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Marketing is an important aspect that any business company focuses regarding its good performance and making a profit. It is a responsibility and an objective for a company to turn its product consumers to real customers. Therefore, to achieve the set goals and objectives, marketing involves various crucial areas and factors that should be keenly observed and enforced in order to experience the best marketing outcome. The enlightening marketing areas are Hiring, Product Development, Advertising, and Product Placement. First and foremost, in the marketing process, the company should hire specialists who will particularly get associated with market surveillance, researching, and determine the company product performance in the market. Secondly, after the market is eligible for the company product, the company then focuses the product development where it betters the products to increase consumer consumption hence the business gaining elevated profits. This helps retain consumers in touch with the company product hence induces long-term business relationship. In addition to that, product advertisement builds another important aspect of marketing. Advertising goods through a company website play a role to make sales to the company product consumers who purchase online. Through the company portal, product consumers (the company members and also consumers) get publicized and comment on the products posted hence attracting more product customers (Dastidar, 2017). The members are also able to share product experience with their peers in social media where they create awareness to new customers. There are other media that the company uses as the marketing areas through advertisement and which comprises of television, radio, and banners. Finally, another important area that marketing should consider is company products availability and convenient access. The company should plan to open shops and stores in various regions where the consumers can easily buy and purchase the company products. The company vehicles should distribute and deliver the products to the particular territories where the stores and shops are opened as it ensures consistent and reliable company products to where consumers can buy from.  
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