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SECTION A CHOOSE 4 FROM 8 QUESTIONS (20 MARKS) 

1. What is Marketing and its benefit? 

The activities of a company associated with buying and selling a product or service. It 

includes advertising, selling and delivering products to people. People who work in 

marketing departments of companies try to get the attention of target audiences by 

using slogans, packaging design, celebrity endorsements and general media exposure. 

The four 'Ps' of marketing are product, place, price and promotion. 

Many people believe that marketing is just about advertising or sales. However, 

marketing is everything a company does to acquire customers and maintain a 

relationship with them. Even the small tasks like writing thank you letters, playing 

golf with a prospective client, returning calls promptly and meeting with a past client 

for coffee can be thought of as marketing. The ultimate goal of marketing is to match a 

company's products and services to the people who need and want them, thereby 

ensure profitability. 
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results for the last three years are given below. These show declining profitability 

although aggregate sales revenue has increased year on year. 

Year 
Champlan 

units sold 

Champlan 

sales £ 

Systems 

design 

services 

sales £ 

Operating 

profits £ 

2010 2,050 922,500 650,000 162,000 

2011 2,700 1,080,000 600,000 144,000 

2012 3,600 1,260,000 550,000 107,500 

 

Operating profit is before interest charges and taxation. The current interest rate on 

the medium term loan is 10% per annum. 

Year 
Fixed 

assets £ 

Current 

assets £ 

Current 

liabilitie

s £ 

Medium 

term 

loan £ 

Share 

capital 

and 

reserves 

£ 

2010 950,000 425,000 260,000 200,000 915,000 

2011 1,000,000 525,000 375,000 200,000 950,000 

2012 1,225,000 650,000 475,000 400,000 1,000,000 

 

The current liabilities figure includes an overdraft with the bank of £300,000. This is 

also the agreed maximum. The company owns its own premises and these comprise 

the majority of fixed assets. The premises have recently been expanded to cope with 

the increased sales volume of the Champlan package. Although the consultancy 

workload of the company has shown some decline in recent years, this has been due to 

pressure on the software staff to develop more powerful versions of the Champlan 

package rather than a shortage of potential work. Championsoft is well regarded in the 
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A focus strategy is based on fragmenting the market and focusing on particular market 

niche. The firm will not market its products industry wide but will concentrate on a 

particular type of buyer or geographical area. 

Cost focus: This involves selecting a particular niche in the market and focusing on 

providing products for that niche. By concentrating on a limited range of products or a 

small geographical area, the costs can be kept low. 

Differentiation focus: Select a particular niche and concentrate on competing in that 

niche on the basis of differentiation  for example, luxury goods. 

This can be summarised in the following diagram: 

 

 

 

 

 

 

 

 

We stated that the alternative directions available to a business could be described in 

general terms as follows: 

§ Do nothing 

§ Withdrawal 

§ Market penetration 

§ Product development 

§ Market development 

§ Diversification 

Do nothing 

This involves following the current strategy while events around change and can often 

prove to be a successful short term strategy. Basically, if an organisation is exposed to 
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4. Market research process apply to company example 

The marketing research process involves four steps: 

1. Defining the problem and research objectives 

2. Developing the research plan for collecting information 

3. Implementing the research plan – collecting and analyzing the data 

4. Interpreting and reporting the findings 

1. Defining the problem and research objectives 

The researcher and the marketing manager must work closely together to define the 

problem carefully and agree on the research objectives. The manager best understands 

which information is needed and the researcher best understands marketing research 

and how to obtain the information research results. When the problem is has been 

carefully defined the manager and researcher must set the research objectives. A 

marketing research project might have one three objectives. Sometimes the objective 

is exploratory  to gather the preliminary information that will help define the 

problem and suggest hypothesis. For example, Fonterra’s marketing management 

might want to find out if a new flavor in its Connoisseur brand range of tubs will add 

to its ice cream sales and profits. Sometimes the objective is descriptive - to describe 

things such as the market potential for a product, or the demographics and attitudes 

of consumers who but the product. For e.g. Volkswagen might wish to obtain a profile 

of buyers so that it can locate    

 


