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The word “marketing” is frequently heard in all media but not everyone can imagine, what this term actuallymeans. There is no precise definition. The word “marketing” has its place in terminology and is not translatedinto other languages.
The term itself has changed over the years in accordance with the progress in market economies. First, there were opinions that each productwould find its developer in the production process. 
The academic dictionary presents its definition this way: “The management process through which goods and services move from concept to the customer.”
Probably in each country there is someone who engages in marketing. But eachcountry has different economy and this is connected with different definitions of “marketing”. Currently the relationship to a customer is substantially changing. The customer becomes an active participantin the process. And so one comprehends“marketing” as a summary of activities aimed at predicting, analysing, supporting, and satisfying customer’s requirements, wishes and visions.
From these observations there is apparent the central role of the customer. Then it is possible to state: “Marketing can be seen as an approach to market in which actual or potential client is the centre of all considerations.”
If we carefully look at the meaning of marketing, we can notice following important features:
· is focused on the customer’s needs and wishes

· considers various target segments

· view of the user is deciding

· the sense is attainment of own business objects

· is systematic

· has its organizational positions

· means the intersection of philosophy and activities
1. Focus on Customer’s Needs and Wishes

The main principle of marketing approach is inclination to requirements of clients and their satisfactions. Because of that we have to think about possible objections and specify following doubts.
[1] Customers do not realize what they actually need. We cannot follow customer’s requirements. That would be misleading or incomplete, because clients do not know about new possibilities. For example, people did not complain about the use of mobile phones, likewise internet. If we depended on user’s statements, there would never be that expansion of mobile phones as today. So it is not necessaryto bind the development of new products on customers’ needs. It follows that the stated marketing premise is false.
This objection points to a different marketing approach to the word "need". We can understand it as a state of imbalance organism (client) to the environment. It is not only the needs of the present, but also future needs. It is about anticipating what might be useful.
[2] Furthermore, it could be argued: companies can develop products in their interest and impose them on users. Then people try to get something that they actually do not need and in this way they become victim of marketing manipulation.

So it is important to think about the term “need” in meaning of marketing. If the customer says that he needs washing powder, it is concretization of speech concerning his own requirement. It is not the need itself, but it is wish to satisfy this need.

2.  Considering Various Target Segments

If marketing is based on requirements (in the sense above), it is essential to capture the extent to which their behaviour is determined by similar need. There are often significant differences among customers. If this is indeed the case, we try to identify what kind of clients’ group it is. We try to know market segments. Then we have to make decisions on which of market segment we focus. Chosen segments we call “target segments”.
These two steps (determination market segments and choice between them) are known as the first two phases of targeted marketing.
3. View of the User

The important feature of marketing approach to market is that every business decisions proceeded from the view of client.However finding the requirements of clients is not enough. We have to find out the whole of processes that is forming the relation between customer and product. This relation is called as “purchase behaviour of customers”.
4. The Sense Is Attainment of Own Business Objects

All of the above effort is not an end itself. The long-term practical statistics show that the satisfied customer is determinative prerequisite for successful market activity of company. In other words: customer’s satisfaction is the way to reach own business objects.
The satisfied client:

· is regular customer

· buys more

· purchases other products

· speaks well about company.
5. Systemand Organization of Marketing
System of marketing approach means that it is necessary to make plans, to do what we plan, check it and reflect results of control in next planning.

If the marketing is to be systematic, it is clear to pay attention to organizing and his background. In fact, it is about the right integration of marketing into the structure of all company.

6. Marketing – Intersection of Philosophy and Activities
We said that marketing is unity of own conception to market approach and his filling of specific activities. Marketing philosophy is understood as market orientation based on client’s needs and wishes.

Conception of Production
It is expected that production in large quantitiesis cheaper. So this is reason why customers will be interested in.

Conception of Products
Company puts emphasis on quality of product. High quality product will always find its customer.

Conception of Selling

This is worked on assumption: “what is made must be sold”. Companies use largely advertising and sales incentives.

Social-marketing Conception
The main principle of orientation on customers’ needs is extended to focus on meeting the needs of society. For example “green marketing” comes under this conception. At this time when environmental issues are seen as a significant problem of social development, so societal need for respect the environment is reflected in the development of products which are friendly to the environment.
So what is the right meaning? In a simplified way we are able to define “marketing” as “make, what you are able to sell, do not make, what you are able to make”.
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