Marketing Module 1 September 4 2013

So What is Marketing?
· Marketing is the organization function and a set of processes that subject to constraints, attempts to establish mutually satisfying product exchange relationships between any two interested parties.
· PRODUCT EXCHANGE WITH ANY TWO INTERESTED PARTIES

…. Any two interested parties
· Places, properties, organizations, information, ideas, goods, services, events and persons

Product Exchange Relationships…
· Core Product -  The dominant benefit or satisfaction that a customer expects from a good or service he or she buys.
· Actual Product - Tangible aspects of a product, such as the brand name,design, features, quality level, styling.
· Augmented Product - A core product to which additional products and servicesmay be added to generate multiple revenue streams. For example, an accounting software program that starts with ageneral ledger to which various modules such as budgeting,inventory control, payroll (as well as training aids such asbooks, newsletters, seminars, and videos) may be added. See also agile product.

Market View of a Product
Picture in slideshow

Does marketing satisfy needs?
· Needs: difference between a consumers actual and some ideal or desired state.
· Wants: desire to satisfy need in ways that are influenced by culture and society.
· Benefits: outcome sought by a consumer that motivates buying behavior.

Does Marketing creates needs?
· Who is most likely to be victimized by marketers?
· Have you ever been influenced by a marketer to buy something you didn’t need? (stated needs, real needs, unstated needs, delight needs and secret needs)

Are all customers alike?
· No they are not 

Evolution of Business
1. Producton
2. Sales
3. Marketing orientation
4. Marketing concept

The Marketing Concept
· Identify and satisfy customer needs while making a profit
· Satisfaction of consumer wants and needs super ordinate goal
· Coordinated with other business functions
· Profit maximization
· WHERE IS MARKETING TODAY?

Current state of marketing
· Marketing realities of today
· Information clutter
· Consumer cynicism
· Need for knowledge (less we know the more a firm can take advantage of us is called ignorance)
· Globalization
· Brand loyalty

A Change in Focus
· A five percent increase in customer retention can significantly increase profitability ranging from 
· Twenty five percent on bank deposits
· Eight five percent on car servicing
· A two percent rise in customer retention has the same effect on profitability as a ten percent reduction in overheads

Attracting and Retaining Customers
· Forming strong customer bonds
· Listen to the voice of the customer
· Create superior offering
· Reward outstanding employees
· Adding financial benefits
· Frequency programs
· Adding structural ties
· Create long term contracts
· Lower price for high volume
· Turn product into long term service

Relationship Marketing 
· What is relationship marketing?
· What is driving relationship marketing?
· Technology 
· Need for real time MR
· Need for integrating design and manufacturing
· Need for knowledge
· [bookmark: _GoBack]Need for dialogue and intergrated communications
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