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of modern age, which is marketing. Marketing makes economy and
economy is the element that shapes the face of this age.

Some people may understand that marketing is mere presentation
or giving false information in order to sell a commodity or provide
a service with the aim of achieving profit, popularity and expansion.
My advice for all project owners who want to realize market com-
petitiveness is to pay more attention to the marketing aspect and
open up new channels of communication between the company
(manufacturer) and clients and maintain good relationships with
them to reach their satisfaction.



-Remember that maintaining a client is better than gaining
new one.

-Try to depend on a new strategy that sets you apart from your
competitors.

-Try always to have a unique product that has an advantage
over your competitors, whether in quality or price.

-Look always for the new to increase your clients.

-Look always for new fields to promote your product (bazaars,
festivals, events).

-Seek the help of experienced people and learn from their mis-
takes.

-Discover the secret of the success of others and the experi-
ences they went through.

-Specialize in one field when you are still at the beginning of
your trading business.

-Provide training for employees and representatives on how to
deal with clients appropriately.

-Rely on the policy of staff motivation (financial, moral, etc...)

-Focus on e-marketing (websites, emails) as it is the most
popular means and the most affordable.

-Always try to keep in contact with the press.

Conclusion:

Owners of successful projects consider the art of marketing an en-
joyable and interesting affair. Market activity is invariably fraught
with heated competition and forms an integral part of our daily life.
Marketing has largely become dependent on the study of the clients’
needs, aiming to maintain unique relationships with them to gain their

satisfaction. We can say that we are currently living the philosophy
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-Their prices

-Methods pursued in providing the product
-Methods followed in client satisfaction
-Methods adopted in marketing promotion
-Competitors> distribution and marketing outlets

Mistakes committed by marketing representatives:
-Representatives may be ignorant of the product (commodity)
-Annoying insistence to urge others to buy the product (com-
modity)

-Wasting clients> time

-Talking inconsiderately

-Unpunctuality

-lgnoring outward appearance and neatness

-Improper preparation for the meeting with the client

-The product or service incompatible with the promoted sam-
ples

Marketing ideas and tips:

-Clients are the main element in your business; always remem-
ber that without clients, you will have no business.

-Don't forget that the costs of attracting new clients are always
on the rise

-Your professional duty makes it important for you to satisfy
the needs of your clients and to leave no stone unturned to
satisfy them

-Evaluate business from time to time, whether in sales, produc-
tion, client satisfaction, profits or competitors

-Remember always that you are a small project owner; so, do
not waste your money in advertisement and promotion and do
not follow the same policy of big companies in advertisements

12




-Gifts, discounts and purchase coupons
-Marketing through service or product evaluation through ques-

tionnaires

II- Electronic marketing:
-Marketing via the internet or websites
-Marketing via emails
-Marketing via phone calls
-Marketing via SMS
-Marketing via television
-Marketing via radio

Advantages of personal selling:

-Direct and personal contact between the seller and the clients

-ldentifying all the needs and desires of clients

-ldentifying the reaction of clients and answering all their inquir-
ies in a direct and convincing manner

-Recognizing useful information on markets and clients

-Convincing clients to purchase commodity to gain client satis-
faction

-Providing clients with sufficient information on the product
(commodity)

-Enhancing confidence and improving relationships between
seller and clients

Information you need to know about your competitors:
-Their reputation
-Advantages they provide their clients with
-Competitors> weakness and strength points - you can even
take advantage of their weakness points and turn them into your
points of strength
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Difference between marketing and selling:

Begins with the market or clients Begins with the manufacturer or producer

Focuses on the requirements of consumer | Focuses on existing products (commodity)
needs
Pays attention to profit through customer | Pays attention to profit through volume of
satisfaction sales

Has a long time frame Has a short time frame

Types of marketing:
|- Personal marketing:

- Personal outward appearance of the project owner and the uni
form of the staff

- The knowledge of the project owner and the staff of the prod-
uct or service

- Project owner's business card

- Outward appearance and cleanliness of the store

- Reputation of the company

- Being unique in providing a product or service

- Coming in contact with the press to promote a new product or
open a new branch in order to achieve expansion and popular-
ity

- The logo of the company must be unique and indicative of the
company

II- Non-electronic marketing:
-Marketing through newspapers and advertising magazines
-Marketing through regular post
-Marketing through billboards and posters
-Marketing through taking part in social events and festivals

U147
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-Laying down a strategic plan for the small project

-Forecasting the market the volume of demand from the market

-Setting financial programs (the budget) and the standards for
the project

-Provide necessary materials (staff, equipment and tools) and
coordinating among them

-Achieving better management of the staff in order to meet the
project’s objectives

2- Information system:
-Information on the market
-Information on the art of project management
-Information on clients
-Information on suppliers
-Information on prices
-Information on competitors
-Information on funding entities and financing opportunities
-Information on the entities supporting youth projects

3- Market study:
Small projects usually fail in marketing their products for one or
more of the following reasons:
-Failing to study the market properly (feasibility study)
-Rising production costs due to high prices
-Low quality
-The volume of supply is greater than demand
-Failing to study the targeted segment in the project
-Lacking in administrative and scientific experience

-Lack of knowledge of consumer or client needs
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the exchange of products within the marketing environment with the
purpose of expanding the establishment and achieving profits.

Importance of marketing:

-Creating job opportunities and contributing to the elimination
of unemployment

-Developing the proper commodity or product by satisfying the
needs of clients in the market

-Raising the standard of living and promoting economic devel-
opment

-Helping in rationalizing expenses of consumers by satisfying
their needs and desires.

-Contributing to setting the proper investment policy to develop

national economy

Marketing objectives:

-Maximizing profits

-Strengthening relationships between the entity (the company)
and the clients

-Maximizing sales

-Raising consumer awareness about the product

-Maintaining and remaining in the competitive field

-Expansion and popularity

-Reaching a high standard of consumer or customer satisfac-
tion

Main elements in small project management:

1- Organizational framework:

Updating the main functions necessary for the small project

L6
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| once thought that marketing is merely an advertisement in the
newspaper or any other publicity media for a certain product or com-
modity. | used also to think that marketing is limited only to the sale
of the product or the commodity. However, | found out that most peo-
ple confuse selling with marketing and define marketing as part of
the selling process. At long last | have discovered that marketing is
a sophisticated process understandable only to the successful and
persevering. It can also be one of the modern arts as it is mostly re-
lated to imagination and reality. In addition, marketing indicates the
adaptation of the product, price, location and promotion, also known
as marketing promotion. Marketing does not begin by providing the
service or producing the product (the commodity) but rather begins
by seeking out the appropriate client through conducting studies on
the targeted market. Some people may find it surprising when their
project comes a cropper while they see that another competitive
project is thriving, although the difference between the two projects
in quality and prices is too slim. Some people do not realize the
meaning of marketing and its significance in our daily life and in the
management of marketing activities.

Today’'s problems are no longer restricted to providing a service or
producing a new product (commodity) in companies or factories, but
the problem rather lies in how such company or factory is able to

market its product or service and remain in the competitive market.

: An art based on recognizing a number of activities aimed

at meeting and satisfying the needs and desires of people through



Dear Investor

Your opinion is our source of inspiration, so please do not hesitate to provide
us with your comments and suggestion about the Department and its serv-

ices, you are our advisor.

How to submit suggestion or complaints

- Call our hotline number 8007333

- By Post via P.O. Box 10510 Ras Al Khaimah

- E-mail us on rakecon@emirated.net.ae

- Visit us in person and meet with the Department Officers (open door policy)
- Contact the Customer Service Unit or call the number +9717 2271222 dur-
ing the official working hours.

- Drop your suggestion / complaint in the complaints and suggestion box
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Our Vision

Lead in initiative and performance to promote competitiveness and achieve

comprehensive and sustainable economic development.

Our Mission

Support and organize business sector and provide integrated economic
services to the satisfaction of our transactors and community through opti-

mal utilization of financial and human capabilities.

Our Values

Respect : We take full care of our employees, transactors,
partners and suppliers in mutual respect.
Compliance : We are governed by and comply with regulations and
laws.
Initiative and Creativity : We encourage initiative and creativity in a systematic
frame to enhance work and raiseperformance level.
Teamwork : We believe in teamwork and team spirit in the Department and
with the relevant authorities.
Quality : We enhance our services to fulfill requests and needs of our
transactors.
Continuous learning: We support continuous learning at individual and corporate
levels.
Transparency : We believe in express and clear communication in spreading
of information and procedures.

Social responsibility: We attend to our responsibility towards the community where

U197

we live.




Government of Ras Al Khaimah
PR D1 (I WGt | |
Department Of Economic Development

Planning & Studies Administration
Studies & Research Division

The Art of Marketing
in Small Projects

Done by: Ahmed Abdulla AL-Nagbi

(Economic Researcher)

9
£
o
c
o
(O]
=
2
2
2

Designed by: Asma Al Kas




