Value
· The fundamental purpose of marketing is to create value for both the firm and customer. Value in essence what you get for what you give up.
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The marketing concept: Identify and satisfy customer needs while making a profit.
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What is sustainable competitive advantage?
Something the firm can consistently do better than competitors.

Which of the following refers to a group that responds similarly to a firm’s marketing efforts?
a) Segment
b) Following the leader
c) Targeting
d) Positioning

One of the keys in place and value delivery is to provide the consumer ___________.
a) a wide product selection
b) merchandise they want at the time they want it
c) a variety of media communications methods
d) accessible management personnel to handle complaints

Which of the following is NOT considered a marketing growth strategy?
a) Market penetration
b) Diversification
c) Product development
d) Sequential planning

A diversification strategy introduces a new product or service to a market segment that ___________.
a) is currently not served
b) includes many ethnicities
c) already exists
d) does not traditionally respond to mixed media

Which of the following research methods gather qualitative data about initial reactions to a new or existing product or service, opinions about different competitive offerings, or reactions to market stimuli?
a) focus groups
b) in-depth interviews
c) projective research
d) all of these are correct

Consumers can spend considerable time searching for both specialty and shopping goods or services; the difference lies in ________________.
a) the amount of time they have
b) the amount of money they have budgeted
c) the psychological risk
d) the kind of search

Decision heuristics are ________ that help a consumer narrow down his or her choices.
a) mental shortcuts
b) breathing exercises
c) logical steps
d) compensatory decision rules

What type of buying decision requires the least amount of time and effort?
a) variety seeking buying behaviour
b) habitual buying behaviour
c) complex buying behaviour
d) dissonance reducing buying behaviour

What psychological factor is a need or want that is strong enough to cause the person to seek satisfaction?
a) learning
b) perception
c) perception
d) attitude

Which of the following is a way in which reference groups might provide information to consumers?
a) Leading by example
b) Indirectly, through observation
c) Contacting the seller
d) Web research

Ronnie’s Question for the Final
Q1. According to Ronnie, what are the key success factors in business management?
Q2. How to succeed in business management

A1.
1. Always arrive on time, be punctual
2. Respond immediately
3. Deliver on time or let the person know you’ll be late
4. Know what you don’t know
5. Always sell the dream first
6. Never burn bridges
7. Define what’s best for the clients, what are their needs and wants then work for it
8. Define what are the employees needs and wants then work for it
9. One of the best attitude with partners is: 1. Listen, 2. Make a promise, 3. Deliver it
10. Respect the laws, the rules and be ethical
11. Always tell the dream first while you’re talking to someone or negotiate with the other party
12. Define the success you are looking for in your professional life and your personal life then identity a balance between both of them
A2.
1. Identify an industry where you feel that you’ll be better than the average people
a. Focus on this industry, read on it, research on it, talk about it
2. Identify what comes naturally as a skill
a. Pick a skills niche then get specialized in this area of skills
3. Find your target (in general), work for it!
4. [bookmark: _GoBack]Entertain your network
