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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. 
	Question 1:
i, Business in the market trends within the given market; 
Importance of the market trends is for the company to manage the customer in research of planning, pricing, packaging, selling and distribution to meet the customer’s demands.
ii, Market research techniques;
To research techniques are four simple factors, 
Geographic – location and population 
Demographic – age, gender, income and family criteria 
Psychographic – life style, social, motivation and personality 
Behavioral – product with brand quality and how much use will be required of the product 
iii,  Factors that effect buyers behavior;
Behaviors affect the market with competition with decisions with cheap prices, quality, customer service leads to smart environment and smart employees who are front line to the customer can make or break the business. 

iv, The marker research;
The customer is the key to your business, the key to market research identify how changing elements with latest trends what as impact on the customer expectations. 
Product and services, customer profiles, customer needs and wants all to do with their life style.
V, Target market;
Target market is meant by who is most important to the business, the customer who is the one putting the income into the business. The customer can make or break a company by word of mouth as they are the spokes person how their experience was. 
Especially trip advisor and other social media this day and age. Getting right is market target with professional conduct and first impressions. 
Vi, Market plan must contain of the following;
Marketing plan allows you to attract the different types of sectors how and when with the direction of the business with the purpose, what should we be marketing. 
Benefits, will the customer satisfy their expectations with the services or product. Have a strategy for customer retention to build a long term relationship for the company profile. 
What is unique about the company from the rest of the competition, how to obtain more custom and have loyal customers. 
Setting a budget can be expensive or can have very little cost, need to set a budget with a figure can afford and stay within budget but use most effective way. 


Vii, Business plan for market strategy;
The importance of to under stand what the criteria is required. This by steps after your research, especially to employees getting right to the customer, 
Description of products and services, define the target market, competitive advantage, positioning statement and sales, profit summary with market share. 
Putting the market and customer analysis together as above mentioned, creating mission statement for objectives and goals with a time scale and how to get there with whom responsible in different areas. Execution will be review practices from forecast budget to actual budget, reviewing processes and risk management for unexpected situations to safe the business and its reputation. 

Activity;
The market plan for the company;
Executive Summary of Analysis 
A, Brief descriptions of products and service 
B, Define Target markets 
C, Competitive Statement 
D, Positioning Statement
E, Sales and Profit with market share 

1, Market and situation
SWOT analysis 
Environment changes
 
2, Market Segmentation and Customer 
Market segmentation
Market  research findings 
Review customer feedback 

3, Objectives and Goals (Where the business needs to be)
Mission Statement reviewed 
Volume sales,, market share, 
Return on investment – bench mark suppliers 
Sales, gross profit and net profit, review budgets forecast 
Goal objective with time scale 


4, Strategy and Tactics (How to get there)
Agree new product range with pricing 
Place display and promotions  - price match 
Refresher training of employees of new product information
Employee responsibilities action plan of re launch
Open day 
Set completion date

5, Budget and Controls 
Finalise new budgets, sale targets from new product range 
Marketing budget for the re launch and promotion
Open day venue 
Risk Management 

Dairy Dates to put in place 
Management meeting  
Team meeting 
Review meeting 
Final meeting for the re launch 

Management meeting to review trading and open day 
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