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Apple’s Customer Perspective
For the last few years, Apple Company has been topping in customer satisfaction in the industry of the manufacturers of the personal computers.  The lead of company can be attributed to things that include a very specific leadership brand, products’ lineup which is wide yet linked, and meticulously controlled experience of the retail (Maull, Geraldi, and Johnston, 2012). The good customer services are another factor that has helped the company to remain on top for a long time as compared to its competitors. That is to mean that when compared to its close rivals in the industry, Apple has hardware ecosystem linked by its Mac OS X, iOS, and iTunes. The company has total control over its products. It has also been able to diversify to other kinds of devices of gadgets past laptops and desktops. 
Apple Stores face time with products and stakeholders such as the customers. The company is the best illustration of what brings out the difference from its peers and is an example of approach of the company(Maull, Geraldi, and Johnston, 2012). Apple interacts with most of its both existing and potential customers through the retail stores. There more than 300 Apple shops in the whole world and therefore the stores are able to control the whole experience. Retail shops are expensive to run, but it can dictate the brand of the organization and define how the clients interact with the firm. Apple shops take that role on themselves through certain third-party retailers and offering its products online. The company also put its client first. Some of the products of the Apple are much more customer oriented than they are technically oriented. Apple Company manufactures a wide variety of personal computer products of best qualities and at affordable price. Things like making technology easier to comprehend for non-technical individuals, customer services, and marketing can break or make perception of the customers of the company (Maull, Geraldi, and Johnston, 2012). The customer service of Apple is illustrative of the difference and is perennially ranked highly.  It is not that company does everything of course right but try to be unique.
The manager and owners of Apple rely on the industry-specific management information system in acquiring historical and current operational data performance that company uses to improve on the features of their product. The products of Apple are differentiated in such a manner that they are unique and no other company can imitate them in the industry. The company conducts marketing strategy research from time to time. The research helps the Apple, Inc. to acquire data and information about the strategies of marketing mix they could implement. The market analysis helps the company to identify the factors in aiming the success and goal on what they reach at this generation like to be a leading company in an industry of saturated technology, creation of customer loyalty by proving that it is a well-known brand, brand power, and gaining a competitive advantage. 
Apple, Inc. makes maximum innovations as technology market is a highly competitive and the rivals can easily clone your products and offer the products to the market by developing just small innovations. Therefore, the company usually makes constant and timely innovations in specifications, design, and features to differentiate its products from competitive brands and continue dominating the industry. The company focuses on product leadership by pushing the envelope on development of products. Apple creates product which change the way the customers live. They create out-of-the-box thinking, an innovation culture and do not punish failure. 
Apple also operates on operational excellence by provision of price reduction offers from period to period. Maximizing sales promotion in the company like giving VIP cards, vouchers, free gifts, and price reductions have enable Apple, Inc. to make a lot competitive change. Each system is designed around the ability to be highly effective that include their systems of fulfillment and ordering. This has helped Apple to attract new prospect customers, increasing its customer base together with the sales and brand loyalty. Apple offer value for its products. The company has differentiated themselves from their rivals to still keep its advantage and edge among other brands. 
Moreover, the firm implements more aggressive promotion as it uses a combination of integrated marketing strategies such as event marketing, sales promotion, advertising, and other integrated marketing communications forms to boost sales and customer traffic. The company also focuses on intimacy of customer by creating close relationships with their clients and fully comprehending their business. Apple focuses on offering products and services particularly required by their customer.  
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