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In the present scenario, marketing is considered as one of the most common activity that is being taken into account by organizations for promoting their products in the market. In addition to this, the concept of marketing is mainly based on strategies and tactics that are adopted by brand for carry out promotional activities. There are mainly five concepts under marketing production, selling, marketing, product and societal marketing concept (Ponomarenko, 2016). Apart from this, marketing research is considered as an important component of a marketing plan that supports in gaining larger market share. It has been determined that marketing plan supports in promoting product and service of the company along with evaluating needs and wants of target market. 
The current report reflects on GlaxoSmithKline (GSK). It is a multinational pharmaceutical firm based in UK that was established in the year 2002 (gsk, 2020). It deals in products such as nutritional products, vaccines oral healthcare and pharmaceuticals. The report emphasized on role of marketing mix and influence of stakeholder engagement on the marketing activities of the company. 
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[bookmark: _Toc58078514]1. Stages of marketing along with role of marketing mix 
According to Dogu and Albayrak, (2018) marketing can be defined as a process that is adopted by company for undertaking buying and selling of product or services in the marketplace. It involves various activities such as delivering products to customers, advertising etc. Marketing supports in analyzing needs and wants of customers that further helps in providing better satisfaction in the future. It is considered as a continuous process that is taking into consideration by many firms for the purpose of delivering effective services or products to the customers. In addition to this, marketing aspect is mainly concerned with customer focus through which it can be provided various changes that is necessary for enhancing customer satisfaction. 
On the other hand, Kimball, (2019) stated that marketing process includes various stages that supports organizations to determine problems of the customer along with analyzing opportunities in the marketplace. In addition to this, it further helps in creating marketing materials through which company can be able to reach towards desired audience. It has been observed that marketing is concerned with creating value for customers and further build relationship with customers in the marketplace. The process of marketing mainly comprises of four different elements such as marketing mix planning, strategic marketing analysis, marketing control and marketing implementation. The process of marketing is a static process that further helps in determining various aspects for the long run. 
Furthermore, marketing process of GSK can be described as under:
Mission statement 
The mission of GSK is to help people and provide them better life and living longer. It includes three strategic priorities of the company that includes increasing growth, reducing risk and improving financial performance for the long term. 
Situational analysis 
In this case, opportunities are identified by GSK through it can be able to enhance customer satisfaction. In addition to this, before determining needs of customers it understands capabilities through which it can be able to satisfy customer needs in the market (Gregory, 2020). Apart from this, internal as well as external environment is analyzed by the firm. It has been found that situational analysis involves past, present and future aspects related with the business. On the other side, five C analysis is being done that involve different elements such as customers, company and climate based on that business operation is being carried for the longer period of time. Similarly for determining internal and external environment pest and swot analysis is being carried out by the business. 
Objectives 
The main objective of GSK is to make product affordable and available for consumers through which it supports in improving health of millions of people by providing them effective products. In addition to this, it further aims in engaging people for maintaining employee engagement within the workplace. 
Strategy 
It has been evaluated that GSK adopts market segmentation strategy in the market for serving better services and products (Illiashenko and et. al 2020). It segment customer based on demographic aspects such as age, gender etc. through which it can be provide effective services or products to the customers in the marketplace. In this case, company provides vaccination and medicines to customers according to their age so that helps in building trust and loyalty among them with the chosen firm. 
Implementation and control 
In this stage, GSK launched its vaccination or other products in the market for determining its feasibility. Implementation is being done for accommodating changes and further involves continuous monitoring of process that is needed at the time of developing product in the marketplace. This supports in increasing customer satisfaction for the longer period of time. Furthermore, controlling aspects are considered through which control can be catered on marketing activities for the long run. 
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Figure 1: Marketing process
(Source: Weller, J., 2020)
On the other hand, for determining external business environment pestle factors are to be considered by GSK for achieving success for the long term. The first factor that is to be considered in pestle model is political factor as here change in international trade regulations creates instability in the market so through which it affects business operation of the chosen company (Sengupta and Chaudhuri, 2017). It cannot be able to carry out its business activities for the long run. In this case, taxes and trade control also has greater impact on operational activity of GSK. In UK due to political tension business cannot be run in an effective manner. This force is unfavorable for GSK because by considering this situation it cannot be able to operate its business in the UK market. 
 Economic factor involve import and export of goods or services from other markets. It has been determined that GDP of UK grows by 2.1% in the year 2020 that shows that increasing GDP enhance revenue within the country (ons, 2020). This is considered as favorable force for GSK to carry out its business operation in UK due to increasing growth rate in the present scenario. This is favorable force because growth in the country is considered as positive aspect for the company to enhance its profit and productivity. 
By considering social factor that involve attitude and lifestyle of people within the country. It has been found that people in the country prioritize their health and they want good quality products that supports in keeping them healthy for the long term. This supports in increasing sale of GSK in that region. Apart from this, there are other factors such as education of people that also supports in enhancing sale of the company. This is also favorable force for GSK as it has positive aspect on the business. It has been found that GSK supports in the evaluation of various segments that further helps in the implementation of business objectives for the long run. 
It has been found that technological factor involves development of technology that further supports in carry out research by GSK for providing consistency in their product. In addition to this, chosen business invests money on research department for providing consistent quality of product to the customers in the marketplace (Deepak and Jeyakumar, 2019). On the other side, company currently works on building electroceuticals that will help in providing treatment against chronic diseases. It is a favorable source for GSK that supports in enhancing productivity as well as profits for the long term. 
Furthermore, legal factor involves legal requirement for carry out business operation in the international markets that is considered as important for chosen business to survive for the long term. It has been observed that healthcare segment involve various perspectives that is necessary for the further implementation of rules at the time of carry out business activities for the long run. This is unfavorable force for GSK because at the time of started business in new country company has to consider legal requirements and laws that affect operational activity in the long run. 
Lastly, environmental factor constitute change in weather conditions and climate of the country. It has been noticed that for carry out business operation by chosen business have to consider environmental protection laws. This supports in save the environment and along with this good brand image for the company can be catered (Baines and et. al 2017). It can be said that by take into account this aspect for GSK it is unfavorable force because at the time of starting new business in the international market have to consider laws and regulations related with environment. This sometimes affects business operation of the chosen company. 
SWOT model 
This model is applied for the purpose of determining internal business environment of the selected organization. It comprises of four main elements such as strength, weakness, opportunities and threats. It has been noticed that strength of GSK is that it has strong R&D that supports in boosting expansion of business activities for the long run. In addition to this, it further constitute as string sales and distribution network within the globe. This helps company in increasing ability for providing new product for the customer in the market. It also has strong global presence that is also treated as its strength. 
Weakness of GSK is that healthcare fraud allegations influence brand image of the company. In addition to this, GSK products and vaccine are exposed to competition from generic medicines that further involve in affecting sale of GSK (Chautard and Collin-Lachaud, 2019). In the past years it also involved on some of legal issues that has greater impact on its brand reputation. 
Expansion in the new market by acquisitions and collaboration is considered as an opportunity for GSK to sustain in the market for long term. With the help of acquisition company can be able to enhance its market share and further constitute in achieving success. Apart from this, increasing demand and awareness about quality healthcare helps in gaining success under pharmaceutical companies in the country. 
Threat for GSK is intense competition in the pharmaceutical sector that affects business operation for the long run. This is considered as one of the biggest factor that influence sale and profits of the chosen business. 
Advantages of swot model is that through this analysis GSK can be able to gain better understanding about business and further supports in addressing weaknesses so that improvement can be done (Basil, 2019). In addition to this, it also helps in developing business goals and catered in framing strategies for the future. Similarly, threats and opportunity can be gained with the help of this model and further improvement can be done for the longer period of time. 
On the other side, disadvantages are that it is only one stage that is considered at the time of doing business planning. Apart from this, in this case information gets overloaded that affects results of the business. Here, structure is maintained that leads in creation of poor decision making within the organization. 
Moreover, STP strategy is being developed within business for providing quality product to the customer in the marketplace. It has been analyzed that segmentation is being done by GSK on the basis of demographic aspects. In this case, it provides its product in the market on the basis of age of customer so through which better service or product can be served to them. Here, GSK involve leading products for group that is selected by the firm for serving its product in the marketplace. Apart from this, it also offers products by considering income level of customer and then product is served to them. 
On the other hand, target group of GSK are old age people who remain infected from various diseases. In addition to this, they also focus on that customer group who are more conscious about their health. This helps chosen business in gaining competitive advantage and further constitute in the development for the long term (Wilson, McCabe and Smith, 2018). This is considered as an important perspective that evolves in building changes that is necessary for the future. Furthermore, positioning can be done by GSK through which it can create value for the business and enhance brand reputation in the market. The chosen business positions its product by offering effective medicines to people through which their loyalty and trust can improve. 
Marketing mix 
The term marketing mix referred as actions or tactics that are adopted by the firm for promoting its brand in the market. It typically comprises of four elements such as product, price, place and promotion. This is one of the most common marketing strategies that are taking into consideration by companies for enhancing their profits. It has been found that GSK also involve this marketing strategy in its business for gaining larger market share. Further, three elements also embedded in this strategy that includes people, physical evidence and process. 
Product: - GSK provides pharmaceutical products that supports in fighting against diseases such as infections, diabetes, asthma etc (Gregory, 2020). In addition to this, it also includes consumer healthcare products that involve Aquafresh, Sensodyne that are used for providing treatment to customers in the market. 
Place: - It has been found that GSK has global presence along with providing effective products to the customers within various countries. Due to string distribution facility GSK facilitate in providing product in supermarkets, hypermarkets etc. In addition to this, its product is available at prescription and medical stores as well. 
Price: - The company is adopted penetration pricing strategy for serving its product in the market.  It has been found that it cater in adoption of reasonable pricing policy so that it is affordable to all the people in the country. The profit margin of the firm is minimum for the purpose of providing maximum benefits with the help of rational prices. 
Promotion: - GSK adopt print media as a tool for promoting its product in the market. In addition to this, it provides advertisement through printing newspapers and by displaying billboards. Apart from this, it also adopts celebrity endorsement tactic for promoting its product. 
People:- In GSK employees and manager are considered as key people at the time of adopting marketing strategy within the business. They supports in carry out business activities for the long run. 
Physical evidence: - GSK has physical presence in the market such as supermarkets, hypermarkets through which it can sell its product in the marketplace (Dogu and Albayrak, 2018). 
Process: - The company takes into account distribution process as by directly serve to the customers as there is no intermediate for distributing product in the market. 
It can be concluded from the above research that it is necessary for GSK to take into account effective marketing process through which success can be achieved for the longer period of time. In addition to this, internal and external analysis being done by adopting pestle and swot model. It has been observed that marketing mix strategy further supports in providing insight about various components that are necessary for carry out business operation. It can be recommended that GSK should adopt various strategies through which it will be able to enhance its operational activity. It will also supports in achieving success and formulate in the development of business activities. 
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In simpler terms, stakeholders can be defined as the group of people or individuals who are directly or indirectly affected by the operations and activities of an enterprise.  In the modern era, companies are now responsible for carrying out effective management of their stakeholders as it contributes a lot in the long term growth and development of enterprise. In case of GSK, it can be stated that the management of stakeholders through useful strategies and action plans. 
Internal stakeholders have been defined as the one which have direct relationship with a company and are directly affected by the strategies and decisions (Švec and Selby, 2019). The employees and managers along with the owner of GSK can be defined as the internal stakeholder of the business. Moreover, internal stakeholders can be also termed as the parties or people who are present within a business. 
On the other side of this, external stakeholders have been defined as the people who do not have direct contact with a company and are present outside a business enterprise. In case of GSK, suppliers, customers, investors and government can be termed as the main external stakeholders of the brand. The key differences between internal and external stakeholders of GSK have been provided below as: 
	Type and basis of differentiation 
	Internal stakeholders 
	External stakeholders 

	Meaning 
	These are the people and parties who are the part of the organization. 
	These people are not the part of GSK but are affected because of the company’s decisions and strategies. 

	Nature of impact 
	The internal stakeholders are directly affected by a company’s operations and decisions (Klimanov and Tretyak, 2019).
	The external stakeholders have an indirect impact of the decisions and the key strategies employed. 

	Who are these people 
	These are the people who serve GSK 
	These are the people who are influenced by the company’s work. 

	Employed by GSK
	The internal stakeholders are employed by the selected organization.
	These people are not employed by GSK. 



It can be stated that stakeholder’s engagement is one of the key strategies which have been employed by GSK with an objective to make sure that effective and appropriate management of the internal as well as external stakeholders is carried out in the best possible manner. In case of the selected organization, the management emphasizes a lot on encouraging the views and opinions of the stakeholders before making any kind of decision or formulation of the strategies (Grubor and Jakša, 2018). The tactic of managing stakeholder has proved to be very effective as it has provided the brand with an opportunity to create high degree of satisfaction among the key stakeholders. On the other side of this, it can be also expressed that prioritizing the stakeholders is also a key strategy which has been employed by the brand to attain the desired outcomes. It has also been analyzed that before making the decisions and strategies, GSK emphasized on prioritizing the stakeholders and determining the ways and extent to which the people are getting affected by the same.  The role of stakeholders on the other hand is to provide adequate and the best possible level of support and assistance to the brand in its growth and development.
Moreover, that it has been analyzed that GSK adopt certain strategies at the time of communicating information with stakeholder as scheduling meeting is one of the common method. With the help of this tactic communication can be enhanced with stakeholders in the firm in a better manner. In this case, through PowerPoint or any other software information is communicated to them in the workplace. On the other hand sending out letter is another tactic through which communication can be carried out with stakeholders of the firm. It is treated as proactive approach through which information can be communicated through newspaper. Apart from this, those stakeholders who are not directly involved with the project are also catered in communicating information within the business. 
It has been analyzed that scheduling a conference call also take into consideration by GSK for communication with stakeholders. This supports in evaluation of various aspects and deals with issue that arise in the organization. It is also constitute as effective tactic through which communication can be done in a better manner. However, lunch meetings also help in cater communication aspects in the business as it provides information to them in that time period through which further success can be gained. This is considered as informal meetings with stakeholders of the chosen company. 
GSK marketing activities get affected from stakeholders as government is one of the stakeholder of the company that has greater impact on the marketing activities (Bocigas Solar, Fernández del Hoyo and Martín García, 2020). It has been found that government considers legal compliance and laws that has greater impact on the business operation along with marketing activities for the long run. Because of its impact it is necessary to constitute and further cater in the development of business activities that is necessary for further influence on marketing activities of the chosen firm. On the other side, suppliers also has greater effect on the manufacturing process as if raw material is not provide in a proper manner then it affects business operation. 
In addition to this, customers are also considered as stakeholder of GSK affect marketing of product or services in the marketplace. If customers are not purchasing product from the company then this affects sale and profitability for the long run. 
It can be stated that stakeholder engagement is the term that are directly or indirectly involved with the organization. It has been found that there are two types of stakeholders that includes internal and external. Internal stakeholder has direct impact while external has indirect influence on the operational activity of the company. It is suggested that for minimizing impact of stakeholder on marketing activities GSK should take into account strategies through which it can be able to enhance profits and along with this productivity also get enhanced.  
[bookmark: _Toc58078516]Conclusion
It can be presented from the above study that marketing plays a significant role within GSK through which product and services can be sold by adopting different promotional activities. It has been observed that marketing process involve certain elements such as mission, objective, situational analysis etc. On the other hand, for analyzing business environment different models are used that focus on evaluating internal and external business environment of the selected organization. Further, stakeholder engagement supports in carry out business operation in an effective manner. 
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