Marketing Quiz Ch. 13—Group 2
1. Which of the steps to developing effective marketing communication includes: print, broadcast, display, and online media.

A. identifying the target audience

B. designing the message

C. selecting the message source

D. choosing the major media

2. Sales Promotion is:
A. A newsletter created for a company to gain a better image

B. The short-term incentives to encourage the purchase or sale of a product or service

C. The long-term incentives to encourage the purchase or sale of a product or service

D. The feedback a company gains from the PR they have conducted

 

3. Which is the most effective method of selling, particularly in building buyers' preferences, convictions, actions, and developing customer relationships? 
A. personal selling

B. sales promotion

C. advertising 

D. public relations

 

4. Which of these are not in the promotion mix?
 A. Sales promotion
 B. Public relations
 C. Integrated marketing
 D. Direct marketing

5. Advertising is:

A. Any paid form of non-personal presentation and promotion of ideas, goods, or services by an identified sponsor.

B. Any free form of non-personal presentation and promotion of ideas, goods, or services by an identified sponsor.

C. Free publicity from a PR point of view that allows the company to improve their image and maintain status.

D. None of the above
6. Message Content is an appeal or theme that will produce the desired response. Which of these is NOT an appeal of message content?
A. Emotional
B. Physical
C. Rational
D. Moral
7. Which are the 4 main types of advertising?

A. Broadcast, Print, Outdoor, Indoor
B. Print, Product, Mail, Phone
C. Face to Face, Mail, Phone, Internet
D. Broadcast, Print, Internet, Outdoor
8. What is any paid form of nonpersonal presentation and promotion of ideas, goods or services by an identified sponsor?
A. Public Relations
B. Personal Selling
C. Advertising 
D. Direct Marketing
9. What is the personal communication about a product between target buyers and neighbors, friends, family members, and associates?
A. Word-of-mouth Advertising 
B. Buzz Marketing
C. affordable method
D. public relations
10. Moral appeal is directed at the audience's:
A. sense of right and proper
B. self-interest
C. positive or negative emotions
D. none of the above
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1. Any paid form of nonpersonal presentation and promotion of ideas, goods, or services by an identified sponsor is______.

a. Objective marketing

b. Advertising*

c. Maximum Promotion

d. Sales Factoring Promotion

2. Short term incentives to encourage the purchase or sale of a product or a service is _____


a. Sales Promotion*

b. Sales Mix

c. Sales Power

d. Selling Market

3. Direct connections with carefully targeted individual consumers to both obtain an immediate response and cultivate lasting customer relationships is ______?

a. Indirect Marketing

b. Direct Marketing*

c. Incentive Marketing

d. Simple Marketing

4. Personal presentation by the firm’s sales force for the purpose of making sales and building customer relationsips is……

a. customer promotion

b. Personal promotion

c. Personal production

d. Personal Selling*

5. Channels through which two or more people communicate directly with each other, including face to face, on the phone, through mail or e-mail, or even through an internet “chat is known as 

a. Corporate Communication Channels

b. Direct Communication Channels 

c. Personal Communication channels*

d. Indirect Communication Channels 

6. Personal communication about a product between target buyers and neighbors, friends, family members, and associates is _______. 

a. Word of mouth influence*

b. indirect communication channel

c. broadcast influence

d. none of the above. 

7. Setting the promotion budget at the level management thinks the company can afford is ______.

a. Affordable Method*

b. Purchasing Method 

c. Indirect method

d. All of the Above

8. Setting the promotion budget at a certain percentage of current or firecasted sales or as a percentage of the unit sales price is_____.

a. Percentage of sales method*

b. Percentage of records method

c. Percentage of purchases method

d. Both B and C
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