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Question 1.
Core business processes refer to the least basic tasks that each department has to complete thus giving a certain level of consistency in the firm. The five core business processes are the following; the market detection process, the product launching process, the customer acquisition process, the customer strategy and relationship management process and the accomplishment of management process (Woliński & Bala, 2018).
The market detecting process is where all departmental activities are geared towards collecting market information, sharing it within the business and taking a responsive action towards the gathered information (Woliński & Bala, 2018). In the  product launching process, every department’s activity is oriented in efficiently gathering, developing as well as launching the currently innovated and updated high-quality products cost-effectively and within the stipulated time. The customer acquisition process is whereby every business activity is directed towards identifying real markets and also suggesting for a potential customer in the entire market. The customer strategy and relationship management process is whereby business activities are focused on establishing comprehensive understanding, customer association, and offerings to customers. The accomplishment of the management process involves participation in diverse departmental activities for example; receiving and approving orders, shipment of merchandise, timely assembling and making payments for the business.
Question 2.
A marketing plan is a blueprint which dictates the business advertising tactic and marketing determinations for the next financial year (Keller & Kotler,2016). It explains all activities to be involved in achieving certain business and marketing goals for a given time. The marketing plan is segmented into the tactical plan and strategic plan. The strategic plan shows the target markets together with the percentages at which different marketing policies will be effected by complete evaluation of the relevant business opportunities. Blakeman (2018), exclaimed that tactical marketing plan aims at outlaying different marketing procedures such as services not be offered, pricing policies, promotion, product features among others. The similarity amid the factors is that strategic and tactical marketing plans are subunits of the marketing blueprint and they also focus on the achievement of organizational goals and objectives at a specific duration.
Question 3.
Relatively, online focus groups are found to cost less compared to the in-person focus groups. Moreover, the online focus groups are very crucial  in that they are less instructive than in-person groups. They offer an opportunity for different subjects to contribute and therefore providing results at a relatively faster rate. De Lange et al. (2018), explains that online focus groups help in understanding and gathering essential information concerning responses of people to various questions of the study.
On the other hand, in-person focus groups seek to incorporate the sales persons in the research process (Keller & Kotler, 2016). As such, the marketers have close conduct to the customers, and hence they can easily record other peoples' emotions and physical responses while confirming that crucial information is not leaked (de Lange et al., 2018). The focus group allows for precise adjustments to discussions thus giving a more detailed analysis of difficult marketing concepts through suggesting for alternatives. 

Question 4.
From my understanding, Tim will start by establishing a sample population from the target market. This could be either 7 to 10 first-time mothers whose babies are frequent baby soap users. Tim also  needs to establish a professional mediator to critically conduct the discussion amongst the sample population while ascertaining that every member contributes to the fullest and remains active in the entire discussion. With the discussion ongoing, the mediator runs the discussion questions as per Tim’s writing. The talks are recorded to assist in a further investigation. It is also important to document all the results in order to compare them with others by researcher and this will be used as the basis of evaluating validity and reliability.
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