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1. Short Questions. 8
i. What is marketing? and why are marketing activities carried out?
Marketing is identifying a need or a product and the advertising of that need or product. Marketing activities are carried out to raise awareness of the product that is to be sold or raising awareness of the brand to raise reputation and gain trust.
ii. What is the difference between marketing and sales?
The differences between marketing and sales are: Marketing raises awareness and identifies a need or product to then advertise. Sales provides that product, need or brand to a target audience which then will turn target leads into buying customers.
iii. What is best marketing?
The best marketing is raising awareness to your target audience on how your product or brand will change their lives for the better. This can be in the way of making them more productive in their day to day lives, wealthier or happier.
iv. What are the key points to consider for building and maintaining relationships
with customers?
The key points to consider when building relationships with customers are: be trustworthy, build a rapport with them, develop a trust, be clear, factual and precise in what you are saying and find common ground. I think all customers like to think they are special. Make them feel special and give them your time. 


2. Explain the importance of following terms in Marketing? 8
a) Persuasion
This comes down to whether they were close to buying already. If the customer is close to buying then they can be easily persuaded to finalise a deal with the seller.
b) Predictability
This is where a customer will respond to what they think they will get. This can be a ‘you get what you for for attitude’ or be simply telling them they are getting a discount when they aren’t necessarily getting the best deal.
c) Social evidence
Social Evidence is using what is known to work already. If something is proven to get results and works as a marketing or selling tool then it is used.
d) Liking
Liking is the ‘likability factor’ of a product, a brand or the person who is selling the product. This goes with a trust factor. If the brand has a good reputation is get the likability factor. This may not mean the product, brand or person who is selling actually is though!
e) Scarcity
Scarcity is making the customer think they are getting a product before it’s too late. Using slogans like it’s a deal right now, or getting the product before stock runs out are common uses of scarcity.




3. What is the buying process? Identify the key steps involved in the buying process.7
The buying process of a product varies dramatically depending on what is being sold. Supermarkets tend to place items in particular places in their stores, this can mean walking through an entire store to get your milk so therefore making you walk past everything else on route in the hopes you will impulsively buy other items. 
The key steps involved in the buying process are: Awareness, Information Search, Weigh Options, Buy and Review.


4. What is a marketing cycle? Discuss the stages involved in a marketing cycle.
Stage 1: Consumer and Market Analysis – This is your research into what your ‘ideal’ customer looks like and what their needs are. How you can solve that needs for them, how you can deliver on a product that makes a difference to their lives for the better.
Stage 2: Analyzing the Competition & Yourself: This is knowing exactly what is going on in the market you are a part of. Knowing who your competitors are, what are their strengths and weaknesses. Analyzing of yourself is what gives you that edge, what makes you different, what are you able to give that your competitors do not. 
Stage 3: Analyzing Distribution Channels: This means doing your research into how you actually get your product or service to your target customer. How this can impact your profit margins and impact how fast you are on your delivery of your product or service.
Stage 4: Using the information you have gathered from stages 1 to 3, stage 4 then enables you write your marketing plan.
