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Tata motors is a large company which deals with multinational automotive products. Its main headquarters are in Mumbai in India its products include buses, sports cars, and military vehicles. Truces, cars, and truck. The firm has branches in many countries which deal with its products’ at assembly plants are in Sanad, Luck now, Jamshedpur, and Pun those are in India. It has offices in Argentina, Britain, South Africa, Kenya, and many other countries.
The company started as a locomotive firm in 1945. The company grew at a very high rate, and after a short time, it expands first manufactured its first locomotive in 1954. The firm, due to its marketing skills, was able to expand its branches in India and also in several countries due to excellent leadership skills by the managers. The company ensured it was the first mover in the launching of new products. Almost every year it launched a new product in the market. The company ensured it remained effective in the business market by having the latest vehicles.
The company was initially dealing with heavy trucks which were used in transporting of bulky goods. Its products ware so demandingly to the customers. They increased their rate production to fit the high demands of its customers. They opened branches in several parts of the country and also in other countries. The subsidiaries in other countries had representatives of the firm. They had offices where customers could order their products, make a recommendation, or even complains about the products.
In 1988 the company got an interest in the manufacture of passenger vehicles. They were not manufacturing them, but due to the demands of the customers, they started making them. In 1991 it became the first Indian company to achieve the abilities of a competitive automobile. Tata Nano was the first passenger car which they manufactured. It was produced in 2008 and was one of the cheapest cars at that time. Due to the low price of the vehicle, it had high sales in the market than the others in the market. The car was of good quality, which was also an added advantage. The low the price, the high the demand. The vehicle did not face stiff completion from other manufactures cars like Mercedes Benzes ‘the car ensured the safety of the passengers and their comfort. It was well spacious for providing adequate support of the occupants. The company ensures that its customers get the latest cars each time — the firm plans on how to launch as many a seven to eight models by 2020.
The new models are for the purpose of ensuring that their product was updated to the latest technology. To fit in the competitive nature of their products in the market, they supposed to launch the best vehicles each time. The Tata goal is ensuring that what is in the market is the best for their customers.T heir products are all always the best compared to the previous ones they produced.
Market situation and objective. The marketing objective is the guidelines of any business or the goals. The business objectives outlines what the business is supposed to achieve when selling its products in the market. The goals of the business should consist of the company objectives and aims. Tata Harrier, which is new in the market, was supposed to meet the following business objectives. Increase company sales. Have a good market share after its launch and increase customer's rate of service.
Increase company sales. The Tata harrier was able to increase company sales by a high percentage. When the harrier was showcased for the first in the market physically and also on the company site it created buzz, it was well designed such that many buyers placed their order because of its striking design. Its physical was so attractive to the buyers, which led to high sales than the expectations of the company. The car had a fiat source of 2.0 liters diesel engine. Its consumption was low making it economical for the use of it. The effectiveness in the usage of fuel was of great advantage to the users of the car. The fuel consumption meant that one was able to travel for a long distance with low expenditure on fuel. It had a HID projector headlamps; this kind was not found on most cars which made the car demand to be high. It had an 8.8-inch touch screen in the system. The vehicle was used on all terrains and six airbags, which established that the occupants in the car were highly comfortable. It had a hill-hold which ensured a high speed in the hill areas. The hill hold was easily adjustable as the driver accelerates in a different city.
The care market share was very high due to its high quality and best features. When the company launched the car this year, it was a shock to many customers in the market. The car share in the market was high such that the first company cars which it produced were few. It sold all them such that some bookings by the customer had to wait for the company to create others. The customers made their booking on the company site for those who are far that is outside India. The car sales were too high due to its price. Many customers decided to use the care because the quality of it was low compared to its quality. Tata company decided to increase the cost of the after a certain period. Even after the increase in price, the share of the care in the market was high. The percentage of the car ‘in the market was high in the market because of its quality but not the price. This made the company to produce as many vehicles as possible to keep the demand in the market and also to ensure that competitors will not take advantage of the insufficient supply.
The last objective if the company on the car was to increase customer service in the market. The vehicle features like its ability to adjust quickly in hilly areas, its design was attractive, the HID headlamp, the fuel usage, airbags, and its ability to carry seven passengers. All these features increased customer services. Users were able to travel at high speed with the car while being stable even in steep and hilly areas. The car was best for the customer as it could be, used in all terrains.
Market trends /strategy. Marketing remains the best way of creating awareness of any product in the market. Any product to stay relevant in the market is making sure that consumers are aware of it, and that can only be achieved through marketing. Consumer's needs and satisfaction are changing every time, and for the product to compete well in the market, the different trend should be employed for the Tata harrier to remain the best in the market.
 Visualization. The excessive use of social media by many people in the world makes it the best place for marketing our product. The use of Facebook, snap chat, and Instagram make society more visual. In those, we shared videos and pictures for view by the public. The company management made use of social media like Facebook, Twitter, Instagram, and Snap chat where photos and videos of Tata harrier were posted. People were able to see the picture and qualities explained in the description of the car. After going on the images and videos, several people placed their orders for delivery of the vehicle.
 Automatic marketing. Due to the bigness of Tata Company which has international influence, it becomes essential to maintain a twenty-four-hour touch with the customers. This was essential in keeping a 24-hour customer service customers are supposed to get information, and their queries responded even in places where it's not convenient. As a result of the company to establish a program and automate its services to the customers such that they get a response any time they need it regarding the vehicle. The automate service ensured that when a customer or any person required information on the product, he could get it. An automatic replay was sent by the use of the computers. The application of technology was essential in ensuring that people all over the world were made aware of the new car in the market.
 Multichannel trend. This technique was used to ensure people get information on the new car in wherever they are. Message regarding the car was to supposed to be sent on all channels where people get information from like televisions and radios 
 Micro marketing strategy. This strategy ensures a direct engagement between the company personnel and the customer. You get a message on marketing in front of the customer .Using this strategy makes the company get the exact news from the customer regarding the product. The enables the product dealers to deal with the customer directly without involving a third party. Using this strategy allowed the personnel to get to know the exact needs of the customer or the users of the car. You get to know if there is any challenge in using the product. The personnel gives feedback to the customer directly and also gets a chance to convince the customer on the importance of using the company products. Why the Tata Harrier is the best car for the customer rather than any other car. 
The last strategy used by the company was to market the product was authentic face to face communication. When customers went to the different branches of the company, and they were made aware of the new car. All the information and features of the car were told to the customers. Even queries were answered by the company personnel for clarity on the company new product.
 Value preposition it's the statement that explains why a customer should prefer your product rather than that of the competitor. Why should the customer do business with your company rather than another company offering the same product? Tata harrier value proposition was stated in the company sites. Mitra (2011). The sites had the best pictures and videos of the car with brief features regarding the car. Billboards were also created on the entry points on the cities where the company had branches with pictures, features, and price tags of the vehicle. The car design, price, and qualities were the best, which made the car the bestselling in the market than other harriers.
 Buying process it's the different steps which a customer or consumer will take to buy a product. Tata firm has made it easy for a customer to make that decision. Bernard (2008). The buying process starts with the needs of the consumer, which are the features of the car like price, fuel consumption, number of passengers, speed, and terrain, which is evident on the value proposition. Second is where to get information. Bruche (2012).  Information on our car is everywhere Facebook, Snap chat, and in Tata sites. Thirdly, is evaluation choice, when you compare the Tata harrier with the rest, it's the best on quality and price. Its ability to adjust very quickly on the speed when the road is hilly is the best. The car consumes fuel at a low rate than most of the cars of the same type. It uses diesel, which is cheap than petrol while the other harriers, most of which use gasoline becomes another advantage of our car compared with the rest. Fourthly, is the car is available in all branches both in India and all the countries where Tata has a branch-like South Africa. The company offers transportation services for free to customers who a far from the company branches. Lastly is post-purchase evaluation. After the customer has bought the car, he uses the car then evaluates his decision on the vehicle, after purchase, the customer can still get information regarding the company sites and make any recommendation. The customer can also ask anything regarding the vehicle on the branches or the websites, Facebook, Snap charts, and Twitter. The company representatives will answer the queries immediately its received feedback was given.
 The warrant on the car also issued on the customer after buying. The company gives authorization to the customer, which enables him to use the vehicle under the company provided conditions. Spare parts on the car were made available immediately when the vehicle was, launched. The company made sure that the spare parts of the vehicle were available all over the world, especially in the company branches. The prices of the spare parts were also low; the estimates were, made cheap since they were made for the users of Tata product users.
 To conclude, Tata harrier is the best car to use compared to vehicles in the market. The car was of high quality compared to the rest of the vehicles. It consumes less fuel than the rest of the vehicles in the market. The car speed is excellent, it can travel at a very high, and it remains stable on the road. Its accelerates at high speed even at a hilly place. It can be used in all terrains, both rough and smooth roads, urban and rural roads. Its spare parts are available for its users, and the prices are low. The design of the car is attractive which has made some customer to like and buy it the only because of the design and its attractiveness’ regardless of having the best quality and features the car price is cheap compared to the other cars in the market. Tata car is the latest car in the market and the best. Have booked mine after going through its features and the quality of any product to sell well in the market right measures should be taken in marketing it. The best technology should be applied to make sure that everyone in the world knows the existence of the product. Its features should also be stated clearly.
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