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	Assessment 9                                                                                              Total Marks: 30 
Q.1. Short Questions:                                                                                                                         (21) 

i. How important it is for a business to assess the market trends within a given market? 

Marketing is about identifying and understanding the customer.  Effective Marketing is a result of examining every aspect of your business and how it affects the consumer’s end experience. It covers everything needed to do in order to deliver your products and services to the consumer including research, planning, pricing, packaging, promotion, selling, and distribution.

Assessing the market before hand is a key step into marketing as it gives the business owner an idea of what products they are getting into. 

 
ii. Discuss different types of market research techniques.    

There are many ways of market research such as; interviews, questionnaires, surveys, internet research and finally library research. These are some of the basic techniques you can use, there are many companies wich offer special programs to find out what’s trending in the market but these are  complex and are not cost efficient









iii. [bookmark: _Hlk15307933]Explain the factors that affect buyer behavior.     

Buyer behaviour is a physiological process it is all related to the emotions of the buyer. In this process the buyer starts with recognizing the need of the product and then finds a way of solving these needs by making a purchase.

To support its efforts, marketing works with advertising to state the company’s offerings in terms that are attractive to the buyer.

Psychological Factors, the psychological factors that affect buyer behaviour include attitudes, beliefs, values, learning and perception. Motivation will also play a huge part in buyer behaviour.

iv. Assess the validity and reliability of market research findings.  

A market research is a collection of information that provides an insight of a customer's mind so that you understand what they want. It includes how they gather information and where they come from. It is also a source of the marketing trends in the business industries. Using methods such as these are valid and reliable as they give you an insight on what the customer wants to purchase.

All your strategies, tactics, and processes are included within this plan in order to create a strong customer base. This also highlights how you will cope with recession, with competition and with increased trends in customer needs and requirements.

v. [bookmark: _Hlk15308681]What is meant by “Target Market”?  

Target Marketing involves breaking a market into segments and then concentrating your marketing efforts on one or a few key segments consisting of the customers whose needs and desires most closely match your product or service offerings. It can be the key to attracting new business, increasing your sales, and making your business a success. 

The term “target market” means; the target market is a central focus within a marketing plan that determines other essential factors for the product, such as distribution, price and promotion efforts. The target market also determines significant factors about the product itself.


vi. Outline the key points which a marketing plan must contain.  

The 6Ps also known as the ‘marketing mix’, provide a comprehensive framework for formulating an effective marketing plan;

Product- This covers the combination of goods and services that your business offers. This forms the main aspect of marketing. The product has to answer to the demand of the customers in order to have a high demand. 
Place- The place of business is crucial because one has to have an accessible location to be easily exposed to his or her clientele.   
Price- The price of the product agrees with the item on sale. Ensure that the product matches with its value. It is important to realize that the price influences customer’s demand. 
Promotion- As mentioned above, promotions are fundamental in business management. It is beneficial for one to engage in promotion strategy as a means of attracting customers especially for new products in the market.  
People- One has to ensure that he or she has dedicated staff (always on call). The staffs contribute significantly in establishing a business and meeting primary goals of a company.  
Process- All business processes must be geared towards attaining the primary goals of the business. As a result, it is beneficial for the business person to tune the minds of his or her workers to practice in one accord and to always win the clients favour at all times.  


vii. Why it is important for a business to plan the market strategy keeping in view the target market/ customer?         

Marketing planning helps you develop products and services in your business that meet the needs of your target market. Good marketing helps your customers understand why your product or service is better than, or different from, the competition. A good marketing plan can help you reach your target audience.
It is key for the business to keep in mind their target market as that will be the person/people that they are going to be selling to, on a day to day basis.


Case study (9)      

Mobile phones produced by a large American company are not selling well, as they were. What information the company research to help it decide on its future? 

i) Prepare a marketing research plan for the above situation.


	
	1.Defining the problems and objectives 
	2. developing the research plan
	3.collecting the information 
	4.annalysing the information 
	5.presenting the findings 

	Steps;
Distinguish between the research types needed for example 
-exploratory 
-descriptive 
	
Make a decision on 
Budgets, data sources, research approaches and contacting methods 
	
Information is collected according to plan 
	
Statistical manipulation of the data collected for example registration or subjective analysis of focus groups 
	
Overall conclusion to be presented rather than overwhelming statistical methods  

	Comments;
If a problem is vaguely defined, the results can have little bearing on key issues.
	
The plan needs to be decided upfront but flexible enough to incorporate change.
	
This phase is the costliest and the most liable to errors 
	
Significant difference in type of analysis according to whether market research is quantitative or qualitive 
	
Can take various forms; 
-oral representation 
-written conclusion supported by analysis 
-data tables 
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