The best way to define Marketing is simple, it is a subject that helps businesses to show off their business and create a buzz for their product or brand. Marketing started a long time ago dating back into the 1800’s but was far more different to how marketing is perceived today (Wainwright, 2012). Marketing was classified as selling something, whereas today is more about promoting a product and making sure customers understand what your product is, where it came from and what it can do for you as a customer. An introduction into the modern world of marketing can be very tricky, it is a continuous competition and branding, price and product is the most important part of marketing. We are now in a generation where you must move quickly, and this can sometimes cause issues as it all depends on the companies budgeting and time. In previous years one product could be marketed for long periods of time and actually become a household name and create and brand itself over a course of time, where as today’s marketing is very different depending on what an individual would like to promote. I think prime examples of previous products that have gained their place in the marketing sector could be simple products ranging from chocolate bars to vehicles taking years to establish their branding etc and now everyone knows that specific product and rely on the simplicity of what that product is and what the customer likes. Prime examples of products and companies that brand quickly in todays era are companies like Argos, Amazon and many more. These companies are fast paced and offer customers needs for example Amazon offer same delivery if ordered within a certain time frame. It is what everyone wants quick and efficient service. Argos offer reservations, therefore that product is ready for you straight away, it fits with today’s society, quick and fast living. This is what appeals to customers. Products that have been taken from previous marketing that have started over a course of time and gradually made it big and expanded are e.g. Coca Cola for example have been established for years, most of the population around the world have used this product or know of it, but with this specific product they keep with today’s trends and keep them current. This company have constantly kept up to date with the trends for what our era are. You only have to look at the Christmas season that everyone knows about, the Christmas coke lorry. Its what everyone talks about and has been a constant over the last few years. It appeals to all kinds of people and it’s a product that most love and want. In the next part of this essay, it will become clear what makes for good marketing and the mix that it can be put into. There is no easy way to establish products, companies etc. Done correctly it can be created quickly and efficiently but also needs to be assured that it will appeal to its public and will catch someone’s eye and stay in the mind. 

Looking at different marketing strategies from past to present helps to make individuals understand what makes for poor marketing to excellent marketing.  
Marketing has changed over the course of the years, previously it was just on television adverts, billboards etc, now you have social media and that is by far the quickest way to spread awareness of a product or a way of advertising what you want people to purchase from you or acknowledge. 
It seems that social media is the quickest, easiest and cost-effective way to advertise and it is spread relatively quickly. It is a case of spreading the word through one click of a button.
Noting from various information gathered that marketing seems to be defined by the 4p’s, Product, place, price and promotion. It is a simple strategy but once looked at into further depths really helps to understand how important these are. 
There are two types of products to consider, there is the:
Tangible products that you can you see touch or smell, it is something that you can hold in your hand and physically see the product.
Intangible products are the ones that you can’t necessarily see touch or smell but that will not stop you from selling the product.
Looking at the two different products you can see where it can get difficult and completely different to promoting your products. One would say it is harder to sell something that you can’t physically touch as this is how most customers would engage with the product. Intangible selling is emotional selling, you need to let the customer build their own picture of the product you are selling, an example of this is maybe a car insurance policy, therefore telling the customer how important it is for them to have this product and what could happen if they don’t have it, is a way to build up a clear picture for the customer to have interest in this product. It is then that the competitors come into in because now you have to fight for your place and prove that you have something different to offer. Tangible products are easier to sell to some degree because the customer can physically see the product and can assess it for themselves, it is for you to then push through with your marketing the pricing and the promotion of the product.
Product – this is the starting point for any marketing mix. The product is the key element, you have to ensure the product is what everyone needs and wants and that appeals to the customer. You have to understand your product, you have to know everything about it.
Place – this is important as you have to make the product readily available in all the necessary places. A great example that has been highlighted is “would you rather buy a kiwi fruit at a 24-hour grocery store within walking distance or fly to Australia to pick your own” (Lamb, Hair, JR., & McDaniel, 2010). It is ensuring you are ensuring the product is available where and when is necessary.
Price – this is the more flexible aspect of the 4p’s, it can change rapidly to ensure growth of the product or business. It is the easiest of the four to work with to help with the product.
Promotion – this is the one that can increase sales significantly because this is what appeals to the customer, it is what helps to show the customer what the product is, what it can do and it’s the first thing the customer sees within the four p’s. 
All these combined are what helps to market a product or organisation. Each individual one has its purpose in the marketing mix and done correctly can help sales or promote your product or company. If done incorrectly it is also what could cause failure and it can be a timely and costly process. Implementation is the process of the marketing plan into action (Lamb, Hair, JR., & McDaniel, 2010).
After the main 4p’s have been implemented the next stage is customer value, this is such a strong and valid statement, as your customer is the key thing to the success of your product or business.  A customer wants simple things, they want value for money, a good product, a good service and they want to feel valued. It is not hard to ensure all these requirements are met. Customers are the best promoters for your product or business, whether they receive good or bad customer service or receive a good or bad product they will spread the word. There is access to reviews now and this is one of the ways that a customer will reflect on your product or business. You want to ensure that it is all positive to encourage others to buy into your product. 
A quote that reflects well on the above mentioned is “if you do build a great experience, customers tell each other about that” Jeff Bezos
Successful companies do not just satisfy customers they strive to amaze and delight their customers. (Weinstein, 2012)
Another form of value is a value proposition this is what offers the customer the chance to clearly see the product and to valuate it. You have approximately 1 minute to catch the customer and to keep them engaged with you. If you are able to do this then it stops the customer from potentially going to your competitors and helps to keep them interested in your product (Steffens, 2017).
Once you have regular customers the importance of building customer relationships is vital. Everyone can gain customers it’s the keeping them with you that is the most important part. Offering good value for money, ensuring your truthful with your product, ensuring your product or company is delivering what it says it does. Once you have gained a customer’s trust they will be as loyal as you want. They will repeatedly stick with your products and again they will spread the word and ultimately help you to build up a clientele.   
Examples of what marketing strategies achieve:
· Increase of sales
· Customer satisfaction
· Word of mouth promotion
· Existing customers to buy more
· Bring in new customers
· Offer existing customers exclusive offers
· Offer customer satisfaction 100% of the time
· Increase market share
· Ensure the business or product stays fresh and new
· Improve customer loyalty
Once you have followed the 4p’s and have been successful in your product or business you can then look at the wider options to keep expanding if this is what you desire, so leading on you have the:
People – have the right customers is just as important because they are as much a part of your business as the products and services you are offering.
Processes – usually when you are delivering your product the customer is there and once they have received that product there is the initial service they have received, and this is also incorporated into what they are paying for so ultimately this is one of the deciding factors of them becoming loyal customers. 
Physical evidence – this is the final process of your marketing mix, this is what is offered to the customer at the final stage of the buying process. There is always a finished product on offer for the customer whether it be a hairdresser that has given the hairdo to the customer or an insurance policy that you would hand to the customer at the end. There are always the finishing touches that will give the lasting impression to the customer.
It is important to remember that whatever your product or business is there will always be competitors and it’s not always viable to fight against them and sometimes a price war doesn’t always necessarily work out better for you or for them. A simple example of this could be if you were running your car sales and your competitor runs a promotion you have to now match or beat that promotion. If it was that you needed to considerably lower your prices your both going to loose out on sales and start a bidding war. Therefore no one will gain from this. It would be reasonable to see what your competition is and keep to what is affordable to you and what will gain sales. 
Another marketing skill is keeping in with seasonal offers and whatever your product or business is, this can be done skilfully. For example if you are a holiday company and you want to appeal to customers in the colder months of the year, you could advertise promotional holidays for example Christmas time you could offer something festive that would appeal at that time of the year.

On reflection to marketing and the mix you could conclude that there on many elements that will be the success or failure to your product or business. It is clear to see that starting off with the main P’s, product, place, price and promotion is the key element to starting your marketing. Once you have managed to implement those into action, you can then look at furthering your marketing and hopefully you can achieve what you have set out to do. It is a necessity to broaden your marketing to all different customers and locations. It is clear to see that marketing has evolved rapidly over the last few years and that social media has played a key role in this. It is the fastest way to get the knowledge of your product and business out there as well as being cost effective. It is also a way for customers to engage with you and to give relevant feedback and reviews. Businesses need to have strategies in place, in order for there to be a form of structure to work with and to have a goal to achieve. Constantly getting information on competitors and prices for similar products etc is vital as this will help you keep fresh ideas going and keep you in the forefront of the marketing world. 
It is important to remember that whilst your promotions and marketing are the key elements to engaging and gaining your customers, it is keeping customer value going, as mentioned customers are your way of promoting along with social media and the other various ways there are to marketing. Therefore, giving excellent service to your customers is the way forward. Small ideas to help with this is to offer existing customers promotions and money savers. Engaging with new customers if your able to will help build up a relationship with them and for them to stay engaged with you and this is another way to gain feedback to see if there is anything you can do to improve your product or business. Ensuring your product is what it says it is and does what it says it does. You will gain customers trust and therefore they will maintain investing in your product or business.
Ensure you are not just showing graphs and figures for your products or business, believe in it and show emotion with your product, make the customer feel what you do. Let them be as engaged and excited as you are. Be honest and reliable, try to make it appeal to all varieties of customers, broaden your place so that you can expand if this is what you want to achieve. Most products these days are needed and wanted worldwide, if necessary change aspects if you can to appeal to international customers. Let it be something that are able to distribute worldwide do not have restrictions. Always be aware of new and upcoming products that will speed ahead of you. 
Marketing is not an easy world anymore and if done incorrectly can be cost effective and time consuming, therefore the best advice is to follow the 4p’s, give excellent customer services, deliver products accordingly and to also stay in trend. 
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