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PRINCIPLES OF MARKETING 



Meaning

• Emphasizes the determination of the 
requirements of present and potential 
customers and supplying products to satisfy 
their requirements.



Evolving Concepts of Marketing 

• The Production Concept
• The Product Concept
• The Selling concept 
• The Marketing Concept 
• The Societal Marketing Concept
• Holistic Marketing Concept



The Production Concept 

• It holds that consumer will prefer products that 
are widely available and inexpensive 

• Managers of Production Oriented businesses 
concentrate on achieving high production 
efficiency, low cost and mass distribution 

• They assume that consumers are primarily 
interested in product availability and low prices.

• This orientation makes sense in developing 
countries, where consumers are more interested 
in obtaining the product than in its features.



Example



The Product concept 
• This orientation holds that consumers will favor 

those products that offer the most quality, 
performance, or innovative features.

• Managers focusing on this concept concentrate 
on making superior products and improving them 
over time. 

• They assume that buyers admire well-made 
products and can appraise quality and 
performance.

• However, these managers are sometimes caught 
up in a love affair with their product and do not 
realize what the market needs.



Example



The Selling Concept 
• The Selling Concept proposes that customers, be 

individual or organizations will not buy enough of the 
organization's products unless they are persuaded to 
do so through selling effort. 

• So organizations should undertake selling and 
promotion of their products for marketing success.

• Goods are not bought but they have to be sold
• Focuses on Selling products, seller’s needs and 

educating and attracting customers 
• Profitability through sales volume



Example



Marketing

• The marketing concept is the philosophy that 
firms should analyze the needs of their 
customers and then make decisions to satisfy 
those needs, better than the competition.



SellingMarketing 

Selling starts with the seller and is 
preoccupied all
the time with the seller’s needs

Marketing starts with the buyer and 
focuses
constantly on buyer’s needs.

Seeks to convert ‘products’ into “Cash”.Seeks to convert “customer needs” 
into
‘products’.

Views business as a goods producing 
process.

Views business as a customer 
satisfying process.

The company makes the product first and 
then
figures out how to sell it and make a profit.

Marketing effort leads to the 
products that the
customers actually want to buy in 
their own
interest

Cost determines the price.Consumers determine the price; 
price determines cost 



SellingMarketing
Selling views the customer as the last link 
in the business.

Marketing views the customer as the 
very purpose of the business.

‘Sales’ is the primary motive.‘Customer satisfaction’ is the primary 
motive.

It is a narrow concept related to product, 
seller and sales activity 

It is a broad composite and worldwide 
concept, more so in this era of 
globalization

Selling involves ‘push’ strategy.Marketing is more ‘pull’ than ‘push’.

Selling comes after production and ends 
with the delivery of the product and 
collection of payment.

Marketing begins much before the 
production of goods and services, i.e. 
with identification of
customers’ needs. It continues even 
after the sale to ensure customer 
satisfaction through after sales

The main job is to find the customers for 
your product.

The main job is to find the right 
products for your customers



Societal Marketing Concept

• Societal marketing is a marketing concept that holds 
that a company should make marketing decisions not 
only by considering consumers' wants, the company's 
requirements, but also society's long-term interests.

• It creates a big public image of the company in its 
customer’s minds by this, increases sales. It holds the 
companies responsibility to look upon societyʼs
welfare.

• In the modern world, the government bans those 
companies whose actions are against societyʼs
wellbeing.



Example



Holistic Marketing Concept 

• Relationship Marketing 
• Integrated Marketing 
• Internal marketing 
• Performance Marketing 



Example
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