practical 

Excel is a vital tool for making and maintaining information. Preparation of daily, 

weekly and monthly MIS is extremely vital because it helps to keep a track effectively 

and with efficiency. The complete style of MIS is Management system Report. These 

reports are often useful in saving, analysing, coverage and reusing information for 

numerous functions and for various departments. Each the sales and therefore the 

promoting team will produce and save such information on regular basis. This 

information is often utilized in analysing and predicting business in future. each the 

groups will speak on emails and alternative means that of communication with the 

assistance this information to be a lot of precise in golf shot forth their purpose and 

proving themselves, the explanation being that information never lies and one will 

trust data. 
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