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[bookmark: _Toc49856719]What Is Marketing?
Marketing in the current business environment is a set of certain activities including communication and providing the products in such a way that the people are pleased with the offerings of the company. Today's market must include marketing function in it essentially because business cannot operate without it as it is a tool that enables the company to identify, satisfy, and retain the customers (Hult and Ketchen, 2017)
[bookmark: _Toc49856720]The Art of the Exchange
Marketing aims to obtain the desired outcomes that are expected by the business we generated through the operations that they carry out, there is a certain value start the business provides by the exchange process (Hult and Ketchen, 2017). Let us have a look at some of these. 
The customer (or buyer):  Customers are the ones that buy the offerings of a brand or company in exchange for money 
The product:  It is the offering that the business has manufactured and is now offering in the market for the people to buy 
The provider (or seller): The intermediaries that serve as a seller of the product from whom the customers can buy that (Hult and Ketchen, 2017).
The transaction:  Whenever a product has been sold it is then based on getting money this whole process is termed as a transaction 
[bookmark: _Toc49856721]Customer value:

Defined as the benefits that consumers get through the offering of the company. Apart from this, the cost that has been paid for a product whether it is fulfilling that is not is also part of the value. Marketing customer value proposition can be defined as the beneficial impact of the cost that has been incurred in buying a product or offer (Rust, 2019). This is solely done to make the customers realize that all the offerings are being provided to them so that they can use it for their benefit and the product that they have bought is the greatest as compared to the rivals. 
It is important for the Company in Operation to provide customers the best products of the most valuable nature so that the customers get the highest benefit for the price they have paid. A company needs to survive in the market for a longer period than they retain loyal customers and entertained them through keeping the requirements their top priority and making sure that the customers are content with the services they have been provided (Schindehutte et al., 2000)
Businesses make value proposition So that their buyers can enjoy the most by purchasing the offerings that they have been provided. Companies in the corporate sector must make sure that they can know what the customers need and desire so that products can be provided accordingly. This will ensure that a great fan base has been maintained by the business and it should be retained through several different activities carried out by the business (Walsh and Lipinski, 2009)
[bookmark: _Toc49856722]Example of Customer Value Proposition (CVP):

The business under consideration here is the BMW, it is among the most liked automobile manufacturers of the world and has a great customer base and fan following. The company manufactures the most luxurious cars in the world and they usually target the elite. I know the company comes under the top 10 car manufacturers even then they thought to add a certain Application that will make them have an edge over all their competitors this was known as the no-cost maintenance. This means that since the time of buying the vehicle the customer does not need to pay for maintenance for 48 months or driving the car for 50,000 miles. These are certain things that make the company stand out from all the other businesses and gain a competitive edge over all others (Walsh and Lipinski, 2009)
The marketing function of the businesses usually takes care of the demands that devices usually wanting their products, therefore, marketing research carried out also highlights that demand and requires it’s of the customers for a particular product, therefore, it is also termed as satisfying customers. Before marketing came into existence there was no such concept of taking care and satisfying the customers as there was no such operation termed as marketing (Walsh and Lipinski, 2009)
The marketing process involves creating value for customers so that our business has a loyal customer base that retains it for a lifetime and through which the company can gain profits there are certain attributes of the marketing process that have been discussed in detail below. 
Marketing needs to know the demands and requisites of the buyers (Walsh and Lipinski, 2009).
In many cases must strategize about how the company will carry out the process to reach all the customers.
marketing takes care of the customers through knowing there remind and fulfilling them through letting the company know what they want (Walsh and Lipinski, 2009).
Marketing gets to know about the priorities of the customer; therefore, they can make a great consumer base to which they will be providing services. This will increase the profitability of the business too.
Increase availability of the product so that the profitability of the company is also increased.
It is important to know the marketplace and where Population is dense should add products can be placed accordingly this is also known as market research that has great importance in business. Apart from all these things the modern trends must be known by the company so that they offer products as per the new trends and not those products which have become obsolete (Sharma and Sheth, 2004)
Market research is carried out for the companies that are manufacturing smartphones so that they are aware that what kind of things currently people need so that they can be provided with those to entertain the customers and gain greater profits. That range of mobile phones used earlier smaller ones, then flat screens and now smartphones are being used by a great majority of the people. Therefore, Samsung is looking forward to introducing modern styles in its phones to attract the population (Chitty et al., 2019)
. 
Researching the market is a long process and it is something that requires a great time there for a company that requires researching hires expert people so that they can carry out research and no about that range that that are being liked by the masses (Chitty et al., 2019). Simultaneously the company has innovators and creative teams that are designing the most relevant and in Vogue designs to attract customers towards buying the offerings of the company. One thing that should be noted here that I knew design has to pass certain tests before it is offered in the market for buying otherwise if it is not able to pass this kind of tests then they are not approved to be sold in the commercial market 
A company that offers products for the people has to make sure that it is aware of the current market trends and more importantly the requisites of the buyers this is known as a driven marketing strategy where the company looks forward to entertaining all the customers so that the profits are hiked. There are many companies right now offering different kinds of cell phones, smartphones, and the market is currently very saturated with such forms (Chitty et al., 2019). At the very beginning of the 21st century, Nokia was the market trendsetter after which companies like Motorola, Samsung, Apple came in and took over the market by storm through offering smartphones that have been Welcomed by the people and sold in the very short period. All this has been possible due to the creative and innovative team start these companies have hired to make sure that the design products that attract people in an instance 
 
Experts believe that marketing is something very important and it separates one company from the other if a company has extraordinary plans and strategies made to attract the customers than it is greatly possible that the company can gain a competitive edge and stand out in the corporate market. These are the important factors that marketing must consider while operating in the market show that things are properly conveyed to the customers (Chitty et al., 2019)
Constructing a marketing program is particularly important: it contains the marketing mix specifically of the price, product, placement, and promotion. This mix is many times extended turn People, process and physical evidence is in some cases. Certain other parameters are considered like the Cost, consumer, and competitors. Therefore, all these things are considered by marketing a product in the market show that people are knowing about a specific offering and can get attracted simultaneously (Chaffey and Chadwick, 2019)
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Experts believe that all the companies that are operational in the corporate sector are in the race to keep their customers retained so that the company gains profit. Therefore, marketing comes in handy for these businesses that attract people towards the products and target them individually. In addition to creating great consumer-based marketing also adds value and makes connections for the business so that they will be beneficial for the success of the business (Chaffey and Chadwick, 2019). Summarizing the importance of marketing is that it identifies, satisfy and return customers for the company before offering a product in the market the identification part should be carried out so that the businesses are aware that what are the requisites of the market so that they can make products accordingly that are in demand (Chaffey and Chadwick, 2019)
Satisfying the customers means that the services that a company is offering to the people should be as per the demands and the requirements that are needed by the buyer if in case this is not done then the business will not be able to generate profits and make the people satisfied. The core importance of marketing is to make sure that the business can make the customer satisfied and happy with the offering so that they are retained with the firm (Chaffey and Chadwick, 2019)
Effective marketing means dad primarily the customers should be made aware of the product and on the long run the company should be able to retain them for a longer period this means that a loyal customer base should be maintained (Chaffey and Chadwick, 2019).
[image: Title: The Role of Marketing. Identify customers: understand customer wants and needs; identify who to target and how to reach them. Satisfy customers: Make the right product or service available to the right people at the right time. Retain customers: give customers a reason to keep coming back; find new opportunities to win their business.]
Source: (Deepak and Jeyakumar, 2019)
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Everything in the business depends on the customer no matter what kind of product our business is offering if the customers are not interested in it then it is a great failure to the company, therefore, marketing steps in to make things better and make people aware of the product that they are going to offer (Deepak and Jeyakumar, 2019).
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The importance of marketing has been told alert and it is to make the customers happy and retain them for a longer period. Thus, all those are used to do the following job. All these things are great importance of the function of marketing (Deepak and Jeyakumar, 2019).
Being a student of marketing, it is required that we learn that all the things that are important for carrying out marketing are done in the best way. Marketing revolves around addressing and understanding the demands of the buyer as the market today is customer-centric. Through the presence of technology and digitalization businesses have developed new ways to market that are easier than before. presence of the Internet and social media being used greatly by the population of the world provides a great opportunity to all the businesses to market their products easily without investing great amounts or finances in the process of marketing this has retained the customers affectively and saved a great amount of time and money for the business thanks to the Internet (Deepak and Jeyakumar, 2019).
Maximizing Customer Lifetime Value
The central concept of customer lifetime value that providing the buyers with such a product that will serve then the purpose for which they have wanted it. Products that a good company offers to its customers are of great quality. It is important to retain customers and provide them with such products that are of great value that summarize the concept of customer lifetime value (Deepak and Jeyakumar, 2019). 
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Stakeholder engagement has been considered an important aspect of business this requires the company to communicate all the decisions and amendments to the no to all the stakeholders of the company. Moreover, it is required by the business to know about the stakeholders in detail so that they can be treated properly. Apart from this, the business must improvise with the way of communication.
The stakeholder should never feel that they are not being communicated any message therefore engaging them has great importance for the business. They should be aware of each decision that is required to be known by them only then the business can guarantee success as stakeholders have a great part to play in the success of their business (Deepak and Jeyakumar, 2019)
That engagement is quite important therefore they are engaged in many different decisions taking. Apart from this, the stakeholders are also involved in the identification of the needs of the buyers. In addition to this, the business must think about its future, therefore, lands and regulations that are made should be done tomorrow taking the valuable reviews from the stakeholders.
Effective management is the one that allows the stakeholders to take part in getting the organizational objectives and making strategies for developing the business. Indeed, internal alignment is important for the growth of the company (Deepak and Jeyakumar, 2019)
Several different business functions are present that together make the business successful in the corporate sector. Marketing cannot single-handedly handle the pressure of making the business a commercial success. Thus, various departments cooperate to make the business get to a successful point. Marketing has its divisions that assist a company as per the requirement and allows them to carry out all the relevant functions as required. Communication plays an imperative role in making things better and alignment of the company to the corporate objectives (Deepak and Jeyakumar, 2019).
Management at the corporate business will allow all the stakeholders to participate equally in making the company a corporate success and in gaining the goals that the company has set for itself, therefore, stakeholders are very important for the business and they should be entertained properly (Hult and Ketchen, 2017)
Stakeholder theory has been discussed here in detail and the importance of all these people has been reiterated many times, therefore, they hold a great position in the company and should impart their roles respectively towards the success of the company (Hult and Ketchen, 2017). Stakeholder theory states that all the employees and buyers are particularly important for the company, therefore, they should be taken care of employees in terms of contentment from the higher authorities and the consumers by being provided with the best services. Business does not only mean to make more and more profits, but it should also retain loyal customers and provide services for which it should be remembered by the people. For any business, the most important stakeholders are the employees and the customers. 
Stakeholder engagement is very opportunistic for the business it allows it to gain profits and get to the objectives that it has made for itself (Hult and Ketchen, 2017)
Stakeholder engagement intense to assist the company in Making great decisions start will make the business grow and develop at an exponential rate therefore the stakeholder should be treated well and provided with their rights (Hult and Ketchen, 2017). Marketing and stakeholder engagement are interlinked with each other therefore they hold great importance for the success of a corporate organization 
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Marketers for a company must take support from the stakeholders so that things are run properly, and these three things are given the most important these are Internal, Connected, and External (Hult and Ketchen, 2017).

Internal Stakeholders

[image: Stakeholder Map]
Let us have a look at the internal stakeholders of the company below:
Director
Manager
Employee
Connected Stakeholder
Connected stakeholders are known as primary stakeholders.
Firm’s shareholder
Customer
Distributor


External Stakeholders
External also known as secondary stakeholders are not in contact with the firm, examples are listed below 
Government
Other groups
Reporters and Journalist
Societies 

[image: Segmented Stakeholder]
Stakeholders at any organization have a great impact on the company therefore grouping stakeholders carry great success for the company as well as the management of the firm. 
The company must take care of the environment that it provides to the employees for working if it is positive then the productivity will increase and vice versa therefore the ambiance should be taken care of. For a business, it is important to identify the stakeholders so that a great relationship should be maintained with them and the operation should be aligned with the objectives of the company. There are various techniques to which a company can perform these operations (Hult and Ketchen, 2017).
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