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Marketing Techniques for Successful Businesses
[bookmark: _GoBack]Marketing is one of the most crucial activities in every firm. It is the dream of every company to increase sales to meet the demand at any given time. Attracting customers requires the application of marketing strategies that fit the particular products on sale. For my business, I intend to introduce a brand new type of soft drink in the market. The juice will contain fresh blended vegetables and fruits. The flavors will differ depending on the type of grain used. My product is the best compared to other drinks in the market because it is suitable for everybody including the young children. The ingredients used are healthy and fit for the sick and elderly. The product has high nutrition value, unlike others in the market whose contents are pure chemicals.
The strategic planning process is the method that organizations use to define their policies. The procedure involves different stakeholders for discussions of how to allocate resources. The process extends to ensure that the plans suggested are implemented by the relevant departments. The method became popular in the late nineteenth century, and most corporations adapted it for their operations. For strategic planners to formulate a successful scheme to meet the firm’s goals, they must assess the strengths and weaknesses. They then evaluate the values of the management of that particular firm. The organizers also check any potential opportunities and threats. Finally, they analyze the goals of the company for proper planning.
SWOT is a method of planning that an organization or an individual use to determine its strengths, weaknesses, opportunities and potential threats. The four features are analyzed for a firm to know its competitive position. The technique helps the management to understand the internal and external issues that are crucial in setting objectives (Phadermrod et al., 2019, p194). The strategies are useful for long-term management. 
Market segmenting takes place when a business divides the market into groups depending on some identified characteristics. The researchers first survey consumers’ preferences and views towards products and services. They then consider shared interests and similar features as the guide to segment the consumers (Alt & Iversen, 2017, p21). The primary goal of segmentation is to identify regions and groups of customers that contribute high yields.
Target marketing is a segment of consumers that are likely to consume some specific goods or service. Once the company identifies such a group, it directs most of the efforts in that particular area. Sometimes marketing to a large group of people is expensive and not practical. With a targeted market, the firm can know the needs and fulfill demand on time. 
Product positioning is the perception that consumers have on a brand. It refers to how targeted consumers can differentiate the products of a particular organization from others. For a product to be in a competitive position, it must have some distinguishing factors like what it does, how it is used and what it contains (Lei & Moon, 2015, p82). Positioning is one of the most crucial elements of marketing.
A product is anything a business is willing and able to offer to the consumers at a price. Both goods and services are products. An organization must use some money to produce or supply a service. In a manufacturing firm, a product can either be in the form of raw materials or finished goods, while in retail, commodities are the items that are ready for consumption.
Price is the value of a product or service that is measured depending on several factors like quantity and weight. To determine the amount of an item, sellers in retail market consider the wholesale price. In production, the price is set by adding up the total cost of producing the product or services, plus a considerable profit.
Services are not tangible. During a transaction, there is no physical good offered to the buyer. Some of such products include banking services, medical treatment, and insurance. Consumers are provided services upon showing their willingness to purchase them. It is equivalent to physical goods, only that they cannot be noticed physically. Some services are considered public because they are offered to the general public by the government.
In my product assessment, I will generate ideas through strategic planning. The stakeholders will be involved in brainstorming about the general goals of the business. The long-term aims of the market will guide the planners in formulating favorable policies that will contribute to success. The SWOT analysis will also conduct in determining which areas the company is good at. Identifying the strengths and weaknesses of business will help in resource allocation.
Security challenges are highly experienced in digital information and marketing. Advanced technology has increased the rate of cybercrime which is a threat to any information transmitted online. Digital marketers need to be cautious especially in online payments. Lack of proper management for digital security can make a firm to incur huge losses. 
Privacy in digital data and marketing is crucial in securing personal and confidential information. The concerned individuals should understand the material that needs to be protected from outsiders. There is also a need to protect the customers from adverse effects from the general market, by helping them secure their products online.
Ethical standards are fundamental in all kinds of businesses. The leaders of every department should understand what stakeholders and consumers expect from them. Top managers must set good policies to guide marketers to avoid online frauds and misconduct.  (Armstrong et al., 2015). Information shared to the potential customers should be scrutinized to ensure that no statement is against the expected values.
Legal concerns in digital marketing provide some policies that guide marketers in their activities. Technology has made the world a small village where people can sell or buy products and services from different countries through online transaction. The various States have formulated laws to govern the conduct of marketers as well as information online sharing.
Businesses that follow all the necessary marketing guidelines have high chances of meeting their financial goals through increased sales and customers’ loyalty. The long-term operation and achievements of a company are determined by the strategies used to maintain and increase profits from high sales. Marketing strategies help in improving the competitive position of a firm, especially when dealing with new products. Organizations that are yet to adopt the planning policies should engage the relevant stakeholders in active sites to learn more. 
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