Marketing Management
Final Exam

Open Book Exam

Dear students, 
Greetings, 

Please answer the following Five questions, carefully read them and make your answers clear to the point, giving examples are very much appreciated. Bare in mind that open book exam does not mean rewriting what is in the book or copy and paste.
Recommended exam answer structure: 

- Introducon: Reword the queson that is being asked to contextualise it. 
- Denions 
- Draw the illustraons and reference core models 
- Explanaon of the topic 
- Examples of the topic and/or key point 
- Advantages and disadvantages (pros/cons/issues/implicaons of a parcular theory or 
topic)

- Discuss the theory against other perspecves/theory
- Conclusion (Do not provide a summary, add something new, what does it mean for 
praconers/strategic markeng planning/superior *rm performance. 

- Remember to support work with references and examples throughout.
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N.B: This exam includes 7 questions; all questions are COMPULSARY
The following SIX questions are short essays questions, requiring response of approximately 450 words for each. question
First Question

Please Discuss, the marketer’s argument for why an organization should embrace the marketing concept. Describe the marketing concept and discuss that this concept is the most important principle in doing business of our time. Give examples in your answer.  
Second Question

(a) Markets can be segmented at different levels. Briefly describe each and explain the benefits associated with segmenting the market at each of the four levels.

(b) XYZ is an e-commerce miracle: Its sweatshirts, t-shirts, and polo shirts, almost entirely sourced and produced in New York and sold only via the web, are comfortable, flattering, durable, and popular with a fanatical fan base. CEO John Smith says its business has tripled each year since its launch in 2015. The company’s products routinely sell out and can be back-ordered for weeks. And Slate spoke for many fans when it called American Hulk’s primary product "the greatest hoodie ever made.

1- " Identify two market segments you think XYZ should target with their hoodie product; for each segment, describe their profile using market segmentation variables. (2 marks)

2-  Write a positioning statement for American Giant that is targeted to one of the segments you just identified. (1 mark) 

3- Other than competition, what factors might cause American Giant to reposition its product? (2 marks)

Third Question
The decline stage of the product life cycle (PLC) has its own special challenges for marketers.
(a) Briefly define the five strategies that a marketer can use for rejuvenating a declining product. What determines which strategy should be implemented? Please give examples.
(b) The product life cycle (PLC) is useful in developing marketing strategies of products. Explain how marketers of an electronic product can apply the PLC model in developing marketing strategy.
Fourth Question

Boston consulting group matrix is important for marketing managers to control the company’s portfolio. Please discuss and explain how you could do that while showing the BCG relationship with the PLC.please give examples.
Fifth Question
What are the aims and tools of promotion, and explain why promotion is important for companies? Please explain with definition the promotional tools and briefly describe what are the elements that determine choosing what tools will be used to promote a product or a service.
Sixth Question

Which of the following statements about marginal analysis is incorrect?

a. As long as revenue received from an additional unit exceeds the marginal cost associated with that unit, the firm will wish to expand production.

b. Marginal cost, after an initial decline, will tend to rise due to inefficiencies in production and marketing associated with increased production

c. The message of marginal analysis is to operate up to the quantity and price level where marginal revenue equals marginal cost

d. Marginal analysis calls for identifying the level of output at which total revenue and total cost are equal and beyond which profit occurs.

Seventh Question
Choose the most appropriate answer for each of the following 25 question
1. Marketing is best defined as_______
(1) Matching a product with its market.
(2) Promoting and selling prod​ucts.
(3) Facilitating satisfying exchange relationships.
(4) Distributing products at the right price to stores
(5) None of these

2. John goes to a vending machine, deposits $2, and receives a Pepsi. Which one of the following aspects of the definition of mar​keting is focused on here?
(1) Production concept.
(2) Satisfaction of organizational goals.
(3) Product pricing and distribu​tion.
(4) Exchange
(5) None of these

3. The marketing environment is best described as being______
(1) Composed of controllable vari​ables.
(2) Composed of variables inde​pendent of one another.
(3) An indirect influence on mar​keting activity.
(4) Dynamic and changing.
(5) None of these

4. The marketing concept is a way of thinking or a management phi​losophy that affects:
(1) Only marketing activities
(2) Most efforts of the organization
(3) Mainly the efforts of sales per​sonnel
(4) Mainly customer relations
(5) None of these

5. Which of the following is an ex​ample of a problem that may arise in the implementation of the mar​keting concept?
(1) By satisfying one segment in society, a firm contributes to the dissatisfaction of other segments.
(2) Consumers do not under​stand what the marketing con​cept is.
(3) Dealers do not support the marketing concept.
(4) A product may fit the needs of too many segments.
(5) None of these
6. All of the following are marketing management tasks except___________
(1) Marketing planning.
(2) Organizing marketing activities.
(3) Coordinating marketing activ​ities.
(4) Project development and anal​ysis.
(5) None of these

7. Shola is a brand of cigarette that contains low tar and slim in de​sign to appeal to women. In this instance, women comprise Shola ______
(1) Marketing mix
(2) Target market
(3) Target audience
(4) Marketing strategy
(5) None of these

8. When Crista Company develops new car​pets that are highly stain resis​tant and durable, it must educate consumers about the product’s benefits. This calls for activity in which of the following marketing mix variables?
(1) Price
(2) Promotion
(3) Distribution
(4) Product
(5) None of these
9. Why are marketers interested in the level of disposable income?
(1) It accurately represents future buying power
(2) It increases current buying power
(3) It is what is left after taxes to buy luxuries with
(4) It is a ready source of buying power
(5) None of these

10. XYZ is a hardware store whose only competitor is a huge discount store would be least likely to use which competitive tool?
(1) Services
(2) Price
(3) Product offering
(4) Distribution
(5) None of these

11. The strategy used during matu​rity to attempt to increase the consumption of the current prod​uct is called ____________
(1) Customer modification
(2) Market modification
(3) Product modification
(4) Marketing mix modification
(5) None of these
12. Before setting his prices, Zach con​ducted a market research study to learn what consumers would pay. Zach appears to be using which type of pricing method?
(1) Cost-plus
(2) Target profit
(3) Value-based
(4) Going-rate
(5) None of these

13. A brand name is one of the ele​ments of the __________
(1) Core product
(2) Actual product
(3) Augmented product
(4) All of the above
(5) None of these
14. Acosta Company markets such diverse products as Tacna Mexican foods and Samsonite lug​gage. These various offerings ex​hibit Acosta’s product mix _________
(1) Width
(2) Depth
(3) Length
(4) Volume
(5) None of these
15. Aggressive pricing is typical dur​ing the stage of the product life cycle.
(1) Decline
(2) Growth
(3) Introduction
(4) Plateau
(5) None of these
16. Sales usually start to decline __ of the product life cycle.
(1) At the beginning of the termi​nation stage
(2) At the end of the growth stage
(3) At the beginning of the decline stage
(4) During the maturity stage
(5) None of these
17. Andrex toilet tissue is a____ for Kimberly-Scott Corporation.
(1) Trade name
(2) Trade mark
(3) Brand name
(4) Brand mark
(5) None of these
18. What is a product?
(1) Goods which are produced for the sale purpose of con​sumption
(2) Anything that satisfies con​sumers wants or needs and involves transfer of title
(3) Anything that satisfies a need or want and can be offered on the market for attention, acquisition, use or consump​tion, including physical ob​jects, services, persons, places, organizations ideas and mixes of the above
(4) Any physical goods
(5) Goods that satisfy a want or need and those consumers can actually see or touch
19. The three levels of product are—
(1) Raw, semi-finished & fin​ished
(2) Core product, actual product and augmented product
(3) Price, place, promotion
(4) Design, brand name and packaging
(5) Tangible product, services ideas
20. A brand serves to identify the maker or seller of a product and may consist of –
(1) A name, term, sign, symbol, design
(2) A Board
(3) A catchy slogan
(4) A powerful name
(5) A high price tag
21. The target group for agricultural loan is________
(1) Any farmer
(2) Farm laborers
(3) Any individual dealing in agricultural or related activity
(4) Farmers’ societies
(5) All of these
22. The target group for credit cards is________
(1) Existing cardholders
(2) All graduates
(3) All minors
(4) Individuals with taxable income
(5) All of these
23. Market segmentation means________
(1) Segmenting the salesmen
(2) Segmenting the employees
(3) Segmenting the customers as per their needs
(4) Segmenting the products
(5) All of these
24. A ‘Target Group’ means________
(1) A group of sellers
(2) A group of buyers
(3) A group of products
(4) A group of persons to whom sales should be focused
(5) All of these
25. Direct marketing means
(1) Advertisements
(2) Banners
(3) Face-to-face selling
(4) Selling by all staff
(5) Achieving targets
Good Luck & Best wishes

