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[bookmark: _Toc69486882]Introduction  
There are several factors that are indeed important in terms of marketing and a proper growth in the long run. The main four factors of marketing are product, promotion, place and price in order to attempt proper marketing and make a significant growth in the future. This can be indeed beneficial for the business to make an expansion. On the other hand, the stakeholders will seek to make investment in the business in order to have a growth. The Motive of marketing is to grab the attention of the potential consumers for selling the products and enhancing the exposure to the brand in an effective manner. However, in this case the highlighting point will be the marketing fundamentals of the Royal mail.       
[bookmark: _Toc69486883]Main body
Royal mail is a multinational postal service and courier company of the United Kingdom. The company was established in 1516 with the help of British department. However, the company is indeed quite popular and demanding among the consumers because of their quality of services to the consumers (Akan and Tevfik, 2020). The employees of the company are quite active in providing mail and other services within the recommended time and a proper way and this helps the company to meet up with the demand of the consumers (Baines et al., 2017). This greatly helps in enhancing the potential image and value of the organization within the industry. The company seeks to make improvement in terms of providing better courier services to the consumers (Basil et al., 2019). The company observes the whole procedures in order to deliver the package to the consumers. The company also helps to verify the consumers in terms of their package or courier. In addition to this it can be said that, if any kind of issue occurs through the delivery, the consumer will have the opportunity to conduct redelivery or return the item back (Bocigas Solar et al., 2020). The company seeks to listen to the requirements or demand of the consumers in order to make improvements in the business. With respect to long-term sustenance in the industry this strategy of the company can prove to be one of the effective strategies. As opined by Chaffey and Smith (2017), the company also seeks to collect feedback from the consumers in order to know about the consumer experience in the long run. There are indeed different kinds of parcels and letters which can be both personal or confidential (Chaffey and Ellis-Chadwick, 2019). Therefore, the company seeks to provide better protection to these kinds of parcels in order to deliver it to the consumers in a proper way. This can be indeed beneficial for the company to make significant increments in their services in the long run.
The company is currently operating with 162,263 employees across the country. Therefore, it can be assumed that the employees of the company are indeed efficient (Chernev, 2019). There is adequate commitment among the employees towards the organization which in turn is ensuring effective performance on the part of the employees thereby positively influencing the organizational performance. It can be inferred from these evaluations that the employees of the company properly understand the requirements of the consumers in order to make changes in their quality of services in the long run (Coita et al., 2019). This is indeed beneficial for the employees of the company to make improvement of changes in the procedure of the delivery or the business. The revenue of the company is 1084 crores GBP, this piece of information indicates that the company is capable of fulfilling the needs of the consumers (DeLong and Elbeck, 2018). The positive growth in the revenue generation for Royal Mail is indicating an effective growth and sustenance in the coming future. The experts of the company make changes or improvements in their business in order to expand it in the long run. The incorporation of modification in the organizational strategies indicates that the organizational members are well aware of the changes taking place in the business environment. Ability to cope with market changes is required for dealing with business competition. The company develops and implements different kinds of strategy in order to make improvement in their business and develop better facilities for the consumers (Chaffey and Ellis-Chadwick, 2019). This can be indeed profitable for the company to bring new facilities within their company in the long run. Royal Mail also focuses on making changes in their tracking procedure in order to deliver any kind of package with more protection (Dzwigol, 2020). This can be much helpful for the employees to achieve a positive impression from the consumers and gain trust in the future.  
The experts of the company arrange different kinds of meetings or discussions in order to decide the price of their services and it can be indeed beneficial in order to make it more affordable for the consumers (Eastman et al., 2019). Therefore, it can be indeed profitable for the company to make their services much more demanding. It can be observed that it is important to make changes in their marketing tactics in order to make it more efficient and demanding among the consumers. However, in order to have a proper organisational growth it is indeed important to make business expand in the global range (Dzwigol, 2020). The experts should develop better relationships with the consumers in order to understand them closely and develop a better relation with them. As argued by Eastman et al. (2019), this can be indeed beneficial for the company to make changes in their products after recognising the requirements of their consumers and this can make increments in their sales or revenue amount in the long run (Elhajjar et al., 2021). On the other hand, the company should seek to develop better relations with people of other multinational companies in order to arrange meetings. This can be beneficial for the company to generate better partnerships and make an expansion in the business (Akan and Tevfik, 2020). From the perspective of marketing fundamentals, the professionals should make improvements in their business strategies in order to make significant improvements and make a growth in the business. Changes in the strategy can be helpful in order to make improvements in the number of sales, income and amount of profit in the long run (Baines et al., 2017). However, the experts should seek to listen to the consumers and their feedback in order to bring new features or facilities in their services. This can be quite easier for the consumers to access their services in the long run. 
The company is required to observe the efficiency of the employees in order to provide them awards for their dedication in the work (Akan and Tevfik, 2020). This can influence the employee to work hard enough in the long run in order to have a career growth. This can be indeed beneficial in order to make significant increments in productivity in the future (Chaffey and Ellis-Chadwick, 2019). The company needs to promote themselves and their services in order to make an increment in the demand in the future. The company should also develop applications of their website and service in order to reach a massive amount of audience in less time. This can be indeed beneficial in order to make improvements in the business (DeLong and Elbeck, 2018). As a change in the marketing, it can be said that the company should have different kinds of strategies in order to provide different kinds of offers and discounts. This can be much helpful for the company to gain the attraction of the consumers and make improvements in the sales (Dzwigol, 2020). This can be impactful for Royal mail in order to become demanding in the global range. The company should seek to search for opportunities in order to make increments in the business and increase the amount of profit in the long run. Royal mail should seek to organise different kinds of business programs in order to achieve the business goals. Royal must focus on making a mission, vision and share it among the employees of the company in order to make them feel focused about their work and the motive of the company (Coita et al., 2019). Focusing on mission and vision in an effective manner and communicating the same among the employees will help to achieve organisational goals and increment in the amount of profit. 
It can be said that providing value to the consumer is indeed necessary in order to make the consumers feel valued. As opined by Bocigas Solar et al., (2020), developing the consumer value can be impactful in order to meet up with the consumer needs. This is beneficial for Royal Mail in order to enlarge the consumer base in the future. As commented by Chaffey and Ellis-Chadwick, (2019), consumer satisfaction and consumer experience is indeed necessary in order to gain the attention of the consumers and create a large amount of consumer base. This can be indeed benfica for the company to expand their business in the consumer base and make an increment in the amount of sale. As opined by Lewnes, (2021), better experience for consumers will provide opportunities for the company to gain new and potential consumers in the long run. Positive experienced attained by customers in a way help in the suitable promotion of the services and products of an organization (Grubor and Jakša, 2018). In this manner it becomes easy to gain wide bases of consumers in addition to the existing ones. Better the experience of the customers more is the loyalty developed towards the brand. There are several ways in order to make increments in the consumer value such as, the company should provide better offers and awards to the potential consumers in order to make them feel valued in the future. As argued by Gilmore et al., (2020), different kinds of strategies should be developed in order to make improvement in the consumer experience and provide better facilities to new consumers to make them feel valued. This can be helpful for the company to become quite demanding among the massive number of consumers and expand the business (Gummerus et al., 2017). Consumers make promotion or advertise the products or services because of the better consumer experience and it is indeed beneficial for the company in the long run to get more potential consumers.  There are several kinds of marketing strategy in order to expand the business and the 7P’s marketing mix will be helpful to describe the business tactics of Royal mail.
Product
In this case, it can be said that the company should develop different kinds of features to grasp the attention of the consumers. On the other hand, the company should design better and attractive designs in their packages in order to gain the attention of the consumers (Gilmore et al., 2020). This can be indeed beneficial for the business in the long run. 
Price 
It is essential for any company to gauge the requirements of the market and pricing trends anbd then decide their own pricing strategies. Keeping a reasonable price for the service can help to get more consumers in the long run (Grubor and Jakša, 2018). On the other hand, any kind of increment in the price can divert the mind of consumers in substitute products or services. Therefore, the company should seek to maintain the level of price in order to keep potential consumers.
 Place  
 In this csea, it can be said that the company should make their products available always in order to fulfill the consumer requirements. However, the company should keep themselves available and this can be helpful for the consumers to access the service in the long run (Hart and Sumner, 2020). The company should make the products available on online platforms in order to make their services available always. 
Promotion
In this case, it can be said that the company should share or promote their facilities and services on online platforms in order to make it visible and reach a massive number of consumers in less time (Liu, 2017). Implementation of proper promotion strategies will help Royal Mail to capture the attention of the right customer base.  
People 
People represent the employees working for an organization. The employees are responsible for the better delivery of the products and services. (Rocha et al., 2019). Observing the employee strength of Royal Mail and the positive growth in the revenue indicates that the employees are retained through appropriate strategies. The strategies may include proper training, guidance, supervision, etc. 
Process 
In this case, it can be said that the company should handle every process of the company in order to make increments in the procedures. However, the company should seek to make changes in their business procedure in order to make their services much more efficient in the long run (Sponder and Khan, 2017). This can be indeed beneficial for the company to expand their business.
 Physical evidence 
In this case, it can be said that the company should make their products or services available in both online and offline platforms. The consumers should be able to see the products or services directly in order to see and provide feedback (Prikhodko et al., 2019). This can be helpful to the consumers to understand the better service. This can be indeed beneficial for the company in the long run.   
Internal stakeholders mainly provide interest or attraction towards a company by offering a relationship such as, investment, employment and more (Hart and Sumner, 2020). On the other hand, external stakeholders refer to those who are affected by any kind of actions or steps of the company.  The contributions of stakeholders are immense in the business process as it has the most important role for improving sales and value of products and services. As stated by Chernev (2019), stakeholders are the main factor of marketing as every strategy needs to be made for controlling and managing the stakeholders. “Royal mail” has also both internal and external stakeholders such as customers, employees, delivery man, drivers and partner organization. The marketing is also associated with different practices for maintaining the needs of stakeholders and improving the delivery services. According to DeLong and Elbeck (2018), stakeholders need to be analyzed properly and identified in relation to their importance in the industry. Hence, it can be properly identified through “Stakeholder theory” in relation to “Royal mail”. The concerned theory has helped in identification of important stakeholders both internal and external stakeholders such as government, managers, employees, customers and shareholders. As stated by Elhajjar et al. (2021), “Stakeholder theory” is helpful for understanding the impact of stakeholders to improve the business outcome and achieve a profit-oriented market. The identification of stakeholders can be performed properly through market assessment of “Royal mail” and building a communicative atmosphere with different shareholders and employees. Moreover, marketing can be enhanced through fulfilment of needs of every stakeholder (Grubor and Jakša, 2018). However, diverse stakeholders can introduce risk and challenges for marketing of an organization. As diverse stakeholders have different thinking and mentality which introduces communication challenges among customers and business partners.
The stakeholders have both positive and negative contributions towards business performance and marketing. In contrast, “Royal mail”   needs to understand the stakeholders contribution for development of businesses outcome and services with an effective delivery system. According to Gummerus et al. (2017), impact of stakeholders is important to access as it has a diverse range of advantages for making innovation in the business activities. Hence, the contribution of stakeholders on “Royal mail” is effective and sustainable in improving the business outcome and services. 
Proper marketing activities are always needed in improving the business process and production strategies. According to Basil et al. (2019), marketing activities can be emerged as market research, segmentation and building of customer experience. Therefore, marketing activities have an important role in development of market practices for improving the business performances. “Royal mail” also can introduce and use effective marketing strategies and activities in relation to development of services and understanding the customer needs. In relation, Chaffey and Smith (2017) stated that marketing activities with promotion and advertisement is helpful to make a profit-oriented market and spread awareness among valuable customers. Moreover, “Royal mail” can also use social media and digital platforms for promoting the products and services in relation to marketing activities. The marketing activities are also dependent on services and reputation of the organization on the target market (Coita et al., 2019). Hence, effective marketing strategies can be intended through assessment of business performance through present and past records of “Royal mail”. The marketing activities have both positive and negative impact on business organization and helped in making difference from other competitors, hence, “Royal mail” also needs to be concerned about the services and outcome with identification of effective marketing activities.  

[bookmark: _Toc69486884]Conclusion
The entire discussion in the report has focused on understanding the importance of fundamentals of marketing. The evaluations have tried to focus on the fact that appropriate marketing strategies are not only necessary for ensuring long-term sustenance in the market but also to attract wide base of customers. Royal Mail has been found to be implementing suitable marketing strategies for enhancing its existence in the market. There are certain areas where the company needs to focus further for increasing the level of productivity and organizational performance. It can be concluded on an overall basis that better the marketing strategies implemented the more is the customer loyalty and trust retained by the organizations. 
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