What is Marketing

Chapter 1
Marketing Today

1.1 What is Marketing?…. Marketing is the creation and maintenance of satisfying exchange relationships…one of the most important functions in the modern American Company.

Thoughts to ponder:  

What is a free-marketing economy and who ultimately determines which products and services are produced?

Why are most marketing skills not needed in a government-controlled economy?

A. Why study Marketing?

It is often misused or misunderstood.  It is a rather large category covering a number of different activities that provides broad benefits when used effectively.  It is critical to businesses as well as government agencies, hospitals law offices, schools and churches. 

Successful businesses develop an approach to marketing planning that responds to the needs of customers so that customers will be satisfied with the products and services they purchase.

1. Where does Marketing take place?  Everywhere you look you are surrounded by marketing activities.  They include: advertising, products being transported and marketing researchers in shopping malls.  You are involved with marketing when you purchase an item, use cash or credit, pay for delivery…etc.  You also market yourself every day….selling yourself to colleges, teachers, scholarships…jobs…
	Businesses Directly Involved in Marketing
	Businesses With Major Marketing Activities:
	Businesses With Limited Marketing Role:

	Advertising agencies


	Retailers
	Law offices

	Marketing research firms


	Manufacturers
	Physicians

	Sales reps
	Banks
	Accounting firms

	Trucking companies
	Real estate agencies
	Government agencies

	Credit card companies
	Insurance companies
	Universities

	Telemarketing businesses
	Automobile dealers
	Construction businesses

	Travel agencies
	Farmers and ranchers
	Public utilities


B. What Is Marketing?

Many think Marketing is just advertising and selling, however, many marketing activities need to be completed before a product or service is every ready to be advertised and sold. 

Marketing activities can be categorized within 7 functions:

1. Product/Service Management – Assisting in the design and development of products and services that will meet the needs of prospective customers.

2. Distribution – determining the best methods and procedures to be used so prospective customers are able to locate, obtain and use the products and services of an organization.

3. Selling – direct, personal communications with prospective customers in order to assess needs and satisfy those needs with appropriate products and services.

4. Marketing-Information Management – obtaining , managing and using market information to improve decision making and the performance of marketing activities.

5. Financing – budgeting for marketing activities, obtaining the necessary financing, and providing financial assistance to customers to assist them with purchasing the organization’s products and services.

6. Pricing - Establishing and communicating the value of products and services to prospective customers
7. Promotion – communicating through advertising and other promotional methods to encourage them to purchase your product.

C. Define Marketing – Marketing is the creation and maintenance of satisfying exchange relationships.

LESSON REVIEW:

a. Name 3 types of marketing activities that people see almost every day.

b. Identify three marketing functions and describe real-life examples of those functions that you have experienced, heard about, or read about.

c. What percentage of businesses are involved in marketing activities?

d. What has happened to the commonly accepted definition of marketing over the past 40 years?

e. What is the key attribute of the exchange relationships that marketers seek to create and maintain?

1.2 
Businesses Need Marketing

A.  The Need for Marketing

** Some people believe that if a company has a good product, it doesn’t need marketing, however, if a customer does not know about the product, doesn’t know where to purchase it, is unable to get to the place where it is sold, cannot afford the price of the product, or does not believe the product is a good value, the product will not be purchased.  

Marketing is required to provide a variety of activities or services so that customer will be able to purchase the product.  

· Marketing cannot be successful if the product is not what the customer wants or is a poor quality product. If a product is purchased and the customer is unhappy with it, they will return it and/or if they don’t return it, it is unlikely the customer will buy the same product again. 

· Businesses and other organizations use effective marketing to provide satisfying exchanges of products and services with customers.  

· The ways marketing is used have changed over the years, but the need for marketing has not.

B.  Marketing and the Development of Business

*Back in history, some people were self-sufficient where they made everything they needed by themselves. Often it wasn’t possible to obtain everything needed because of poor weather, competition with other people, sickness, or lack of skill.

? What products and services they and their families would have to give up if they were self-sufficient.

1. Bartering – exchanging products or services with others by agreeing on their values.  This was one of the first examples of marketing…Do we still do this today?  YES, it is suppose to be taxed by the IRS.

2. Specialization of Labor – people discovered each had a certain kind of talent.  Specialization of Labor made it possible for people to produce larger quantities of a single product, therefore more of that product would be available to exchange with other people.

3. Money Systems – this occurred because bartering wasn’t available.  Not all people needed the products to reach agreement of what products were worth so that they could be exchanged directly.  A money system established the use of currency as a recognized medium of exchange.  

4. Central markets – a location where people bring products to be conveniently exchanged.  They were located where many people traveled, such as where rivers of roads met.

5. Other Marketing Activities – It wasn’t always possible for sellers and buyers to travel to the markets at the same time, therefore business were formed to purchase products from producers and hold them for sale to purchasers.

C.  THE FUNCTIONS OF BUSINESS

Marketing cannot be successful alone, a number of other activities are important to businesses.  These are:

1. Production – creates or obtains products or services for sale.

a. Raw materials – ie: logging, drilling for oil…etc..

b. Processing – changing raw materials to a product ie: producing paper, plastics

c. Services – an intangible item ie: cutting hair, tax services, concerts.

2. Operations – the ongoing activities designed to support the primary function of a business and to keep a business operating efficiently.  Ie:  building maintenance, paperwork, customer service questions answered…

3. Accounting and Finance – plans and manages the finances related to the business.

4. Management and administration – involves developing, implementing and evaluating the plans and activities of a business.  Managers are responsible for everything that occurs in the business including the work of the employees.  They are held responsible for the performance of the company, including whether or not it is profitable.

5. Marketing  - all the activities needed to make their products available to customers.

6. Coordination of business Functions – Each function relies on another function and all must work cohesively.

IE:  Finance and accounting need to tell the other depts how much money they can spend,  when departments operate independently:  products were produced that could not be sold, marketing activities were planned with little attention to their costs, managers concentrated on specific activities of the business without consider if their decisions would have negative effects on other functions.

1.3 Understanding the Marketing Concept

*** Have students make a list of suggestions for improving the school…discuss

*** Then have them come up with a consensus on a short list of suggestions to be passed on to the schools administration…be creative but keep in mind the schools objectives as well as their own.  

***  What is the best way to present the ideas to the administration that will maximize their chances of having the suggestions adopted.

A. The Marketing Concept

· An important part of marketing is the ability to identify products and services that customer’s want and then providing them at an affordable prices.  Companies spend millions of dollars and hours every year trying to identify products that customer would be willing to buy.  Sometimes the new products are simply improvements or changes to existing products, others are new products altogether.

Marketing wasn’t even a term until the last half of the twentieth century, prior to that  businesses were concerned about producing products that customer needed and were able to afford.  Over time, production processes improved, there was more competition among producers and manufacturers, and consumers had more choices of products and services, so companies had to figure a way to get them to buy their products.


1.  Satisfying Customer Needs – the most successful businesses were the ones that considered customer’ s needs and worked to satisfy those needs as they produced and marketed their products and services…That philosophy of business is now known as the marketing concept.

Elements of the Marketing Concept




The marketing concept is using the needs of customers as the primary focus during the planning, production, distribution, and promotion of a product or service.

The 3 activities of the marketing concept are:

1.  Identify needs of customers

2.  Develop and market products or services

3.  Operate a business profitably

Many companies have done all of the above ie: restaurants providing breakfast menus and late night hours, banks allowing customers to pay bills, transfer money and check balances by the phone of pcs, hospitals offering wellness programs, colleges offering course to area high school to allow college credits.

2.  The consequences of not Satisfying customer needs…when a company doesn’t use marketing properly, they end up with a lot of products that they can’t sell, so they have to rely on advertising to sell them, or cut prices drastically

B. Implementing the Marketing Concept…businesses using the marketing concept follow a two-step process.

1. Identify The Market – the description of the type of customers a business wants to serve ie:  a bike manufacturer wants to market to bike riders.

2. Develop a Marketing Mix – the blending of 4 marketing elements… The 4 P’s:…product, place/distribution, price and promotion

The bike manufacturer may decide to offer a mountain bike with 3 choices of frames and tires.  

· They can sell to a selected group of bike shops in resort towns in Colorado, Wyoming, Utah and New Mexico. 

· The price can range from $280-$550.

· It can be promoted by advertising in two fitness magazines, a cable sports channel, and by salespeople in the bike shops.

The sports arena manager could choose a marketing mix for concerts that includes: 

· groups that have albums in the top 40 of the pop/rock charts, 

· scheduled on Saturday or Sunday evenings, 

· priced at $60 for reserved seating and $32 for open seating, and 

· promoted on the three are FM radio stations with the highest audience ratings for listeners age 15-25

a. Product - anything offered to a market by the business to satisfy needs, including physical product, services and ideas.

b. Distribution – includes the locations and methods used to make the product available to customers.

c. Price – is the actual amount that customers pay and the methods of increasing the value of the product to the customers.

d. Promotion – includes the methods and information communicated to customers to encourage purchases and increase their satisfaction.

1.4 
Marketing’s Role Today and Tomorrow

A. The changing Role of Marketing…only recently have many people realized the value of effective marketing.

1. 1900 – 1920’s - Production Emphasis– people had limited money and spent on basic necessities.

2. 1930’s – 1940’s – Sales Era – emphasis on using advertising and sales people to convince customers to buy a product.

3. 1950’s – 1960’s – Marketing Dept Era – emphasis on developing many new marketing activities to sell products.

4. 1970’s – today – Marketing Concept  Era – emphasis on satisfying customers needs with a carefully developed marketing mix.

B. The changing Definition of Marketing – previously marketing was seen as a tool to help a business sell its products and services.  Today business people see that marking contributes greatly:

· Provides info about customers and their needs through market research, which helps businesses plan more effectively

· Provides many ways to serve customers better including distribution, price, credit and customer service

· Increase customer satisfaction by solving customer problems

· Help the business be more profitable by coordinating activities and controlling costs.

Develop and market products or services





Operate a business profitably





Identify needs of customers








