Mktg 551 Test #2 STUDY GUIDE

Use these questions as a reference point for what is an important area to concentrate.

1. With the ______________ approach to the use of cross-functional product development teams, groups in different areas of the company are simultaneously working on the project. 
A. Rugby
B. Iceberg
C. Idea equity
D. Tag team
 
2. In terms of the communication process, the person who wrote the Associated Press article on Roper Industries, a manufacturer of analytical instrumentation that appeared in several regional newspapers was engaged in ___________________. 
A. Encoding publicity
B. Encoding advertising
C. Sending a public relations message
D. Decoding publicity
 
3. Which of the following statements about the marketing strategies used during various stages of the product life cycle is true? 
A. Sales promotions are not used during the maturity stage of the product life cycle
B. Advertising is emphasized during the decline stage of the product life cycle
C. Pricing is always low during the decline stage of the product life cycle
D. A defensive strategy is adopted during the maturity stage of the product life cycle
 
4. Eby-Brown buys consumer food products, tobacco products, and paper products, brings these products to its distribution center in Georgia, and then sells these products to convenience stores all over the southeastern U.S. Eby-Brown is an example of a(n) _____________________. 
A. Agent
B. Broker
C. Distributor
D. Merchant middleman
 
5. An ideal franchise program ______________. 
A. Has no secret patents or concepts
B. Is complicated to attract entrepreneurs
C. Has low gross margins
D. Allows franchisees to add in-store value to the product being sold
 
6. With reference to the kinds of intermediaries, a ______________ is an independent concern that operates as a link between producers and ultimate consumers and organizational buyers. 
A. Competitor
B. Middleman
C. Retailer
D. Wholesaler
 
7. In order to forecast sales for a marketing management text, the bookstore owner analyzed past sales data and the impact of the number of used books in the marketplace. The bookstore owner used __________ for its sales forecasting. 
A. The jury of executive opinion method
B. The sale force composite method
C. The customer expectations method
D. Time-series analyses
 
8. The channel of distribution decision involves numerous interrelated variables that must be integrated into the _____________. 
A. Promotion package
B. Total marketing mix
C. Advertising mix
D. Cultural understanding
 
9. Coca-Cola licenses bottlers (wholesalers) in various markets that buy its syrup concentrate and then carbonate, bottle, and sell Coke products to retailers in their local markets. Coca-Cola participates in a (n) ___________ vertical marketing system. 
A. Retail cooperative
B. Administered
C. Selective
D. Contractual
 
10. The primary reason for new product failure is the inability of the selling company to match its offering to the ___________________. 
A. Needs of the customers
B. Required competition
C. Prevailing price
D. Product development cycle
 
11. Stand-alone fax machines are in the maturity stage of their product life cycle. By 2001, over 80 percent of the industry’s sales were controlled by four companies Brother, Canon, Panasonic, and Sharp. Which of the following statements describes the marketing communications you would expect to find being used to promote stand alone fax machines? 
A. There would be minimal marketing communications to keep product costs low
B. Marketing communications will be designed to educate consumers about products
C. Marketing incentives such as rebates and refunds will be eliminated
D. None of the above statements describes the marketing communications you would expect to find being used to promote stand-alone fax machines
 
12. Rainbow Gardens is a company that wholesales metal-crafted and terra cotta garden planters and figurines. While it might order a trailer truckload of identical terra cotta planters from Mexico, a retailer who only wants to stock a dozen of these planters can do so because Rainbow Gardens performs which of the following marketing functions? 
A. Allocation
B. Sorting
C. Grading
D. Accumulation
 
13. One of the objectives of trade promotions is to _______________. 
A. Stimulate consumers to make repeat purchases
B. Serve as a reward for past sales efforts
C. Reward consumers for brand loyalty
D. Encourage consumers to trade up or purchase larger sizes of a product
 
14. ___________________ have the responsibility of being thoroughly acquainted with the product, its selling features, and points of superiority and possess a sincere belief in the value of the product. 
A. Salespeople
B. Marketers
C. Advertisers
D. Investors
 
15. Avon first marketed its Skin So Soft lotion as a body lotion so it would have a product to compete with other similar body lotions. Today Avon promotes its Skin So Soft lotion as an insect repellant that is good to your skin. In which of the new product categories would Skin So Soft lotion fall? 
A. New-to-the-world product
B. New category entry
C. An addition to product line
D. Repositioning
 
16. For a particular product the customer, product, intermediary, or competitor may greatly influence the ___________. 
A. Raw materials needed
B. Choice of channel
C. Large amount of services
D. Vertical market
 
17. Which of the following is a useful recommendation for developing a successful commercial website? 
A. Make sure all customers start on the home page and proceed in an orderly fashion through the entire site
B. Make it much more difficult for a customer to exit a site than it is to enter a site
C. Make sure the site has contact information that is accurate and complete
D. Do not list the site on any search engines
 
18. Which of the following statements about methods of establishing advertising budgets is true? 
A. The all-you-can-afford budget is the most popular rule-of-thumb method
B. The per-unit expenditure method is most closely related to the competitive parity method
C. The competitive parity approach to budgeting is an offensive strategy
D. The task and research approaches are often used in conjunction with each other
 
19. In a variation of the customer structure, a company may employ ______________, or the use of team selling to focus on major customers to establish long-term relationships. 
A. Major account management
B. Customer support groups
C. Advertising agencies
D. Forecasting sales
 
20. Leaders of successful firms know that it is not enough to develop new products on a __________ basis to remain competitive. 
A. Routine
B. Constant
C. Deliberate
D. Sporadic
 
21. Product development and diversification can be characterized as ___________. 
A. Product mix strategies
B. Mix marketing
C. Corporate marketing
D. Diversification plans
 
22. The standard 12-pack carton of soft drinks cannot fit conveniently on the standard-size refrigerator shelf nor can drinks be efficiently dispensed from the carton. In 2002, Coca-Cola introduced a new package design it calls the refrigerator pack. The refrigerator pack is designed to fit easily on a standard refrigerator shelf and dispense one can at a time. With its new refrigerator pack, Coke is ________________. 
A. Implementing a market development strategy
B. Using packaging as a part of its product differentiation strategy
C. Using a brand extension strategy
D. Employing a consolidation strategy
 
23. An integrated approach to marketing communications _______________. 
A. Focuses on mass marketing and customer acquisition
B. Is most interested in making transactions
C. Strives to create brand messages with strategic consistency
D. Uses a stable of promotional agencies
 
24. Family branding is another name for ______________. 
A. Franchise extension
B. Brand extension
C. Advertising extension
D. Buyer derives
 
25. A key component contributing to the success of many companies product development efforts relates to the emphasis placed on creating_______________ early in the development process 
A. Idea screening
B. Cross functional team
C. Skunkworks and rugby
D. Idea generation
 
26. During the ___________ era of the evolution of personal selling, salespeople engaged in creating new alternatives and matching buyer needs with seller capabilities. 
A. Production
B. Product
C. Marketing
D. Partnering
 
27. An _________ channel is one that delivers the product when and where it is wanted at a minimum total cost. 
A. Effective
B. Intermediary
C. Immediate
D. Efficient
 
28. __________ is the method for establishing an advertising budget most closely related to the percent-of-sales method. 
A. The all-you-can-afford method
B. The per-unit expenditure method
C. The competitive parity method
D. The research approach
 
29. Pritchard’s fine rum is the only rum that is actually distilled in the southeastern part of the United States. It sells for about $30 a bottle and views its main competition as Cruzan and Myers, both made in the Caribbean. Pritchard’s fine rum has a more bourbon-like flavor than other brands of rum, which tend to taste more like cognac. In terms of the classification of consumer goods, the distiller of Pritchards’ fine rum would want its rum to be categorized as a(n) _______________. 
A. Specialty good
B. Operating supply
C. Shopping good
D. Convenience good
 
30. Which of the following products would be classified as an organizational good? 
A. An electric generator purchased by a home owner to use in the event of a power outage
B. A bolt of fabric to be used by the owner of a furniture store to help decorate a store window
C. A pair of ear plugs brought by a man using his chain saw to remove a tree laying across his driveway
D. None of the above are examples of an organizational good
 
31. A sporting goods store that was granted the right to sell Tasco rifle scopes and was the only store that carried Tasco products in a geographical area would be an example of a (n) _____ distributor for Tasco. 
A. Selective
B. Restrictive
C. Exclusive
D. Extensive
 
32. The success of one new product is no guarantee that the way will be paved for additional and successful ___________. 
A. Product development
B. Low-cost brand extensions
C. Advanced in consumer research
D. Global market entry
 
33. In selecting channels of distribution, the seller must make decisions concerning the degree of control desired over the _____________. 
A. Longer-term commitments
B. Marketing of the firms products
C. Cyclical stability of the firm
D. Demographic factors of the market
 
34. Advertising with various levels of ________ is used in the diverse markets, and comparisons are made to evaluate the effects. 
A. Intensity
B. Time
C. Finances
D. None of the above
 
35. Major functions performed in the channels of distribution include middleman, merchant middleman and ___________. 
A. Employee
B. Employer
C. Agent
D. Organization
 
36. Retailers support manufacturers when they advertise brands. Cooperating in these marketing communication efforts can ________________. 
A. Build stronger channel relationships
B. Create a network of retailers and wholesalers
C. Attract a large number of buyers
D. Assist in the expansion process
 
37. ________ is becoming an increasingly important goal of marketing communications because modern technology makes information gathering easier. 
A. Communicating
B. Making a sale
C. Segmenting the market
D. Identifying prospects
 
38. Oakley has a worldwide reputation as the company that revolutionized the sunglasses industry. What would be wrong with a company like Oakley counting on publicity to increase the sale of its recently introduced athletic shoes? 
A. Oakley would have little control over the message
B. The total costs of publicity are high
C. Publicity is seen as delivering a more credible message than advertising
D. Publicity is more persuasive than personal selling
 
39. Translating the product idea or marketing message into an effective ad is termed _____________. 
A. Encoding
B. Decoding
C. Target coding
D. None of the above
 
40. Advertising budgets are based on those of _______________ or other members of the industry. 
A. Colleagues
B. Competitors
C. Benchmark organizations
D. None of the above
 
41. Which of the following statements about the project planning stage of the new product development processes is true? 
A. During project planning, the estimated release date is set
B. Skunkworks is commonly used during project planning
C. During project planning, customers give their approval of the new product idea
D. Plans for the market test are designed during the project planning stage
 
42. Which of the following federal agencies is NOT involved in the control of advertising? 
A. Food and Drug Administration
B. U.S. Department of Justice
C. Postal Service
D. Alcohol and Tobacco Tax Division
 
43. A __________________ structure assigns a salesperson or selling team to serve a single customer or single type of customer. 
A. Geographical
B. Marketing
C. Product
D. Customer structure
 
44. Which of the following statements about branding is true? 
A. No matter how hard advertisers try, brands do not develop personalities
B. Brand image is unaffected by distribution intensity
C. Brand building activities are seldom, if ever, the main focus f product strategy develop
D. The legal name for brand is trademark
 
45. What is another name for dual branding? 
A. Family branding.
B. Brand extension.
C. Joint or cobranding
D. Advertising extension
 
46. One of the main reasons for conducting a product audit is _______________. 
A. To check the accounts
B. To keep a check on the inventory
C. To detect sick products and then bury them
D. To direct the market and product
 
47. _________ relates to the ability of the manufacturer to adapt to changing conditions. 
A. Channel flexibility
B. Mathematical modeling
C. Price fixing
D. Observational research
 
48. What is an alternative to line extension? 
A. Product extension
B. Brand extension
C. Advertising extension
D. Symbol extension
 
49. In the development of new products, marketers have several important decisions to make about ____________________. 
A. Interpersonal skills those are not necessary for the group to operate efficiently.
B. The only skills needed for efficient operation of such teams are technical skills.
C. The characteristics to the product itself
D. More decision making power
 
50. Which of the following statements about organizational products is true? 
A. No middlemen are involved in the typically short channel for operating supplies
B. Price competition is important when selling or buying raw material
C. Brand preference is generally high when purchasing fabricating parts or materials
D. Advance buying contacts are commonly used when purchasing accessory equipment
 
51. What has this chapter attempted to outline? 
A. Positive feedback on salesperson's evaluation
B. Personal selling aspects of the promotion mix
C. Positive feedback on performance evaluations
D. Travel allowances
 
52. The ________ approach involves measuring the relationship between the dependent variable, sales, and one independent variable that can explain increases or decreases in sales volume. 
A. Jury of executive opinion method
B. Sales force composite method
C. Time-series analysis
D. Correlation analysis
 
53. Successful aftermarketing efforts require that many specific activities be undertaken by the ________ . 
A. Managers of the company
B. Company accountants
C. People responsible for making the sale
D. None of the above
 
54. Which of the following shows how a product was improved by modifying a product attribute? 
A. The soda manufacturer reduced its price per six-pack by fifty cents
B. The Grand Casino in Gulfport began advertising on the internet
C. Kraft developed a picnic basket point-of-purchase display for its Miracle Whip spread
D. Louis Kemp Seafood Company added a pamphlet of recipes to each package of its seafood
 
55. The longstanding Sears' motto: “Sears has everything,” exemplifies which type of retail operation? 
A. Superstore
B. Hypermarket
C. Mass merchandiser
D. Department store
 
56. The basic problem with the percentage-of-sales method is that they view advertising as a function of sales, rather than sales as a function of ______________. 
A. Marketing
B. Advertising
C. Finance
D. None of the above
 
57. In which of the following stores would you expect to find a narrow but very deep assortment? 
A. A hypermarket like Carrefour in France
B. A category killer like Office Depot
C. A mass merchandiser like JCPenney
D. A limited-line store like Banana Republic
 
58. Mass merchandisers compete primarily on the basis of ________________. 
A. Where they are located
B. How they are promoted
C. Broad product assortments
D. How much personal selling is done by their retail sales forces
 
59. Several U.S. companies, including, Procter & Gamble, have taken steps to speed up the new process development cycle by giving managers, at the product class and brand family level ____________________. 
A. Interpersonal skills are not necessary for the group to operate efficiently
B. The only skills needed for efficient operation of such teams are technical skills
C. Cross-functional teams need the ability to identify problems and opportunities the entire organization faces and make decisions quickly
D. More decision making power
 
60. Once the seller has decided on the type of channel structure to use and selected the individual members, the entire coalition should operate as ______________. 
A. A total system
B. A strategic plan
C. A marketing concept
D. An exclusive partnership
 
61. Which of the following is the best example of a convenience good? 
A. A pair of Adidas athletic shoes
B. A bottle of champagne for celebrating a recent engagement
C. A piece of Waterford crystal
D. A package of peanut butter cracker
 
62. Trade promotions are those promotions aimed at distributors and retailers of products who make up the _____________________. 
A. Distribution channel
B. Sales taxes
C. Loans
D. None of the above
 
63. A product is the sum of the physical, psychological, and _______ satisfaction the buyer derives from purchase, ownership, and consumption 
A. Physical
B. Sociological
C. Cognitive
D. Personal
 
64. __________ denotes a growth direction through the increase in market share for present product markets. 
A. Market penetration
B. Marketing mix
C. Growth vectors
D. Market development
 
65. How do most sales managers establish sales quotas for specific territories? 
A. By weighing the impact of economic and competitive factors on short-term sales efforts
B. By relating sales to forecasted sales potential
C. By relating sales to the experience level of the salesperson
D. By quantifying each salesperson's ability, knowledge, and experience and assigning each a percentage of the territory based on the results of the quantification
 
66. Public warehouses, trucking companies, credit unions, and railroad companies are all examples of ____________________. 
A. Facilitating agents
B. Merchant middlemen
C. Merchandise jobbers
D. Product distributors
 
67. Arm & Hammer first introduced a line of toothpastes with the Arm & Hammer brand. Its introduction of a mouthwash and a chewing gum also using the Arm & hammer brand name are examples of __________________. 
A. A line extension
B. A product mix addition
C. A brand extension
D. A franchise extension
 
68. The promotion mix concept refers to the combination and types of _____________ and _____________ communication the organization puts forth during a specified period. 
A. Nonpersonal, personal
B. Test marketing, marketing mix
C. Quality research, quantity research
D. None of the above
 
69. ___________ uses direct forms of communication with customers. It can take the form of direct mail, online marketing, catalogs, telemarketing, and direct response advertising. 
A. Channel marketing
B. Direct marketing
C. Media management
D. None of the above
 
70. Which of the following statements about the classes of consumer goods is true? 
A. Packaging is extremely important for specialty goods
B. The channel of distribution is typically very short for convenience goods
C. Brand name is more important than store name for shopping goods
D. Convenience goods have a high stock turnover rate
 
71. Which of the following incentives would be useful for motivating salespeople? 
A. Positive feedback on salesperson's evaluation
B. Travel allowance
C. Positive feedback on performance evaluations
D. All of the above
 
72. In designing new products, markets must consider what criteria potential customers use to determine their ______________. 
A. Perceptions of quality
B. Financial status
C. Business partners
D. Percent of sale
 
73. Salespeople who can adapt their ________ to individual buyer needs and styles have a much stronger overall performance than less flexible counterparts. 
A. Selling style
B. Personal style
C. Leadership style
D. Communication style
 
74. Unilever markets Snuggle fabric softener. It uses the image of a soft bear named Snuggle in television and print ads for the fabric softener. Replicas of the Snuggle bear seen in the commercials were used as a sales promotion as were pictures of the cute bear on t-shirts. The Snuggle bear is also used extensively on the product's Web site. In addition, the Snuggle bear was used as the spokesperson for a children's literacy campaign sponsored by Snuggle fabric softener. Even though the promotion mix for Snuggle fabric softener is a(n) _____ approach, Unilever still uses a(n) _____ approach for its multiple brands. 
A. Traditional communications; integrated communications
B. Department communications; hierarchical communications
C. Mass marketing; segmented marketing
D. Integrated communications; traditional communications
 
75. The importance of the personal selling function depends partially on the nature of ___________. 
A. Advertising
B. Public relations
C. Direct marketing
D. The product
 
76. ______________ refers to developing new products and cultivating new markets. 
A. Market penetration
B. Diversification
C. New marketing strategies
D. Market development
 
77. Creswell Farms produces and sells clover honey. Its owners, Jack Creswell and his wife Bonnie feel that they need to expand the company's product line. As they sat around the kitchen table last night after dinner, they came up with about 40 different products that they felt they could produce and market. These products included a honey-based salad dressing, honey-flavored sandwich spreads, honey-coated peanuts, a fruit dip, a honey-flavored yogurt, and a ham glaze. What stage of the new product development process was the Creswell’s engaged in _____________________. 
A. Project planning
B. Idea screening
C. Idea generation
D. Product development
 
78. Brad Wilson sells a scanner that converts large documents to an electronic format for editing and printers for printing items up to six feet long and four feet wide. He spent this morning showing his product to a marketing manager for a large prosperous department store. The manager is excited about the prospect of being able to get multiple use of a graphic designed sign. When Brad asks the manager if she is willing to buy, she says, “No, all purchases must be made through our purchasing department.” Brad now knows that the manager ________________. 
A. Was completely wasting his time
B. Is a qualified prospect
C. Is a qualified lead
D. Should have been better screened
 
79. Insurance, for example, is a complex and technical product that often needs significant amounts of _______________________. 
A. Advertising
B. Public relations
C. Personal selling
D. The product
 
80. Which of the following is an example of a market penetration strategy? 
A. Jeep introduces a new four-wheel drive vehicle to replace the Jeep Cherokee
B. The manufacturer of Duracell batteries introduces a new and improved line of rechargeable batteries
C. A carpet manufacturer introduces an organic stain remover designed to remove even the worst spills
D. The manufacturer of Nine Lives cat food adds a line of flea collars
 
81. Why are frequency marketing programs technically not considered to be sales promotions? 
A. Because they are nonpersonal
B. Because they are ongoing in nature
C. Because they require a purchase
D. Because they do not have the same objectives
 
82. Products that are purchased by business firms for the purpose of producing other goods or services for running a business are called __________. 
A. Structural influences
B. Organizational goods
C. Lethargic organizations
D. Marketing myopia
 
83. In response to an objection, the salesperson should ___________ the customer. 
A. Not challenge
B. Thank
C. Listen passively to
D. Actively challenge
 
84. The main goal of test marketing is to evaluate and adjust, if necessary, the general marketing strategy to be used with a ___________________. 
A. New technology
B. New product
C. Majority to the product
D. Trade promotion
 
85. In using __________________, a salesperson ties into the company’s direct mail, telemarketing, and trade shows to secure and qualify leads. 
A. Marketing
B. Promotional activities
C. Screening
D. Advertising
 
86. In some industries, customer information serves as a major source for up to ________ percent of new product and process ideas. 
A. 20%
B. 90%
C. 50%
D. 80%
 
87. In a retail ________ organization, a group of independent retailers unite and agree to pool buying and managerial resources to improve competitive position. 
A. Wholesale
B. Comparative
C. Horizontal
D. Cooperative
 
88. A ____________ is the combination of institutions through which a seller markets products to the user. 
A. Retailer
B. Distribution channel
C. Wholesaler
D. Logistics organization
 
89. _____________ has contributed to the increasing use of push marketing strategies by many manufacturers. 
A. Increased product differentiation
B. A static relationship between manufacturers and retailers
C. An increase in brand loyalty
D. Growth of retail package goods business
 
90. By taking a _______ view of customer needs and wants, basic and applied research can lead to ideas that will yield high profits. 
A. Narrow
B. Broad
C. Vertical
D. Horizontal
 
91. Estimates from new product failures range from __________, depending on the industry. 
A. 7% to 12%
B. 5% to 33%
C. 10% to 65%
D. 33% to 90%
 
92. High school juniors who were considering applying to the University of Southern Mississippi were asked to rank five different print ads intended to increase its enrollment. The ads were to be ranked by the students according to believability, interest-level, and attractiveness. The survey the students filled out was an example of a(n) ______________. 
A. Opinion test for evaluating specific ads
B. Recall test to determine ad effectiveness
C. Awareness test for evaluating specific advertising objectives
D. Recognition test for determining the number of people who are aware of an ad campaign
 
93. ________ products are a vital part of a firm’s competitive growth strategy. 
A. New
B. Successful
C. Existing
D. Novel
 
94. For which of the following items would its selling organization most likely use a cross-functional sales team? 
A. A $200,000 printing press for a company that publishes school directories for colleges, universities, and high schools all over the United States
B. The landscaping of an entrance to a subdivision
C. An ad campaign for a local car dealer
D. A gross of replacement computers for a university computer lab
 
95. The tangible product along with the whole cluster of services that accompany it is called __________________. 
A. Extended product
B. Intangible product
C. Generic product
D. Product mix
 
96. Which of the following is an example of a product mix strategy? 
A. Campbell soup's addition of a line of low-fat cream soups
B. Mars selling new Dark Chocolate Snickers at baseball concession stands
C. The introduction of a new line of refillable fire extinguishers by a fire safety equipment manufacturer
D. A health food manufacturer's addition of a line of physical fitness videos
 
97. For certain products there are a limited number of buyers. This is known as a ___________. 
A. Generic product
B. Horizontal market
C. Vertical market
D. Extended Product
 
98. To find potential advertisers for Birder's World magazine Allie Hagher attended the 2002 Birdwatch America trade show in College Park, Georgia. Which of the following methods did Hagher use to find leads? 
A. Centers of influence
B. Canvassing
C. Promotional activities
D. Endless chain
 
99. A firm’s product mix is described by its __________________. 
A. Width and depth
B. Profit
C. Sales and marketing strategies
D. Quality and quantity
 
100. As long as production continues to expand through the development of new and highly technical products, _______________ will continue to be an important part of marketing strategy. 
A. Personal selling
B. Marketing
C. Advertising
D. Sales
