


What is marketing?

Marketing is building relationship with the customers or consumers by providing them with the right product and service. the main aim of marketing is to deliver superior value to attract new customers and focusing on the growth of current customers by delivering satisfaction. ‘’Marketing is the management process responsible for identifying, anticipating and satisfying customer requirements profitably’’ (CIM, 2018)
Processes and stages of marketing.

the basic needs, wants and demand of an individual or consumer plays an important role on marketing such as food, warmth, and clothing which was not created by marketers. In which wants are human’s preference on how they desire the goods or product provided to them. Wants turns to be demand for a consumer when it adds up to the satisfaction and value of the product. For an organisation to understand consumer needs, wants, and demand it undertakes a depth research by going through consumer data, ethnographic, and social media research to ensure that the needs of costumer are well understood. Amazon is one of the companies that makes sure that consumer needs are well understood by creating their functionable App which enable an individual to easily access the product they want with simple steps. Which made Amazon one of the leading companies on customers satisfaction. Consumer wants, and needs are not only fulfilled by physical product but also by the services and experience provided to them by the market offerings. most sellers only focusing on a specific product produced by the company tends to fail on offering the costumers experience which leads to marketing myopia. ‘’there is hardly anything that you own that is more personal. Your personal computer is your backup brain. It’s your life. It’s your astonishing strategy, staggering proposal, dazzling calculating. It’s your autobiography written in a thousand daily words.’’ (Gary Armstrong, 2011, pp. 33-35)
There are five concepts in which an organisation uses on forming their marketing strategies: production, product, selling, marketing, and societal marketing concept. Each one of the five concept has advantage and disadvantage. production being one of the oldest method used by seller which mainly focuses on products that are available at the marketplace and how to make it affordable products. however, production concept might lead in to marketing myopia because the companies will only focus on their production line and lose the values and satisfaction of the consumer. Product concept works on improving and marking continuously. The selling concept most insurance and companies that provide services relay on this concept in which they target on sales rather than consumers satisfaction. The marketing concept unlike the product concept it mainly focusses on finding the right product for the customer.
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marketing mix
[bookmark: _Hlk503529389]the marketing mix also know as the four “Ps”: the product, it’s price, promotion and place is a set of marketing tool often used by marketing professional to achieve their objectives (McCarthy, 2001). However, in the late 70th marketer release that the marketing mix must be extend therefore three new strategy where includes to the 4ps People, processes, and physical evidence. (Booms & Bitner,1981) The product is a service or goods build by marketer for certain groups of consumers in which the product can be tangible or intangible build to satisfies their needs. In order for a marketer to create a good product with a high demand marketer should undertake a depth research on the product life cycle in which later helps on developing the product. Because any product goes through three phase stages the growth phase, maturity phase, and phase. Pricing takes a huge part on selling a product and satisfying consumers expectation for the product quality comparing its price to competitors as consumers always has the concept of value for money. Most marking managers dependent on pricing method as it significantly affects the product sales and demand of the product. Place is also an important concept which marketer should take under consideration as it has a great impact on forming the marketing strategy for the businesses in which the companies’ product can be easily accessible for potential buyer by positioning your marketplace and distribution channels. Promotion is the process of building a relationship with consumers and promoting a brand throughout advertising, public relation, and word of mouth. Word of mouth tends to be informal way of promoting a brand or a product in which sales stuff follow this strategy. Many industries follow the 4ps marketing strategy. company like UBER is one of the leading company on the transportation industry which changed the concept of just relaying on taxis and public transportation. UBER is a company that offers ride to the customer in just one click by using their well build App in which a customer can easily use it and order their ride. Uber also relay on the 4ps marketing strategy with aims of providing the customer with a good service. using the UBER App customer can also rate the drivers which enable the UBER company ensure customer satisfaction. Uber tends to defeat their competitor on pricing their service in which they set a reasonable price to build their name on the marketplace and gain customer. The App also support the location option and locate your place in just minutes which makes it easier for users. UBER used a great way of advertising their name on the marketplace by using the promotion method UBER has a referral program which enable the customer to refer a friend or family member by giving them a free first ride this help UBER build a massive costumer chain and gave a courage for a new customer to use their service. (Eliza Fisher,2016). However For a company to perform at its best it has to go through a SWOT analysis this enable the company to know its  strength, weaknesses, opportunities, and threats. Strengths shows the capability of the company. and the weaknesses are the weak points of the company. a company could face weaknesses on marketing or pricing their product swot analysis helps on improving them. Opportunities illustrate on how a company can use the opportunity of growing their company and name on the marketplace by listing extensive financial resource. Threats shows the company’s threats it faces and help on overcoming them. Most marketing managers use SWOT analysis to view the companies needs and create a marketing plan. 
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Creating value for customer

costumer value and satisfaction are key points on building relationship with customer most often customer would expect a value and satisfaction of the product on different market offers therefore will buy accordingly. “Consumer buyer behaviour refers to the buying behaviour of individuals and households that buy goods and services for personal consumption” (Kotler, 2005). The idea of exchange and relationship leads to the market place in which buyer shares a desire product or service. Once the marketplace and consumer are well understood a good marketing strategy can be designed by marketing management. Most companies target their customer and divide the market into segments know as marketing segmentation for the company to provide value and satisfaction for the costumer. If the company tend to target all the costumer this might lead into costumer disappointment by not providing them a good serving. Amazon App uses a well design costumer driven marketing strategy by dividing their product into different categories and easily accessible which made it easier for the users to find the product they want. and, a company most have a value proposition in which it promises the consumer with a value and satisfaction it delivers. Amazon always promises their costumer to deliver them a quality product which enabled Amazon to build a strong relationship with their customer.  DEFINE CUSTOMER VALUE AND GIVE EXAMPLE 
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The societal marketing concept targets the consumer long-run want and short- run wants.
In order for a company to build a strong relationship with is customer the company has to research and understand its customers needs and want this enable the company to provide its customer with the right service or goods they need. Going through the stages of creating a values for customer the two main point are on how to satisfy the consumer needs and pricing their product right compared to its competitor. as customer will always look for alternative product or service which other company can provide them with the same service and product but in a more affordable price. This gives the chance for the competitor on the marketplace gain more customer.   


stakeholder engagement and their impact on the marketing activities 

“A stakeholder is a person, group, or organization that has a direct or indirect stake in an organization because it can affect or be affected by the organization's actions, objectives, and policies” (CIM,2014). any person who contributing directly or indirect to the company or organization is consider to be a stakeholder. There are three types of stakeholder internal, external and central stakeholder in which they play an importing role on the organizational level. Organization should take extra care and consideration on how their decision can affect the stakeholder. In order for a marketer to know who is the organisation stakeholder a generic map is drawn which shows all the stakeholder of the organisation. this can illustrate the impact of the stakeholder on the organisation. Therefore the stakeholders are placed in orders of internal, external, and central stakeholder. Internal stakeholders are directors, manager, employees. External stakeholders are Governments, Local Communities, Interest and pressure groups, Media and news organisations. External stakeholder tends to be a not directly connected to the organisation. The central stakeholder also known as primary stakeholder play important role on economic and contractual relationship within the organisation. Once the stakeholders are divided into different categories most marketer seems to be thinking of each category separately in which all the three category are related or overlapped to each other. example Amazon is one of the biggest company on the online shopping industry which build their brand throughout the years of providing its customer with value services. Amazon created a affiliate programme for its user to enable them get a 10% commission out of sales in which any of the two stakeholder can use the programme the external and central stakeholder. Amazon gave a chance to its user on joining their affiliate programme and make a profit on advertising their product. in which Amazon benefited for doing so it gave its user the courage to join and sign in for the programme and start sharing their product on different social media platform. the aim of the programme was to understand consumers needs and research the right product for the potential buyers. It made it easier for Amazon to make sales through the engagement of their users by contributing on sharing their product. it made it even easier for users by to join the affiliate programme by using the drop shipping method on which the users don’t have to do all the shipment them self Amazon does all that for them. Amazon only provide the user with the product link and gives the user the right of sharing them once a customer buys a product through the users link a 10% commission goes to the users who shared the link this was one of the successful marketing strategy for Amazon to make sales easier. This also enabled the user to be a internal stakeholder by contributing directly and being shares holder of the company. Amazon associate programme was published on 1996. (Amazon, 1996).  
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                                                                                                                                                                                                Conclusion

The Matthews house project is a nonprofitable project aiming to fund raise money for the homeless and the vulnerable people by providing them with the help they need. the project mainly focus on getting the public involved to contribute on helping the homeless. different platform had been used for advertising throughout the fund-raising stage. Blog post, Facebook page, sponsored walk, and leaflets where made. Marketing played an important role on forming the marketing plan and strategies of the project in which blogs where posted on different social media platform which results on people showing interest on getting involved and supporting financially. social media has a great impact on preaching the audience easily. the Facebook page was used as part of communicating system within the group it helped the group members on sharing ideas on the page and communicate. by using the Facebook page it made it easier for the group to develop the marketing ideas throughout the marketing plan. different point has been disuses and considered to be applied on the advertising campaign. also as a part of the advertising campaign leaflet where printed and distributed to the public this being a word of mouth method of marketing in which the members of the group had the chance on convincing the audience more by having face to face contact. Working with Matthews house help the project group develop their skills and make SWOT analysis of the project which made the group notice their weaknesses, strength, and threats they will be facing on future regarding the project. With the help of the Matthews house charity and the group members of the project a sponsored walk has been set which encouraged the people on getting involved the main goal of the walk is to fund raise and getting people to know the Matthews house more. As a project group the aim of the project is to raise awareness and get people to sign up for the Matthews house donation programme on a  monthly basics on which people can pay a small amount of donation every month which helps the charity runs it facilities.   





[bookmark: _GoBack]
References
CIM, 2018. get into marketing. [Online] 
Available at: https://www.cim.co.uk/home/more/get-into-marketing/
[Accessed 12 January 2018].
Gary Armstrong, P. K., 2011. marketing an introdution. 10th ed. Harlow: pearson.
Gary Armstrong, p. k, 2011. Marketing an introduction. 10th ed. Harlow: pearson.
Amazon. (2018) AmazonAssociate. [Online]Available From: https://affiliate-program.amazon.co.uk/. [Accessed: 12 jan 2018] 
CIM. (2018) professional Academy. [Online] Available from: https://www.professionalacademy.com/blogs-and-advice/stakeholder-mapping---marketing-theories. [Accessed: 12 jan 2018]
Kotler, P. and Gertner, D., 2002. Country as brand, product, and beyond: A place marketing and brand management perspective. Journal of brand management, 9(4), pp.249-261.
Borden, N.H., 1964. The concept of the marketing mix. Journal of advertising research, 4(2), pp.2-7.
UBER. (2016) Uber’s Marketing Strategy. [Online] Avalible From:  http://www.annexcloud.com/blog/2016/01/28/ubers-marketing-strategy-in-7-steps/. [Accessed: 12 jan 2018]    
Figure 1 creating and capturing customer value	2

Figure 2 marketing mix	3

Figure 3 selling and marketing concepts	4

Figure 4 stakeholders	5

  





image1.png
® FIGURE | 1.1
The Marketing Process: Creating and Capturing Customer Value

Create value for customers and
build customer relationships

Construct an
integrated
marketing program
that delivers
superior value

Understand the Designa
marketplace and customer value-

customer needs driven marketing
and wants. strategy

Build profitable

relationships and
create customer

delight

Capture value from
customers in return

Capture value
from customers to

create profits and
customer equity





image2.jpg
« Functionality. « List Price

«Brand « Discounts
« Packaging « Bundling,
«Services - Credit Terms

Target

Market

« Advertising « Channel
« sales force « Inventory
« Publicity  Logistics

+ Sales promotion « Distribution




image3.jpg
The selling

Starting Focus Means Ends
point

Exisng 59 profits through

Factory and
products promoting sales volume

Customer  Integrated Prefits through

needs  marketing .

Copyright © 2015 Pearson Edusaion, ine.




image4.png
Internal External stakeholders
stakeholders

Employees

Company

o

Shareholders




