MKTG2P91
Practice Mid-Term Questions
Old Version of Exam (Todd)
 
1) The strategic plan and the marketing plan have two main differences. What are they? 
a) The level of importance and the time horizon 
b) The level of detail and the time horizon 
c) The people who read the plans and the time horizon 
d) The level of importance and the level of detail 

2) Marketing objectives are developed by the following types of firms: 
a) The Red Cross
b) Ministry of Health 
c) Apple
d) Brock University 
e) All of the above 

3) Cognitive dissonance is a feeling of ____________ that consumers sometimes experience after making purchases.
a) remorse 
b) motivation 
c) apathy 
d) satisfaction 

4) All of the following are examples of secondary research sources, EXCEPT: 
a) Euromonitor Database 
b) Marketing Magazine 
c) Consumer interviews 
d) Stats Canada 
e) Industry Canada Strategis 

5) Which of the following could be useful characteristic(s) for segmenting business-to-business markets? 
a) type of business 
b) size of business 
c) sales volume 
d) NAICS classification
e) all of the above 

6) Subliminal perception, as a psychological tool to change consumer behaviour 
a) can be found in television commercials where it can be shown to have an impact on consumer behaviour 
b) works in a laboratory setting, but not in a real world setting 
c) has never been demonstrated to work 
d) is never actually attempted by advertisers 

7) Maslow’s hierarchy of needs does not include: 
a) Safety 
b) Ego needs 
c) Convenience 
d) Physiological 

8) Habitual (routine) and extended problem solving are the anchors on which continuum of consumer behaviour? 
a) Involvement 
b) Effort 
c) Importance 
d) Value 
e) Decision making 


9) When a firm conducts a PESTO (or PEST) analysis is an example of which of the following types of analysis?
a) Environmental Analysis
b) Ethical Analysis
c) Competitor Analysis
d) Industry Analysis

10) All of the following are examples of characteristics that distinguish products from services, EXCEPT:
a) Inseparability
b) Affordability
c) Intangibility
d) Perishability
e) Variability

11)  Which of the following is a product?       
a) A service
b) An idea
c) A place
d) A person
e) All of the above

12) This plan developed by organizations typically covers the next five years: 
a) Marketing plan
b) Economic plan
c) Advertising plan
d) Strategic plan
e) Human Resources plan



13)  Which one of the following is not one of the porter's five forces?
             a) threat of substitutes
             b) potential new entrants
             c) target market
             d) Bargaining power of buyers
             e) All of the above are porter's five forces 

14) Which of the following are examples of consumers’ rights?
             a) the right to be heard
             b) the right to be safe
             c) the right to choose freely
             d) the right to be informed
             e) all of the above 

15) Inelastic demand derived throughout an industry will cause __________.
             a) Significant change due to increase in price change
             b) No change due to a price change
             c) No change due to increase in price change
             d) Significant change due to decrease in price change

16) What is the term for the process of collecting information about the external marketing environment? (p. 72 reference)
a) environmental management
b) marketing research
c) marketing management
d) environmental scanning  

17) Which of the following is NOT included in the four segments of the  
B2B marketplace? (p. 139 reference)
a) the entertainment industry
b) government
c) the commercial market
d) trade industries  
e) institutions    

18) Which of the following is part of the economic environment? (Reference: pg. 76 and 80-82)
a) Competition Act
b) Business Cycle
c) Resource Availability
d) Both a and c
e) Both b and c




19)  The last step in the Consumer Decision Process is: Reference: pg. 109
      a) Search
      b) Postpurchase Evaluation
      c) Purchase Decision
      d) Purchase Act

20) Which of the following factors contributed to the transition from the production era to the sales era?
a) production techniques 
b) increased urbanization 
c) the Great Depression
d) too much demand for products 

21) What BEST explains the emergence of the marketing concept?
a) higher production levels
b) shift from a production to a sales orientation 
c) shift from a seller’s market to a buyer’s market 
d) focus on product quality

22) What is a seller’s market?
a) A market in which there are more buyers for goods 
b) A market in which there are no goods and only services for sale
c) A market in there are more goods than buyers
c) None of the above
e) A & B

23) Which era of the marketing concept took place in and around 1925?
a) Sales era
b) Production era
c) Marketing era
d) All of above
e) Social marketing era 

24) Bribery is part of which of the four ethical issues in marketing?  
a) Product
b) Distribution
c) Promotion
d) Price
e) None of the above

25) What are values, beliefs, and tastes handed down from one generation to the next      called?
a) status
b) social influences
c) opinion leaders
d) culture


26) Nearshoring is: 
a) Relocation of business processes to lower-cost locations
b) Use of outside vendors to product goods/services formerly produced in-house
c) Transferring business processes to location’s close to the business’s home country
d) Relocation of business processes to higher-cost locations

27) Which of the following is not included in the ABCs of marketing ethics?      
a) Applied
b) Above the law
c) Beneficial
d) Contributions
e) Cost

28) What’s the problem with offshoring and outsourcing?    
a) [bookmark: _GoBack]Cost saving are less than expected
b)  Can raise security concerns
c)  Can negatively affect employee morale
d) All of above

