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Assignment 3-2 ---
 Discuss some of the similarities and differences of a manager as compared to a leader.
Similarities
· Both rely on effective communication to get things done in their teams, departments, and organizations. Communication is the only way they can get their objective, visions, and goals known to people responsible for production.
· Both a leader and a manager are accountable for the results. Since they are the heads in the teams, they are looked upon to achieve goals, and when they fail, they are the first ones to be blamed.
· A leader and a manager will both evaluate employees to ascertain performance and the efforts required to effect change.
· Both a leader and a manager follow a goal or a vision and make people see their goals and vision and follow them. Among both, their end roads are essential.
Differences
· Managers uphold the status quo while leaders are transformational agents. While managers sick to what works and how the system dictates, leaders, look up on change and understand that even if things are moving fine in the organziation, there could still be a improved way to do them and they are not shy to try.
· Managers control risks while leaders take the dangers. Here, managers work to diminish, control, and avoid risks rather than accepting them, while leaders are always enthusiastic to try new options even if the options have enevr been tried anyweher and they may fail miserably.
· Managers generate goals while leaders make a vision. Leaders tint a good image of what they see as conceivable and engage and inspire their teams into making that vision a reality. Managers concentrate on setting, computing, and achieving goals.
· Managers copy since they derive their expertise from books and theories set out for managing. At the same time, leaders are unique since they use their personal attributes and virtues together with their knowledge and expertise in leading.

Assignment 4-1 --- 
Most managers will say that motivating others is the most difficult part of their job.
At one time or another, we may not even know what motivates us, or we may be too embarrassed to say. Plus, what motivates us at one particular time, might not motivate us at another time. Discuss how to motivate someone. Review some of the motivational theories discussed in Chapter 10 and how they may or may not work well today.

It is hard to motivate people, but there are processes and ways to do it to attain valuable results. From the theories of motivation, people can be motivated through content form, which focuses on what people require and desire for them to be and feel motivated and process forms that focuses on how human behavior is motivated. Some of the theories of motivation comprise; Maslow's hierarchy of needs, Alderfer's ERG theory, Skinner's reinforcement theory, McClelland's achievement motivation, and Victor Vroom's expectancy theory, among others. Although the theories give ways and means to motivate people, there are no indications of a single working way since people's needs to keep changing.
A manager can motivate people by telling them exactly what they want them to do. Here, where people know what to do, they are always motivated to attain it. Appreciating and praising hard and smart workers is also a working way o motivate people in the workplace. Increasing salary, wages, and benefits to people is an effective way of motivating people to work harder and be happy with their responsibilities. Appealing to people's emotions is the right way to enter into their hearts and strike the momentum they require to move beyond their current situation. There is no right or wrong way to motivate people since people are different, and their needs are different as well. Therefore, employing various techniques and theories will assist in ensuring most of them are motivated, which will improve the production process in the workplace.
                                                              
Assignment 4-2 ---
Discuss the human resources profession. It is a highly desirable and very lucrative career field. Would you be successful as a human resource executive? 
Human resources profession  
Human resource specialists are responsible for screening, interviewing, recruiting, and placing workers in their respective working areas. The professionals may also handle employee's payroll, training, relations, and benefits. They plan, direct, and coordinate the administrative duties of a business or institution to ensure efficient workflow in the process of production. Certain qualities are highly sourced for in a human resource executive for them to be successful in their responsibilities and bringing the desired change. They include; communication skills, which include; listening skills, eloquence, convincing, and ability to negotiate. These professionals must possess good communication skills since they deal with every employee and worker inside the organization. Time management and self-discipline is also a valuable skill since it enables them to lead with example and also be able to offer disciplinary and advisory services required in an organization. One must also have knowledge and expertise in the human resource profession to be able to deal with the daily challenges that arise effectively. Other qualities include; trustworthiness, objective, and accountability (Crawford, 2014). I think that I would be successful as a human resource since I have several of the qualities needed and also determined to effect change in the workplace through being more of a leader and less of a manager.                     


Assignment 5-1 ---
Review the life cycle of the product and then go to a supermarket, drugstore/pharmacy, Target, or Walmart. Go to any particular grocery or health-and-beauty aisle and look at the products or brand names on the bottom shelf and discuss.                                                                  
A product life cycle is a progression a product passes through from its first introduction into the market until it diminishes or is kicked out of the market. Although some goods may stay for a more extended maturity phase, they eventually phase-out of the marketplace due to numerous factors including saturation, decreased demand, competition increase, and reducing sales. The life cycle has four main stages; introduction, growth, maturity, and decline. 
Blackberry phones are a valuable and highly sought-after product in the market and have faced a devastating decline in the market; 
1. During the introduction phase, the product took several measures and underwent several regenrations until an ultimate, market-ready product was attained, which was released to the market.
2. In the growth phase, blackberry was the most widespread phone in the market, especially for professionals. The demand was high at this stage, and sales and profits were high as well.
3. The maturity phase saw blackberry facing several upcoming and existing competitors who presented highly innovative and quality products. They included; Samsung, iPhone, and various android phones.
4. The decline stage accounts for the total decline of the product in the market due to its inability to provide for the needs of the consumers. 
After a decline, the company went back. It reintroduced other devices with the needs and expectations of the consumers and which would service the highly increased phone competition in the market. The phone I am looking at in the store is BlackBerry Evolve X (2018), which, although it has a high price tag, has qualities expected in the market (Joanna, 2014).





Assignment 5-2 ---
The topic of the total product offer is on the final exam. Discuss it thoroughly. You may wish to Google "total product offer" and see what else you can learn of the topic OR feel free to discuss the "marketing concept" instead.
"total product offer."
The total product offer is all the angles that consumers evaluate on a product before making the purchase. The evaluation accounts for the pricing, packaging, reputation, convenience, past experience, speed of delivery, brand, and service. In the assessment, customers calculate the value of the product and the benefits they can acquire from it and subtract the price to determine if the paybacks outweigh the costs (Doole & Lowe, 2005). The costs that customers account for include the price of the product and the cost of shipping. To satisfy the customers, marketers must learn to attend and continuously adapt to changing market demands and customer reviews about the product to capture their benefits and exceed the costs.
The product is more than just the physical service or good from a strategic marketing viewpoint. Thus, the total product offer entails everything customers evaluate when determining whether to buy a particular product or service. The basic product or service may be a computer or a travel service, but the total produce offer includes other aspects of the good or service. Therefore, the marketers should always ensure that they capture they instill value into a product or service to make it worthwhile to a consumer when they purchase them.
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