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· Introduction:
Marketing management is the perfect approach towards finding opportunities to provide your business with profits, benefits, help in satisfying the customers and building reputation of the organization, apart from this also facilitates an organization to compete globally as stated by Gisma Business School (2022). The focus of this assignment is to carry out in depth assessment on the activities related to marketing and how these activities contribute towards the success of an organization. For this an organization is chosen first, which is Amazon in this assignment. Further, detailed analysis is carried out on how Amazon can develop creative and novel strategic plans for marketing and what steps it can take to manage them while keeping in mind that its first priorities should include creating acquaintance about its brand and most importantly satisfying its customers by meeting their demands.
· Literature Review:
Marketing management involves producing and devising new product advancement, marketing and promotions, raising brand recognition through promotion, and finally distributing the products to the market. The major purpose of marketing management is to look after the assets and also functions of marketing agency.  The goal is to come up with a strategy which allow firm to attain objectives that could be accomplished by applying productive and innovative tactics inside leadership formation as stated by Nadikattu (2020). Further added by Wang (2019), this aids in the processing and monitoring of marketing advertising opportunities. Only when there is a concept of procedures which function consecutively, including the impact of risk assessment and recovery planning, can marketing tasks effectively. According to Gisma Business School (2022), any brand's marketing activities are at its core. The success and marketing strategies of any organization are mainly dependent on how its revenue is generated and customers get engaged in activities. As a result, effective marketing management is vital to a company's global image. Bringing novelty into the products and services while advertising yourself into the market is the most productive and efficient strategies to enhance the income. Although, if prior information is not provided to the clients about the new products or services, this approach would be unsuccessful. Further added by Magalie D (2020) while talking about marketing management, its importance is grown in response to increased competition and the need for advanced distribution systems to cut costs and increase profits. The transfer, trade, and mobility of products are all aided by marketing. Right now, marketing your brand is the most sensitive role in a commercial or corporate firm is advertising administration. Customer satisfaction might be evaluated through promotion administration and data in order to optimize promotional efforts for new goods or services. Any possible hazards to the brand's image may be identified and mitigated by a qualified marketing management executive. They may also provide excellent branding activities that will help their company position itself as a thought leader in the appropriate area as stated by Yi (2018).
The Marketing Department has the responsibility of publicizing company's production and assignment. It functions as company's central figure, producing and distributing all marketing materials. The purpose of marketing department is to interact with customers, buyers, financiers, and the broader population while presenting a positive image of your company. As stated by Keleher (2022), further added that basically there are some key functions of marketing department in any organization which contribute towards the success of the company. Moreover Hazelden (2019) added, almost every product or service offered is influenced because of advertising operations. Such actions combine to give the "marketing mix," that outlines the way a business is created, price, position, and also furthers a product or service in a market. Corporation which manufactures many goods or provides services to various markets frequently employs a varied marketing mix for each product or service. The four parts which amalgamate to form up a productive advertising method are; planned advertising study, marketing-mix scheduling, advertising implementation, and marketing control.
In profit-oriented firms, management aim includes addressing the demands profitably. As a result, businesses must determine whose demands they can meet. Then the segments of customer in the society can be distinguished according to their wants as stated by Britannica (2022). Further added by Hazelden (2019), before making product or service decisions, a producer or service provider should listen to its clients and prospects. To discover what customers want or need, companies examine consumer purchasing trends, perform market research surveys, and evaluate rivals' product sales experiences, for instance, after learning; clients who are worried concerning artificial ingredients in makeup and products related to, a cosmetics company might produce a new line of organic cosmetics. Pricing a product or service necessitates a corporation analyzing the market for each commodity, comparing rivals' rates for alike items or services, and determining what price the bazaar would acknowledge as stated by Keleher (2021), assistance might also be provided to business in determining the cost of their products through market research. Pricing is both an art and a discipline, and companies should find both either value is given to products by the clients and also to manufacturing and delivery and the present cost of competing commodities.
The key to advertising your product or service is to create customer demand for it. Product producers and service providers advertise through media targeted towards the product's target demographic to promote a commodity. As stated by Claudia (2020), Purchase incentives like as client faithfulness cards, manufactured goods discount, and aid are common in sales promotional activities that accompany advertising campaigns, she further added that, through news releases and community event tie-ins, an efficient public relations strategy helps market the firm, product, or service. Understanding who your target consumer is the key to selecting the correct distribution channels as stated by Keleher (2021), Marketing managers and supply chain colleagues must collaborate when a novel product, endorsement, or to ensure that all of the company's distribution task are in sequence, a movement is started. 
End-to-end customer journeys are described as a time-based process that shows how customers engage with a company's products and services. Customer satisfaction for any organization is very important, in fact there is an end to end journey of customers which organizations understand and document. As stated by Jouffrault (2020), when organizations plan and document the activities, needs, demands in fact the whole journey of their customers it becomes easy for them to get to know about the experiences of the clients along the way because based on these experiences, organizations take major steps and decision in favor of their customers to provide them with more ease and satisfaction. Similarly added by Lal (2018), when making large or minor choices, all stakeholders may take a fuller overview of the customer by documenting the complete trip. This allows them to always consider the context of where the customer is in their journey and what important at that time. Your customer's interaction with your brand and product involves various individuals, departments, touch points, and pieces of material, and it occurs over time as their knowledge of your product and their personal requirements evolve. Every connection is also a chance to demonstrate your value, strengthen your relationship, and learn from your consumer. Further stated by Frazier (2021), when companies aim to improve the customer experience, they usually concentrate on a few key touch points. Businesses frequently review prior transactions to figure out what went wrong. They frequently refer back to contacts with customer support, sales, and marketing departments. Although this accounts for corporate processes, it does not encompass the complete client journey. Knowing client experiences firsthand is the only way to spot issues that can be addressed to enhance delivery and performance.
Businesses may no longer differentiate themselves based on their location, pricing, features or its product's or service's attractiveness; instead, it all comes down to personal experience. People are paying for the entire customer experience, not simply a solution to a need or an issue. There are a variety of methodologies, frameworks, and technologies available to assist you in identifying key events in your customer's journey and gathering information about them as stated by Hensley (2020). Journey Mapping may be used to map the current state of customer journey as Silver (2018) also stated that, Customer journey mapping is a useful tool for identifying each person's encounters with their trade name, manufactured goods, or assistance. It aids in the documentation of institutional knowledge and highlights how each business function may impact and seek out possibilities that are aligned with your company's goal. Empathy Mapping is a technique for visualizing and articulating what a company understands about a certain consumer group, further added by Stolzoff (2021), empathy mapping helps in Externalizing knowledge about a specific audience; it enables to go beyond basic client profiling, demographics, and personalities to gain a far more comprehensive contextual insight.  It   creates a unique lens through which helps in evaluating how your client experience can be enhanced from beginning to end. Right Stakeholders engaged are also a very vital part of customer’s journey as stated by Franz (2018); Stakeholders play a critical role in assisting the management of possible risks, expressing their unique perspectives on the basis of their expertise, and bringing operational changes in company.
Promotion strategies
Online
· A company must invest in responsive web designs which could attract the customer at first glance and also provide the full information about the product and services.
· To stay in search must use search engine optimization tools which may help to attract the new customers and retain the old ones.
· a company must use email marketing method, such as, sending newsletters via email with the name of the customer. By doing this person feel more connected and feel overwhelmed
· Must do collaboration with the trend platforms for example many company collaborating with PUBG to attract the desired audience. 
Offline 
· For any business newspaper are best source to promote business to mass majority of people.
· endorsements also very common and effective way to give product to media influencer for free to try it out or at discount price.
· Education workshops may help to business to promote business offline effectively because many people might have confusions about the product and if the will learn the original purpose of the product may help to get the desired reach.
· Coupons flyers and loyalty card are also offline method to promote business, For instance, Starbucks give loyalty card to frequent customer and by having card many feel connected to starbucks.



Customer Journey 
Mindfulness (pre-deal)
The revelation stage, through different advertising techniques, data gathering, research stage, searching for clear informing and introductory critical thinking.
Your advertising will for the most part signify which passage point your client showed up at, whether undertaking or individual - the informing ought to mirror the stage they're in.
Consideration(pre-deal)
Discussing choices, maybe yours versus another item, considering valuing, which is the best arrangement, gauging elements and advantages.
Brand mindfulness can have a significant influence here, brand commonality, known history, and saw quality and administration can influence a deal to the more natural or more preferred brand. Hope to increment brand mindfulness in this item space.
Buy (post-deal)
The choice is made, and the buy has gone on, this is currently the tie for guaranteed activity. Try not to leave an in the middle between this stage and first contact. The client should be recognized. Startup your greeting and informing machine to advance the excursion with an extraordinary encounter and an opportunity to move them into additional stages.
Maintenance
Holding a client is troublesome, this is where many will tumble off the interaction on the off chance that they're not adequately upheld.
Keep up with consumer loyalty and "endorsement rating" by proceeding to take care of this issue - and expect future obstacles you can assist your client with. This is where our client experience group assists our clients with working on their involvement in CommBox even further. It's an incredible chance to care for your client's necessities.
Promotion
On the off chance that the wide range of various stages are taken care of accurately, your clients will become fans, fans will give the best promoting you can get. Their effect on the buying choices of others ought to work with additional deals. Now suggestion and prize is an extraordinary lift to further develop deals.
Dropbox developed dramatically in light of the fact that cheerful clients had the option to spread the message and advantage from expanded item includes like extra stockpiling. The business blast and their promoting financial plan was supported through a pyramid type deals development.
Member and reference plans (where proper) imply that client have proactively been suggested your item, this can work with and assist the client onboarding process.

Touchpoint for the company

Pre-purchase:  They are characterized as every one of the snapshots of contact a potential client has with a business before they interface with the actual business. Despite the fact that their singular consequences for clients can not be converted into information constantly, they are as yet an important piece of the client venture for example Any customer who need a product and search about it on the website, listen from the friends and family members, Direct mail or via sponsorships come under this category
Purchase: At this stage person whoa re willing to buy and his need match with the required product or services, visit at the website checkout flow  or interact with the sale support team. Email marketing, direct mailer and Re-targeting ads are also come at the part which make the goal of the business come true by providing product or services to the customers.
Post Purchase: In any business post purchase play crucial role, customer want after sales service to resolve. by doing this they become more loyal toward the business and spread free advertisement to the other, survey is one of this kind. how person feel after purchasing the product and genuine review may help to retain old customers and attract new customers.
Customer Journey Map stages and Analysis

Provided journey map describe the & stages of customer Journey. In particular we took the example of Spotify musical platform. At very first stage customer visit at the App or website  and at next stage start listening the favourite  music. At third stage customer may discover related playlist or song for example sad, romantic, classic or pop.
forth stage if where customer indirectly advertise the app by sharing the songs and playlist via other apps to friends and family. At next stage customer discuss about the lyrics and music of the song and specific playlist. Person who received link of the song or playlist may click and visit in the app and enjoy the music. At the end react to the song and respond to the sender that he/she like that kind of music or not. Owing to this a business get more customer reach. 
[image: Spotify Customer Journey Map]
· Analysis (Case study):
3.1 Amazon:
Amazon.com is a massive Internet-based company that sells books, music, movies, house wares, electronics, toys, and a variety of other items directly or as an intermediary between other shops and Amazon.com's millions of consumers.  Amazon.com has such a significant online presence that its data centers handled 1% of all Internet traffic in North America in 2012 as stated by Britannica (2022). Further added by Forbes (2022), Amazon.com, Inc. is a firm specializing in online retail shopping. The company's three primary areas are North America, International, and Amazon Web Services (AWS). The North America area includes retail sales of consumer products and subscriptions through North American-focused websites such as www.amazon.com and www.amazon.ca. In the Global section, sales figures of consumer items and memberships are available via global websites. 

· Conclusion:
Marketing management is the perfect approach towards finding opportunities to provide your business with profits, benefits, help in satisfying the customers and building reputation of the organization, apart from this also facilitates an organization to compete globally. Almost every product or service offered is influenced because of advertising operations. Different management tactics are required for a successful Internal Marketing strategy. The Marketing Department has the responsibility of publicizing a company's business and mission. It functions as your company's central figure, producing and distributing all marketing materials.  Individual goals must be matched with company goals, and there must be strong consistency and uniformity in wording when interacting with consumers. Amazon.com is a massive Internet-based company that sells books, music, movies, house wares, electronics, toys, and a variety of other items directly or as an intermediary between other shops and Amazon.com's millions of consumers. The research established about Amazon, that it employs a strategy in which customers are given first priority, stakeholders interests are also kept in mind, while conducting commerce. Amazon was able to keep its existing clients while attracting fresh ones. In the future more businesses are anticipated to enter the ecommerce industry as a result of the COVID-19 epidemic, which has prompted the desire to purchase products online while keeping social distance so organizations should work more on brand awareness and managing their marketing strategies.
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