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0000000000000 D000000000000O00DO0DO0ODOO0oOoDOoDglt simportant
for a firm to have some competitive advantage as it moves into market maturity. Even a small advantage can make a
big difference — and some firms do very well by carefully managing their maturing products.
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Customer needs determine company plans. VS. Customer should be glad we exist, try to cut costs and bringing out
better products.

Company makes what it can sell. VS. Company sells what it can make.

Eliminate costs that do not give value to customer. VS. Keep costs as low as possible.

Itis a very different philosophy.
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3M — Minnesota Mining &amp; Manufacturingd O O O OO0 000 O
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marketing manager seems a potential job.
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It'" simportant to avoid horizontal conflicts that new coming dealers get a free ride from the initial dealer’ s
investment on inventory and marketing promotion.
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break-even points analysis and margins analysis.try to understand target market demand.
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0000000000000 000000000000O00O00OD0O OO0 Youlooked, butyoudidn’ t
see. You listened, but you didn’  t hear. Perception determined what you saw and heard. Learning is fun itself and
also let you not blind to the world.
1000000000 DO00O0-0840

0000000000000 DO0DO0DO0DO0O00DO00o00bOO0bOO0oDOOooDOooDOoooog
0000000000000 DO0D0O0000000000000000DO 0D 0D d0O dBusiness
data mapping is popular now. Garbage in,garbageout. D O O OO0 00000000 OOOOO0OOO0OO
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the boss is willing to pay more for creative, industrious ,persuasive, knowledgeable sales people.
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In 1962, President Kennedy’ s*“ Consumer Bill of Rights” affirmed consumers’  right to safety, to be informed,
tochoose,andtobeheard. 19620 O 0 0 0000 0OOODODO0D0OO0OOOOOOODOOOOOOOOO
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Lower margins with faster turnover is the modern philosophy as more retailers move into mass-merchandising.
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“ ASSUME” BRINGS* ASS” “ U” &amp;“ ME” !'“ The scientific method is a decision-making
approach that focuses on being objective and orderly in testing ideas before accepting them. With scientific
method, managers don’ t just assume that their intuition is correct. Instead, they use their intuition and
observation to develop hypotheses — educated guesses about the relationships between things or about what will
happen in the future. Then they test their hypotheses before making final decision.”
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do things rightly first. time.
V00000000000 0oo-03s50
The marketing concept: 1. Customer satisfaction; 2. Total company effort; 3. Profit as an objective. It is a
philosophy of the whole organization.
000000000000 00-01790
Companies may have to use marketing research to answer specific questions. But if a firm has neither the money

nor the time for research, then marketing managers have to rely on available descriptions of present behavior and
guesstimate about future behavior.
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value pricing...
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If a man has good corn or wood, or boards, or pigs, to sell, or can make better chairs or knives, crucibles or church
organs, than anybody else, you will find a broad hard-beaten road to his house, though it be in the woods.
—Ralph Waldo Emerson
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0O 0O 0 0O O O Without good information, managers are left to guess— and in today’ s fast-changing markets,
that invites failure.

roooooooooond-oeolt

knowing people is the highest knowledge. | even don't konw myself.
2000000000000 d-03e9

You can build a better mousetrap, but if it doesn’t meet customers' needs at a profit you're in trouble.
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If marketing managers are too nearsighted, they may fail to see what’ s coming until too late. 0 0O 0 0, 0 0O O
0.
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companies worked by very close relationship. It’” s great when it works. Suppliers and buyers are deeply mutual
trust and bearing risk of changing business conditions.
ROODDDOO0OO0O00ODDO0O-0O3100

Dealer's role: 1. know local marker and easy create sales; 2. providing credit to customers at the end of channel,
especially for small business customers; 3. Serve customers better and at a low cost.
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sales leads management is a useful skill. Trade shows are a cost-effective way to reach target customers and
generate a list of live prospects for sales rep follow-up.
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