Running head: MARKETING AUDITING                                                                1


MARKETING AUDIT                                         	3







[bookmark: _Hlk22469238]Marketing Audit
Name
Academic Institution
Date













Marketing Audit.
Markets and Customers
		For the United States of America Postal Service (USPS), the market has been changing over time, and this is because of the different revolutions that have been taken place in society. The digital revolution has expanded the market size of the corporation, and many individuals now prefer digital devices and the adoption of this technology by the corporation, the market size has grown exponentially. The growth of the market size has enabled the growth of the corporation. Globalization has made the corporation’s geographical distribution to expand, through globalization, the profits of the corporation have increased too. 
	The postal corporation has established different market targets so that it can be able to grow and have an advantage over its competitors. The market segmentation for this corporation include; companies and business organization contacting their clients via the postal services, individuals sending parcels, retail companies doing delivery for their clients and people who use letters to communicate with one another.
	The customers’ needs, in this case, include; having fast delivery of their parcels, mails, or services which are being offered by the USPS corporation. The customers also need to have efficient services, and this means that the corporation needs to adopt new technologies to improve efficiency. The buying processes are the steps that customers need to take to decide on purchasing a service. In this case, the buying processes are based on the efficiency of services offered by the company. 
	The company has been operating for many years, and it has been delivering its services efficiently to its customers, and this has made its reputation for growth over time. The company has readily adapted new technologies that have made its customers rate it well as compared to its competitors. There has also been maintained low prices on its services while maintaining high-quality service delivery, and this makes it have a good reputation and a prospect to grow. 
	Different customer segments make their buying decisions differently. For companies and business organizations, buying decisions are based on the efficiency and fast delivery of their letters to their customers. For individuals sending parcels and letters, the buying decisions are based on the effectiveness of the services and the guarantee that their mails or parcels will get to the intended individuals. 
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