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Marking Criteria:
 We expect the learners to write minimum one well-expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well-expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 
	1. 
i. It is vital for a business to assess the market trends. The market analysis assesses the attractiveness and the dynamics of a special market within a special industry. Every market has different specifics and therefore, every business have to assess market specifications in order to identify and understand what the customer need. It is necessary to examine every aspect of the business and how this affects the consumer’s experience. This assessment covers everything from delivering products and services: including research, planning, pricing, packaging, promotion, selling and distribution.

ii. The types of market research techniques are:

1. Market and Situation Analysis:
• Economic environment
• Social environment
• Technical environment
• Industry environment
• Competitive environment
• SWOT Analysis
• Political environment

2. Market Segmentation and Customer Analysis
• Market segmentation
• Target market/segment characteristics
• Market research findings



3. Objectives and Goals or “Where the business needs to be”
• Mission Statement
• Objectives for volumes, sales, market shares, gross margins, net profit, return on investment
• Goals that are time-bound.

4. Strategies and Tactics or "How to get there"
• Mission Statement
• Objectives for volumes, sales, market shares, gross margins, net profit, return on investment
•  Goals that are time-bound.
Setting milestones is necessary so that everyone knows when action points need to be achieved and each person’s responsibility.

5. Budgets and Controls
•  Sales, expenses and marketing budgets
•  Contingency plans and risk management

iii.

Many factors, specificities and characteristics influence the individual in what she/he is and the consumer in his decision-making process, shopping habits, purchasing behaviour, the brands he buys or the retailers he goes.
They are Cultural, Social, Personal and Psychological factors.
Cultural factors are coming from the different components related to culture or the cultural environment of which the consumer belongs:sub-cultures, social classes and cultural trends.
Social factors are among the factors influencing consumer behaviour significantly. They fall into three categories: reference groups, family and social roles and status.
Personal factors are decisions and buying behaviour influenced by the characteristics of each consumer: age and way of life, purchasing power and revenue, lifestyle, personality and self-concept.
Psychological factors can be divided into 4 categories: motivation, perception, learning as well as beliefs and attitudes.

iv.

Assessing the reliability of a research means a measure of the consistency of scores over time. It must be reliable across time: do the same study at the same time, and reliable across samples: same group of people participating in the study.
Assessing the validity of a research can be internal and external validity. Internal validity means we have to be sure that the cause-effect relationship identified in the study is really there and there are no other explanations for the results.
External validity means participants must be from the sample of true people.




v.
Defining the business’ target market is essential to determine characteristics of the ideal and most likely customers, such as: age, sex, profession, education, income level, family composition-married, single, divorced-, residence type and location. The more detailed you can get from your target market, the more effectively you can customise your marketing strategies to them.

vi.
Elements of a Strategic Marketing Plan:
· Description of the target market
· Review of the competition
· Description of the products or services
· Marketing Budget
· Pricing Strategy

vii.
Because people is the most important factor in the business success as they are the first judges of the business’ goods and services. They can accept or reject the product or service, which can cause a huge impact on revenue. If there is no consumer because the research failed to find the target consumer- there will be no revenue. Every aspect is important to be known.

Activity:
Marketing research plan for Pacific American Phone Producer LLC:
1. Identifying the problem why the revenue is declining?
2. Analysing/understanding the key issues within the problem: breaking down in details.
3. Prepare the Research Plan: research made by surveys, focus groups, questionnaires, studies, then analyse data findings.
4. Fixing problems: if the findings state that target group is not set well, or they can not receive the business’ campaigns, or there was a pricing problem it should be solved at this point.
5. Evaluate if the fixing was proper, data management and proactive market research can be done continuously or monthly.
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