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[bookmark: _Toc39761224]Introduction
[bookmark: _Hlk39641283]Marketing is the process with the help of which a firm can understand and satisfy its customers. It also helps to develop and maintain a good relation with them. The correct implementation of marketing techniques can help a firm to create a good image of itself in the competitive market. It even helps to increase sales and revenue of a firm. Therefore, the study is to understand the impact of marketing on the Costco.
Costco or Costco Wholesale is global retail firm of USA, which performs in more than 7 countries of the world. In the year 1976, James Sinegal and Jeffrey Broatman formed the firm. The headquarters is in Issaquah Washington of US. The numbers of employees work in the firm are 254,000 (costco.com, 2020).
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Processes and stages of marketing including the role of marketing mix 
As stated by Kotler et al. (2019), Marketing plays an important role in the better growth, development and performance of a firm in the present competitive business world. In strategic marketing analysis, the focus of a firm to identify, analyse and reach the target customers along with the present ones. The aim is to develop and increase profit, revenue, sales and share by providing good quality products and services to the customers. A firm also selects its customers depending on various segmentations such as behaviour, demographic, psychographic and so on. The firm Costco has customers of different age, gender, income and status. It sells different types of products and services to different segments of customers in various price ranges.
As per Keegan (2017), the marketing mix is an important strategic tool with the help of which a firm is able to promote its goods and services in front of the customers. They are product, price, place, promotion, physical evidence, process and people. In product or product development stage, a firm gives information about different types of products or services to the customers. Various aspects such as production, finance, public relations, research and development helps to develop a good product and service. The Costco sells various types of goods, services by using good packaging. Better packaging along with proper branding can help in the better growth of a firm. In pricing stage, pricing strategy can help a firm to compete nicely in the present market scenario. The correct pricing technique can help in the better performance of a firm in the market.
As claimed by Armstrong et al. (2018), in place strategy, a firm uses different types of distribution channels such as supermarkets, wholesalers, retailers, online and offline stores to deliver the products to the customers in time. Costco use online stores to sell its products. In promotional stage, various types of promotional and advertising techniques such as television, print, social and digital platform helps to increase its value and equity in front of the customers. In process stage, different types of modern technologies can help a firm Costco to gain good success and growth in the business world. In people, good and talented employees can help in the better performance of a firm. Costco has good employees to perform their responsibilities nicely. In physical evidence stage, both the offline and online techniques can help in better performance.
As explained by Mullakhmetov et al. (2016), in market implementation technique, a firm develops and implements different strategies and tactics to gain success by accomplishing targets and goals nicely. The firm Costco uses various types of techniques to accomplish the goals. It uses innovative and creative ideas to express resulting in better results. In marketing control technique, various types of methods such as efficiency, strategic, profitable and finance plans can help a firm to analyse and evaluate the impact of various ideas on the accomplishment of targets. In Costco, different evaluation techniques help in the improving and increasing the performance and productivity within a specific time. The strength of various marketing process is that a firm is able to accomplish its various goals and targets by implementing successful tactics and strategies. However, the weakness is that if the firm is not able to use them properly then it will be difficult to perform well in the competing market.
As claimed by Grzegorczyk (2017), the four important stages of marketing help a firm to concentrate on various activities effectively. In production orientation, the focus of a firm is to increase production by controlling and reducing costs and revenue. It even helps a firm to increase profits and sales by decreasing costs. The firm Costco do not manufacture much goods and services but allows selling various types of products to the customers. In product orientation, the aim is to develop, improve, control and maintain quality of the products and services. It increases profit by minimising costs. The firm uses better techniques and policies to maintain better quality of goods. In sales orientation, a firm is able to increase stocks by using aggressive sales promotion tactics. It increases sales volume, which help the firm Costco to develop a good position in the market. 
In marketing orientation, the aim is to understand and produce products by understanding the needs of the customers. Various techniques help the firm to satisfy the customers nicely by accomplishing their desires and preferences successfully. The strength is that it is easier to handle and fulfil various activities efficiently depending on the customer needs. However, sometimes it is difficult to accumulate various works together leading to better performance and productivity.
The role of marketing in creating value for customers 
According to Vassileva (2017), marketing tactics and strategies not only help in the betterment of a firm but also of the customers as a whole. The need and importance of marketing are first, it helps to exchange, transfer and then sell products and services. Second, marketing even helps in improving and increasing the living standards of the customers. Third, it creates, maintains and increases the job opportunities leading to the betterment of the society. Fourth, it helps to increase revenue, sales and profit of a firm such as Costco. Fifth, the correct implementation of various skills and ideas can help in increasing the performance and productivity of a firm. Finally, it even helps to improve and increase the economy of the country.
As stated by Payne et al. (2017), the customers play an important role in the better productivity, success and performance of a firm. They make decisions depending on their needs, desires and preferences that can help in increasing better position and image in the competitive business market. The perspective of consumers is important and beneficial for a firm as they not only analyse and purchase a product or service but also has the power to motivate other customers. They use various ideas such as feedback, review, word-to-word (WOW) communication and so on helping a firm to reach and retain more customers leading to successful accomplishment of tasks. The increase in customer satisfaction level also helps in the overall growth of a firm by helping in increasing sales, revenue, profit, share and performance in the market while minimising costs and expenses. 
As per Wu and Li (2018), good product or service plays an important role in creating and improving customer perspective. It is because clear and correct information can influence the decision-making process of a customer. If happy, then they will buy leading to increasing loyalty for the firm Costco. If not, they can shift to other brands leading to bad performance. A good pricing strategy also helps to increase customer value for a brand, as they want better products in reasonable amount. An opportunity to buy better products within budget increases the trust and loyalty of a customer on the brand. The availability of products in many places can increase customer value, as it is easier to satisfy their needs and desires. The customer can buy products and services from online and offline stores while showing their loyalty to the brand resulting in better performance for a firm. 
As explained by Camilleri (2017), the behaviour, needs and preferences of the customers are changing at a faster rate so it is essential to use better techniques to reach and convey messages to the customers. The correct use of social media tools along with traditional tools helps a customer to understand the brand more nicely. It is easier to reach customers of different age groups in less time helping the firm Costco to express itself nicely to the customers. The increase in customer value, loyalty and support is good making it easier to achieve targets. Good customer or employee support from also increases the customer satisfaction, as they understand that they are valuable for the brand. It is possible as by better training and development employees are not only able to satisfy the customer needs but are able to develop better quality products and services in less price. Therefore, the strength of customer value is that a firm is able to increase the value, position and equity of a brand in the competitive market. However, the weakness is that in spite of using various techniques if a firm fails to satisfy the customers then it is difficult to gain good success and sustainability.
Stakeholder’s engagement and their impact on the marketing activities of an organisation 
As per Bellucci and Manetti (2018), stakeholder’s engagement plays an important role in the better performance, success and growth of a firm in the competitive business world. It helps a firm to interact and understand its stakeholders nicely. There are various types of stakeholders.  They motivate a firm to give their best in different aspects of the competitive market. They are higher officials and the managers’ employees, suppliers, customers and the government. The higher officials and the managers analyse and implement new policies for better performance in the competing market. The employers use their best skills and ideas to complete various activities successfully. The suppliers follow the policies of a firm and provide better quality raw materials. The customers are the most important stakeholders who help a firm to develop, maintain and improve its picture and place in the market by competing efficiently with other competitors. The government is also a stakeholder as it evaluates and monitors the overall performance of a firm in the market. 
COSTCO has various stakeholders. They are employers, suppliers, investors, customers and the society or community. The employers are the most stakeholders who give their best to complete the targets successfully. They get better training, feedback and opportunities to perform well. The suppliers provide better quality products to the firm. The better satisfaction level motivates the customers to support and be loyal with the firm. It is beneficial as the firm is able to perform nicely. The investors invest money and time for the better functioning of the firm and guides to use better innovative techniques. It even works for the benefit of the society by following rules and regulations of the government. The correct implementation of engaging stakeholders helps the firm to accomplish various activities nicely (costco.com, 2020).
As stated by Barrett et al. (2016), the stakeholder’s engagement process helps a firm to develop a good strategic or marketing plan making it easier to perform nicely and efficiently in the competitive market. It is possible as the stakeholders not only accept and support different decisions and plans of a firm but also express their opinions and ideas leading to better fulfilment of the tasks. They ideas help a firm to plan, develop and execute correct techniques at the correct time so that they can accomplish various goals nicely. The firm COSTCO not only give good importance to the stakeholders but also listens and accepts their views, ideas and needs to perform well. It is also easier to identify and develop better opportunities to increase success and sustainability in the present and the current scenario. 
According to Herremans et al. (2016), there are different benefits of the stakeholder engagement on the firm. They are—it is easier to communicate with them resulting in successful accomplishments of organisational goals. The employees also get opportunity to fulfil personal and professional goals within a specific time. Finally, it motivates to perform various activities nicely. The firm COSTCO is not only successful in maintaining good relationship with the customers but is also able to use various modern techniques such as distribution, supply chain, production nicely. It is successful in increasing the customer satisfaction by delivering products and services in time. Better waste management helps to control product wastage while increasing reusable techniques for different purposes. The correct use of modern tools also helps to control the emission of greenhouse gas resulting in creating better image and place in the market. Therefore, the strength of stakeholder engagement is that the proper engagement of all the stakeholders increases the reputation of the firm. However, the weakness is that it is difficult to listen and fulfil every need of the stakeholders, as they are different from one another leading to increase dissatisfaction and mistrust.


[bookmark: _Toc39761226]Conclusion
Thus, it is clear from the essay that marketing plays an essential role in the better growth of a firm by satisfying various needs of the customers. A firm identifies, develop, follow and implement different processes and stages of marketing depending on need, time and situation leading to better success and performance in the market. The correct use of marketing helps to increase the value of the customers by developing and creating a good relation with a firm. The proper use of stakeholders’ engagement helps a firm such as Costco to perform various activities nicely and gain good success in the present and future market scenario.
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