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This essay is going to cover the roles of marketing which are other than just generating profit and doing promotions for the company. The importance of creating value for the customer and its process will be discussed further in depth which is identifying the customer’s need, providing them value for their money and ways to retain them in long run. The ways in which Netflix values its customers and the effect stakeholders have on the decision making of the same company will also be discussed while throwing some like on the Consumer Valuation theory.
The role of marketing is more than just promoting the company’s products. There are several deeper and crucial functions that marketing has in order to push the business to an extent where it not only achieves the desired and increasing profitability but the image and goodwill of the firm is also earned. One of those roles includes “Creating value for the customer”. This process of creating values takes place when the marketing function establishes a connection between the consumer and the goods they are purchasing and the company and people. Being one of the basic functions of the marketing; the value is generated when the customer feels satisfied because of the product, company or the interaction between the company and customer. The customer feels valued when he/she experiences that the company is doing something extra for their satisfaction. The satisfaction shall come from the product or customer’s experience with the company. To create customer satisfaction; the process has to be narrowed down in various steps. These steps include identifying the need or requirement of customer and identifying the kind/group to target according to the product, satisfying the customer by providing them the valuable product or service for the price they are paying and retaining customer by constantly staying in touch with them and providing them something new in product or service so that they don’t feel like switching to another brand/company (CLumen 2017).
The three steps in creating the value for costumer are basically the whole functions of marketing; which means creating value for customer is the major function of marketing as well. The first step is Identifying customer. This step is the foundation of the whole process as it helps in identifying the need, want and type of customer the organization is going to target and has to focus on. This is the basic necessity as without knowing the needs of the customer we are working like a blind which is aiming for the target; which means it is next to impossible. It is crucial to identify the aim which is the needs of our customers. This also includes the trend, taste and popularity of thing in market. We shall always focus on the trend and quality of the product; if the product or service we are providing is up to the quality and is as per the trend of the market then it gets easier to attract a major portion of the customers in the market. As soon as the need and trends of the customer and market is identified the company works on identifying the type of group and category of the consumers we have to target. 
The second step is to satisfy the customer. The satisfaction comes to the customer when the person gets value for the price he/she is paying. The quality of the product shall be at par to make customer feel valued. This also includes providing the right customer with the right product at the right time. This all is necessary to make the customer feel that they are getting something valuable in return for the time, money and trust they have invested in the company. This is going to make the customer feel better in every sense and the company gets something more valuable than just profit and that is the loyalty of the customer (CLumen 2017). This also improve the goodwill of the company as the customer who is feeling satisfied with the service or product will be doing mouth publicity of the company which will attract more and more customers.
The third step is Retaining customer. Retaining customer means keeping the customer by giving them a solid reason to keeping coming back to the company even in future. The reasons can be various in this aspect but somewhere related to the one reason only which is customer satisfaction. If the customer feels satisfied with the service or the product then he/she will definitely want to come back again and again. So the company should constantly focus on upgrading the service and products while keeping the quality and trend in mind so that the customer has a reason to stay connected to the company. 
One of the popular and great industry examples for “Customer valuation” is Netflix. Netflix is an online show streaming application which provides web series, TV shows and several movies streaming to the customers on their demand. Netflix is one of the most popular on-demand streaming applications and it is operating in the market since 2007. Netflix is also called “Well-known player” because of the unmatched popularity it has. Netflix is a customer centric platform which focuses on the customers need and taste (Morgan 2019). It gathers data from the user as it has a built-in marketing infrastructure which maps the clicks made by the customer on the genre of TV shows and movies and later provides the similar suggestion to the user which makes it easier for the user to find their favorite genre of shows or movies. According to the survey done by Fox business Netflix currently have 3781 movies, 1940 TV shows and web series for just a subscription 499 rupees a month (Conklin 2020.). This assures the step two which is Customer satisfaction. Netflix is providing a whole lot of range of movies and show for such cheap price that customer feels the every buck spend on the subscription is worthy. Once a user purchases the subscription for Netflix it is really difficult for them to unsubscribe as the Netflix constantly provides the users with new shows and movies on daily basis. This satisfies the third step which is retaining customer. Netflix is a customer centric application so to keep the customers hooked it keeps on updating its platform. The user interference and content choices are so wide on this platform compared to the other similar applications that Netflix feels like the best option out of all of them (Fortuincarmen 2019).
Costumer Valuation Theory (CVT) can be understood by the name itself. The customer valuation theory focuses on providing the value to customer and other aspects of the business. The first aspect is Economic value; which means the value of customer relationship with the organization and how it will benefit the firm in future in the customer’s lifetime. The second aspect is inclusiveness or the potency of the customer’s economic contribution in the organization and the third one is customer’s indirect economic contribution. The indirect economic contribution refers to the effect of customer’s review has on the purchase of other customer in our company. It can be positive as well as negative. The review can influence the behavior of the other customers and this is known as the indirect customer’s economic contribution (Kumar 2018).
Netflix being one of the most popular online video streaming applications has plenty of shareholders in the market as the stats shows majority of shares are under the institution’s undertaking. As per the stats of first quarter of 2020; Netflix has 182.9 million subscribers. The revenue and number of subscribers as well as the number of investors in the stocks of Netflix are expected to be rising as well due to the lockdown phase in 2020 because of COVID-19. The major individual stakeholders are Leslie Kilgore, David Hyman and Greg Peters. The major institutional stakeholders are Capital research global investors (CRGI), Vanguard Group Inc. and Blackrock Inc. All the stakeholders mentioned above are either part of BOD on a senior position or have invested in more than 10% of the stocks of company. Leslie Kilgore owns an approx of 35200 shares of Netflix which makes her the owner of 0.02% of stocks of total. She is the member of BOD since 2012. Before being the part of Netflix’s BOD she served as a chief of marketing department for more than eleven and half year. David Hyman owns an approx of 31600 shares of Netflix which is about 0.01% of total of the company’s shares. He has served in the company since 2002. Being part of the counsel and has also served as Secretary of the company. The third major individual investor of the company is Greg Peters who has been serving as CPO since 2017 but he has been a member of BOD since 2008. Greg has an approx of 13100 shares in the company which is an approx of 0.01% of total shares. 83% of the Netflix’s shares are owned by the institutional investors. CRGI is the owner of 8.6% of Netflix’s stocks which sums about 37.9 million shares. Where Vanguard group Inc. owns 7.8% of the total shares of the company which is roughly 34.1 million shares just like CRGI; Vanguard Inc. is a mutual fund investor company which also works in ETF management. The third top most institutional investor in stakes of Netflix is Blackrock Inc. owning 28.4 million shares in the company which sums about 6.5% of the shares of the company. Just like the other two major companies Blackrock Inc. also operates in the field of mutual funds and ETF management (Johnston 2020). 
Being the owners of the organization the stakeholders plays an important role in the functioning of the organization. All the decisions related to management or marketing have to be discussed among the partial owners before being implemented in the organization. The main objective of all the shareholders is to maximize their profit through investment in the company (Kokemuller 2019). 
The marketing decisions of Netflix are affected by its stakeholders as the decision making power are majorly in their favor and the decisions relating to marketing and identifying the needs of the customer is done through the surveys but the aftermath of the audience targeted like the age group which like a certain kind of genre and is more popular among them has to be uploaded on the platform or not comes under the decision making power of the stakeholders as they are the partial owners of the organization (Stutzman, et.al., 2018). The agreement over such decisions leads to the further process of marketing like investing in the production of a particular script. The stakeholders decide whether or not to invest in those scripts. Promotional strategies are basically designed by the marketing section of organization but the final authority comes under the hand of board of directors which includes major investors of company as well. Stakeholders affect the marketing decisions as they have the final decision making power. All the small or big decisions have to be approved by the board of directors. Netflix is getting more popular in Indian region of Asia and due to that the investment from the businessmen operating in that region is also increasing (Kuazaqui and Lisboa 2019). This can change a lot for Netflix’s Indian users as a wider window of content will be required for the users because of the increasing demand of this on-demand platform in the country. Even these small functions are to be affected by the investment as well as decisions of the stakeholders. From deciding on the price of the product and service to the marketing strategies are all affected by major stakeholder’s consent.
Hereby I conclude that the theory of Customer valuation is certainly right in all aspects as a company cannot thrive in the market without fulfilling their customer’s needs and providing them a product or service which satisfies them. Netflix is customer-centric organization and this has been proven by the way of its working. Netflix focuses on customer retention by certainly fulfilling their needs and providing an on-demand service in a budget friendly price. According to me; providing “value to the customer” is one of the most important functions of marketing process as promoting a product or service is of no use if the user doesn’t feel satisfied by the service or product and without customer being satisfied; company cannot generate profit in long term.
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