


























Just adve & Selling?



....The Business Function that ( continuously )
identifies customer needs and wants , determines
which target markets it can serve best, and
designs appropriate products, services and
programmes to serve those markets.




A Philosophy that guides the whole
organisation......

...... creates customer satisfaction,

profitably by building valued relationships
with customers

...everyone thinks customer.
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Self-
actualisation
needs

(self-development and
realization)

Esteem needs

(self-esteem, recognition, status)

Social needs

(sense of belonging, love)

Safety needs (security, protection)

Physiological needs (hunger, thirst)

. (Abraham H. Maslow, 1970)
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Information Evaluation of
search alternatives

Need recognition
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- X-Zs X +2s
Time of adoptlon of innovations

(%" (Everett M. Rogers,Diffusion of Innovation,3d Edition,1983)



(Meaningful attention)

(Positive relationship building)

(establishing needs,
wants,desires through
guestions & research)

(Meeting-exceeding-anticipating customer needs, wants & desires ..... and
appealing to them by effectively promoting the prod uct/service)
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Marketing Research is the function linking
the consumer, customer and public to the
marketeer through information.
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