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Introduction

Select Car Leasing is considered to be the lading and independent car leasing company operating in the UK. It has been developed in 2004. They have been supplying the cars and vans for lease for over 16 years now to thousands of customers across the UK (Leasing 2021). They have friendly, experienced and professional car leasing experts who are there to help at any stage as per the needs and requirements of the customers (Leasing 2021). They are providing car leasing services at competitive prices to the customers in the UK market. They have delivered more than 50,000 cars (Leasing 2021). They are having around 500,000 monthly visitors and 200 proud members of staffs working in this organization. 
Discussion

Critical analysis of the role of marketing in creating value for the customers
Concept of marketing
According to Baines et al. (2017) marketing is defined as the process of getting the right products or services or the ideas to the right people at the right time, place and price. This is about the utilisation of the best people for providing customer service which is associated with the ideas as well the services and the products. As opined by Chaffey and Smith (2017) marketing is the concept where there has been the selling and buying of the products or the services to be taking place by the needs and demands of the service users or the customers. Marketing is also about the development of exchanges when both parties provide something of value to each other for satisfying the proper needs and demands (Dahnil et al. 2014). 
Evaluation of concept of customer value
Customer value is defined as the ratio of the benefits for the customers to the sacrifice essential for obtaining the benefits sought or explored.  The customer has been determining the value of both the benefits and the sacrifices done. As stated by Deepak and Jeyakumar (2019) customer value is all about the result of the conversation taking place between the sales representative and the customers. In this strategy, the companies are been able to meet the needs and demands for which value creation is achieved. This would also tell that how any product or service will be creating value by satisfying the requirements while the generation of benefits for the customers. Customer value creation is identifying what matters the most for the customers and delivering it in the best possible manner as per the requirements of the customers (Grubor and Jakša 2018). 
Role of relationship marketing in creating value for customers
According to Hollensen et al. (2017) relationship marketing is playing an important role in the creation of value for the customers. Relationship marketing is the type of marketing strategy where the management of the organizations are looking for developing the best relationships with the customers rather than trying to selling the products or services to the customers (Hollensen et al. 2017). It is the concept where the organizations are developing and maintaining high quality relationships with the customers which are influencing them to sell or buy the products to and from the organizations. This is the strategy which is emphasising the retention of the customers, satisfaction as well the lifetime customer value to be developed (Luo and Zhang 2013). Relationship marketing has been creating value towards the customers in different ways and the ways are explained below
Adding High Value: Relationship marketing is making the customers loyal towards the products or the services which the organizations offer to them. They are not looking very much at the prices on offer rather than looking after the value they provide with the products or services that they deliver to the customers (Luo and Zhang 2013). 
Development of word of mouth: The strong relationships of the organizations with the customers can help in making the net promoter score improve. This is indicting that the individuals or the customers can easily refer the products or the services to their near and dear ones which play an important role in the creation of customer value (Luo and Zhang 2013). 
Developing Customer Loyalty: Relationship marketing has been making the customers be buying and selling the products or services from specific organizations (Waheed et al. 2017). They are not focused on switching it to the other organizations. Customer loyalty can help in the creation of value for the customers. 
Reducing Cost of Acquisition
 Relationship marketing can create value for the customers by reducing the cost of acquisition. It is making the customers who are happy to introduce the new prospects on behalf of the organizations which is useful for the organizations to reduce the need for paid advertising and expensive marketing campaigns. 
Social media marketing in creating value for customers in Select Car Leasing UK
For any business, the primary and the most important objective is to generate revenue when it comes to social media marketing. However, undeniable is the fact that the behaviour of the buyer is it in B2B or B2C has completely changed. Reaching customers has become increasingly challenging for businesses when they have plenty of channels to choose from (Luo and Zhang, 2013). Hence it is obvious that the market is competitive and highly challenging when it comes to creating uniqueness in the long fragmented process of buying journey (Waheed et al. 2017). Besides the advancement that is taking place in the social media marketing scenario, it is becoming the most important feature of digital marketing. . Unlike, traditional marketing tools and approaches, social media marketing has given businesses opportunities to reach target consumers at a large scale which was not possible earlier. To run a successful organisation it is extremely essential to understand and apply recent trends in the market place. Keeping this in mind, Select Car Leasing Organisation UK has been able to stand out and reach target consumers. Their objective of satisfying the changing taste and needs of consumers is fulfilled by employing the right tools for successful social media marketing (Dahnil et al, 2014).
Improved brand awareness, cost-effectiveness, growth in brand loyalty, better engagement of customers, greater market place awareness are among the advantages that can be drawn with the implication of social media marketing in business (Shareef et al. 2019). Increasing visibility or website traffic is also a great way to approach consumers besides enhancing SEO rankings. All of which is possible when the business involves social media marketing in their business strategies. Even though Select Car Leasing Organisation has been using modern digital marketing approaches to produce a greater quality of service they need to keep a tab on the growing or changing trends to keep up their brand image and retain potential consumers (Chen and Lin, 2019). It is essential because the market is always changing and without the knowledge of the evolving market it is impossible to maintain consistency. A significant number of business organisations across the globe understand how SEO ranking in Google can create a huge impact on the growth of the business (Shareef et al. 2019). Not only it helps in generating revenue but creates the kind of distinction every business organisation wants to create in the market. Consumers these days cannot be fooled, they want to invest only in a product or service that they believe in or feels relatable. So, to create that relevancy they ought to have a virtual presence which is not possible without strategic social media marketing (Shareef et al. 2019). Select Car Leasing Organisation UK requires to grab the umpteen number of market opportunities and leverage them to their advantage. This will help them not only to retain customers but will also help them in gaining new. It is the most cost-effective way any business can choose for its development (Shareef et al, 2019). If Select Car Leasing Organisation UK is looking for cost-effective business promotion approaches then with the implication of social media marketing they can find customers and most importantly strengthen their visibility online.
Analysis of the role of internet marketing in the creation of value for customers
As stated by Shareef et al. (2019) internet marketing is also playing an important role which is one of the parts of marketing that can help in the creation of value for the customers. Internet marketing enables to develop relationships with the customers for which they can help in creation of value for them. As stated by Grubor and Jakša (2018) the internet marketing is enabling the customers to provide convenience in the shopping where the customers are ready to sell and buy the products or the services at anytime and from anywhere they wanted it. The offering of the products in the internet can make convenient and flexibility for the customers to buy or sell the products and services by Select Car Leasing (Grubor and Jakša 2018). The customers are able to browse over the internet and they are able to place their orders when it is convenient for them. It is through the internet marketing that the organization such as Select Car Leasing has been making the reach to be highly available so that they can attract customers from the different parts of the UK for providing the car leasing services to the set of clients. They are offering cars from different brands as per the needs and demands of the customers which help them to reach wider target audience as well (Chaffey and Smith 2017). As stated by Grubor and Jakša (2018) the internet marketing helps in offering personalisation of the products or the services. They have been personalizing offers to the customers by developing the profile of their purchasing history and preferences. The personalisation can help in tracking of the web pages and the information of the types of cars which are offered at lease which helps in the creation of value for their customers they have targeted (Grubor and Jakša 2018). 
Stakeholder engagement and their impact on the marketing activities of Select Car Leasing UK
A stakeholder is regarded as the individual which has the interest in a firm and they can either affect or get affected by the business (Chaffey and Smith 2017). The stakeholders are of two types which are the internal and the external stakeholders. The internal stakeholders of the businesses are the employees, investors and the management. The external stakeholders are the dealers, customers, manufacturers, government and the society at large. The engagement of the stakeholders along with their impact on the marketing activities of Select car Leasing UK has been described below
Customers: Select Car Leasing firm is the most trusted and leading car and van leasing services in the UK. They have been targeting mainly the business class executives as well the families who lease car for the family purposes such as the going to wedding, birthday parties, out for dine etc (Chaffey and Smith 2017). They have been providing the lease services to the business executives for attending conferences as well the seminars and meetings. The customers are needed to be highly engaged or boosting up the sales and profitability of this firm (Deepak and Jeyakumar 2019). They are providing high quality and reliable car leasing services to the targeted customers across the UK. They are able to promote their products and services with the specialised deals and offer they provide by which the customers are attracted and getting engaged with this firm (Hollensen et al. 2017). The offering of the specialised deals and offers help in the promotion of the services which they offer it to the customers across the entire UK (Deepak and Jeyakumar 2019). 
Employees: Select Car Leasing is the company who are having the high quality,. Talented, skilled and professional team of experts and consultants who are always there to help the business class and personal customers to satisfy them with any questions they have it regarding the car services to the delivery of the cars for their business and personal use at anytime they want (Hollensen et al. 2017). The employees are engaged with this organization for developing great communication and interaction so that relationship marketing can be implemented which is essential in improving the branding of the organization. 
Manufacturers: The company has been developing good relationship with the manufacturers of the cars as they are providing wide range of cars to them as per the needs and requirements (Hollensen et al. 2017). The customers are having varied requirements who are met by the manufacturers with whom they have communicated or interacted. They develop very good relationships with the manufacturers so that they manufacture the best cars possible for offering best quality cars to them (Hollensen et al. 2017). The manufacturers buy it from the local dealers who are making profit by selling the cars and after that this lease firm adds in another layer of profit (Hollensen et al. 2017). The manufacturers are engaged with Select car Leasing as they are providing lease incentives and special interest rates to their dealers which lease companies are not been able to utilise it. 
Investors: The organization has been collaborating and supporting the large key financial partners who are investing in this firm. They are investing in this firm as this firm has high prospect and they are been able to develop good relationship with the customers by their excellent quality services (Chen and Lin 2019). In this way they have engaged and helped in enhancing the sales and profitability in the near future. 
Dealers: The dealers of this company have been making profit from selling any car to the customers. The dealers will be making the profit from the price at which the customers agreed on the start and end of the car deal (Chen and Lin 2019). The dealers can also make profit from the money factor as well the add ons which Select car Leasing sell it to the customers. 
Government: The government of UK is also been engaged with Select Car leasing company operating in the UK. The government of UK has been levied the taxes on the cars they sell on lease to the customers. The customers pay the prices along with the taxes which they provide it to the company (Chen and Lin 2019). The organization has been providing the tax as well the compensation cess rates to the government. So the government of UK has been enjoying the tax depending on the tax slab of UK along with the compensation cess from the firm. This would help in making them engaged with the car leasing business which provides Select Car Leasing to have the stability in the UK to operate (Dahnil et al. 2014). 
Society or Community: The company Select Car leasing has been providing the fuel efficient and eco friendly cars to the general public which is affecting the mindset of the people living in the different communities across the UK (Dahnil et al. 2014). They are engaged with the company if they are providing fuel efficient and environment friendly cars as the firm has been engaged if they are offering cars which are reducing the carbon emissions (Dahnil et al. 2014).. The firm had the marketing activity of doing CSR activities which is protecting and safeguarding the environment from risk and damage due to pollution and carbon free environment. 
Conclusion
The creation of value for the customers has been the core strategy of the organizations which may be successful for the different organizations. The value of the customers is essential in the effective and efficient marketing of the organizations as this is one of the important marketing strategies to be developed and implemented in organizations. The customers are valued only if they get the superior kind of services or the products towards the bets prices they spend on buying or selling the products or the services. Marketing is also the strategy of achieving the long term goals for the firm by satisfying the needs and demands of the customers legally and responsibly as well. It is evident that stakeholders play a very important role in engaging with Select Car Leasing and they have been making the marketing activities to be performed in a proper and effective manner. 
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