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1) INTRODUCTION

The essay will be discussing a analytical investigetion and rating  the different steps  of marketing in my chosen organisation. Dell  ,worldwide corporation that compose , expand, and manufacturers particular devices  and a variation of devices – connected outcome . The firm is one of the international main provider of computers. Dell is based in Round Rock, Texas. The founder of the business is Michael Dell. At first  managing  the business from a lodge , Dell begin out producing customised upgrades for devices. The establishment  make the special fast operating PC , the first unit promotr Dell’s own style. From produce and retailing specially made PCs direct to buyers , the firm at first dispose of its produced items  by advertisement and tele-ordering books. By keeping away from the value connected with conventional seling sectors , company allowed to to give extremely good PCs at good cost. Dell gain very fast customers respect and trust . This trade model style show victorious , and the firm expand very fast, enlarge into global markets. Prior to a Common Era  company enlarge its outcome line to add TVs , digicam , and a different models of computers -linked outcome. (http://www.britannica.com/topic/Dell-inc.com)The part of merchandise in designing good product price for customers. Stake holder arrangement and their effect on the marketing project of an Dell company. I will start with the description about the marketing. Marketing is leading beneficial client  connections. The point of marketing is to design the best price  for clients and to catch good offer from customers in pay back . (Philip K. and Gary A. ,2010).,,Marketing is more  than meets the eye just an outlying corporation function-it is a beliefs that show the whole corporation. The marketing sector is unable to structure beneficial client engagment by itself. Marketing is a overall general agreement. It must lead the business creativity , goals, and strategic approach.’’ (Philip K. and Gary A., 2019,p.5). 
All the important factors of marketing will be discussed in detail. I chose Dell company for my essay, one of the world
leading company in the computer industry. I believe that the company is using very effective marketing strategies for their customers and also I would like to include what needs to be improved by the organisation in the future to gain more profits from their customers, and how the company can improve marketing strategies. 


2) PROCESSES AND STAGES OF MARKETING INCLUDING THE ROLE OF THE MARKETING MIX FOR DELL

In this chapter I would like to analyse first marketing strategy process. This process is very important for every successful company . The first stage of that stage is understanding and concentrate on the clients. Company plan must make headway their value proposition- Dell products and services – to deliver on their perspectives for social and surroundings responsibility. The company is linking their objectives  to provide customers with good product price. (http://www.i.dell.com).

The second stage is Analysing the market. Company is using prognostic investigations to find out clients who are on the edge of failure to a challenger and organize and prepare with a discount  offer to encourage loyality. (http://www.i.dell.com) 

The third stage is Analyze Competition. Company has so many competitors on the market. The biggest competitors to Dell are Acer Incorporated, AsusTek Computer Inc., Hitachi, Ltd. , HP Inc., International Business Machines Corporation , Lenovo Group Limited, Samsung Electronics Co., Ltd. , Sony Corporation, Toshiba Corporation. Dell is an information technology company offering different range of products including desktop personal computers, laptops , tablets, servers, networking products, storage, mobility products , software and security. In the recent past company is been focusing on new product launches for better growth. The company manage to launched so many new products to help the company to stay abreast in the market and attracts new customers. (http://www.web-b-ebscohost-com.ezproxy.uwtsd.ac.uk) .
In my opinion company should do more research on their competitors . Dell should hire more professionals to track competitors. The company should keep tracing who their competitors are , what people are saying about them. This can help the company to stay ahead .
However they are many computer companies with better deals, and better products range. 

Dell research distribution is the next stage of the essay. 


All along  Dell’s master plan was build around a character of important stages: custom tailored production, specially made , cooperation with distributors, last minute  bits check lists, marketed directly, market stages, help line. Company is not doing much to do more research in distribution, to avoid financial problems company should concentrate more on that case. 












Define Marketing Mix for Dell corporation
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Dell’s marketing mix is very well design for the customers and also competition. Company is offering to their customers a wide range of personalized computer , with very modern design. And also return policy is 21 days not 14 days like in most of the businesses. The price is always lower then the competitors , which is very good strategy for the company. About the place , Dell is selling their products in Uk online, in store like Currys, PC world , Argos etc. also it is possible to order online which is very handy. Company also is advertising their products and offers in the newspapers, catalogs and internet so is easy to target customers. 







Financial  statement analysis of Dell

Dell has earned morethen $72 dollars billion in revenue in the year 2016 (DELL 2017). The balance of stability  and extension is operated by planned funding in the sectors that promote long-term results (Dell 2016).
Despite Dell’s financial statement , their account is much high mainly because of the $67 billion purchase of EMC (Nytimes 2016). The profits of the personal customised corporation model protects from danger of checklist damage and supporting cost , and contributes significantly to DELL’S financial performance. However , the market maturity drives down margins for commoditized lines of business (DELL 2017)
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Review & Revise od Dell

Since stock price will no longer be available as measure of success for Dell , the evaluation method I recommend to determine whether or not these proposed strategies  (global expansion, improved product quality and robust customer service ) are successful is to continuously review and measure global PC sales trends, improving marketing strategies and advertising , hire more professional workers in the company  industry and research methods. In my opinion company is not making enough profit to progress more in the nearest future. Dell need to improve their products, offers , and communication with the customers and suppliers to reach their targets. 
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3.) THE ROLE OF MARKETING IN CREATING VALUE FOR CUSTOMERS


The marketers all split a common goal: putting the consumer at the heart of marketing. Today’s marketing is all about creating customer value and building profitable customer relationship. It starts with understanding customer needs , wants and demands , deciding which target markets the organisation can serve best , and developing a compelling value proposition by which the organisation can attract , keep and grow targeted consumers. If the organisation does these things well, it will reap the rewards in terms of market share , profits and customer equity. (Armstrong/ Principles of Marketing 6e, 2015). ,,Creating value for customers in order to capture value from customers in return- Today’s marketers must be good at creating customer value , engaging customers  and managing customer relationship ‘’ (Philip K and Gary A, 2018 p.19) . The best marketing organizations recognize the marketplace and customer preferences . They are creating value strategies, they are creating new marketing programs that engage customers and deliver good prices and customer satisfaction and build strong customer relationship and brand community. 
,,Building and managing strong , value -creating brands. Well -positioned brands with strong brand equity provide the basis upon which to build customer value and profit -able customer relationship. Today’s marketers must position their brands powerfully and manage them well to create valued brand experiences.’’ (Philip K and Gary A, 2018, p.19)
Measuring and managing return on marketing – Marketing managers must guarantee that their marketing money are well spent. In the past many marketers spent huge amount of money , on huge expensive programs , without thinking about their spending. Everything has changed rapidly . ,,Marketing accountability’’-measuring and managing marketing return on investments – now this is very important part of the marketing decision making. 
(Philip K. and Gary A, 2018, p.19)


 https://slideplayer.com/slide/10278080/
https://slideplayer.com/slide/10278080/
https://slideplayer.com/slide/10278080/
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4.) STAKE HOLDER ENGAGMENT AND THEIR IMPACT ON THE MARKETING ACTIVITIES FOR DELL COMPANY

Dell collaborate with stakeholders such as customers, communities , employees, suppliers, shareholders, government organisations and non government such as stakeholders. Dell is committed to engaging with stakeholders and has a formal stakeholder group established . Company held seven stakeholder feedback conference call on these topics: global recycling , climate leadership/sustainable operations, employee engagement and empowerment, services and solutions, product packaging and stewardship. Company held two social-responsible investor calls with the Investor Relations team covering financial performance and corporate responsibility initiatives. This is the company method by which company is having control over internal plans, identify gaps and address misperceptions. Sometimes they are disagreements , but it always results in an increased understanding from both sides. Ideal stakeholders are those who are subject-matter experts on material issues that affect Dell. Advice and feedback from company’s stakeholders allow the corporate responsibility team to talk about responsibilities as a global citizen. (http://www.dell.com/corporateresponsibility)


5.) CONCLUSION
Dell has a come a long way from building computers in his dorm room to becoming one of the biggest company in the world. It is interesting that Dell bought IBM parts from a warehouse and created PC that he later sold by mail order. His method is simple . he sells his computers directly to the customers without using retail stores. It strives in efficiency by selling customers with best quality in a low price. Dell company uses business to business as well as business to consumer to buy and sell products on internet ,which is also knows as e-commerce. In a conclusion , Dell company will continues to grow by its direct selling strategy. The company will continue to offer new quality products which both individuals and businesses will need (hhtp://www.dellcomputerbydeniz.blogspot.com)
Dell has no market share in tablets and smartphones industry . Company is offering to their customers Laptops and Desktops only. In my opinion it is not enough to progress and earn more profits. Company should work on the new marketing plans and on the new products. Customers buy Dell because of the qualitative brand and the reputation that Dell has gained over the years along with with the fact that the brands are marketed pretty well too. In current competitive market the main challenge for the company is competition. If Dell does not keep attention about their competitors it could bring company to huge loses is sales and profits. The pluses of the company are listening to their customers , understanding customer needs and satisfaction. One of Dell’s missions is to engage stakeholders to improve products and processes for the beneficial of everybody in the process. The company’s expertise in selling over the internet and supplier network are critical if Dell is to drive better value for its customers , plus the internet has become a booming business in all kinds of industry and are increasing the demand for network computers for many years to come. Dell wants to optimize their return on investment . They must continue to form strong relationship with their customers. 
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  REFLECTION OF THE TACTICAL COMMUNICATION TOOLS  USED TO GENERATE AWARENESS AND INTREST IN MY PROJECT. 


                      INTRODUCTION REFLECTION

In this reflection I would like to share my opinion about the group project and essay. In the past few weeks Daniela , Kristina, Semra , Kadija and I worked togheter on our group project. The purpose of our group project was to learn how to work in a team effectively. When we were conducting our group work , the questions how to organize our sessions how to relate our topic , and how to make our project as successful as the prior groups are always our top concerns. However it was not easy to do research on the essay and on the group work. In my opinion the group work was much more easy then to writte individual essay. When I first got the assigments briefs , I felt very unfamiliar with the briefs , since I have little background knowledge about this field of research . Then I keept asking myself how difficult it will be to writte the essay and make a group project. The only answer is reading papers , articles, books with my group members. Reading help me have an overall understanding of the assignment briefs, and discussion can exchange our thoughts to expand our knowledge .
After reading and discussing with my group members , my previous understanding of those terms has been overturned. It was very confusing essay , however I liked the task to writte about the role of Marketing in creating value for customers. Also I would like to writte about my goals . I was not able to meet my goals 100%. However I think that in the future I can improve more, and also improve my research methods. I found that I communicate my ideas to the group while trying to balance the ideas of others so the group can come to an agreed upon decision. Obviously this can benefit me no matter what career I decide to go into , because the ability to take control of a situation and still remain diplomatic with colleagues is a valuable asset to have. About the group work- I really liked team communication over this difficult time. We managed to reach each other any time we need. The group work was hard in the beginning because of the research in my case. But after that everything was going smoothly and organised. The group project was very interesting for most of members in my group. Everyone managed to submit their work to our group leader on time for the essential checks and final changes. I am feeling more confident when we are working in the team. And we managed to finished our project on time. For the essay I was reading mostly Armstrong and Kotlers theory about Marketing , which was very helpful. I’ve done lots of researching and I have to say that this was the most hard part of my work.
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