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Abstract

Every company needs organizational behavior , where behavior is needed to build good
relationships between individual and groups , and read behaviors in the organization .
The current digital era, where competition between companies is very tight . Every
company must pay attention to things that is very important and essential in managing
marketing in the company . The use of concepts and strategies in marketing activities
has implications for optimization in business management as well as for targeted or
effective marketing management . This optimization is then expected to maximize
company performance , maximize profits and non- profits , and be able to face existing
competition and at the same time be successful in cooperating companies.
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INTRODUCTION

Basically, organizational behavior is a field that studies how a person or
individual can move and behave in an organization. Organizational behavior is very
important for everyone involved in business because with it the company can
operate to maintain business continuity, grow, and generate profits. However,
market dynamics have existed long before the production of goods and do not end
with sales alone. Marketing activities play an important role in connecting
products with consumers, which include various strategic steps such as market
analysis, segmentation, and developing effective marketing strategies. A
company's marketing activities must satisfy consumers if they want to continue
their business or want consumers to view the company's image better
(Dharmmesta & Handoko, 1982).

In the digital era, it is known that competition between business actors is
getting tighter, as is competition in the marketing sector. In such tight
competition, companies are required to pay more attention to something that is
very important and essential for business, namely marketing. Marketing is not just
about selling products; it is an ongoing process that involves a deep understanding
of customer needs and wants. In this context, companies must be able to identify
emerging market trends and adjust their offerings to stay relevant. For example,
market analysis helps in understanding consumer behavior and external factors
that influence purchasing decisions, so that companies can formulate better
strategies to attract consumer attention.
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METHOD

The study in this research examines the importance of organizational
behavior and marketing strategies to face business competition in the digital era.
Qualitative research is used in this research. Qualitative methods are more based
on phenomenological characteristics that prioritize evaluation (Nasir et al., 2023).
The purpose of qualitative methods is to understand and interpret the meaning of
interactive events of human behavior in certain situations from the researcher’s
own perspective.

The information we collect is secondary information. Secondary data refers
to information collected and research findings compiled by others for purposes
different from the one being pursued. This data is usually sourced from published
reports, government records, academic journals, and other publicly available
sources. Secondary data can be used in research when primary data is expensive
or time-consuming to collect. Secondary data must be relevant and reliable for
use in research. It is important to analyze and synthesize secondary data carefully
to avoid biased or incorrect conclusions.

In addition, secondary data is an important resource for businesses,
governments, and organizations in the decision-making process. By analyzing and
interpreting existing data, organizations can gain a better understanding of their
target audience, market trends, consumer behavior, and performance. This
information helps them make informed decisions, create better strategies, and
improve overall performance. In short, secondary data refers to existing
information and research findings collected by others. It is a valuable resource for
research and decision-making processes. However, it is essential to analyze and
synthesize secondary data carefully to avoid biased or incorrect conclusions.

RESULT AND DISCUSSION

A. The Importance Of Organizational Behavior In Marketing Management

Organizational behavior in marketing management has a very important and
strategic role in the sustainability of a company's business. This is closely related
to how an organization can create added value for its customers and be able to
compete in an increasingly tight and dynamic market.

In the behavior of a leader or manager will most likely see the benefits of
diversity because of the dynamic changes in people and organizations. As stated
by (Davis & Newstrom, 1989), organizational behavior is a field of study that
studies the behavior and actions of people in organizations. That is, human
behavior and actions are the most important variables that influence
organizational behavior.

The purpose of organizational behavior is to understand the behavior that
occurs in organizations and predict events that occur in organizations.
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Organizational behavior explains how individuals and group members behave in an

organization. It is important to study the attitudes and behaviors of different
people in an organization to find solutions on how management can manage both
individuals and groups so that the organization makes its operations more
efficient. As explained in (Dwi & Herachwati, 2007) there are two things in
organizational behavior, namely the actions and attitudes of people in the
organization.

Organizational behavior in marketing management includes several things,
such as customer relationship management, product development, marketing
strategy, and brand management (Chattopadhyay, 2020). In addition,
organizational behavior also includes internal relationships between employees,
management and superiors that are interrelated in achieving organizational goals.

In conclusion, the presence of organizational behavior in marketing
management is very important to achieve business goals and maintain the
sustainability of an organization amidst increasingly intense market competition.
Therefore, organizations must understand and implement effective and efficient
behavior in marketing management to realize long-term business success.

B. Definition and Concept Employee

Marketing is an activity carried out by companies to promote their products
or services to consumers. The concept of marketing itself refers to various
approaches and strategies used by companies to meet consumer needs and
desires, and create the value desired by consumers.

There are several key principles in the marketing concept that companies
need to implement, including consumer focus, market-directed marketing, and
recognizing and meeting consumer needs. By implementing these principles,
companies can achieve successful marketing goals.

Companies need to understand their customers well in order to present
products or services that suit their needs and desires. In addition, they must also
know the market needs and focus on market segments that can provide benefits
for them.

Therefore, a deep understanding of the concept and concept of marketing
is essential for companies to achieve desired results in an increasingly competitive
market. Companies must keep abreast of market developments and consumer
trends to develop effective and successful marketing strategies.

5 (five) marketing concepts implemented by companies or organizations to
carry out business (Kotler et al., 2018):

1. Production concept

Refers to the overall framework or strategy that governs a company's
production process. It encompasses all aspects of production, from sourcing
raw materials to delivering finished products to customers. A solid production
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concept is critical to the success of any organization, as it lays the foundation
for efficient and effective operations, quality control, and cost management.

The production concept must take into account factors such as the
company's strategic objectives, market demand, and available resources. It
must also reflect an understanding of the latest industry trends and best
practices in manufacturing. In addition, the production concept must be
flexible enough to adapt to changes in the market or supply chain, while
maintaining its core principles.

A well-designed production concept can help a company achieve
operational excellence and maximize profitability (Purba et al., 2024). By
streamlining processes, reducing waste, and improving quality, a company can
produce goods and services more efficiently and cost-effectively. This , in
turn, can lead to greater customer satisfaction, increased market share, and
improved competitive advantage.

In conclusion, the production concept is a critical component of any
successful business. It provides a framework for production that enables a
company to achieve operational efficiency, quality control, and cost
management goals. A solid production concept can help a business overcome
challenges and thrive in today’s highly competitive marketplace.

2. Product concept

A product concept, or product concept, refers to the initial idea or
vision that forms the basis for developing a tangible or intangible good or
service. It outlines the purpose, design, target audience , and unique selling
proposition of the product. It is a critical aspect of product development, as
it impacts the entire process from idea to launch and beyond.

A well-defined product concept serves as a roadmap for the
development team to align their efforts and resources to create a successful
product that meets the needs and preferences of the target market.
Therefore, businesses invest significant time and resources in researching and
refining their product concepts to ensure that they are feasible, desirable,
and profitable. Ultimately, a strong product concept sets the foundation for
the product’s success and long-term viability in the marketplace.

3. Sales concept

The selling concept is critical to the success of any business. It involves
identifying and understanding the needs and wants of potential customers,
and using this information to develop effective marketing strategies. Effective
selling requires a combination of several key skills, including effective
communication, empathy, product knowledge, and the ability to anticipate
and address any potential objections or concerns that customers may have.

It is important to set clear goals and objectives for sales, and to monitor
progress closely through regular performance reviews and metrics analysis. By
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continually refining and improving sales strategies, businesses can maximize

revenue and profitability, while building long-term relationships with their
customers (Redjeki et al., 2021). Ultimately, the success of any business
depends on its ability to effectively market and sell its products or services.

By prioritizing the selling concept and investing in the development of
skilled sales professionals, organizations can open up new opportunities for
growth and success in a competitive marketplace.

4. Marketing concept

The marketing concept refers to the basic principles that guide the
development and execution of effective marketing strategies. The concept
centers on creating a value proposition that meets the needs and wants of a
target market, with the ultimate goal of increasing revenue and profitability.
At its core, the marketing concept is about understanding customers and
designing products and services that meet their specific needs. This requires
a deep understanding of consumer behavior, market trends, and competitive
dynamics. Effective marketing requires a combination of creativity, analytical
rigor, and an understanding of how different channels and platforms can be
leveraged to reach customers (Siahaan et al., 2024). To succeed in today’s
dynamic business environment, companies must be agile and able to adapt
quickly to changing market conditions.

The marketing concept emphasizes the importance of continually
monitoring and evaluating marketing performance to identify opportunities
for improvement and optimize resource use (Morgan et al., 2022). Overall, the
marketing concept is an essential concept for any business looking to build a
successful brand and drive sustainable growth. By focusing on creating value
for customers, and continually refining marketing strategies based on
feedback and results, companies can achieve their goals and stay ahead of the
competition.

5. Insightful marketing concept

The insight marketing concept is an approach used by companies in
developing their marketing strategies. This concept focuses on the needs and
wants of consumers, and takes into account the factors that influence
consumer purchasing decisions. Through the insight marketing concept,
companies will study the needs and wants of consumers and are able to obtain
information about competitors in the market.

In the concept of insightful marketing, companies will develop products
and services that can meet the needs and desires of consumers. In addition,
companies will also consider price, promotion, and distribution factors in
developing their marketing strategies. The concept of insightful marketing
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holds the principle that companies must understand the market and consumer
needs in order to provide maximum value to consumers.

By implementing the concept of insightful marketing, companies can
gain greater profits and expand their market share. In addition, companies
can also maintain their position in the market and gain a stronger competitive
advantage. Therefore, the concept of insightful marketing becomes very
important for companies that want to increase their success in the global
market.

In marketing management there are three important elements which are
also concepts of marketing management itself, namely:
1. Consumer Orientation (Market Oriented)

Customer orientation, which translates to consumer orientation in
English, is a business philosophy that places the customer at the center of all
operations. It is the primary strategy used by organizations to meet their
customers' demands and create more customer value. Customer orientation
requires a strong focus on customer satisfaction, understanding their needs
and wants, and offering superior products and services that meet those
demands.

Organizations that adopt this philosophy continually adapt to consumer
needs and invest in research and development to innovate new offerings.
Customer orientation also involves building long-term relationships with
customers and fostering customer loyalty. This requires effective
communication, personalized service, and continuous improvement in the
quality of products and services offered. In a highly competitive business
environment, customer orientation becomes critical to achieving growth and
sustaining success.

Companies that prioritize their customers’ needs are more likely to
build lasting brand loyalty, attract new customers, and achieve positive word-
of-mouth advertising. In essence, customer centricity is a strategic approach
that focuses on putting customers first and providing exceptional value to
them. Businesses that embrace this philosophy have a better chance of
thriving in a competitive marketplace.

2. Marketing Activity Planning

Marketing planning is a critical process in developing an effective
marketing strategy for a product or service (Farnsworth et al., n.d.). It
involves defining target markets, setting budgets, developing promotional
plans, and product distribution and reward strategies. The purpose of
marketing planning is to ensure that the product or service being offered is
affordable and relevant to the target consumer. In designing this plan, it is
important to consider market trends, competitor targets, and consumer needs
to achieve optimal results.
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With good marketing activity planning, organizations can increase their

chances of success in achieving business goals. Therefore, marketing activity
planning is an important activity that must be considered by any organization
that wants to achieve success in marketing their products or services.

3. Consumer or Customer Satisfaction

Customer satisfaction is one of the most important aspects of any
business. It is essential for businesses to ensure that their customers are
satisfied with the products or services they receive. Customer satisfaction not
only leads to repeat business but also helps build a business’ reputation in the
marketplace. The key to achieving customer satisfaction is understanding
customer needs and expectations. Businesses should strive to offer high-
quality products or services that meet or exceed customer expectations. This
can be achieved by maintaining open lines of communication with customers,
actively seeking their feedback, and responding to their concerns and
complaints in a timely manner. In addition, businesses should focus on building
long-term relationships with their customers. This can be achieved by
providing personalized service, offering loyalty programs, and ensuring that
customers feel valued. By building strong relationships with their customers,
businesses can not only increase their customer base but also foster a sense
of loyalty and advocacy for their brand (Guerola-Navarro et al., 2024).

In conclusion, customer satisfaction is crucial to the success of any
business. It is important for businesses to prioritize the needs and
expectations of their customers, and continually strive to exceed them. By
doing so, businesses can build a positive reputation in the market, increase
customer loyalty, and ultimately achieve long-term success.

C. Function Management Marketing

Marketing management functions are an essential aspect for any
organization that aims to succeed in the market. It encompasses a range of
activities required to drive sales and profitability of the company. These functions
include market research, product development, pricing strategies, promotions,
distribution, and sales management.

Market research aims to identify the needs and preferences of customers in
the target market. This information helps in developing products that meet
consumer needs and stand out in the market. Pricing strategy involves setting
prices that are competitive and profitable for the company. Promotion is about
advertising, sales promotions, and public relations to create awareness and
increase demand for the company's products. Managing distribution channels
efficiently is ensuring that the product reaches the target customers in a timely
and efficient manner. Sales management focuses on ensuring that the company's
sales team works effectively to meet set targets and create profitable customer
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relationships. Overall, marketing management helps an organization to foster
customer relationships and build a unique brand image that differentiates it from
its competitors.

In conclusion, the marketing management function plays a vital role in any
business that aims to succeed in a highly competitive market. It involves various
activities such as market research, product development, pricing strategies,
promotions, distribution, and sales management (Leonidou et al., 2018). Effective
marketing management helps organizations to reach customers and create
profitable relationships and brand loyalty.

D. Marketing Strategy For Business Competition In The Digital Era

The development of the world today has entered a new era, namely the
digital era. When the door to the digital era opens, companies can reach across
borders. At the same time, competition in the business world is getting tighter.
There are many ways or strategies that can be used, including using various
supporting platforms such as online advertising . Simply by using a computer,
laptop, gadget, or smartphone connected to the internet. In this context,
companies need to utilize digital marketing effectively to attract consumer
attention.

The development of the world today has entered a new era, namely the
digital era. When the door to the digital era opens, companies can reach across
borders. At the same time, competition in the business world is getting tighter.
There are many ways or strategies that can be used, including using various
supporting platforms such as online advertising. Simply by using a computer,
laptop, gadget, or smartphone connected to the internet.

In this context, companies need to make the most of digital marketing to
attract consumers in an increasingly competitive market. One effective strategy
is search engine optimization (SEO). By optimizing website content and using
relevant keywords, companies can increase their visibility in Google search
results. This allows potential customers to find their products or services more
easily, thereby increasing organic traffic to the website.

In addition to SEO, social media has become increasingly important in
building relationships with customers and increasing brand awareness. Platforms
like Facebook, Instagram, and Twitter allow companies to interact directly with
their audiences. By creating engaging and interactive content—such as videos,
infographics, and quizzes—companies can create a loyal community around their
brand. Relevant and engaging content not only attracts attention but also
encourages customers to share their experiences with others, expanding the
brand’s reach organically.

Furthermore, data analytics also plays a key role in understanding consumer
behavior. By leveraging analytics tools like Google Analytics and social media
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analytics platforms, companies can identify customer trends and preferences in

real-time. This data allows companies to tailor their offerings based on customer
needs and wants. For example, if analytics show that customers prefer to shop on
mobile devices, companies can optimize their websites for a better mobile
experience.

Customer experience is also a major focus of digital marketing strategies.
Companies should strive to provide fast and responsive service through multiple
communication channels, including email, live chat, and social media. By
providing efficient and friendly customer support, companies can increase
customer satisfaction and build long-term loyalty. Customers who feel valued are
more likely to become brand advocates who will recommend products to others.

Additionally, content-based marketing is another highly effective strategy
in this digital age. By providing high-quality content—such as blog posts, how-to
guides, and video tutorials—companies not only provide added value to customers
but also build authority in their industry. Informative content can grab the
attention of potential customers and help them make better purchasing decisions.

Finally, it is important for companies to remain flexible and adaptive to
changing market trends. By monitoring new technological developments and
changing consumer behavior, companies can adjust their marketing strategies to
stay relevant. For example, the use of new technologies such as artificial
intelligence (Al) in data analysis or marketing automation can improve operational
efficiency and provide deeper insights into customer behavior.

By effectively implementing these strategies—from SEO optimization to
content-based marketing—companies can not only grow their customer base but
also create strong brand loyalty and advocacy. In this digital age, the ability to
adapt quickly to change and understand customer needs is key to achieving long-
term success.

CONCLUSION

Organizational behavior is essential for shaping effective marketing
strategies by fostering collaboration, innovation, and productivity within teams.
Understanding employee dynamics and consumer behavior allows companies to
design targeted campaigns, enhance customer engagement, and build loyalty
while promoting creativity and innovation in product development. In the
competitive digital era, integrating organizational behavior insights into
marketing strategies enables businesses to adapt to market changes, create
customer-centered solutions, and achieve long-term success. This synergy
between organizational behavior and marketing is crucial for maintaining a
competitive edge and driving sustainable growth through stronger customer
relationships and improved satisfaction.
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