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[bookmark: _Toc49857327]Marketing – Definition
Marketing has a great role in the uplifting of the business in the present corporate sector, the major responsibility of it is to take care of the communication regarding the products to the people so that they become aware and start buying. The marketing function has been of greater value because it not just attracts customers but also retain them. The three main features of marketing are identification, satisfaction, and retention of customers (Andersen et al., 2020).
Marketing has certain objectives that are required to be fulfilled through which the firm can obtain the goals and provide value to the people through the exchange process, have a look at the details below:
The customer (or buyer): Is the one to whom the services are being provided and are considered the most important stakeholder.
The product: The service that is being offered in the market for purchase (Poleschuk, 2019)
The provider (or seller): The party that is providing the services.
The transaction: Exchange of money in return of the services is known as a transaction.
[bookmark: _Toc49857328]Customer value: 
This is something that every business must take care of to ensure that all the buyers are being provided with the best services and getting particularly what they are paying for, which is the quality of the product. Marketing also terms this as the customer value proposition (CVP). This will enable the company to retain customers until the very end. This will give the company a cutthroat edge and they will become a good player in the corporate sector (Andersen et al., 2020)
Making the best products that will provide the customers with great value that will make the customer remain adhered to the services of the firm. This is good for long-term profitability. But this is not easy as there is a great amount of research required so that the firm can give the desired outcomes to the customers and guarantee that the amount that they are paying will be justified through the use of the product (Thamrin et al., 2020).
The value proposition has been termed as an important aspect in business by the experts so that the business can perform well and get into the good books of the customers. A firm must take care of the requisites of the customers but going ahead with great value products is something great and the business reaps the benefits through this act.
[bookmark: _Toc49857329]Example of Customer Value Proposition (CVP):
Companies across the globe have been looking forward to making a customer value proposition. So that they can capture the attention of the buyers and provide them great value for money. For instance, BMW has been manufacturing high-end cars to give a cutthroat competition to rivals. But as many companies are also offering such products, they thought to introduce something unique. For this reason, they started to not charge a single penny during the 4 years after a car has been bought or until it has been driven for 50,000 miles. Because of this reason they have got a competitive edge as no other company offers such a kind of service.   
Marketing generally is understood as something used for satisfying customers. But experts believe that marketing is not just the satisfaction of customers but there is more to it. A company wants to earn profits, and this is not a one-time case. Therefore, through marketing, the company makes sure that the customers are satisfied (Andersen et al., 2020)
Marketing processes include creating value for the buyers so that the firm can turn out to be profitable and gain a great position in the market. Have a look at certain attributes in the following lines:
· Research about the requisites of the buyer. 
· Designing offers that will attract a great market 
· Propose ideas that will make the offering more appealing 
· Build relations with distribution channels and suppliers so that the firm does not face issues 
· Guarantee that the company will make a CVP.
A business must understand the marketplace at which they are going to offer the products. This will enable them to understand the nature of the people and what are their needs. Thus, giving the firm the ability to perform as per the wishes of the buyers and follow the trends as well. Many things are important for the market and the market research holds great importance so that the company gets aware of all the details that are required (Andersen et al., 2020)
For instance, in the early days, mobile phones used to be different as compared to the ones today. But as time passed things changed and technology took over. This made the companies to adopt advancements through technical assistance. Thus, creating QWERTY mobiles and after that android and iOS devices were introduced. Now there are very few people that use the older models. It has become the need of the world to use smartphones because certain applications are used and have become a necessity. This is how the trends change and things take place in the corporate sector (Thamrin et al., 2020).
Marketing for a company must be solely buyer concentric. Because the company wants to sell the products and acquire the attraction of the target audience. Experts have shown that marketing is not a short-term program, but it is managed to be a long-term plan that not only educates but also lets the customers retained with the company (Andersen et al., 2020). Previously many mobile manufacturers had excellence in manufacturing a model. But now the scenario has changed, and the trends are now different. Now the mobile manufacturers that have the best smartphone technology have taken over the market. The current market leaders are Samsung and Apple, they are cutthroat competitors of each other. Experts believe as the trends keep on changing the newer technological advancements will lead to the diversion of peoples’ attention (Thamrin et al., 2020)
For businesses, it is important to construct a marketing program through which they can use the marketing mix and make sure that the proper services are being provided to the customers.
4Ps are generally extended to 7Ps when a detailed approach is taking place. Thus, it is very imperative to know what they comprise of. The 4Ps generally comprise of the product, price, placement (distribution), and promotion while the extended version has three other factors attached to it that are the people, process, and physical evidence. In many situations, there are some factors like the costs, customers, and competitors also being considered while marketing is being conducted. Also, it is important to target the right population so that the company gains more profits.
[bookmark: _Toc49857330]Marketing Creates Value for Customers
Experts that have a good background in the field of marketing and have been an alumnus of a reputed institution believe that organizations should look forward to attracting and retain buyers. This will make them work for the long-term as well. This is the real importance of marketing and this allows giants to effectively work through utilizing the connections and making new ones (Thamrin et al., 2020)
Therefore, it is fair to say that marketing must first identify the customers, take care of their needs to make them satisfied, and then work on retaining them for the long run.
A firm cannot just develop a new product and launch that into the market and think that people will buy it instantly (Thamrin et al., 2020). This is not the case. The businesses that are looking forward to identifying what is needed by the people of a place, and then design new products accordingly.
With new offerings, the firm not just wants profits, but it also looks forward to making the customers happy and content with what they have to offer to the people. This is something very considerate of the business (Abamu, 2019). Happy customers have a greater chance to be retained. Thus, it can be said that customer retention is important for a business.
Effective Marketing has many roles that should be imparted properly so that it can perform to the expectations and satisfy the consumers too (Abamu, 2019)


[bookmark: _Toc49857331]Marketing and Customer Relationships
Marketing is an important function for any business therefore the main objective of it is to attract people to buy the products of the firm so that the company earns great profits.
The satisfaction of the customers does not end with the buying of the product. But the firm should provide the customers with a good after-sales service so that the issues that they have are addressed and they do not face any problem (Chauhan et al., 2020).
In the current market situation, the students of marketing are taught how to satisfy and retain the customers to gain long-term benefits (Chauhan et al., 2020). Making marketing plans does not only means that marketers strategize out the ways to attract but they have to keep in mind the ideas and the views through which they could make a loyal customer family that will choose the company every time they want a service.
Maximizing Customer Lifetime Value
The most important stakeholders for a company are its customers therefore, they should be valued and entertained in a relevant manner (Chauhan et al., 2020). Customer lifetime value shows how much profits have they generated for the company throughout the time they have been with the firm. The consumers that are with the brand for a long time are loyal and have a great customer lifetime value. 
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Stakeholder engagement at the business is especially important and they have a great role to impart for the company. Communication plays a great role as all the stakeholders must be communicated about the changes that are made in the company (Hidayatullah et al., 2019). Any new changes that are going to be applied or anything that has been amended should be conveyed positively to all the stakeholders. Apart from this if the stakeholders want to give their inputs regarding the changes they should be considered, and the strategic planning should be done by taking the ideas from the stakeholders.
There is a great importance of stakeholders at an organization because they have a great role in the company. They take part in planning and strategizing all the things and they should be recognized for all their services that they are providing for the benefit of the firm (Chauhan et al., 2020)
Stakeholder engagement is a way through which the company engages necessary stakeholders to make a good achievement in the longer run. Therefore, it is important to consider the ideas and imports of all the stakeholders because without them the company is nothing. All these things are reported to the higher management and it also is aware of the importance of stakeholders in a corporate firm (Hidayatullah et al., 2019).
Things must be effectively managed and entertaining the ideas of stakeholders has been discussed earlier as well and it has great importance for the development of the company. All the important people of the organization must be agreeing to one idea and are not at loggerheads as it will make a negative environment and impact the success of the company. Therefore, all the objectives should be gained through the mutual consent of ideas (Chauhan et al., 2020)
There are various business functions in a corporate organization that must be carried out to make the firm a corporate success. Communication plays an important role because it is something that makes a bridge between people (Chauhan et al., 2020). Marketing is very detailed in general it is considered to just communicate about a product to the people so that they can get attracted towards it but in detail, it is something that satisfies the people and identifies the needs so that the company can gain the trust of the consumers and make a great name in the market. 
Often should guarantee that all the stakeholders are participating in each operation that takes place because the engagement of all the people is necessary for the brilliance of the company. The ones who are not motivated to work should be encouraged so that they can overcome the fairs and work for the betterment of the company and make sure their participation in every aspect of the business (Perreault et al., 2019).
Experts believe that stakeholders are an important part of the company and therefore how they should take part in each activity that is conducted by the company. For this, the managers play their role to bring all the people in the same chapter so that there are no issues, and everybody is participating in the betterment of the operations of the corporate business. When a company is providing its services in the market it just not only sees the profits but the adherence of the customers as well. Therefore, a company must identify what the people require so that they can be provided all those things accordingly (Perreault et al., 2019)
Through the involvement of all the stakeholder’s experts believe that the company will gain immense popularity and success in the corporate sector and this will be for a longer period (Perreault et al., 2019)
The most important people are the stakeholders of a company that are the customers and the employees of the company. Both are particularly important for the success of the company. Employees in terms of providing all the operations smoothly, and customers buying the products of the company and generating revenues (Perreault et al., 2019)
Stakeholder engagement in marketing is extremely important than it has been related to many other operations as well that are being discussed below. 
Stakeholder Mapping via Marketing
Marketers use different strategies to make plans for the future of the firm and the people need to know that there are different kinds of marketing techniques (Charleswort, 2020). The stakeholders are divided into subgroups and these are as follows the internal, connected, and external. 
[bookmark: _Toc46181975][bookmark: _Toc46183308]Internal Stakeholders
Internal stakeholders of the company include the higher authorities, employees, directors, executives, and the management people (McCabe and Weaver, 2019).
As far as the case of connected stakeholders is concerned, they are also termed as primary stakeholders and they are usually the ones who have bought the shares of the company, the general consumers, and the distribution people (Charleswort, 2020).
[bookmark: _Toc46181976][bookmark: _Toc46183309]External Stakeholders
Talking about the external stakeholders that are also termed as secondary stakeholders are the administrative authorities, the journalists, and other societies that exist in a community (Charleswort, 2020).
There is a great importance of grouping stockholders so that they can be entertained accordingly. A company must do this to make sure that no stakeholder of it is being left behind. Some stakeholders may belong to more than one group like the customers that are also connected stakeholders and the external stakeholders. The environment in which the company is operating has an impact on its operation and vice versa (McCabe and Weaver, 2019).
As the company has been able to identify the important stakeholders it can take care of them and make sure that they are being entertained suitably and are not left out. Certain methods are used to manage the stakeholders that will be discussed ahead (Charleswort, 2020).
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