Chapter 3   Buyer Behaviors

1) In marketing the iPhone, the first group of adaptors targeted by Apple's marketing team was the early majority.

Answer:  FALSE

2) One of the major reasons for the success of the iPhone was a strong brand name based on the iPod and Apple brand.

Answer:  TRUE

3) In terms of new product introductions, innovators are the first to adopt a new product or innovation.

Answer:  TRUE

4) In terms of new product introductions, the early adopter group consists of consumers who hold average social status, and due to more limited resources, are more cautious about making purchases of new products, such as the iPhone.

Answer:  FALSE

5) Jim has limited income and is very cautious about purchasing new products, such as the iPhone. Only when he faces strong social pressure from his friends and relatives will he make the purchase. Jim would be considered a member of the early majority group of consumers in terms of new product adoptions.

Answer:  FALSE

6) The first step of the consumer buying decision-making process is identification of alternatives. 

Answer:  FALSE

7) Upon recognizing a need, if a particular brand that was chosen in the past met that need and result in a positive experience, the consumer is likely to purchase the same brand again and will not engage in further search for information. 

Answer:  TRUE

8) An internal search for purchasing alternatives takes place when a consumer thinks about the brands he or she is willing to consider. 

Answer:  TRUE

9) During the initial search for purchasing alternatives, a consumer considers all of the brands that he or she has used in the past. 

Answer:  FALSE

10) If a consumer has sufficient information from an internal search, he or she moves on to the next step of the decision-making process, evaluating alternatives, without engaging in an external search for additional information. 

Answer:  TRUE

11) An external search for purchasing alternatives and information may begin with dissatisfaction with the last purchase. 

Answer:  TRUE

12) The amount of time a consumer spends on an external search depends on four factors: ability, motivation, costs versus benefits, and brand name. 

Answer:  FALSE

13) An individual who has an extensive knowledge of a product category will likely spend more time in the external search process than someone with just a moderate level of product category knowledge. 

Answer:  FALSE

14) The motivation to search for purchase alternatives is largely determined by the individual's age and social status. 

Answer:  FALSE

15) The greater the motivation, the greater the extent of external search for information in a buying decision making process. 

Answer:  TRUE

16) A person's ability to search and level of motivation partly determine how much time will be spent on an external search of purchasing alternatives. 

Answer:  TRUE

17) The level of involvement a consumer displays during the external information search process is determined by such factors as cost and the product's importance. 

Answer:  TRUE

18) Involvement is the degree of ability a person holds in an external search of purchasing alternatives. 

Answer:  FALSE

19) The need for cognition is a personality characteristic that links the drive to consider alternatives with the drive to take action quickly. 

Answer:  FALSE

20) People with a high need for cognition will gather more information and spend more time searching for information prior to a purchase than individuals with a low need for cognition. 

Answer:  TRUE

21) The higher the perceived benefit a consumer perceives from an external search for information, the more likely he or she will be to spend time searching for information. 

Answer:  TRUE

22) The cost of conducting an external search for information consists of the actual cost of the product, subjective costs associated with the search, and the opportunity cost of foregoing other activities. 

Answer:  TRUE

23) The cognitive component of an attitude is a person's mental image, understanding, and interpretation of the product. 

Answer:  TRUE

24) The affective part of an attitude is the part most directly related to making the actual purchase. 

Answer:  FALSE

25) The cognitive component of an attitude is the part most directly connected to taking action. 

Answer:  FALSE

26) Most of the time, the consumer first develops an understanding or cognitive belief about an idea or object, followed by affective feelings. 

Answer:  TRUE

27) Consumer values are loosely held attitudes about various topics or concepts. 

Answer:  FALSE

28) Values tend to be enduring and normally form during adulthood and can change as person ages and experiences life. 

Answer:  FALSE

29) Factors that affect a person's values include the individual's personality, temperament, environment, and culture. 

Answer:  TRUE

30) Marketing communications are considerably more effective in changing a person's attitude about a product than they are in changing a consumer's value structure. 

Answer:  TRUE

31) Cognitive maps are simulations of the knowledge structures and memories embedded in an individual's brain. 

Answer:  TRUE

32) A cognitive map explains how much time a person spends in external search for information based on the person's ability to search, time to search, and how much the individual likes shopping. 

Answer:  FALSE

33) Cognitive maps explain the importance of repetition, because most marketing messages are quickly lost in short term memory. 

Answer:  TRUE

34) Cognitive maps can be altered to incorporate situations in which a message or idea currently has no current linkages within a person's current knowledge structure. 

Answer:  TRUE

35) From a marketing perspective it is easier to strengthen a linkage that already exists than to create a new linkage or modify a current linkage. 

Answer:  TRUE

36) The evoked set in a purchase decision consists of brands that have been purchased previously. 

\Answer:  FALSE

37) An evoked set consists of the inept set and the inert set. 

Answer:  FALSE

38) An inept set consists of brands that are not considered because they elicit negative feelings. 

Answer:  TRUE

39) An inert set is a series of brands that are viewed as being negative because of past buying experiences. 

Answer:  FALSE

40) A person considering only Pepsi or Mountain Dew at a vending machine is employing his or her evoked set. 

Answer:  TRUE

41) The multiattribute model of purchase evaluation is best suited for low involvement purchase decisions. 

Answer:  FALSE

42) The multiattribute model of purchase evaluation suggests the consumers consider both product characteristics and the importance of those characteristics as they make purchases. 

Answer:  TRUE

43) The key to understanding the multiattribute model to evaluate alternatives is being aware that consumers examine sets of product attributes across an array of brands. 

Answer:  TRUE

44) The affect referral model of evaluating alternatives suggests that consumers will buy products they used and liked in the past. 

Answer:  TRUE

45) The affect referral model of evaluating alternatives is used for high involvement purchase situations. 

Answer:  FALSE

46) The affect referral model of evaluating alternatives suggests that consumers tend to buy products when they are emotionally detached. 

Answer:  FALSE

47) One reason consumers use the affect referral model of evaluating alternatives is that it saves mental energy. 

Answer:  TRUE

48) One reason consumers may use the affect referral model of evaluating alternatives is that they may have already used the multiattribute approach to evaluate the alternatives for a previous purchase situation. 

Answer:  TRUE

49) Age complexity involves children growing up at a younger age as well as older Americans wanting to act and feel younger than they are. 

Answer:  TRUE

50) Women attending college, delaying marriage, and waiting to start families are characteristics of the consumer buyer behavior trend of age complexity. 

Answer:  FALSE

51) Gender complexity and increased individualism in purchasing preferences are two new trends in the consumer buying environment. 

Answer:  TRUE

52) The consumer buying behavior trends related to busy, active lifestyles has led Levi Strauss' marketing team to personalize jeans by allowing customers to purchase them online using their own individual  measurements.

Answer:  FALSE

53) As a result of active, buys lifestyles, many consumers now spend less on material possessions and more on experiences such as vacations, entertainment, and dining out. 

Answer:  TRUE

54) Spending on home purchases such as expensive sound systems, satellite television systems, swimming pools, and saunas is the result of the consumer buyer behavior trend of cocooning. 

Answer:  TRUE

55) Divorcees, often called second-chancers, usually have lower household incomes and are between the ages of 40 and 59. 

Answer:  FALSE
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56) Second-chancers or divorcees exhibit higher levels of cocooning and place greater emphasis on the family and the home. 

Answer:  TRUE

57) Many people respond to stress and hectic lifestyles through exciting adventures and personal pleasure pursuits.

Answer:  TRUE

58) Although consumers want healthier foods, they also want convenience and are less willing to cook from scratch. They want foods that combine health attributes with convenience.

Answer:  TRUE

59) A greater emphasis on health is part of the new consumer buying environment. 

Answer:  TRUE

60) The business buying center is the group of people who make purchasing decisions on behalf of a company. 

Answer:  TRUE

61) An influencer always serves as the gatekeeper in the business buying center. 

Answer:  FALSE

62) The gatekeeper is the individual in the business buying center who makes the eventual purchasing decision. 

Answer:  FALSE

63) In the business buying center, buyers are given formal responsibility for making the purchase while deciders are the individuals who authorize those decisions. 

Answer:  TRUE

64) Individuals within the buying center who shape the purchasing decision by providing information or criteria that should be used in evaluating alternatives are called influencers. 

Answer:  TRUE

65) Individuals can perform more than one role in the buying center and more than one individual can be involved in any particular role. 

Answer:  TRUE

66) The behaviors of each member of the buying center are influenced by both organizational and individual factors. 

Answer:  TRUE

67) Organizational factors that impact individuals in the buying center include the company's goals, its operating environment, and personalities of the buying center members. 

Answer:  FALSE

68) Heuristics that are used in purchase decision-making are created by company goals, budgets, and other organizational factors. 

Answer:  TRUE

69) A decision rule often employed by organizations is satisficing, which means that when the buying center has identified the best possible solution, it is chosen and the search is complete. 

Answer:  FALSE

70) Most buying center members are able to avoid personality factors from affecting decisions by using decision rules called heuristics. 

Answer:  FALSE

71) Individuals who are extroverted tend to become more involved in the b-to-b buying process than introverts. 

Answer:  TRUE

72) Roles within the buying center are socially constructed, which means people define how they intend to play roles as part of the negotiation process with others nearby. 

Answer:  TRUE

73) Power relationships and personal objectives can affect business buying decisions. 

Answer:  TRUE

74) When a particular purchase decision directly affects an employee, that person may try to gain more power in the buying process. 

Answer:  TRUE

75) Various members of a buying center will have different degrees of cognitive involvement, depending on which role is being played. 

Answer:  TRUE

76) A straight rebuy is a reorder from the same vendor. 

Answer:  TRUE

77) The straight rebuy is normally a routine process involving only a few members of the buying center and may even be done electronically with little human involvement. 

Answer:  TRUE

78) A modified rebuy may occur when someone in the buying center believes the current vendor should be reevaluated. 

Answer:  TRUE

79) A new task purchase situation exists when a new, potential vendor offers a company what is perceived to be a better buy than the company is getting now from the current vendor, and members of the buying center want to reconsider the purchase decision. 

Answer:  FALSE

80) If bids are taken at the end of each year's contractual agreement with a company's vendors, then each time the company engages in this activity, it is considered a straight rebuy purchase. 

Answer:  FALSE

81) A new task purchase is the easiest, since new specifications will be developed. 

Answer:  FALSE

82) Typically, the new task purchase would involve the most members of the buying center and take the longest amount of time to complete. 

Answer:  TRUE

83) In new task purchasing situations, members of the buying center tend to go through all of the steps of the b-to-b buying process. 

Answer:  TRUE

84) In modified rebuy and in straight rebuy situations; one or more steps of the b-to-b buying process may be eliminated. 

Answer:  TRUE

85) The first step in the business-to-business buying process is the identification of needs. 

Answer:  TRUE

86) Derived demand is based on, linked to, or generated by the production of raw materials within a country. 

Answer:  FALSE

87) In the modified rebuy situation, once a need has been recognized buyers will skip intervening steps in the b-to-b buying process and go directly to making a purchase. 

Answer:  FALSE

88) In the new task purchase situation, potential vendors are often involved in helping the buyer develop clear specifications of what is needed. 

Answer:  TRUE

89) In the b-to-b buying process, once specifications have been identified, potential vendors are identified and notified to find out if they are interested in submitting bids. 

Answer:  TRUE

90) Johnson Instrument Company is looking a various vendors to supply electrical materials involved in building their instruments. The first step in evaluating the vendors would be to conduct a vendor audit.

Answer:  FALSE

91) Vendor evaluation consists of an initial screening of proposals, a vendor audit, and sharing audit information internally. 

Answer:  TRUE

92) As the dollar value of a purchase increases, the number of individuals in the buying center that will be involved in the vendor evaluation stage also increases. 

Answer:  TRUE

93) The goal of the vendor audit is to evaluate potential suppliers in terms of cost and quality of merchandise. 

Answer:  FALSE

94) When selection criteria are used in the vendor selection decision, the most common criteria includes quality delivery, performance history, warranties, facilities and capacity, geographic location, and technical capability. 

Answer:  TRUE

95) Purchase terms following the selection of a vendor are often only a formality because in most cases the agreement has been worked out during the selection process. 

Answer:  TRUE

96) Selling to both consumers and businesses is known as dual-channel marketing. 

Answer:  TRUE

97) In dual-channel marketing, if the benefits sought from a product differ between the consumer and b-to-b markets, the best marketing strategy is to create separate communication messages.

Answer:  TRUE

98) One reason manufacturers seek to sell products to consumers that were originally sold only to businesses is to gain economies-of-scale in the manufacturing process.

Answer:  TRUE

99) A spin-off sale occurs when a brand used at work is also purchased for personal home use.

Answer:  TRUE

100) In dual-channel marketing, to avoid confusing individuals who might see messages aimed at consumers and other messages aimed at businesses promoting different benefits, companies will often engage in dual branding.

Answer:  TRUE

101) Strong brands are not as important in the global market because price is often the deciding factor.

Answer:  TRUE

102) At international trade shows it is unlikely that an actual sale will be finalized, but the opposite is true for domestic U.S. trade shows, sales are normally completed during the trade show.

Answer:  FALSE

103) Jeremiah would be considered an individual with high social status. He relies on mass media and social contacts for making purchase decisions on new products, such as the iPhone. Jeremiah would be considered a(n):

A) innovator

B) early adopter

C) late adopter

D) early majority

Answer:  B

104) The first group of consumers targeted by Apple for the introduction of the iPhone was:

A) innovators

B) early adopters 

C) late adopters

D) early majority

Answer:  A

105) Gabrielle has average social status, and, due to her limited resources, is more cautious about making purchases of new products, such as the iPhone. Gabrielle would be considered a(n):

A) innovators

B) early adopters 

C) late majority

D) early majority

Answer:  D

106) The two components of the consumer decision-making process that are most critical to developing an integrated marketing communications program are:

A) problem recognition and information search 

B) information search and evaluation of alternatives 

C) evaluation of alternatives and purchase decision 

D) problem recognition and evaluation of alternatives 

Answer:  B

107) During an information search for purchasing alternatives, the first step is:

A) an internal search 

B) an external search 

C) a combination of internal and external searching 

D) a review of the brands available 

Answer:  A

108) An internal information search for purchasing alternatives is when: 

A) a consumer experiences uneasiness 

B) a consumer thinks about brands he/she is willing to consider 

C) the consumer buying process is nearly complete 

D) advertisements are being ignored 

Answer:  B
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109) During a search for purchase information, what factor will increase the probability that a brand will be considered? 

A) brand parity 

B) brand equity 

C) product viability 

D) brand ambiguity 

Answer:  B

110) During the internal search process for purchasing alternatives,  a key objective for creatives and brand managers is to: 

A) have information readily available to consumers 

B) make sure the company's brand is part of the consumer's inert set 

C) have the brand in the person's cognitive map 

D) make sure the company's brand is part of the consumer's set of potential alternatives 

Answer:  D

111) When a person conducts an internal search for purchasing alternatives and has sufficient information, the next step will be to: 

A) search for additional information 

B) make the purchase decision 

C) evaluate the alternatives 

D) identify the need or problem the choice will meet 

Answer:  C

112) An external search of purchasing information occurs when: 

A) the consumer is uncertain about which brand to purchase 

B) the internal search has been successful 

C) the evaluation of alternatives has been completed 

D) a purchase has been finalized and the buyer is looking for reassurance 

Answer:  A

113) The amount of time a consumer spends on an external search depends on each of the following factors below, except: 

A) ability to search

B) motivation to search

C) costs versus benefits

D) level of brand parity

Answer:  D

114) A person's educational level combined with specific knowledge about a product category determines the: 

A) ability to search 

B) desire to search 

C) need for cognition 

D) involvement level 

Answer:  A

115) The individual that has the greatest ability to conduct an external search for information is the consumer that has: 

A) a low level of knowledge about the product category 

B) an extensive knowledge of the product category 

C) some knowledge of the product category, but not enough to make an intelligent decision 

D) a low educational level 

Answer:  B

116) The individual that is most likely to spend the greatest amount of time in an external search for information is the consumer that has: 

A) a low level of knowledge about the product category 

B) an extensive knowledge of the product category 

C) some knowledge of the product category, but not enough to make an intelligent decision 

D) a low educational level 

Answer:  C

117) Motivation to conduct an external search for information depends on all of the following except: 

A) level of brand parity within a product category 

B) level of involvement 

C) need for cognition 

D) level of shopping enthusiasm 

Answer:  A

118) In terms of the external information search process, the extent to which a stimulus or task is relevant to a consumer's existing needs determines the: 

A) ability to search 

B) need for cognition 

C) search methods 

D) level of involvement 

Answer:  D

119) In terms of an external search for information in a purchasing decision, involvement is: 

A) the extent to which a stimulus or task is relevant to a consumer's existing needs, wants, or values 

B) a personality characteristic an individual displays when he or she engages in and enjoys mental activities 

C) the mental position a person takes on a topic, person, or event that influences the holder's feelings, perceptions, learning processes, and subsequent behaviors 

D) simulations of the knowledge structure embedded in an individual's brain 

Answer:  A

120) During the external information search process for purchasing alternatives,  consumers with high levels of involvement tend to spend: 

A) more time searching for external information 

B) less time searching for external information 

C) rely on external information more than internal information 

D) more time shopping in retail stores 

Answer:  A

121) Individuals who engage in and enjoy mental activities have a: 

A) low need for cognition 

B) high need for cognition 

C) low level of shopping enthusiasm 

D) high level of shopping enthusiasm 

Answer:  B

122) In terms of external search for information in a purchase decision, need for cognition is: 

A) the extent to which a stimulus or task is relevant to a consumer's existing needs, wants, or values 

B) a personality characteristic an individual displays when he or she engages in and enjoys mental activities 

C) the mental position a person takes on a topic, person, or event that influences the holder's feelings, perceptions, learning processes, and subsequent behaviors 

D) simulations of the knowledge structure embedded in an individual's brain 

Answer:  B

123) When Maya decides she needs some new clothes, she will spend considerable time comparing the various brands and will often go to several retail stores. Maya has a(n):

A) low need for cognition 

B) high need for cognition 

C) low level of shopping enthusiasm 

D) high level of shopping enthusiasm 

Answer:  D

124) The perceived cost of a purchase decision includes each of the following, except: 

A) the actual price or cost of the product 

B) the subjective costs associated with the search 

C) the economic conditions of the area 

D) the opportunity costs of foregoing other activities to make the search 

Answer:  C

125) Juan only has a high school education and knows very little about digital cameras. Juan will most likely:

A) conduct only an internal search

B) refer the decision to someone else

C) engage in an external search for more information

D) not purchase a digital camera

Answer:  C

126) The mental position a person takes about a topic, person, or event is called a(n): 

A) value 

B) attitude 

C) level of involvement 

D) cognition 

Answer:  B
127) Which component of an attitude contains the feelings or emotions a person has about a product? 

A) affective 

B) cognitive 

C) conative 

D) rational 

Answer:  A

128) Which component of an attitude refers to a person's mental images, understanding, and interpretation of a product? 

A) affective 

B) cognitive 

C) conative 

D) rational 

Answer:  B

129) Which component of an attitude displays the individual's intentions, actions, or behavior? 

A) affective 

B) cognitive 

C) conative 

D) rational 

Answer:  C

130) The affective component of an attitude: 

A) contains the feelings or emotions a person has about an object, person, or idea 

B) refers to a person's mental images, understanding, and interpretations of an object, person, or idea 

C) is an individual's intentions, actions, or behavior 

D) is the mental picture a person has of an object, person, or idea 

Answer:  A

131) The cognitive component of an attitude: 

A) contains the feelings or emotions a person has about an object, person, or idea 

B) refers to a person's mental images, understanding, and interpretations of an object, person, or idea 

C) is an individual's intentions, actions, or behavior 

D) is the mental picture a person has of an object, person, or idea 

Answer:  B

132) The conative component of an attitude: 

A) contains the feelings or emotions a person has about an object, person, or idea 

B) refers to a person's mental images, understanding, and interpretations of an object, person, or idea 

C) is an individual's intentions, actions, or behavior 

D) is the mental picture a person has of an object, person, or idea 

Answer:  C

133) In terms of attitude formation, the most common sequence is: 

A) affective → conative → cognitive 

B) conative → cognitive → affective 

C) conative → affective → cognitive 

D) cognitive → affective → conative (know-like-buy)
Answer:  D

134) Kylie believes St. Francis North Hospital has the best imaging technology in the region and will, therefore, offer excellent care for her son. This reflects which part of an attitude? 

A) affective 

B) cognitive 

C) conative 

D) value 

Answer:  B

135) If an advertisement by Pampers is designed to appeal to a person's emotions first, the ad is addressing which component of an attitude? 

A) affective 

B) cognitive 

C) conative 

D) value 

Answer:  A

136) If Brayden is swayed by an ad that incites fear of his home being burglarized, he is being influenced by which component of an attitude? 

A) affective

B) cognitive 

C) conative 

D) value 

Answer:  A

137) A low price, low involvement purchase is likely to begin with which component of an attitude? 

A) affective 

B) cognitive 

C) conative 

D) value 

Answer:  C

138) An impulse buy probably means that the consumer acted on which component of an attitude? 

A) affective 

B) cognitive 

C) conative (it was placed at the cash, so I bought the pack of gum)
D) value 

Answer:  C

139) An advertisement that encourages consumers to call a toll free number or access a Web site to purchase a product at a discount price focuses on which part of an attitude? 

A) affective 

B) conative 

C) cognitive 

D) the inert set 

Answer:  B

140) Strongly held beliefs about various topics or concepts are: 

A) attitudes 

B) cognitive maps 

C) values 

D) mental images 

Answer:  C

141) A simulation of the knowledge structures embedded in an individual's brain is called a: 

A) value 

B) mental image

C) cognitive map 

D) component of an attitude 

Answer:  C

142) Short-term memory can only retain:

A) two to three pieces of information

B) four to six pieces of information

C) five to nine pieces of information

D) ten to fifteen pieces of information

Answer:  C

143) When an individual considers all the ideas that come to mind when the name of a product is mentioned, which best explains the thinking? 

A) maps of attitudes 

B) value models 

C) a cognitive map 

D) affect referral 

Answer:  C

144) In terms of cognitive mapping, if most consumers have not considered Sunkist lemons as a substitute for salt, then an advertisement that conveys such a message to consumers is attempting to: 

A) strengthen a linkage that already exists 

B) modifying a current linkage 

C) create a new linkage 

D) create a new layer 

Answer:  C

145) The brands a person considers in a purchasing situation is called the buyer's: 

A) evoked set 

B) inept set 

C) inert set 

D) feasible set 

Answer:  A

146) An evoked set does not contain: 

A) brands a person considers 

B) brands linked to a positive experience 

C) brands which have been previously purchased 

D) brands the consumer knows little about 

Answer:  D

147) The set of brands a person will not consider due to negative feelings is the: 

A) inept set 

B) inert set 

C) negative set 

D) evoked set 

Answer:  A

148) The set of brands a consumer knows about but has neither positive nor negative feelings is the: 

A) inept set 

B) inert set 

C) cognitive set 

D) evoked set 

Answer:  B

149) An evoked set is the set of brands: 

A) that are part of a person's memory, but not considered because they elicit negative feelings 

B) the consumer has awareness of, but has neither negative or positive feelings toward 

C) that a person would consider as potential solutions to meet a need 

D) that are viewed by a consumer as being approximately equal in terms of quality 

Answer:  C

150) The inept set is the set of brands: 

A) that are part of a person's memory, but not considered because they elicit negative feelings 

B) the consumer has awareness of, but has neither negative or positive feelings toward 

C) that a person would consider as feasible solutions to meet a need 

D) that are viewed by a consumer as being approximately equal in terms of quality 

Answer:  A

151) The inert set is the set of brands: 

A) that are part of a person's memory, but not considered because they elicit negative feelings 

B) the consumer has awareness of, but has neither negative or positive feelings toward 

C) that a person would consider as feasible solutions to meet a need 

D) that are viewed by a consumer as being approximately equal in terms of quality 

Answer:  B

152) Derek eliminated New Balance shoes because he doesn't know anything about them. Derek used which type of evaluation process to make this decision? 

A) evoked method 

B) multiattribute 

C) affect referral 

D) attitude formation 

Answer:  A

153) While selecting a restaurant, Donna thought about all of her favorite places and finally chose Red Lobster because she loves the food and it has been a while since she ate there. In making this decision, Donna used which method to evaluate the possible choices? 

A) evoked method 

B) multiattribute 

C) affect referral 

D) attitude formation 

Answer:  A

154) Using the multi-attribute approach, an individual considers: 

A) beliefs about product attributes and the importance of those attributes 

B) layers, levels, and linkages of the cognitive map 

C) cognitive, conative, and affective reactions to the product 

D) the evoked, inert, and inept sets of brands

Answer:  A

155) Didi carefully considers price, sound quality, and the size a new stereo system. The sound quality is the most important factor, followed by the price. The evaluation model being used by Didi is: 

A) cognitive mapping 

B) evoked set 

C) multiattribute 

D) affect referral 

Answer:  C

156) Which model of evaluation of alternatives suggests consumers buy brands they like best or connect with emotionally? 

A) cognitive mapping 

B) multiattribute 

C) affect referral 

D) evoked-set 

Answer:  C

157) In using the affect referral approach to decision-making, the person considers: 

A) product attributes and the importance of attributes 

B) the brand he or she likes the best 

C) cognitive and conative cues 

D) evoked, inept, and inert sets of brands

Answer:  B

158) Carrie buys a Honda Accord without considering other brands because she really likes the Accord and feels it is the best automobile on the market. Carrie's evaluation of alternatives is best explained by which model? 

A) cognitive mapping 

B) evoked set 

C) multiattribute approach 

D) affect referral 

Answer:  D

159) Fred thinks about buying lunch and quickly decides to go to Long John Silver's because they have his favorite shrimp. Fred's evaluation of alternatives is best explained by which model? 

A) cognitive mapping 

B) evoked set 

C) multiattribute approach 

D) affect referral 

Answer:  D

160) Mackenzie is taking forever to buy a pair of jeans because she is considering all the factors involved, such as price, color, and style. Which method is being used to evaluate the various brands? 

A) cognitive mapping approach 

B) evoked set 

C) multiattribute approach 

D) affect referral 

Answer:  C

161) All of  the following are reasons consumers use the affect referral method to evaluate alternatives, except: 

A) consumers have already eliminated the evoked set from consideration 

B) the affect referral method saves time and mental energy 

C) the consumer may have already used the multiattribute approach in a previous purchase situations 

D) the consumer has developed an emotional bond with the particular brand 

Answer:  A

162) The following are trends in consumer buyer behavior discussed in the textbook, except: 

A) age complexity 

B) gender complexity 

C) information overload 

D) individualism 

Answer:  C

163) Despite being 52 years old, Claire likes to wear young-looking fashions, such as mini-skirts, and drive her new red convertible sports car. This is an example of the consumer buyer behavior trend of: 

A) age complexity 

B) gender complexity 

C) active, busy lifestyles 

D) individualism 

Answer:  A

164) Which consumer buyer behavior trend suggests that the traditional roles, lifestyles, and interests of both men and women are becoming blurred? 

A) age complexity 

B) gender complexity 

C) active, busy lifestyles 

D) individualism 

Answer:  B

165) Advertisements for food products and cleaning supplies once directed exclusively to women now must also be geared towards men. This is an example of the consumer behavior trend of: 

A) age complexity 

B) gender complexity 

C) active, busy lifestyles 

D) individualism 

Answer:  B

166) Through the Internet, Nike now offers consumers the opportunity to custom design their own shoes. This approach reflects the consumer buyer behavior trend of: 

A) age complexity 

B) gender complexity 

C) active, busy lifestyles 

D) individualism 

Answer:  D

167) The consumer buyer behavior trend of individualism has resulted in consumers wanting: 

A) new products developed at a faster pace then ever before 

B) companies to design products just for them, that meet their individual needs 

C) companies to develop time-saving products 

D) gender neutral products 

Answer:  B

168) The consumer demand for convenience and time-saving devices is the result of which consumer buyer behavior trend? 

A) age complexity 

B) cocooning 

C) active, busy lifestyles 

D) pleasure pursuits 

Answer:  C

169) Each of the following would be examples of the consumer buyer behavior trend of cocooning, except: 

A) buying an elaborate home 

B) building a gourmet kitchen 

C) taking a pleasure cruise 

D) purchasing expensive television and stereo sound systems 

Answer:  C

170) Spending more money on homes and making the home environment pleasurable is a result of which consumer buyer behavior trend? 

A) health emphasis 

B) cocooning 

C) active, busy lifestyles 

D) pleasure pursuits 

Answer:  B

171) Pleasure cruises and exotic vacations take advantage of which consumer behavior trend? 

A) health emphasis 

B) cocooning 

C) active, busy lifestyles 

D) pleasure pursuits 

Answer:  D

172) Adam spends money he doesn't have on a designer outfit to reward himself for hard work is an example of the consumer buyer behavior trend of: 

A) health emphasis 

B) cocooning 

C) active, busy lifestyles 

D) pleasure pursuits 

Answer:  D

173) Two outcomes of the aging U.S. population are: 

A) increased interest in health and maintaining one's youthful appearance 

B) cocooning and occasional pleasure pursuits 

C) active, busy lifestyles and pleasure pursuits 

D) cocooning and age complexity 

Answer:  A

174) The group of people who make a business-to-business purchasing decision on behalf of a company is called the: 

A) decision-makers 

B) marketing team 

C) institutional buyers 

D) buying center 

Answer:  D

175) The member of the buyer center who actually utilizes items after they are purchased is the: 

A) user 

B) influencer 

C) decider 

D) gatekeeper 

Answer:  A

176) In a buying center, who would say, "Since I'm the one who actually has to use this product, you should listen to me." 

A) a user 

B) a buyer 

C) a decider 

D) a gatekeeper 

Answer:  A

177) In a buying center of a large company, the purchasing agent is often the: 

A) user 

B) buyer 

C) decider 

D) gatekeeper 

Answer:  B

178) The member of the buying center who is most likely to negotiate the price is the: 

A) user 

B) influencer 

C) buyer 

D) gatekeeper 

Answer:  C

179) The members of the buying center who shape purchasing decisions by providing information and criteria are called: 

A) users 

B) influencers 

C) deciders 

D) buyers 

Answer:  B

180) In a buying center, the person who would be the most likely say, "We need to limit our choices to local vendors." 

A) a user 

B) a buyer 

C) an influencer 

D) the gatekeeper 

Answer:  C

181) The members of the buying center who authorize purchasing decisions are called: 

A) users 

B) influencers 

C) deciders 

D) buyers 

Answer:  C

182) The members of the buying center who control the flow of information and keep vendors in or out of the process are called:

A) users 

B) influencers 

C) deciders 

D) gatekeepers 

Answer:  D

183) The member of the buying center who is most likely to let the group know that some alternative companies have already been rejected is the:

A) user 

B) influencer 

C) decider 

D) gatekeeper 

Answer:  D
184) Julian, the owner of a small company asks his secretary to call some of the local office supply stores and locate two that would offer a good deal on a new copy machine. In performing this task, the secretary is assuming which roles within the buying center? 

A) user and gatekeeper 

B) user and buyer 

C) user, decider, and influencer 

D) buyer and gatekeeper 

Answer:  A

185) Two of the factors that affect members of the buying center are individual factors and: 

A) perceptual factors 

B) ideological factors 

C) recreational factors 

D) organizational factors 

Answer:  D

186) Decision rules that help employees make quick decisions regarding purchases are called: 

A) heuristics 

B) satisficing 

C) methodologies 

D) role playing 

Answer:  A

187) When an acceptable purchasing alternative has been identified and it is taken, the process is called: 

A) decision maximization 

B) satisficing 

C) utilization 

D) standardization 

Answer:  B

188) An organizational factor that impacts the manner in which a purchase decision is made includes the: 

A) norms members of the buying center are expected to follow 

B) risk involved in switching vendors 

C) personalities of the sales staff and members of the buying center 

D) capital assets a firm has available 

Answer:  D

189) All of the following are individual factors that might influence a member of the buying center, except: 

A) personality features 

B) roles and perceived roles 

C) levels of cognitive involvement 

D) capital assets a firm has available 

Answer:  D

190) In terms of personality, an extrovert is likely to display each of the following characteristics within the buying center, except: 

A) spends more time talking within the buying center 

B) becomes more involved in the buying process 

C) will not ask important questions 

D) will not listen to others in the group 

Answer:  C

191) In terms of personality, an introvert is likely to display each of the following characteristics within the buying center, except: 

A) spend less time talking within the buying center 

B) become more involved in the buying process 

C) will not ask important questions because of timidity 

D) will listen carefully to others in the group 

Answer:  B

192) Roles and perceived roles, motivational levels, and attitudes toward risk are examples of which factor that affects members of business buying centers? 

A) organizational 

B) individual 

C) cultural 

D) economic 

Answer:  B

193) The level of motivation displayed by a member of a buying center depends on:

A) how well the individual's goals match the organization's goals 

B) how well the individual's goals match his or her career goals 

C) the tendency to overanalyze things 

D) the level of power the individual has in the buying center as well as in the company itself 

Answer:  A

194) A person's level of power in the buying process depends on each of the following, except: 

A) his or her role in the buying center 

B) his or her official position in the company 

C) the impact of the purchase decision on a his or her job 

D) the level of cognitive involvement 

Answer:  D

195) Buying center members with higher levels of cognitive involvement will: 

A) use the purchasing process to further personal power goals 

B) ask more questions during the purchasing process 

C) have no opinion about purchase risk 

D) be most inclined to base a purchase decision on nepotism 

Answer:  B

196) Individuals with high levels of cognitive involvement will display all of the following characteristics, except: 

A) want more information prior to making a decision 

B) ask more questions during the purchase process 

C) spend less time deliberating prior to making a decision 

D) want clear message arguments 

Answer:  C

197) A straight rebuy involves: 

A) re-ordering raw materials from the same vendor 

B) buying materials from a new vendor 

C) seeking bids from a new vendor because of dissatisfaction with the current supplier 

D) purchasing a new building for an expansion project 

Answer:  A

198) The purchase decision that requires the least effort and is often made quickly is a(n): 

A) straight rebuy 

B) modified rebuy 

C) new task 

D) accelerated buy 

Answer:  A

199) A straight rebuy purchase decision occurs: 

A) when the firm has previously chosen a vendor and intends to place a reorder 

B) when a company is dissatisfied with their current vendor and want to consider new options 

C) when a new company makes an offer that appears to be more attractive than what is currently being supplied by their current vendor 

D) at the end of a contractual relationship and the company wants to evaluate competitive bids 

Answer:  A

200) There is no evaluation of vendor alternatives or information in which situation? 

A) modified rebuy 

B) straight rebuy 

C) new task 

D) high-involvement 

Answer:  B

201) A modified rebuy purchase decision occurs in each of the following situations, except: 

A) when the firm has previously chosen a vendor and intends to place a reorder 

B) when a company is dissatisfied with their current vendor and wants to consider new options 

C) when a new company makes an offer that appears to be more attractive than what is currently being supplied by their current vendor 

D) at the end of a contractual relationship and the company wants to evaluate competitive bids 

Answer:  A

202) A modified re-buy is most likely to occur when: 

A) the company becomes dissatisfied with a vendor and wants to examine new options 

B) re-ordering raw materials from the same vendor 

C) buying a new computer system 

D) purchasing a new building for an expansion project 

Answer:  A

203) A company that buys a product but only has limited or infrequent experience with that product will be involved in a: 

A) straight rebuy 

B) modified rebuy 

C) new task purchase 

D) joint demand purchase 

Answer:  B

204) If a potential vendor offers what is perceived by a member of the buying center to be a better buy, the company may want to revisit the purchase decision. This type of situation is typically a: 

A) straight rebuy 

B) modified rebuy 

C) new task purchase 

D) joint demand purchase 

Answer:  B

205) A company has reached the end of a contractual agreement with a vendor and wants to open it up for bid again before signing a new contract. This type of purchase situation is a: 

A) straight rebuy 

B) modified rebuy 

C) new task purchase 

D) joint demand purchase 

Answer:  B

206) A new task purchasing decision involves: 

A) re-ordering from the same vendor 

B) ordering new materials from the same vendor 

C) upgrading the computer system 

D) buying an expensive good or service for the first time 

Answer:  D

207) Which takes the most time to complete and involves the highest number of people in the buying process? 

A) straight rebuy 

B) modified rebuy 

C) new task purchase 

D) identifying a need 

Answer:  C

208) Kimberly-Clark is going to place an additional order for plastic because of a larger order it has received from a customer for products the company manufacturers. The additional order for plastic would be a: 

A) straight rebuy purchase 

B) modified rebuy purchase 

C) new task purchase 

D) none of the above 

Answer:  A

209) In the business-to-business buying process, the first step is: 

A) identification of a need 

B) establishment of specifications 

C) identification of alternatives 

D) appointing a committee 

Answer:  A

210) Derived demand is demand: 

A) from consumers for new goods and services 

B) from manufacturers to find new customers 

C) linked to the production and sale of some other item 

D) as specified by governmental orders 

Answer:  C

211) The linkage between the demand for automobile tires and sales of automobiles is an example of: 

A) derived demand 

B) co-demand 

C) joint demand 

D) fabricated demand 

Answer:  A

212) In the business-to-business buying process, the step that follows need identification is: 

A) identification of a problem 

B) establishment of specifications 

C) identification of alternatives 

D) appointing a committee 

Answer:  B

213) When a firm's buying center agrees that defect rates for a purchased component part should be less than .01% of items received, the team is:

A) identifying needs 

B) establishing specifications 

C) evaluating vendors 

D) negotiating purchase terms 

Answer:  B

214) In the business-to-business buying process, the step that follows establishing specifications is: 

A) identification of a need 

B) identifying additional complicating circumstances 

C) identification of vendors 

D) vendor evaluation 

Answer:  C

215) When members of the buying center agree to consider IBM, Dell, and Hewlett-Packard in purchasing new computers because they are the firms that expressed interest, which stage of the b-to-b buying process is taking place? 

A) vendor selection 

B) identification of alternatives 

C) identification of vendors 

D) vendor evaluation 

Answer:  C

216) In the "establishing specifications" step of the b-to-b purchasing process, for a modified rebuy situation, specifications are: 

A) examined to ensure that they are current and still meet the company's needs

B) never examined

C) developed by the users of the product

D) developed with the assistance of the vendors bidding on the contract

Answer:  A

217) When the buying center members find out that leasing a fleet from one car rental company has the advantage of a better repair service contract than other companies provide, they are in which stage of the b-to-b buying process? 

A) identification of vendor 

B) establishment of specifications 

C) vendor selection 

D) vendor evaluation 

Answer:  D

218) In the business-to-business buying process, evaluation of vendors normally occurs at three levels, which include each of the following, except: 

A) vendor audit 

B) initial screening of proposals 

C) sharing of vendor audit information 

D) vendor identification 

Answer:  D

219) In the business-to-business buying process, the evaluation of vendors normally occurs at three levels. The first level is: 

A) a vendor audit 

B) an initial screening of proposals 

C) a sharing of vendor audit information 

D) vendor identification 

Answer:  B

220) An audit team is utilized in which stage of the b-to-b buying process? 

A) identification of vendors 

B) vendor evaluation 

C) vendor selection 

D) negotiating of terms 

Answer:  B

221) In the business-to-business buying process evaluation of vendors normally occurs at three levels. The second level is: 

A) a vendor audit 

B) an initial screening of proposals 

C) a sharing of vendor audit information 

D) vendor identification 

Answer:  A

222) In the business-to-business buying process evaluation of vendors normally occurs at three levels. The third level is: 

A) a vendor audit 

B) an initial screening of proposals 

C) a sharing of vendor audit information 

D) vendor identification 

Answer:  C

223) In the business-to-business buying process evaluation of vendors normally occurs at three levels. Company leaders will normally share production schedules to ensure a constant supply can be met and that the two companies can develop a long-term relationship in which stage?

A) vendor audit 

B) initial screening of proposals 

C) sharing of vendor audit information 

D) vendor identification 

Answer:  C

224) Once a firm has carefully studied all of the vendors, bids have been considered, and the vendor audit has been conducted, the next step in the business-to-business buying process is: 

A) the vendor screening 

B) vendor selection 

C) negotiation of purchase terms 

D) postpurchase evaluation 

Answer:  B

225) In the business-to-business arena, the post-purchase phase is critical because: 

A) businesses are more critical of quality than are consumers 

B) of the high cost involved in purchase decisions 

C) of the critical importance of supplying a continual supply of a product 

D) a positive evaluation may result into a straight rebuy situation or an advantage in a modified rebuy situation 

Answer:  D

226) Selling virtually the same goods or services to consumers and businesses is called: 

A) relationship marketing 

B) double vending 

C) dual-channel marketing 

D) marketing extension 

Answer:  C

227) Selling personal computers to both retail stores and other businesses is an example of: 

A) multi-outlet marketing 

B) merchant distribution 

C) quantity enhancement marketing 

D) dual channel marketing 

Answer:  D

228) It is typical for dual-channel marketing to begin with: 

A) sales to businesses and later to consumers 

B) manufacturer demand for better component parts 

C) retailer demand for new products 

D) consumer demand for more purchasing options 

Answer:  A

229) Spin-off sales occur when: 

A) a person likes a business product so well he or she buys one for personal use 

B) advertising is combined with consumer promotions 

C) retailing is combined with wholesaling 

D) two related business buyers are identified by the vendor 

Answer:  A

230) A sales rep who likes his company car so well that he buys the same brand for personal use is creating: 

A) joint demand 

B) derived demand 

C) a spin-off sale 

D) vendor audit sale 

Answer:  C

231) Starbucks would be an example of a company involved in dual channel marketing because the company sells coffee: 

A) in retail stores only 

B) to businesses such as United Airlines, Holland America cruise line, and Chicago's Wrigley Field 

C) using integrated channels 

D) to both consumers and businesses

Answer:  D

232) The role and importance of a strong brand name is dramatically important in today's global market because of: 

A) the emphasis on accountability 

B) importance of consumer E-commerce 

C) brand parity in the business-to-business sector 

D) database mining capabilities of business firms 

Answer:  C

233) Name the steps of the consumer buying decision-making process. 

Answer: 
1.
problem recognition 

2.
information search 

3.
evaluation of alternatives 

4.
purchase decision 

5.
post-purchase evaluation 

234) The amount of time a consumer spends on an external information search depends on three factors. What are they? 

Answer:  
1.
ability 

2.
motivation 

3.
costs versus benefits 

235) A consumer's level of motivation in making an external search depends on three factors. What are they? 

Answer: 
 1.
level of involvement 

2.
need for cognition 

3.
level of shopping enthusiasm 

236) An attitude consists of three components. Name and describe each one. 

Answer:
  1.
The affective component is the feelings or emotions a person holds regarding a topic, object, or idea.  

2.
The cognitive component is the person's mental images, understanding, and interpretations of the person, object, or idea.  

3.
The conative component is an individual's intentions, actions, or behavior. 

237) What are the three components of the evoked set method of evaluating purchase alternatives? Describe each. 

Answer:  
1.
The evoked set, which are the brands a consumer will consider on their next purchase. 

2.
The inept set, which consists of brands that will not be considered because they elicit negative feelings. 

3.
The inert set, which holds the brands the consumer is aware of but has neither negative nor positive feelings about those products. 

238) What new trends are affecting consumer buyer behavior? 

Answer:  

1.   Age complexity 

2.
Gender complexity 

3.
Individualism 

4.
Active, busy lifestyles 

5.
Cocooning 

6.
Pleasure binges 

7.
Health 

239) Name and describe the members of a business buying center. 

Answer:  
Users are the members of the organization who will actually use the good or service. 

Buyers are the individuals given the formal responsibility of making the purchase. 

Influencers are people who shape purchasing decisions by providing the information or criteria utilized in evaluating alternatives. 

Deciders are the individuals who authorize decisions. 

Gatekeepers control the flow of information to members of the buying center, keep people informed about potential alternatives and decision rules, and let people know when certain alternatives have been rejected. 

240) What individual factors affect members of the buying center? 

Answer

1.
Personality features 

2.
Roles and perceived roles 

3.
Motivational levels 

4.
Levels of power 

5.
Attitudes toward risk 

6.
Levels of cognitive involvement 

7.
Personal objectives 

241) What are the three categories of business-to-business purchase decisions? Define each one. 

Answer:  
1.
A straight rebuy occurs when the firm has previously chosen a vendor and wishes to make a re-order. 

2.
A modified rebuy occurs when the company considers and evaluates alternatives on infrequent purchases. 

3.
A new task occurs when the company is buying a good or service for the first time and the company has no experience with the product. 

242) What are the steps of the business-to-business buying process? 

Answer: 
1.
Identification of needs 

2.
Establishment of specifications 

3.
Identification of vendors 

4.
Vendor evaluation 

5.
Vendor selection 

6.
Negotiation of terms 

7.
Postpurchase evaluation 

243) What is dual-channel marketing? 

Answer:
  Selling virtually the same product to both consumer and business-to-business customers. 
1 .  What are the ﬁve steps of the consumer buying decision-making process? 

2 . How can marketing communications stimulate the need 

recognition phases of the decision-making process? 

3 .  What is the difference between an internal search and an external search in a purchasing decision? 

4 .  What three factors predict how extensive an external search will be? 

5 .  Deﬁne attitude. What are the three main components of attitude, and how are they related to purchasing decisions?  
6 . How do values differ from attitudes? Name some personal values related to purchasing decisions. 

7 .  How can consumers exhibit selectivity when it comes to marketing communications? 

8 . Name and describe the ﬁve roles played in the purchase process.

9 .  What are the six factors of individuals that determine their participation in the organizational buying centre? 
10. What is an evoked set? Why are evoked sets, inept sets, and inert sets so important to the marketing department?
11.  What are the key features of the multiattribute approach to evaluating purchasing alternatives? 

12.  What is meant by affect referral? When is a person likely to rely on such an approach to evaluating purchasing alternatives?

13. What new trends in the consumer buying environment affect consumer purchasing decisions?  
14.  Name the steps in the business-to-business buying process. How do they compare with the steps in the consumer process?

15. Describe dual channel marketing and explain why it is important to a company’s well-being.
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