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Marketing Fundamentals 

[bookmark: _Toc59909922]Introduction 
The concept of Marketing has debuted as the most important issue in the 21st century on running a business successfully and effectively (Strauss and Frost, 2008). This paper aims to discuss on the Marketing concept drawing the example of a multinational organization (Amazon) to compare the marketing concept with practical business operation lead by Amazon very precisely. A reader will get details knowledge on marketing concept, stages of marketing mission vision concept, business tools discussed under Marketing concept etc.
[bookmark: _Toc59909923]Processes and stages of marketing including the role of the marketing mix
To Drive a business in today’s competitive arena, a leader must need to process marketing techniques uniquely. A solid implementation of marketing mix renders the maximum reach toward the targeted customers.
[bookmark: _Toc59909924]Marketing definition
Marketing is the process by which a company creates its value through a set of mechanism to render the maximum return from the market (Thamhain, 2014). In a simple word, marketing involves the activities start after the production of goods to the end of providing goods to its customer. There are a lot of activities a manager needs to do. The manager has to come off transportation, packaging, pricing, promotion, to avail their products in the market.
For example, Amazon appears with dynamic promotion across the world stage to accomplish the attention from customers/ target customers living in different countries (Amazon.com: Online Shopping for Electronics, Apparel, Computers, Books, DVDs & more, 2020). Amazon also engages in packaging the product, pricing the product and delivering the product to final consumers.
[bookmark: _Toc59909925]Main stage of marketing
Amazon a multinational company in USA, operating its activity in various countries including United Kingdom. The company is based on E-Commerce that sells multifarious products. It collects order from customers, manufactures product and finally it delivers products to the person who ordered. The company has to maintain various factors as a marketing activity.
[bookmark: _Toc59909926]Mission statement of Amazon
Amazon-like other company set their unique vision for long term and missions for accomplishing the vision. 
[bookmark: _Toc59909927]Vision: Vision is normally taken for long period by a particular organization (Amazon.com, 2020). Patient can be altered once it is accomplished.
The vision of Amazon is to be the world's most customer-centric organization building a web where customers will get whatever they want. Amazon is committed to availing their products anywhere in the world where network is available for making their customers happy. 
Mission: Mission is a set of activities that a company needs to keep going for attaining its long-term goal (Strauss and Frost, 2008). It can be either short term or long term. Amazon follows different types of missions. Sum of national given below.
· To offer qualitative products
· To give updated products
· To hair the experience from customers after selling the product
· To empower individual in their nation offering themselves dealership
· To keep the ingredients solid and set
[bookmark: _Toc59909928]Situation analysis
There are 5 key ingredients visa customers competitors’ suppliers’ legal factors and government, needed to analyze the current situation of Amazon.
a. Customers: Amazon multinational company operating its activities in many countries, and it offers multifarious products category, it has a widespread customer across the world. One of the key characteristics of their customers is the customer is tech friendly and well educated. Customer service fond of purchasing their products online.
b. Competitors:  though Amazon is market giant in online E-Commerce business sites, it has to face numerous competitors across the world (Amazon.com, 2020). Firstly, Amazon face to multinational competitors like Alibaba. on the other hand, Amazon has to face local competitors in United Kingdom.
c. Suppliers: as Amazon has numerous products, suppliers who are operating in different industry. For example, Amazon communicates with leather industry to produce bags, etc. which is dependent on leather. It has to communicate with tech-based industry to offer technological products. But apart from that supplier, they have huge capacity to produce their product. 
d. Legal factors: Amazon has to go through obeying a numerous legal factor which was set by both nationally and internationally. First of all, Amazon has to follow the rules and regulations set by the United States to produce the product, to export the product outside of its nation. Even Amazon has to obey safety code in producing products
On the other hand, Amazon has to follow the rules and regulations set by a particular nation to sell the products in their nation. for example, Amazon has to maintain rules and regulations set by United Kingdom to sell the product in United Kingdom.
Government: Amazon has tremendous government support to carry on their activities (Amazon.com, 2020). Even other nations welcome Amazon as it can offer best products to their people and it has a big capacity to meet the demand of consumers. 
[bookmark: _Toc59909929]Strategy, implementation and control
Amazon has to follow three core activities to gain market share and keep itself in leading position. Strategy is one these plans that focuses on building different set of policy and plan for capturing future growth of the market and setting solid plan for organization for running its operation (Thamhain, 2014). At implementation stage, Amazon seeks to walk according to the plan set institution level. The process includes promoting, establishing distribution channel etc. activities. Finally, a Close monitoring helps to identify if any look for 7 within its plan as control. They keep this process going on. 
[bookmark: _Toc59909930]Macro environment analysis
A company have to solid idea of the macro environment that is called the external environment of business across the world to run its operation competing different auto competitors. PESTLE, a business tool that gives proper scene on 6 core issues of different business phenomenon to the analyst. Analysts can decide on this based on those 6 issues to move forward business. 
· Political: the decision for example tax rate, program, antigovernment protest, etc. made by political party and ruling party, may sometimes hamper the business activity of any organization. again, the decision that is taken by political party can be very effective for running the business.
· But political factors will bring too much negative impact on amazon's activities. Because Amazon is not going to open market sales. Most importantly, it engages simply delivering the products based on the water that it gets. But if the valence is continuously going on, trade between China Vs USA sustains for long period, order will be slightly reduced. 
· Economic factors: Economic growth, buying power ability, unemployment rate in a particular nation, exchange rate of a particular nation may significantly impact on business sector. After 20 centuries, every continent is getting larger day by day in terms of their buying power. This changes to grow the economic size of a particular nation. Amazon as a multinational company has a huge opportunity considering the economic growth lead by the advancement of 21st century. 
· Social factor: Factors like age, the character of choice, taste, demographic size etc. can have an impact on product category of particular organization. Amazon is free from above factors, because Amazon doesn’t appear to specific group of customers. Amazon offers its product in open market by online. The volume is calculated on the responsiveness from customers automatically. So, there is no chance of getting impacted by social groups. 
· Technological factors: To sustain in market for long period each company needs to introduce new technology to offer updated products among the people (Strauss and Frost, 2008). For Amazon, as it is based on E-Commerce site, it has huge responsibility to have continuous development in this field (Amazon.com, 2020). Otherwise, the company will not sustain itself. But Amazon comes off installing and developing high technology in producing product, operating activities. As repercussion they are successfully able to hold the number one position.
· Environmental impact: operation lead by a company can either positively or negatively impact on the environment. It depends on the nature of the company. In terms of Amazon, environmental impact very positively due to their operation. Because Amazon is working for the development of environment. Given the production system of Amazon is not hampering the surrounding environment.
· Legal factors: The factors like obeying the code of conduct set by a nation, to run a particular company’s operation are called legal factors. Amazon as a business has to maintain the code of conduct. It has to follow the safety rules of labor, ethics in producing product etc.
[bookmark: _Toc59909931]Porter's five forces model
It is a business model to analyze an industry before entering. Outcome from analyzing this tool is that the manager will decide whether it will enter a market or not.
· Threat of new entrants: Today's business world is open for all. There is no restriction for a particular organization to come into this market. There is a huge opportunity for every company to come into E-Commerce business. As a result, the threat of new entrants is higher in the e-commerce business. Availing the rules and regulations set by world trade organisation, any institution can come into this market and continue its operation.
· Bargaining power of Suppliers: the bargaining power of suppliers is relatively low in e-commerce business. Today's world is open, so if any supplier demands high rate, the company will switch to other suppliers to collect the materials.
· Bargaining power of consumers: In E-Commerce business, the bargaining power of consumers is also very low position. Because the consumer cannot be again with the price that is offered by the company. Consumer has to accept the price that the company offers. But a company cannot ask for high prices because of market competitiveness. 
· Threat of substitute product: level of threat of substitute product is extensively higher. There is much local organisation that is offering the same product that Amazon is offering at low cost. As a result, many consumers prefer local product as alternative of Amazon.
· Threat of Competitors: A multifarious organisation engages itself in online product selling. Due to high level of market entrance, this industry got a huge competitor. The rivals are coming with updated product, new technology to sustain in market. 
	Particulars
	Level

	Threat of new entrants
	High

	Bargaining power of Suppliers
	Low

	Bargaining power of consumers
	Low

	Threat of substitute product
	High

	Threat of Competitors
	High



	





Figure- Porter's Five Forces (Self)
[bookmark: _Toc59909932]SWOT Analysis: It is a business tool responsible to analyze the internal and external factors of a particular company for making flexible decisions. SWOT analysis of Amazon is given below.
Strength: low cost structure is one of the greatest strengths of Amazon. The company is variable to offer a product at low cost keeping its quality. Brand Image is now considering as one of the greatest strengths to you have attention potential customers. Technological development provides Amazon a huge advantage to develop new products, to grab the market size.
Weakness: One of key weaknesses of Amazon, it takes huge time to deliver the product (Amazon.com, 2020). It becomes very hurdles for consumers to get products from themselves. Available payment procedure is also not suitable for many consumer livings in different countries to buy products from Amazon. 
Opportunity: Rapid economic expansion in different continental gives signal to Amazon that the market size is getting larger. So, Amazon still has a huge market to thrive in the future. Investing in untouched sector is also an opportunity for Amazon as it has huge revenue. 
Threat: the rise of local and multinational companies based on E-Commerce sites can potentially cut the market size of Amazon. For example, Alibaba operates its business based on online E-Commerce site. Their potential grabbing a huge market. On the other hand, local companies are also taking news market share. This can be a potential threat to Amazon.
	Strength
Low Cost strategy
Brand Image 
Advanced Technology 
	Weakness
Delay Delivery
Payment Difficulty

	
Opportunity
Unutilized Market Size 
	
Threat
Rapid growth of competitors



[bookmark: _Toc59909933]Market segmentation, target and positioning
[bookmark: _Toc59909934]Market segmentation
It is a process of segmenting market based on the nature of consumers, choice of customers, demand for the product Amazon segmenting its market based on different continents across the world (Strauss and Frost, 2008). Amazon has identified that the people living in different continents have different methods in terms of buying the product from themselves. As a result, Amazon comes off producing different products category to different continent.
For example, Amazon relatively offers products whose price is relatively higher in European market. Because, economic condition of Europe is better compared to the South American continent, African continent. Again, Amazon offers products at lower price in South American continent and African continent as economic condition of these continent is not so high like Europe.
It has also segmented its product considering religious pattern, density of people, gender and life cycle stages of choosing product by people.
[bookmark: _Toc59909935]Target market and positioning: Amazon mainly focuses on following three types of positioning
1. Multi segment positioning. Amazon would like to offer a wide range of product categories. The online retail giant is currently offering almost 120 million product categories.
2. Adaptive Positioning: the online giant is too much careful about market conditions. The organisation closely monitors the ongoing environment across the world. And it decides to cope up with the changes happens in international market for keeping their position at number 1.
3. Anticipatory Positioning. This positioning refers that the segment will instantly give a low turnover. But in future, this segment will give higher turnover. 
[bookmark: _Toc59909936]Marketing mix of Amazon
Marketing mix is a group of activities taken by the marketing manager of a particular organisation to accelerate the marketing activities of the farm. Here, goes the marketing mix of Amazon
· Products: Amazon is offering more thousands of products under 500 categories. Amazon specialists supply consumer electronics, gadgets, health related products, leather, clothes watches, etc (Amazon.com, 2020).
· Price: it takes a mixed price history for pricing strategy for pricing thousands of products. It sets the price for some sort of product for grabbing the market at lower value. It charges higher price for some sort of products to grab luxurious customer. 
· Promotion: Amazon highly focuses on promoting its activities to reach the market. Online media is a key promotional tool for Amazon. And the most advantage of online promotion is that it takes lower cost to promote the product of Amazon. Amazon offers affiliated marketing to many web builders. This web builder form of the product of Amazon in their website at a cost charged from Amazon.
· Place: at the genesis of amazon’s journey, the place was in America. But with the expansion of business across the world Amazon come off delivering its product to more than 130 countries very actively. As a multinational company Amazon sets its place in many countries to deliver its product for satisfying the consumer living in different countries.
· Procedure: the procedure is so simple to deliver its products. Amazon takes orders from its customer, based on the water there is a simple product to deliver to consumer. They use a shipping system to reach their customer who are living outside of United States. 
· Physical Evidence: in terms of identifying staff or employees for running the operation Amazon is very strict. The inclusion of public technology provides Amazon with a huge edge to produce qualitative products (Amazon.com, 2020).

[bookmark: _Toc59909937]The role of marketing in creating value for customers

The role of marketing has important role in bringing the product to the market and facilitating the sales volume (Thamhain, 2014). The role of marketing is discussed below in creating value.
[bookmark: _Toc59909938]Social Marketing: it is a promotional strategy that takes place in social media like Facebook, Twitter, YouTube etc. A promotional department utilizes what is media at a lower cost. At the same time the company can reach out to the billions of customers. 
[bookmark: _Toc59909939]How Amazon used the social marketing:  90% promotion of Amazon is taken in social media. Among many achievements, Amazon utilized social marketing in following issues.
· To create social awareness: the promotion strategy taken by Amazon has a huge impact on rising social level test to buy product from online. in earlier people are not used to buy products using online media. But an application of marketing strategy smoothly by Amazon help to aware people in purchasing product. 
· To Reach out maximum potential customers: social media is open for the world. Amazon together and advantage of using that platform to promote its business strategy. By using social marketing, Amazon is successfully able to reach out the potential customers living in different continents.

[bookmark: _Toc59909940]Branding: the way of informing people about a product sales call branding. branding tales that a product comes into market with a unique characteristic. Company introduces their tagline big idea in market to inform the people. 
[bookmark: _Toc59909941]Advantages of branding: 
· A systematic branding helps to acquire potential target customer’s attention for selling products to themselves
· Good branding may bring a good brand image to market.
· Branding helps to attract customer mind 
[bookmark: _Toc59909942]Branding strategy followed by Amazon 
Before promoting robustly, Amazon took aware campaign on buying product via online as branding strategy. Once, they had come off awaking people, They Introduced their BIG IDEA- Put the customer first; Invent, and Be patient.  They established this big idea with different sorts of slogans like work hard, Quality Matters, save time etc. to promote the big idea. They have chosen different types of promotional media, like social media, print media TVC etc. to carry out branding strategy.
[bookmark: _Toc59909943]Ansoff Matrix: Ansoff Matrix, a strategic business planning tool that tends to provides a solid framework and structure to assist assigned managers for future market expansion. Amazon can use Ansoff Matrix to take diversifying decision. Amazon will require to take a diversification decision based on comparing the issues which are analyzed in the Ansoff Matrix tool. Ansoff Matrix strategy will show Amazon four equations to take decision where the company should belong.
Ansoff Matrix strategy helps managers to take decision where the Value of company should remain out of four stages which are market penetrations, product development, market development and diversification. This is how Ansoff Matrix strategy can increase the value of a company. 
[bookmark: _Toc59909944]Relationship Marketing
Relationship marketing is a process by which a company builds a strong relationship with its stakeholders (Strauss and Frost, 2008). Relationship marketing renders a huge benefit for Amazon in converting customer in loyal customer for long product time. This process will make stakeholders bound to believe that Amazon is doing great for themselves. Amazon uses sales discount, sponsored, etc. acknowledging the effort of employees, investors, suppliers to build relationship marketing

[bookmark: _Toc59909945]Stakeholder engagement and their impact on the marketing activities of Amazon 
[bookmark: _Toc59909946]Stakeholder is a group of people entity party organization who is are connected directly or indirectly to a particular organization (Armstrong et al., 2005). For example, investors, customers, clients, suppliers, government, rivals, competitors can be the example of a stakeholder of a particular organisation. Each stakeholder has a significant key role in accelerating the business’s operation done by a particular organisation. In today’s business arena, a company has to depend on many stakeholders to run its business very smoothly. What type of stakeholders a company has depends on the characteristic of that organization?
Internal and external stakeholder of Amazon
The stakeholder of a particular organisation can be divided into two categories which are internal stakeholder and external stakeholders.
Internal Stakeholder: the people or the party who are directly connected with activities of an organization is called internal stakeholder. Employees, manager, owners are the example of internal stakeholder. This type of party is directly connected with organisation. Internal stakeholder is the main driver of moving the operation of a particular organisation. The probable success of an organisation significantly depends on the performance of internal stakeholders. 
The founder of Amazon Jeff Bezos, employees of Amazon who is associated in producing product, the manager of different department of Amazon are called the internal stakeholder of Amazon.
External Environment- the party, entity or the people who are connected with a particular organisation indirectly in accelerating the activities of that organisation are called the stakeholder for that organisation. Organization needs to cope up with business environment. It needs supportive environment to carry on its business activities. External stakeholders are the key source of those particular facilities. Suppliers, creditors, society, government, customers are the example of external environment. This type of entity is connected with the company indirectly.
Amazon is indirectly connected with the government as Amazon has to maintain the rules and regulations set by the government, even they have to give documents that are mandatory to disclose (Amazon.com, 2020).  Besides that, consumers who buy product from Amazon, suppliers for supply ingredients to Amazon, society that is being affected positively or negatively by the operation of Amazon are called external stakeholders (Amazon.com, 2020).
[bookmark: _Toc59909947]The way of establishing communication with stakeholders and their impact on marketing activists 
In terms of communication with internal stakeholders, Amazon sets a lot of conferences, meeting, telecommunications, written guidelines (Armstrong et al., 2005). The communication level is set in a systematic way that is free from any symmetry gape. Communication takes place in two stages. Firstly, the communication is disseminated by orally through the medium mentioned above, at second stage, all the contents who is has been discussed are cemented to internal stakeholder in written document.
In terms of communication with external stakeholders, Amazon uses promotional media to reach out to customers, appointments with potential investors/invitations to potential investors utilizing proposal. Publishes documents for the general public, society and government. These are techniques by Amazon to communicate with stakeholders.
Both internal and external stakeholders have a piece of huge information on the market and customers. Companies can easily utilize this available information to promote their marketing strategy is very effective way for reaching out a huge people to generate the sales volume in future (Strauss and Frost, 2008). Experience and thought share to buy the stakeholders help marketing manager to reduce the cost in marketing strategy. Even with their, marketing manager can easily take decision who is promotion listed is it has to pick up.
[bookmark: _Toc59909948]Conclusion and Recommendation 
The above study holds the concept of marketing in detail. A reader will get to know how essential it is to have profound knowledge of marketing before starting a business. As a recommendation, a company has to construct a solid Marketing department for constructing a solid marketing strategy. Without understanding different marketing tools (like SWOT, PESTLE, Potter’s Five forces) to select the best marketing strategy, it will be suicidal attempt for an organisation to run its promotional media.
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