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BLOG 1 
“Customers do not buy products and services they buy relations” as good as this quote is it has a great meaning which Unilever as an organization has understood very well. In order to make their company different from other organization this business focuses on simplifying their marketing procedure. For them it's about observing the needs for the customers. Best types of observing done by them is through first understanding their customer segments. Unilever has targeted different customers segment as per their products. Understanding the perfect customers segment for a given target allows the company in to make a strong bond with the customers (Dakouan, Benabdelouahed and Anabir, 2019). Customers type needs to be understood by the company such that business can influence its product to be collaborative with the marketing. It is very important for an organization which has so many products so that they can utilize the help of concentrated marketing. This is the way in which the company analyses the customers segment and then targets the particular customers. Sun-silk which is the world-famous shampoo of Unilever is marketed by this company specifically for the female customers. So the marketing methods of the company is on the basis of the female customers. It is the reason why this company for targeting such customers utilizes famous female influencers to show the amazing effects of the shampoo on their hair.  

BLOG 2 
“Reputation is the main ingredient for modern marketing” this is a fact which can be considered as the balancing act which helps the business with activities which benefits the society. Unilever is a very large organization which has been able to proof itself time after time with the quality of its products. This is not the only way in which organization like Unilever are able to develop their marketing. Reputation of this company has also been built through the marketing of their corporate social responsibility process. Doing this has provided this company benefits in the society for being accepted and attracted by the consumers. Most companies try to improve their social responsibility through the elements of their marketing strategy for helping a community with the help of different types of services and products. For the promotional practices of Unilever building its reputation with ethical practices is also a very effective way of directing the focus of the customers towards the business and its products. That is the marketing strategy of the company towards the customers which impacts the business very positively. Specifically for the growth of competition this is the best strategy of marketing which can be used effectively. 

BLOG 3 
Have you ever wondered what makes the products of Unilever so unique? The reason behind this success of the company is due to the brands positioning which helps the organization in presenting the personal touch to their customers with their target products. This organization has continuously placed vitality at the heart of its brands positioning which has impacted the organizations personal care. Positioning has helped with a stand out performance in the crowd of the sellers which provide a clear enabling of the efficiency and effectiveness for communicating the products with the brand and be able to be productive and visible such that it is attractive to the customers. The market positioning is a strategy which has been considered to be a refined and optimized periodically responding to the changes in the market place (Vinerean, 2017). In order to achieve the efficiency in the market positioning this organization focuses more and more on analysing the target market of the organization. It helps them to understand the content which is required for the organization. Analysation of the competitors can help the business in understand the comprehensive needs which are needed to be addressed for gaining a competitive advantage. Generally the positioning strategy of this company is considered to be most effective in the quality positioning strategy in which they are willing to pay the customers of higher-quality. All these steps of the business leads it to a statement which allows the company in branding to be done in the perceived target market.  

BLOG 4 
“Best way to fix a relationship with the customer is through marketing mix”. Marketing mix are those multiple areas which focuses on the comprehensive marketing plan. It can also be referred to as the common classification which begins at the four P's that are, product, price, placement and promotion. It is an effective marketing tools which helps the business in touching the broad range of different areas which allows the business in fixating the one clear message for the organization. Unilever has been expanding its consumer goods throughout the years. It has produced more than 400 different brands of products (Hanaysha, Al Shaikh and Alzoubi, 2021). This shows the diversity of its products and also the effectiveness of the different criteria shows how good its product mix is which leads to a diversified product mix. This is the reason why the customers have been able to build a strong relationship with this company as it haw product of all the different categories. These products of the company are designed in for satisfying the customers needs and wants. This can be considered to be the efficiency which the market of the product and service requires. It is very important for the organization to identify the differentiates it from competing products and services. It can be said as the important part of the determination which are helpful for the other products and services that can be marketed in conjunctions with it.  

BLOG 5 
“Winning at market place require victory at the workplace”, this saying shows the importance of people in the workplace for the marketing of an organization. In Unilever the management of the individuals are done very effectively. People of the organization are basically their assets which was explained in the human capital theory. This theory posits that the human being can increase the productivity of the capacity through greater education and skills (Jin, 2019). According to this theory talent is good for an organization if it is preserved as it helps to increase the productivity and efficiency at the workplace. In the marketing mix the one part of the 7P is people. Thus, showing that the people of the organization are very essential for the business in the development of their marketing practices. Unilever has implemented innovative ways for ensuring high employees motivation and this motivation has helped it to make this company into a great asset. Tracking employee motivation carrying out surveys or employee interview Unilever can be taken as an example by the small and large companies. People of this company are the ones which develops the products and services in all sorts of setting. This is what makes it an important element of the services marketing mix. The transactional interface between the company and its customers need people to deliver the service and collect the money for getting paid on behalf of the company service. 


BLOG 6 
How effective pricing strategy helps Unilever in the marketing practices? Price for the marketing is the sale prices which the company uses to give the customers an idea of the value of the products. It is the duty of the organization to ensure that the product price includes all different cost related to research, development, manufacturing, marketing and distribution. Effective pricing is not always keeping the lowest price in the market. It is about having profit with competitiveness with the market price (Pomering, 2017). Unilever prices its products on the basis of the consumers perceived quality or value. This is value based pricing which helps the business with effectiveness in the organization. This organization focusing of different types of pricing. The marketing oriented pricing strategy in which it entails with setting points based on consumer goods market factors. In this the competitors prices are used for the determination of appropriate pricing. Some best strategy of Unilever for its pricing is when it provides the products in bundles such that customers can gain discounts which they require for different types of variations. This gives the customers more scope and opportunity to spend less and be effective in the pricing. This is the way in which the marketing strategy of this company takes shape through its pricing method and allows it to suit its variations in company's goods and target market. 

BLOG 7 
“Where should Unilever sell its product?” this is a question which has no particular answer. As it is essential for this company to market find products for the customers not the customers for the product. This means that the product is of the company needs to be managed properly such that the customers are satisfied. The place in which Unilever reflects the extensive reach of the business in the consumers goods market. Unilever utilizes different ways of reaching the customers. Primarily it sends its products to the different retailers with the process of distribution for selling its products (Stead and Hastings, 2018). Very occasionally this organization use Kiosks for introduction of the products which is generally a new one to directly to the customers. This is way in which the company makes personal selling. With the right collaboration in the organization the company promotes a limited selection of products through these Kiosks. Some times this company with subsidiary, utilize it for a very good strategy can help the business sell the products directly the customers. This organization uses this method as it does not have to make any strategy for marketing for the consumers in the business allowing the business to be effective in the marketing of the products. 
 
BLOG 8 
Marketing of the food and beverage of this company are does through providing the nutritious products which makes the marketing and advertising each for the organization. The application of the principles of the marketing food helps the business with beverages. The evolution the principles in the light is said to be a continued concern about childhood obesity. This organization uses social media to spread good messages and marketing essentials to bring forward idea which can improve the marketing effectiveness of the business (Kwok, Tang and Yu, 2020.). It can be thus, said that the management of the organization voluntary initiatives is for advocating responsibility of marketing on the food and beverages for over a decade. This organization promotes health of the individuals from consumption of the products of the organization. It provides the company with the building of reputation which is a great marketing strategy for the organization. Unilever does through the help of models and actors in which it creates a positive image of the products of the company. Also, this company recognizes the influence which is created by the marketing and advertising of the consumers which helps the business in taking responsibility seriously. This company always maintains its responsibility towards the types of marketing it goes allowing the company to be safe and also provide the clear information for using any risks which are associated with the use of the consumers. It can be said that with a total support of consumer's right the products and their will for transparent ingredients, nutrition values and the health.  

BLOG 9 
“Digitalization is the new tool in marketing” this is a term which utilizes a strategy of the company with management of the organization. This is a new way of marketing in which the company utilizes new technologies for improving the digital marketing efforts (Mahmoud and et., 2017). It can be said that the increasing the marketing spendings of the business is for planning the current quarter of the business. It can be said that the higher spendings will help the business in traditional branding and also marketing the investment for seeking the new ways of marketing. The spending of the company which turn out to be a very productive asset which helps it in the long run. Allowing the company to invest its products in the organization allows Unilever digital campaign to be a strong step for ensuring the advertising in the brand with a safe environment. 
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