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1. 
Tariffs imposed on bananas by Western European countries cost consumers $2 billion a year.  This is an example of:

a. protectionism.

b. domestication.

c. polycentrism.

d. semiotics.

e. gray marketing.

2.
 A company that uses a multidomestic marketing strategy:

a. standardizes all of its marketing activities.

b. does not engage in marketing outside of its national borders.

c. has as many different product variations, brand names, and advertising programs as countries in which it does business.

d. has a transnational view of the world.


e. is able to more efficiently achieve economies of scale than companies that use a global marketing strategy.

3.
 Product extension and product adaptation strategies use __________ around the world.

a. identical products

b. identical pricing

c. promotional messages adapted to each country

d. identical promotional messages

e. a dual adaptation strategy

4. 
__________, also called parallel importing, is a situation where products are sold through unauthorized channels of distribution.

a. countertrading.

b. gray marketing.

c. black marketing.

d. dumping.

e. ethnocentric relationships.

5 
What is the name given to a graph displaying consumer’s perceptions of product attributes across two or more dimensions?


a. Repositioning 


b. Market product grid


c. Usage rate


d. Perceptual map


e. 80/20 rule

6.  
[ignore] What two approaches to product positioning are discussed in the text?

a. attribute and benefit positioning

b. head-to-head and differentiation positioning

c. geographic and demographic positioning

d. lifestyle and region positioning

7.  
Changing the place an offering occupies in a consumer’s mind with regard to important attributes, is referred to as what?


a.   repositioning
b. market segmentation

c. cross tabulation

d. synergy

e. mass customization

8. 
[ignore] One advantage of a market-product grid is that it can be used to: 
a. make optimal decisions under conditions of uncertainty. 
b. screen many new product ideas in order to select the one with best long-run market potential. 
c. relate likely sales of products to prospective market segments. 
d. select representative samples of consumers for marketing research studies. 
e. relate the product life cycle to consumer demand. 
9. 
Which of the following criteria should a marketing manager use to develop segments for a market?

a. differences of needs of buyers among segments

b. potential for increased profit and ROI

c. potential of a marketing action to reach a segment

d. simplicity and cost of assigning potential buyers to segments

e. all of the above

10.
 Which of the following is a criterion for selecting a target market?

a. similarity of needs of potential buyers within a segment

b. difference of needs of sellers between segments 
c. feasibility of a marketing action to reach a segment
d. simplicity and cost of assigning potential buyers to segments

e. expected growth of segment

11. 
When Mikki asked her father for his advice about marketing software for the disabled, he told her, “Reaching a segment requires a simple but effective marketing action.  If no such action exists, don't segment.”  Mikki’s father is expressing concern about the:
a. feasibility of marketing actions to reach the segment. 
b. different needs of buyers among different segments. 
c. similarity of needs of potential buyers within a segment. 
d. simplicity and cost of assigning potential buyers to segments. 
e. potential for increased profit and ROI. 
12. 
The headline of the ad for Sleep Number bed by Select Comfort read, “5 Reasons Why You’ll Sleep Better on a Sleep Number Bed.”  From this information, you know that Select Comfort uses __________ segmentation.
a. benefits sought
b. psychographic
c. demographic 
d. socioeconomic 
e. behavior
13. 
An ad campaign by the manufacturer of Progresso soup compares the richness of a bowl of Progresso chicken soup to that of Campbell’s chicken and stars soup.  This is an example of:

a. differentiation positioning.

b. nondescript segmentation.

c. mutually exclusive segmentation.

d. guerilla marketing.

e. head-to-head positioning.

	14.
	Preliminary research conducted to clarify the scope and nature of the marketing problem is called:

	A)
	descriptive research.

	B)
	preliminary research.

	C)
	exploratory research.

	D)
	primary research.

	E)
	secondary research.


	15.
	Magazines, radio stations, and television stations almost always do ___________ research to identify the characteristics of audiences.

	A)
	primary research.

	B)
	causal research

	C)
	descriptive research

	D)
	exploratory research

	E)
	secondary research


	16.
	_________ refers to the ability to replicate research results under identical environmental conditions:

	A)
	validity

	B)
	measurability

	C)
	reliability

	D)
	objectivity

	E)
	exploratory


	17.
	The retail mall owner told the marketing researcher, “We have the option of staying open late twice a week, or opening up an hour early every day.  We need to know which will be most profitable since we cannot do both.  The decision must be made in 11 weeks, and we only have $10,000 budgeted for this research project.”  In which stage of the marketing research process would this statement have been made?

	A)
	Define the problem.

	B)
	Formal Research design.

	C)
	Data collection and analysis.

	D)
	Conclusions and report.

	E)
	Take marketing actions.


	18.
	Three basic techniques of exploratory research are:

	A)
	secondary data analysis, focus groups, depth interviews.

	B)
	mail surveys, telephone surveys, focus groups

	C)
	secondary data analysis, descriptive research, causal research.

	D)
	secondary data analysis, focus groups, preliminary research

	E)
	none of these answers are correct.


	19.
	Joe Carson, the owner of Carson Sailboats, is concerned about slumping sales.  Sales so far this year are 40% below last year's sales.  Joe is concerned.  He starts doing some research on the Internet to see if there are any trends he can identify to explain the slump.  He then talks to several other people in the industry to get their opinions.  Joe is conducting _______ research.

	A)
	secondary

	B)
	preliminary

	C)
	exploratory

	D)
	causal

	E)
	descriptive


	20.
	Michael Porter has identified four key elements in a nation's competitive advantage.  They are factor conditions; demand conditions; related and supporting industries; and:

	A)
	consumer behaviour.

	B)
	industrial diversity.

	C)
	governmental regulation.

	D)
	company strategy, structure, and rivalry.

	E)
	timing.


	21.
	Tricon was the restaurant division of PepsiCo until it was spun off in 1997.  Since then Tricon has opened 6,000 KFC restaurants abroad.  It has 158 in Indonesia and more than 500 restaurants in China.  All are locally owned, and the owner pays a fee to Tricon.  Tricon is engaged in:

	A)
	direct exporting.

	B)
	indirect exporting.

	C)
	licensing.

	D)
	contract manufacturing.

	E)
	foreign assembly.


	22.
	A magazine ad shows a cherubic baby sitting inside an automobile tire.  The ad copy touts the dramatically improved traction of Michelin radial tires in rain and snow and informs parents of the ways in which the tires will help them protect and ensure the well-being of their children.  The marketers of Michelin tires are attempting to appeal to consumers' _____ needs.

	A)
	Physiological

	B)
	Safety

	C)
	Social

	D)
	Personal

	E)
	self-actualization


	23.
	An ad for Acura is headlined by a quote from Henry David Thoreau, “Go in the Direction of Your Dreams.”  This ad is most likely to appeal to people's _____ need.

	A)
	Physiological

	B)
	Safety

	C)
	Social

	D)
	Personal

	E)
	Psychological


	24.
	[ignore] When the television production company that produces Law & Order series uses the Law & Order name on two other series (Law & Order: Special Victim's Unit, and Law & Order: Criminal Intent) it relies on _____ to convince fans of the original show that the new shows will be equally well crafted.

	A)
	selective comprehension

	B)
	selective retention

	C)
	stimulus generalization

	D)
	stimulus discrimination

	E)
	routine response behaviour


	25.
	[ignore] Betty contends that she can taste the difference between fat-free cheese and cheese with its regular fat content.  Tom says that he cannot tell a difference between the two products.  Their inability to agree on the taste of the fat-free cheese when compared to other cheese is how consumers exhibit:

	A)
	cognitive dissonance.

	B)
	selective retention.

	C)
	selective comprehension.

	D)
	stimulus generalization.

	E)
	stimulus discrimination.


	26.
	The person who assumed the _____ role in the buying centre shook the salesperson's hand and said, "Mrs. Michaels, we've accepted your bid.  I'll expect 48 boxes of ring shank nails to be delivered by January 16th, and we will pay the agreed-upon price of $21.74 per box."

	A)
	Gatekeeper

	B)
	Decider

	C)
	Buyer

	D)
	Influencer

	E)
	User


	27.
	In the movie, The Tin Men, two rival salesmen engaged in a variety of dishonest and unethical practices in order to sell aluminum siding to homeowners.  Their job was difficult, in part, because the supply of aluminum siding surpassed the demand for the product and competition was intense.  This situation is indicative of the _____ era of business history.

	A)
	production.

	B)
	Sales

	C)
	marketing concept

	D)
	market orientation

	E)
	societal marketing


	28.
	After an assessment of needs, a marketing manager must translate ideas from consumers into concepts for products that a firm may develop.  The result is called the:

	A)
	marketing strategy.

	B)
	marketing program.

	C)
	macromarketing program.

	D)
	micromarketing program.

	E)
	marketing concept.


	29.
	SBUs with a high share of high-growth markets that may not generate enough cash to support their own demanding needs for future growth are known as:

	A)
	dogs.

	B)
	cash cows.

	C)
	question marks.

	D)
	stars.

	E)
	bonanzas.


	30.
	Kodak film sales in the United States, Canada, and Western Europe were an $8 billion per year ___________ in 2003..

	A)
	Star

	B)
	Dog

	C)
	question mark

	D)
	cash cow

	E)
	none of these answers are correct


31. A major focus of customer relationship management strategies is to retain and grow a base of loyal customers. Which of the following will most likely lead to customer retention _________?

a. customer life time value

b. business performance 

c. customer satisfaction 

d. customer loyalty 

e. customer expectations 

32. HSBC Bank International Ltd. (Europe’s largest bank) selected its advertising agency because that agency was “always sensitive to the possibility that something might not translate well or may offend superstitions about colours or numbers."  This is an example of how ____________________ forces affect marketing.
a. social
b. technological
c. economic
d. competitive
e. regulatory
33. Lucent Technologies is the largest supplier of phone network equipment in the world.  Its past customers find it less expensive to upgrade equipment rather than switch to another supplier.  This is an example of a(n):

a. oligopolistic monopoly.

b. monopolistic competition.

c. barrier to entry.

d. pure competition.

e. ethical dilemma

34. 
Proctor & Gamble charged that competitors photographed its production line and infiltrated a confidential sales presentation.  This is an example of:

a. economic espionage.

b. environmental spying.

c. covert spying.

d. covert corporate scrutiny.

e. fiscal impropriety.

35.  In 2002, six executives of Tyson Foods, one of the world’s largest poultry, beef, and pork processors, were arrested for illegal smuggling of undocumented foreign workers into the U.S. to work at Tyson plants.  Tyson’s violations are the result of __________, one of the major reasons why some companies fail to establish ethical behavior. 
a. too ambiguous a mission statement 
b. the absence of an executive summary 
c. anti-whistleblowing 
d. top management’s behavior 
e. poor marketing research 
36. [ignore] 3M stopped production of a chemical made nearly 40 years when tests showed the chemical could be harmful in large doses, even though the products in which it was used had no known harmful health or environmental effect.  This is an example of:
a. a code of ethics violation. 
b. moral idealism. 
c. utilitarianism. 
d. cultural and corporate ethics. 
e. internal economic espionage. 
37. The tendency to pay attention to messages consistent with one’s attitudes and beliefs and to ignore messages that are inconsistent is called: 
a. selective retention
b. selective comprehension 
c. selective exposure. 
d. selective perception
e. selective attention
38. __________ learning is the process of developing an automatic response to a situation built up through repeated exposure to the situation.
a. Perceptual
b. Retentive
c. Functional
d. Motivated 
e. Behavioral 
39. Consumers who are motivated by __________ look for products and services that demonstrate success to their peers.
a. ideals

b. achievement
c. self-expression
d. rewards
e. success
40.
On which element of the promotional mix do sellers of business products place a greater emphasis than sellers of consumer products?

a. sale promotion

b. advertising

c. publicity

d. public relations

e. personal selling

41.  When product availability exceeds demand firms are more likely to have a ________. 

A) product orientation 

B) new era orientation 

C) consumer orientation 

D) selling orientation 

E) none of the above 

42
The challenge to the marketer is to create an attractive _____, a marketplace offering that fairly and accurately sums up the value that will be realized if the good or service is purchased.


A.
product position


B.
market segment


C.
mass market


D.
value proposition


E.
target market

43.  Which of the following is NOT a good example of an organizational objective? 

A) Increase customer satisfaction by 10 percent within a year. 

B) Reduce headcount in the Dallas office by 5 percent within a year. 

C) Reduce expenses by 7 percent within 2 years. 

D) Have the highest revenue of any company in our business category within 3 years. 

E) Hold more patents than our competitors within 5 years. 

44.  A buyer who has purchased many copying machines in the past and who must evaluate several new lines when the firm has a need for digitized office equipment is classified as a(n) ________. 

A) modified re-buy 

B) old-task buy 

C) straight re-buy 

D) new-task buy 

E) none of the above 

45.  When Clairol shampoo says "You're not getting older, you're getting better", they are targeting consumers' ________. 

A) behaviour 

B) innovativeness 

C) self-confidence 

D) sociability 

E) self-concept 

46.  [ignore] Direct Tire Sales has a clean customer lounge and gives customers free coffee with croissants. This is a good example of a firm successfully using the ________. 

A) selling orientation 

B) product orientation 

C) new era orientation 

D) consumer orientation 

E) none of the above 

47.  Information that is integrated from multiple sources to monitor the impact of marketing communications on a particular customer group over time is called ________. 

A) single-source data 

B) data mining 

C) market basket analysis 

D) marketing information system 

E) scenarios 

48.  The ________ growth strategy could also be called the "work harder" strategy because it essentially means doing a better job of selling existing products to existing customers. 

A) diversification 

B) product development 

C) product penetration 

D) market development 

E) market penetration 

49)  The process involved when individuals or groups select, purchase, use, and dispose of goods, services, ideas, or experiences, to satisfy needs and desires is called ________. 

A) the buying process 

B) consumer behaviour 

C) end user behaviour 

D) the marketing process 

E) the marketing cycle 

50)  When studying the buying process, the term ________ is used to describe the relative importance of perceived consequences of the purchase to a consumer. 

A) involvement 

B) habitual decision making 

C) extended problem solving 

D) perceived risk 

E) limited problem solving 

BONUS QUESTIONS

51. ITage is a small web services company that sells web technology and information technology services to small and medium-sized business. For those firms that already have service contracts, ITage salespeople should attempt to stimulate a:


A.
straight rebuy


B.
simple-task purchase


C.
modified rebuy


D.
value purchase


E.
utility buy

52.  During a family vacation, Fred was driving when his kids saw some golden arches far in the distance, too far to read the name. Immediately the kids said that they were hungry and wanted to stop at the far away McDonald's. Recognition of the golden arches is an example of ________. 

A) exposure 

B) sensing 

C) perceptual selection 

D) motivation 

E) interpretation 

53.
[ignore] “I want to question recent graduates about their transportation preferences.  See if you can find some graduates still living in town.”  The marketing researcher is using:
a. nonprobability sampling. 
b. probability sampling. 
c. extrapolation. 
d. statistical inference. 
e. criteria sampling. 
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