ELEMENTS OF MARKETING – FINAL EXAM STUDY GUIDE


1.
Describe a “Channel of Distribution” (CH 10, P 246) 
2.
Describe what is meant by a “Chain of Supply” (CH 11, P 274)
3.
Select the most efficient Transportation Alternative for three products, STEEL (Mill to Auto Production Facility), ORANGES (Florida to Ohio), FURNITURE (Italy to US), NATURAL GAS (Canada to US), COMPUTER CHIPS (Taiwan to Germany) (write product name next to most appropriate answer): a. Rail (Train), b. Water (Ship), c. (Road) Truck, d. Air (Plane), e. Pipeline. (CH 11, P 277)












4.
Explain the meaning of each of the four (4) following needs that impact Buying Behavior and give one (1) example of each: a. Physiological, b. Safety, c. Social, d. Personal. (CH 5, P 112)
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5.
For each of the following three (3) products, SOFT GOODS & STAPLES (such as; house wares, clothing, health & beauty aids), SHOES (ONLY), EXCLUSIVE DESIGNER CLOTHING, name the most efficient Retail Outlet (match each with one of the following): a. Department Store, b. Limited Line Store, c. Supermarket, d. Mass-Merchandiser, e. Hypermarket, f. Specialty Shop, g. Single Line Mass Merchandiser. (CH 11, P 277 - 280)

6.
Name and describe in one sentence each, the four (4) P’s of Marketing, this is also known as the marketing mix. (CH 2, P 37)
7.
Describe what a target market is (1 sentence) (CH 2, P 34)

8.
Explain the concept of Customer Value & Name three (3) ways to increase a customer’s perceived “Value” of a product.  (CH 2, P 19)

9.
Describe what is meant by market segmentation (CH 3, P 61)

10.
Describe the advertising methods by which a marketer can impact a target market’s product adoption process in each of the following stages: a. Awareness, b. Interest, c. Evaluation, d. Trial, e. Decision, f. Confirmation. (CH 15, P 373, Exhibit 15-3)









11.
Briefly describe the 5 steps of the marketing research process and explain how it helps a marketing manager make decisions: (CH 7, P 171-186)
12.
Describe three (3) of the following Types of Wholesalers: a. Merchant, b. General Merchandise, c. Single Line, d. Specialty, e. Limited Function.  (CH 12, P 309 - 310)

13.
For each of the following Selling Technique examples, name the type of Selling Technique that is being used: (CH 13, P 319 - 320)

A Company provides a volume discount on price for order of a select product or service:  
A medical supply company has a sales person who calls on doctors and hospital administrators to sell a product or line:

A marketing director selects television as a medium for advertising their company’s new product:

14.
Name and describe the five (5) different segments of customers in the product Adoption Process: (CH 13, P 333 - 334)

15.
Define each of the following four (4) types of Advertising: a. Pioneering, b. Competitive, c. Comparative, d. Reminder. (CH 15, P 374 -375)

16.
Define each of the following three (3) types of Pricing Policies: a. Skimming Price Policy, b. Penetration Pricing Policy, c. Introductory Price Dealing. (CH 16, P 407 - 408)


SECTION TWO SHORT ESSAY

1.
Define and give an example of Cooperative Advertising: (CH 15, P 376)

2.
Select and briefly describe four (4) of the following Discount Policies: a. Quantity Discounts, b. Cumulative Quantity Discounts, c. Non-cumulative Discounts, d. Seasonal Discounts, e. Cash Discounts, f. Trade Discounts, g. Sale Price, h. Everyday Low Pricing. (CH 16, P 411 - 412)

3.
Define in one sentence and give one (1) successful corporate product or service example of the following: a. Market Penetration, b. Market Development, c. Product Development, d. Diversification. (CH 2, P 48 - 49)

4.
Name and describe the four (4) stages of the product life cycle: (CH 9, P 219)
5.
Describe what is meant by “Pulling” in Promotional Strategies and give an example: (CH 13, P 331) 
6.
Prepare a Mini Marketing Plan for XYZ Product, I am looking for your knowledge of how to organize a Marketing Plan here, the necessary sections and description of what is included in each one, not an actual marketing plan. (Ch 18, Marketing Plan Overview Handout)




