


What is Marketing...??

Selling?
Advertising

Promotiens?.
Making preducts;availanlenn sieresy?:
Mamtanimg nventen



Marketing = ?

Marketing is the process of planning and executing the
conception, pricing, promotion, and distribution of ideas,
goods, services to create exchanges that satisfy
iIndividual and organizational goals

American Marketing Association



Marketing = ?

Marketing management is the art and science of
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SimpleMarketing System

Communication

Goods/services

Industry ‘ Market

(a collection (a collection
of sellers) i of Buyers)
Money



Marketing =

=5 Marketing|Is, the:sum efialllactvities that take you to a
sales eutiet. Afterthat sales take

=5 Marketing Iisiall abeut creat Sia II 2oL
pPUSH. |

=5 Marketing isiall abou ManagingIENOUFIEST=
= Preduct
= price
= place
= pPromotion
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The 4 Ps & 4Cs

=

Marketing Convenience
Mix

Product

Customer
Solution




Difference'Between|=Sales8aMarketing ?

Sales
trying to get the custornr
company produces

Marketing
trying to get the
customer wants
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Scope — What do we market

GEOAS
SErVIGes
Events
EXPENENCES
Persenalities
Place :
Organizations:
Properties.
Information
|deas and/ ce




Core Concepts of Marketing

Based on;
Needs, \Wants, [Desires / de

Preducts, Ultility; Valte & Satisiaclion
EXchange; (ransaclionsi&s Relateisiips

Markets, Marketing & Marketers:




Core Concepts of Marketing

Needs, wants S
demands !




Core Concepts offMarketing

Need — food ( Is a must )

Want — Pizza, Burger, French fry's ( translation of a need
as per our experience )

Demand — Burger ( translation of a want as per our
willingness and ability to buy )

Desire — Have a Burger In a five star hotel
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Injerder e tinderstand iMarketingleus Bedint with) the
Marketingiriangle

Customers




Whois a Customer: 22




EUSTIOmMENi—

CUSTOMER has needs, wants, demands and
desires

Understanding these needs s stanting peintefitne
entire: marketing

hese needs; wants:...... ariserwithintariramework:
Of anlecosysie

Understanding eeiatieieeudsianuiieleCOSYSIENINS
the starting point eiiatengiernre/ atuensiie
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rlovwz Ble) Caonsinrs Cheoass Arriere
Prociets & Sarvicas?

Value - the value or benefits the customers gain from
using the product versus the cost of obtaining the
product.

Satisfaction - Based on a comparison of performance
and expectations.

Performance > Expectations => Satisfaction

Performance < Expectations => Dissatisfaction

16



Customers - Problem Solution

AS al priernity:, We: must bring te eur
AVE AT THEYANEED:

We must e in alpoesition o N IDER S AN IDARE]T:
preblems

Orin a new situaticN e gIVERHEM 2 CHANCENGNAVLO]ID,
the preklems



Gustomer; |ooksiier Value

\alue = Benelit/ Cost
Benefit = FEunctional Beretit + Emolona
Benefit

Cost =HVierietan/ CostH HIMENCOSIS:
ERergy / (‘03 Hg/r flie Gosi




Strategic Marketing

Strategic marketing management is concerned with
how we will create value for the customer

Asks two main guestions

What is the organization’s main activity at a
particular time? — Customer Value

What are its primary goals and how will these be
achieved? — how will this value be delivered
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Thank you




