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[bookmark: _Toc29072527]Introduction
The marketing activities of organizations have always been important for any organization. This is because the companies have to make an effort to generate brand awareness in order to attract customers to buy their products and services. Otherwise they would not be able to sustain in the competitive market. So, marketing operations and use of marketing mix is necessary to understand. There are other important aspects such as stakeholders’ engagement in the business. This essay will demonstrate these factors in details as well as a reflection on the tactical tool that we had used to generate awareness and interests in our project which is to let people know about the various marketing strategies of McDonald’s in the market.


[bookmark: _Toc29072528]Task 1 A

[bookmark: _Toc29072530]Process and stages of marketing
The companies involved in business have to conduct marketing operations for a single purpose which is to ensure its presence among other brands in the market so that customers would know about them and would likely prefer their products over other brands. This is not a simple process and go wrong if management does not know how to plan the marketing strategies. For this reason, it is crucial to maintain the basic process and stages of marketing. Usually, there are several stages that the marketing operations go through in order to be successful in promoting the products or services of a company. Depending on the company and its objectives, the strategy might vary. However, in most cases, the following stages are the most common process of marketing which are the following –
Setting plans for mission, goals and objectives
This is the first step of any marketing operations. No strategies can succeed without a specific goal. And that is why when preparing a marketing strategy, a company has to know what it is trying to achieve and why they want to achieve a particular factor. Companies usually have different mission with their business, but their goals are usually the same which is to reach the top position of the business sector, especially within their particular focus of industry in specific. And based on goals like this, companies set their objectives to make a mapping of how they would achieve their goals in order to fulfil their mission (Alpert et al., 2015). Without knowing what the companies are actually trying to achieve it is impossible to sustain in the competition. So, goal setting is crucial whenever planning to setup marketing strategies, in order to make it easier to track the progress of the company within the competitive business industry. McDonald’s for instance have always been known for their clever marketing approaches which are based on careful analysis of what they want to achieve, and their goals reflect their mission. With careful formation of objectives, McDonald’s have been successfully planned their marketing operations and have quite gained the success compared to other fast food restaurants in the market especially in the market. That is why planning the goals early is important.
Analysing the company position
After setting the goals, it is crucial to look into the current position of the company. Business market is always changing; therefore, the companies are always been moving from one position to another in a target market as customers keep finding new brands that fulfil their expectations. This is the second step that companies go through when planning for marketing strategies. By analysing the current position of the company, marketing team has a clear picture of how they would want to carry out their marketing operations.
Forming the marketing tactics
If the company has stronger position in the market, then it is likely not going to need aggressive approach to marketing operations and they can take innovative approaches should they feel like it. However; if it is the otherwise, where companies might be in a tough competition where brands are always being switched in terms of preferences by the customers in the market, then in this situation marketing teams have to be careful with their strategy based on the company position. For instance; if a company has a target market where there are plenty of similar brands that are trying to grab the attention of the customers, then based on the position of the company in the competitive market, they might have to be aggressive with their marketing approaches with tactics like heavy promotions, discount offers, counter-marketing messages to fight the competitors back etc. (Xie et al., 2015).
Implementing the strategy of marketing
Whichever plan that the companies form based on their current position within the target market, they would have to implement the plans in order to achieve their objectives that revolve around the main goal of the companies. This is where a company can make use of available media or channels to put their marketing processes to actually work in order to gain the attention of their consumers.


Evaluating the plan in order to make changes and continue the strategy
At this point, a company has to continuously evaluate their implemented marketing processes so that any kind of issue within the plan could be identified and fixed as soon as possible so that the marketing operations continue to go along and generate brand awareness in the market.
[bookmark: _Toc29072531]Role of marketing mix
The marketing mix is a theory that consists of several crucial steps to marketing for a company. These components essentially form how a company is going to take its approach of marketing to successfully maintain its operations. Usually there are four steps in the marketing mix for companies that are focused towards development of products that are consumable. The first is the product that specifies the actual product that the company is trying to sell to its customers. Then comes the price which helps company to set their pricing strategy based on the analysis on the current market situations (Cravens et al., 2009). The factor of place comes to importance when the company has to make sure how the customers would reach them and how they are making themselves available to the customers. And then there is the promotion which helps companies to determine their promotional strategies to generate consumer interests. However; in terms of companies that are involved in the service industry, this can expand into a total of seven factors. The new factors that are added with the previously mentioned ones are process which revolves around the actual process of the formation of the service, people which includes the individuals relevant with the service such as the employees or customers, and physical evidence that includes the brand itself which the company uses to ensure its presence in the market.
Based on the basic definition of each component of marketing mix, it is clear that these components are programmed to organize the operations of a company and if done correctly these components of marketing mix can significantly be useful for the company to achieve their objectives which in turn makes it easier to achieve their goal as well.


[bookmark: _Toc29072532]The role of marketing in creating value for customers
The marketing operations, as mentioned before, has the basic function to generate brand awareness among the customers about a particular company within the market. This means marketing operations help companies to learn about its customers in order to present themselves in ways to be appealing to the target customers by letting the customers know how the products or services maintain the value of them. So, based on this idea there are several roles that marketing operations play in terms of creating value for customers which include the following –
Introducing the specific product or service to the target customers
Marketing operations can help a company to educate their target customers about a specific product or service. For instance; McDonald’s have a wide variety of fast food items for their customers but some of these are targeted for different segments. That is why through advertisements, the company is able to educate its customers to let them know that their Happy Meals comes with toys for children and parents are likely going to want it for their children, or there are variety of selections in terms of breakfast items that office workers or any individual on a hurry can pick up and eat for quick hunger replenishment etc. Aside from this, the website of McDonald’s also comes with description of each of their fast food items which helps customers who are conscious about their health to decide which one to buy based on calories or fats. So, approaches like these help the company to describe their products to customers in order to educate them.
Creating certain needs
With marketing operations, companies are able to create needs among customers. Again; if McDonald’s are explaining each of their products through their website, it is to let customers know which fast food items are suitable for them so that it could generate the needs among customers such as children wanting to try Happy Meals for toys that they could get, or customers using the Nutrition Calculator feature in order to purchase the fast foods based on the nutrition levels.

Reaching the target customers
With marketing operations, the companies get the opportunity to analyse their target customers and learn their needs and demands in order to make their products and services in ways that these could fulfil the demands of the customers. This means it is a way for companies to reach to their target customers. Just by knowing what the customers expect from the brand can give the company a good picture of how they should approach with their business and this can make it easier for them to create values for customers in the industry (Zimmerman et al., 2013).
[bookmark: _Toc29072533]Stakeholder engagement and their impact on the marketing activities of an organization
The stakeholders are people who are involved with the companies; some of them are directly involved with the operations while others are indirectly involved. But most of the time the stakeholders have key decisions that impact on the operations of the company.
There are different stakeholders that are involved with an organization. Companies like McDonald’s with a huge presence in the multinational business sector usually have multiple stakeholders. Most of the time the stakeholders include managers, owners of the company, employees, investors, government, suppliers, or even customers. Different stakeholders can have separate influences on the operations of the company (Luxton et al., 2014).
Management, the company owners and employees are considered as the stakeholders who are directly involved with the company and usually, they have bigger impacts on the marketing activities of the company. For instance; every marketing operation by McDonald’s are planned by the management along with the team of marketers and their analysis as well as thorough assumption on the market are what make the marketing operations of the company; while these decisions are forwarded to the top management or owners of the company who are the ones that can confirm these decisions or deny it based on their own analysis. These people are involved with the organization directly; therefore, they are the most responsible for the success or failures of the marketing operations. If an advertisement succeeds in reaching the customers of McDonald’s, then it is because of the stakeholders’ decisions especially the ones who are directly involved.
The government, external agencies or partner organizations, suppliers and customers are the people who are not directly involved with the marketing operations. However; they have significant influences on the marketing activities and based on their viewpoints, the marketing team and management considers various factors when planning a marketing strategy for the company. For instance; if there are enough suppliers available to support the production of McDonald’s, then they can simply go with aggressive marketing to let customers know how they can fulfil their demands, or if customers from a certain location have specific needs that differ from other customers of the company, then the company has to design their marketing approaches in ways which would specifically be appealing to customers from that particular location which could be customers from a different town or a nation.
[bookmark: _Toc29072534]Task 1 B

[bookmark: _Toc29072535]Reflection on the communication tools used to generate awareness and interest to the project
The blog post is the main tool that I had used to specifically explain my interest to the project as well as generate awareness, especially on the factors of products and pricing factors of marketing mix for the company.
The main organization that our group had chosen to work with is the renowned fast food brand McDonald’s. My responsibility in particular was focused towards the product and pricing factors of the company. Each of the components of marketing mix is designed to help companies to form their marketing operations and maintain the operations in the industry. Product represents what the company is selling to the customers while price indicates the strategies to set the affordability of the products to the target customers. In order to generate awareness among customers about these two factors in specific, I used the blog post to explain these factors in the context of McDonald’s with available information from different sources.
Blog posts are tended towards presenting certain information to the public that goes into detail of a specific subject. Usually it is a website that sort of works like a diary containing longer texts with relevant images to explain a topic in detail to the readers (Goldman, 2012).Typically, the posts in the blogs are put together in ways so that the recent posts would always appear at the beginning of the page, making it easier for the readers to read the most recent posts without needing to search for it. The main reason blog posts exist is to present information in defence with the needs and demands of the readers through online (Ward et al., 2008). It generally is a good way to answer most of the common questions related to a particular topic, which in our case would be to explain the different strategies that McDonald’s take to maintain their activities in the market.
As most of the individuals in the society are getting used to finding posts on the internet that can explain their questions; we thought that the blog posts would be a good approach to explain the various marketing mix approaches that McDonald’s have to the people who are interested to know more about how McDonald’s operate. That is the reason I had used the blog post to explain how McDonald’s maintain their strategies to product development and design certain offers, as well as their pricing strategies for different target customers and the factors that they consider when setting various types of pricing to their fast food items. Blog post can be a good tool to present such data and it also makes it easier for the readers to understand from the summarized information explained in the blog posts.


[bookmark: _Toc29072536]Conclusion
The marketing approaches tend to vary depending on companies. But the main goal of any organization with their marketing strategies is the same, which is to generate attention among customers through presenting the product and services to them. There are several ways to explain about the companies and their operations and blog posts are one of the effective communication tools to achieve that. This essay has explained the basics of the marketing mix and its roles as well as the values it creates for customers, along with the stakeholder impacts on the activities of the companies. With my own reflection of using the blog post as communication tool and the reasons behind it, this should make it easier to understand its necessity to communicate the information without any sort of difficulty.
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