Comm 299m –Marketing Exam Notes
Ch1- 
What is marketing?
· The process of planning and executing the conception, pricing, promotion and distribution of ideas, goods and services to create exchange that satisfy individuals and organizational objectives.
Evolution of marketing
· Product
· Limited choice for consumers
· Products are tangible, their attributes or features can be specified
· Focus on efficiency of production and distribution
· Selling
· Focus on identifying customers 
· Reason for buying and matching customer needs to products
· Profits
· Marketing 
· Efficiency of production, sales and distribution are essential
· Customer needs and motivation
· Customers satisfaction and retention
· Socially responsible marketing
· Focus on social issues
Purpose of target marketing 
· Organizations can achieve higher efficiency and success if they concentrate their efforts on key groups of consumers
1) Mass marketing
2) Market segmentation
3) Niche marketing
4) Individual marketing
Steps in target marketing
1- Assess
-Customer needs
2- Identify 
-Target market
3- Develop
-Strategic marketing plan
4- Evaluate
-Results of plan 



The marketing mix
· Product
· Price
· Place
· Promotion
External influences (factor influences the marketing mix)
· Economic factors
· Competitive factors
· Social and demographic factors
· Technological factors
· Legal and regulatory factors
Competitive environment
· Monopoly
· One firm serves the entire market
· Oligopoly
· A few large firms dominate the market
· Monopolistic competition
· There are many firms
· Pure completion
· There are many buyers and sellers
Competitive assessment
· Direct assessment 
· Is competition from alternative products and services that satisfy the needs of a common target market
· Indirect completion
· Is competition that forms substitute products that offer customers the same end benefit
Trends influencing your marketing strategy
· A focus on customer relationship management
· The expanding role of database marketing
· The influence of technological advances
· Communication, internet marketing
· Ecommerce
· Environment
· Global marketing opportunity

Test questions
1) Fundamentally, marketing is about exchanges
2) An underlying assumption of sales orientation  customers who have been pushed into decision to buy products will like it
3) As a marketer, it is important to understand the needs of customers  to help satisfy them
4) 4 p’s  product, place, price and promotion
5) What is most practiced in marketing  competition
6) The focus of products orientation  production and distribution efficiencies
7) Practitioners of marketing orientation believe that success starts with   determining the needs and wants of the target market
8) According to marketing orientation success  producing what consumers want, need and desire
9) Most people are monopolistic competition
[bookmark: _GoBack]Ch 2- 
Marketing planning
· Analysis
· Planning
· Implementation
· Evaluation
· Control of marketing to satisfy customer need and the firms objectives

Steps in developing a marking plan
1- Analysis the current and future situation
2- Understand the marking and its customers
3- Establish segmentation, targeting and positioning 
4- Determine objectives
5- Develop marketing strategies and programs
6- Track progress and actives
7- Evaluate results and correct the plan as needed
Element of situation analysis
· External influences
· Competitive influences
· SWOT analysis
· Self-assessment


External influences
· Economic trends
· Social and demographic trends
· Technology trends
· Market size trends
· Regional market importance
· Customer data
· Social and demographic customer behaviour
Why is analysis so important?
· Data
· Information
· Intelligence
The pitfall of analysis
· Escalating commitment
· Groupthink
· Illusion of control
· Prior hypothesis bias
· Reasoning by analogy
· Representativeness 
Situation analysis examines
· External influences
· Competitive influence
Macro- environment
· Demographic
· Economic
· Political
· Social-culture
· Technological
· Nature
Micro-environmental
· Industry
· Competitors
· Customers


Test Questions
1) Which of the following is not a pitfall of analysis  stakeholder buy-in
2) Which of the following is not included in a situation analysis  product strategy
3) Which of the following would not be considered an external influence when conducting a situation analysis  company structure
4) The number of opportunities open to individuals and organizations is infinite
5) The reason for a situation analysis  for the big picture
6) The 3 most important demographic trends  aging in population, increasing multi- culturalism, decreasing household size and changing family formation
7) Reason for analysis competitive environment outperform competitors
8) The goal of competitive or market intelligence predict, anticipate or improve reaction times to change in the market
Ch 3
Why study motivation
· Goals of marketing is to satisfy customer needs
Important step to satisfying customer needs is identifying their motives
Motivation comes from
· Need
· Desire
· Goal
· Drive
Understanding needs (level of needs in Maslow hierarchy)
	Self-actualization

	Ego needs

	Belongingness

	Safety

	physiological



Our needs
· Status
· Security
· Helping others
· Affiliation
· Power and authority
Value- is control beliefs and attitudes that are strongly help by an individual, group or culture that motivates behaviour
2 types of values
· Instrumental values – to be/ to act
· Terminal values- to have
Types of involvement
· Enduring –brands or product categories that are included with over extensive periods of time throughout your life
· Situational momentary involvement-with brands or products that is triggered by a specific situation
Motivation conflict
· Approach- approach: choosing between a desirable alternative
· Approach- avoidance: desire something, but wish to avoid it
· Avoidance-avoidance: choosing 2 undesirable choices
Characteristics of attainable objectives
· Reasonable
· Believable
· Measurable
· Adaptable
· Controllable
· Desirable
Test questions
1) Marketing objectives act as  short term destinations along the path to longer-term organization or personal goals
2) According to Maslow, the need for status is a  self-esteem need 
3) Values provide individuals with  guidance in terms of what is considered appropriate behaviour and what is not in a given culture
4) The ABC principle states that goals should  Actionable, bounded, compelling
5) Which of the following is not a characteristic of attainable goals  open-ended
6) Which is not a marketing objective for an entrepreneur  promotion to a more senior position within an organization
7) Not a marketing objective for job seeker  market share
8) Values and goals provide a sense of direction in your life
9) Which is not a motivational pull values
10) Motivated individuals tend  committed, disciplined, and not afraid to take initiatives

Ch 4-
Creating my marketing strategy
The marketing planning process at a glance
Objectives strategies tactics
Objectives and the marketing planning process
· Objectives are short-term
· Goals are longer-term
Characteristics of objectives
1) Specific, time-defined and measurable
2) Realistic
3) Goals
4) Internal resources and core competencies
5) External environment
Marketing strategy
Selecting and describing the target market

Identifying and going a market position

Defining the marketing mix

Budget
Markets segments through
· Geo-demographic- sex, marital status, income, education, occupation
· Purchase behaviour – lifestyle
· Psychographic
· Media preference
· Benefits sought




Positioning strategies
· Defining your position
· Competitors
· Consumers perceptions of you competitors
· Your competitors current positions
· The most appropriate way to position yourself
Positioning by what
· Attributes and benefits
· Price/ quality
· Product class
· Use or application
· Product user
· Competitor
· Cultural symbols
· Experience 
Test Questions
1) Which is not included in a marketing strategy SWOT analysis
2) Market segmentation is the process of dividing a market into distinct groups or segments which share certain characteristics
3) Objectives are specific, measurable and time based
4) Which is true about strategy  when in doubt, just check whatever you want to do against strategy
5) Concentrated marketing is AKA niche marketing
6) A sound well through- out marketing strategy  can help you react swiftly to adversity and move in a direction that’s right for you
7) Decisions about which market to enter and how to use the marketing mix in each chosen market targeting
8) The marketing team at BMY is deciding on the best way to position their new model, they can position by  
a. Competition
b. Subjective experience
c. Price
d. Attributes
9) After selecting market segments, the typical next step in marketing plan  identify a position that you can own


Ch 5 personal brand strategy
Philip Kotler – a product is defined as anything that can be offered to a market for attention, acquisition, use or consumption that satisfies a need or want.
74% Canadians work in service sectors
Service characteristics
· Intangibles
· Perishability – services cannot be stored for future use
· Variability
· Inseparability- services can take place only at the time service provider performs an act
The core product is the basic benefit a key feature of a product
· Core competency- good at
· Core product- solve problem
Brand strategy
· Developing a clear image for a brand so that employers or future customers feel as though they are comfortable and know the product
Brand establishing themselves
· Define the brand
· Position and communicate the brand promise
· Deliver the promise
Selling the product
· Pure selling approach agent presents their client to buyer
· Product improvement approach agent works with client to modify certain characteristics that will increase market value
· Market fulfillment approachthe agent scans market to identify needs that have not been met
Test Question
1) In realising that empty seats on a flight represent lost opportunities to exchange a product for money, the marketing team at Air Atlantic should be addressing which characteristics  perishability
2) Of the following, which can benefit from the use of marketing concepts  ideas, services, places, intangible
3) According to Philip Kotler, a product is defined as anything that can be offered to be a market for  attention, use or consumption that may satisfy a need or want
4) The core product is  The basic benefit or key feature of a product
5) All products  should satisfy a customers need
6) In the delivery or services  production and consumption are inseparable
7) In a car accident- guy is sued- look for lawyer  unsought
8) Marketing mix for speciality products typically include  an emphasis on personal selling and advertising
9) A brand’s equity rests primarily with  the sum of association and mental images that customers have about it.
Ch 6 personal product
The primary features or attributes that define you as a product:
· Education
· Experience
· Your unique set of personal attributes: skills, personality

Product concepts
· The product life cycle
· The importance of continuous product improvement
The product life cycle
1- Product development 
2- Introduction
3- Growth
4- Maturity
5- Decline 
Fad- sales peak as quickly as they fall
Style-same products retain their popularity and establish “style”- which is long lasting and distinctive mode of expression
Fashion- grow slowly, remains popular for a while- them decline slowly
Product management is ongoing activity, to make decisions, keeping in mind your goals, and desired positioning
Product strategies need to be revised and re-examined systematically and periodically to ensure that obstacles can be addressed and objectives can be achieved
A key concern in product management is the notion of product improvements


Product improvement
· Continuous improvement- routine improvement 
· Dynamically continuous improvement – is more disruptive insofar as it requires a slight updating of user’s knowledge and minor changes in behaviours
· Discontinuous or dramatic innovation- most disruptive and require considerable adaptation 
From product to customer focus 
Product- centered organizations:
· Make plans and decisions on internal perspective
· Customer based on what products they have purchased instead of their customer’s characteristics
· Unaware of how loyal customers are
Customer- centered organizations
· External point of view, on making plans and decisions
· They deliver a positive experience and communication a consistent message, positioning like their customers 
Customer relationship management
Word-of-mouth about your product
· Deliver on promises
· Identify and use brand champions
· Follow up on chance meetings
· Help information seekers
· Give people something to talk about
Building brand loyalty
· Involve your customers
· Make sure customers can give feedback
· Listen to customers
· Know what your customers want
· Adapt your product to your customer’s request
Product packaging
· Key decision on what customers base their decisions:
· Visual appearance
· Verbal
· Voice

Test Questions
1) The primary feature or attributes that defines you as a product  education, experience, unique set of attributes including skills and personality 
2) Studies have shown that potential employers frequently make up their mind about hiring interviewees within than ___about having met them   5 seconds 
3) Your product strategy needs to berevised systematically and periodically 
4) If you enrolled in a 13 week Spanish class to improve this would be what type of product improvementcontinuous 
5) Fostering brand loyalty is important becausethe cost of getting new customers is a multiple of the cost of keeping your current customers
6) Which is not a way of building brand loyalty have the lowest prices on the market 
7) Which is not a characteristic of loyal customers they are sensitive to small changes in the price of your product
8) According to a KPMG consulting group study, what percent of large Canadian companies have established policy on ethics 80%
9) What percent had consulted their employees in establish their ethics polices 42%
10) 3v’s  visual appearance, verbal, voice 
Ch 7 personal price and place strategies
Purpose of pricing
· It ensures your survival- you must be able to cover the costs of doing business
· It shapes customers perceptions of your product
Pricing effectively
1) Maintain prices, short term discounts can affect
2) Customer satisfaction
3) Long-term view of pricing
4) Know pricing of competitors
5) They approach pricing as a systematic
Initial pricing
· Market skimming
· Setting higher prices for a new product to reach max revenues
· Market penetration
· Setting lower prices for a new product to attract a larger number of buyers-move into the market faster



Cost based vs. value based pricing
Cost based pricing- break-even analysis and target profit pricing
Value-based pricing – this forces you to be clear on the added value of your product and its value in the eyes of your customers
Pricing concepts
· Psychological pricing- how customers perceive price 
· Reference pricing – the price that a customer uses to compare and judge other prices
· Ceiling pricing- the max a customer is willing to pay
· Floor pricing- the minimum price a customer is willing to pay
Price perception
Objective price 
	
Perception of price 
	Perceived quality 		Sacrifice and risk
		Perceived value

Willingness to buy
Types of risk
· Functional- the risk that the product will not perform
· Physical- the risk of harm to the customers
· Financial- the risk that the product is not worth the cost of finding a better cheaper alternative around the corner
· Psycho-social-the risk that a poor choice will embarrass the customers
· Time- the risk of investing time in searching for the product
Dealing with risk
· Seek reassurance
· Stay brand loyal
· Select by brand image
· rely on store image
· Buy the most expensive model



The job offer letter 
· Job title 
· Base salary
· Incentives compensation and benefits
· Starting date
Test Questions 
1) Company wants to launch a new software suite that will result in big savings for any fitness club that purchases it. No direct competition there are potential customers, best pricing strategy price skimming 
2) The first in formulating your pricing strategy as a prospective employee is to  establish your worth to employers by determining the salary range for positions that you are interested in 
3) Research suggests that ____ at the meaning transmitted between 2 people in face-to-face communication is through non-verbal channelsup to 90%
4) Which of the following is not a characteristic of people who enjoy working on a commission only basis they don’t like working long hours
5) Once you have agreed to the terms of employment with a prospective employer the next step should be toget the offer in writing
6) Which of the following is not a function of marketing channelsthey make product improvements
7) Anna designs and makes high end gold jewelry for women in very limited qualities- the most appropriate distribution strategy for her would be selective, exclusive
8) John is a criminal defense lawyer and practices flexible pricing, as a result his client pay different fees for the same services 
9) Lara has decided for her business pricing strategy will be based on volume objectives increased unit sales and market share
10) The type of risk that employers face when hiring  employees  functional, financial, psychological, time
Ch8 personal promotion
Promotional tools
· Sales or trade promotion
· Direct marketing
· Internet
· Sponsorship and event marketing
· Point-of-purchase display
· Supportive communications
· Public relations, including word of mouth
· Personal selling


What marketing communication is?
· Inform customer about new goods and services
· Remind customers to continue to use your product
· Persuade customers to choose your product over competitors
· Building and strengthen relationship with customers
Basic communication model
Source sender 	encoding 	channel / message 	decoding 	receiving 
All around is noise and giving feedback
Getting customers to ACT
Awareness 	knowledge 	preference 	purchase 		loyalty
Setting promotional objectives
· Create awareness
· Increase knowledge
· Create/ desire preference
· Encourage trail purchase
· Build customer loyalty
Push vs. pull- 2 promotional strategies
· Push strategy 
· Moving product through the channel by convincing channel members to offer them
· Pull strategy
· Moving product through the channel by building desire for the product among consumers
IMC means coordination and focus on customers 
	Advertising 
	Public relations
	Personal Selling 
Target market                       Sales promotion
	Direct response    clear message
	Interactive communications
	Event and sponsorship marketing 



Strengths of public relations 
· Credible 
· Cost- efficient
· Little clutter
· Lead generation
Defining the promotional tools
· Public relations – building goods relations with the company’s public by obtaining favorable publicity 
· Personal selling- face-to-face communication
· Direct response- direct communication with customers
Test Questions
1) Of the following, which is not part of the integrated marketing communication mix  business-to- business marketing 
2) Company asks customers for information on purchasing any products including postal code, age database marketing
3) Of the following tips which is not recommended when networkingdominating the conversation so you can inform others of your skills
4) On a cost-per-thousand people- reached basis which is the least expensive integrated marketing communication feelsadvertising 
5) Which of the following statements about advertising is falseit has high credibility and will not be ignored 
6) VALS is a system for classifying consumers who support what type of segmentation psychographic
7) When beer commercials features young models enjoying themselves in a social gathering. What communication objective are they likely trying to achieve creating desire 
8) Received an invitation by mail from a clothing store informing that they have new collectiondirect response
9) Which is not a promotion objectivemake the product more widely available 
10) You’re planning to send out your cover letter and resume to employer this is an example of direct marketing 
Ch 9 personal promotion
Influences-
· For persuasion to be effective you must follow the influences
· The motivation and the processing ability of the receiver
· The credibility of the persuader
· The structure of the message
Always motivate customers to know what they want

Hard facts vs. peripheral cues
· When receivers are motivated and able to process information you serve them with central cues or hard facts 
· When receivers attention is not entirely focused on your message or when for one reason they lack the ability to process the information – you want to use peripheral cues- try grabbing their attention
The credibility- persuasion process
· Perceived credibility is a function of-
· Expertise
· Power
· Trust and similarity
The structure of the message
· How we choose to deliver and frame the message impacts the ability to persuade- message appeals – 2 types
· Rational
· Emotional
Appeal to reason
· Focus on hard facts- such as evidence
· In an interview- showing letter or recommendation
Appeal to emotion
· Most purchases are based on emotion
· Fear, desire, respect, love 
Persuasion skills
· Anticipating objections to your message and preparing responses- can be a successful preparation strategy when persuading an audience or target market
Patters of persuasion
· Process
· Get the receiver’s attention
· Understand the sender’s motivation
· Focus on the benefit to the sender- show benefit of product
· Focus on the benefit to the sender- ex: persuade for an interview at the end of a cover letter



Direct marketing
· Email
· Telephone
· Internet
· Catalogues
Steps in developing a direct marketing campaign
· Data collection- collect leads, names, address… this should be the goal of our networking
· Data mining- look for patterns in this data 
· Where are the customers located
· What do we know about them
· Design and send a message- that will get their attention and get them to act
· Track responses- evaluate your direct marketing programs, and make changes where they are needed
Tips for writing effective direct marketing message
1) Resonate
2) Testimonials
3) Action words
4) Guarantees
5) Authenticity
6) Upside fantasy v. fear – choose right motivation
7) Ask questions
8) Work your headline
9) Make every word count
10) Don’t be tricky
11) Bonus tip
Media relations
· Media relations can help
· Reach a large audience
· Inform people by associating your name and product with attributes such as quality, value, and desirability
· Establish your credibility and expertise on subject that concern your domain 
Writing a press release tip
· Title/ headline – you need to make it clear, powerful and attention grabbing
· Central message- make sure that the key point stand out
· The boiler plate- often a press release will end with a boiler-plate, which is a standard paragraph about the organization itself


Dealing with the media
· Prepare a cue card
· Arrive early and get comfortable
· Appearance counts
Test Questions
1) A standard paragraph that describes the company or organization and that appears at the end of a press release is cakedboiler plate
2) When the receiver is not motivated or unable to process the information you are sending  you should use soft peripheral cues and leave him with positive impressions
3) The ideal number of messages to communicate in an advertisement of commercial isone
4) Home- baked pastries will be catering buying and display allowance to restaurants and specialty food stores and will provide them with featuring her products what types of strategypush
5) Which of the following is not strength of direct marketinglow cost per message deliver 
6) Preparing the marketing budget for his translation business want to reach goals which budgeting method is using objective and task 
7) A fundamental notion of integrated marketing communication an organization or individual communication the same individual communication the same basic marketing message through all of its IMC tools
8) Which of the following is not an objective of networking  to set as much information as you can while giving out as little as you can 
9) Product in the decline or maturity stages of their lifecycle tend to benefit most from reminder advertising 
10) The most expensive IMC tool of all its  personal selling 
Ch 10 resume and cover letter 
Five-step process to writing employment messages
1) Planning
2) Writing
3) Completing
4) Distribution- give out CV
5) Follow-up
Planning your resume and cover letter
· Analysing your purpose and audience : don’t always submit 1 CV
· Gather pertinent information
· Adapting your resume to your audience: make sure to add all things job is looking for 




Writing your resume and cover letter 
3 common formats
· Chronological resume- a historical summary of your education and work experience
· For no gap jobs
· Functional resume – focuses attention on your areas of competence
·  For gapped jobs
· Combination resume- includes features from the chronological and the functional resume 
· Looking for higher positions
Skills 
· Job-related skills
· Adaptive skills- honesty, flexibility, self-motivation
· Transferable skills- skills transferred from job to job
Composing your resume
Action words
· Assisted with
· Budgeted
· Collected
· Edited
· Innovation resulted in
· Managed
· Oversaw
· Proficient in
· Specialized in
· Upgraded
· Sold
Major sections in resume
· Name, address
· Academic credentials
· Employment history
· Extra-curricular actives
· Languages spoken and written
· Computer skills
· Awards obtained




Employment history
· Name and location
· What the organization does
· Position
· How long you worked there
· Your responsibilities
· Significant achievements or contributions
Cover letter
· The heading
· At the top left corner
· Date of letter
· Contact person’s name
· Title 
· Company name
· Address
· Subject line
· Opening sentence 
· The firs paragraph
· About the job
· The second paragraph
· About you- qualifications
· The third paragraph
· Ask for an interview
· Closing salutation
Test Question
1) Which of the following is not a basic objective for your resumeto establish the minimum salary that you are expecting
2) The first step in preparing your resume write your job objective statement
3) To make your resume scanner-friendly which of the following should you do  use simple layout
4) The second paragraph of your cover letter shoulddemonstrate your understanding of the job requirements
5) Most employers expect the following in resumes your qualifications
6) Immediately for an interview you shouldsend a thank you note to the interview
7) If you have no or little work experience, the most appropriate type of resume for you is functional 
8) Most large organization prefer which type of resume chronological
9) Your job objective should be expressed a job title or the type of work you wish to do 
10) When writing your cover letter it’s important to keep the following uppermostyou are the brand your cover letter is selling and successful begins with a focus on the buyer, your letter will be competing with the letters at many after applicants spelling and grammar must be perfect, ask for an interview 
Ch 11 my marketing plan
Marketing plan
Situation analysis and self- assessment

Strategies and tactics

Cover letter and resume

Complete plan- implementation and control
The marketing planning process
Situational analysis- external, internal 
	Goals, target market and marketing mix decisions – strategies
Implementation – who, what, where, when, why, how 
Control- what went wrong, how to fix it 
Types of control used by organizations
· Annual plan control
· Profitability control
· Productivity control
· Strategic control 
Test Question
1) Why is an action plan important it allows others to see the direction in which you are going, it allows you to see the direction in which you are aiming to go, It allows you to plan effectively for each phase so that you are properly prepared for the unexpected an action plan provides guidance motivation and recourse
2) Which of the following activities do not belong in your implementation planredefining your marketing strategy
3) Which of the following questions are not part of the marketing planning process when will I gather the information I need to put my plan together
4) Which of the following is not a main component of a control system preparing an itemized list of the task that need to be completed to implement your marketing strategy
5) Which of the following areas world likely be included in the “ environment” section of a situation analysisdemographics technological considerations, political consideration
6) Prior to implementing your marketing plan, which of the following question should you ask yourself are my analysis still valid, do I still agree with the conclusion that I came to and documented as a result of my analysis
7) Are the goals and objectives that I have set still the one I want to achievehave there been any changes in my personal situation or that of my chosen field that need to be addressed 
8) The use of strategic controlone of the type of marketing to plan for is best- gauging the effectiveness in managing marketing customer relationship, social responsibility and ethics
9) The use of annul plan control gauge the progress towards achieving the marketing, financial outlined in the marketing plan
10) What is the purpose of plan control it allows you to look back at previous plan control process for clues about issues that may affect your current progress and performance 
Ch 12 interviewing and presentation skills
Presentation strategies
1- Collect background information
2- Develop an effective message
3- Practice and improve your delivery
4- Prepare for handling questions
5- Evaluate your performance
Purpose of your presentation
· To inform
· To persuade
· To motivate
· To entertain
· To build goodwill
5 rules for creating PowerPoint
1- No more than 6 words on slide
2- Professional images
3- No dissolves, spins, other transitions
4- Sound effects limited
5- Don’t had out printout of your slides
Job interviews 
· Screening – done in person or on the phone
· Selection – this is the ‘big one’ interviewer is trying to determine whether you will match the organization
· Group- many candidates are interviewed at the same time
· Panel- a single candidates is interview by many interviewers
· Behavioral- in this type of interview you are asked to describe in detail what you did in past situations



Test Question
1) Which type of interview technique is used by employees to get you to provide specific examples of how you successful applied the required skills to do the job  behavioral
2) Which one of the following behaviours is not part of a stress interview  asking you to need a case, study and identify the problem in it, and propose one of more solutions to the problem
3) Content skills include knowledge of particular types of software and scientific equipment
4) During a behavioral interview potential employers are looking for  content skills, functional skills, transferable skills, adaptive skills
5) The main purpose of a screening interview is to  identify applicants for the next level of interviews
6) An appropriate answer to the question ‘in what areas can you improve?’ would be  while I’ve been complimented on my presentation skills by colleagues and for employers I’m still a bit nervous when making major presentation
7) An inappropriate question for you to ask during an interview  when will my first salary review take place
8) Which of the following should not be a criteria that you should use when evaluating a job offer how does the job fit with my long-term career goals, are there opportunities for career growth, am I comfortable with the organization structure and employees, are the values and philosophies of the organization compatible with mine
9) Which of the following is not a good way to manage the stress that comes before an interview stay up late the night before researching the potential employers
10) If you accept a job offer variability  confirm your acceptance in writing, be positive and enthusiastic when you accept, advise other organization that you have been interviewed by that you have accepted a job elsewhere, call or write to thank all of the people who helped you in your job search



