Chapter 4 Quiz

 

1.       Developing advertising campaigns to win with first-time users is an example of:

a.       Positioning

b.      Demographic segmentation

c.       Point-of-entry marketing
d.      User positioning
2.       Which of the following is NOT one of the steps involved in STP Marketing:

a.       Segmenting

b.      Consulting
c.       Targeting

d.      Positioning
3.       Which group accounts for the majority of a product’s sales?

a.       Nonusers

b.      Switchers

c.       Emergent consumers

d.      Heavy users

4.       Which of the following provides insights into consumers’ motivations and emphasizes the understanding of consumer’s activities, interests, and opinions?

a.       Geodemographic segmentation

b.      Market niche

c.       Psychographics
d.      Value Proposition
5.       Which is NOT a benefit delivered by a brand’s value proposition?

a.       Social benefit
b.      Functional benefit

c.       Emotional benefit

d.      Self-expressive benefit
6.       Which describes a small group of consumers who have a unique set of needs, are typically willing to pay a premium price to the firm that specializes in meeting those needs, and help reduce the threat of competitors developing imitative products?

a.       Market niche
b.      Business markets

c.       Emergent consumers

d.      Household consumers
7.       Which is frequently used as the starting point in market segmentation?

a.       Psychographics

b.      Demographic segmentation
c.       Lifestyle segmentation

d.      Benefit segmentation
8.       Which concept is not included in Thorson and Moore’s Strategic Planning Triangle?

a.       Identify and profile target segment(s)

b.      Consolidate brand’s value proposition

c.       Select persuasion tools

d.      Stimulate competition for better products

9.       Which is an example of a market segment made up of consumers who often buy whatis on sale or choose brands that offer price incentives?

a.       Variety seekers
b.      Brand-loyal users

c.       Emergent consumers

d.      Nonusers
10.   What is the first step in STP Marketing?

a.       Developing ad campaigns to win with first-time users

b.      Identifying the competitive field

c.       Breaking down large markets into submarkets
d.      Sending mixed signals about what a brand stands for

 

 

 

 

Answers:

1.       C

2.       B

3.       D

4.       C

5.       A

6.       A

7.       B

8.       D

9.       A

10.     C

