Question 1
Explain In Detail What Is The Difference Between A SWOT Analysis And A TOWS Matrix. Give Examples. 
A SWOT analysis is there to enumerate: Strength, weakness, Opportunities and Treat of a company or business. However a TOWS Matrix is there to mix Strength, weakness, Opportunities and Treat and get advantage of them. 
For example SO is Strength and Opportunities. A business has to use the Strength to get advantage on the opportunity. 
ST is Strength and Threat: the business generate options that use Strength to avoid Treats.
WO is weakness and opportunity: Take advantage of opportunities by overcoming on weaknesses.
WT is weakness and Treat: Minimize weaknesses and avoid Treats
Questions 2
What Is The Difference Between Blue And Red Ocean Thinking?  Describe One (1) Blue Ocean Area For Your Company.
Blue Oceans are new market where there is no completion or spaces where completion is minimized.
Red Oceans are where there is a lot industries already well defined and where there is a lot rivalry. 
One Blue ocean example: In my church we combine sportive activities and free meals to invite visitors to join us. Visitors says they don’t understand how seventh day Adventist can accept to make urge spending for those who are Adventist church members. For us it is evangelism.  
Question 3
Define What Are Critical Success Factors. List The Top Three (3) Critical Success Factors Of Your Organization Or Company.
Critical factors are those factors that are either particularly valued by customers or which provide a significant advantage in terms of cost.
For my church I consider:
Leadership
Accountability
[bookmark: _GoBack]People person (Good relationship between the pastor and church members) 

Question 4
When Studying The Strategic Environment Of A Firm, A Student May Come Across PESTEL Factors. What Are These Factors In Detail; And Give At Least One Example for Each Factor.
The PESTEL factor is: 
P: Political. In detail this factor is Government policies, taxation changes, foreign trade regulations, political risk in foreign markets, changes in trade blocks. 
Example: Let us take the Government policies. A firm needs to control the risk of the Government policies, because they change a lot. Government said before a firm has to pay 500 dollars for a license. 4 years after the government asks 1000 dollars for the same license. The firm needs a liquidity for that.
E: Economic. In detail this factor is business cycles, interest rates, personal disposable income, exchange rates, unemployment rates, GDP trends.
Example: some business has a cycle. i.e. for a specific time. A firm who work in snow has to prevent what to do with the employees in summer. Give a contract with mention there is no job after March.
S: Social-Cultural. This factor population changes, income distribution, lifestyle changes, consumerism, change in culture and fashion.
Example: A firm who wants to place a restaurant in a Haitian community needs to know the food habit of Haitian people. Instead a Macdonald’s you need a kitchen with rice, beans, fish, plantain and chicken.  
T: Technology. This factor in detail is new discoveries and technology developments, ICT innovation, rates of obsolescence, increased spending on R&D.
Example: Technology change every times. The heavy TV has been change in flat screen. That’s mean a Firm who do this kind of business can’t buy a big stock if he doesn’t know the timeframe of the delivery.
E: Environmental. This factor is environmental protection regulations, energy consumption, global warming, waste disposal and recycling.
Example: the cities gives a lot of environmental regulations. A Firm who deal with pollution machines have to find out carefully what are the regulations environmental laws.
L: Legal. In detail this factor is competition laws, health and safety laws, employment laws, licensing laws, IPR laws.
Example: A firm needs to know exactly the laws about health and safety laws. Some employees could give lawsuit to the firm and ask a lot of money that the firm doesn’t have.
Question 5
List the Seven (7) P’s Of Marketing, AKA, The Marketing Mix. Which One Is The Most Important? Give Reasons for Your Answer. 

1. Product
2. Price
3. Place
4. Promotion
5. People
6. Process
7. Physical evidence
The more important is People. Because if you don’t have people even you have or you do everything, you don’t have business.
Question 6
Is Selling The Same Thing As Marketing? Give Four (4) Differences Between Both Concepts.
Selling
Push strategies
Church oriented
Objectives is to generate revenue or souls
Incentives

Marketing
Pull strategy 
Customer oriented 
Objective is to satisfy needs
Right promotion (action)

