CHAPTER SIX: KEY CONCEPTS


MARKETING CUSTOMERS & information
Three Kinds of Buying Processes: P144
New Task Buying:  When an organization has a new need and this “customer” wants a great deal of information. New Products, Production
Straight Rebuy: A routine repurchase that may have been made many times before.  Product Manufacture Processes, Supplies & Equipment 

Modified Rebuy: Some review may occur, not necessarily based upon any change in product or manufacture.  Update Purchasing
BUYER-SELLER RELATIONSHIPS IN MARKETING
JUST IN TIME DELIVERY: Reliably getting products there just before the customer needs them. (Dell Example) P147

Negotiated Contract Buying:  Contracts that allow for changes in the purchase arrangements (When not all manufacture needs are known or may change). P148

RECIPROCITY: Trading sales for sales, more common in markets outside the US, such as Japan.  “If you buy from me, I will buy from you…” P149

INTERNET E-COMMERCE

Business to business: The internet is making it possible for all types of information to flow between buyers and sellers much more quickly and efficiently P149

Competitive Bids:  Terms of sale offered by different suppliers in response to the buyer’s purchase specifications. (Given all spec needs equal, price determines). P150
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