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4.0 Marketing Procedure

4.1 General
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‘Marketing’ process model diagram is displayed on Fig. 1.
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Fig. 1 ‘Marketing’ process model diagram
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Marketing research request (indicating the purpose of the study)
Market strategy and product strategies development request

Information on new developments and the improvement of
products or services

Actual production volume by groups of products

Actual cost of production by groups of products, structure of
expenses.

Procurement information

Market research requests (new clients, competitive positions,
prices, advertising, etc.)

Customers observation and interviewing results

Actual sales volume by customer groups

Actual advertising expenses

Information about supplier database replenishment

Information about ex-customers (those who stopped purchasing
products)

Customer requests information relevant to participation in
exhibitions, joint advertising campaigns, obtaining commercial
equipment

Customer requests information relevant to the terms of cooperation
Regional offices reports

Information about the consumers’ perception of the products of
the organization and suggestions for product improvement
Customer opinion on the competitors’ products perception

Information about the consumers’ perception of the products of the
organization

Information about public opinion on the competitors and the
competitive product perception

Market trends information
Market trends information

Information about public opinion on the competitors and the
competitive product perception

Competitors market information
Information about the characteristics of competitive products
Market trends information
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4.7 Information to understand the context of the organization

is obtained in the course of ‘Marketing’ process and includes information about the
internal and external issues.

External issues information includes the results of the analysis of:

political and legal issues,

economic issues,

demographic issues,

environmental issues,

cultural and technological issues,
information from customers,
information from competitors,
information from suppliers,
information from contact audiences,

marketing intermediaries information.
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