







MARKETING FUNDAMENTALS
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Introduction
Marketing encloses the tactics and strategies brands are using to promote their services and products to customers. The entire market research for writing advertisements copies falling into the region of marketing. There are several marketing fundamentals in the era of globalization such as creating value to the consumers and engagement with the stakeholders. There are some probable ideas about identifying targeted consumers and their interest in the products of a company. The concept of societal marketing has been discussed in this essay with key details. The advantages of marketing to customers have been illustrated in this essay. Business is dependent on several fundamental components such as price, product, place, and promotion, or marketing. Ansoff's matrix of marketing has been described in this essay with key details. The diversification and the risky factors of it have been illustrated with the strategy of market penetration. The role of stakeholders and their significance in an organization has been discussed in this essay. Dove Company has been chosen in this essay as an example. Dove Company is a renowned brand of personal care. It provides various products like Soap, deodorant, body wash and other skin care products.
Role of Marketing to Create Value for Customer 
Marketing is the system to get proper services or products or ideas to the exact people at an exact place in time at an attainable price by using proper promotional methods and by utilizing exact people for providing consumer service regarding that ideas, goods, or services. The concept has been referred to as the exact principal and the all marketing strategy basis. It can be referred to in this essay the findings of marketing the overlays of wants and needs. After that, to provide services and goods for meetings expanded anticipation of the buyers. Creating exchanges is about marketing. The exchange has taken place when both of the parties are providing something valuable to each other to ensure satisfactory and respective requirements or desires. A typical exchange is dependent on the customers' spent money on any goods or services. There is a natural misconception between so many people that they used to think marketing and sales are the same concepts. Dove is running their business in most of the countries in the world and the marketing concept of this company that they have focused on is that they will provide good quality products at a mild cost (Mishra and Modi, 2016). Marketing is the most significant vehicle to create value for customers.

The consumers are getting most of the advantages of marketing of business organizations. Marketing is liable to communicate with consumers about services and products and to explain about the offers and its high requirement for its usefulness. The liability of marketing is also to listen to the consumers and to communicate back to the provider. This is the way to satisfy consumer requirements and chances for development. Marketing is deriving the economy of a customer by promoting services and goods. There is a major target of marketing that is targeting the customers for turning into them to become buyers. Higher sales of an organization are dependent on the successful marketing strategies of the employees. The marketing of the companies is keeping customers by providing current information and knowledge about any service or product. Marketing used to offer consumers quick service and convenience. Marketing helps to build a transparent and trustworthy relationship between a company and its consumers. The marketing used to provide 24*7 service which is a crucial helpful part to the consumers. For creating personalized experience marketing is the most significant component. Marketing used to provide a huge audience asnd option which is the most helpful component for an organization. The marketing concept has been formulated to provide knowledge and guidelines about the offered services and products of a company (Kyriakopoulos, Hughes and Hughes, 2016). The economic benefits are also crucial for consumers by marketing. As the market is expanding Dove Company has massive scope of strengthening its position. Dove has provided various employment facilities to various workers. As Dove has expanded in global market, there is need of huge number of workers. An advance technology and efficient workers has strengthened the economic condition of the company. Through this both employees and consumers standard of life has been enhanced. Dove, by providing various skin care products satisfy needs of consumers. Dove Company makes it sure that its reliable customers get efficient quality of personal care products. This makes the company to get more customer engagement and earn massive revenue in this global market.

Banding is a marketing practice in the context of an organization creating a symbol or design or name which is easily identifiable as correlated to the organization. Several areas are easily recognizable to become a brand logo, reputation, promotional merchandise, consumer service, and advertisement.  A company should organize its business as per the commitment to after-sales service. The employees of that company should communicate with their clients by keeping the promises. The consistency of keeping promises can turn an organization into a brand. The brand value used to provide several advantages to gain a more consumer base. Consumer value is the bond of advantages for the consumer to the wrinkle requirements for achieving those advantages. The determination of the customers of the value of two companies sacrifices and the advantages. The creation of consumer value is a hard business method of several successful companies. The value of the consumer has been denied in the trust of that cost is not the crucial factor. A business company used to focus on the production cost and consumer price can be adjusted as per these were giving a differentiated commodity through price only. These are the several ways that the brands are creating value for the customers. Brand values are the most significant factor to gain a huge customer base and the customer's mentality used to trust the brands as usual. The brand used to save the time of decision making to purchase any product (Mu, 2017). There is an ensured safety factor for buying any product from a branded company. Dove Company focuses on providing safety products. As the firm deal with skin care product Dove, follows the ethical policy. The firm attempts to better quality of skin care products to avoid any kind of skin damage. Through branding Dove expresses who they are. Taking help of various social and electronic platforms it reaches to customers. Dove Company by cost effective method and better quality provides peaceful mind to customer. Getting satisfied with the products customers’ peace of mind is provided. This makes the company to save time in case of taking any influential decision. This adds value to customers as it educts the people about the product and manage consumer’s expectation.

Ansoff's matrix is a tool like a market or product tract grid. The steps of this matrix have been described by the following.
Market Penetration: The market penetration strategy has been formulated with the product strategy of an organization into the market. A company used to focus on the development of its market share with an effective market penetration strategy. Some ways to move with a market penetration strategy like a company used to reduce its price of products to attract more new consumers. The companies used to give more effort to the increment of distribution and promotion. Acquiring a rival company in the same place as the market is a crucial strategy of market penetration. Dove Company has made planning of market expansion by introducing more personal care products.   
Product Development: Introducing the product development strategy an organization used to manufacture new goods or products or services to cater to the current market. A company used to develop its research and development section for developing newly developed products or services. Acquiring the products of the rival company and uniting structures for the betterment of that product for meeting the requirements of the current market (Khajezadeh et al., 2019). The formation of a strategic partnership with the other companies for gaining access to all partner's brands or distribution channels. Dove has developed its product with the usage of advance technology and innovation.
Market Development: The market development strategy a company used to enter into the new market with its current products or services. In this strategy, spreading within a new market means the company is spreading its business into a new geographic region, and consumer segment. A company should cater to its services or products to the new different segment of consumers. The regional expansion to enter within a new domestic market and entering into the new foreign market are different. Not only in UK but Dove has expanded in global market like USA and India. The company has invested billions for market development.
Diversification: The diversification strategy is like an organization is entering into new market segments with its new services or products. This strategy can be risky certainly because the products or services should be developed. The risk can be mitigated through regarded diversification somehow. The related diversification is about overlays synergies' understanding between the market or product and current business. The unrelated diversification is about there is no overlays synergy understanding between new market or product and current business. Dove wants to take place in the emerging market for more market share. Innovative promotional activities is also planned to get more customer response. In Bangladesh, the company is planning to take hold of the market.

Making relationships is another marketing strategy that is paying attention to imitating long-term business relationships with consumers. The organizations used to build relationships with consumers by offering them value and by providing consumer satisfaction. The relationships are building with the consumers once and the tendency of the consumers will be to those products from the same organization. If the price of revival companies is less than the consumers will be in that company by getting incentives and promotional offers. Every customer tends to buy any product or service from that vendor whom they can trust and can feel a kinship with that organization. Dove uses this market relation aspect to satisfy both employees and consumers. A suitable consumer relationship might make the company trust worthy. Regardless of offering from unknown operators cannot change the mind of that consumer if they are determined and have faith in their selected organization (Chi, 2016). These kinds of faith and bonding of the customers can place a company into a larger brand.   
Stakeholder Engagement
The stakeholder is a wing that is having a share in an organization and having that potentiality to affect that business or to be affected for the business. The primary stakeholders of an organization are its suppliers, consumers, employees, investors, and so on. A stakeholder can be a person or a group or company that is impacted by any project outcome. Those people are having a share in the success of that project and it can happen outside or inside of an organization that is funding the project. The stakeholders can put any kind of negative or positive influence on any project (Lavery, 2018). The role of stakeholders is significant for any organization to run it properly and without any stakeholder; there is no sign of any company. The stakeholder used to support a company financially and practically. Investors used to provide financial support to an organization. The employees, consumers, suppliers used to provide impactful practical support to an organization to continue the business (Forsythe et al., 2016). The stakeholders are the owners of a company and the other investors also can be the key stakeholders of an organization. The stakeholders are the main controllers of an organization and they are correlated to the loss and profit of an organization. The employees and suppliers also used to play a crucial role as the stakeholders of an organization due to their significant contribution to run the business of the organization (Goodman and Sanders Thompson, 2017). The most respectable and undoubted key stakeholders of an organization are the customers of that company who are purchasing its goods and services and paying for it. The stakeholders are the backbone of any typical corporation.
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The internal stakeholders are likely to be directly correlated to the inside of the organization with direct relationships such as investors, owners, and employees (García‐Sánchez and Noguera Gámez, 2017). The external stakeholders who are not directly connected to the business of a company. However, their external participation within the business is highly crucial such as suppliers, investors, regulators, and customers. Governance is also an external stakeholder and the most fundamental factor for a business organization. Unilever has been chosen in this project and the most important internal stakeholders of this company, the employees, board of directors, owners of this company. Dove is operating its business worldwide and the 155,000 number of employees are the internal key stakeholders of this company and the global-based customers also. This company mainly produces daily life goods like cream, soap, deodorant, body wash and so on. There is a high rate of requirements for these types of products worldwide. The suppliers and the governments of all regarded states are also the external key stakeholders of this company. Dove company uses social platforms to communicate with their external stakeholders for correcting any obligations, and to respond to the critical comments (Watson et al., 2018). Communication through social media can spread the messages of this company to others also. This communication procedure helps Dove company to develop a genuine relationship with their potential buyers. There are both positive and negative impacts of Dove Company’s stakeholders that affect the market growth of the company.
Conclusion
This essay has been evolved with the several factors of marketing and the definition of marketing also defined in this essay. The societal marketing concept and its advantages have been illustrated in this essay with its usefulness. The way of societal marketing practices of Dove Company has been discussed in this essay. Consumers are getting several offers and benefits from the marketing that has been described in this essay. The value of a branded company and its benefits to the consumers has been illustrated in this essay with key details. The major role of external and internal stakeholders of the Dove Company has been described in this essay.   
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