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MARKETING
Marketing is a societal process which discerns consumers' wants, focusing on a product or service to fulfill those wants, attempting to move the consumers toward the products or services offered. Marketing is fundamental to any businesses growth. The marketing teams (marketers) are tasked to create consumer awareness of the products or services through marketing techniques. Unless it pays due attention to its products and services and consumers' demographics and desires, a business will not usually prosper over time.

Marketing tends to be seen as a creative industry, which includes advertising, distribution and selling. It is also concerned with anticipating the customers' future needs and wants, which are often discovered through market research.

Essentially, marketing is the process of creating or directing an organization to be successful in selling a product or service that people not only desire, but are willing to buy.

Therefore good marketing must be able to create a "proposition" or set of benefits for the end customer that delivers value through products or services.

Its specialist areas include:

1. Advertising or Branding
Advertising is a form of communication whose purpose is to inform potential customers about products and services and how to obtain and use them. Many advertisements are also designed to generate increased consumption of those products and services through the creation and reinforcement of brand image and brand loyalty. For these purposes advertisements often contain both factual information and persuasive messages. Every major medium is used to deliver these messages, including: television, radio, movies, magazines, newspapers, video games, the Internet, and billboards. 

Advertisements can also be seen on the seats of grocery carts, on the walls of an airport walkway, on the sides of buses, heard in telephone hold messages and in-store public address systems. Advertisements are usually placed anywhere an audience can easily and/or frequently access visuals and/or audio and print.
What kind of unique ideas does this give you for advertising???

1._____________________

2._____________________

3.______________________

4.______________________

5.______________________

6.______________________

7.______________________

8.______________________

9.______________________

10______________________

.     

2. Database marketing is a form of direct marketing using databases of customers or potential customers to generate personalized communications in order to promote a product or service for marketing purposes. The method of communication can be any addressable medium, as in direct marketing.

The distinction between direct and database marketing stems primarily from the attention paid to the analysis of data. Database marketing emphasizes gathering all available customer, lead, and prospect information into a central, which are then used to select customers for communications. As a consequence, database marketers also tend to be heavy users of data warehouses, because having a greater amount of data about customers increases the likelihood that a more accurate model can be built.

The "database" is usually name, address, and transaction history details from internal sales or delivery systems, or a bought-in compiled "list" from another organization, which has captured that information from its customers. Typical sources of compiled lists are charity donation forms, application forms for any free product or contest, product warranty cards, subscription forms, and credit application forms.

For marketing to existing customers, more sophisticated marketers often build elaborate databases of customer information. These may include a variety of data, including name and address, history of shopping and purchases, demographics, and the history of past communications to and from customers. 
Marketing to prospects relies extensively on third-party sources of data. In most developed countries, there are a number of providers of such data. Such data is usually restricted to name, address, and telephone, along with demographics, some supplied by consumers, and others inferred by the data compiler. Companies may also acquire prospect data directly through the use of sweepstakes, contests, on-line registrations, and other lead generation activities.

Sources of customer data often come from the sales force employed by the company and from the service engineers. Increasingly, online interactions with customers are providing b-to-b marketers with a lower cost source of customer information.

For prospect data, businesses can purchase data from compilers of business data, as well as gather information from their direct sales efforts, on-line sites, and specialty publications.

What kind of unique ideas does this give you for databased marketing???

1._____________________

2._____________________

3.______________________

4.______________________

5.______________________

6.______________________

7.______________________

8.______________________

9.______________________
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3. Direct marketing is a sub-discipline and type of marketing. There are two main definitional characteristics which distinguish it from other types of marketing or advertising. The first is that it attempts to send its messages directly to consumers, without the use of intervening media. This involves unsolicited commercial communication (spam, junk mail, etc.) with consumers or businesses. The second characteristic is that it is focused on driving purchases that can be attributed to a specific "call-to-action." This aspect of direct marketing involves an emphasis on trackable, measurable positive (but not negative) responses from consumers (known simply as "response" in the industry) regardless of medium.

If the advert in the medium asks the prospect to take a specific action, for instance call a free phone number or visit a website, then the effort is considered to be direct response advertising

What kind of unique ideas does this give you for direct marketing???

1._____________________

2._____________________

3.______________________

4.______________________

5.______________________

6.______________________

7.______________________

8.______________________

9.______________________

10______________________

Event Organization –home shows trade shows fairs booths, financing seminars, first time buying seminars are all events.
What kind of unique ideas does this give you for event organization???

1._____________________

2._____________________

3.______________________

4.______________________

5.______________________

6.______________________

7.______________________

8.______________________

9.______________________
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5 . Internet marketing, also referred to as online marketing or eMarketing (or e-Marketing), is the marketing of products or services over the Internet. The Internet has brought many unique benefits to marketing including low costs in distributing information and media to a global audience. The interactive nature of Internet marketing, both in terms of instant response and in eliciting response, are unique qualities of the medium.

Internet marketing ties together creative and technical aspects of the internet, including design, development, advertising and sales. Internet marketing methods include search engine marketing, display advertising, e-mail marketing, affiliate marketing, interactive advertising, online reputation management and also Social Media Marketing Methods such as blog marketing, and viral marketing.

Internet marketing is the process of growing and promoting an organization using online media. Internet marketing does not simply mean 'building a website' or 'promoting a website'. Somewhere behind that website is a real organization with real goals.

An Internet marketing strategy includes all aspects of online advertising online activity that promotes a company online, including websites, blog sites, article and press releases, online market research, email marketing, and advertising, as appropriate for the promotion of ones' business.

B2B Business to Business (or "Industrial")
The main features of the B2B selling process are...
· Marketing is one-to-one in nature. It is relatively easy for the seller to identify a prospective customer and to build a face-to-face relationship. 

· High value considered purchase. 

· Purchase decision is typically made by a group of people ("buying team") not one person. 

· Often the buying/selling process is complex and includes many stages (for example; request for expression of interest, request for tender, selection process, awarding of tender, contract negotiations, and signing of final contract). 

· Selling activities involve long processes of prospecting, qualifying, wooing, making representations, preparing tenders, developing strategies and contract negotiations. 

 B2C Business to Consumer (or "Consumer")
Examples of the B2C selling/buying process are...
· A family are at home on a Sunday night and are watching television. An advertisement appears that advertises home delivered pizza. The family decides to order a pizza. 

· Walking down a supermarket aisle, a single man aged in his early 30's sees a hair care product that claims to reduce dandruff. He pick's the product and adds it to his shopping cart. 

· A pensioner visits her local shopping mall. She purchases a number of items including her favorite brand of tea. She has bought the same brand of tea for the last 18 years. 

The main features of the B2C selling process are...
· Marketing is one-to-many in nature. It is not practical for sellers to individually identify the prospective customers nor meet them face-to-face. 

· Lower value of purchase. 

· Decision making is quite often impulsive (spur of the moment) in nature. 

· Greater reliance on distribution (getting into retail outlets). 

· More effort put into mass marketing (One to many). 

· More reliance on branding. 

· Higher use of main media (television, radio, print media) advertising to build the brand and to achieve top of mind awareness. .

What kind of unique ideas does this give you ???

1._____________________

2._____________________

3.______________________

4.______________________

5.______________________

6.______________________
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7.Market research is the process of systematically gathering, recording and analyzing data and information about customers, competitors and the market. Its uses include to help create a business plan, launch a new product or service, fine tune existing products and services, and expand into new markets. Market research can be used to determine which portion of the population will purchase a product/service, based on variables like age, gender, location and income level.

Market research is generally either primary or secondary.[1] In secondary research, the company uses information compiled from other sources that appears applicable to a new or existing product. The advantages of secondary research are that it is relatively cheap and easily accessible. Disadvantages of secondary research are that it is often not specific to your area of research and the data used can be biased and is difficult to validate. Primary market research involves testing such as focus groups, surveys, field tests, interviews or observation, conducted or tailored specifically to that product.

A list of questions that can be answered through market research:

· What is happening in the market? What are the trends? Who are the competitors? 

· How do consumers talk about the products in the market? 

· Which needs are important? Are the needs being met by current products? 

Market research for business planning
Market research is for discovering what people want, need, or believe. It can also involve discovering how they act. Once that research is complete it can be used to determine how to market your specific product.

For starting up a business there are a few things that are important:

· Market information 

Market information is making known the prices of the different commodities in the market, the supply and the demand. Information about the markets can be obtained in several different varieties and formats.
Examples of market information questions are:

1. Who are the customers? 

2. Where are they located and how can they be contacted? 

3. What quantity and quality do they want? 

4. What is the best time to sell? 

· Market segmentation 

Market segmentation is the division of the market or population into subgroups with similar motivations. Widely used bases for segmenting include geographic differences, personality differences, demographic differences, and use of product differences.
· Market trends 

The upward or downward movements of a market, during a period of time. The market size is more difficult to estimate if you are starting with something completely new. In this case, you will have to derive the figures from the number of potential customers or customer segments. 
But besides information about the target market you also need information about your competitor, your customers, products etc. A few techniques are:

· Customer analysis 

Who are our customers? Who have been our customers? Who will be our customers in the future?

 What changing trends do you see in the future.
1.________________

2.________________

3.________________

4.________________
Competitor analysis in marketing and strategic management is an assessment of the strengths and weaknesses of current and potential competitors. This analysis provides both an offensive and defensive strategic context through which to identify opportunities and threats. Competitor profiling coalesces all of the relevant sources of competitor analysis into one framework in the support of efficient and effective strategy formulation, implementation, monitoring and adjustment.[1]
Given that competitor analysis is an essential component of corporate strategy, Porter (1980, 1998) argued that most firms do not conduct this type of analysis systematically enough. Instead, many enterprises operate on what he calls “informal impressions, conjectures, and intuition gained through the tidbits of information about competitors every manager continually receives.” As a result, traditional environmental scanning places many firms at risk of dangerous competitive blind spots due to a lack of robust competitor analysis [2].
What kind of unique ideas does this give you ???

1._____________________

2._____________________

3.______________________

4.______________________

5.______________________

6.______________________

7.______________________
8.______________________

9.______________________
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8.Product research –What is product research?
What useful things can you learn from product research?

1._____________________

2._____________________

3.______________________

4.______________________

5.______________________

6.______________________

7.______________________

8.______________________

9.______________________

10______________________

9.Advertising research is a specialized form of marketing research conducted to improve the efficacy of advertising. According to MarketConscious.com, “It may focus on a specific ad or campaign, or may be directed at a more general understanding of how advertising works or how consumers use the information in advertising. It can entail a variety of research approaches, including psychological, sociological, economic, and other perspectives

What kind of unique ideas can you get with ad research ???

1._____________________

2._____________________

3.______________________

4.______________________

5.______________________

6.______________________

7.______________________

8.______________________

9.______________________

10______________________

10.Public relations (PR) is the managing of outside communication of an organization to create and maintain a positive image. Public relations involve popularizing successes, downplaying failures, announcing changes, and many other activities

How can we better manage our PR ???

1._____________________

2._____________________

3.______________________

4.______________________

5.______________________

6.______________________

7.______________________

8.______________________

9.______________________

10______________________

11. Search engine marketing, or SEM, is a form of Internet marketing that seeks to promote websites by increasing their visibility in search engine result pages (SERPs). According to the Search Engine Marketing Professionals Organization, SEM methods include: search engine optimization (or SEO), paid placement, and paid inclusion.[1] Other sources, including the New York Times, define SEM as the practice of buying paid search listings.[2]

 HYPERLINK "http://en.wikipedia.org/wiki/Search_engine_marketing" \l "cite_note-2#cite_note-2" \o "" [3]
How can we improve our search engine marketing ???

1._____________________

2._____________________

3.______________________

4.______________________

5.______________________

6.______________________

7.______________________

8.______________________

9.______________________

10______________________

12.marketing strategy[1] [2] is a process that can allow an organization to concentrate its limited resources on the greatest opportunities to increase sales and achieve a sustainable competitive advantage.

A MARKETING STRATEGY is most effective when it is an integral component of corporate strategy, defining how the organization will successfully engage customers, prospects, and competitors in the market arena. It is partially derived from broader corporate strategies, corporate missions, and corporate goals. As the customer constitutes the source of a company's revenue, marketing strategy is closely linked with sales. A key component of marketing strategy is often to keep marketing in line with a company's overarching mission statement.

What is your  marketing strategy  ???

1._____________________

2._____________________

3.______________________

4.______________________

5.______________________

6.______________________

7.______________________

8.______________________

9.______________________

10______________________ 

13. Marketing plan is a written document that details the necessary actions to achieve one or more marketing objectives. It can be for a product or service, a brand, or a product line. It can cover one year (referred to as an annual marketing plan), or cover up to 5 years.

A marketing plan may be part of an overall business plan. Solid marketing strategy is the foundation of a well-written marketing plan. While a marketing plan contains a list of actions, a marketing plan without a sound strategic foundation is of little use.
Do you have a marketing plan  ???

1._____________________

2._____________________

3.______________________

4.______________________

5.______________________

6.______________________
7.______________________

8.______________________

9.______________________

10______________________ 

14.Strategic management is the art and science of formulating, implementing and evaluating cross-functional decisions that will enable an organization to achieve its objectives[1]. It is the process of specifying the organization's objectives, developing policies and plans to achieve these objectives, and allocating resources to implement the policies and plans to achieve the organization's objectives. Strategic management, therefore, combines the activities of the various functional areas of a business to achieve organizational objectives. It is the highest level of managerial activity, usually formulated by the Board of directors and performed by the organization's Chief Executive Officer (CEO) and executive team. Strategic management provides overall direction to the enterprise and is closely related to the field of Organization Studies.

“Strategic management is an ongoing process that assesses the business and the industries in which the company is involved; assesses its competitors and sets goals and strategies to meet all existing and potential competitors; and then reassesses each strategy annually or quarterly [i.e. regularly] to determine how it has been implemented and whether it has succeeded or needs replacement by a new strategy to meet changed circumstances, new technology, new competitors, a new economic environment., or a new social, financial, or political environment.” 
Can you name some ways that we as a company, can formulate, implement and evaluate and make cross-functional decisions so that we can achieve our objectives  ???

1._____________________

2._____________________

3.______________________

4.______________________

5.______________________

6.______________________

7.______________________

8.______________________

9.______________________

10______________________

