Coming up with a practical marketing research is solely based on how the research problem is defined. The research problem is supposed to be clear and comprehensible, focused and directed to the study. The marketing research problem is aimed at identifying the preferences and the buying behavior of the clients and finds out if the specific product or service will lead to profits when sold or not. The problem statement describes the particular and distinct goals that motivate the study that is being conducted. The research hypothesis, the taken methodology, conclusion, and the recommendations provided all depend on the problem statement. One of the marketing research problems is survey design. Most companies use the marketing research to come up with a clear picture of what the clients think about and what they want. This aspect is the direct way of gathering quantitative and numerical information. It also ensures that one can have qualitative and descriptive figures about the market. Problems only arise when there are errors in this area. For instance, a company is likely to use a method that is supposed to collect random information from the targeted group of customers even though the technique is not arbitrary. Therefore, the organization will not be able to use the information to give a representation of the contextual population. 
[bookmark: _GoBack]A management decision problem is used to describe a situation where an issue arises in a company, and the management has to make a timely decision that needs research and is compelled to start the process. In such cases, there is always no actionable guidance. The term is used to define an issue that the management is dealing with and there should still be a reassertion in the research terms.  One of the problems experienced in this context is collecting information in the background and doing an exploratory research. For instance, when gauging the dissatisfaction of the client towards a particular product, the manager is likely to assume that that certain factors push the customer satisfaction up. Among the factors that the manager has to consider are the product, the service delivery and the location of the business and the price. The main problem is to separate and identify the leading causes of the changes using the symptoms. Nevertheless, the aspects that seem to be the problem may only be symptoms of a severe issue.
