1. What is marketing?
Marketing is the business art of looking for profitable customers for a good or service that is offered by a specific company. The main aim of the venture is to create a certain demand for the goods or services. Tactics that are needed for the venture to be successful is a brilliant marketing team that has access to a wide base of people that can be turned into customers with a little persuasion. Customers are always the central point of the discussion because the whole venture is aimed at pleasing them so that the demand can last over a long time. From the company’s vantage point the demand that is anticipated must be met by a sustainable supply.
2.	Identify and briefly describe the various marketing management philosophies.
There are various marketing policies that are applicable in the business word. Initially there were four policies but they have since been expanded to five. They are production concept, product concept, sales concept, marketing concept and social marketing concepts. Production concept deals with sustainable, scalable and long term production of a product. Product concepts deals with the quality of the product being produced so that they can sustain a certain customer base as well as grow it significantly. Sales, marketing and social marketing concepts all deal with marketing and promotion of a company’s products and services. 
3.	What is competitive advantage, and how do you get it?
[bookmark: _GoBack]Competitive advantage is the attribute of a company posing competition to other companies that operate in the same sector or market space. This virtue allows the company to control a large share of the market than the other companies by sustaining a customer base that has undivided attention on its goods or products. A company can get competitive advantage by having a large pool of quality resources that can produce high quality products. Quality man power, new technology, high entry barriers and good geographical location can help a company get a company competitive advantage.
4.	What are the 4 Ps and how do they create value for customers?
There are four fundamental P’s that are used in marketing of a product that are very significant in the whole process. They are product, price, promotion and place. The sequence of the four P’s cannot be interfered with because they are successive. Product entails understanding the product uniqueness and establishing why it is fundamental to customers, price is the valuation of a product according to the production cost and the forces of demand and supply. Promotion is the physical act of advertising a product to a certain customer base so that they can see the need of the product. Place entails the physical location where the customers with the demand can get access to the product, this helps in establishing and securing a market share.
5.	Discuss corporate social responsibility: how does it affect relations between customers and providers?
Corporate social responsibility is a venture that a corporation ventures to so that it can create a connection with customers that it interacts with on a timely basis. This involves activities like participating in charities or offering social services for free to the society. The activities range free medical services, giving out some of their products or just counselling people. It is the simplest way of connecting to customers since they can ask questions about products and services being offered by a company. Since the process is considered humane and one that shows that a company does not only value money the people get sentimental attachment to it and become regular customers.
