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[bookmark: _Hlk10743954]UNIT 4: MARKETING YOUR PRODUCT (ASSESSMENT 4)
Q: 1. Short Questions: 
I. What is Marketing segment? Give example 
Market segmentation is the research that determines how your organization divides its customers or cohort into smaller groups based on characteristics such as, age, income, personality traits or behaviour. These segments can later be used to optimize products and advertising to different customers. 
There are various types of marketing segments. The most commonly used are:
Geographic segmentation: While typically a subset of demographics, geographic segmentation is typically the easiest.  Geographic segmentation creates different target customer groups based on geographical boundaries. Because potential customers have needs, preferences, and interests that differ according to their geographies, understanding the climates and geographic regions of customer groups can help determine where to sell and advertise, as well as where to expand your business.
Demographic segmentation: Demographic segmentation sorts a market by demographic elements such as age, education, income, family size, race, gender, occupation, nationality, and more. Demographic segmentation is one of the simplest and most commonly used forms of segmentation because the products and services we buy, how we use those products, and how much we are willing to spend on them is most often based on demographic factors.
Firmographic segmentation: Firmographic segmentation is similar to demographic segmentation. The difference is that demographics look at individuals while firmographics look at organizations. Firmographic segmentation would take into consideration things like company size, number of employees and would illustrate how addressing a small business would differ from addressing an enterprise corporation.
Behavioural segmentation: Behavioural segmentation divides markets by behaviours and decision-making patterns such as purchase, consumption, lifestyle, and usage. For instance, younger buyers may tend to purchase body wash, while older consumer groups may lean towards soap bars. Segmenting markets based off purchase behaviours enables marketers to develop a more targeted approach.
Psychographic segmentation: Psychographic segmentation takes into account the psychological aspects of consumer behaviour by dividing markets according to lifestyle, personality traits, values, opinions, and interests of consumers. Large markets like the fitness market use psychographic segmentation when they sort their customers into categories of people who care about healthy living and exercise.
II. What type of information is collected in marketing analysis? 
There are various information that could be collected during a marketing analysis. This process involves a cycle which includes:
· Consumer and market analysis
· Analyze and competitors and self
· Analyze distribution channels
· Creating a marketing plan
· Implementing the plan
· Reviewing and revising the plan
III. Outline the steps involved in the buying process. 
There are various steps involved in the buying process.  First lets us define the buying process – a buying process is the series of steps that a consumer will take to make a purchasing decision. A standard model of consumer purchase decision-making includes:
· recognition of needs and wants (awareness)
· information search
· evaluation of choices (weigh options) 
· purchase 
· post-purchase evaluation (review)
IV. What do you evaluate when considering the marketing segments? 
Market Potential. You can evaluate the market potential of a segment by looking at the number of potential customers in the segment, their income and the number of people in the segment who need the kind of product you offer. Evaluating how many such people are in each segment lets you gauge the potential market.
V. What is SWOT analysis? 
SWOT (strengths, weaknesses, opportunities, and threats) analysis is a framework used to evaluate a company's competitive position and to develop strategic planning. SWOT analysis assesses internal and external factors, as well as current and future potential. A SWOT analysis is designed to facilitate a realistic, fact-based, data-driven look at the strengths and weaknesses of an organization, its initiatives, or an industry.
Q: 2. what are the five P's of a marketing plan? How do they influence the positioning of your product? 
The 5 P’s of Marketing plan are Product, Price, Promotion, Place, and People. These are key marketing elements used by companies to position a business strategically. The 5 P’s of Marketing, also known as the marketing mix, are variables that managers and owners’ control to satisfy customers in their target market, add value to their business, and help differentiate their business from competitors.
They influence the positioning of a product in a variety of mix. For example, John is considering operating a jet ski shop catering to travellers and tourists. To position his business, John may consult the 5 Ps of marketing in the following manner:
· Product: By the hour jet ski rentals for people who are in the city for a short duration of time. A limited liability form to be signed by people who participate in the service and a monetary deposit in case of damages.
· Price: Cheap jet ski trips to cater to the budget constraints of travellers and tourists. A 10% discount on jet ski trips when referred by a travel agency.
· Promotions: A Facebook page, Instagram page, and a Twitter handle to promote the business. Also, paid promotions on travel agency websites.
· Place: An easy to access location from existing transit systems.
· People: Friendly staff members who love meeting other travellers and offer exceptional customer service.
Q: 3. Discuss in detail the steps involved in a sales cycle.  
Brentwood Opening Learning College classify the sales cycle in into four (4) broad categories – initiate, build, manage and optimize. 
The initiating stage involves finding new opportunities and establishing relationships that focus on identifying and solving client needs. These relationships can evolve in many ways.  This may involve networking or even cold calling in other to get an establish relationship with potential customers.
The building stage is where you convert opportunities established with the clients by building trust and credibility. Once you meet your client, you begin building your relationship with them. These relationships are based on trust. As you build the relationship, you will investigate your potential client’s problems, get a solid understanding of their situation, pre-qualify them as a buyer, and consider how you will make your presentation to them in a dynamic way. 
The next stage is managing the relationship and focusing on serving your customers by offering solutions, resolving problems, meeting their needs, and getting their agreement to buy. In this part of the sales cycle, you will make your presentation, considering all aspect of your client’s needs and the benefits of your solution. You will also ask them to make a buying decision and work through any objections that they have. 

The optimising state of the sales cycle involves growing the relationship with consistent results and problem solving. This is the time to set up long term relationships through additional problem solving, business building, and referrals. 
The final phase of optimizing is to evaluate what you have done throughout this sale. What have you learned? What can you do better or differently next time in order to reach a more successful result? 
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