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Introduction:evaluation marketing always called marketing evaluation or market analysis within a business is the systematic process of analyzing and measuring the effectiveness of a company’s marketing plan, campaigns and strategies.it is an ongoing data-driven activity designed to determine what working ,what not ,and allowing businesses to adjust their tactics to changing market need and optimise their return on investment.an evaluation is key for a successful business,marketing evaluation is in business involves assessing the effectiveness and how to improve future marketing efforts.a affective marketing can boost sales and profit.an evaluation marketing can target audience so easily.

Description: evaluation important in marketing key role:
[bookmark: _Int_lbmGAhrk][bookmark: _Int_tOaFqZFM]An evaluation identifies successful strategies and areas for improvement, allowing marketers to optimise budget. a evaluation allow adaptation to changing market trends and identify which tractis drive the most valuable customer engagement.
[bookmark: _Int_D6F8xaU7]Performance optimization: evaluation helps identify which channels and campaigns are most effective, allowing marketers to reallocate budgets to high-performance area and improve, pause, or remove underperforming initiatives.
[bookmark: _Int_1qjC83du]Strategic decisions making regular evaluation including market research and competitor analysis, provides data-driven insights that align marketing efforts with overall business goal.
[bookmark: _Int_tvu1NlrV][bookmark: _Int_K5oj6qVJ]Identifying trend and opportunities: it helps identify new market opportunities, niches and changing consumer needs, allowing for agility in strategy development.
[bookmark: _Int_XmrjmeYe]Evaluation in marketing are super important because they helps businesses figure out what’s working and what’s not.by looking at the result of their marketing efforts, companies can see if there are reaching the right people, if their messenger are effective, and if they are getting a good return on their investment. This information helps them make smarter decisions, improve their strategy and ultimately, get better results.
The role of marketing within a business:
Marketing involves promoting the exchange of goods and services to attract more consumers. Devoloping a marketing plan can increase revenue and consumer.
Definition:
Marketing includes the activities companies use to promote and sell product or services. The four ps- products, price, place, and promotion-form the core framework of marketing strategy.
Advanced technology has expanded marketing into digital channels such as social media, search, engines, and email.
Effective marketing helps companies attract customers, built brand identity, and increase sales.
Affective marketing is key to hitting business goals because its boost sales , build brand awareness and keep customers coming back.when marketing strategies are on point, they attract the right audience,  create a strong brand image, and keep customers happy, all of which drive revenue and growth.
A marketing campaign helps to a business achieve their goal. 
Type of marketing campaigns:
Product marketing: this can involves promoting and selling a specific product to a customer. It helps businesses understand consumer need and wants.
[bookmark: _Int_2raonw9o]Brand awareness: this type of campaign increase brand awareness among consumers and helps them familiarise themselves with it. Communicating about the brand and why it’s valuable significantly affects building customer awareness.
[bookmark: _Int_hchld1ko]Affiliate marketing: affiliate promote a company’s product on brand and earn a commission. affiliate has low start – up costs, low risk flexibility.
[bookmark: _Int_FWN2bblV]Content marketing: this marketing campaign attracts a desirable target audience by creating and sharing content through social media platforms, newsletters, and videos. It’s engaged followers in spreading information widely about about a particular business.
Email marketing: emailing is a strategy where you send emails to multiple consumers in the market to promote engagement and awareness. business stay in constant communication with their customers.
Influences marketing: brands with collaborate with well known individuals to promote their products when targeting online consumers in the market. The influencer increases the reliability and trustworthiness of the brand, encouraging customers to trust the company.
How marketing aligns with other businesses:
Marketing works with other businesses area by sharing insights about customers, helping to create products people want, and making sure everyone is working towards the same goals.
Marketing acts as a central growth engine that supports overall business performance by aligning wit other functions-sales, finance, product, development and operations-to create a unified customer centric organisation.
The key alignments:
[bookmark: _Int_7yXouqJV][bookmark: _Int_5HrQzanI][bookmark: _Int_ZoImduBD]Sales: the alignment between sales and marketing in shows a continent message across the entire customer journey marketing generates quality Leeds and provides sale enablement materials while sales of a real world customers insights that helps marketing refined and target audience definition. This collaboration development develop a High conversion rates.
Finance; marketing relies on the finance department for budget allocation for campaigns and initiatives in returns marketing gives data – driven insights and track metrics and customer acquisition costs, helping finance companies and measure the monetary impact of marketing activities.
[bookmark: _Int_lLkQk4Vb]Enhance customer experience: consistent experience is provided to the customer across all touch points, which built customer loyalty and brand reputation.
[bookmark: _Int_ACZ7zYze]Increased efficiency and productivity: duplication of efforts is reduced allowing team to work smaller and make faster decisions.
[bookmark: _Int_ysw4YyFM][bookmark: _Int_9HCWS6ni]Data driven decisions making : share data and insights across departments providing a relaxing view of the business it helps to give more information and strategic decisions.
How macro environment affecting marketing decisions:
The factor is, political, economic, social, technological, environmental, and legal.
Political and legal: government advertising laws, product safety standards, tax, international trade, impact product availability, and pricing.
Economic: influences consumer purchases power and spending habit and pricing on products and focus on market budget.
Social/cultural: impact consumer preferences lifestyle and culture shifts demanding tailored messaging and product adaptation.
Technological: create a new channel, social media enable enable targeting marketing and disrupt industries, influence how company reach customers and manage operations.
Environmental: demand and regulation affecting production, packaging, and brand image.
Digital age marketing:
[bookmark: _Int_unL30fAq]Key role : 
Channel: mix online platforms social media, email, content, paid adds 
To target specific audiences.
[bookmark: _Int_IPFc5tgV]Technology advances:nowadays is advance relies on AI automation and emerging technology gives information and efficiency.
[bookmark: _Int_0tBGbQLp]Customer -centric: aims to make strong connections and brand loyalty through tailored,interactive experiences and understanding customer needs.
[bookmark: _Int_b4e7Nj3v][bookmark: _Int_IlWxUxiJ]Data-driven : real time data and AI and predictive personalised information decisions making .
Rise on impact on social media as a marketing platform:
[bookmark: _Int_bK4HISKx][bookmark: _Int_idzyoVct][bookmark: _Int_FaZK6ZSk]Social media rise as marketing performance perform has been meteoric fundamentally changing how brand communicate and engage with customers social media enables direct and interactive one way advertising performs like Instagram Twitter and Facebook allow for real time compensation feedback and community building. Furthermore social media marketing offer unparalleled targeting cup of capabilities brand can leverage demographic interest and behaviour data to reach specific audience segment and tailored content this technique targets targeting maximise and effectiveness of marketing camping campaigns ensuring this message to audience and viral potential of both positive and negative content means that must monitor their social presence closely and address issue promptly.
How digital marketing Changed consumer behaviour:
Informed and empowered: across to unlimited information review and social poor influencer TikTok instagram drives decision making.
[bookmark: _Int_K0ipvEou][bookmark: _Int_7uisePLy][bookmark: _Int_5EsXPcMO]Active participation: consumer co create , generate content and influence peers .
How marketing change brand communication:
[bookmark: _Int_JNZxT03H][bookmark: _Int_NrFYTSWV][bookmark: _Int_RhMqVzt6]Community building:brands fosters online communities, loyalty,program and use influencer for good engagement.
Conclusion:
[bookmark: _Int_P9ni0IF3][bookmark: _Int_AtLYLEU9][bookmark: _Int_4J6VEihF][bookmark: _Int_puAE9xMV][bookmark: _Int_iDO8TD6o][bookmark: _Int_uljq5nBw][bookmark: _Int_03TkzHSA]In conclusion the role of marketing within an organisation is a very specific role. connecting the companies capabilities of customer needs to ensure long-term success and profitability.marketing fundamentals is about understanding satisfaction customer requirements effective marketing directly contributes to increased sales.marketing is responsible for defining and managing brand identify marketing functions is a bridge that integrate  various priority department including sales finance and product development. A key role of marketing is fostering enduring matter authority beneficial relations with customers which increased customers relations and loyalty ultimately and organisations ability to thrive in a competitive representative and dynamic environment is intrinsically linked to its effective implementation or strategic customer focused marketing initiatives.
In marketing you should always share your thoughts and let customers understand the business customers know when they come in what product they can have unboxed product they can find people products online. Give customers the chance to view the product. Understand the product with them. Explain every key factors about the product share your post on Facebook. 
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