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Introduction
This essay will be looking at marketing, the process of marketing and the role that marketing has when trying to generate value for customers. This will also go over how engaging stakeholders can influence the actions of marketing in an organisation. Marketing according to marketing an introduction is defined as 
“The process by which companies create value for customers and build strong customer relationships to capture value from customers in return.”  (Kotler & Armstrong, 2014)
What Kotler and Armstrong also say in this book is that marketing is much deeper than just purchases and sales although that is part of it but is not the whole story and there is a process, method and strategy when engaging in marketing, which will be covered in this document. Marketing has changed over the many years for example before back in the industrial era it was things were made and you had to sell it in the best way possible way, eventually people realized that this was probably not the best way to conduct sales, so they made products that were more catered to the customers making a more customer orientated and now where it is mostly relationship between the customer and the business where people can feel a sense of loyalty to a certain business. 
Process of marketing 
This part of the essay will mention the steps that can be taken to create a better chance of marketing success.  Firstly, a business must establish its aims and objectives and where it plans to be in the near and far future. They also must establish why they exist and they can do this by making a mission statement and creating a set of strategic objectives that give them a guideline of where they would like to be an example is McDonald’s mission statement would come in the form of “ambitions”
” Our purpose goes beyond what we sell. We’re using our reach to be a positive force. For our customers. Our people. Our communities. Our world. (corperate.McDonalds.com 2017)
This shows the reason in which McDonald’s runs and it connects with the customers, so they can be more engaged with a deeper understanding
SOSTAC 
this stands for situation analysis, objectives, strategy, tactics, actions, control 
situational analysis would cover a SWOT analysis (Strength, weaknesses, opportunities, threats) this is used to pinpoint how self-aware a business is of its attributes. Brand perception is another way to do this and that can be used by using 2 variables such as price and quality and marking on a scale whether it is a high price with high quality or low price medium quality etc.
objectives- as stated above these are used as guidelines to where a business may want to be in the near or far future.
Strategy – this is concerned with the how a business will achieve the objectives that it has laid out. business would do this by taking steps to find out who their targets would be and what segment of the market they are aiming to take. 
Tactics- this covers all the fine details of the strategy you have chosen and has more of a refined idea of what you will do to follow the strategy
Actions- this step involves the appointment of responsibilities to achieve the tactics that have been put in place. A business would also have to look at the current resources they have such as the 3Ms money, men and minutes. Money being how much budget they would have to spend on jobs, men would be the workforce that you have in place and how many people you currently have recruited finally minutes which are the allotted time you have to achieve this goal.
Control- this explains the way in which a business will monitor its performance this can be done in ways such as a mystery shopper like in many stores where they send a random member of public to shop and rate the service to check if the service the business uses is satisfactory.

[bookmark: _GoBack] The next point that will be made is that it would be wise for a business to check what the economic environment that you are working is like, so keeping an eye on economic growth or decline. This is the boom and bust cycle where the environment is constantly changing during a bust interest rates are low, and prices are high and there would be a fewer amount of jobs. Eventually, there would be recovery and once back on track is where it booms, and we would then get into growth where prices may decrease, and jobs are plentiful. When deciding to know this makes all the difference cause if you invest in something during a bust period it can become problematic and could cause you to lose money as during a bust people tend to cut down on spending.
Very important factor in marketing would be checking the micro and macro environment. According to the Oxford college of marketing Micro and macro environments have a 
“significant impact on the success of marketing campaigns” (Oxford college of marketing, 2017)
This meaning that it is worth a business looking in to before making major decisions 
Micro being the immediate internal environment so any operational issues or things that could influence the market in which you are working in. The macro environment, however, is to do with the external factors in which can affect your business.
An example of things you would look for while looking at the micro environment would be the way operations are conducted for example suppliers and you would also have to consider competitors, so you need to establish who your competitors are and what they are able to do and how they measure up to your business and what about them that makes them a competitor. You will also want to look as well as your own look at your competitor’s strength and weaknesses so that you are aware of the capabilities of the competing parties. 
The macro environment however is very different and can sometimes come in the form of a PESTLE (political, economic, social, technological, legal, environmental) analysis and considers things such as the demographics which is what the population is made off so in certain areas there are x amount of people and x amount of people are under the age of 20. Another is political factors which can be crucial for a business to know such as Brexit and its possible effects on businesses another thing to consider with politics is laws as they constantly change potentially affecting the way a business operates, for example, the data protection act 1998 this affected a lot of businesses and how they run as they had to add extra layers of protection and put safety nets in place to assure that customer data is safe. Technological is another factor and in this technological age where there are constant changes in technology, it is something that is worth keeping an eye on. Cultural factors are very important currently as there is so much focus on culture today it would be wise for businesses to make sure that they have taken care and considered a different culture to be able to make their company more diverse.
Another thing to consider is the marketing mix which is the 4Ps product, price, place, promotion 
The 4 Ps was established by E. Jerome McCarthy in 1960’s that outlined who a business can find out their market and in the book the 4 Ps help to 
“reduce all the variables in the marketing mix” (McCarthy, 1960)
Product- this comes down to the products itself and the quality and whether it serves its intended purpose for Tesco they try to assure quality of goods “
“Sourcing great quality, affordable and sustainable products” (tescoplc.com)
This shows that they take pride in their range of products and assure quality 

Place – is concerned more with the transport of goods and how you will get product from a to b effectively and where you can find people to hire. Tesco would look at this when considering logistics in the distribution of goods and getting goods into the store. their deliveries have a guarantee of
“as fresh as you’d pick yourself or your money back” tescoplc.com
 as Tesco deliver they pick the products from a store nearest you that is online and delivers them to your door meaning that placement is crucial as they don’t want to make everything way too far and out the way.

Promotion- promotion is aimed at the target market to get them to buy the product the aim that they will have is to either find a way to attract new customers or to maintain the existing customers as it can be a lot easier to retain customers over finding new customers.

Price- it is important for any business to get the pricing of the product right this can be done by looking at the competition and researching what your target market is willing to pay. A business must also consider the demographics of the area and the disposable income of individuals to assure that the price is right for the area for example in an environment where there are many people living with high disposable income you would get products that are perhaps more pricey and affordable to the buyers when raising the price, they must watch out for competition as some people will purchase elsewhere if it is cheaper.
The extended P’s established by Booms and Bitner in the 1970’s who said that
“customer satisfaction is often influenced by the quality of the interpersonal interaction between the customer and the contact employee” (Bitner, Mary Jo ; Booms, Bernard H. ; Mohr, Lois A.)

 would be for service more for the service element of a business such as Tesco’s customer service or a waiter or cook which provides a service the extended P’s includes people, process and physical environment.
People- in any business it is important for a business to have staff that compliment their products well as it is near useless having a whole range of amazing products, but people do not wish to purchase them as they think the staff are rude. For example, a restaurant where service is key factor in the experience 
Process- can be how the customer receives the goods and or services this can be through online shopping or a booking of an appointment usually a consumer would prefer a quick and easy way to book making it more accessible to the consumer and improving the experience, so this could come in the form of a fast delivery or a short waiting time for an appointment.
Physical environment- this would be the building and structure in which services take place this can play a big part in the motivation of staff and the experience of customers as a cleaner well-kept environment can make all the difference in customer reviews and how comfortable the staff are while working. Even though the service given is intangible there will still be a physical evidence per say if it was a hairdresser you go in get the service(intangible) and come out with a new haircut.

Stakeholders
Stakeholders as a collective definition from multiple sources was summarized as 
“the set includes those who have inherently competing interests” (Dunfee, Thomas W)
Stakeholders are a very important as they are the people benefit or have a reason for the business to be running. Some examples include customers, owners and shareholders. some stakeholders can influence businesses a lot more than others, for example, a supplier can have a major influence if it does not wish to partake in trade anymore even though there are more suppliers this can create a problem. Clients or customers as according to a peer-reviewed journal they have
“limited individual influence …but have a significant influence on a group” (Bourne, Lynda, Walker, Derek H.2005)
An example of this would be 
This means one customer will make a very small difference maybe but the only time they can be a significant influence is if there is a group of them, however, can make all the difference. 
Reflection
While working with cyfle I dyfu the group has been working on communications that will help us promote the social firm to the best of our ability by creating a blog page that included blogs that linked to the organisation that we were working with we included lists of the top products from cyfle I dyfu and a list of Christmas gifts and including cyfle I dyfu to get as much exposure for the business as possible the other blogs included were on the stalls that were running over Christmas and how that cyfle I dyfu is rehab with a twist when making these blogs we had to assure that we were getting the tone right for the audience we wanted to make the blogs as fun as relatable as possible to capture the audience’s attention and peak interest in the reader to research more in to cyfle I dyfu to do this we tried to follow the AIDA(attention, intrest , desire, and action) model I believe that we managed to get the attention of the audience as the team leader and I sent links to our friends to spread around unfortunately we did not get as much attention as we hoped to get more views than we did interest when showing my peers the blog page they said that it was interesting meaning that we managed to spark interest and my peers became more inquisitive and asked about the organisation desire and action I don’t believe I achieved as I forgot to include a call to action so adding a link to the blog leading to the website. . We also created a quick poster that explained the plans of what we wish to do. We were planning on making a social media page, but we realised that they had already created one so instead we supported the page by liking the page and talking to friends about the firm and what they do and how they help to support people with marginalised backgrounds.
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