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1. What is Marketing? 
Marketing refers to activities a company undertakes to promote the buying or selling of a 
product or service. Marketing includes advertising, selling, and delivering products to 
consumers or other businesses. Some marketing is done by affiliates on behalf of a company. 
Professionals who work in a corporation's marketing and promotion departments seek to get 
the attention of key potential audiences through advertising. Promotions are targeted to 
certain audiences and may involve celebrity endorsements, catchy phrases or slogans, 
memorable packaging or graphic designs and overall media exposure. 
 

1.1 Understanding Marketing. 

Marketing as a discipline involves all the actions a company undertakes to draw in customers 
and maintain relationships with them. Networking with potential or past clients is part of the 
work too, and may include writing thank you emails, playing golf with prospective clients, 
returning calls and emails quickly, and meeting with clients for coffee or a meal. 

At its most basic level, marketing seeks to match a company's products and services to 
customers who want access to those products. Matching products to customers ultimately 
ensure profitability. 

IMPORTANT: Marketing refers to any activities undertaken by a company to promote the 
buying or selling of a service. 

1.2 The Four Ps of Marketing 

Product, price, place, and promotion are the Four Ps of marketing. The Four Ps collectively 
make up the essential mix a company needs to market a product or service. Neil Borden 
popularized the idea of the marketing mix and the concept of the Four Ps in the 1950s. 

Product 

Product refers to an item or items the business plans to offer to customers. The product 
should seek to fulfill an absence in the market, or fulfill consumer demand for a greater 
amount of a product already available. Before they can prepare an appropriate campaign, 
marketers need to understand what product is being sold, how it stands out from its 
competitors, whether the product can also be paired with a secondary product or product 
line, and whether there are substitute products in the market. 

Price 

Price refers to how much the company will sell the product for. When establishing a price, 
companies must consider the unit cost price, marketing costs, and distribution expenses. 
Companies must also consider the price of competing products in the marketplace and 
whether their proposed price point is sufficient to represent a reasonable alternative for 
consumers. 

 

https://www.investopedia.com/terms/e/endorsement.asp
https://www.investopedia.com/terms/f/four-ps.asp
https://www.investopedia.com/terms/m/marketing-mix.asp
https://www.investopedia.com/terms/p/product-line.asp
https://www.investopedia.com/terms/p/product-line.asp
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Place 

Place refers to the distribution of the product. Key considerations include whether the 
company will sell the product through a physical storefront, online, or through both 
distribution channels. When it's sold in a storefront, what kind of physical product placement 
does it get? When it's sold online, what kind of digital product placement does it get? 

Promotion 

Promotion, the fourth P, is the integrated marketing communications campaign. Promotion 
includes a variety of activities such as advertising, selling, sales promotions, public relations, 
direct marketing, sponsorship, and guerrilla marketing. 

Promotions vary depending on what stage of the product life cycle the product is in. 
Marketers understand that consumers associate a product’s price and distribution with its 
quality, and they take this into account when devising the overall marketing strategy. 

By ALEXANDRA TWIN Updated November 10, 2021, reviewed by AMY DRURY, Fact checked by ARIEL 

COURAGE 

1.3  Five Growth Strategies for Small-Business Owners 

Starting a business can be an incredibly exciting and rewarding venture, but it isn't easy. Many 

small businesses don't make it past their first few years, so to increase your chances of 

success, you have to be strategic from the very beginning. 

As an emerging entrepreneur, you probably feel more motivated and committed than ever. 

It's important to direct your energy and resources toward the right practices, though. Without 

a clear, actionable plan for growth, your small business could struggle to take off. The 

following are five growth strategies I recommend for small businesses: 

1. Increase your market penetration 

From my perspective, market penetration is arguably the most critical strategy small 

businesses should use for long-term success. The goal of this strategy is to increase your sales 

within your current market. This can be difficult, as it requires you to beat your existing 

competition, but appealing to your current market is a reliable way to boost your profits. 

Lowering your prices is one option for increasing your market penetration. Selling for less than 

your competition can dramatically expand your customer base, and this increase in sales could 

help offset the loss you take when your prices drop. 

As a small-business owner, however, it might not always be feasible to charge lower rates. If 

you can't lower your prices across the board, look for other ways to appeal to the average 

https://www.investopedia.com/terms/g/guerrilla-marketing.asp
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consumer's desire for a bargain. For example, maybe you could offer a first-time customer 

discount or reduce your prices when customers buy in bulk. 

2. Consider alternative channels 

Finding new opportunities to sell your products can be an excellent way for your small 

business to grow, especially if your current market is highly competitive. The internet has 

opened up countless alternative channels for entrepreneurs, so look for new and innovative 

ways to target other markets. 

If your business is online-only, you could set up a pop-up shop or sell your products at local 

markets. Connecting face to face with your potential customers is an excellent way to 

establish brand loyalty. If your small business operates as a brick-and-mortar store, sell your 

products online as well. Setting up an online shop is fairly easy, and it allows you to expand to 

a national or even international audience. 

3. Focus on market segmentation 

In my experience, small businesses often struggle in large markets because it's nearly 

impossible to compete with larger brands. For this reason, you might need to revaluate your 

brand's place within your market and narrow down your target. 

Market segmentation involves dividing a broader market into smaller groups based on 

demographic information or buying habits. Then, you can choose one of these segments as 

your target audience. Marketing to a highly specific group of potential customers is far easier 

than trying to appeal broadly to a massive group. 

If you offer more than one product, market segmentation also helps you advertise different 

items to different consumers. It does take some careful research to discover which market 

segments are the most likely to buy each of your products, so be prepared for a time-intensive 

process. You can use email surveys, website analytics and purchase histories to find trends in 

your existing customers' demographic or behavioral traits. Once you identify the most 

appropriate market segments for each of your product categories, you can create more 

targeted ads for potential customers. 

4. Foster the right partnerships 

Partnering with another small business gives you access to that brand's audience. However, 

it can be difficult to find the right business to partner with. You shouldn't work with a company 

in direct competition with you, as that could cause you to lose customers to your competitor. 

The business should be complementary to yours, though, to ensure their customer base will 

have an interest in your product or service. 
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Ideally, a partnership should benefit both businesses significantly. This could be an 

opportunity to tackle a big project by combining your resources, and it can be a chance to 

connect with another professional who may be able to offer their wisdom or skills. You could 

work with a partner to develop a new product, or you could host an event that promotes both 

brands. 

5. Don't overlook your existing customers 

One of the most common and devastating mistakes I've seen entrepreneurs make is 

prioritizing new customers over existing customers. While it's important to expand your 

customer base, customer retention and loyalty is the true key to success. Convincing a 

customer to return to your business is easier than convincing a new customer to give you a 

chance. Retaining customers can help significantly increase your profits, and those returning 

clients are also a good source of word-of-mouth advertising. 

I've found creating an email list is the easiest way to stay in touch with your existing 

customers. You could entice customers to sign up for emails by offering a discount in 

exchange. Then, use email to send your audience updates about new products, sales and 

events. Ask your customers for their feedback through reviews or surveys, and thank them 

personally for their suggestions. 

With patience, determination and strategy, you can achieve significant growth for your small 

business. Success doesn't happen overnight, but by staying committed to your business 

practices, you'll lay the groundwork for expansion. 

Oksana Kolesnikov Forbes Councils Member, Forbes Business Council, COUNCIL POST| Membership 

(Fee-Based), Apr 19, 2021,07:40am EDT 

https://www.forbes.com/sites/forbesbusinesscouncil/2021/04/19/five-growth-strategies-for-small-

business-owners/?sh=749797247a4a 

 1.4 30 ways to market your online business for free 

For many people and businesses, the word ‘marketing’ conjures up visions of pricey 

marketing strategies and excessive expenditure. 

With a high number of businesses all vying for exposure among the vast digital landscape, it 

can sometimes feel like fighting a losing battle, especially for those just starting out. 

However, it doesn’t have to be expensive: there are plenty of free ways to market a 

business. In this post, we share our top tips for how to market your online business for free 

– 30 different ways in fact. Here goes… 

https://www.forbes.com/sites/forbesbusinesscouncil/2021/04/19/five-growth-strategies-for-small-business-owners/?sh=749797247a4a
https://www.forbes.com/sites/forbesbusinesscouncil/2021/04/19/five-growth-strategies-for-small-business-owners/?sh=749797247a4a
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1.   Capture email data 

Ensure that you have a method of capturing email data from website visitors. Integrate an 

email sign up option onto your site and begin building a database of customer data. 

You can then use this data for a range of marketing incentives, such as email marketing or 

creating custom audiences on Facebook for targeted advertising. (Just make sure you’re 

GDPR compliant…) 

2. Email marketing 

You’ve got the data, now you need to do something useful with it. Start by setting up a free 

account with Mailchimp, and start distributing those emails. 

Avoid being overly promotional and always offer something genuinely useful to the 

recipients. Keep the emails regular but never bombard, otherwise people will hit 

unsubscribe quicker than you can say ‘digital marketing’. 

3.   Video marketing 

You’d be mad to ignore the proliferation of video over the past few years. Jump on the 

bandwagon and start engaging in some video marketing. 

Begin by setting up a YouTube channel. You don’t have to create Hollywood-esque movies – 

just a simple video blog will do. If you’ve got something useful to say, then say it on video. It 

also makes for highly shareable, marketable content – plonk it on your website, push it out 

on social, and include in your emails. 

4.   Post to Facebook 

It goes without saying that social media is one of the most valuable marketing tools out 

there. And it’s free. FREE. It’s best not to go signing up for every social media platform under 

the sun, just focus on those most suitable to your business. 

Facebook is a viable option for almost all businesses. Unfortunately, the latest algorithm 

updates have made it harder than ever for businesses to gain visibility in the news feed 

without paying. But you’ve got nothing to lose. Post regular updates – be engaging and 

exciting, don’t be too promotional, and be genuinely interesting. 

https://www.searchenginewatch.com/2017/12/08/killer-demand-gen-strategy-part-3-facebook-advertising/
https://www.searchenginewatch.com/2016/10/12/eight-tools-to-help-manage-every-step-of-the-email-marketing-process/
https://www.searchenginewatch.com/2020/01/02/quantum-supremacy-and-eight-seo-trends-2020/
https://www.searchenginewatch.com/2018/01/17/facebook-kills-off-news-publishers-panic-try-to-remember-how-to-do-seo/
https://www.searchenginewatch.com/2018/01/17/facebook-kills-off-news-publishers-panic-try-to-remember-how-to-do-seo/
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5.   Interact with industry experts on Twitter 

Twitter isn’t for everyone, but it does carry a whole array of benefits. It’s a great platform 

for engaging with industry experts and customers, as it’s a place where anyone can talk to 

anyone. 

Respond to customer feedback, retweet the best user-generated content, and offer genuine 

input to industry discussions. 

6.   Create an Instagram 

A popular contender among social media platforms, Instagram has an ever-increasing user 

base. 

If your business would benefit from a visual presence, then make sure you are dedicating 

time to building a strong Instagram account. Remember that it’s a visual platform, so 

carefully curated content that looks amazing is key. 

7.   Generate website traffic with Pinterest 

Pinterest isn’t suitable for a lot of businesses, but can work really well for some. The 

platform has one of the highest conversion rates in terms of converting browsers into 

buyers. 

You can also generate significant website traffic and find out more about what your 

target users love. 

8.   Build your network on LinkedIn 

If your business is a B2B company, be sure to have a strong presence on LinkedIn. It’s also a 

great place for building your network. The same rules apply to LinkedIn as other social 

platforms – engage with relevant people and offer genuine insight. 

9.   Publish to Google Plus – yes, really! 

Google Plus, that strange little platform that never quite hit the big time. Yet it’s still 

plodding along hoping that one day, something, anything will happen that propels it into 

social media stardom (not likely). 

Still, despite the failings of Google Plus, it is still worth getting into the habit of pushing out 

any new content via Google Plus. After all, it’s a product of Google and if you want to climb 

those rankings, we suggest keeping Google sweet. 

https://searchenginewatch.com/2019/06/06/regulation-in-seo-industry/
https://www.searchenginewatch.com/2016/10/14/how-the-rise-of-user-generated-content-is-changing-marketing/
https://www.searchenginewatch.com/optimize-instagram-account-search-engines
https://www.searchenginewatch.com/2016/03/18/how-to-use-visual-social-media-part-one-instagram-and-pinterest/
https://www.searchenginewatch.com/2016/04/08/11-tips-on-how-to-optimise-pinterest-pins-for-seo/
https://www.searchenginewatch.com/2019/09/06/transformation-search-summit-2019/
https://www.searchenginewatch.com/2018/12/21/guide-google-analytics-confusing-terms/
https://www.searchenginewatch.com/2019/10/03/linkedin-retargeting-strategies/
https://weareyellowball.com/why-doesnt-googleplus-giveup/
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10.   Start using Google Posts 

Aim to publish regular updates via Google Posts for greater visibility in the search 

engine results pages. Posting to Google allows businesses to share content with people that 

is relevant to the search queries being inputted. It’s a great way of gaining a little extra 

exposure. 

11.   Encourage UGC 

User-generated content (UGC) is content that has been created and published by unpaid fans 

of your business. It’s when someone loves your product or service so much that they take it 

upon themselves to share their experience with friends and family, usually via social media. 

UGC typically occurs naturally, but there is no harm in encouraging it – if you don’t ask you 

don’t get! You can highlight the best posts every week on your social media channels, and 

even offer prizes to customers who get featured. 

And speaking of prizes… 

12.   Run social media giveaways 

Running social media giveaways is a sure-fire way of increasing engagement and generating 

new followers. Not only can it be a nice way of saying thank you to existing customers and 

fans, it’s also a handy way of reaching potential new customers. 

Okay, so it’s not entirely cost free, as you’ll need to give away a product, but there’s no need 

to spend any money on top of that. Just be sure to follow all the best practices of running a 

giveaway. 

13.   Engage with social influencers 

Influencer marketing is a huge industry. For those unfamiliar with how it all works, a business 

pays or offers free products to a blogger or influencer who has a high following on social 

media. In return, the influencer shares your product on their social media channels. It’s 

extremely effective. 

The more popular influencers can charge astronomical rates, but those with smaller 

followings (sometimes called “micro-influencers”) have high engagement rates and are often 

willing to post something in return for a free product or trial. 

https://www.searchenginewatch.com/2017/07/20/google-posts-growing-under-the-radar/
https://www.searchenginewatch.com/2018/05/21/no-need-for-google-12-alternative-search-engines-in-2018/
https://www.searchenginewatch.com/2018/05/21/no-need-for-google-12-alternative-search-engines-in-2018/
https://www.socialmediaexaminer.com/4-tips-for-successful-social-media-contests/
https://www.socialmediaexaminer.com/4-tips-for-successful-social-media-contests/
https://www.searchenginewatch.com/2017/03/08/how-influencer-marketing-can-benefit-your-seo-strategy/
https://www.searchenginewatch.com/2019/03/12/social-media-how-does-it-affect-seo/
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14.   Set up Google Search Console and Bing Webmaster Tools 

If you haven’t already, then make sure you set up Google Search Console (and also 

Bing Webmaster Tools). Using these tools, you can view valuable information about the 

search terms people are using to find your website. 

You can also index new pages, meaning they will show up in the search engine results pages 

quicker. Plus, be sure to submit an XML sitemap – it helps the search engines crawl your site. 

15.   Update your Google My Business listing 

Update your Google My Business listing and check that all information is accurate. Reorganize 

the images to ensure that only your best side is showing. 

Do the same with your local listings for Bing and Yahoo. It’s also worth working on building 

your Google reviews, as they will help boost your rankings. 

16.   Ask your customers for testimonials 

On the topic of reviews, be sure to generate as many testimonials and (positive) reviews as 

possible. 

Whether it’s via Google, TrustPilot or for a dedicated testimonials section on your website, 

people trust other people. You’ll have to ask your customers for these, as people don’t very 

often give them naturally. Just a gentle prompt will do the trick. 

17.   Google Analytics 

Make sure that you have Google Analytics linked up to your site. It’s a treasure trove of handy 

data and be sure to spend some time getting your head around it all. See how people interact 

with your site, identify the pain points and discover the most popular pages. With this 

information you can make considered and informed changes and improvements to your site. 

18.   Review Google AdWords 

Google AdWords is not free. In fact, it’s incredibly expensive. But if you are already running a 

PPC campaign then it’s worth taking some time to review your strategy. Try rewriting some of 

the ads and improving your quality score to generate better results. 

Sparing a little time reviewing your campaign could save you lots of money. For most of us 

AdWords will cost, but if you are a charity you can apply for a Google Grant of up to £10,000 

to spend on AdWords! 

https://www.searchenginewatch.com/2018/01/30/inside-googles-new-search-console-whats-new-whats-the-same-and-whats-still-to-come/
https://www.searchenginewatch.com/2018/01/30/inside-googles-new-search-console-whats-new-whats-the-same-and-whats-still-to-come/
https://www.searchenginewatch.com/2019/04/05/google-search-console-guide/
https://www.searchenginewatch.com/2016/02/25/say-goodbye-to-google-14-alternative-search-engines/
https://www.searchenginewatch.com/2019/06/17/local-seo-guide/
https://www.searchenginewatch.com/2019/01/11/voice-search-optimization-guide-2019/
https://www.searchenginewatch.com/2017/05/10/google-just-released-verified-customer-reviews-3-ways-to-come-out-on-top/
https://searchenginewatch.com/2019/06/10/online-reviews-powerful-seo-weapons/
https://www.searchenginewatch.com/2017/12/04/what-is-an-adwords-quality-score-and-how-can-you-improve-yours/
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19.   Use PR 

PR is still a very powerful weapon in a marketer’s arsenal. Without hiring a dedicated PR 

agency, there are some steps you can take to implement a bit of PR. Following any substantial 

news or updates, it’s worth distributing a press release as you never know who may pick it up. 

Sign up to platforms like HARO (help a reporter out) and look out for hashtags like 

#journorequest on Twitter, as you may be able to wrangle a mention. PR, of course, goes 

hand-in-hand with link-building for SEO. 

20.   Contribute to forums, blogs and discussions 

Part of marketing your business online is to establish yourself as a reliable industry expert and 

a voice of authority. In order to build this authority, take the time to contribute to relevant 

forums, blogs and social media discussions. 

Offer genuinely helpful insight and answer questions that are being asked. People will 

appreciate your input and, with any luck, will convert into a customer. 

21.   Speak at industry conferences 

Another excellent way of building your authority and reputation as an expert within your 

industry, is to volunteer to speak at relevant industry conferences. It’s a great way of getting 

your personal and business name out there. If you’re trusted to speak at conferences, then 

you’ll be trusted to offer a good product or service. 

22.   Content creation 

It goes without saying that content creation should be central to any digital marketing 

strategy. If you haven’t already got a blog on your website then don’t wait a second longer. 

Do it. Right now. 

You’ll probably have noticed that there are a disconcerting amount of blogs on the web. So 

don’t do what everyone else is doing; be different, be helpful and be relevant. 

23.   Guest post 

As well as creating content for your own site, be sure to integrate guest blogging into your 

marketing strategy. Only aim for relevant and high quality sites, preferably with a high domain 

authority and nonexistent spam score. 

It’s a great way of ramping up brand exposure, but also securing links back to your website 

(hello better SEO rankings). 

https://www.searchenginewatch.com/tag/link-building/
https://www.searchenginewatch.com/2019/01/11/voice-search-optimization-guide-2019/
https://www.searchenginewatch.com/2017/10/04/still-doing-guest-blogging-keep-these-4-tips-in-mind/
https://www.searchenginewatch.com/2018/02/09/how-to-check-your-domain-authority-4-tools-to-use/
https://www.searchenginewatch.com/2018/02/09/how-to-check-your-domain-authority-4-tools-to-use/
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24.   Use blogging platforms 

As beautiful as your website’s blog might be, it can be frustrating if your lovingly crafted 

content is not getting the exposure, you think it deserves. Especially if you are only just 

starting out, it can be crushing to spend hours working on a stellar article, only for two people 

to read it (probably your mum and your best mate). 

This is where blogging platforms, like Medium, can help increase your exposure. Just make 

sure that you follow the best practices for republishing content on these platforms. 

25.   Carry out keyword research 

If you are undertaking a full-blown SEO campaign, the chances are that you are paying 

someone to do it, or you are already an SEO whiz, in which case you’ll (hopefully) know what 

you’re doing. 

For the newbies, keyword research is the initial stage of any SEO campaign and can help you 

identify user intent and figure out what your target audience is searching for. It would take 

several blog posts to cover this in enough detail, but a good place to start is with this complete 

guide to keyword research for SEO. 

26.   Optimize your metadata 

Get into the habit of writing an SEO title and meta description for every page and post you 

publish. This is the information that will be displayed in the search engine results pages, so 

you need to make it as enticing and relevant as possible. 

27.   Mark up your website with Schema.org structured data 

In a nutshell, schema markup allows you to label the content on your site for the benefit of 

the search engine. It helps the search engines provide more detailed search engine results 

pages. 

Although there is no evidence that schema markup directly improves your rankings, it will 

make your listing more attractive, therefore encouraging more click-throughs. And that can 

only be a good thing! 

28.   List your business in online directories 

Ensure that your business is listed in relevant online directories. There are the most popular 

ones, such as Yell, Yelp and Thomson Local, but there are a whole host of other industry or 

location-specific directories. 

https://medium.com/
https://www.impactbnd.com/blog/dos-donts-of-re-publishing-content-on-medium-or-linkedin
https://searchenginewatch.com/2019/07/15/keyword-research-tools-free/
https://www.searchenginewatch.com/2018/12/11/related-keywords-tools-discover-optimize/
https://www.searchenginewatch.com/2016/10/31/complete-guide-to-keyword-research-for-seo/
https://www.searchenginewatch.com/2016/10/31/complete-guide-to-keyword-research-for-seo/
https://www.searchenginewatch.com/2016/05/16/how-to-write-meta-title-tags-for-seo-with-good-and-bad-examples/
https://www.searchenginewatch.com/2016/05/26/how-to-write-meta-descriptions-for-seo-with-good-and-bad-examples/
https://www.searchenginewatch.com/2019/01/11/voice-search-optimization-guide-2019/
https://www.searchenginewatch.com/2016/07/19/the-complete-beginners-guide-to-schema-org-markup-2/
https://searchenginewatch.com/2019/07/12/how-to-get-featured-snippets-no-link-building/
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Make sure you add your business listing to only the directories which are relevant to your 

business, and ensure they aren’t spammy. 

29.   Make sure your NAP is consistent 

That sounds complicated but it’s really very simple. NAP stands for name, address and phone 

number. NAP consistency refers to the process of ensuring that all mentions of your business 

feature the correct information. 

Do a quick search and make sure that the name, address, phone number, and any other 

information about your business listed online are all completely accurate and formatted 

consistently. 

30.   Test your website with Google’s Page Speed Insights and Mobile-Friendly Test 

Finally, if you want your website to rank well and offer a fantastic user experience then it 

needs to be fast and mobile-friendly. Utilize Google’s free tools to check the speed of your 

website and whether or not it is mobile-friendly. Any red flags should be resolved as quickly 

as possible. 

So, there you have it. There’s definitely enough information here to keep you occupied for quite 

some time. It always helps to have a marketing budget, but these free steps are the best place 

to start. Good luck! 

Author Jessie Moore 

Date published, March 5, 2018 

https://www.searchenginewatch.com/2018/03/05/30-ways-to-market-your-online-business-for-

free/ 

1.5 Five Marketing Concepts 

Marketing is the process of “creating, communicating, delivering, and exchanging offerings 

that have value for customers, clients, partners, and society at large,” according to 

the American Marketing Association. This process is done in a number of different ways; 

marketing professionals use one or more of the five concepts of marketing in order to earn 

consumer confidence and create profitable, long-term relationships with consumers. But not 

all the concepts are equally effective. 

Robert Katai, an experienced marketing strategist, provides the definition of a marketing 

concept: “A strategy that companies and marketing agencies design and implement in order 

to satisfy customers’ needs, maximize profits, satisfy customer needs, and beat the 

competitors or outperform them.” The main five include the production, product, selling, 

https://developers.google.com/speed/pagespeed/insights/
https://developers.google.com/speed/pagespeed/insights/
https://search.google.com/test/mobile-friendly
https://www.ama.org/topics/marketing-definition/#:~:text=Marketing%20is%20the%20activity%2C%20set,partners%2C%20and%20society%20at%20large.
https://robertkatai.com/marketing-concept/
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marketing, and societal concepts, and they have been evolving for decades. Not every concept 

is beneficial to every business, so here is a timely and convenient opportunity to learn 

more about each one. 

1. The Production Concept 

The production concept is focused on operations and is based on the assumption that 

customers will be more attracted to products that are readily available and can be purchased 

for less than competing products of the same kind. This concept came about as a result of the 

rise of early capitalism in the 1950s, at which time, companies were focused on efficiency in 

manufacturing to ensure maximum profits and scalability.  

This philosophy can be useful when a company markets in an industry experiencing 

tremendous growth, but it also carries a risk. Businesses that are overly focused on cheap 

production can easily lose touch with the needs of the customer and ultimately lose business 

despite its cheap and accessible goods. 

2. The Product Concept 

The product concept is the opposite of the production concept in that it assumes that 

availability and price don’t have a role in customer buying habits and that people generally 

prefer quality, innovation, and performance over low cost. Thus, this marketing strategy 

focuses on continuous product improvement and innovation.  

Apple Inc. is a prime example of this concept in action. Its target audience always eagerly 

anticipates the company’s new releases. Even though there are off-brand products that 

perform many of the same functions for a lower price, many folks will not compromise just to 

save money.  

Working on this principle alone, however, a marketer could fail to attract those who are also 

motivated by availability and price.  

3. The Selling Concept 

Marketing on the selling concept entails a focus on getting the consumer to the actual 

transaction without regard for the customer’s needs or the product quality — a costly tactic. 

This concept frequently excludes customer satisfaction efforts and doesn’t usually lead to 

repeat purchases.  

The selling concept is centered on the belief that you must convince a customer to buy a 

product through aggressive marketing of the benefits of the product or service because it isn’t 

a necessity. An example is soda pop. Ever wonder why you continue to see ads for Coca Cola 

despite the prevalence of the brand? Everyone knows what Coke has to offer, but it’s widely 

known that soda lacks nutrients and is bad for your health. Coca Cola knows this, and that’s 

why they spend astonishing amounts of money pushing their product.  

 

 

https://avalaunchmedia.com/about/


 15 

4.The Marketing Concept 

The marketing concept is based on increasing a company’s ability to compete and achieve 

maximum profits by marketing the ways in which it offers better value to customers than its 

competitors. It’s all about knowing the target market, sensing its needs, and meeting them 

most effectively. Many refer to this as the “customer-first approach.” 

Glossier is a recognizable example of this marketing concept. The company understands that 

many women are unhappy with the way that makeup affects the health of their skin. They 

also noticed that women are fed up with being told what makeup products to use. With this 

in mind, Glossier introduced a line of skincare and makeup products that not only nourish the 

skin but are also easy to use and promote individualism and personal expression with makeup. 

5. The Societal Concept 

The societal marketing concept is an emerging one that emphasizes the welfare of society. It’s 

based on the idea that marketers have a moral responsibility to market conscientiously to 

promote what’s good for people over what people may want, regardless of a company’s sales 

goals. Employees of a company live in the societies they market to, and they should advertise 

with the best interests of their local community in mind.  

The fast-food industry is an example of what the societal concept aims to address. There’s a 

high societal demand for fast food, but this food is high in fat and sugar and contributes to 

excess waste. Even though the industry is answering the desires of the modern consumer, it’s 

hurting our health and detracting from our society’s goal of environmental sustainability. 

1.6 How to Choose the Right Marketing Concept 

While not all of the above concepts are effective (or perhaps as effective as they once were), 

you can utilize aspects from multiple concepts in designing and strategizing a marketing plan. 

As you plan, you need to ask yourself some questions before deciding which marketing 

concept(s) to base it on. Consider the following: 

 Who is your target audience? Which demographics are interested in your products 

or services? Where are they looking for you and what you have to offer? What attracts 

this demographic to your company? How can you use that to turn these people into 

customers? 

 What are your goals besides making money? For example, are you trying to establish 

a loyal customer base? Are you trying to fill a hole in the industry you’re selling in? 

 What makes your brand unique? What education do they need to be enticed to buy? 

POSTED ON JULY 28, 2020 BY MEKENNA WILSON 

https://avalaunchmedia.com/the-five-marketing-concepts/ 
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How to Choose the Right Marketing Mix for Your Business 

Every business is different, and even those within the same segments can have wildly different 

marketing strategies. Finding a marketing strategy that works for your business is equal parts 

science and art. Those that run successful campaigns across multiple platforms are businesses 

that have mastered the arts of combining these tactics to create a rabid fanbase of loyal 

customers that can’t wait to purchase your product or service offering. 

Finding the right mix, however, is where many businesses struggle. With nearly unlimited 

options, it’s often hard to drill down the correct platform, strategy, or tactic that will lead you 

to the promised land of untold internet riches. In reality, most never find it at all. 

Today, I want to talk about how those that are successful at identifying the right marketing 

mix go about putting all of the pieces into place. Hopefully you can apply this roadmap to your 

business and improve the results of your next online marketing campaign. 

Start With Your Competition 

For a business who has yet to find the sweet spot in terms of marketing mix, starting with your 

competitors is often a good start. 

What are they doing well? What are they doing poorly? Are there things that you like, but feel 

you could do better? 

After you identify what your competitors are doing that works, it’s often quite simple to 

replicate the parts of their plan that work, while completely discounting the others. This saves 

you time, effort, and money while you’re attempting to put together the pieces that make up 

the overall marketing puzzle. 

Identify Your Ideal Customer 

With the rise of content marketing, so saw the rise in creating personas in which to cater this 

content to. As content marketing got more data driven, it was no longer enough throwing 

darts at a wall while wearing a blindfold, and hoping that something stuck. Now, companies 

know exactly who they are trying to reach, and they cater this content to a very specific 

audience in hopes of attracting new leads. 

For any business to succeed, they have to identify who needs their product or service, and 

what attracts them to it in the first place. From this, we can reverse engineer personas with 

remarkable levels of detail – down to their favourite foods, where they work, and how much 

income they earn – in order to better understand our target audience. 

Create Specific Goals 

After you know who you’re marketing to, you need to start creating goals. These goals could 

be monetary, or data-driven (“x” amount of clicks on the site, newsletter signups, return visits, 

etc.), but the goal is the same, you have to attract a specific type of customer, and you have 
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to be able to measure the results. Attraction is just one piece of the puzzle, and without 

knowing if this is the correct piece – through measurement – you’ll never really know if the 

pieces are going in the right places. 

Optimize Your Acquisition Strategy 

Now that you have a specific set of goals, and data that aligns with what your ideal customer 

looks like, it’s all a matter of aligning these into a usable strategy. For example, if you sell soap, 

and you notice that data points to your audience being female, 28–34, from the Midwest, and 

married, you know that you need to target a platform that reaches this audience. 

Facebook, for example offers an unlimited amount of customized targeting options, and this 

specific product also appears to be an ideal candidate for organic growth through a Pinterest 

page. 

It’s all about finding out who your customer is, and reaching them on the platforms they’re 

already using. Through careful customization of targeting options, or just finding sites that 

they’re likely to visit and growing your brand organically, you’ll need to optimize your plan for 

customer acquisition through use of the data we collected in previous steps. 

Determine Budgetary Limits 

After you have the initial roadmap for your marketing efforts, and an idea of what your ideal 

customer looks like, you’ll need to outline how much you’re willing to spend on each platform 

in order to reach them. There are a lot of ways you can go from here, such as splitting the 

spend equally amongst several platforms and testing the results (raising the spend on the best 

performing platforms over time), or choosing to spend a bulk of you spend in the platforms 

you deem “best” from the get go. 

There’s no wrong answer here as long as you follow the advice in the next step. 

Test, Tweak and Analyse the Results 

No matter how good, or bad your results are from your initial testing, you need to be adaptive, 

and willing to lose a bit of money in order to gain data. Over time, you can start to paint a 

clear picture of what success looks like through the results of your initial testing. 

Don’t be afraid to cut non-starters. In addition, you should always be prepared to increase the 

budget on your best campaigns. Remember, success depends on how well you test variations 

of your campaign all the while using different platforms, targeting options, and being willing 

to scrap the whole thing at a moment’s notice. 

By The TAG Team 

Posted in Marketing Strategy 

https://www.theagencyguide.com/blog/2015/04/10/marketing-channel-selection/ 
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1.7 Five Essential Mistakes to Avoid While Promoting Your Online Business 

Digital Marketing it's essential for businesses - but only if you do it right. Here's a super simple 

5-point checklist of things to consider when promoting your business online. 

There’s no doubt that we live in an era of technology. Everything we do is influenced by 

digitalization. We use mobile devices for work or personal activities. We also use computers 

or television to receive information. With just one click, we can start the electronic devices at 

home or order food. This phenomenon led to the birth of online businesses. 

Irrespective of the type of products you sell, you will need marketing strategies to make 

yourself known. Even though you sell the best product in the world, you need people to know 

about you. Thus, you should concentrate your efforts around developing marketing strategies 

to promote your online business and reach your target audience. However, many online 

business owners make also plenty of mistakes. Keep reading this article and discover which 

are five crucial mistakes to avoid while promoting your online business. 

1. You fail to determine clear marketing goals and target audience 

How would you develop a marketing strategy if you don’t know to whom you are addressing 

your messages? One of the biggest mistakes that many online business owners do is that they 

forget to stop over one of the first steps before developing their promotion strategy. Before 

you start creating and content for your marketing campaign, you should decide who the 

people who will read your posts are. Knowing who are your target customers will help you 

create content that answers to their questions and resonates with their interests. You can 

create a buyer persona and determine which are the most critical pain points that your 

customers have. 

Another practical tip is to create SMART goals. SMART comes from specific, measurable, 

achievable, realistic, and in time. Therefore, when you know exactly what you want to achieve 

with your marketing campaign, it will be easier to measure the results and take improvement 

actions. This exercise will help you determine which are your customers’ buying behaviour 

and align the necessary ingredients to create exciting content to attract your clients. 

2. Not using credible sources for your content 

Content writing is critical if you want to make your business visible online. A good writer will 

do more than just write some words, without keeping a flow of ideas and intriguing the 

customer with each phrase. Customers are very pretentious nowadays as they have plenty of 

alternatives to choose from. Thus, before they buy your product, they will first check more on 

your activity online. They will check your latest blog posts and see how you write. 

If you want to make your target audience trust your brand, you should offer reliable and 

verified the information. One of the biggest mistakes that many business owners do is that 

they tend to deliver information without carefully checking the sources before. People are 

very educated today, and they will immediately identify when someone is trying to trick them 

https://wpsuites.com/blog/digital-marketing-mistakes-how-to-avoid-them/
https://contentfly.co/blog/where-do-i-find-credible-resources-for-content-writing/
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with unverified information. Thus, the best thing you can do when you create your marketing 

plan is to use credible sources only. There are many writing companies that you can 

collaborate with and develop engaging content for your audience. Professional writers will 

help you produce correct and update content that your target customers will enjoy reading. 

3. Forget to create a fantastic customer experience 

One of the most important strategies that differentiate one company from another is its 

ability to put the customer first and deliver an excellent experience. People are susceptible to 

how a brand treats them. Their buying decision is highly influenced by how quickly their order 

is processed and the products delivered. Once something fails during the ordering process, it 

becomes very easy for your clients to start complaining online. Social media is one of the most 

common channels that people use to communicate their opinions about a brand. Thus, social 

media platforms can become your guardian angels or devils. 

The best thing that you can do is focus on delivering an excellent customer experience. When 

you mention that you provide a specific type of service, you should commit to it. For example, 

if you decide to offer 24/7 customer support and talk about this service online, then you 

should make sure that you deliver it. Therefore, whenever a customer reaches out, 

irrespective of the day and hour he approaches you, your employees should be ready to 

answer them. Any small detail can make a difference in the success of your marketing 

campaign and overall business performance. 

4. Don’t send unwanted emails 

A common practice, especially when you are just starting, is to obtain a database of clients 

and start sending them emails. However, people have changed their tolerance level in the 

past years. They don’t view their email inbox as an unnecessary and unimportant storage 

space. On the contrary, people consider it as very important and pay increased attention to 

how they manage their inbox. Therefore, they are less open to receiving an email that they 

didn’t sign up for. 

When they receive an email from an address that they don’t remember or never heard about, 

the immediate action is to view it as a spammer. Thus, they press the button “spam” and get 

rid of your email. Also, they might announce the local authorities about your email and ask 

for an investigation on the methods you used to obtain their email address. Even though you 

don’t have an extensive database of clients from the beginning, you should build it gradually 

instead of using any “unhealthy methods.” Constant activity on social media and your blog 

can be two methods that can deliver results. 
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5. Not measuring your marketing results 

If you don’t know how well your marketing strategy performed, how would you be able to 

improve your plan and attract more clients? Another common mistake that many business 

owners make is that they forget to measure their results after each marketing campaign. 

Many of them consider that if they put all the effort into attracting clients, then things should 

run smoothly. However, you cannot know how your strategy works and whether you need to 

improve something if you don’t measure your results. 

The implementation of marketing campaigns without measuring the return on investment is 

not a wise strategy. You need control over what you want to do, and result measurement is 

the right tool to do it. You can do it in two ways. You can either have a team that monitors the 

results and comes with ideas on what you should change to improve your ROI. Another 

solution would be to use online tools that send you accurate and constant reports on how 

your campaign is performing. 

Conclusion 

The most important thing behind your marketing efforts to promote your online business is 

to stay constant and measure your results. Marketing strategies are not only for big 

companies. Everyone, irrespective of how small or big their business is, can develop and apply 

a marketing plan. You should permanently monitor what your competition is doing and learn 

from their strategies to improve your promotion plan. The best strategy that you can apply is 

to put customers in the middle of all your marketing efforts. You will see that the result won’t 

fail to appear. 

 

JOHN THOMAS, JAN 24, 2022 
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