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THE HOLISTIC MARKETING CONCEPT
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ABSTRACT

The Holistic Marketing Concept is an idea that related to marketing concept to the digital
Technology one. The idea comes from the connection between electronical systems and business
relationship toward customer and colleague, by value exploration value creation, value delivery for the
propose of Long-term, relationship as well as growth with stakeholders. This is the framework for

analysis and new product development.

Keywords: Concept, Marketing, Holistic
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11 : Kotler & Keller (2009)
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