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Assignment Chapter 4-7 

1. How scores research is conducted. 

There are different approaches that are used in this site to identify and evaluate the 

familiarity and appeal of performer, characters, sports and their personalities. The use of 

youngsters has been used to enhance identification of the best promotional partners based on age 

and group targeting. The rise and fall into fame of celebrities has also been used and targeted to 

the performance of brands. This approach determines the demographic and geographic 

segmentation of a product or company performance. Other than this, another influential element 

that has been introduced into the analysis is the use of social media; the carton Q series has been 

used to cover TV, media, social entertainment like games and food products as well as venture 

activities. All this are characters that are identified as licensed properties. Influential individuals 

in the society influence the behavior and personality of a majority of individuals in the society. 

Research and study is also used in this site to determine the emotional connection that 

individuals have on brands. Tracking the performance of foods and flavors has been used to 

determine the performance of the industry for a long period. This is also the case in determining 

the interests of clients in sports. It is evident that the psychological expectation of an individual 

is inclined to their social expectation. 

2. Explanatory research and descriptive research. 

Explanatory research is used to provide both statistical data and reasoning for certain 

occurrences. This research provides the cause and effect of certain trends and occurrences. On 

the other hand, descriptive research sidelines the causes and aims at providing a deeper analysis 

of the results obtained. In this research, unlike in explanatory research, emphasis is given to the 

data results and projects are being analyzed from the information. This research aims at 
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explaining the future while on the contrary, explanatory research provides a deeper analysis of 

the history. The structure of explanatory research explains the current trend from the cause while 

explanatory research predicts the future from the current results. Explanatory research backward 

oriented while descriptive research is forward oriented. 

3.    Habitual decision-making process and the extended problem-solving process. 

 Depending on what factors influence the choice of a decision maker, decisions can be 

classified into a number of types. Habitual decision is routine and skips steps of effective 

decision making process. This process is influenced by individual likes, routine way of life and 

emotions. It is the commonly used approach as it depends on reaction. The problem solving 

approach involves extended analysis and thought before action. This approach is used when the 

risks are high or while making vital decisions such as buying expensive goods. Time and 

pressure do not influence this model of decision making as opposed to the habitual decision 

making process. 

4.  Compare the roles of culture, subculture, and social class 

Social class, culture and subculture influence to a great extent the behavior of consumers. 

Culture to a large extent influences the society in terms of expectations. What should be 

purchased or consumed and what should be left aside is influenced by culture. For example, it 

against the Islamic culture to consume pork. Therefore, the business of rearing pigs in the Middle 

East is doomed as this culture is dominant. Social class divides the society into different 

categories, the have and have-nots. Therefore, understanding the social class of one’s area of 

operation is essential for the success of a business. The same goes for the subculture. A 
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subculture is a section of an innate culture that has diverted from the ways of the rigid culture. 

Therefore, the need of these people have to be tailored to meet their expectations. 

5.    Recall that a buying center is a group of people who work together to make a buying 

decision, Prepare a brief report and summarize the six roles of the buying center. Explain why 

they are important. 

The following is a brief of the various roles in the buying center and their importance. 

Users-this are consumers of the firms product. Users play an important role in the buying and 

selling chain as they provide valid information on product specifications and how to enhance the 

product.  

Initiators-this are responsible for initiating purchases through specific requests. They are 

important in that they recognize the existence of a need. 

Influencers-they have knowledge concerning the product type. They are important in enhancing 

product specification and defining the redefinition criteria. 

Gatekeepers-individuals who regulate the flow of information between the vendors and the firm. 

They are important as they enhance understanding of the proper marketing channels 

Deciders-they choose what to buy and from whom. They influence the pricing and distribution of 

the goods depending on the prices. 

Buyers-interact directly with vendors. They plan on how the purchases will be made after the 

decision is made. They are important as they influence the terms of contract through negotiation. 

6.     Explain the concept of positioning. 
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Positioning is a marketing strategy that is adopted in an effort to give a product a distinct 

value and enhance its position in the market. This is done in order to influence the perception of 

the product in the mind of the consumer. This strategy is applied through an emphasis of the 

features of the product that is the core, augmented and actual features of the product. Positioning 

is achieved through direct advertising and once a product gains a position in the market, it attains 

a large share of the market and cannot be repositioned. 


