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1. _____ is not an aspect of marketing strategy.
a. Selecting a target market
b. Implementing strategies for promoting products
c. Distributing products
 *d. Performing sales related accounting tasks

2.  _____ would not be included in a demographic segmentation of consumers.
a. Marital status
b. Ethnic background
*c. Lifestyle preferences
d. Educational background

3. McDonald’s sells tacos for breakfast in Arizona because its marketers have identified a _____ segment.
a. demographic
b. behavioral
*c. geographic
d. psychographic

4. The marketing mix consists of all of the following except _____.
a. price
b. product
*c. positioning
d. place

5. _____ is the process of collecting and analyzing data that’s relevant to a specific marketing situation.
a. Advertising research
b. Sample selling
*c. Marketing research
d. Target scanning

6. Using _____ pricing, a company initially charges a low price, both to discourage competition and to grab a sizeable share of the market.
a. skimming
b. flexible
*c. penetration
d. bidding

7. The key to persuading customers to buy your products is delivering _____.
*a. value
b. the goods
c. customer satisfaction
d. on time






8. _____ is the process whereby a firm gets its products to customers.
a. Materials planning
b. Logistics
*c.  Physical distribution
d.  The supply chain

9. When you make your first purchase on Amazon.com, you’ve enlisted a lifelong acquisitions advisor—someone who will constantly suggest other things that you might like to buy. Amazon.com is applying the concept of _____.
a. consumer management
b. goodwill management
*c. customer-relationship management
d.  interruption marketing

10. _____ is the most prevalent form of promotion.
a. Personal selling
*b.  Advertising
c.  Publicity
d.  Sales publicity

11. Which of the following is not true about customer-relationship management?
a. It is a marketing strategy that focuses on maintaining strong relationships with current customers.
b. Repeat customers are more profitable than new customers.
*c. The cost to sell an existing customer is about the same as the cost to attract and sell and new customer.
d.  Repeat customers spend more than new customers.

12. In a report about the stages of the product life cycle, brand manager Erica Shannon would not include _____.
a. growth
b. maturity
*c. development
d.  decline

13. The following is true for the product you manufacture and sell: Sales are growing, but at a decreasing rate. You’re spending a lot on advertising to differentiate yourself from the competition. Prices are dropping although your profits are still good because of high sales volume.  Which life-cycle stage is your product in?
a. Decline
b. Introduction
*c. Maturity
d. Growth



14. Your uncle has been selling eyeglasses and contact lenses for more than 30 years. The introduction of LASIK surgery as an alternative to eyeglasses and contacts poses a threat to your uncle’s business. Which of the following external environmental factors is your uncle concerned with?
a. Economic
b. Social and cultural
c. Competitive
*d. Technological

15. If no product existed prior to its invention, then the product is a(n) _____.
a. improvement in an existing product
b. new-to-the-company product
c. extension to an existing product line
*d. “new-to-the-market” product

16. Which of the following is not an approach commonly used by medium and large organizations to identify product development opportunities?
a. Establish entrepreneurial units in their organizations
b. Hire “creativity” consultants
c. Talk with potential customers
*d. All of the above are approaches used to identify product opportunities

17. An idea turns into a business opportunity when:
a. people like the product.
b. it is a quality product.
c. it can be made cheaply.
*d. it has commercial potential.

18. Taking an online course gives you which type of utility?
*a. Time utility
b.  Ownership utility
c.  Form utility
d.  Place utility

19. When a soap manufacturer adds liquid soap to its product line, the manufacturer is providing which type of utility?
a. Time utility
b. Ownership utility
*c.  Form utility
d.   Place utility

20. A market segment is best characterized as a group of _____.
a. stores that sell similar products
b. manufacturers who produce similar products
*c. potential customers with common characteristics
d. consumers with comparable incomes





21. ____ is one of the hardest tasks in business.
*a. forecasting demand for a proposed product
b.  selecting employees to manufacture a product
c.  choosing capable managers to oversee operations
d.  selecting a marketing strategy

22. The approach used to determine when your total sales revenues exactly equal your expenses is called _____.
a. the equilibrium point
b. flatline analysis
*c. breakeven analysis
d.  odd-even analysis


23. The selling price per unit minus the variable cost per unit is called _____.
*a. contribution margin per unit
b. the breakeven point in units
c. survival price
d. fixed price

24. Getting feedback to refine the product concept is one of the seven steps in the _____ process.
*a. product development
b. manufacturing
c. design loop
d. procurement
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25. During the product development process of _____, a product development team focuses its attention on making a high-quality product at the lowest possible cost.
a. building and testing prototypes
b. making sure that the product performs and appeals to customers
c. getting feedback to refine the product concept
*d. designing with manufacturing in mind

26. The management of the process that transforms resources into products is known as _____.
a. manufacturing management
b. conversion management
c. transformation management
*d. operations management

27. _____ refers to the maximum number of goods that a facility can produce over a given period of time under normal working conditions.
a. Operations breadth
b. Product ceiling
*c.  Capacity
d. Production control

28. Both product and process layouts arrange work by _____.
a. capacity
*b. function
c. strategy
d. orders

29. Which of the following is an innovation introduced by Burger King?
a. Letting customers get their own drinks
b. Drive through service
c. Letting customers “have it their way”
*d.  Reducing the fat content in French fries

30. An integral part of TQM (total quality management) is _____, which can be characterized as the commitment to making constant improvements in design, production, and delivery.
a. incremental capacity
*b.  continuous improvement
c.  marketing mix improvement
d. quality assurance
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