	As you are already aware, marketing to children is appreciably different and most challenging as opposed to doing so to other demographics.
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As you are already aware, marketing to children is appreciably different and most challenging as opposed to doing so to other demographics.

A marketer's ability to do so can make or break an initiative which will undoubtedly impact the organization's revenues.

Therefore, please elaborate as to how you would go about doing so in terms of concerns you will have to be ever-cognizant of.

 “ Marketing to children has its own set of factors which have to be considered in order to get the children to like the products being marketed and a s a result implore their parents to purchase them for them when they are given a choice or the opportunity to do so. The factors to be considered include the age bracket of the children in question, the diverse preferences of the children and the manner in which the product being marketed can relate to them, the manner of use by the children and the perceptions of the children with relation to the product and its ease of use.
   When marketing the products to the children it is important to consider their age in order to ensure you can get them to understand what is being marketed depending on their age. Different ages mean different levels of understanding hence different marketing method. During marketing a demonstration of ease of use of the product and the manner in which it relates to the children should be emphasized on in that the children relate to something they can easily use and one which they like. Lastly during marketing it is crucial to ensure that the marketed product does not fall within the negative perception side of the children depending on what they were taught is bad as they grew up by their parents.”

Q 1 : What would be three (3)-steps you would ensure when marketing to children concerning a cereal and why?

Firmographics (graded)

“Harry is a sales representative for a provider of computer network systems. Part of his job requires that he understand the firmographics of companies to which he tries to sell his company's products and services. Explain the concept of firmographics and discuss the different factors that make up a firm's firmographics and implications for marketers.”

[bookmark: _GoBack]Q 2: Firmographics are a very interesting topic because they reflect the location, type of industry, customer size, status and structure, and performance rating of the entity being reviewed.
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Q 1 : What would be three (3)-steps you would
ensure when marketing to children concerning
a cereal and why?
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