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[bookmark: _Toc57823968]Introduction 
Marketing fundamentals associated with improving business functions in an organised way, so that it can operate well in competitive markets. Marketing fundamentals are well understood by applying a marketing mix, due to which objectives of a business are accordingly managed. This study evaluates data for a purpose to “analyse procedure and stages of marketing including marketing mix concepts”. Apart from this, it emphasises on engagement of stakeholder relating to impact of stakeholder in business operations of selected telecom firm, TXO Systems. This critically evaluates significant contributions provided by stakeholders in marketing functions that leads to influence standards of performances. TXO Systems, UK based telecom suppliers are being selected in this study so that it can enhance functions effectively and ensures to build compatibility to face challenges from rival telecom businesses. 
[bookmark: _Toc57823969]Procedure and stages of marketing 
Improvement of business functions majorly depends over selection of techniques for marketing purposes. However, proper evaluation of objectives helps companies to make targets and segments in markets as per requirement. Telecom supplier TXO Systems comes up with a mission to “work with clients in a responsible way in terms of sustaining, redeploying, reselling and recycling of technologies” (TXO, 2020). Other than this, this telecom supplier business values to improve networking systems and controls expenses to meet objectives reading corporate responsibility. According to Hague (2018) development of marketing functions is feasible by managing fundamentals on a part of budgeting efficiently. From this, it has been understood that stages and procedures of marketing comprise planning of mission, visions and objectives. This stage is followed by maintaining a positioning stage that helps companies to analyse marketing tactics as per accordance. TXO Systems would be achieving ability to perform well in markets as improvement of marketing fundamentals would be operated in an organised way. 
TXO Systems builds it’s headquarter in UK regions and has been successfully operating telecom supplier business in other countries like Brazil, France, Australia (TXO, 2020). On the other hand, TXO Systems has been facing challenges regarding an inadequate form of a supply chain that might be disrupting future growth. Dyer (2020), noted that COVID 19 situation has led to increased demand of networking and telecom services in markets, which is beneficial for TXO systems to outreach extended numbers of customers. In this addition, increase of demand tends to present challenges for TXO Systems for disrupting supply chain management. This situation can be overcome by applying situational analysis models in TXO Systems. Velenturf et al. (2018) asserted that taking help from situational analysis model aid companies in managing operations as this model provides long term objectives that help positively. TXO Systems would be beneficial by using situational analysis models, as it would help in understanding external and internal environmental factors and guides in taking initiatives accordingly. 
Segmentation is an essential stage and process for improving fundamental activities in an organisation. According to Kruszelnicki et al. (2020) analysing segmentation stage in marketing guides businesses to analyse buying nature of customers and place so that setting up a business would be beneficial. Similarly, TXO systems have started to segment markets as per geographic conditions and successfully expanded its business in foreign lands like France, Brazil and Australia. However, monitoring and controlling is required to be active so that issues of supply chain faced by this telecom supplier business can be addressed properly within a short period. 
Targeting refers to setting missions, which would help companies in gaining attention of audiences that are likely to buy products and receive services. Carter and Childs (2018) explained that a proper association of targeting consumers leads to increased revenue income in business that supports future growth in markets. However, TXO Systems has come up with targeting customers who are in need of networking operations along with telecom services, which has aided this business to achieve competitive advantages. In this regard, it has been analysed that proposition of marketing stage related to targeting has been helpful to TXO Systems in understanding demand for networking and telecom services. 
Positioning determines to analyse a marketplace that would be successful in meeting requirements of companies. In a business case of TXO Systems, it has been noted that positioning builds in UK and from UK, this telecom supplier business has explored in foreign countries. Villares-Varela (2020) stated that improvement of business functions can be enhanced as per setting positioning tactics in marketplaces. Maintaining the positioning procedure helps in maintaining an ethical stage for marketing fundamentals. Other than this, processing of working activities alongside an evaluation of modification helps for further progress in organisations. From this, it can be suggested that regulation of proper working techniques with modernising networking systems would guide TXO Systems to expand further in different market regions. 
[bookmark: _Toc57823970]Role of Marketing Mix
Services in TXO Systems are to provide networking services along with telecom supply facilities to meet expectations of targeted customers. Armstrong et al. (2018) conveyed that maintaining principles of marketing helps in improving business functions. Maintaining principles of marketing would be helpful in managing operations of TXO Systems appropriately. In this regard, the marketing mix guide companies like TXO Systems to make proper segregation of services. This would be significantly supportive to telecom suppliers in meeting demands of consumers suitably. Improvement of telecom supply services would benefit TXO Systems to retain in markets for a longer span and be able to compete with other telecom services like Vodafone PLC. 
Place is another relevant marketing strategy that guides companies to set location for business purposes in an efficient way. TXO Systems business scenarios help in understanding that place has been set as UK and thereby, builds it headquarter. However, except meeting requirements of customers within UK regions, this telecom supplier business has also been associated with foreign markets. Similarly, this has been positively effective in improving business functions of TXO Systems in terms of maximisation of profit margins. According to Charter (2017) establishment of business in locations as per analysing demands of consumers intends to increase revenue income of business efficiently. Hence, maintaining geographic conditions for place strategies has been advantageous to improve business conditions of TXO Systems.  
Pricing strategy is required to be reasonable so that consumers from all economic strata are able to receive services. Hague (2018) opined that evaluation of pricing strategy leads to provide a balance between operational costing and revenue costing in companies. In this regard, it can be recommended to TXO Systems that improvement of pricing strategies with analysing buying nature would help to gain attention of targeted audiences in segmented markets. In other words, it can be stated that implementation of affordability in presenting pricing strategies in this telecom supplier would be helpful in fulfilling demands of audiences. 
Promotion of business functions can be supportively managed by utilising platforms of social media in a convenient way. Hall (2017) explained that improvement of internet helps companies in receiving outcomes based on “business to business” criteria. However, promotional strategies required for fund investment so that operations can be promoted via platforms of social media. In this manner, telecom supplier businesses of TXO Systems would be successfully able to expand further and increase awareness related to company image in internal markets. From this, it has been understood that evaluation of promotional strategies aid in enhancing performances of TXO Systems in an efficient way. 
People refer to employees of TXO Systems that are existing in UK regions along with international countries like in Brazil, France and Australia. Applying suitable functions in an organisation helps in managing business functions appropriately. According to Baines et al. (2017) improvement of marketing functions supports in analysing fundamental activities so that business gains future scope. From this, it can be analysed that improvement of business functions in TXO Systems would be supportive in managing operations based on performance ability of people. Moreover, customers can be attracted by improving service quality and people engagement in this telecom supplier business, due to which it would be able to explore further in competitive markets. 
Physical evidence is directly associated with the rise in income level in companies. Armstrong et al. (2018) opined that improvement of marketing fundamentals guide businesses to come up with advanced forms of activities so that obtaining attention of consumers becomes easier. However, in the case of TXO Systems, physical evidence would be successfully collected by receiving feedback from users after availing telecom and networking services. Other than collecting feedback from customers’ end, management of TXO Systems would be successful by keeping track of invoices regarding confirmation for use of network and telecom services. It would be beneficial for this telecom supplier to gain a possibility for future scope by increasing marketing sustainability. 
Processes come up with an enclosure of activities to signify essentiality of marketing functions that lead to enhancing product and service quality. According to Kotler (2019) improvement of processes helps in enhancing customer relations, distribution of activities that lead to increased sales rate in companies. From this, it has helped in acquiring knowledge that proper association of processes of marketing in TXO Systems would be advantageous as it would be gaining positive changes on part of distribution of telecom services, networking operations. This would relevantly help telecom supplier business to boost sales and increase capability to sustain in global markets. 
[bookmark: _Toc57823971]Engagement of Stakeholder 
Engagement of stakeholders is considered as a collaborative result of work that takes help from systematic recognition, planning, analysing and accordingly applying for ultimate changes. Involvement of these activities within a firm tends to influence stakeholders, due to which completion of operations would be feasible in an organisation. Telecom supplier business of TXO Systems would be able to improve further in markets by increasing engagement of stakeholders suitably. Moreover, it has been noted that development and collaborative approaches between internal and external stakeholders aid in presenting a change of workflow (APM, 2020). From this, it has been understood that improvement of operations and functions of TXO Systems would be majorly depending on active involvement of stakeholders. This would guide to enhance overall performances of TXO Systems, due to which it would be able to resolve issues on a part of supply chain management from different international countries. Additionally, involvement of stakeholder based on internal and external would be supportive to improve functions as per requirement and ensures to increase value of telecom supplier services in markets. 
Internal stakeholders within a firm consist of employees and owners, which collectively works to meet organisational objectives conveniently. TXO System’s internal stakeholders are key people like Rachel Ockenden, Ann Pritchard, Alan John Ockenden and Simon Graham Griffiths as directors along with 92 numbers of employees (TXO, 2020). Internal stakeholders of this telecom supplier business have been active to manage operations regarding networking; engineering technical support along with repairing telecom services has been successful in meeting expectations. However, it has been found that TXO Systems has faced issues related to the supply chain due to excess demand for services. In this regard, engagement of stakeholders is necessary so that issues can be effectively resolved. According to Brand and Blok (2019), deliberate engagement of stakeholders helps in presenting innovation techniques to improve workflow in an organisation. Thus, it can be stated that collaboration between stakeholders with active engagement would determine to impact positively on work procedures. Due to this, TXO Systems would be able to achieve successful outcomes. 
Internal stakeholders in an organisation help in improving business functions positively, due to which companies would be able to explore further in markets. Improvement of activities leads to present successful traits in companies, which majorly depends on increase of employee engagement. Bellucci and Manetti (2018) explained that an increased level of stakeholders intends to increase opportunities for presenting sustainability of businesses. In this regard, it can be advised that application of stakeholder theory would be helpful, which can be utilised by internal stakeholders of TXO Systems to increase engagement. Due to this, performances of internal stakeholders would progress and be able to compete with rival telecom supplying business appropriately. In accordance with stakeholder theory, TXO Systems would be gaining significant outcomes as it directly deals with stakeholder involvement for completion of operation. Furthermore, this theory would help in maintaining good employee relations within internal stakeholders in telecom supplying business of TXO Systems. In this manner, internal issues and complexities faced by TXO Systems would be effectively addressed by increasing involvement of internal stakeholders, due to which overall performance would also elevate. 
External stakeholders in an organisation refer to its customers, suppliers, investors, creditors, media, communities, trade unions along with government agencies. An increase in engagement of external stakeholders leads to present opportunities for companies to expand further in markets. Harrison et al. (2019) viewed that improvement of business functions based on involvement of stakeholder lead to provide suitable opportunities. In this telecom supplier business of TXO Systems, engagement of external customers can be effectively managed by improving service quality that would be successful in accomplishing engaging external stakeholders. From this, it has been understood that regulation of advanced forms of operations would be supportive of TXO Systems as it would be able to gain attention and engage external stakeholders accordingly. One major change that deals with increasing engagement of external stakeholders would be improving functions regarding telecom services and networking products in TXO Systems. In this way, improvement of the working performance of this telecom supplying business would be successful for increasing engagement of customers, which would result in an increase in revenue income. 
Engagement within external stakeholders like suppliers and investors in TXO Systems can be managed by conducting monthly meetings. This would significantly help in increasing possibility for external stakeholder engagement in telecom supplier business. According to Radinger-Peer (2019) development of operations along with increase of stakeholder engagement help in enhancing possibility to sustain in markets for a longer span. Apart from this, improvement of business functions with an increased form of engagement of stakeholders would guide TXO Systems to present a strong connection between communities. Due to this, telecom supplier business would be achieving successful results and able to explore in markets with better compatibility. In accordance with an increase of stakeholder engagement, this telecom supplier business would be able to enhance further in competitive markets. Additionally, it would aid in managing service quality in this company to make positive changes as per requirements. From this, it has been understood that active involvement of stakeholders in an organisation provides positive opportunities to retain in markets and improve the quality of performances. 
[bookmark: _Toc57823972]Impact of Stakeholder in organisational activities 
Collaboration of internal and external stakeholders help in managing organisational activities in an organised way, due to which it provides influential outcomes to facilitate developing steps. Similarly, an increase of engagement of internal and external stakeholders would provide a positive impact on the working techniques of TXO Systems. According to Shams et al. (2019) development of involvement from external and internal stakeholder end help in a creation of trust ability and results in boosting of organisational performances. In this manner, it has been understood that TXO System would be achieving positive impacts by increasing engagement between internal and external stakeholders. Due to this, pace of progress would be significantly increased in this telecom supplier business so that it can be able to meet expectations of foreign customers properly. In other words, it can convey that improvement of engagement between stakeholders would aid TXO System to operate in an enhanced form, from which it helps in acquiring knowledge that engagement of stakeholder provides a positive impact. 
An increase of communication within stakeholders helps to build trust ability relationships that work over a reduction of internal issues and complexities. In this regard, TXO Systems would be able to expand further by increasing engagement of stakeholders as it aids in managing sustainable features as per analysing market conditions. However, an increase of stakeholder engagement needs to manage or else provides uncertainty in acquiring outcomes. Igwe et al. (2018) asserted that improvement of corporate social responsibility directly deals with increasing engagement of customers in a convenient manner. Thus an increase of engagement of stakeholders would present a positive impact on TXO Systems in terms of maximising profit margins in international markets. Other than this, development of stakeholder engagement helps in improving employee relations in an organisation. TXO Systems would be receiving effective impact by improvement of stakeholder engagement as it leads to a better form of negotiation among internal stakeholder’s. In other words, it can be analysed an increase of internal stakeholder engagement leads to enhanced performances in TXO System, due to which external stakeholders would be attracted accordingly. 
Association of planning receives potential key points as the active involvement of stakeholder helps in motivating each other for good performance. Especially in cases of internal stakeholders in TXO Systems, improvement of employees can be feasible by motivating from senior management. In this manner, this business of telecom suppliers would be gaining an influential impact to grow further in competitive markets. Greenland et al. (2016) explained that development of activities in organisation leads to satisfaction of external stakeholder like customer. From this, it has been understood that an increase of stakeholder engagement in TXO Systems would help in improving revenue income. Additionally, a rise of stakeholder collaboration in the business of TXO System would help in achieving competitive advantage. It leads to benefits related to establishment for an increase of stakeholder management that supports in improving decision making techniques in companies. This can be directly linked to business of TXO Systems that increased form of stakeholder engagement would be presenting a positive impact on a part of a decision-making process, due to which application of new procedures would be regulated with ease. 
Cost scheduling enhances due to increasing stakeholder engagement as it leads to present group discussions for accomplishment of activities in a convenient way. It led to concepts like an increase of stakeholder involvement in TXO System would be helping to make proper estimation of budgets. Due to this, the business of telecom suppliers would be achieving competitive advantages and help company performances to progress further. According to Brand and Blok (2019), proper collaboration between stakeholders helps in making positive outcomes on the part of an organisation. Along with cost scheduling, TXO Systems would be receiving influential impacts on improving risk management dealing with recognition of issues, followed by presenting mitigation actions as per the likelihood of risk factors. From this, it has been analysed that collaboration of stakeholder engagement would be supportive for TXO System in terms of resolving existing issues that tend to restrict growth of this telecom supplier services in global markets and ensures to increase market compatibility to compete with rival telecom supplier businesses.  
[bookmark: _Toc57823973]Analysis 
Application of situational analysis models would be helpful for TXO Systems in analysing different marketing trends before expanding in new international markets. Carter and Childs (2018) asserted that improvement of business functions leads to making positive changes as it helps in analysing marketing demands with broad details. For instance, Vodafone, another UK based telecom services, has been able to explore overseas markets with managing functions in terms of attracting international consumers. From this, it has been understood that evaluation of such a type of model along with managing functions within employees would lead to positive impacts on TXO Systems. Additionally, it has been analysed that development of marketing techniques aids in managing operations of organisations positively, due to which TXO System would achieve competitive advantage. 
Increasing stakeholder engagement can be effectively managed by interpretation of stakeholder theory, due to which organisations like TXO System would be receiving positive impact. According to Bellucci and Manetti (2018), trust ability alongside accountability in an organisation emerges as stakeholder involvement increases. Hence, it can be justified that regulation of stakeholder theory helps in improving stakeholder relations in a positive way. For instance, Virgin Media has been successful in providing telecom services to potential users as it has significantly followed marketing mix strategies appropriately. From this, it can be analysed that implementation of such types of theories along with relevant strategies would be supportive for enhancing performances of TXO System in global markets. 
[bookmark: _Toc57823974]Conclusion 
From this broad discussion, it has been understood that application of marketing strategies with appropriate methods of managing relations with stakeholders help in improving internal functions in companies. However, this study has analysed the process and stages of marketing key fundamentals for future growth of telecom suppliers of TXO System. It has helped in analysing that creation of situational analysis models help to understand market demands, based on this basis, companies like TXO System would be able to reach more numbers of customers. Other than this, it has been helpful in analysing that an increased form of stakeholder engagement helps in improving performances of companies followed by trust ability, accountability, better costing and risk management. In this manner, TXO System would be able to achieve successful outcomes, which also help in addressing issues on a part of the supply chain. Thus, it can be validated that incorporation of marketing strategies help to enhance business functions in competitive marketplaces. 
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