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A great number of companies are operating in the corporate sector, and they use different operational tools to remain Up to date and stop to data and guarantee smooth operations. One such tool is the marketing as it plays an especially important role in the development and growth of the business it is used to let people know of the offerings that business so providing in the market. Once a product has been made by the company they now must tell and educate the masses about it so that they know about service and buy it if it falls under the category of their need. Marketing has a great role to impart in business as it is something very imperative for the growth and profitability of the business (Lancaster and Withey, 2006)
Experts of marketing have been involved in making great efforts to provide such a tool that will enable the company to reach out to the masses. Four basic elements that have been discussed here have a look at marketing-mix planning, marketing implementation, and marketing control (Lancaster and Withey, 2006).
[bookmark: _Toc49514456]Strategic marketing analysis
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This reaches out to increase the overall revenues that the company generates so that the firm gets more profit in less time (Joshi 2005). Firstly this is done to providing the products that match the demands of the customers and secondly it is done through extensive marketing so that the company can penetrate deep into the market and make sure that great population knows about the products that they are providing. Certain products that are made for everyone and some products are made for a group of people (Smith and Albaum, 2005)
Market segmentation is important because it divides the customers into groups so that targeting becomes easier. Also, a division of customers will make it is easier for the business to address the needs of all the customers individually and in the best way. This can be understood through an instance that a bank provides the loan to all but if it divides the group of customers into segments then things become easier for them as they have different groups that require certain service like the home loan, Car loan, Student loan, etc. are divided into groups so that specialist can properly address these people. Corporate Giant usually uses this technique of segmenting the market so that they can individually address and entertain the customers fully this will make them able to provide services properly and generate more profits through proper services (Lancaster and Withey, 2003)
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Presently various ways of marketing are being used in the corporate sector by different companies that involve individual marketing it means that the company is targeting a single individual to educate them about a service or product. There are different ways like social media, emails, and others. 
This can be understood through an instance that Airbus manufacturers A380 but the customers that are the airlines require certain changes as per their specifications, so the company must entertain them like Emirates, Lufthansa, and many others. 
This usually increases the profitability of the company because one of the customers is the largest user of this model. apart from this, the company can retain a loyal customer that in the future will be targeted with certain other newer products in the same manner.in this way, the company achieves two targets in a single go that is getting profits in the present and retaining a great customer for the future that will generate more profits (Strauss, 1988)
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The positioning of a product or service holds great importance as it is needed to be present at such a place where there is a great demand of it for this the company needs to research that which product is needed in great numbers at what place (Stone, 2007). For instance, Mercedes would not position their luxury vehicles at a place where people cannot afford it. Another example is that companies like Volkswagen have made safer cars, and they will position them at a place where they are most required 
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The marketing mix is a complete package that provides all the information related to the product’s market and how the marketing of the offering should be carried out by the company effectively. There are usually two kinds of marketing mixes being used by the companies operating in the corporate sector which are 4Ps and 7Ps (Stone, 2007). 7Ps has added two more factors to the already existing 4Ps. These all will be discussed further in this assignment in detail. All this is done to attract a great amount of population towards the product or offering (Mackay and Wilmshurst, 2012).
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It decides that which product is in High demand should add the production is fastened and the company tries the level best to make the product available in the market so that it can be purchased by the customers before a rival could offer the same product and take away the potential market from the company (Mackay and Wilmshurst, 2012). A company should be aware that what product is most needed by the customers in the market so that the manufacturing process that can be faster and the product can be made available in less time is more competitors are trying to do the same. The current era makes it more competitive than ever before therefore operational companies presently should get up and get prepared to provide services at a greater and faster rate so that they can have a competitive edge over all their rivals and do not face problems. Another way to which the company can exceed the sales of a product is through endorsing that product by a celebrity many companies do the same especially the sportswear and many others.
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The company is the one who decides the price of a product, but it is important to perform a great amount of research so that they are aware of the prices that their competitors are offering (Viswanathan and Dickson, 2007). 
This is a strategy or clever planning through which the company aims to price the product competitively like the same as of the competitor so that whenever a customer wants to buy a product they have to compare certain things like the specifications of the product because of the competitive pricing (Withey and Lancaster, 2013).
People tend to choose the products that are cost-effective and not expensive because when they are being provided with the finest quality at a lesser price it is the best day for them. For instance, in the US Walmart is a retail store that is loved by many customers because of the lesser prices it offers to the people. Similarly, even IKEA books all the products on sale they are sold in very less time as compared to when they are on their original prices.
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The placement of the products should be carried out in such a way that the company makes sure that all the products can be easily accessed by the customers show that the sales are not disrupted (Withey and Lancaster, 2013).
A company might offer its product in a retail store, Superstore, factory outlet, and many others depending on their choice. Apart from this, these locations should be there densely populated areas where people visit often show that the products can be bought in great numbers. this does not mean that products cannot be bought by the ones that are living in rural areas there are also shops where these products are offered obviously where demand is high the product supply is also high.
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A company has to devise the promotional strategy as per the mindset of the target audience and currently as people are using technology more often and it has become an important part of their lives, therefore, the promotional strategies and activities are being carried out true social media because billions of people are currently using it therefore through this the farm can Reach out to a great target audience easily (Withey and Lancaster, 2013). 
No matter how you store brand is and how the finest quality product it offers promotional activities are important because it increases the sales simultaneously increasing the profitability and reaching the corporate goals of the company.
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To carry out the marketing strategy effectively and smartly a company often hires competent individuals that can carry out all the activities positively. Marketing experts are aware that how marketing is carried out they do not have to mix all the content and confuse the people they have to convey a message in such a way that attracts the target audience and the target audience is persuaded to buy the product. There are various mediums two in which marketing can be conducted for a product of a company and this is done through researching that where there is more traffic of the people either on social media or electronic media. These are certain Attributes that must be it considered while marketing a product (Coe, 2004) 
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Even if a firm hires the best marketing people they cannot guarantee that the product might be very well appreciated by the target audience, therefore, it requires continuous monitoring and evaluation of the market where a company has placed a product and marketed it extensively (Coe, 2004). 
Feedbacks and reviews are taken on a periodical basis so that the company is aware that how well its product is doing in the market. Moreover, if anything goes not as planned then this is taken as a lesson for the future. My kid is after taking feedback and reviews can amend their strategies.
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Marketing control has been divided into four divisions by the experts these are annual-plan control, profitability control, efficiency control, and strategic control (Coe, 2004)
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It is quite evident that our company first must identify which product will appeal to the target audience in a region they do not offer a novel product in a novel region without doing proper research (Holtzschue and Noriega, 1997). This requires certain tools and surface that allows the company to evaluate the target region and the people that will be targeted in the future let us have a detailed view.
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The company first must analyze the external environment so that they are aware that both challenges and opportunities they will face in a region while operating there feeling. Since all these analyses have been carried out then the company starts working and strategizing if in any case, they come across any unavoidable situation that may hinder their operations. Analytical tools help the company better the most used are the special analysis that tells about the certain external environment and the problems that might occur due to it (Russell, 2009).
Moreover, the company must analyze the situation in which they will be going to operate so that they can align their operations as per the situations prevailing in the market. This allows the company to plan and remain alert in case of any issue (Russell, 2009).
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A marketing plan cannot be made without proper research; therefore, the management must carry out proper research so that they are aware of the current standing of the company in the market and make relevant plans according to it. Several other factors must be considered as the audience one is targeting in the region (Russell, 2009)
The customers are analyzed based on the region they are living, their behavior, the psyche, many cultural aspects, and several other things. This will allow the company to make such a strategy that will attract masses. The goal of the firm is to increase the sales of a product and gain the most profits as compared to the competitors. 
All relevant activities that will carry out in the plan are studied in detail so that the marketers are aware that they are aligned with the corporate objectives of the firm. Presently there are various mediums present to market your products and the best one is chosen by the market is where most of the people can be targeted easily by investing less. 
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Concluding this it is fair to say that marketing is something very important for businesses that are operating in the present corporate sector because it is necessary to educate the people about the products that one company is offering so that people are aware of that offering and can buy. The marketing mixes enable the company to properly make all the offerings available for buying all the customers therefore they are especially important while planning the strategy. Marketing is a mantra to the success of businesses that are operational in the present corporate sector. 
 It is not just wines and strategies it is a complete structural framework that allows the company to reach the corporate objectives easily. True marketing research gets to know how and where the products should be offered, what the requisites of the customers are and what should be the price of the product. Marketing in the present situation does wonders for a company.
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