Chapter 1 : overview of marketing 
 
Building value: 
· Build & maintain a loyal customer base 
· Distinguish from competitors 
· Strong brand, customer appeal 
· Constantly need to protect the brand 
What is marketing?
· Marketing is a set of business practices designed to plan for and present an organizations products or services in ways that build effective customer relationships 
Core aspects of marketing 
· Marketing helps create value 
· Marketing is about satisfying customer needs and wants 
· Marketing entails an exchange 
· Marketing requires product, price, and promotion decisions (B2B)
· Marketing can be performed by both individuals and organizations 
· Marketing occurs in many settings 
 
Satisfying customers needs & wants 
Need: basic necessities 
Want: how to fulfill that need 
Marketers convince you that you need the newest 
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Entails a marketing exchanger 
· The exchange can occur between any two parties
· Not simply a buyer and seller exchanging money for a good or service 
The marketing requires marketing mix decisions 
Product 
Price 
Place
Promotion 
 
CDSTEPT
Culture 
Demographics 
Social 
Technology 
Economic 
Political 
 
Company competition corporate within the company 
 
For example when peta came after McDonalds for the obesity epidemic McDonald rather than fighting it change there menu for more healthier options and people loved it as the trends from  the consumers changed so did McDonalds
  
Value based marketing 
 
· Focuses on providing customers with benefits that far exceeds the costs of acquiring and using a product or service while providing a reasonable return to the firm  
 
· Firms must offer customers something in excess of that being offered by the competitors 
 
· Firms must understand how each aspect of their product/service creates value for customers 
How firms compete on the basis of value 
Constantly changing consumer perceptions 
Firms must constantly monitor the marketplace in order to create value 
 note : social mobile media is widely used in value- driven firms to build relationships co-create value and share information 
 in building a relationship with firms they get you in and make it impossible for you as a customer to leave 
 
Firms encourage feed back from consumers 
 becoming value driven 
1. Understand key benefits offered 
1. Focus on the key benefits 
1. Eliminate cost of less strategic benefits 
1. Take a long term view of customers relationships 
1. Use data to assist in maintaining the relationship
 
Negative aspects of marketing 
· Deception  ( burgers on tv ads) 
· Objectifying people (hooters) 
· Stereotyping
Marketing today 
1. Building relationship with customers, suppliers 
1. Dialogue - conversations , community 
1. Engagement 
1. Innovation 
1. Information management : lots of info, real-time
1. Immediate gratification 
1. Customization & globalization 
1. Consumer cynicism 
1. Brand switching rather than brand loyalty 
 
Marketing is a complex undertaking that requires careful planning 
[bookmark: _GoBack]

i s o s e o

ot s




