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Intensive strategies are those strategies whose aim is to diversify the market share and to increase the profit by making the current products efficient and introducing new sets of the products to increase the market share. Diversification strategy is the progress of the latest products in the market. Organizations are said to be related if their value chains have competitively valuable cross-business tactical fits. Integration is an approach for increasing or declining the level of control owned by a firm over its inputs and distribution of outputs. Through the role of travel agents, Airlines has gained a forward integration. Stiegler et-, al (2018).
[bookmark: _GoBack] 	Target market is a group of customers to whom the company is willing to sell its products and services. This group may include specific customers to whom the company directs its products and services. A target market is a section of the total market for a service or good. Consumers who make up a target market have standard features including the area where they are buying, incomes, demographics and also buying power. It is important to identify the target market for a given company in the development of any plan for the market. Failure to know the target market for any company could cost money and a lot of time for the company. The main contributor to the success of the company understands the potential customers of the company. Most of the companies or businesses use a lot of time and money to identify and monitor their target market. This is because all products are meant for all customers who are keen on their money.
A mission statement describes what a firm is, why it is there and reasons for its being. The mission statement of an organization should define who the primary customers are, identify the products and services they produce and determine the geographical area in which the firm operates. If the firm doesn't have a mission statement, it should create one by writing down in a single sentence what the purpose of the business is. Also, ask some people from the company to do it. The company should discuss the statements and come up with one agreed sentence. Once you are through with the mission statement, notify it to everyone in the company. It is also essential to communicate the report to the employees than to the customers. If there is an already existing mission statement, there is a need to review and revise it to make sure that it reflects the objectives and the goals of the company or the business. It is crucial to see to it that it describes what the company is doing. The mission statement reflects the face of the market: the nature of the products you offer, pricing, service, value, marketplace position, the growth potential and the relationships with the customers, employees, suppliers and the community. Linson (2018).
 Value proposition refers to the value of the company to deliver to customers if they choose to purchase their product. It is also a declaration of a statement that reveals a company's brand to customers by describing to customers about what the company deals with and how it operates and how it deserves their services. A value proposition can be revealed as a marketing statement that a company uses, to sum up why a customer should purchase a product or use a service. The report convinces a prospective consumer that one product or service the company offers will add value or give a solution for them than other similar products: June et-, al (2018).
The 4Cs (clarity, credibility, consistency, competitiveness) is used in marketing communications. Once a business has enclosed its marketing and identify the audience, the following stage is to position the company. To attain this, the 4Cs is a vital tool to create the positioning statement and to build a value proposition. The 4ps is a model in marketing, and it represents four levels of interlinked variables. These are product, price, promotion, and place. The four elements in the 4ps help in determining an effective strategy for giving the products to the market. Cooper (2017).
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