ASSIGNMENT 1

 
1.   	 i. Marketing is the business of or a combination of actions aiming to promote/sell products and services. Marketers realise the importance of the customer and therefore generally make them and their desires the main priority.
 
ii. The production concept focuses on the notion of low cost mass production. This concept relies on the assumption that the benefit of the cheap price of the product will outweigh the fact that the product may be of low quality or may not fit their needs exactly. The production concept is generally only effective in markets in which demand exceeds supply (not the western world).
 
iii. The sales concept emerged in a market in which increased marketing abilities lead to supply outgrowing demand. In this situation, the idea of the “natural salesman” was developed which suggested that a good salesman could sell anything. It was a popular concept in the 1950’s which promoted the notion that selling on a personal level and advertising were the most important marketing strategies. It focused on the need to sell/sales rather than the customers. It is now considered dated as building a relationship with customers is important in order to ensure they return.
 
[bookmark: _GoBack]iv. According to McCarthy, the four P’s of marketing mix include product, place, promotion and price. “Product” implies that the product itself should meet the desires/requirements of the consumer. “Place” states that the product should be made readily available in the location/locations that make it easily acquirable for the customers. “Promotion” highlights the notion that the manufacturers point must be portrayed to the customers in every form and manner possible. The methods and content of the promotion should be tailored to fit the target group. “Price” emphasises the necessity that the product being sold should be good value for money (i.e. More expensive the better/more fulfilling the product is).  
 
V. Marketing orientation is when a company directs its products/ makes its decisions as a result of its clients’ desires and requirements, rather than what they themselves believe is right for their business. It is generally the preferred/ more successful marketing technique.


2. The terms “sales” and “marketing” are often confused and used interchangeably, however, they have fundamentally different core values and aspirations. While sales is centred around the actual act of selling a product in any manner possible with little regard for the customer, marketing concentrates more on the customer. Marketers focus on their customers’ needs and desires, aiming to build a relationship with them in the hope that they will return to them in the future. Sales is in essence the action of selling in which a product is changed into ready money where as marketing encompasses a variety of actions and functions including aspects such as promotion, pricing and the distribution of products/services. The management of sales has differing concerns to those of marketing; while marketing is concerned with profit, sales are concerned with the quantity of sales achieved. Marketing deals with customers in a way that hopefully ensures their loyalty, encouraging them to come back and use/buy their product continuously. Sales is more concerned with the number of individual sales rather than the number of returning customers.

3.  Marketing is an extremely important aspect to present day business as it helps a business be recognised and gain a reputation. Good marketing allows businesses to overcome negative aspects of their business that would otherwise hamper their success such as its location. Marketing is also very important due to the revenue it brings to not only the individual or company, but also to a country as a whole. The marketing industry provides a wide array of employment opportunities while simultaneously enabling a country to highlight its level of development. While there are clear benefits for those employed by the marketing industry, customers also benefit from the marketing industry as marketing puts the clients in a position of utmost importance. This puts the customer in an advantageous position, allowing them to make informed decisions between an array of products suited to them. The clients benefit from the effort that the marketers put in on their behalf. Marketing also allows clients to be satisfied with their products on numerous levels, from their availability to their price. While other aspects of business are clearly also very important, without effective marketing a business would not thrive as all businesses have customers and the marketers are those who draw the customers in, thereby keeping the business running. However, it is important to realise that without innovation there would generally be nothing to market, suggesting that innovation is also an extremely important aspect of a business. 
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