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Q1.

i) Market research is essential in helping to reveal key aspects of the competitors products, services, marketing strategies, and target audience. By doing so the business can use this information to lead in the market over their competition, differentiate and add value to their business or brand 

ii) Market segmentation is a form of market research involving asking questions aimed at capturing needs, values, attitudes, behaviors and demographics. Marketing can’t effectively speak to every type of business or individual simultaneously so one of the main goals of market segmentation is to allow for more efficient and effective marketing tactics.

Product testing is often necessary as a form of market research; a detailed understanding of how your product meets (or doesn’t meet) your customer’s needs is crucial both to product development and marketing. 

successful product testing should:

· give insight into product/service viability by investigating competing and substitute alternatives along side customer’s willingness to embrace new products/ services
· determine competitive advantage as well as potential threats from similar products and services.
· identify the products with the highest revenue potential 
· clarify what improvements should be prioritized before a product launch (or re-launch) 
· pinpoint which product features (both existing and potential) are most important to your target audience
· help produce marketing messages to change or enhance existing perceptions about your products/ services

Advertising testing is similar to product testing in the fact that it can save you valuable time and resources. By taking potential campaigns directly to your audience and then gauging their response the company can focus on creating truly impactful advertising. 

Pricing testing: surveys ask customers to choose between different products and price points, typically done via conjoint analysis. This can help identify what features are most valuable to their audience and how much they’d be willing to pay for them, insights that give them a distinct advantage. 

iii) Some of the most common factors that influence buyer behavior are:

Marketing campaigns- advertisement plays a crucial role in influencing the purchasing decisions made by customers

Economic conditions: consumer spending decisions are greatly influenced by the economic situation that is prevailing in the market at any given time. This is especially true for purchases of  vehicles, houses and other household appliances. A positive economic environment is one in which consumers become more confident and willing to indulge in purchases irrespective of their personal financial situation. 

Purchasing power: purchasing power of a consumer plays an important role in influencing the consumer behavior. Consumers generally analyze their own purchasing capacity before they make a decision to buy regardless of a products high standards. Segmenting consumers based on their buying capacity would help in determining eligible consumers to achieve better results. 

Culture plays a very vital role in determining consumer behavior and is sub-divided into culture, sub-culture and social class. 

Culture includes the roles that society plays, the behavior of society and it’s customs and traditions. It needs to be examined closely in market research as it is an important factor in influencing consumer behavior. 

Sub-culture is a group of people who share the same values, customs and traditions, defined as a nation, religion, racial groups and groups of people who share the same location.

Social class- It is important to know what social class is being targeted as normally the buying behavior of a social class is quite similar. 


iv) Validity and reliability are important in market research and to assess the validity and reliability of a survey or other measure researchers need to consider a number of factors.

To ensure the validity of measurement researchers need to consider face validity, content validity and construct validity. 

Face validity is the extent to which a measurement method appears “on it’s face” to measure the construct of interest. Will the people taking the questionnaire consider it an accurate measure, and do the questions represent that. 

Researchers also need to consider the content validity of the questionnaire; that is, will it actually measure what it is intended to measure. Researchers often rely on subject matter experts to help determine this. 

When questionnaires are measuring something abstract, researchers also need to establish it’s construct validity. This refers to the questionnaire’s ability to measure the abstract concept adequately.

It may sometimes be appropriate to establish criterion validity; the extent to which the measurement tool is able to produce accurate findings when compared to a ‘gold standard’.




To ensure the reliability of measurement researchers need to consider whether they will get similar results if the questionnaire is repeated soon after. If the results haven’t changed the “repeatability” of the questionnaire would be high. This is called a 'test-retest reliability’.

Another aspect of reliability concerns internal inconsistency among the questions, do similar questions give rise to similar answers? 

Researchers also look at inter-rater reliability; that is, would different individuals assessing the same thing score the questionnaire the same way.



If researchers cut corners in assessing the validity or reliability of their questionnaire or measurements it could affect the believability of the study’s overall results. The results will be more accurate, and more effective in terms of the company’s success, if the measures in a study are as reliable and valid as possible. 




v) A target market is a particular group of customers at which a particular product or service is aimed.

vi) Some essential components of a marketing plan are:

market research as the backbone, a well-defined target market, positioning, competitive analysis, a market strategy, budget and metrics. 

A well-defined target market description identifies the businesses most likely buyers, and should discuss at least two to three levels of segmentation. 

Positioning is important in order to establish how the business is perceived by it’s target market, this can be achieved through compelling branding and marketing messages that clearly communicate the identity the business is trying to create. 

It’s important to know who their competitors are, and so competitive analysis allows a business to establish what their price point is in comparison. Knowing your competitors helps better position the business. 

The marketing strategy is the path for the business towards achieving it’s goals in sales. It should take into account the entire marketplace and then break down specific tactics such as events, direct mail, email, mail, street teams, webinars, partnerships and other activities that help gain access to customers.

By developing a month-by-month schedule for the budget planned to spend on marketing the business can prevent over-spending, and for each activity can establish a metric that tells them to stop if it’s not generating sufficient return on investment. 


vii) One of the most important aspects of any marketing strategy is to take into account the target market ad consumer for the product or service being provided. 

The business should center the whole strategy around consumer research and needs, as the target market are most likely to purchase from the company, allowing it to reach it’s target goals and ensure it’s success as a whole. 

Having a strategy helps the business to identify it’s target markets and to set measurable goals. It is vital to the success of the organization that you implement a marketing plan that aims for growth and positive change in the bottom line. 


Case Study: 

· define their target market.
· understand what consumers think of the company and product through market research techniques like surveys, focus groups and questionnaires. 
· use market research to gage company and products reputation among anyone who has influence on it’s future. 
· know how consumers compare their product to similar offers from competitors.
· find out which features most appeal to potential customers to know where to put their product development energy. 
· to help determine what should go into creating the ideal offer to their market, including price, terms, benefits, size, features, packaging, etc. 
· use the research to create best advertising to sell their product, what message, is most appealing to target market.
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