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[bookmark: _Toc502946742]Task 1(A)
[bookmark: _Toc502946743]1.1 Introduction 
Marketing includes all the activities that a firm does in order to acquire customers as well as maintain a relationship with them. Marketing activities not only associated with selling of a product but also other necessary activates that influence customers purchasing decision and retain those customers for long period of time. In reality marketing establish and maintain relationship with customers. To be successful in any business appropriate marketing strategy is necessary (Armstrong and Kotler, 2005). To determine the appropriate marketing strategy, it is very important to understand the nature of the business, industry in which the business operates and its customer’s behavior. In this study there will be focus on marketing process and its important elements/steps to understand the fundamental marketing activities of an organization as a whole. In this study there will be discussed fundamental marketing tools and tactics using appropriate theories to promote “CoCo” a bottled organic coconut water a new product in UK beverage industry. 
[bookmark: _Toc502946744]1.2 Marketing Process 
Marketing process is the combination of few steps that should be undertaken to fulfill marketing needs of an organization. Marketing process includes various activities, for better understanding it can be divided into five major steps. The five steps or stages of marketing process are understanding of the mission  of the firm, situation analysis, formulation of marketing strategy, marketing mix decisions and last of all implementation and control. These steps are crucial for successful marketing initiatives for any kind organization. In this paper there will be analyzed these steps elaborately to improve the understanding of fundamentals of marketing.
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[bookmark: _Toc502946745]1.2.1 Analysis on mission and objective 
The marketing process of a firm starts with analyzing the mission and objectives of the firm. To the marketer, it is very important to understand what is the basic purpose of the firm or in other word, why the firm do exist? If there is lack in understanding of the mission and objective there will be disproportionate allocation of resources and efforts by the marketer.  Proper understanding of strategic mission and objectives of the firm provide clear vision to the marketer to devise marketing policies as well as design products or service and how it will benefit the ultimate consumers over the long term.  More specifically, in this mission statement, firms often state their purpose of the organization and describe ongoing role for the organization's product, service or expertise. The mission statement of the CoCo is “ Drink CoCo  live better”. As coconut water is a healthy drink so it will be an alternative to the existing soft drinks. The mission of the CoCo is to provide alternative healthy drinks to the people.  Along with the mission the marketer should also focus on specific objective of the organization set by the top management of the firm.  The main reason for focusing on the objectives is that, objectives are often expressed in terms of quantitative targets such as sales/ revenue, profit and market share. These quantitative objectives provide clearer, specific needs of the organization which measureable time to time whether there is any progress or not. At the time of setting any objectives regarding any aspects of the firm the management must ensure that the objectives must be achievable within certain period of time.  Any unrealistic objective may be demoralizing the functional level employees. For example if an organization want to increase its market share 5% the it need may be 2-3 years intense effort but if the management set that target for a quarter it is impossible to do. 
[bookmark: _Toc502946746]1.2.2 Situation Analysis 
Situation analysis is the second step of the marketing process. Situation analysis is needed to access the internal and external factors that may affect the product (Armstrong and Kotler, 2005). Situation analysis can be done using various tools and techniques such as SWOT analysis, PESTLE analysis and many other tools available and the marketer familiar to. In most of the cases firms use SWOT analysis to assess and prioritize different elements of its external and internal situations which has four basic segments strengths, weaknesses, opportunities and threats. The first two elements of SWOT analysis provide the marketer to detect its internal strengths and weakness which helps to identify organization’s own resources and other two is about challenges and opportunities they may face in future. To assess the internal and external situation of healthy drink’s industry in UK there will be used PEST and SWOT analysis. 
[bookmark: _Toc502946747]1.2.3 Marketing strategy
The second step in marketing process of an organization is to develop the marketing strategies to better compete in the industry. A good marketing strategy is a major strength for a firm which increases firm’s competitiveness in the industry (Cravens and Piercy, 2016). The marketer can select any marketing strategy which he thinks appropriate for product. There are some basic processes of formulating marketing strategy such as segmentation, targeting and product positioning. The first task of the marketer is to identify the potential customer segments and then he/she must prioritize the segment to select the most profitable and lucrative segment to serve and the final task is position its product according to the market demand and value proposition.  These activities involved in marketing strategy are also called STP analysis. The target market is the health conscious youth and adults of the UK and CoCo will be positioned in the market considering this. 
[bookmark: _Toc502946748]1.2.4 Marketing mix decisions 
Another major step in marketing process is the marketing mix decision. The marketing mix involves four basic elements of marketing namely product, place, price and promotion. The fundamental tools for taking marketing mix decision are 4Ps analysis. This 4ps analysis is used to determine the best combination of the product’s attributes which the firm intends to offer to the customers (Ivy, 2008). From long period of time marketers are using 4Ps to take marketing mix decision but in recent time to deal with the increasing level of complexity in the market there has been added three more elements to the existing 4Ps and now it is called 7 Ps. The additional 3 Ps refer to the people, process and physical evidence. 
Product: Product is the most important element of marketing mix. The marketer must have good knowledge about the market and the customers to design a product/service. The product must address the needs and wants of the customers (Goi, 2009). Quality of the product is a major issue and the most important factor in customer satisfaction so; marketer must provide the best possible service. CoCo will provide best quality organic coconut water with different flavors. 
Place: Another important element in marketing mix decision is place and the place refers to the geographical location of the market that a marketer want serve. The marketer should access distribution of the target customers and the capability of the firm. Then he/she should decide which area he/she will be able to serve as well as how to increase convenience of the customers. CoCo will be available all over the UK and in any confectionary shop it will be found. 
 Price: The third most important factor in marketing mix decision is the price of the product. At the time of pricing of a product or service a marketer must be careful about different issues regarding the product such customer capacity to spend, cost of the substitute product, competition in the market and quality of the product. CoCo will be priced in such way it can be affordable to the upper middle, middle and lower middle class people.
Promotion: To create a market for a specific product or service promotional effort is a must.  To introduce a new product market the marketer need to undertake huge promotional activities using different advertising media. Different communication tactic will be used such as social media, local magazine and promotional campaign to promote CoCo. 
People: No business activity can be performed without human involvement. To the business organization customers and the employees are the most important stakeholders. The marketer should focus on the customers’ satisfaction as the business exists due to customers. 
Processes: Process can be defined as the way of doing particular things. Success of marketing and overall success of the organization mostly depends on efficiency process ensures or in other word how efficiently product and service are being produced and delivered as well as efficiency of the communication system.  
Physical Evidence:  Irrespective of the degree of digitalization a firm always will have some physical components in it and the physical evidence refers to those components which represent the image that the firm. To impact the mind of the customer an organization should want to ensure its physical elements and symbols in such a way that implant in mind of tis customer for long time. 
Planners must also choose implementation tactics, specifically, effective ways to use the marketing mix tools of product, promotion, price and distribution to reach and influence prospective buyers.
[bookmark: _Toc502946749]1.2.5 Implementation and control 
This is the final step of the marketing process. After situation analysis the marketer set his/her marketing strategy and decides upon the marketing mix decision, then it is time to implement those strategies and tactics. The implementation process involves many tasks including product design, pricing, promotion and setup the distribution channel to deliver the product.  After implementing certain strategy or marketing policy there is need to measure its impact and performance and last of all, if there is any mismatch or deviance from standard then apply   control activities. The performance of a marketing policy is measured through looking at profits, revenue, customer satisfaction and response to promotional campaign. If there is not enough progress then check the reason and apply controlling tools.  There will be meticulous plan and careful process for implementation marketing strategies to promote CoCo.   
[bookmark: _Toc502946750]1.3 Role of marketing in creating value for customers 
Marketing activities create value for the customers in many ways such as superior product design, bundling, creating brand value, packaging, creating convenience through good distribution channel and good after sales service (Jain and Haley, 2009).  The first value creates for the customers are the product itself so, the main job of the marketing is to ensure that the customers are getting their desired product. The second value is the second P of the 4ps is “price”, the task of the marketing is to ensure good pricing for the product so that customers do not feel that they are being cheated and they are getting good value against their payment.  Another value created by the marketing is the “place”, and marketing activities ensure the convenience of the customers. The customers must get their product from their convenient place.  Another value that is created by the marketing is “promotion” customer must get enough information about the product. Good value proposition ensure customer satisfaction so, the major task of marketing department of a firm is to ensure that people are getting good customer value which will benefit the firm in long-term. As CoCo is healthy product it will create huge value to the customers and there will be used all marketing techniques to create superior value to the customer. 
[bookmark: _Toc502946751]1.4 Stakeholder engagement and their impact on marketing activities 
Stakeholder engagement is considered as one of the keys to success in marketing activities. To increase the effectiveness of the marketing campaign or initiatives a marketer need to ensure engagement of the various stakeholders such as customers, team members, vendors/distribution channel partners, supply chain  partners, campaign partners, investors/financial partners, community and society as a whole . Customers are the most important stakeholders to promote a product or service. If the customers are satisfied with the product/service then they work as word of mouth (Knox et. al., 2007). Moreover, when any company is concern for well-being and interests of the customers and the society then the customers often get interested to promote the product for social well-being. 
Another stakeholder that is crucial for the marketing of a product or service is the vendors or distributor channel.  If a marketer can ensure engagement of the people who are in the distributor channel then, it became easy to communicate with customer. Especially, a firm launches its new product then the retailers can influence the customers to taste the new product to their regular customers, as stated by Kumar (2010). Engagement of the campaign partners and the media is really effective. If marketer can engage these people through different motivation, then it became very easier to promote a particular product. To promote CoCo there will be engaged all stakeholder s like customers, team members, vendors/distribution channel partners, supply chain partners, campaign partners, investors/financial partners and community.
[bookmark: _Toc502946752]
Task 1(B): Personal reflection
The most important thing I have learnt from this study that, how to conduct a systematic study on a particular subject matter.  It is very important know how to write a formal report following a appropriate method. In this study I have learnt a lot about different aspects of marketing tools and tactics use to promote particular product. This study was how to use fundamental tools and techniques of marketing to promote “CoCo” a bottled organic coconut water, a new product in UK beverage industry. As CoCo is an organic healthy drink and todays context it has a great social significance. It will be easier to engage different stakeholder and communicate the core idea of the product.  To increase the awareness and interest in this project there will be used a wide range tactical communication tool such as email marketing, blog post, local newspaper advertisement, website online advertisement, public relations and writing in the local magazine. There will be applied integrated marketing approach to promote this project because to address a variety of audience group integrated marketing approach is the most effective tactics. 
This course has a significant role in improvement of my management skills.  There were different topics on fundamental of marketing which have been contributed to my knowledge in different ways and that will ultimately enhance my efficiency and employability in future.  In this study and I have gone through extensive study on the fundamental of the marketing that will increase my professional competence. Moreover, I want to mention here the fact that I have developed a critical mindset at the time of writing this report. I have understood that developing a critical mindset is important to describe different issues of the research project. To carry out this study and analysis of different aspects regarding the project critical thinking was very important. As there was needed a critical thinking/ mindset to study and specially to rationalize application of various theories in a real context the discriminative logical thinking played a significant role.
Along with subjective knowledge my writing skills also have improved in a major way after engaging in this study. To develop one’s writing skill is very crucial to write blog posts. To complete this study the blog post I have written will enhance my writing skills. To continue business communications in real business world the importance of writing will always remain significant. Moreover, this project has enhanced my perception on different aspects of marketing and communication. Last of it can be said that, this study will enhance my comprehensive understanding about the   fundamentals of the marketing. 
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