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[bookmark: _Toc25961537]Task 1A (Critical Analysis)
[bookmark: _Toc25961538]Introduction
In this essay, marketing analysis is respectively based on practical strategies and marketing skills. These marketing skills are necessary for the growth of business in this analysis of business modules. Marketing evaluation is an effective way of doing business that involves competitive advantages and marketing organisation advantages. 
Fundamental aspects of this market analysis are related to factors of financial data, rates of interest, earnings and productivity. Marketing fundamentals of an organisation such as Renault an automobile industry has stocks, contracts and profitable revenue.
Accordingly, the basic approaches this business management is related to two basic approaches, such as analysis of top formats and analysis of bottom formats. Inspire of this marketing evolution process and protocols and technical evaluation assist in the significant prediction of stock prices.
[bookmark: _Toc25961539]Process and stages for marketing
As stated by Baines et al. (2017), the diverse process of marketing evaluation and strategies that are followed in five different parts in an organisation such as Renault. In aspects of marketing, stages are defined with definite steps such as problem defining, planning and development of marketing research, relevant collection of marketing data and reporting and findings of analysed data and action-taking process.
[bookmark: _Toc25961540]Problem defining
Problem defining is a valuable step in the marketing process that is required in terms of this marketing in this organisation Renault. This process involves different evaluation of issues that are faced in the process of marketing research about the automobile industry. In matters of marketing research and analysis, diverse process of issues is analysed for better outcomes.  
Research objectives are valuable in this marketing research, as this objective aids in better outcomes of business management (Charry et al. 2016). Thus, different questions are raised in aspects of these steps of defining problems in marketing skills.                             
Planning and development implies thatthis part of marketing is mainly related to the development and research plan for the marketing of Renaults (Renault.co.uk, 2019). In this planning and development process of marketing, it is defined with any number of research such as online, survey and running test on a website.
Research on online formats about this organisation Renault is related to credible sources online. Another research process that is present for this planning and development is conducting the survey process (Bolton, Chapman and Mills, 2019). Test running processes that are related to matters of analytics and simple testing formats.                                    
Relevant collection includes thatafter the collection of relevant data on planning and development, relevant data are analysed for sound and unbiased system of management. In this specific organisation, diverse mixture process of analysis is defined with congruent angles and data. Thus, a collection of logical and scientific data that are incorporated related to scientific analysis.         
Reporting and findings takes into consideration this fourth process of reporting and findings data that are gathered, it is interpreted concerning proper analysis. In process of collection about data on marketing, process reporting are incorporated concerning mention assumptions.         
Action process taking includes a final process of marketing steps for an organisation such as Renault, and this process of action aids for a better outcome in marketing. Better research about marketing protocols assists in better outcomes on the marketing process.  
As opined by Cortez and Johnston (2017), marketing stages about the process of this organisation Renault is determined with four parts such as orientation production, orientation products, the orientation of sales and orientation of markets. 
Orientation Productionis a necessary process of marketing that are related for the success of an organisation such as Renault. In these factors of production orientation formats, it follows with three formats of philosophy such as concentration on production, control on cost reductions and profit-making sales volumes (Katmon and Al Farooque, 2017).
In every organisation, marketing evaluation first stage is related to the production orientation process of this specified organisation Renault (Demming, Jahn and Boztug, 2017). A high production efficiency leads to better analysis of needs for customers and production of standard times.             
Orientation Products includes asthe process is related to the philosophy of excellent quality production of products, the concentration of organisation for controlling and improvement and target of higher profitability. Thus, orientation of products about marketing structures is related to patterns of better orientation providing functions. However,this orientation matter of profits is dependent on customer satisfaction on this specified organisation Renault.          
Orientation of sales considers thatit is a process of sales about orientation related to the philosophy of stock clearance emphasis, promotion of sales and aggression about products and profit-making factors on quick sales sequences on marketing business. Thus, respective to this automobile company Renault, diverse sales and business purchases are analysed in these matters of marketing business. Sales are also protected with consumer law of buying and selling goods and profitably related to techniques of consumer growth.
Orientation of markets includesIn this stage of marketing orientation process, a specified organisation is having planning and decision making strategies for business. Marketing strategies always depend on the factor of satisfaction for customers and their needs. Thus, marketing orientation process is an effective way of doing business related with orientation of customers.                                          
[bookmark: _Toc25961541]Role of marketing
As suggested by Dogu and Albayrak(2018), marketing strategies of value creation for customers are related to art of exchange and satisfaction of consumers. This art of exchange of business management is related to factors of buyers, product availability, seller or consumer and transaction process. The marketing process is responsible for the creation of goods services, as referred by organisation Renault.  
An environment is responsible for better business management and exchanging values of customers. These better marketing values such as identification of needs for customers and value needs are required for address (Elshiewy, Guhl and Boztug, 2017). Value for customers is related to factors of the location of business and terms and conditions of business for an organisation such as Renault. Sound communication systems are responsible for better business growth and satisfaction of customers.
Improved opportunities of marketing are related to the excellent process of business to consumer relationship. This communication aids for better outcomes and excellent productivity of automobile business.
As coined by Ponomarenko (2016), marketing value of customers is related to the purpose of selling and advertising for business growth. Process of marketing style is related to factors of instrumental business styles that are connected with matters of revenues generation for right customer’s development in an organisation of Renault. 
Thus, role of marketing is to be observed for satisfaction of customers related to customer satisfaction with production and service basis (Pop and Pelau, 2017). Primary benefits of customer’s satisfaction procedures are related to better benefits of exchange. The concept of effective outcome of satisfied customer and payment, it is received with process of better exchange.
Other ways of creation of useful roles of marketing are based on retention of customers, identification of customers and satisfaction of customers (Elshiewy, Guhl and Boztug, 2017). Accordingly, identification of customers in marketing process of Renault is related to an understanding of depending on customer needs and targets of customers. This analysis of identification about customers is related to targeted customers and ways of reaching better growth of customers in the automobile industry.  
The satisfaction of customers is included in the process of availability of the right products and services that are available at the right time. This availability procedure or services are essential for a better expectation of satisfied customers about product marketing system in the right steps of time. An exchange process of a significant business in the automobile industry it is related to exchanging and a better feeling of customers.
Accordingly, retaining customers is related to better customer’s services and excellent products availability in markets. In process of marketing values of customers, different steps of analysis are related to excellent delivery services and production growth. Along with this retaining of customers, diverse new opportunities are analysed with this business modules to make better retention of customers and productivity growth.
As opined by Sarkane and Sloka(2015), approaches of marketing are related to factors of marketing concepts, concepts of products, concepts of sales and production concepts. The role of marketing values is effectively related to these patterns of business strategies and analysis. Marketing concepts assist customers to make a better outcome of productivity or an idea of innovation strategies. These innovation strategies are effectively related with process of competitors, creating, communicating and delivering with respective to customers.
Concepts of products are organisational strategies of growth and focus on the latest technology and ideas of innovation about marketing. In an organisation such as Renault, it is having a better deep understanding of customer’s approaches and needs.                                                                                                                                
[bookmark: _Toc25961542]Stakeholder engagement and impact of marketing activities
As proposed by Vrontis, Thrassou and Amirkhanpour(2017), engagement of stakeholder analysis on this automobile industry Renault analysis, it is incorporated with management of risks in marketing business. Risk engagement stakeholder analysis is related for better implementation of projects (Wilson, McCabe and Smith, 2018). Thus, a better implementation process is primarily compiled in four steps such as enlightenment, engagement and endowing and enthusiasm. Hence, with these four steps, marketing risk and its impact is mitigated with this process of stakeholder management.
Genii capital, a renowned financial investment company in international market, is main stakeholder of Renault. Previously, setbacks in management schemes and efficient work plan proved detrimental in attaining trust of concerned investment company. Evaluation of previous management schemes through statistical analysis has enabled in identification of loopholes mainly inappropriate budget issues. Based on information gained from Ginayaet al. (2019), innovative strategies implemented by an efficient management team of concerned automobile manufacturing organisation has led to re-establishment of a strategic partnership with concerned investment company. 
Efficient communication skills and proposed strategies being at par with economic principles have enabled to gain trust of its major stakeholder. This has enabled to secure Renault's future to construct and engineer automobiles for leading car racing brand Formula 1. This has enabled concerned company to secure its position as a prime manufacturer of red bull racing team under formula one. Hence, ensuring survival of concerned company in automobile industry. Effective cost reduction methods adopted with active collaboration with formula one team has enabled excellent productivity and profitability of concerned company. Cost-effective measures have ensured stakeholder satisfaction without compromising with quality of work output. Improved communication skills have allowed concerned automobile manufacturer to recognise demands of stakeholders and in turn, ensure funding. Thus aiding in manufacturing products using high-quality raw materials meeting expected standards of consumers; hence, concerned company can satisfy ethical and economic standards, establishing itself as an asset to community.
In words proposed by Bhattacharya et al. (2016), partnership with Investment Company makes it a prerequisite to taking collaborative managerial and administrative decisions. This helps in serving best interest of stakeholders and change strategies accordingly. Decision-makers need to prioritise stakeholder demands before taking crucial managerial decisions. Effective decisions abiding economic principles and business ethics ensure an increase in work output with proficient service from workers.  
Hence, streamlined communication with employees with minimum bureaucracy in company policies and appropriate power culture ensure active service. Professionalism in accordance with appropriate ethical standards ensure healthy work environment with minimal disputes among employees. With expected and efficient working standards, company can recruit capable and skilled individuals in serving company with best of their effects. This ensures longevity of company and aids to secure its future in automobile industry. 
Online services and social networking sites present detailed information of company statistics. With enhanced network facilities, potential clients can evaluate growth and performance of company. Hence, implementation of strategic management schemes leading to company growth may attract potential stakeholders who might be interested in investing in company productivity. Innovative ideas to project execution ensure overshadowing competitors. Hence, acknowledgement of relevant ideas from workers that seem unique and bringing them to execution may ensure rapid growth and productivity (Pearson, 2016).
As automobile industry is, booming increased competition makes it a prerequisite to adopting an innovative approach of project execution. Furthermore, effective budget schemes and efficient management of procurement services mitigate risks and ensure swift running of operations. Honest feedback from consumers ensures useful analysis of viability and effectiveness of company policies. Hence, such vital feedback help to make necessary changes in management schemes that may ensure better yield and growth. 
[bookmark: _Toc25961543]Task 1B
[bookmark: _Toc25961544]Reflection on tactical communication tools
I think digitalisation has made it a prime requisite to adopt network-marketing strategies. These involve adopting social media marketing strategies in which concerned organisation promotes itself in social media sites that immensely aid in drawing attention of potential and current customers. Furthermore, I think that video marketing and email marketing are pivotal means of ensuring full-scale promotion of company and making stakeholders aware of its statistical growth and performance. As per my knowledge affiliate marketing schemes immensely, aid in closed connection with current and potential clients and Assists Company to evaluate effectiveness of its implemented working principles and policies and justify reliability of effective decisions taken (Katmon and Al Farooque, 2017). 
Based on my perspective, this enables management heads to understand customer demands and modify strategies accordingly. Hence, flexibility in strategies provides active risk taken capabilities and aid to secure company's future. I think that effective communication between stakeholders ensures optimal work standards and services offered to meet up to expected social and economic standards. Furthermore, minimum scope of error with well-defined work protocol following demands of investors and consumers ensure project execution within allotted time without compromising on quality. Simultaneously, concerned company can meet up with environmental standards with well-organised work protocol that do not compromise environmental standards and ensure community upliftment and economic growth (Alexander, 2018).
[bookmark: _Toc25961545]Consideration about success of communication tools and academic theory
Effective communication skills are prime requisite to govern proper business management. Communication between organisational head and employee is vital to ensure effective running of business operations. Furthermore, effective communication between investors, business partners and company is crucial for company to survive and secure its future. Effective communication ensures identification and recognition of demands of stakeholders and builds strategies of operation accordingly. This ensures that service meets demands. Company policies and working principles need to be flexible to ensure implementation of necessary changes with changing demands of customers. Flexibility in adopted strategies mitigates any risks that may harm ultimate goal to achieve maximum profits with limited investments.
Furthermore, effective communication between employees minimise disputes and alleviates work-related stress. This improves employee performance and improves team productivity. Thus, project execution occurs within allotted time. 
[bookmark: _Toc25961546]Conclusion
Renault has been able to win over trust and confidence of its major stakeholders by introducing necessary changes in its management and marketing schemes. Proper budget schemes, social media marketing, innovative marketing styles enabled company to re-establish itself as a major automobile manufacturer of leading car racing brand.  Minimum bureaucracy in marketing policies, prioritising customer feedback and self-evaluation has helped to overcome significant loopholes and secure its future in automobile industry. An innovative approach of promotion aids to overshadow competitors and attract customers. This format of analysis about automobile marketing business are related with customer satisfaction.
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