Quiz questions
1. What are the 5 principals in marketing? 

1.  Assuring the quality of the product
2.  Being able to Justify the price
3.  Make the product available and accessible (location)
4. Unique experience
5. Offer excellent service before and after buying



2. How marketing help create value?

IE-STP   +  IMM
1. By identifying and evaluating opportunities  using STP
2. By implementing a valuable Marketing Mix


3. Discuss the main elements of value-based marketing. List 4 ways in which Marketing helps to create value?

     1. Product and value creation

· by developing a variety of g&s  and ideas to satisfy  customer needs. 


2. Price and value for Money 

· The price takes into consideration the sacrifice the consumer is willing to make in their Time , Money and Energy to acquire a specific product or service. 

· Marketers must determine the price of a product carefully on the basis of what the customer believes about its value. 
              
 	   



  3. Place and value delivery
· Is about all the activities necessary to get the product from the manufacturer or producer to the customer when the customer wants it in the right quantity to the right location at the right time.

      
  4. Promotion and value communication
· promotion is communicated by Marketers that informs, persuade and remind potential buyers about a product, service to influence their opinions or evoke a response.

What are the 2-sides related to value-based marketing?

· Is about the perceived benefits of  a    product    or service   and   their  cost.   (benefits vs. costs)

1.  The firm's ability to provide a better product  or  service at the same cost 

2.   Or   Providing the    same  level  of  quality    and convenience    for a   lower  cost
5.  Name 3 secrets and how they are relevant in 
      the marketing field:

       1.  Know what you don't know about the industry 
            you 're working in and know everything about 
           the customer behaviour relating to this industry. 

       2.  Keep a positive and best attitude by:
· listening to the customer's wants and needs 
· Make a promise that you can deliver on
· Ensure that you can deliver on that promise


3. Never burn bridges btw the firm and the customer 
    because without the customer you don't exist. 
    
   (this can  destroy the reputation of the firm)





6. how do we summarize the marketing concept?

P&ED
· Planning   and   Executing   the   development   of    Pricing  Promotion    and   Distribution of   Products, Services or Ideas

· To create Exchanges that would satisfy the buyers and sellers Objectives. 









8.  What is a marketing strategy: (slide 19)

· Is a  Plan of Action   for   Developing,    Pricing,   distributing    and  promoting  products that meet the customers specific needs . 



7.  What are the 2 ingredients related to a marketing strategy? 

        1. Target Market 
· Is a specific group of consumers on whose needs and wants a  firm focuses it's marketing efforts on.  

· ie: designing Eco cars to serve the needs and wants of customer's who are environmentally conscious. 

         2. Marketing Mix
· is based on the 4Ps used by a firm to respond to the wants of its target markets. 


1. Understanding the MKT Environment (p.11)
· Marketing  is shaped internal forces 
· Marketers must leverage off their internal capabilities (HR, FR, IR and ...) 

· work effectively with their partners (suppliers, distributors, intermediaries ie financial institutions, research firms etc...)

· ie: RIM relies on Rogers, Bell and Telus to sell their phones and devices. 

· constantly evaluate and respond to the competitive environment

External forces
· Demographics
· social (obesity and environmental issues; making enviro friendly packages, obesity:  making fat-free..)
· Economic
· technology
· political and legal
· culture

2. Marketing can be performed by both individuals and organizations  p.12

· B2C : Businesses sell to consumers 

ie: Retailers get merchandise from manufacturers and then sell it to consumers. 


· B2B:  Selling products or services from 1 business to another
        ie:  HP selling blade servers that include
      Microsoft  technology  to their to their corporate customers. 

· C2C: Consumers selling to other consumers

  ie: Kijjiji and Ebay, ottawa used
How does Marketing Helps to create value? 
IEO
· By identifying and evaluating  opportunities through STP
 [ segmentation, targeting and positioning]

· Implementing a valuable marketing Mix

What are the 4 MRK orientations or philosophies?
· Product orientation 

· developing products without any concern if the product will satisfy the cust's needs

· Ford says: cust. can have color as long as it's black!

· sales orientation

· Focus on selling as many products as possible 

· sales are based on each transaction rather than building L-T relationships
· market orientation

ie: understanding and responding to cust. needs and to do everything possible to satisfy them

· value-based orientation

· Giving customers greater value than their competitors 

· Value: reflects the relationship of benefits and costs;   what the consumer gets for he gives.

ie: Subway footlong for 5 bucks; (a lot for little $)
ie: Diamond at 40% off retail price at Costco
Challenge :  Offering products the customer wants/needs at competitive prices while still making a profit. 


What is value based- MRT?
· Providing customers with benefits that far exceed the cost (Money, Time, and Effort) of acquiring and using a product or service while providing a reasonable return to the firm. 








How firms become Value-Driven?  Or How do firms compete on the basis of value?

     1.  By Sharing information that's collected through
         CRM (cust. relation'p Mgmt) and integrating it 
         across the firm's various depts.
· Sharing such info is a critical success factor in a firm


  2.  By measuring the benefits perceived against the 
       cost of their offering. Marketers use data to
       find opportunities to sat cust. needs/wants 
        and   Develop  L-T Loyalties

  3. In a value-based Market-Oriented firm,  
      marketers use a process known as CRM which is: 

· A set of strategies and systems that focus on Identifying and Building Loyalty among the firm's most valued customers.
· The key success in here is to systematically collect information about customers’ needs 

·  Then use that information to target their best customers with the products, services, and special promotions that appear most important to those customers. 


