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' ' Introduction

More than any other
business aspects,
marketing deals with
customers.

Not only is It for promoting
the product, but It also
attracts potential customers
and builds profitable
relationships.




Marketing is the process in where
companies satisfy customers needs
and wants in order to build profitable
relationships and capture the value In
return.



Marketing Process

1- Understand the marketplace

2- Design a customer-driven strategy

3- Construct an integrated marketing program

4- Build profitable customer relationships

5- Capture value and reap rewards




1-Understand the Marketplace

Firstly, marketers have to understand
the that they operate In,
and Its and ARS
customers are faced with a wide
variety of products, marketers need to
know what will satisfy and meet the
consumers

Maslow's Hierarchy of Needs

' Actualization

Esteem

Belonging Needs

Physiological Needs

2-Designing a Customer-driven
Strategy

After understanding consumers and the
marketplace they would have to create a
. The company

needs to decide will be their target
audience, will they be serving them,
and will they been serving them.
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Importance of the Marketing
Aspect

Understanding the marketplace and customer needs and wants.
Offering affordable services to our customers and still maintaining col
Provide “in time” service to customers.

Maximizing the usage of equipments.

Important strategy in growing the business.
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