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Introduction
First of all, I want to define Marketing for that I will use two world recognized definitions:

Marketing is “the management process responsible for identifying, anticipating and satisfying customer requirements profitably”.       
(Charted Institute of Marketing)
“Marketing is the process of planning and executing the conception, pricing, promotion and distribution of ideas, goods and services to create exchange and satisfy individual and organizational objectives”                                          (American Marketing Association)

Both definitions explain what marketing is, and both are true. The idea that unites these two definitions is satisfaction of customers needs. To satisfy customers needs we need to detect their needs and wants that is firs step in a marketing process the next step in marketing process s to choose a marketing strategy. At the stage of strategy, we use an marketing mix which can be 7Ps or 4Ps:


4Ps of Marketing Mix – 1960 & The role of Marketing in create value for customers

Product in this figure mean goods and/or services that company offer in the market. For example, HP is selling printers, a printer is formed from: paper feed stepper motor, control circuitry, bolts and tens of other parts. The printer is coming with ink cartridges, print head stepper motor and a warranty, all that is as well part of product as much as control panel. 

Price  mean the value transformed in our day exchange currency (money) that customers must give instead of product. Thus, HP is selling a big variety of printers which are classified by categories of purpose like family printers, office printers, printers for big businesses and others. All these categories have different printers of different range of prices adjusted for every budget. As well they offer discounts and credit terms. All this factors adjust prices for bigger competitive power on the market, economic situation and make the customer to find a product that is in line with his perception of printer`s value. 

Place cover all company`s activities that make the product accessible for all target customers. HP have an online platform/site where they have listed all their products that are as far from customers as a click from any device which is connected to internet. As well their product are available on different platforms as amazon for example. As well their products are available in stores where customers can try products and see how they work.

Promotion are all communication channels through which HP communicate the best qualities of their products, what make them so different from competitor`s ones and make the target consumers to buy it. In 2021 company spend approximative 829 million U.S. dollars for their worldwide promotion. (Statista, 2022)    HP`s website, Facebook, YouTube, Instagram, Twitter, LinkedIn, Google, and other social media platforms present to consumers products. And through them the company is communicating with target customers and engage them with brand. As well salespeople that are working in HP`s shops and assist potential customers, present the company in a good light and persuade them that HP`s products are the best choice for them. 

The Marketing Mix is a tactical tool that every company must use to create a strong position in their target market. Using the elements of Marketing Mix and integrating them into an marketing plan destinated to achieve company`s target objectives we can engage consumers and deliver the right value for them. Some people may ask where services in this formula are, and why they are missing, is that connected in any way to the capital letter. My answer is no, in this formula services are included in products cast and they are as much important as are physical products. 


There is an another end on which is positioned buyer`s view of market called Four As:




Four As,  in this equation are a more customer oriented framework in which acceptability come from customers expectations about product and in which measure product meet or exceed customers expectations. Affordability is the relation between price and customer pocket, first stage hire is if customer have enough buying power and can afford the product. Second stage is the value that product offer to customer, is that value enough big to make customer give instead of product his money. Accessibility is the point where customer have accepted the product that mean that product meet his expectations or overhead them. Customer have the affordability to buy product but because of product inaccessibility (because of low stock) or hard accessibility ( customer have to pick up product by himself from a location that is far from his home) he may decide to buy a similar product that is more accessible. That’s why accessibility is an important part of equation. Awareness he fourth part where customers must be informed about product, enlightened to try it and reminded to repurchase.  The Four As are closely bounded with Four Ps and marketeers may choose the option to think firstly through Four As to build the Four Ps for their companies to achieve better results.                                                                                                                                    (Philip Kotler, 2021)

Having a look back in Four Ps of the Marketing Mix we can see at every stage main elements that are creating value for potential buyers. Starting from product which is the most important and finishing with place that may be the key point where customer may decide that is too complicated too achieve your product and will chose a similar one that is more accessible. Every part of Four Ps is a strategic point that create Value for customer and may be the decisive point where customer will receive enough value and will be ready to give his money instead of your product. Without knowing all this tactical tools that marketing offer companies can make mistakes that will make them to lose money.


7Ps of Marketing Mix - 1981



The 7Ps is the updated version of 4Ps if I can say like that, cause 7Ps have evolved from the originally 4Ps.                                                                                                         (Wikipedia, Marketing Mix)
Knowing the customers needs we can build through our strategies a customer value. A value for which customer will be ready to give us his money even if that will be a huge amount.

Once a company started a globalization process that mean that the marketing process will be affected as well, and one way to demonstrate that is through 7Ps Marketing Mix. For example: firstly, if Amazon is selling in UK a variety of products in another country the variety of products can be different because in another country are different types of demands. People may don’t buy some products because of religion for example, and need other products because of different reasons that may include geographic position, weather, politics, the culture values, and etc. Therefore, Amazon needed to change the variety of products sealed in other countries.

 Secondly the price differences, it may succeed from currency exchanges or from other reasons like the price of importing things in that country this may be because of politics of that country about import or this can be because of expenses like fuel for importing products. If the company decide to labour products in that country where they want to expand that will also affect the price, because the suppliers will be different and that will directly affect, the hand of work will have a different price which will also affect the price.  

Thirdly I want to mention the place where the business want to sell if it will be online they will need to set up a way of delivering products to customers as well the marketing process of communicating with people will be different including more online announces and videos for making people interested in products,  if they want to rent a place then that will affect the price of product and as well the way off communication with people will be a bit different they will put announces in the area where the store is located and as well maybe some banners that will make people curious and build the desire to go in that store. All that I have mentioned is bounded to each other if you will change even one element in the process then at different stages will succeed a difference as well.                                                                         (Wikipedia, Marketing Mix)



The Global Business environment
The Global Business environment is formed from two components which are macroenvironment and microenvironment. Social, political, technological, legal, economical, and environmental factors frame the macroenvironment and buyers, suppliers, substitutes, new entrants in market and competitors frame the microenvironment.                                                                         (Chibba M., 2012)
Global business environment is very important and need to be studied in detailed manner because it can affect directly the company. If the company want to make business in other country in order to make a globalization, then the company need to study business environment in those country and give a special attention to social factors cause they need to find which customers are there and what are their needs cause fore example you cant go in Maldives and sell winter clothes, sleigh or ski cause customers from Maldives don’t need this things.

The process of entering in Global Business Environment is very important because depending on decisions that will be tucked in this process the company will have success in global market or failure. First, we need to study global marketing environment very detailed and deciding whether to go global. Secondly, we will choose which market to enter this is also a vital decision, choosing the wrong market may lead to failure, for example you can’t enter with certain game of products in different markets because there may not exist a demand in your product, and this will lead to failure. The third decision is how to enter the market for example you can enter through exporting or joint venturing. The fourth is the decision about global marketing program you can enter the market straight by product extension or you can adapt your . And the fifth is decision about global marketing organization. (Kotler, 2021)
Stakeholders and their impact on Marketing activities of the organisation




Stakeholders are those who have a direct interest in a company and can be affected or can affect the business. How you can see in the diagram we have internal stakeholders and external stakeholders. Internal Stakeholders or Primary Stakeholders are those who are within the organisation and take part of management process of company they have an interest in the company so they can be influenced by the company success. Externa Stakeholders or Secondary Stakeholders aren’t part of company but can indirectly influence the company work albeit they are outside of company being part of business environment.
Internal stakeholders and their roles:
EMPLOYEES ~ big or small group of people which are working at company, selling their time and workforce for money
MANAGER ~ is a person which manage an entire department for example Marketing Manager or Duty Manager
OWNERS ~ one business can have one or more owners who might be shareholders or partners, etc.
External stakeholders and their roles:
SUPPLIERS ~ they are supplying the company with raw materials, equipment and other necessary materials
SOCIETY ~ any firm from his glob is using society resources and that’s why the business have an responsibility towards society and should return/invest back in society
GOVERNMENT ~ is the one who can control the firm and can input regulations to it 
CREDITORS ~ might be represented by a bank or individual person or other financial institution who lend money to business
CUSTOMERS ~ they are the ones for whom firm is doing everything because at the end all that firm will produce is for them, so they have a big power on business                                                     (Investopedia)

Reporting external stakeholders at globalization and assessing how they influence marketing strategy and impact marketing activities of organization I found that all of them directly influence the marketing processes for example lets take the culture impact on it. Firstly, companies should make research and understand culture values and how customers think about certain products and how they are using it. For example, in Western countries a clock is a nice gift but is inappropriate in China, where this gift is associate with funerals and death. (Kotler, 2021) Marketeers should be aware that violate cultural norms could lead to expensive and embarrassing mistakes. 

One element from global external environment that can affect marketing strategy as well might be THE INTERNATIONAL TRADE SYSTEM (GOVERNMENT).  Any company that wants to globalize might understand firstly international trade system. In another way company might face with restrictions on trade between certain nations. Government can protect his domestic firms or make revenue by charging tariffs or duties on some particular products imported in their country or may se an limit of amount on certain products that they accept to be imported in their country. For example, India have settled notorious obstacles to protect their national producers and set up a new e-commerce restriction that is prohibiting foreign companies like Amazon and other online companies to sell directly to customers their products like TV, Echo, Kindle and other products. Als they banned from making exclusive deals with sellers and offering them dip discounts, that will protect local Indian stores. (Kotler, 2021)

Society or Cultural Environment have a deep impact on Marketing Strategy of an organisation.  Marketeers should make research that will clearly explain how consumers from different countries react, understand and use their product before starting their Marketing Activities. If organisation have a good understanding of cultural nuances it can use it in its own good and increase its profit. Thus, one of companies that have a good understanding of cultural nuances is Mark & Spencer and they  demonstrated that when they entered the Saudi Arabia Market. Entering this market in 2014  they have made a lot adjustments to their products because the conservative Islamic kingdom have a lot of cultural & religious restrictive rules. For example, women must cover themselves with black clothes called – abaya in full length. Another specific rule for Saudi Arabia is that in lingerie stores must work just female staff this rule is supported by government. One more adjusted thing is background music at which they had to renounce because in Saudi Arabia`s molls music is prohibited. On the strength of this cultural adjustments and a variety of others that have been taken by Mark & Spencer now Saudi Arabia is an accessible market for Mark & Spencer and they have over 6 lingerie & beauty stores along with sixteen full department stores.
STP & The role of Marketing in create value for customers
Marketing is the process through which we can create customer value that is why it is so important. Cause if peoples cant see value in your product they will not be ready to give money for it even if that will be a small amount. An example of creating customer value Emirates Airlines cause they don’t sell just a way of transporting people from one place to another, they are selling peoples dreams, hopes and aspirations. They have created a big value for which people are ready to give money from their pocket. They have positions of marketing in their company like: Marketing Communications, Marketing Intern, Media Marketing, Media Manager, Senior Business Development which have marketing activities in concordance with a plan, Digital Product Owner, Promotional Venue. All this positions and departments are working together in order to drive an amazing results.
Today because of our technology we have an online world through each it is easier to make everyone to see your proposal of product/service  . Because the technology is every time developing marketing is also reshaping every time in order to keep things in time and to can easily came in the home of everyone through internet and telecommunications for example.
Another element of Marketing is STP Marketing Strategy through which we are create customer value:

STP is a useful framework through which we can segmentate people by geography, gender, income or psychographic that helps us to make targets on a segment of people which are for example . vegetarians. 
Segmentation is a process in which market is divided by different segmentation variables, there does not exist a strict highlighted way to segment market. Different situations need different approach. That’s why a marketeer need to try different segmentation strategies which may include one or more variables and find the best way of viewing market structure. Some of  major segmentation variables are: 
Geographic - here we can divide market by their geographic position (for example city, country, region, nations, neighbourhoods, climate, population density). Thus, using some specific sites like Bookong.com or Tripadvisor.com internet is collecting data about you and your possibly next geographic location and start advertising different products from that location or ways in which you can travel to your next location.

Behavioural – is the process in which we divide potential buyers into segments based on their engagement with product and reaction to it, knowledge, and usage of the product for consumer. If the potential buyer is a art men, then all sport products despite how good they are will don’t have value for him because for him these products don’t have an usage and his main knowledges are in a different domain.

An interesting example of segmentation is Zara`s intermarket segmentation ( process of segmenting customers by their buying behaviour and needs even if they are located in different parts of earth). Zara`s shoppers are extended over 96 countries and that don’t obstruct the brand to segment the market in their own good. The brand has a strong position on social media with around 30 million of followers on Instagram, 27 million on Facebook, an so on in different platforms. You can connect with brand from anywhere and find that it have same appeal of targeting an specific segment of potential customers.                                                                                                   

Conclusion
Marketing is not just about advertisement is also about making researching, plans, strategies, and a lot of hard work to make value for customers. First of all, I want to mention that Marketing Strategy is influenced a lot by stakeholders and in my work through certain examples and using good and credible resources I tried to show how stakeholders influence marketing strategy and marketing decisions that companies should take in the marketing process. Concluding all information that I have in my work I want to mention that marketing strategy is formed by a lot of parts, despite that the base of it in first stage is making researches and being informed about everything starting from the import regulations and country regulations finishing with anything that may affect the company like culture values which are also very vital for any firm because violating a country culture may lead to very high expenses and shame situations. Every marketeer should now the impact of the external stakeholders on their company so they will now how to make the right decision. 

Making a customer value is hard process and important because if consumers will not have value they don’t have a reason to get money out of their pocket, if you want like a marketeer to make your company successful and have a lot of sales you should now how to build customer value. In my work I have presented some strategies that will help to understand customers’ needs and build customers value like 4Ps.  A way of achieving a good understanding of customers in relation with this framework is using 4As. Each stage of this strategy is equal important and can affect buyers decision. Different targeted customers cave different values and having an understanding of your target consumers through  STP marketeers can segment the market in the way that will benefit them and the process of engaging target buyers with their product and brand.
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