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Assessment 9
Effective Marketing


i.	It is important for any business to thoroughly assess market trends to better understand the needs, wants, expectations, and budget thereof. 
The main objective is to meet the needs/wants/expectations of the customer and to ensure their satisfaction thereof, which essentially yields a positive outcome.

There are many ways to see a ‘gap in the market.’
As per example in the study notes, ABC Company’s (shoe manufacturer) head of marketing was instructed to visit a remote are (to assess the market).
He returned, stating that ‘there is no market, they don’t wear shoes.’

The Head of Marketing at EFG Company did a similar trip, and reported; ‘There is a terrific market, they have no shoes.’ 

It is all about perspective.


ii.	Types of Market Research Techniques

Primary Market Research - 
 Primary market research is a kind of market research which is done by the business or company itself with the objective of gathering information that can be used to improve the products, services, and functions. Primary market research is also known as field research since it is research done from scratch, without using any information that is already made available through other sources. One can gather primary data or information through qualitative research methods as well as quantitative research methods. Primary market research is the most common type of a market research method and is also the most valuable type. It is a method that only answers specific questions and not irrelevant issues.

Secondary market research - 
As opposed to primary market research, secondary market research is a research technique that does not aim to gather information from scratch but relies on already available information from multiple sources. This research focuses on data or information that was collected by other people and is available for either free or paid use for others. Secondary market research takes into account many different sources for collection of information including government data, office data, newspapers, magazines, the internet, etc. One of the benefits of doing secondary market research is that it is mostly free and takes a lot less time.


Qualitative research - 
Qualitative research or qualitative market research is a kind of a research method which mainly takes into account the opinions and feelings of a customer as far as a business’s products and services are concerned. This type of research tries to get behind the customer’s mind to fathom what they see lacking or whether they truly like the product or not. Some common examples of qualitative research work include doing face to face interviews, being part of focus groups, etc.
http://www.entrepreneurial-insights.com/market-research-techniques-primary-secondary/

iii.	Factors that affect buyer behaviour – 

•	Geographic – Your location, climate, surroundings
•	Demographic  - Age, gender, income, culture
•	Psychographic  - Social class, lifestyle, personality, motivation
•	Behavioural – Product benefits, frequency of use, brand loyalty, incentives, needs/wants

iv.	Market research gives a business a more in-depth insight into what the customer wants, needs, and expects.
Without market research, the business would be guessing, and thinking for the customer, which could have a negative impact, financially, and for their reputation.

By conducting thorough market research, the business is able to provide the customer with exactly what they want.
This ensures customer satisfaction, and erases any unnecessary expenditure.

Market research usually means that the marketing department deals directly with the public, which gives them first-hand knowledge into what the wants/needs/expectations are, which makes the findings more relevant and trustworthy.

v.	Target Market – 
A particular group of consumers at which a product or service is aimed.

vi.	1. Purpose
2. Benefits
3. Customers
4. Company Profile
5. Niche
6. Tactics
7. Budget

vii.	At the end of the day, a business is nothing without its customers.
If a business does not do adequate market research, and fails to deliver on wants/needs/expectations, then the business will not profit, and the customers will make use of a rival company’s products/services. 

By ensuring you work according to your target market will ensure profit and customer satisfaction.
If one is just working according to ‘guess work,’ the chances of increased profit and customers are not very high.

Activity
Market Research Plan

1.	Purpose – 
The purpose of this Market Research Plan will be to identify the areas which need to be addressed, which areas need to be adjusted, and to determine the needs/wants/expectations of the target market, and how to implement these points.

2.	Benefits – 
Technology is constantly changing, and by being a leading company within the Mobile Phone sector, it would be important to keep up with the changing trends.
By ensuring you stay competitive with rates and packages, customers will feel more inclined to support the company, because they would feel like the company is not just looking to increase profits, but the needs and wants of the customers are more important. 

3.	Customers – 
The Mobile Phone industry, in my opinion, has a broad spectrum target market, ranging from young teens, to senior citizens.
But then one can look at your 20 somethings to your 50 somethings, which are the people that are doing the most business.
These will be the people using their mobile phones a lot more, to schedule appointments, host conference calls, access the internet and emails, make use of social media for online-marketing and sales.
Packages to suite the wants and needs of these individuals would be the higher target market.
One must not forget about the younger and older generation.
Packages designed for them, would make them more inclined to make use of the company as well.

4.	Company Profile – 
The company should come across as customer orientated and customer service and satisfaction should be the main priority.
Sales, after-sales service, and customer care should be a high priority as well, ranging from in-store, to telephonically, as well as electronically. 

5.	Niche – 
The niche in this case would be to create packages which are affordable and are value for money.
These days everyone is ‘penny-pinching,’ the economic climate is changing and is hardly ever constant, thus making it difficult for people to afford ‘luxuries.’
By providing a service at an affordable rate, and by also providing excellent customer service/incentives/benefits, you are most likely guaranteed a loyal and returning customer.

To beat the competition, and to increase profits, you don’t necessarily need to up prices.
By keeping something affordable, with great incentives/benefits, you will have a customer return, also spread the word about the great product/service/price, and thus, this will lead to an increase in customers.

6.	Tactics – 
For this particular product/service, lower prices with an incentive would be a great tactic.

Adequate employee training goes a long way as well.
By having friendly staff, who are fully educated with regards to the products and services on offer, sends the message to the public that customer satisfaction is of high priority, and the company is not willing to employee just anyone to fill a quota.

Offering family packages on mobile phones would be a great tactic as well.
Money will be saved, and you can offer different packages within them.

Market Research will be very important to determine which tactics could work.

7.	Budget – 
You will need to set aside a budget for the Marketing purposes.
This does not have to be a very big expenditure; a lot of exposure will come from word-of-mouth.
One must be smart in the way one approaches the marketing aspect.
Advertising will be in the form of print and social media.

The main expense will be to have advertising done, pamphlets, newspaper advertisements, social media inserts and so on.
This should be a recurring initiative, so special deals could be made with printers and so on.
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