Business Studies   Niche Marketing   This is where firms concentrate on selling to a small market, due to these costs can be kept low because of the savings made by specialization. IT is usually used by smaller firms as they can concentrate on establishing a strong image and position in their niche. Also niche markets are usually ignored by larger multinational firms, who are not interested in the low sales volume yielded by a small segment. A good example is Rolls Royce who specializes in the luxury automobile niche.   Mass marketing   This is the total opposite to that of niche marketing, in mass marketing a firm will try to accommodate as much of the market as possible. However doing this means you have to ignore certain area’s of the market as you cannot accommodate the whole thing. Mass marketing usually involves marketing different products to different groups of people or promoting the same product through different means. An example of the former is the way banks now work, they have separate accounts for students and teenagers, and others offering different services for different purposes.   Marketing is about understanding the customer’s needs and ensuring that products and services are of the highest possible standards in order to satisfy the potential customers wants and needs.   Marketing also focuses on ways in which the business can influence the behaviour of customers.   Marketing is essential to the success of all businesses. Its primary aim is to enable businesses to meet the needs of their actual and their potential customers and should be able to:       It

is very important to understand the needs and wants of customers. The needs of customers may vary between different groups of people.   Customers needs include:   Good customer service – This would include the after care service and the service provided when the purchase of the goods is made. This may be friendly environments, return policies, good clear advice and good services such as express tills.       The business may consider their competitive markets and may evaluate the competitive prices in order to provide a better service and better quality. They can use these strategies to meet the needs of their customers.   They need to have unique goods in order to stay ahead of competitors. For example a game shop can get the latest games so more customers can come there because no one else will have them       The business will need to think of innovations, which they could use to help with communication between suppliers, contractors and customers.   There are a ways in which the business could communicate with its customers, this could be through the use of phone, fax and Internet.   · Co-ordinate its functions to achieve marketing aims   Firms may need to diversify the way they operate in order to achieve marketing aims and objectives. Company may change the way they deal with the level of production in order to achieve higher and more efficient production levels. This could include the diversification of the work force and the diversification with the allocation of the resources available to the company.   · Be aware of constraints on marketing activities   In other words

be aware on the operations including the problems, which are associated with marketing activities and once evaluated then make sure they can change their marketing activities in order to achieve higher profit margins.   Keeping staff motivated is good for business. Here are some examples why:     Motivated workers are more productive and higher productivity   usually means higher profits.       In a service industry, workers who are well motivated will   provide a better level of customer service, keeping the customers   happy.       Staff who are well motivated are more likely to stay with the   company. They grow in experience and become even more valuable   to their employer.       If a business successfully keeps the staff it has, the cost   of recruiting and training new staff is reduced.       Non financial motivators   Most people work to satisfy needs of one kind or another. Non financial motivators are things other than money that motivate people to work. Abraham Maslow developed his hierarchy of needs based on research about what motivates people to work. He suggested that there were 5 levels of need that influence a person's behavior.     Basic needs: for food, drink and shelter       Safety needs: protection against danger, threat, deprivation       Social needs: the need for belonging, acceptance, friendship       Self-esteem needs: reputation, status       Self-actualization: the need for realizing one's own potential     for continual self-development       In a hierarchy the things at the top are more important than those at the bottom. Maslow said the lower

levels have to be satisfied first. Only when these needs have been satisfied will the individual strive to satisfy the higher needs. For example, hungry, cold people will seek food and shelter first. Once they are well fed and comfortable, they will turn their attention to higher needs, for example the pleasure of being with colleagues.   How can a business provide for these needs?   Basic needs:   A fair wage, a meal and rest facilities.   Safety needs   Job security, safe working conditions, pension schemes.   Social needs   Met by introducing team work and perhaps providing social facilities like a club or sports pitch.   Self-esteem needs   This is about how others see us at work and can be provided for by rewarding staff with status symbols like cars, offices and new job titles. Allowing staff to gain qualifications at work can boost self-esteem too.   Self-actualization   Achieving your full potential. A business must ensure that promotion is possible and that there are opportunities to use initiative.   Financial motivators   Money, and the way it is paid, can affect motivation to work. In your exam, you may be asked to calculate wages and bonuses or to compare one type of payment scheme to another. These are some of the most usual payment systems:   Paying extra money for jobs with difficult hours will usually encourage people to apply for the work.   A loyalty bonus can be used to persuade workers to stay with their employer for a long period of time. Employees may not want to work longer than their contracted hours but they can often be persuaded to do so by receiving 

a higher rate of pay.   A perk is a payment in kind. Instead of giving money the employer might provide:     cars       health insurance       free uniform       discounted products       first class travel       It is often cheaper for the employer to provide goods rather than the money to buy them with. A good perk will make an employee reluctant to leave the business   You are the Human Resources Manager of a large company. Feedback suggests many of the workers are unhappy and are looking for new jobs. Recent figures show productivity has fallen. You know that the Managing Director has said there will be no wage increases this year. What improvements could you suggest at the next management meeting which would improve motivation and productivity?   The Answer   A good answer will suggest introducing some of the following things:     Providing a pleasant room for staff to use during breaks.       Providing subsidized meals or improving the existing canteen.       Giving permanent contracts of employment       An occupational pension scheme       Introducing team working and giving teams more say in how things   are done       Advertising job opportunities internally       Introducing a newsletter or regular briefing for all staff       Rewarding staff with perks like company cars, insurance schemes   or discounted goods       Motivation   The desire to do a job well.   Motivator   Something that encourages an employee to work.   Productivity   A measure of the amount of work done in a given time. For example, the number of goods produced in a week.   Staff turnover   The number of

employees leaving a business in a set time period.   Human Resources Manager   The person who is responsible for making sure employees are managed effectively in a business.   Hierarchy   The order or levels in a structure, each level being more important than the one below it.   Definitions   Utility: satisfaction derived from consuming a good.   Profit: Profit = TR — TC   Normal Profit: profit that the firm could make by using its resources in their next best use (opportunity cost)   Supernormal profit: profit above normal profit.   Welfare maximization:   Adaptive Expectations: where decisions are based upon past information.   Rational Expectations: where decisions are based on current information and anticipated future events.   Rational economic behavior:   Positive: scientific or objective study of the allocation of resources   Normative: study and presentation of policy prescriptions involving value judgements about the way in which scarce resources are allocated. (subjective approach to economics)   Free Good: goods which are unlimited in supply and which therefore have no opportunity cost.   Economic Good: goods which are scarce because their use has an opportunity cost.   Scarcity: economic agents (firms, governments,…) can only obtain a limited amount of resources at any moment in time.   Choice: economic choices involve the alternative uses of scarce resources   Opportunity cost: economic cost of production, benefit lost from the next best alternative.   Production possibility frontier: curve which shows the maximum potential level of output of one good given a level of output

for all other goods in the economy.   Short Run: period of time when at least one factor input cannot be varied.   Long Run: period of time when all factor inputs can be varied, but the state of tech. remains constant.   Very Long Run: the period of time when the state of technology may change.   Factors of Production:   Land: all natural resources   Labor: workforce   Capital: manufactured stock of tools, machines, factories, offices, roads and other resources used in the production of goods and services.   Entrepreneurship: those who organize production, and take risks.   Market: occurs whenever buyers and sellers are in contact with each other.   Ceteris Paribus: ‘all other things remaining the same’, the assumption that all other variables within an economic model remain constant whilst one change is being considered.   Externalities:   Merit Good: good which are under-provided by the market mechanism and has positive externalities.   Public Good: good where consumption by one person does not reduce the amount available for consumption by another person, (non-excluding / non-rivalrous) leads to the concept of the free rider.   i.e.: defense, streetlights.   Private Good: Goods which are excludable, rivalrous.   Centrally Planned Economy: economic system where the government, through a planning process, allocates resources in society.   Free Market Economy: economic system which resolves the basic economic problem through the market mechanism.   Normal Good: good where demand increases when income increases (YED > 0)   Inferior Good: good where demand falls when income increases (YED

