
WHY SHOULD AN ORGANIZATION EMBRACE THE MARKETING

CONCEPT

An organization uses the marketing concept when it identifies the buyer's needs and then produces the goods, services,
or ideas that will satisfy them (using the.

It aims to satisfy customers by guiding the organization to meet the customers' needs and wants while meeting
the organization's goals. He was said to have responded that "you can have any color car you want as long as it
is black. By losing sight of the customers' wants and needs, the owner of the sub shop lost his successful
business. At the new sub shop, waiters in tuxedos met the students and seated them at tables with tablecloths.
Consider getting help building your business brand here. However, Henry Ford was sure that his standardized
low-price automobile was what the public needed. While this expanded sales department structure can be
found in some companies today, many firms have structured themselves into marketing organizations having a
company-wide customer focus. Supporters of the marketing concept have contended that it does not stifle
innovation and that it does recognize that consumers cannot conceive of every product that they may want or
need. At its very core are the customer and his or her satisfaction. Managers focusing on this concept
concentrate on making superior products and improving them over time. A distinction needs to be drawn
between responsive marketing, anticipative marketing, and creative marketing. As we are eventually fulfilling
the consumer, the concept of marketing likewise stresses that the association coordinates all its distinctive
departments to offer value to the consumer. Since the organization has the great knowledge and skill in
making the product, the organization also assumes it knows what is best for the consumer. This is business
after all and short-term profitability is just as important as long-term profitability. Organizations could create
marketing departments that would be concerned with selling the goods, and the rest of the organization could
be left to concentrate on producing the goods. The key company task therefore is to attract and retain
customers. In what capacity would it be advisable for the firm to incorporate its distinctive offices?
Product-oriented companies often design their products with little or no customer input. The selling concept is
practiced most aggressively with unsought goods that buyers normally do not think of buying such as
insurance, encyclopedias. For example, the company may decide to emphasize the low cost or high quality of
their products. Explain the difference between customer value and customer satisfaction. To better understand
the marketing concept, it is worthwhile to put it in perspective by reviewing other philosophies that once were
predominant. You can learn more about creative guerrilla marketing techniques with this class. Get help with
creating your business marketing plan in this class. Ford produced and sold the Model T for many years. This
can be achieved by market research and choosing which, the target business sector, will give the best returns.
Geicoâ€”the major auto insurer with the scaly mascotâ€”famously boasts a 97 percent customer-satisfaction
rating. The Product Concept. Profitability: The ultimate purpose of the marketing concept is to help
organizations achieve their objectives. Xerox includes in every job description an explanation of how that job
affects the customer. Relationship marketing entails forging long-term relationships with customers, which
can lead to repeat sales, reduced costs, and stable relationships. It is also used when a company wants to
expand the market. Smaller organizations may keep close to their customers by simply talking with them.
Attracting a new customer can cost 5 times as much as pleasing an existing one. Managers concentrate on
achieving high production efficiency, low costs, and mass distribution. Yet the increased production of goods
did not immediately eliminate the shortages from the pre-industrial era. The law of demand illustrates that
customers are willing to buy a lot of something at a lower price and less of the same thing at a higher price.
Before producing a product, the key questions were: Can we sell the product? Rather, it is adopted by the
entire organization. Eventually, the firm chooses how to apply the concept of marketing to convey a better
consumer experience. Managers focus on making superior products and improving them over time. Their aim
is to sell what they make rather than make what the market wants. All communication surrounding a product
or service should be well thought out and strategic. Just consider: The fast-food hamburger industry offers
tasty buty unhealthy food.


