


Introduction to Marketing

Management

DEFINITION: THE PROCESS OF
PLANNING, EXECUTING, AND
MONITORING THE ACTIVITIES OF
MARKETING TO MEET
ORGANIZATIONAL GOALS.

« OBJECTIVES:
CREATE VALUE FOR CUSTOMERS.

BUILD LASTING CUSTOMER
RELATIONSHIPS.

INCREASE MARKET SHARE AND
PROFITABILITY.

 IMPORTANCE: EFFECTIVE
MARKETING MANAGEMENT
DRIVES BRAND VISIBILITY,
CUSTOMER ENGAGEMENT, AND
BUSINESS GROWTH.



The Role of Marketing in Business

 Connecting Customers and
Businesses: Marketing links
companies with their customers by
addressing their needs.

e Supporting Business Strategy:
Marketing aligns with broader
business goals to sudeort sales,
revenue growth, and brand
development.

- Market Adaptation: Helps
businesses adapt to changing market
conditions and customer preferences.



Key Elements of Marketing Management

1. Market Research

 Purpose: Understand customer needs, market trends, and
competitive landscape.

B
website » Methods:
bl .
Planning Management » Surveys: Collect feedback directly from customers.
/ &  Focus Groups: Observe customer reactions to a product or brand.

mon MARKETIN& mgline « Competitor Analysis: Evaluate competitors’ positions to identify

STRRI'ECN / market opportunities.

2. Targeting and Segmentation

O rocas Seoa « Segmentation: Dividing the market into groups of customers with
N5 m E similar characteristics and needs.
I

» Targeting: Selecting the most promising segments to focus
marketing efforts.

» Importance: Enables the company to concentrate resources on the
most relevant audience, increasing the chances of success—



3. Positioning
* Goal: Create a unique image of the brand in customers’ minds.

 Positioning Statement: Craft a message that reflects the brand’s value
proposition.

« Competitive Advantage: Emphasize what makes the product or service superior
to alternatives.

4. Marketing Mix (4Ps)
Product: Developing a product that meets the needs of the target audience.

Price: Setting a price that reflects the product’s value while considering market
conditions.

Place: Choosing distribution channels to maximize reach and accessibility.

Promotion: Selecting advertising, sales promotions, and public relations strategies
t0 commumnicate with the target market.



Marketing Strategies

1. Product Development and Innovation

» Goal: Continuously improve existing products or develop new ones
to meet changing customer needs.

« Example: Apple frequently updates its products with new features
and designs to stay competitive.

Customer
service

 Benefits: Enhances customer satisfaction and positions the brand as
an industry leader.

Marketing

cycle

2. Branding and Identity Building

» Objective: Establish a strong, recognizable brand that resonates with
the target market.

« Components: Includes logo, brand message, tone of voice, and
visual identity.

» Outcome: Helps build customer trust, loyalty, and brand recognition.



3. Digital Marketing

» Channels: Leverages online platforms like social media, email marketing, websites, and content marketing
to reach and engage audiences.

» Key Tactics:

« SEO (Search Engine Optimization): Improving website visibility on search engines.

« Content Marketing: Sharing valuable content to attract and retain a clearly defined audience.

 Social Media Marketing: Engaging with audiences on platforms like Instagram, Facebook, and LinkedIn.
 Benefits: Cost-effective and allows for highly targeted campaigns.

4. Customer Retention and Loyalty Programs

 Focus: Keep current customers engaged and loyal to the brand.

» Methods: Loyalty programs, special offers for returning customers, personalized experiences, and excellent
customer service.

» Importance: Retaining existing customers is often more cost-effective than acquiring new ones, and loyal
customers are more likely to advocate for the brand.

5. Content Marketing

« Goal: Provide valuable, relevant, and consistent content to attract and engage a target audience.

« Formats: Blogs, videos, infographics, webinars, and e-books.

 Impact: Builds brand authority, improves SEO rankings, and enhances customer engagement by addressing
their interests and needs.



6. Influencer and Partnership Marketing

* Influencer Marketing: Collaborating with influencers who have a strong following within the bra
target market to promote products or services.

 Partnerships: Working with complementary brands to reach a broader audience or enhance offerings.
« Advantage: Expands brand reach and credibility through trusted voices.

7. Personalization and Data-Driven Marketing

» Approach: Use customer data to tailor marketing messages and offers to individual preferences.

« Example: Amazon’s personalized product recommendations based on previous purchases.

 Benefit: Increases customer satisfaction and conversion rates by delivering relevant content.

8. Sustainable and Ethical Marketing

 Focus: Promote products and business practices that are environmentally friendly and ethically sound.
» Application: Highlight sustainability initiatives, ethical sourcing, and transparency.

« VValue: Builds trust with consumers, especially as more customers seek to support responsible brands.



9. Global Marketing Strategy

 Objective: Expand reach beyond the domestic market by
adapting products and marketing efforts to international
audiences.

 Considerations: Cultural adaptation, local regulations, and
global branding consistency.

 Impact: Allows the brand to tap into new markets and
diversify its customer base.

10. Customer Experience Management (CEM)

« Goal: Create positive experiences at every customer
touchpoint.

» Methods: Optimize user experience (UX) on websites,
streamline purchasing processes, and provide outstanding
customer support.

 Importance: Enhances customer satisfaction, loyalty, and
encourages positive word-of-mouth.
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Experience
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incentives in the
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1. Awareness

» Description: This is the stage where potential customers first become aware of a brand, product, or service.

» Goal: Capture attention and establish a positive first impression.

» Marketing Tactics: Content marketing, social media posts, paid advertising, SEO, and influencer marketing.
« Significance: Building brand recognition and setting the foundation for future engagement.

2. Consideration

» Description: At this stage, the customer evaluates if the product or service can meet their needs and compares
options.

» Goal: Provide information and value to demonstrate why the brand is the best choice.

» Marketing Tactics: Detailed product information, customer testimonials, comparison charts, and case studies.
« Significance: Builds trust and positions the brand as a viable solution.
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3. Decision (Purchase)

 Description: The customer decides to make a purchase and chooses a specific product or
service.

» Goal: Make the purchasing process as seamless and appealing as possible.

« Marketing Tactics: Discounts, promotions, clear call-to-action, streamlined checkout,
and personalized offers.

» Significance: Converting leads into paying customers and reinforcing the value of the
purchase.
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Supply and
demand
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Challenges in Marketing Management

* Intense Competition: Managing brand
differentiation in a crowded market.
 Technological Advancements:

» Adapting to new tools, platforms, and
Al-driven insights.

« Shifting Customer Expectations:

» Addressing demands for personalization,
faster service, and higher quality.

» Resource Constraints:

* Allocating budgets effectively across
marketing channels.

 Data Privacy and Ethics:

* Ensuring customer data protection and
ethical marketing practices.



Digital Transformation in Marketing

» Use of Data Analytics: Oraariaiionnl
 Leveraging big data for targeted marketing Development /
campaigns. <O)

 Tools: Google Analytics, CRM systems. g

« Artificial Intelligence (Al):

Al for customer segmentation,
personalization, and content
recommendations.

Somal Media and Influencer Marketing:
platforms like Instagram, Facebook,
connect with customers.
influencers to enhance

Inbound Marketing &
Content Strategy




.

Measuring Marketing Success
Decide

what to

1. Sales Performance: Tracking revenue measure
growth and volume of sales.

2. Customer Satisfaction and Feedback:

* Collecting data from surveys, reviews, and Net )
ey

Promoter Score (NPS). Performance

3. Brand Awareness and Recognition: Indicators

» Measuring brand mentions, media coverage,
and social media reach.

4. Return on Investment (ROI): 31?5‘;12

* Calculating ROI on each campaign to assess
efficiency.



Best Practices in Managing
Marketing

 Data-Driven Decisions: Analyzing
customer insights to refine strategies.
 Focus on Customer Experience:
Enhancing every touchpoint from
product design to post-sale support.

» Adaptability: Staying responsive to
market and technology trends.

» Sustainable and Ethical
Marketing: Building trust by
promoting transparency and social
responsibility.



Case Study: Successful Marketing
Management (Example)

« Company Example: Nike,
Starbucks, or Apple (select one or
similar) _

» Strategy Overview:

* How thePr leverage branding,
customer loyalty, and digital
marketing.

» Outcome: Significant market
presence and customer loyalty.




Conclusion

X

e SUMmMary:

 Effective marketing management
combines research, strategy, and
adaptability.

 Core focus areas include
understanding customer needs,
optimizing resources, and measuring
outcomes.

 Final Thought: Investing in
marketing management brings long-
term value to the brand and supports
sustainable growth.



Thanks for attention!




