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	1) Short answers

(i) What is marketing?

Marketing is the process employed to make a product or service successful. In modern era, this involves identifying consumer needs and providing them at a good value price that is mutually beneficial to both buyer and the seller.

(ii) What is the production concept of marketing?

Production concept of marketing is the thought process that existed in manufacturers of early 19h century post invention of steam engine. Manufacturers only focused on getting the items produced on a large scale and transporting them to various places using trains which allowed them to sell at cheaper prices. 

During that time, manufacturers were of the view that success solely depends on getting the production right.

(iii) Explain the sales concept of marketing

Sales concept of marketing involves the usage of good salesman and selling techniques to generate revenues that satisfy company’s requirements. Companies during the ‘sales era’ (1920’s to 1950’s) heavily relied on marketing activities like advertising and personal selling to pitch their products as best suitable to consumer needs.

(iv) What are the four Ps of marketing mix according to McCarthy?

a) Product
b) Place 
c) Promotion 
d) Price

(v) Explain the term ‘marketing orientation’

‘Marketing orientation’ means placing customers as a focal point in the activities of an organization. In this approach, customer is the king and the organization does modify its activities from production to after-sales support to suit its target customer groups.

This involves researching on the needs of customers and devising the organization’s activities to satisfy those needs at a price that makes perfect business sense. 


2) Describe the difference between sales and marketing

Marketing is the entire process of finding and satisfying the requirements of consumers. Whereas sales is only a part of marketing process wherein a product/service is sold and revenue is generated.

Sales involves only selling the product/service whereas marketing involves market research on consumer needs, production, packaging, promotion, pricing, distribution and selling. 

Sales focusses on seller’s requirements whereas marketing focusses on customer’s requirements.

Sales involves selling already manufactured products or devised services. Whereas marketing focusses on the needs of customers to provide products/services that satisfy those needs.

Sales focusses on profit maximization by means of selling more products/services. Whereas marketing focusses on profit maximization by means of satisfying customers. 

Till mid-20th century, sales was the major driver of business whereas post mid-20th century, marketing was the major driver of business.


3) ‘Marketing is considered to be the most important activity of the present day business’ - Discuss

Marketing is an activity that might be needed or might not be needed with the need being determined based on various factors like demand, supply, industry, place, time etc.

Till early 1930’s, marketing never existed as production rarely exceeded demand and when exceeded, selling was used to shell out the surplus stock in order to meet company’s requirements. 

Even in the modern era, marketing is not critically required for companies present in some industries. Example: Arms manufacturing.

[bookmark: _GoBack]However, on a broader perspective, if the present day business is exclusively taken into account to discuss whether marketing is its most important activity, it has to be said that the statement needs to be supported as true. In support of the argument, consideration needs to be given to the evolution of marketing concepts since early 19th century.


The evolution in sequential order is as follows:-

a) Production concept
b) Product concept
c) Selling concept
d) Marketing concept
e) Societal concept

In modern era, most of the businesses are either following ‘Marketing concept’ or ‘Societal concept’ (a modified version of marketing concept with an addition responsibility towards society’s interests at large). The evolution to ‘Marketing concept’ happened as a result of businesses realizing the changing consumer and market trends. 

Notable changes include - educated and informed buyers, intense competition among sellers, need for differentiation of products/services and a requirement to offer appropriate ‘best value’ solutions to consumer needs. 

An apt example to support this would be the case of Apple. After the departure of Steve Jobs from Apple in 1984, the company went into losses (primarily due to bad product offerings and faulty marketing strategy). Post his re-arrival into the company in 1997, the company showed tremendous growth from a bankruptcy situation to posting $1.6 billion profit in the third quarter of 2009. This turnaround has been attributed to its marketing strategy and the strategic change in its products (spearheaded by creative Director Steve Jobs).

Based on the above, it can be concluded that marketing is the most important activity of the present day businesses.
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