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Executive summary
[bookmark: _Hlk17313739]McDonald’s is the fast food giant which operates it business worldwide for this the marketing activities of the business is good thing to learn. McDonald’s marketing activities has four stages and marketing mix component have an important in this process. The business marketing activities help the business to create values for the organisation customer which helps to achieve organisational goal.  The marketing activities of McDonald’s are being affected by stakeholder of the business like government, employees, customer etc.
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[bookmark: _Toc16756869]Introduction
Marketing is the process by which an organisation tries to create relationship with its targeted customer by providing necessary information and the purpose of this is to satisfy the customer. McDonald’s is an American fast food giant which was established in 1940. The marketing strategy which the organisation uses to attract its customer is proven to be very effective to attract and satisfy its customer. In here, the stages of marketing of McDonald’s along with the marketing mix of the business will be discussed. It will also discuss how the process of marketing can help the business to create value for its customer and how stakeholder affects the process of marketing. At the end a reflection will be made. 
















[bookmark: _Toc16756870]Task 1A
[bookmark: _Toc16756871]Process and stages of marketing including the role of marketing mix
The process which an organisation used to provide information to its customer to create relationship with the organisation targeted customer for the purpose of satisfying the needs of the customer is known as marketing (Czinkota, Ronkainen and Sutton-Brady, 2018). Marketing process of McDonald’s helps the business to find out the opportunities in the market and analyse those opportunities. There are four stages of marketing and those are:
Production orientation: Production orientation means orientation of a company where the organisation focused on product and put much emphasis on the quality of the product. Another objectives of this stage of marketing is to set the right price for the product so that the customers who will buy the product of the business become satisfied. McDonald’s operates its business operation worldwide and this company is a franchise business for this it is tough for the business to maintain the quality of its product. But over the years the business able to do so by making sure that all the outlet of the business follows the same procedure. In this stage of marketing the business assumes that the customers are like to have product which is of best quality. 
Product orientation:  In this stages of marketing an organisation solely focus on development of the product which the business intends to offer to its customer. In here, business like McDonald’s focused on making the organisation existing product better (Polo, 2018). The most important thing which the marketing team of McDonald’s done is assuming that the customers are well-known and sales promotion is not necessary. This will help the marketing team of the business to value the needs and wants of the customer which lead to better product. For example, the product of McDonald’s everyone likes burger and chicken and other are not overnight evolution it comes from continuous development.     
Sales orientation: In here, business feels that customer may not buy voluntarily that is why business like McDonald’s started to persuade customer. This strategy is followed by an organisation especially when the business saw that supply is more than demand (Kurtz, 2016). Then the business have to option but to persuade the customer to buy the product from the business.one example is in 2012 in India the demand for McDonald’s product was down and supply was more so the business was in verge of making huge loss. So the organisation tries to be sales oriented and this helps to attract customer to business and the business able to gain success. 
Marketing orientation: This is one of the most important stage for an organisation where the business put aside the company needs and stop thinking about the development of product or production  here a business started to think about the needs of the customer (Milisavljevic, 2013). In this stage the business is driven by the needs of the customer. Based on the needs of the customer McDonald’s tries to build a strong relationship with its customer by providing the necessary information so that the customer can be satisfied. 

These are the stages of marketing process and this help McDonald’s to provide best quality product to its customer and value the needs of the customer.      
[bookmark: _Toc16756872]Role of marketing mix
In the process of marketing mix plays a vital role because by marketing an organisation tries to provide information to the customer about the component of marketing mix. The roles of marketing mix are marketing is discussed below: 
Product: This is the most important thing for an organisation because after this is the elements of an organisation which the customer will receive. The marketing process will start with this. That is its play one of the most important role in the process of marketing (Srivastava, 2012). Good product helps an organisation to attain the trust of the customer by the process of marketing like McDonald’s. McDonald’s able to succeed in the process of marketing because of the quality of its product. 
Price: Price is one of the most important determinant whether the customer will become happy with the business or not. If the organisation able to set the appropriate price for its product than it will help to satisfy the customer and make a good relationship with the customer which is marketing objective 
Place:  Availability or distribution of product is important for business. It is the responsibility of an organisation to make sure that the business product is readily available to the customer and if an organisation is able to do this then it will help to satisfy the customer and make marketing more efficient. 
Promotion: Promotion can help an organisation boost its brand recognition and sales and it is important in the process marketing (Boone and Kurtz, 2019). By the process of marketing a business tries create relationship with the customer and promotion help in this process. 

[bookmark: _Toc16756873]The role of marketing in creating value for customer
The objectives of marketing is to satisfy the customer that is why it is important for McDonald’s marketing is to know how the process of marketing helps the business to create value for its customers. Here are some of the ways or roles which marketing plays to create value for its customer.

Understanding the needs and wants of the customer: It is the process of marketing which helps an organisation to understand the needs and wants of the customer (Comfort and Brieger, 2010). What the customer needs determine whether the customer will become happy with the business or not. By the process of marketing McDonald’s management able to understand this and provide the product as per the needs of the customer and creates value.
Identify target market: Not every product is applicable for every market. Like for most of the African market the product McDonald’s is expensive so if the business wants to expand its business operation in a market where the customer may not be able to afford the product than it will not create any customer value. Marketing provide the information of which market is perfect for the business to create value. 
Developing new product: The expectations of customer are very dynamic and to match with this dynamic expectation business must have to develop new product based on the needs and wants of the customer (Slater, Hult and Olson, 2010). The product which will be liked by the customer, an organisation will know that by marketing process. For example, McDonald’s based on market demand always try to offer the customer with new types of product and experience.
Identify appropriate strategy: Not every strategy is appropriate to create customer value in all the market. As a multinational organisation McDonald’s operates in different continent and the business may have to devise different strategy for different market. For example, the strategy which is appropriate for European market may not be appropriate for Asian market. Which strategy will be applicable at what market to create customer value is determined by marketing?
Understanding competitor: Achieving competitive advantage helps an organisation to achieve its goal and to do it is essential for a business to understand its competitor. It is also important to create customer value (Mcdonalds.com, 2019). Marketing helps to differentiate an organisation product from the product of competitor and develop product which is better than the competitor and by this McDonald’s able to create value for its customer by means of marketing. 

[bookmark: _Toc16756874]Stakeholder engagement and their impact on marketing activities of McDonald’s
The party who has interest in an organisation or may affect or affected by the decision which the company will make is known as stakeholder and engaging these party a company decision making process is known as stakeholder engagement (Boone and Kurtz, 2019). Every decision which an organisation make impact on the party who are associated with the business and also those who are not associated with it that is why when an organisation taking its marketing decision, it affect stakeholder like customer, employee, community etc. In here, how different stakeholder will affect the marketing activities of McDonald’s will be discussed: 
Customers and community: An organisation produces its product and service for the purpose of reaching its targeted customer with those product so it is obvious that customer is one of the most important stakeholder for business. An organisation devises its marketing strategy based on the needs and wants of customer to satisfy company customer. Community is another important stakeholder for the business because customer comes from community and McDonald’s must have to devise its marketing strategy based on the needs and wants of community. 
Governance and social responsibility: The formal mission, vision and objectives of an organisation which is set by the owners of the business are an organisation governance. McDonald’s management must have to devise its marketing strategy based on the mission (Comfort and Brieger, 2010). The mission of the business is to provide the best quality product to its customer and marketing strategy is focused on that. Social responsibility is one of the factor which every business have to obey to achieve success because it is one of the most important determinant of success in today’s business. That is while marketing McDonald’s provide true information so that the customer does not feel cheated. 
Employees: Employees are one of the most important stakeholder of a business, because a business success is largely depend on efficient employee.  While setting the marketing strategy for the business, McDonald’s must have to make sure that the business management value its employee so that the employees feel them as the part of the business. For example, millennials are interested to works in businesses which have good CSR practice (Milisavljevic, 2013). So for this McDonald’s increase its CSR budget and making sure that the business promote healthy habits and this how the employees of McDonald’s affect the business marketing. 
Business partners: While marketing the business also have to take care of the needs of the business partners. Every franchisee of McDonald’s are the business partner of the organisation, so the partner will want that the business will devise a strategy which will best serve the interest of the franchisee. So when the business creates a marketing strategy the interest of the business keeps in mind and that is how business partner affect the marketing activities of McDonald’s. 
Governments: This stakeholder of business affects the marketing activities of McDonald’s. In South Africa in 2013 the government of the country passed a rules that fast food business in their every marketing activity will make sure that it will contain a message of eat healthy (Olson, 2010). Because of this McDonald’s South Africa marketing contains message of healthy eating and this is how government affect marketing activities of McDonald’s. 
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Task 1B
Reflection
Marketing is one of the most important aspect for an organisation to achieve success. from this assignment I have learned a lots of things about the process of marketing and how an organisation like McDonald’s use the process of marketing to create relationship with customer and satisfy the needs of the customer (Boone and Kurtz, 2019). In here, I will discuss about what I learn from it, what goes well, what not, what could have done better in here etc. 
The most important things which I have learned from this is what is the process of marketing, stages of marketing, how its helps an organisation to creates values for its customer and how different stakeholder of business impacts on the marketing activities of an organisation (Slater, Hult and Olson, 2010). The marketing mix tools which are used to understand how it helps in the process marketing enable me understand its each component impact marketing which I think will be relay helpful for me in the future.
There are things which have gone well for me as well as things which are not. I face no difficulty to understand the process of marketing and roles which it’s paly to create customer value and also the impact of stakeholder, but I face difficulty to understand how McDonald’s using the process of marketing and what roles it paly to the business. 
If I get the chance to do the assignment again then I will conduct a deep study of McDonald’s marketing process so that I can easily understand the marketing process of the organisation (Srivastava, 2012). However, I think I have done pretty well but there are lots of areas where I have to develop. The reason for this is that I have successfully analyse the marketing process and its implication to McDonald’s. 
The knowledge which is have gathered from this assignment will help me in my future career. Because marketing one of the most important aspect for an organisation and this helped me understand how this help an business to create value and how different stakeholder affect marketing and I can use this knowledge to my future career.  



[bookmark: _Toc16756877]Conclusion
McDonald’s is the fast food giant which operates it business worldwide for this the marketing activities of the business is good thing to learn. McDonald’s marketing activities has four stages and marketing mix component have an important in this process. The business marketing activities help the business to create values for the organisation customer which helps to achieve organisational goal.  The marketing activities of McDonald’s are being affected by stakeholder of the business like government, employees, customer etc. The marketing process of McDonald’s is very effective and it helps the business to achieve its goal. 
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