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[bookmark: _Toc534742948]Introduction
The objective of this report is to analyse the importance of marketing for a business. A detailed description of what marketing is, is given alongside the ways through which marketing can be enhanced in a business organisation. In this report, findings and analysis of a survey carried out about marketing and its importance are also discussed. A research methodology in this report involved survey where a questionnaire with a 3-point likert scale was used to obtain responses from the sample stores.
The main reason for business organisations to manufacture products and offer services is to make the profits through selling them to the customers. For  customers to purchase such products and services, they have to be informed of the existence and features of the products and services through appropriate channels. This responsibility of creating awareness about a product or a service is done through marketing. Therefore, it is important for business organisation to know how to improve on the marketing of its products and services.
[bookmark: _Toc534742949]Literature Review
[bookmark: _Toc534742950]  Marketing in a Business
	Marketing is the process of getting a product or a service to the target customer starting from the product development to final sale and after sales support through employment of proper strategies and tactics. It is what an organisation must do create and exchange value with the target customers (Silk, 2006). Several theories have been developed to help marketers in improving on their marketing capabilities. Such include the Maslow Hierarchy and Consumer Decision Making Process. Maslow Hierarchy is used when the marketers want to know the wants and needs of their consumers or target market. On the other hand, the Consumer Decision Making Process is used in identification and tracking of the decision making process of consumers from the start to the finish. (Academy.com, 2018)
	Maslow hierarch was developed by Abraham Maslow with the aim of trying to explain the connection between basic human wants and human desires. Maslow hierarch is represented as a pyramid divided into five categories where those categories on the upper side are exclusively depended on the lower preceding ones.
[image: C:\Users\Production\AppData\Local\Microsoft\Windows\Temporary Internet Files\Content.Word\Maslows-hierarchy-of-needs.png]
Figure: Maslow Hierarchy (Academy.com, 2018)
	The physiological needs include the most basic needs the humans cannot live without such as food, water, oxygen and sleep. The safety needs are those wants that make humans safe such as finances, health and job security. Social needs include those that can be obtained from other people such as friends and families. The esteem needs are desires that enable one to be respected such as self-esteem and confidence. Self-actualisation are those that makes people realise their potential fully.
	Marketers therefore carry out research on customers in terms of segmentation, target and position by classifying them with respect to demographics, social class and geographic location, gender among other categories. Using information from the studies, they will be able to know target market and come up with a suitable marketing strategy towards it (Paley, 2000).
Consumer Decision Making Process
The consumer decision making process is a five stage process explaining how the customers make decisions. The problem recognition stage involves identifying the need of the consumer in terms of what they need and when they need it. For instance, the time of need is the most appropriate moment for one to carry out advertisement. The information such stage involves gathering information about the consumers’ preferences. Evaluation of alternatives involve studying and comparing the prices, quality and other product or service features then settling on the best deal. The purchasing stage is where the customer now decides to purchase the product or service having analysed all the factors above. This stage involves assessing of the purchased item satisfies the need it was bought for. If it does, the customer builds loyalty to the brand and becomes ambassador in influencing other people to buy from the brand. 
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Figure: Consumer Decision Making Process (Academy.com, 2018) 
[bookmark: _Toc534742951] Importance of marketing
Marketing is important for creating brand awareness. This is because through marketing strategies like promotion using appropriate channels, enable potential customers get to know about existence of the business and the products and services offered by the business. Therefore, designing messages to communicate brand values will increase awareness generate leads which in turn will result into increased sales (May, 2017). In addition, the customers will also be made aware of where and how to get products or services of the business. 
Marketing helps in increasing sales during all stages of product growth. When marketing is done appropriately, people get to know the existence of the business and the products or services offered. Such people are likely to be turned form prospective customers to real customers. This can be seen through increasing sales and profits of the business irrespective of the mode of selling used like direct selling or through retail sales (Pillai, 2010)
[bookmark: _Toc534742952]  How to Improve Marketing for a Business.
	Marketing is a field that changes very fast hence the marketers must work and adapt to new marketing demands constantly (Levinson, Levinson and Levinson, 2008)  . The following are some of the ways that can be employed to ensure an improvement in marketing.
	Marketing can be improved through provision of value. This can be done through offering quality products and services as well as support to the customers. This makes them feel valued therefore becoming loyal to the business. As a result of loyalty, such customers are likely to spread information about your business to their friends, families and even colleagues. 
	The business can also focus on top customers for intensive marketing. According to Pareto’s principle around 80% of customers generate a 20% sales while the remaining 20% bring in 80% of sales. Therefore, a business can focus more on the 20% portion of the customers during marketing. This can be done through activities such as personal marketing, sending periodic newsletters, direct mail and periodical emails on information about new products and services being offered (Business.org, 2018).  . However, the 80% of customers should not be neglected.
[bookmark: _Toc534742953]Research Methodology
Research methods can generally be classified as quantitative and qualitative methods. Quantitative research methods are well accepted standardised procedures and techniques used in collecting, organising and analysing data (Kuada, 2013) that is in numerical form, for example, age, height and weight. This data is therefore referred to as quantitative data. These standardised procedures gives the quantitative methods a scientific image making them popularly used in the researches involving social sciences. On the other hand qualitative methods involve qualitative data that is not in numerical form (Punch, 1998) and are intended to seek and explain why and how a particular phenomenon or behaviour works, for instance, why some fashion stores sales are more than the others.
Data can be gathered using various methods among them including, questionnaires, experiments, surveys, interviews and observations. Questionnaires are lists of questions designed for the purpose of providing information about a particular subject from the respondents. During data collection, the responds given are referred to as variables. For instance, a survey on the price of 3 different TV brands, the price of each TV brand is a variable. These variables can be categorised into two types, categorical and numerical variables. A categorical variable is a variable that can be measured by a limited number values (Powers and Xie, n.d). For example, Do you agree that marketing improves business sales? The responds are Yes or No, which are categorical variables. Numerical variables on the other hand, are those responds obtained in numerical form and can be continuous or discrete depending on the type of information sort. Discrete variable is the one that can only take a particular value or number with no fractions or decimals, for example, how many stores are you visiting? 3 is the number and the discrete variable to that response. Continuous variable can be measured into fractions and decimals, for example height and age.
Sometimes data is obtained from a vast source which may require a lot of input in collecting the data, for example, the 100% census of UK. This is referred to as a population which according to Quinn and Keough, (2014) is a collection of all possible subjects or observations of interest. To make things easier, the data is collected from a representative subset of the population to give information about the whole population. This representative subset is called a sample. For example, in a population of all the TV set selling stores within London, 3 stores can be used to get information concerning effect of marketing on the TV sales. All the TV selling stores make up what is referred to as a population while the selected 3 stores are the sample.
This report used the quantitative research methodology to come up with findings on the effect of advertising TV brands on their sales in 10 different TV selling stores. The population was the TV sets in the stores and the sample was two TV brands of Samsung and Sony. 
The data in the sample was collected using surveys and analysed using mathematical methods such as statistical calculations presented for easy interpretation using graphs and charts of different nature. In this report, the data was collected using surveys through questionnaires in which 3-point liker scale will be used in answering the questions. 
[bookmark: _Toc534742954]Findings, Analysis and Discussion
I carried out a survey on 10 different TV selling stores stores to find out if they do marketing, if they do research before planning to market, the tactics they used in marketing, and if they agreed that marketing helped in improving sales and if marketing should focus on top customers only. Different stores gave different responses which have been discussed, analysed and recommendations on the same given in this report.
Q1. Do you market your products?  
	Yes 
	No 
	Planning to start

	5
	2
	3



                                                     Figure 2
From the findings I found that majority of the stores carried out marketing. From my sample, 50% stores marketed their products, 30% were planning to start marketing in future while the remaining 20% did not do any form of marketing.
Q2. Do you carry out market research before formulating a marketing plan your products? Yes no
	Yes 
	No 
	Not Sure

	4
	1
	0


                                                             Figure 3

                                                     Figure 4
The fashion stores that carried out marketing were further stated if they performed a research before planning for marketing. 80% of them carried out research before formulating a marketing plan while 20% did not.
Q3. Which method do you use to market your products? 
	Advertising 
	Promotion 
	Both

	1
	2
	2


                                                                 Figure 5

Figure 6
Out of the two methods used in marketing, those stores that carried out marketing using advertisement were 40% of the sample, promotion were also 40% while 20% used both methods to market.  

Q4. Do you believe that marketing helps in improving sales? 
	Agree
	Disagree
	No  comment

	3
	1
	1


Figure 7

Figure 8
Majority of the stores agreed that marketing was helped in improving sales. That is, out of the 5 stores that carried out marketing, 60% agreed that it helped in improving the sales, 20% disagreed while another 20% had no comment on the same.
Q5. Marketing should be focused on the top customers, do you agree? 
	Agree 
	Disagree 
	Not sure

	2
	2
	1


Figure 9

Figure 10
Among the stores that marketed their products, those that agreed that marketing should be focused on the top customers were 40% and those that disagreed were also 40% with 20% not being sure about on the question.
[bookmark: _Toc534742955]Summary of Findings
Therefore, from the survey it is clear that marketing is performed by many business organisations since it is important in improving the sales. Businesses also carries out marketing research before formulating their marketing plans and even as they do marketing, they focus on the top customers but also the other customers are considered.
[bookmark: _Toc534742956]Conclusion
	Marketing is a very important practice for any business organisation since it is the one that converts prospective customers into buyers of ones products and services. However, when practising marketing, business organisations need to come up with relevant strategies that will ensure that the process of marketing will be successful. Business organisation should also look for ways through which they can improve their marketing from time to time to ensure that their sales are always high. 
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Yes 	5	No 	2	Planning 	3	



Do you carry out research before formulating a market plan?	
Yes 	No 	4	1	

What method do you use in marketing? 
Advertising 	2	Promotion	2	Both	1	


Agree	3	Disagree	1	No Comment	1	



Agree 	2	Disagree 	2	Not sure	1	
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