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[bookmark: _Toc69996371]Introduction
Marketing is an important aspect that helps in improving the sales and revenue of an organisation and also helps in attracting potential customers (Rangaswamy et al., 2020). The market value of an organisation can be increased with the help of various marketing strategies and campaigns. It influences various customers and also helps in improving the brand identity.
TESCO is a multinational grocery brand and is among the top retailers in the UK. It was founded in the year 1919 by Jack Cohen. John Allen is the chairperson of Tesco and Ken Murphy is the chief executive officer. Tesco is a supermarket and convenience store where a variety of groceries and other necessary products are been available. Tesco has flourished their stores across various places where the on nearly 7000 stores. The revenue generated by Tesco is around 64000 billion euros. Approximately 42,000 employees are working under Tesco (tesco.com, 2021). In this article important aspects of marketing and the ways, it creates value for customers of Tesco will be explained in detail. Various internal and external stakeholders will be analysed for the marketing activities of Tesco. Furthermore, the influence of marketing strategies on the customers and various concepts used will be explained briefly.


Main Body
[bookmark: _Hlk70155205]The role of marketing in creating value for customers
Marketing is an important set of activities that helps in improving the brand value of an organisation by communicating and delivering the offerings and creating value for others. Marketing helps in bringing value to the customers and provides them with the products and services in demand. Marketing helps in attractively showcasing the products and services. Marketing helps in offering valuable products and services to the consumers and in return get an increase in sales and revenue (Bijmolt et al., 2021). This method of value exchange and return can be carried out in a very different way.
The exchange of values can be between the customer and a seller. A customer is a person who wishes to buy the product from the organisation and in written give money for some other personal resources to address the need of the product. Similarly, the cellar provides the product to the customers and in return takes some amount. Product is a physical good or a service which is been provided to the customers to satisfy their needs. The transaction that is being done between both parties leads to the value of trading.
In this process both the individuals try to minimise the cost in transactions to get a reliable outcome and to achieve customer satisfaction and satisfaction for the seller as well. Marketing is considered to be a method of creating and providing goods and services at affordable prices to its customers. The tangible goods and intangible services are being provided to the customer as offerings and that evaluates the prices and customer satisfaction (Behnam et al., 2021). Marketing is helpful in identifying the needs of the customers and addressing them according to the market criteria with various innovative designs and features. Marketing is also responsible for fulfilling the customers need by adding up the features that will attract potential customers. Furthermore, marketing also helps in providing a better experience to the customers with their improvised product.
It is important to identify the importance of marketing that will help to satisfy and retain the customers in the competitive market (Mahmoud et al., 2018). Marketing will help get the customers and analyse their needs. Delivering the products and services to address the needs of the customers should be in a way that will satisfy them. Tesco has a motive of providing customer satisfaction to their loyal customers and increases the value and brand image. Customer satisfaction will be helpful in getting a positive response for the brand image and also provide value for what the customers pay for. Furthermore, retention of customers also gives rise to various opportunities which will be helpful in gaining loyal customers. The role of marketing that will be helpful in creating customer value carries out a set of process that includes identifying the customer satisfying them and retaining the customers.
Identifying the customers. This is an important aspect where the needs of the customers need to be analysed properly and better understand what the customer wants and needs. This involves the identification of the target customers and methods to reach them.
Satisfying the customers. This can be done by producing the appropriate goods and product that the customers demand and making them available at the right time to the right people. Offering the products and services that will give maximum customer satisfaction is the objective of Tesco that they follow (Moghavvemi et al., 2018). Tesco provides their customer's products that are of high quality and at affordable rates which makes it convenient for their customers. The customers of Tesco feel better and prefer to buy goods from Tesco as their services are active.
Retaining the customers. This consists of providing the customer's services and products in a way that will make them come back and prefer them for fulfilling their needs. Retention of customers implies finding new opportunities to win the business (Weinstein, 2018). Tesco has consistently worked in retaining their loyal customers and providing them with products and services which makes them preferable.
Various marketing conception approaches are been adopted by the organisation to excel in the competitive market. Organisations take a lot of efforts to retain their brand identity in the market. Marketing concepts help them to adapt to the steps which helps them to strengthen their base marketing and strategic decisions. Working consistently to better performance among the competitors and understanding the value of their target customers will help achieve the proper Marketing concept for Tesco. When it comes to product concept it includes focusing on the proper understanding of the customer needs and producing the goods and services according to the needs of the consumers in the competitive market. Providing the consumers with less expensive goods and of high quality will automatically increase the brand identity. Tesco follows a profitable approach by providing their customers high-quality goods at a low price and which makes them how to remain consistent in the competitive market by being customer-oriented (Pangarkar et al., 2021). Taking into consideration the sales concept this main focus on improvising the process of selling goods to the customers in a way that will be satisfying the needs of the customers and building the brand image. Focusing mainly on the goods that customer needs will be helpful in increasing the customer value.
With the help of marketing, Tesco can easily understand and deliver value to their customers which will be in the form of their brand image and increase in sales and revenue. Customers mostly prefer to buy goods from organisations that sell high-quality products at affordable rates (Gok et al., 2019). When online shopping comes into the picture customers preferred to buy goods from a trusted E-Commerce platform and later pay after receiving the product. However when an organisation carries various steps and procedures to fulfil the needs of the customers while shopping can hamper the customer value. With the help of marketing, consumers get a clear picture about the product or service which convinces them to buy from the organisation which will add value to you and solve the needs of the customers. It is important to create a value proposition in the competitive market as various elements of value and differentiation can be understood. The value focuses on the effort that is been carried out by the organisation to meet the needs of the customers. Tesco focuses on offering the customer and fulfilling their needs which results in unique value to the customer. Tesco prefers to carry out the marketing strategies in a way that will value proposition in the competitive market that will enhance the communication and also maintain the promise of unique value to offering to the consumers.
Marketing gives a better idea to understand and deliver the value to the customers and also so deeply analyse the needs of the customers (Deepak and Jeyakumar, 2019). It is important to maintain a healthy customer relationship management process that will help to identify and satisfy potential customers. Tesco carries out various methodologies to retain their customer value and provide the best customer satisfaction with the help of various technological methods and also through their E-Commerce platform. The use of the Internet and digital social media has also created a new method for Tesco to attract their customers and provide the products. With the use of these new tools, Tesco has created maintained and managed healthy customer relationship.


Stakeholder engagement and their impact on the marketing activities of an organisation
When running an organisation there are many people involved who all together form a team to make sure proper working of an organisation. There are various internal stakeholders and external stakeholders involved in an organisation (Derakhshan et al., 2019). The stakeholders build trust across the businesses and help in quickly dealing with the consultants and business environment. It is important to make sure that the right stakeholders are chosen for an organisation that will lead to the proper working of the project operations at an organisation. An inappropriate stakeholder can lead to delayed or unsatisfactory work. There are different hierarchy of stakeholders been involved in an organisation that is responsible for the progression of the work at the organisation which allows to develop and deliver the appropriate products to the right people at right time. Similarly, there are various stakeholders involved that provide resources and add value to the operations at Tesco. Stakeholders given an approach to business and also carry out active communication and involvement that leads to success. Value statement and stakeholders are related to each other. Value statements are set by the organisation that is been stated publicly to meet the needs of the consumers with their productions and operations. Stakeholders have any impact on organisational values that affects the value statement and also are responsible for providing customer satisfaction.
Stakeholders of Tesco
Tesco possesses both internal and external stakeholders which leads to explore and influence the company with their contribution. The stakeholders of Tesco work collaboratively to increase the brand identity in the competitive market.
Internal stakeholders of Tesco
The internal stakeholders of Tesco include the manager's employees Board of Executive members and various shareholders. Tesco gives equal importance to its employees and managers. The managers are responsible to make sure the efficient working of Tesco and lead to an increase in sales and revenue. Furthermore, the human resources department of Tesco plays a major role in hiring the appropriate employee is required to fulfil the needs an objective set by Tesco which aims to give the highest customer satisfaction.
External stakeholders of Tesco
The external stakeholders include suppliers customers competitors local communities and the government. Various customers prefer to buy from Tesco. This way Tesco serves millions of consumers with their quality products at affordable rates. Therefore to carry out this process of delivering the goods and services to their loyal customers Tesco has a healthy Bond with their suppliers and producers as well. The competitors that are also included as external stakeholders of Tesco include Sainsbury Morrison and Asda. Walmart and Amazon are competing with Tesco in terms of e-commerce. Furthermore, Tesco significantly deals with the pressure groups that include social responsibilities reduction of wastage employer pays supplier to pay.
Influence of stakeholders on Tesco
The stakeholders are an important part of Tesco that helps in reaching the Heights in the competitive market with appropriate strategies. The power of the stakeholders varies from each other. The directors and senior executive officers are responsible for leading to the strategic direction of the company (Sarfraz et al., 2018). Furthermore, the shareholders are also responsible for making major decisions. Competitors are also impacting Tesco usually puts pressure on the pricing policy of Tesco and also influences the suppliers.
Owners. The owners are considered as an important stakeholder of an organisation that helps in meeting the Expectations and are at the priority (Anantatmula and Rad, 2018). The owner's perspective and the views of other company members can be e different sometimes. The engagement of owners in Planning the marketing strategies to attract the customers can help in developing the business ideas and also the investment Horizon. Active owners who have strategic intent are likely to add value to the organisation and also give maximum customer satisfaction. There are passive owners who are more concentrating on earning profits that sometimes reduces the value of customer satisfaction and deal mainly with the investment and earning. These passive owners mainly deal with the payoffs and stock price and concentrate on organisational performance. The impact of value statement on Active strategic owners considers a hold off of the customer to meet the organisational needs and improve customer satisfaction.
Managers. The benefits of managers with regards to the value statement depict the promises and the contribution towards the growth of the organisation (Maurya and Agarwal, 2018). They provide clear strategic decision making which adds value and leads to customer satisfaction. Managers are regarded as efficient in guiding individual behaviour and help in avoiding bureaucracy making the organisation more stable and maintaining employee behaviour. Managers play an important role in the value statement that helps in identifying the organisational needs and affecting the work.
Employees. Employees are also responsible for the value statement of an organisation where the members are obliged to serve according to the managers and meet the needs of the organisation and objectives set. Value statement provides the employee's guidelines for decision making increasing accountability and having a clear set of ideas when marketing strategies are taken into consideration. Employees play a vital role when carrying out marketing plans that can help improve the brand identity of Tesco in the competitive market (Gilani and Cunningham, 2017).
Customers. The customers have a various alternative to choose from the organisations for the products and services (Othman et al., 2020). Customers tend to choose the organisations that provide them goods and services that are of high quality and affordable price. Customers tend to enter into a committed and meaningful relationship with some of the organisations that build a good relationship with them. Tesco has gained many potential customers through their improvised marketing strategies that provide the customers convenient products at affordable rates. 
Different stakeholders have different Expectations that sometimes lead to conflicts (Bundy et al., 2018). This can result in conflict between the supplier where they do not get paid on time. From the study, it was found that in the year 2016 Tesco had delayed paying money to their suppliers to improve their financial position. This led to agitation among the suppliers which also affected their revenue and sales. At times Tesco also so satisfies its competitors which led to to the shutdown of local convenience stores. The local community was against this act which impacted the closure of mall shops in the localities. Shareholders also expect a good amount of profit in return.
Impact of stakeholders on marketing activities
Stakeholders influence the organisation in many ways that help in building the relations stronger with the customers and in the competitive market (de Oliveira et al., 2019). Stakeholders have increased the community citizenship and social responsibility that is integrated with business management. Customers employees and the business executive have together impacted the marketing strategies. The stakeholders have been helpful in attracting and retaining the employees with making decisions in terms of marketing planning that has influenced the business environment. Reducing the profits and concentrating more on workplace safety measures and benefits of the employees have also help in regaining the employees at Tesco. The role of marketing relies on the marketing strategies that are customer focus and forms and which leads to maximum profit and also meeting the primary objective set by the organisation. A better understanding of the marketing consequences has to lead to an increase in the supply chain which is also a part of marketing activity that binds a stronger relationship with the suppliers. Stakeholder marketing that contributed to the implementation and evaluation of marketing initiatives have given a maximum benefit to all the stakeholders at Tesco (McHugh et al., 2018). Furthermore with the collaborative work of the employee's manager and executive at Tesco has helped them to carry out their marketing strategies effectively and meet their organisational need. Furthermore, customer satisfaction and customer value were given priority.


[bookmark: _Toc69996372]Conclusion
From the above analysis, it can be seen that Tesco has been carrying out various marketing strategies to improve their sales and revenue. Various marketing components have been taken into consideration to work effectively for customer satisfaction and meeting consumer needs. They have carried out the appropriate market research about the competitive market and provided quality products to their consumers. Furthermore, the stakeholder analysis has helped in identifying the stakeholders involved at TESCO. Internal and External stakeholders at TESCO have shown great importance in improving customer value. In addition, the contribution of the stakeholders was highlighted that helped in better understanding the marketing fundamentals carried out by TESCO. 
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