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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:


 Q.1. Short Questions: 
i. How important it is for a business to assess the market trends within a given market? 
    I believe it is very important to have an assessment of what is trending in your target market. This way, it will give you an idea of what they need or what they to be able to apply or offer that in your product/service. 

ii. Discuss different types of market research techniques. 
a. Surveys – This is a very common marketing research technique. Surveys are either done over the phone or may be filled out via forms.
b. Interview – Customers are interviewed on their experience with the product
c. Observation – This research technique may be done with or without interaction with the customers. The researchers are going to evaluate the behavior of the respondents. 
d. Experiment – This is a more scientific approach to market research as an experiment should be able to test a hypothesis or prove a fact. 

iii. Explain the factors that affect buyer behavior. 
       A buyer behavior is the totality of the buyer’s attitude, preference, and purpose when purchasing a product/service. A buyer’s behavior may be affected by the following: 
· Cultural – factors that include the customer’s cultural background has a huge impact on buyer behavior
· Social – this include how buyer refer to the community, family or his/social network
· Personal – buyer’s decision could be due to age, lifestyle, personality
· Psychological – beliefs, attitudes, perception can also affect buyer behavior 

iv. Assess the validity and reliability of market research findings. 
    Having gathered and effectively collected market research findings is very important. This will be the basis of how a company will be able to offer customers. If a company knows the needs and wants of the consumers they will be able to plan the products/services accordingly. 

v. What is meant by “target market”? 
    Target market simply means that you have a specific criteria set for the customers you want patronize your product/service. For example, you are selling maternity dresses, so your target market are of course those who are expectant mothers. 

vi. Outline the key points which a marketing plan must contain. 
1. Purpose – what needs to be achieved by the marketing research
2. Benefits – what benefits will it give the company
3. Customers – who are the customers that are being targeted 
4. Company Profile – how is the company viewed
5. Niche – what is the mission you want to achieve
6. Tactics – what actions can be used to attract customers
7. Budget – how much is allocated to put this into action 

vii. Why it is important for a business to plan the market strategy keeping in view the target market/ customer? 
     A marketing strategy uses money that is why it is important to know who the target market is. With proper execution, a business may be able to get a lot of profit just out of a marketing strategy. If you keep in mind who the target market is, then it will be easy to focus on what they want and need. 

Activity Mobile phones produced by a large American company are not selling well, as they were. The top management has decided that company should prepare a market research plan to handle the situation. 
Keeping in view the above situation prepare a marketing research plan for this company.

I. Market & Situation Analysis 
· Check how the economy is doing 
· Gather data about mobile phones being sold in the region
II. Market Segmentation & Customer Analysis
· Identify the majority of age group using mobile phones
· Analyze how the mobile phones are being used 
· Conduct surveys/interview customers on what they like in a mobile phone
III. Objective & Goals
· To keep loyal the current consumer of the product
· To increase sales of mobile phones
IV. Strategies & Tactics
· Make changes/innovate features for mobile phones depending on the gathered data
· Set a time for the launch of new product to hype customer anticipation. 
· Promote mobile phone via social media, posters and commercials
V. Budget & Controls
· Set budget for upgrade of the mobile phones
· Set budget for promotional purposes
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