Marketing Course notes
Chapter 1
Overview:

Marketing is essentially about creating value for consumers and the company’s shareholders

-Creating value for customers and the firm requires that marketers develop and nurture long-term, profitable relationships with consumers. 

-marketers must understand consumers’ needs and wants and try to satisfy them through the goods and services they offer, the prices they charge, and the way they promote and deliver the goods and services. 

-Marketing is a set of business practices designed to plan for and present an organization’s products or services in ways that build effective customer relationships

Marketing Plan; a written documents composed of an analysis of the current marketing situation, opportunities and threats for the firm, marketing objectives and strategy specified in terms 

Satisfy the customers Need and Want
 A company must identify their customers or market
Marketing is about an exchange
Exchange: The trade of things of value between the buyer and te seller so that each is better off as a result. 

4 P’s of Marketing
	Product
	Price
	Place 
	Promotion 

-Creating Value through the Product

-Price needs to be carefully decided upon depending on the basis of the potential buyer’s belief about its value.  So determining price is figured out by determining how much customers are willing to pay so that they are satisfied with the purchase and the seller achieves a reasonable profit 

-Place described all the activities necessary to get the product from the manufacturer or producer to the right customer when the customer wants it

-Promotion ensured that the value of the product is communicated to the customers.


Marketing Environment-

The consumer is the center of all marketing activities.

Internal to the firm  influences- Company, corporate partners, competition
External to the firm- culture, demographics, social, techonology, economic, political legal 

The process in which buisnesses sell to consumers is known as B2C marketing

Selling merchandise or services from one business to another is called B2B marketing.  

Kijiji, ebay, online payment allowes for consumers to sell their products to other consumers which can be known as C2C marketing.  

 Marketing helps Create Value 

Marketing was initially simply designed to produce and sell products to an integral buisneas function aimed at creating value for consumers and the companies shareholder.

Now different marketing philosophies
	-Product Orientation-focuss on developing and distributing onnovative products with little cocern about whether the products best satisfy customers needs.
	-Sales Orientation – companies basically view marketing as a selling function where companies try to sell as many of their products as possible rather than focuss on making products consumers really want
	-Market Orientation –start out by focusing on what consumers want and need before they design, make or attempt to sell their products and services
	-Value Based Orientation –firms have gone beyond a production or sales orientation and attempt to discover and satisfy their customers’ needs and wants.


Firms become value driven by focusing on 3 activities:
	-Share information aout their customers and competitors across their own organization and with other firms that might be involved in getting the product or service to the marketplace. 
	-Strive to balance customers benefits and costs
	-concentrate on building relationships with customers
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