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VALUES FOR CUSTOMERS AND STAKEHOLDERS ENGAGEMENT


1. [bookmark: _Toc70611781][bookmark: _GoBack]INTRODUCTION
The marketing team plays an important role within an organisation by creating leads for the company. Only by generating new leads and expanding its market base would the company be able to succeed. Every business is dependent on its customers, so it develops strategies to ensure that customers become an integral part of the company and remain loyal to it. In this report it will be discussed why is it important for a company to create value for their customers. In order to create values for customers companies should do market researches, differentiate from the competitors, build long-term relationships with the consumers and gain loyal customers. It is also important for companies to apply the best prices. In this report examples will be taken from Apple, Inc. which is the world’s largest smart electronic device producer. A company has two types of stakeholders, internal and external stakeholders. Stakeholders play a very important role in a company’s success and they also impact the marketing activities of an organization. In the second part of this report, the impact of stakeholders on marketing activities will be discussed briefly. 

2. CREATING VALUES FOR CUSTOMERS

2.2 The necessity of creating values for customers
The marketing team plays an essential role within an organisation by generating leads for the company. A company would only be able to succeed if it generates new leads and increases its market base. Every company depends on its customers and therefore, develop strategies so that customers become an integral part of the company and stay loyal to it. Marketing can also be defined as a role to fulfil the desires and needs of customers (Deepak and Jeyakumar, 2019). There are companies that break this rule and create certain products that customers do not need. In such cases, if a customer finds that the product is invaluable, they may not return to the company and purchase something the next time. 
The marketing team must create value for the customers as it is necessary to build a company's profitability as well as the relationship with the consumers. There are various roles that the marketing department of a company place to develop a value for their customers such as understanding the needs and wants of their consumers, developing a marketing strategy to gain the trust of the customers, conduct a marketing program that delivers superior value to the customers and building relationship with their customers through loyalty programs and many other programmes as well. 
2.3. Ways of creating values for customers
2.3.1. Market research
In order to create value for the customers, the first thing that the marketing department must do is to do thorough research of the market. The research will help the team understand the various needs and desires of a large customer base. It is also essential to look for a need or want that can be profitable for the company (Verhoef et al., 2016). Marketing teams can carry out market researches through conducting surveys, understanding new trends or creating polls on social media. 
Since the digital era began it has become easier for the marketing team to conduct market research. Nowadays, most people have access to smart phones or any other digital electronic device and it helps marketing teams to get amazing research results. Researches help the marketing team to understand how they will be able to minimise the troubles faced by humans in their daily activities. Not only the marketing department of companies but many other organizations and individuals looking for loopholes to create life easier for humans such as innovators, technicians, engineers as well as scientists. Price is a matter of consideration, which should not be neglected by the marketing team of any company. In order to create values for customers, it is essential to fulfilling the needs for a reasonable price.
2.3.2. Customer-driven marketing strategies
Customer-driven marketing strategy helps to create value for customers. A marketing strategy can be defined as a layout that can help the company achieve its corporate objectives, which is mostly earning substantial revenue by selling products in the market (Akman et al., 2019). For example, Apple is a smartphone company but is not limited to developing smartphones. The company produces many types of other electronic devices such as laptops, television, smart-watches, tablets, earphones, speakers and many more. The company also has its software which is pre-installed on all their devices.
There are many other smartphone companies in the market and therefore a marketing strategy is necessary for Apple to compete with the organisations in the electronic industry. Some of the companies that Apple will have to compete against are Samsung, Nokia, Huawei and many others. If the marketing strategy of Apple is better than the other electronic companies, it will have a competitive edge in the market and therefore, generate more profits than the others. The company will also be able to gather a lot of market share for itself and will therefore, focus upon retaining them. While developing the marketing strategy the team must focus upon building values for their customers. This can be done by making them understand why they should opt for Apple products. Therefore, the marketing team can include the benefits of new companies in the marketing strategy. As a result, companies should provide details about the differences in their products and the ones provided by their computers, it is essential because it creates better value for the customers through capitalising on distinctive strengths.
2.3.3. Creating marketing programmes
To be able to create value for customers companies should construct a marketing program. A marketing program can be referred to as the initiatives that the company takes to promote their products. In order to promote products and services effectively, companies can make use of the 4P marketing mix technique. In this technique, there are four different Ps that the company addresses to understand their deficiencies as well as the customers. The four Ps include product, price, place, and promotion. Based on the research evidence generated the company can take the necessary steps to create a marketing program. A company can either start a digital or physical marketing program that mainly focuses on promoting its products. Since the use of digital products and the internet has increased in the past several years it is better to focus upon a digital marketing program. For example, Apple usually promotes their products through digital platforms such as YouTube, Facebook, Instagram, Twitter, and their website. While creating these advertisements it is essential to consider the qualities of the product, creating enchanting content or visual effects, using music as well as search engine optimisation.
2.3.4. Relationship care – Loyalty programmes
Lastly, to create values for the customers a company should develop a good relationship with them. There are various ways to create a healthy relationship with their customers. One of how a company can develop a healthy relationship with the customers is to create loyalty programs. Loyalty programs are certain ways in which company can retain their customers (Del Vecchio et al.2018). This programme is usually made for those who buy most of their products or services from a particular company. In order to retain such customers companies, provide continuous benefits for them such as additional discounts on loyalty points on every purchase. These loyalty points can be used by the customers in the way they want. Customers could either use loyalty points for the smallest products every time or they could collect them and make payment for heavy-duty material. This can be also considered as an investment where the company is neglecting additional profits just to make their customers happy and retain them. In this way, the company is creating value by investing in its customers.
2.3.5. Best price
Another way to create value is to create a winning price. Most of the customer base of any company cares about the price. A very expensive material can restrict the number of buyers for a company and therefore reduce the value for its customers. In order to develop value, the company must make sure that they provide the best price in the market for a similar type of product. The product can also contain additional features which people would love to have. 
In order to create value, the company should have enough funds so that it can lay off on its profits, therefore every company in the world can't develop a massive value for the customers. Top must-have enough funds to make certain advancements and changes so that it can attract and retain customers. For example, Apple is one of the largest electronic device manufacturers in the world. One of the strategies that the company uses to create value for the customers is to provide refurbished mobile phones. The concept of providing refurbished mobile phones is to reduce environmental waste by using the defective parts from old mobile phones. A customer can therefore walk into an Apple store and get a reasonable price for selling their phone so that the company can refurbish it (apple.com, 2021). Customers can even sell their phones to the company to get a cheaper price for the newer version of iPhones, tablets, or other company accessories. As a result, the company can attract a lot of customers as well as retain their existing customers.
3. STAKEHOLDER ENGAGEMENT
Every company has stakeholders, which are an important part of the organisation. There are two types of stakeholders that every company has and these are internal and external stakeholders. Internal stakeholders refer to the people working inside the company such as the owners, employees, and managers. The external stakeholders of a company are the suppliers, society, government, creditors, shareholders, and customers (Chattell, 2016). The stakeholders are very important for the operation of an organisation and it is essential to maintain a healthy relationship with the stakeholders. This is because the stakeholders determine the success of the company. All the stakeholders have an impact on the marketing initiatives of the company. The relationship with stakeholders influences customer buying habits. In order to understand how these stakeholders, impact the marketing initiatives every stakeholder must be assessed individually, which is done below.
3.1. Internal stakeholders
Owners: The owners of the company are always trying to make the company successful in various ways. Since marketing initiatives help companies gain more customers, owners have a say in it. Even though owners are not the very best in developing marketing content however they have an overall knowledge of the industry and can provide important information to the marketing team of the company. Owners are also trying to make their company a better place for employees, therefore, want to create job security (Cardwell et al., 2017). Such initiatives can help the company attract valuable employees. Such employees could take the company to new success with their efforts and knowledge. Therefore, owners would like the marketing team to create advertisements that show that the company cares about their employees' Job security as well as career growth.
Managers: Managers also play a very important role when it comes to the marketing activities of a company. Every company has managers at different levels who are responsible for improving a company's profitability as well as productivity. The managers oversee the team and must bring results of mobile data to the owners of the company. In the case of the marketing team, the marketing manager must make sure hi the marketing activities devised by the experts are bringing positive results. The marketing manager must analyse all the activities such as social media marketing, search engine optimisation, conventional advertisement locations, cost, and many other things. If the marketing manager thinks that a campaign or a plan is not good enough, he or she can ask their subordinates to develop a more productive theory (Marques et al., 2019).
Employees: Employees are the ones who are working on the front lines for the company. They are the ones who do the actual work such as creating marketing content, developing posters, search engine optimisation and many other activities. The marketing activities of employees have an impact on their portfolio and therefore it encourages them to work harder and better. Employees are always trying to improve themselves so that they can get a better opportunity with experience. An employee may even get promoted for their work efforts in a company (Erhardt et al., 2019). The marketing efforts of an employee also depends on their pay levels and working conditions. If a manager or owner is providing a reasonable salary to their employees, they will be expecting a better result, which is to gain more and more leads from the market.
3.2.  External stakeholders
Suppliers: Suppliers are an essential part of the company. They are the ones who supplied raw materials So that a company can convert them and develop them into finance products based according to the needs and desires of customers. As a result, suppliers also play an important part in the marketing activities of the company. There are various raw materials manufacturers across the whole world. Without any raw material, a company cannot develop end products. It is also essential that the company gets raw materials at low rates (Hiswåls et al., 2020). This is because it can increase a company’s product margins which in turn adds to increased profitability. Therefore to get suppliers the marketing team must create advertisements that allow raw material manufacturers to reach a company. If the company and the raw material provider comes to a deal both parties are benefited from it. The marketing team can attract effective suppliers by Promoting values and benefits provided by the company.
Society: The Society is one of the most important stakeholders of the company. A company can only exist if it is approved by society. Therefore, several companies are always striving to help society in some way. Many people in society are affected by diseases, poverty, or hunger. Large companies who make substantial profits could use some of their money to help these people. It makes sense to the public when a company supports such communities of the society. This is because many companies generate ridiculous amounts of revenues. Helping society also improves a company's brand image. It is therefore the job of a marketing team to make the people aware of the company's efforts to help society (Damanpour et al., 2018). and availing commercial can gain employee interest as well as value and generate leads for the company. For example, a better way of marketing CSR activities is through empowering people to buy the company’s products by letting the customers know that they would be saving a person’s life by buying their products.
Government: Government is also an important external stakeholder of a company. The government body of a country is responsible for monitoring the activities of a company by conducting regular reviews by sending their experts. It is important to meet the government's policies for the smooth operation of a company. There are various policies that a company must meet such as data protection policy, quality, Cleanliness and so on. There are certain measures to which a company must comply with these policies and a developed by the government for the protection of their citizens. The marketing team can use this as a strategy to promote their products and services. If a company is following all the governmental rules and regulations, it will make people assure that the company’s products are safe to use thereby increasing a company’s overall sales. An appealing advertisement that highlights all the policies that the company follows for the protection of their customers is an integral part of marketing activities.
Shareholders: The shareholders of the company are also an important part as they help the company generate revenue by supporting them financially. There are two types of shareholders, the ones who are board members acquire large shares where are retail investors own a small number of shares. A company requires shares holders when they want to expand their operations but cannot get enough funds for it. In order to generate funds, the marketing team must show that the company can achieve greatness (Derakhshan et al., 2019). The marketing team can gain the trust of individual investors by showing the company's previous records, achievements, and future projects. The marketing team must reach as many people as they can and therefore should Develop content on various platforms such as blogs, social media, company website, magazines as well as make use of newspapers and channels.
Customers: Customers are the most important stakeholders of the company as they determine the company's success. The company must always strive to provide the best value to their customers. It is important because customers expect good products from a company to fulfil their needs and demands. In order to provide value for their customers, the marketing team plays an important role. In order to retain as well as attract customers, it is essential to make the customers believe in the company and the quality of the products and services. Various other reasons can impact the marketing initiatives such as customer reviews. The marketing team must allow their customers to leave reviews for them. Companies may think that critics damage the image of the companies’ brand, however, bad reviews give the company a chance to improve its product or service. On the contrary, a good review can help a company in many ways such as attracting customers and investors.
4. [bookmark: _Toc70611783]CONCLUSION
It can be concluded from this report that the marketing team and the marketing strategies play a very important role of creating values for the customers. They do not only work alone but must coordinate with other organisational departments and stakeholders to improve profitability and develop strategies for creating values for the consumers. Companies must follow steps that have been mentioned in this essay that are understanding the needs and desires of customers, do researches, differentiate from competitors, develop market strategies, and deliver superior value through certain developments. It can also be concluded that the stakeholders of a company can have an impact on the marketing activities. The most important external stakeholders are the customers as they are the ones that determine a company’s success.
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