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Marketing is a set of activities enabling the business to create a value for the business in the market. The process involves identifying the market needs in the given situation and designing products according to the same. In addition to this it can be also said that the organisation also needs to take in account the market feedbacks and innovate products wherever possible (Market Business News, 2021). The assignment will analyse ASDA focusing on the role of the marketing department in a customer-centric environment. On the other hand, it will focus on stakeholder engagement and the impact of the same on the operations.
ASDA commenced operations in 1920 targeting a wide variety of audience with various goods and service. The organisation has seen immense changes over the years and has also witnessed changes in the markets on a wide scale (Asda, 2021). In addition to this the organisation has also been successful in implementing changes as per the market expectations.
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The role of marketing in creating value for customers
Marketing
Marketing is defined as the process of creating, delivering, exchanging and communicating the offerings that are valuable for others.In the business organisation like as a function of the marketing department in bringing value to the customers (ama.org, 2017). Through the years the business focuses all satisfying retaining and identifying the potential customers for its business growth. Activities of marketing department are aimed at influencing behaviour and perception of customers. The process involves obtaining a desired object from the customer by offering the product or services that have value in return and it might involve either customer, provider, product or transaction (Hanaysha, 2018). 
The marketing department of ASDA creates a set of services and offer to the customers a price. These include tangible as well as intangible benefits. 
The purpose of businesses like Asda is to identify and retain potential customers. The instrument to do so is marketing. The marketing department helps the organisation to achieve the targets by advertising selling and collecting the cost of it (Sánchez-Gutiérrez et al., 2019). The process will generate value connections between the services and products of the company and the customers. 
The major roles of marketing can be defined as identifying satisfying and retaining the customers. Effective marketing of the company ensure that its operations of delivering the service or products addresses the requirements of the customer and give them a satisfactory shopping experience (Osborne et al., 2021).
Market Types
There are four Market types;
Perfect competition
Perfect competition is a type of market is when there are many firms selling identical products to many buyers, there are no restrictions on entry into (or exit from) the market, and the established firms like ASDA have no advantage over new firms. This market type also exists when sellers and buyers are well informed about prices.
Monopoly
It is a market that is for a good product or service that has no close substitutes and in which “there is one supplier that is protected from competition by a barrier preventing the entry of new firms”. 
Monopolistic competition is a market “in which a large number of firms compete by making similar but slightly different products”.
Oligopoly is a market in which a small number of firms compete with each other. 
Marketing: Past, Present and Future
Past
Although marketing has been a part of business strategy from very long time it might see less important. It is important to look back at a marketing concepts which were used in the past in order to take out the best of them and implement in today's environment. There were limited tools to make the marketing work and hence the companies always produced product that influenced organisations bottom line. Many organisations had very few ever news to get their services or products finished and made available to the target customers in the market. The major mediums for advertising or marketing the products and services was through the radio spots that were trending during that era of marketing. The advertisements or commercials would log in to the highlight of football seasons as well. This can be seen even in today's marketing era. Another medium of marketing was through spread of the word from mouth to mouth and that is how customers would come to know about a certain service or product that is made available for them. 
Present 
Can gain value among today due to the advancement of technology the companies have various mediums to market on advertise their products and services to the customers. Although the television advertisements and word-of-mouth are still a medium of marketing there have been significant revolution in the marketing concepts in present era (Gummerus et al., 2017). Markets today using advanced technologies Elite internet artificial intelligence internet of things and so on to integrate them with the social media platforms in order to put forth attractive advertisements and also gain understanding of customer preferences and market trends. The social media marketing has gained immense advancement in the market today and is one of these strong marketing strategies adopted by companies. Just like any other company as tattoo has started marketing about its services and products on the social media platforms and online websites where it can reach greater customer base. 
Future
The technology and business models have been changing every day. The pace which the market changing, it has become unpredictable and everyday there are new ideas and innovative measures taken by organisations to enhance their brand visibility and product awareness among the customers (Jain et al., 2017). From social media virtual interaction with the customers the marketing world has changed and will continue to. In the coming years significant change in marketing can be seen in terms of artificial intelligence first strategies and augmented marketing techniques.
Porter’s 5 Forces Model
Porter's five force analysis put forth five forces that vary from industry to industry in terms of attractiveness and profitability (Berisha Qehaja et al., 2017).
Threat of new entrants
The economics of scale in the industry where as operates is difficult to achieve and makes it easier for a larger producing companies to have an advantage for which makes the threat a weaker force. This can be tackled by taking the existing advantage of economies of scale of the company. 
Bargaining power of suppliers
There are many number of the suppliers in the retail industry where I saw blades in comparison to the buyers of the industry. This simply means that suppliers cannot have much control over the prices and hence makes bargaining power of them weaker force. It can be tackled by ASDA by purchasing raw materials from different suppliers at low cost. 
Bargaining power of buyers
Since the number of suppliers in the retail industry where ASDA operates has more number of suppliers then the buyers hence the product differentiation is very high. The buyers will not be able to find the alternative for producing a particular service or product. Thus making the power of buyers weak and it can be tackled by focusing on innovation as well as differentiation.
Threat of substitutes
There are a very few substitutes in the industry especially where  ASDA operates. This low number of substitute available are produced with low effect and can be tackled by ASDA through higher quality products at reasonable prices. 
Rivalry among existing firms
There are many competitors in the industry that corporate against Asda and hence the forms cannot make any more that will go unnoticed, making it strong force within the industry. This can be tackled by ASDA focusing on the actions of competitors and working on differentiating its products.
Porter’s Value Chain 
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Figure 1: Value Chain Model
(Source: fool.com, 2020)
Inbound Logistics
The inbound logistics of Asda includes various phases of product development which includes receiving storing and distributing the product. This phase will focus on transforming the raw materials that have been received from the suppliers into finished products that can be delivered (Simatupang et al., 2017).
Operations
Operations involves analysing the activities that that begin with receiving raw materials and processing them into the product. Operations of ASDA include packing machine in testing and assembling the products.
Outbound Logistics
Outbound logistics involves activate is that focus on delivering the end service or product to the customer by passing through various phases in between. The outbound logistics of ASDA  include activities such as material handling scheduling warehousing order processing and delivering the product to the destination.
Marketing and Sales
The marketing and sales invoice activities of advertising for promoting the products and services channel selection pricing coating and building potential relationships with the members of the channel. These push the strategy towards the objectives of the company and offer a potential brand equity.
Service
Services included before sale and after sale services which help in gaining customer loyalty. The major services of Asda include UK marketing promotional activities customer support and so on that avoid the damage of brand reputation and also spread positive feedback among the customers.

Stakeholder engagement and their impact on the marketing activities of an organisation
Considering the stakeholders in the organisation there are internal and external stakeholders affecting the operations of the organisation. In the view of the internal stakeholders, it can be said that they are the employees, shareholders, board of members and so on. The decisions of the concerned parties have a direct impact on the operations of the organisation. At times it has been seen that the decisions of these stakeholders can also bring the operations of the organisation to a standstill. On the other hand, the external stakeholders are those parties having no active participation in the part of the management (Kahootz, 2020). However, these parties are affected by the decisions in key matters of the organisation. On the other hand, these parties have a major role to play in designing the future of the organisation. Considering the engagement of stakeholder engagement and their impact on the operations of the organisation, the following table can be studied:
	Stake
holder  name
	Contact
	Impact (Project effects)
	Influence (What do they have at stake)
	Importance to the stakeholder
	Contribution of stakeholder to the project
	Techniques to block the project by the stakeholder
	Strategy applied for engaging the stakeholder

	Customers
	-
	High
	High
	Proper products to be placed in the stores
	Disposable income for getting the right products at the right time
	Boycott stores and products (Marketfinder, 2021). These aspects can lead to losses on a large scale 
	Offers and innovation in key products. Invite suggestions from the trials of products at proper times.

	Management
	-
	High
	High
	They have shares in the organisation offered during the tenure in the operations
	They wish to have a suitable return on investment at all times. On the other hand, they also demand explanations in key matters.
	In the event of inability of meeting the targets, they may stop the investment. These factors may affect the current projects on the large scale.
	In times of extra profits the management may be offered bonus shares of the organisation. On the other hand, they may be also offered additional dividend.

	Suppliers
	-
	High
	High
	Proper negotiation has to be done for providing the right price for the supplies (Bhasin, 2021).
	They may stop the supplies for the operations bringing the operations to a standstill. On the other hand, they spread a negative image of the organisation as well.
	In the course of the projects they may try to increase the prices at peak hours of requirements (Greenlight, 2017). In the given situation it may be impossible for the management to negotiate on the prices.
	The management has to agree on some conditions. On the other hand, they may be also provided with advance financials to complete the orders. These factors help in maintaining trust in the suppliers.

	Creditors
	-
	High
	High
	They can provide the right amount of funding for the business. Their contributions matter for the organisation as they help in expansion programmes on a large scale.
	In case of projects, they are the first point of contact as they can provide with the required time. The time duration helps in arranging the payments for payout in dividends and other funds.
	In case the organisation fails in returning the funds the creditors can decrease the duration of payouts. These situations can case bankruptcy on the part of the management. 
	The creditors can be engaged through meetings and other events to have a glimpse of the situation. On the other hand, the managers can also guide them through the situation as well.


Table 1: Stakeholder Analysis
As was  seen from the above table, it can be stated that internal and stakeholders have a major role to play in the progress of the organisation.  On the part of the management it is important that it takes care of the interests of the stakeholders as expected. In addition to this, it is advisable that the stakeholders also help the management in a suitable manner. Considering their role in the projects, it can be said that they must be updated at all times about the progress in the same. These aspects help the management in maintaining the required transparency at all times. Once the communication channels have been established it becomes easy for the management to explain the funds required for the progress of the projects. In the part of the stakeholders, it becomes easy to study the details of the project as provided by the management. Considering ASDA, it can be said that the management has tried the best possible ways for the engagement of the stakeholders. These engagements have been in the form of events and other programmes helping to update the stakeholders in the expected manner.
On the other hand, it can be also said that the management has been also inviting the reviews from the stakeholders about the progress of the projects.  These reviews can form a base for the changes to the implemented at proper times helping the management to cover the gaps on time. On the other hand, the stakeholders can also advise the management to cut-costs wherever possible. These techniques can help the management to arrange and save finances wherever possible. In addition to this, they may also advise the management of the additional requirements of the projects in the future. These requirements may be the key to complete the tasks on time. Considering the marketing aspect of the project, the expertise of the stakeholders can help to a considerable extent. These suggestions can be in the form of adapting the right marketing mix for upcoming projects helping the management to adapt multi-channels for effective marketing.  ASDA, being in the service sector has to adapt to the 7 P’s of marketing (MassLive Media, 2021). In the said aspects, the organisation may need to raise the awareness about the products according to the nature of the products offered. On the other hand, it also has to consider the fact of the audience choices as well.
Considering the aspects of prices, the management has to take care that they have to competitive according to the features offered by the products. These prices are the foundation of increasing sales and generating profits in the right manner. In the view of placements, the management has to ensure that the logistics have to be in place to match the demands and supply forces of the market. These aspects help to increase the goodwill of the organisation in the market and improve the image in the process. On the other hand, it can be also said that the management can also earn a suitable profit margin in the process.  In the given process the key departments at ASDA, should not forget that the customers should be made aware about the new products as well.  These processes have to be taken care of in the right manner by studying the preferred channels of promotion in the given situation. These aspects can help in maintaining the image of the products of the organisation in the minds of the target audience.
On the other hand, the management must place its representatives at outlets to judge the response of the audience to the products. These responses help the management to apply the feedbacks and add new features to the products wherever possible. Considering the process of the organisation, it can be said that the management has set the operations in a manner that it is able to meet the targets every day. These aspects help in building the credibility of the organisation in the minds of the customers keeping it the preferred choice of purchase. On the other hand, the management has been monitoring the process in an expected manner. In addition to this, the management has been also receptive to the suggestions of the employees as well.  Considering the physical evidence, it can be said that the stores has outlets in suitable places ensuring the customers that it has been in service from a long times and has been aware of the market needs as well. Keeping in view the above points, it can be said that the management has been working to improve the process on a continuous basis as it believed that the learning of the organisation cannot stop at any stage.



[bookmark: _Toc68948309]Conclusion
From the above study of marketing fundamentals in the context of a retail giant ASDA, it can be concluded that marketing plays a very important role in the success and growth of the business as it creates values among the customers. It can also be concluded that marketing strategies have changed over the years and companies like ASDA have adopted the changes effectively. Furthermore, it can be concluded that internal as well as external stakeholders have impact on the company, it can be said that the store has outlets in right places and ensures that it is aware of the market requirements.
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