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ABSTRACT

Marketing is the process by which companies adsentiroducts or services to Potential consumer.i$ Hn
integrated process through which companies createeMfor consumer and build strong consumer relatig in order to
capture value from consumer in return. Marketingded to create the consumer, to keep the consamdeto satisfy the
consumer. With the consumer as the focus of itsviiets, it can be concluded that marketing manag@nis one of the
major Components of business management. The é@wolaf marketing was caused due To mature markats a
overcapacities in the last decades. Companies ghigted the focus from production to the consunmeoider to say

profitable.

The term marketing concept holds that achievin@oizational goals depends on knowing the needsvands of
target markets and delivering the desired satigfactn propose that in order to satisfy its orgational objectives, an
organization should anticipate the needs and wait®nsumers and satisfy these more effectively d@mpetitors. A
further marketing orientation is the focus on aumaily beneficial exchange. In a transaction inrerket economy, firm

gains revenue, which thus leads to more profitketeshare sales
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