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[bookmark: _Toc8783]Introduction
In this essay about the critical analysis as well as evaluation of the role of marketing in order to create customer value, the main topic will consider the impact of stakeholder engagement in certain business operations as well as its impact on the marketing activities of the organisation. The role of marketing has a certain importance in the basic form of business. In other words, the role of marketing is directly related to the task of creating and developing customer value for the business organisation. Not only the concept of marketing but there is also a constant need to engage the stakeholders and develop a good communication channel in between the customer for delivering positive outcomes in the growth of an organisation. The discussion will be based on Aceleron an organisation that is developing reusable battery for energy efficient future The marketing activities of an organisation is largely dependent on the sole impact of stakeholder’s engagement. This essay will try to analyse the aspects of customer value and stakeholder’s engagement in the broader concept of marketing in Aceleron’s business process. 
[bookmark: _Toc16675]Critical analysis of the role of marketing and stakeholders engagement in business process
[bookmark: _Toc24364]Role of marketing in creating value for customers
Marketing is an instrument that enhances the proficiency of business operation through sustainability development for a certain business process. As the term has tremendous importance in the sphere of business operation, organisations are prone to develop their marketing strategy based on the application market, industry as well as customer analysis. Therefore, the concept of marketing is applicable for illustrating the aspects of customer value as a result of the successful marketing operation (Oh, 2017). The role of marketing with the assertion customers is very much important as they are the main component of business operation. Along with the products and services of an organisation marketing also has cumulative importance in the task of generating a large customer base along with the development of value for Aceleron (aceleronenergy.com, 2021). According to the Customer Satisfaction Theory, the customers are significantly important in the context of business operation as they provide profit and income to the organisations (Zhuo, 2019). In this way, it is very important to develop customer value in order to improve the business operation or business process.
The basic concept of customer value is related to the perception regarding the value of a product or service that is asserted by the customers compared to the possible alternatives. In simple terms, it can be referred to as the loyalty of the customer regarding a brand or an organisation and their choice of products and services. Customer Satisfaction Theory develops the value of the customers regarding the brand; an organisation needs to focus on marketing activities so that they can reach as many customers as possible and the meet the satisfaction level of the customers through their innovative products (Zhuo, 2019). There are certain important aspects that are related to the simplistic equation of the benefits associated with the value that has been created from the customer's aspiration and loyalty towards the brand (Mahmoud et al. 2018). The creation of value for the customers’ needs to be understood from a broader perspective of Aceleron’s vision and mission towards achieving the goals and objectives that have been mentioned in the business plan (aceleronenergy.com, 2021). The exercising business plan has certain development in the basic role of customers as well as its distinctive importance in the business world.  
[bookmark: _GoBack]With the help of marketing, an organization is able to create and develop customer value as the basic concept of marketing is related to the promotion and advertisement of new products developed by the brand or a consecutive advertisement regarding the brand. Through the Theory of Customer Valuation, customers are able to differentiate the brand's characteristics from other brands and can develop their perception of the respective brand (Kumar, 2018). Therefore, it can be said that the marketing aspect of an organization is really important in developing the customer value and the perception of the customers regarding the product and services. According to the views of Keshavarz, (2018), the value of the customers is largely dependent on the mindset, social status, culture as well as thought process, therefore, there is a constant need for developing and introducing products by the influences of the culture, mindset as well as community and society. Not only product development is important, but there is also a need for developing significant marketing strategies to effectively advertise the product that has implication on Aceleron. 
The development of customer value with the help of marketing can develop a huge base of customers for the organisation. It is very important to develop an effective pricing strategy for the products as there is a direct relation of customer value with a higher price and lower price products. With the help of a competitive price strategy and its advertisement, Aceleron can improve their services (aceleronenergy.com, 2021). Better marketing techniques can be really helpful to get better value for the customers through swelling a product with added quantity but the same price (Leninkumar, 2017). A certain marketing technique that is to make available the products for each and every customer and make it more accessible can be really helpful for developing a good customer value. It is very important to develop a good image among the customers and also the industry in order to gain superiority as well as to gain great customer value compared to other business organisations that operate in the same industry.   
Marketing strategy is very much helpful to develop a value for the customers as well as to develop the value of the respective organisation Aceleron. As with the help of competitive marketing, organisations are prone to regulate their pricing based on their competition operating in the same industry, the price of the products is relatively less than provide good deals for the customers. As per the views of Leninkumar, (2017), the value of the customer is maintained by providing better products at a lower price in the competitive marketing process. 
[bookmark: _Toc4273]Importance of stakeholders engagement
Stakeholders are the crucial element of a business process. As mentioned in the vision of Aceleron, their main aim is to develop their Corporate Social Responsibility through the immense stakeholder’s engagement theory (Jamali, 2017).  The term refers to the person who is associated with a business process. There is equal participation that is very important for a business organisation to develop. According to the views of Morgan et al. (2019), there is a prolific need for associating with the business process for each and every stakeholder. It is a proven fact if an organisation engages all of the stakeholders in each and every step; the organisation is able to earn sustainability in the long term. There are certain important aspects that are related to the stakeholder's engagement process of Aceleron (aceleronenergy.com, 2021). In order to demonstrate the importance of stakeholders engagement for an organisation, it is very much important to have an understanding of the function of stakeholder in the development and growth possess of an organisation (Katsikeas et al. 2019). There is a definite implication of stakeholder’s engagement in the innovation process of an organisation and the process of consulting with all the stakeholders can impact the organisation by developing its performance to a certain extent. 
In order to transform the CSR policy of the organisation, Aceleron is engaging their stakeholders in their every project decision (Nikolova, 2017). The management of the organisation needs to consult all the stakeholders for the better application of the business goals and objectives through the business plan. According to the views of Morgan et al. (2019), communication with the stakeholders is able to provide a better environment in business organisation and it can involve all the stakeholders in the planning and development process of new projects. Therefore, it is evident from the study that there are a lot of advantages that can be acquired through good communication for the engagement of the stakeholders in every step of an organisation. AS mentioned in the study of Katsikeas et al. (2019), an effective engagement process of an organisation for the stakeholders is able to translate the goals of the organisation into the development of business objectives. And with the help of planning, an organisation is able to achieve sustainability in its performance. 
There are certainly important ways by which the stakeholder can be engaged with the business process of an organisation. As mentioned in the study of Katsikeas et al. (2019), in order to develop a plan to engage the stakeholders, there are certain aspects that need to be kept in mind.

Figure 1: Process of stakeholder engagement
· Clear and consistent communication
In order to make a project successful there is a need for a clear and good understanding of the undertaken process and also the objective of the organisation. There is a constant need for sharing information and ideas in a consistent way that will be really helpful to achieve the goals in a short time with the association of every member (Key, 2017). This is quite important in the development process of an organisation as the internal, as well as external stakeholder; need to consider the vision and mission of the organisation in order to get the right understanding of the business plan development of Aeleron (aceleronenergy.com, 2021). 
· Outline of why there is a need to engage the stakeholders
It is very necessary for an organisation to outline why there is a need for engaging all the stakeholders in their business performance (Hult, 2017). In order to achieve the goal of the business plan, each and every stakeholder need to participate in order to reinforce new and innovative ideas and implement the ideas in the development process of Aceleron in their innovation process. 
· The project built around the process of engagement
It has been evident from certain studies in this prospect that established the fact that as a result of ill stakeholder’s engagement strategy, most of the projects are prone to fail. Therefore, it can be said that the role of stakeholder’s engagement in Aceleron develops the assertion of the project success (Key, 2017). With the help of better understanding, stakeholders can be engaged with the process and play an important role in decision making. 
There are certain benefits or advantages that can be obtained from engaging stakeholders in the project development or decision-making process. Stakeholders help to voice opinions that can be really helpful in the development of a new project. Stakeholder’s engagement is able to create an ambience of knowledge sharing and communicating among all the persons that are associated with the respective organization (Hult, 2017). Key stakeholders are identified with the help of stakeholder’s engagement and with this, the employees and staff are highly motivated and influenced with their thought and knowledge. With the help of stakeholder’s engagement, Aceleron is able to bring all the people working at various positions in the organisation and to incubate knowledge, experience as well as expertise among them that will be really helpful for them in near future (Key, 2017). With the cognitive analysis of the importance of stakeholder’s engagement, it can be seen that the role of stakeholders in an organisation is really important. 
[bookmark: _Toc10160]Impact of stakeholders engagement on marketing activities of an organisation
According to the Shareholder’s Theory, developed by Edward Freeman, an organisation stresses on the interconnection of relationship of business process and its stakeholders. Both the aspects related to the stakeholders engagement and customer value play a great role in the marketing activities of an organisation. For instance, stakeholder’s engagement reduces any kind of risk that can hamper the growth of an organisation with the help of providing governance in the management section of the respective organisation. The implication of marketing on any business process can be referred to as the most important objective as through the marketing process organisations are able to develop their brand value as well as customer value and also competitive advantages in the long run (Kukartsev et al. 2020). In sustainable development, the implication of marketing strategies obtained by Aceleron is also very much important (aceleronenergy.com, 2021). With the help of effective marketing, an organisation is able to achieve the goals in the long run. As per the views of Krizanova et al. (2019), new and innovative ideas in the marketing process are equally important for the ethics of marketing. 
The concept of marketing is developing the assertion of business development. As both the aspects are related to the development and improvement process of a business organisation the consideration is imbibed by the concept of supply chain management in the business (Krizanova et al. 2019). With the right kind of marketing Aceleron is able to engage their customers as well as stakeholders with the business operation as the marketing process of an organisation enhances the effectiveness of the business and helps to reach out to their customers very easily (Kukartsev et al. 2020). Aceleron is increasing their marketing strategy with the help of Marketing Mix Concept. Price, Product, Place and Promotion have a tremendous role in the marketing strategy of the organisation (Pererva et al. 2018). 

Figure 2: 4Ps of Marketing Mix
Product: Aceleron is working with reusable battery system development ad their products include a large variety of different battery packs that can be used for electricity generation as well as storing (aceleronenergy.com, 2021). 
Price: They are using competitive pricing strategy in order to develop a sustainable position in the global market. 
Place: Recently, the concept of digital as well as social media marketing is growing rapidly as it is a proven method of reaching a number of people in a short time.
Promotion: Aceleron is using direct marketing, advertisement, social media marketing as well as sales promotions in order to promote their eco-friendly battery packs. 
According to the Stakeholder Management Theory, the stakeholders in an organisation do not only comprise the board of directors of managers, there are the implications of customers, community, shareholders, employees as well as their suppliers too (Freeman, 2020).  Therefore, there are certain assertions of stakeholder’s engagement that prevails the path of marketing. In order to develop a marketing strategy based on the ethical as well as environmental aspects, there is a need for engaging all the stakeholders in the business.
 The role of stakeholders in the concept of digital marketing is related to its implication on society as well as the community (Torelli et al. 2020). In order to develop marketing plans, the internal stakeholders play an important role as most of the decision is dependent on their ideas. External shareholders such as the government press and media, local communities and society also have a definite role in the marketing process of Aceleron (aceleronenergy.com, 2021). It helps to determine the effectiveness of marketing in the broader aspect of the organisational culture. As mentioned in the study of Pererva et al. (2018). Aceleron in this business process is heading toward achieving a great customer valuation through their innovative and new age technology based products. 
Marketing activities can be applied for acquiring a better share in the market enhancing profitability, growth in obtaining revenue from the perspective of effective stakeholder engagement. 

Figure 2: Marketing activities
· Market research helps to spot different opportunities and also helps in lowering any precedent risk that can fail the marketing strategy (Leonidou et al. 2018). It also enhances the scope of product testing in the market before introduction. 
· The selection of customer segments in the market helps to develop a marketing strategy focusing on customer segments and can easily provide good and effective results through product customization (Goodman et al. 2017). 
· Selection of product and services as a marketing activity helps lower the risk of failure and boost sales in generating great profit (Leonidou et al. 2018). With the help of research on the market, Aceleron can generate information about the product market and also the demand of customers for a certain product (aceleronenergy.com, 2021). 
· Customer experience has a good implication on the marketing of a product as it helps to develop the market by creating demand for selected products (Viglia et al. 2018). 
[bookmark: _Toc13499]Conclusion
Thus, in order to conclude the essay, it can be said that the role of stakeholder’s engagement and customer value is very much important in the marketing activity of Aceleron. The essay developed certain considerations on the factors of value creation for the customers in order to develop the overall value of the organisation as well as to engage the stakeholders in the marketing process of the Aceleron. There has been discussion on the importance of stakeholder’s engagement that is a very important aspect for an organisation in the decision-making process. Customer value can be developed as the most important aspect for an organisation. 
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