Running Head: MARKETING TACTICS FUNDAMENTALS	1

MARKETING TACTICS FUNDAMENTALS 		2







Marketing Tactics Fundamentals
Name of Student
Name of Institution
[bookmark: _GoBack]Date

A crucial consideration for every organization is the planning and realizing strategical activities whose directives involve the identification, anticipation, and mutual satisfaction of all the parties involved in any trade dynamic. Such activities commence from the desired objectives of the organization, then follows the directives put in place to carry out their purposes and realize their goals. Tactical plans are introduced into the marketing matrix for an organization to improve the odds of the enterprise in reaching its goals. Critical considerations include products and services, pricing, communication of the price, promotion, social media channel, and financials. 
A fundamental consideration for the business dynamic is the presence of a reliable product and service provision. It is a consideration that requires assessing the customer needs and managing an organization towards that specific need to form a brand. The generation of the product's appeal will come from its provision and the value the client reaps from it. The tactics to be employed in the pricing strategy require careful analysis and comparison of the organization to align with its long-term profit objectives. It is also crucial for the tactic used to be adequately flexible to adjust to meet the short-term goals according to the demand shifts and competition (Nagle & Muller, 2017). The final fundamental consideration in pricing strategy defines the execution of the tactic with regards to product, inventory, and supply management.it is also crucial to communicate the pricing to consumers to prevent a situation whereby the clients perceive they have paid the same price for differentiated values (Nguyen, 2013). Price perception requires the organization to adopt comparative pricing evaluations, perceived fairness in pricing, gain-loss framing, and reference prices. The four concepts will elaborate on how the pricing will be received and viewed by consumers. 
A strategy that is well planned and tactically defined requires the enterprise to adopt strategic promotion still means to improve coverage. To ensure the promotional strategy to take requires the organization to develop personas of their target market in a bid to get the strategic plans straight to the proper audience. The communication channel should also define the product, and hence the medium requires to be analyzed with criticism. Another critical evaluation that establishes the promotion is the most appropriate timing that improves efficiency. Financials to be considered in marketing is the production of a budget and sales forecast. It is essential to keep it simple and analyze the marketing directives in contrast with projected income and expenses. Financial planning also requires the assessment of the break-even point.  
Strategic evaluation of the social media channel requires inculcation and assessment in line with technological development. The pathways to be adopted for social media should promote tighter tactics and crowd in video marketing, include chatbots (Zarella, 2013), the concept of the content should be fleeting to increase engagement for the brand and adopt influencer marketing schemes.
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