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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. 
	Please insert your completed assignment ( in word format)  here:

Assignment 6 

When developing a marketing planning strategy, which issues should be taken into consideration? 

Information sourced from unit 6 study guide - 
Below are listed issues that are likely to have an impact on your marketing planning. 
These are as follows: 
-What market should the firm operate in?
-What are the firms strengths and weaknesses?
-The long term goals of the firm? 
-How the firms competitors will likely react to react to its strategy? 
-Does the firm have the sufficient amount of resource to achieve the objectives of strategy? 

All of the above issues need to be considered during planing to determine the success of the business and prepare the business for any challenges that may arise. 

Other issues associated with strategic planning are the product launch, changing the name of a brand, deciding which market segments to target and focus on and the design of promotional campaigns.









What is marketing audit? How is this performed? 

A marketing audit is a comprehensive examination and analysis of your marketing activities, goals and objectives 
within the context known as the 7 Ps of marketing- these are:
product
price
place
promotion
people
process
and physical evidence. 

By installing an audit, a business is able to observe the way their marketing efforts are planned or managed, and how they are performing in relation to the goals in comparison to the original marketing plan.

The marketing Audit also implements the SWOT (strengths, weakness, opportunity, threats.) and STEP analysis. According to the ‘unit 6 study guide’ 
After the audit has been carried out, managers should have a very clear idea of what needs to be changed in order to meet the firm’s goals and objectives.

What are co-operative objective? How are these identified?

Cooperate objectives are objectives that focus on the desired performance of a business/company, are also known as the company’s statements, tend to be realistic well defined goals of where the company are supposed to be within a certain timeframe and how the success is going to be measured. 
They tend to focus on multiple goals rather than a single objective.

(Smallbusiness.chron) say Cooperative objectives are identified by examining a projects goals and gaining feedback from customers/consumers, and then making decisions based on these results.


What could be the main aims of a promotional strategy? 

Study.com says - The goal of promotion strategies in marketing is to make the public aware of your product, to influence them to purchase it, and to establish a long-term relationship that will make them repeat customers.

When designing or delivering a promotional strategy you need to consider aiming for;

A message. what it is that sets your company apart from the rest. What your selling. 

Strategy- how are you going to sell? Using push or pull selling techniques.

Budget - how much are you willing to spend, what’s it going to cost? 

The aim of promotion is to increase awareness, create interest, generate sales or create brand loyalty. It is one of the basic elements of the market mix, which includes the four P's ,i.e., Product, Price, Place, Promotion. (www.econmicaldiscussion.net)








Which approaches are used for evaluating marketing performance?

 
Once a business has decided on a plan, it then needs to consider what approaches need to be taken to measure the performance. 

As mention in the unit 6 study guide-
Two approaches are taken to measure marketing performance. These are: 

-Sales Analysis - This approach involves analyzing the sales revenue generated from sales of the product, identifying your weakness and strengths within this.

-Marketing Cost Analysis - This approach tends to look at the costs incurred to generate an income. Marketing Cost Analysis is a set of techniques for breaking down the costs of a firm’s activities and aligning them to their marketing objectives.

Discuss the steps involved in setting market budgets. Explain different methods used for marketing budgets. 

One of the correct ways to make sure that the marketing money is spent correctly is to develop a comprehensive marketing strategy and come up with a solid marketing plan to include a few basic steps to follow. 

marketing plan should include everything from: 
Knowing your target market and what your competitive position is in that market.
How you believe you are going to reach that market? 
How you are going to differentiate yourself from your competitors to make a sale.

Your budget plan should consider:

   
· The buying process customers lead to create a sale. Also know as your sales Funnel. How much time you are willing to spend, how many leads will you generate a month, how many of the leads create sales etc. 
· What are your Operational Costs. 
· What are the Business Goals. 
· Consider how you are going to Position your Marketing as an Investment, Not a Cost. 
· Knowing how are you expecting this business to grow, long term, mid term and short term expectations?
· An Understanding of Current and Future Trends.

Information sourced from (www.yourarticlelibrary.com/advertising ) 
 There are a few different methods used in developing a marketing budget. As shown below:

· Percentage of Sales method
the percentage of sales method is common. an advertiser takes a percentage of either past or anticipated sales and allocates that percentage of the overall budget to advertising.
· Objective and Task method
A company determines its objectives and aims, after these objectives have been established, the advertiser determines how much it will cost to meet them.
· Competitive Parity method
This is used within a business to compare its advertising spending with its competitors. 
· Market Share method
this decided its budgeting strategy on external market trends. Similar to the above method. 
· Unit Sales method
Looks at the cost of advertising an item on its own and multiplies it by the number of units the business would hope to sell.
· All Available Funds method
allocating all available profits to the advertising purposes. 
· Affordable method
When an advertiser bases its budget on the affordability. 

Lots of different methods have been listed above and each have their own does or against, it seems some of these methods are often combined within marketing to create the most success and profit within the business. 
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