
Contemporary Issues & Principles 
of Marketing
An exploration of marketing fundamentals, strategic planning, and contemporary 
practices for graduate students in SM701. This comprehensive overview covers essential 
marketing concepts, environmental analysis, strategic options, and the evolving 
marketing mix in today's dynamic business landscape.



The Evolution of Marketing 
Orientations

Product Orientation
Companies focus primarily on product quality and innovation, believing 
superior products will naturally attract customers. This approach 
emphasizes technical excellence and feature development over market 
research.

Sales Orientation
Emphasis shifts to persuasion and aggressive promotional tactics. 
Organizations prioritize selling existing products through intensive 
advertising and personal selling efforts, regardless of customer needs.

Market/Customer Orientation
Modern approach focusing on understanding and satisfying customer 
needs while creating superior value. This customer-centric philosophy 
drives all business decisions and strategic planning processes.



Marketing's Cross-Functional Collaboration
Finance Partnership

Marketing works closely with finance teams on 
budgeting allocation, pricing strategies, and 
ROI measurement. This collaboration ensures 
marketing investments align with financial 
objectives and demonstrate measurable 
business impact.

HR Integration

Human resources and marketing collaborate 
on employee training programs and fostering 
customer service culture. This partnership 
ensures consistent brand experience delivery 
across all customer touchpoints.

Operations Synergy

Marketing coordinates with operations to ensure 
service delivery excellence and product quality 
standards. This alignment guarantees that 
marketing promises match operational 
capabilities and customer expectations.



Leadership in Marketing Excellence

Strategic Vision
Effective marketing leaders provide clear 
strategic direction and long-term vision. They 
align marketing initiatives with overall 
business objectives while anticipating market 
trends and consumer behavior shifts.

Innovation Catalyst
Leaders inspire creativity and foster an 
innovation culture within marketing teams. 
They encourage experimentation with new 
technologies, channels, and approaches to 
reach and engage target audiences.

Collaboration Champion
Marketing leaders ensure seamless cross-
functional collaboration across departments. 
They break down silos and facilitate 
communication to deliver integrated 
customer experiences throughout the 
organization.

Entrepreneurial Marketing Approach

Modern marketing embraces innovative, risk-taking, and proactive strategies. This entrepreneurial mindset focuses on identifying niche markets and 
developing value-driven strategies that differentiate brands in competitive landscapes.



Environmental Analysis Framework

Macro Environment
PESTLE analysis examines Political, 

Economic, Social, Technological, Legal, and 
Environmental factors that influence 

marketing decisions and strategic planning 
processes.

Competitive Environment
Analysis of market structure, competitors' 
strengths and weaknesses, industry rivalry 
intensity, and competitive positioning 
strategies within the marketplace.

Internal Environment
Assessment of company resources, 
organizational culture, brand reputation, and 
operational capabilities that impact marketing 
effectiveness and strategic options.



SWOT Analysis & Strategic Planning

Strengths

Internal positive factors including core competencies, competitive 
advantages, and valuable resources that support strategic 
objectives.

Weaknesses

Internal limitations and areas for improvement that may hinder 
performance or competitive positioning in the marketplace.

Opportunities

External favorable conditions and market trends that organizations 
can leverage for growth and competitive advantage.

Threats

External challenges and risks that could negatively impact business 
performance and strategic goal achievement.

Customer Relationship Management Impact

CRM systems build customer loyalty and improve retention rates through 
personalized interactions and targeted communications. These platforms 
enhance data-driven marketing decisions by providing comprehensive 
customer insights and behavioral analytics.

Effective CRM implementation enables organizations to deliver consistent, 
personalized experiences across all customer touchpoints while 
optimizing marketing resource allocation.



Strategic Marketing Options
SMART Objectives Framework

Marketing objectives must be Specific, Measurable, Achievable, Relevant, and Time-bound to ensure clear direction and accountability in strategic 
planning and execution processes.

1

Market Penetration
Increasing market share within existing markets using current products 
through competitive pricing, enhanced promotion, or improved 
distribution strategies.

2

Product Development
Creating new products or services for existing markets by leveraging 
current customer relationships and market knowledge to meet evolving 
needs.

3

Market Development
Expanding into new markets or customer segments with existing 
products through geographic expansion or demographic targeting 
strategies.

4

Diversification
Developing new products for new markets, representing the highest 
risk but potentially highest reward growth strategy for organizations.



Segmentation, Targeting & Positioning
01

Market Segmentation
Dividing the total market into distinct groups 
based on demographic characteristics, 
psychographic profiles, geographic locations, or 
behavioral patterns to identify homogeneous 
customer clusters.

02

Target Market Selection
Evaluating and selecting the most profitable and 
strategically aligned market segments based on 
size, growth potential, competitive intensity, and 
organizational capabilities.

03

Brand Positioning
Creating distinctive brand differentiation and 
unique value propositions that resonate with 
target customers while establishing competitive 
advantages in their minds.

Customer Retention Excellence

Implementing loyalty programs, personalized marketing communications, and comprehensive after-sales support to maximize customer lifetime value and 
reduce acquisition costs.



Marketing Mix Evolution: 4Ps to 7Ps

Traditional 4Ps

Product

Tangible goods and intangible services designed to satisfy 
customer needs and provide value.

Price

Cost-based, value-based, penetration, or skimming pricing 
strategies aligned with positioning objectives.

Place

Distribution channels including direct sales, online platforms, retail 
partnerships, and intermediary networks.

Promotion

Integrated marketing communications encompassing advertising, 
public relations, digital marketing, and personal selling.

Extended 7Ps for Services

People: Employee capabilities, service culture, and customer 
interaction quality

Process: Service delivery systems and customer experience journey 
optimization

Physical Evidence: Tangible elements including ambience, branding, 
and service environment design

These additional elements are crucial for service businesses where 
customer experience and interaction quality significantly impact brand 
perception and loyalty.



Integrated Marketing Excellence
1 Idea Generation

Creative brainstorming and market research to identify new product or 
service opportunities that address unmet customer needs.

2 Development
Prototype creation, testing, and refinement based on customer feedback 
and technical feasibility assessments.

3 Market Testing
Limited market trials to validate product-market fit and optimize marketing 
strategies before full launch.

4 Launch Execution
Coordinated rollout across all marketing channels with consistent 
messaging and integrated communication strategies.

Integrated Marketing Communication (IMC)

Consistent messaging across advertising, public relations, digital platforms, 
social media, and events ensures cohesive brand experience and maximizes 
marketing impact through coordinated touchpoint management.


