Week 3 work
Textbook Kotler, Phillip & Keller, Kevin (2016). Marketing Management 15th edition. Pearson

Part 1-  150 plus words.
Pricing Strategies
This is going to be a fun but challenging assignment. So start WAY early!! Read Chapter 16. Choose a Chain Restaurant, research or interview the owner/manager regarding their pricing strategies and methods. Report on your findings. Ideally, this will be your current company, but you may need to be resourceful and find a business owner or manager from another company who is willing to visit with you. Your goal is to discover the following:
1. What is the company’s pricing objective? For this question, it would be helpful to show the interviewee a list of the pricing objectives on page 469 with very brief descriptions. (I suggest that you either highlight the first 1-3 sentences under each objective and then show the interviewee the highlighted descriptions in your text OR simply retype them on another sheet of paper for use in the interview).
2. How sensitive are the company’s target customers to changes in price? (I suggest that you give them options on this question such as “highly reactive to price changes,” “moderately sensitive to price changes,” and “low sensitivity to price changes.”)
3. Do they have some target segments that are less price-sensitive than others?
4. How much consideration does the company give to competitors’ prices when setting their own?
5. What method of pricing do they use to arrive at the final price for the customer? For this question, you should be very familiar with the methods found under "Step 5" on pages 475-480 before the interview, but do not ask the interviewee to select from among them. Instead, simply listen to the description of their pricing method(s) and process. Then, after the interview, try to determine which of the textbook’s methods the company uses. You do not need to request or report exact markups or profit margins! You should make this clear when requesting the interview! We are looking for methods of pricing, not exact figures.
Part 2: 75 plus words.
Social Media
It is essential that you understand how companies are using social media to connect with customers and build their brand. This assignment following one company via social media for at least four days. It must be a company that is actively engaged in social media marketing using all of the following four forums: Facebook page, Twitter account, YouTube Channel, AND a company blog. Your assignment is to follow the company's activity in each of these four social media realms for a minimum of 3-4 days and report on your observations 
Part 3- Discussion questions
1. What do firms need to do to exploit the power of social media? Provide your own three examples of how companies are using social media and explain the effectiveness or the lack of effectiveness. 
2. How does a loyal brand community support the positioning and branding of a small business? Provide an example to support your explanation.
3. You are now the marketing manager of a company. You need to create a stakeholder-performance scorecard that tracks the satisfaction of various constituencies who have an interest and impact your company's performance. List three different departments or entities that might be included in this report. Give one example of a firm and industry who may use this tracking and how they could benefit from the scorecard. Show your understanding of the concept in your response.
4. Briefly describe the characteristics of the Millennials and apply this in an example of a business you know. In what ways should the company address this market in order to be more successful?
5. You are the purchasing manager at an office products supply company. Using your own examples, explain the differences between a straight rebuy, a modified rebuy, and a new-task purchase. 
6. Explain the pros and cons of using behavioral targeting for marketing. Give an example of a company using behavioral targeting to show you understand the concept and application.
7. Jewelry retail chain Trainers has noticed an increase in complaints about customer service at its stores and is beginning to lose customers to competitors. The company needs to identify the problems and rectify them. Give two methods Trainers can use to discover the problem. 
8. You are the owner of ABC Electronics company that manufactures and markets cloud based storage solutions. The company's products require high-involvement from the sellers and require salespeople to provide complex and technical information. In your own words, describe the kind of a compensation structure you select for your sales representatives and why you selected these, using the concepts you learned in this course.
9. Marco is working on promoting his company's Snappy brand of electronic razors. Market research suggests that the target audience possesses an intent to use Snappy, but is dithering over actually making the purchase. How can he modify the messaging program to get customers to purchase Snappy razors? Give your own personal example of a similar strategy to show you understand the concept here.
10. Name five main ways in which marketers can find relevant online information on competitors' strengths and weaknesses. Give at least one example for three of these ways, using your own experiences in online information searching.
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Question 1
Which of the following ads depict an informational appeal?
	
	
	Thompson Water Seal can withstand intense rain, snow, and heat.

	
	
	The California Milk Processor Board ran the successful "Got Milk?" ad to boost declining sales.

	
	
	VW advertised to active, youthful people with its famed "Drivers Wanted" campaign.

	
	
	Pringles advertised "Once You Pop, the Fun Don't Stop" for years.

	
	
	KFC has marketed its fast-food products under the slogan, "Finger Lickin' Good."




Question 2 
Tracy works for a cellular phone company that offers trade-in allowances toward the upgrade of new phones, which is an example of ________.
	
	
	a sales promotion

	
	
	interactive marketing

	
	
	word-of-mouth marketing

	
	
	personal selling

	
	
	events and experiences



	Question 3 
Which of the following statements is true of the role of advertising in business markets?
	
	
	Advertising is unsuitable for explaining any new features that a product might have.

	
	
	Sales calls are more economical than reminder advertisements.

	
	
	Sales calls are more effective than advertisements at reminding customers how to use a product and reassure them about their purchase.

	
	
	Sales representatives can use copies of the company's ads to legitimize their company and products.

	
	
	Advertisements are the least preferred tools when intended to generate leads for sales representatives.
Question 4 
By using full-service marketing communications agencies, integrated and more effective marketing communications at a much lower total communications cost can be achieved.
True 
False 



Question 5 
Which of the following is NOT a challenge associated with international marketing?
	
	
	Managers need to learn new languages and laws.

	
	
	Managers need to deal with volatile currencies.

	
	
	Managers face political and legal uncertainties.

	
	
	International markets are less safe.

	
	
	All of the above are challenges.



Question 6 
Services account for nearly 40 percent of global trade.
True 
False 
Question 7 
Once a company decides to target a particular country, it must determine the best mode of entry. Its broad choices are indirect exporting, direct exporting, licensing, joint ventures, and direct investment.
True 
False 

Question 8 
The main risk in a ________ approach is the substantial resources needed and the difficulty of planning entry strategies for many diverse markets.
	
	
	shotgun

	
	
	continuous

	
	
	born global

	
	
	sprinkler

	
	
	waterfall



Question 9 
Which of the following causes a difference between marketing in developed countries and marketing in developing countries?
	
	
	The cost of production varies substantially between the developed and the developing world.

	
	
	The disparity between the rich and the poor in the developing world is reducing.

	
	
	There are substantial cultural differences between the developed and the developing world.

	
	
	Marketing in developing countries is far more expensive than in the developed world.

	
	
	The developing countries have more trade barriers in place than the developed countries.


Question 10 
________ is finding the most cost-effective media to deliver the desired number and type of exposures to the target audience.
	
	
	Media scheduling

	
	
	Content analysis

	
	
	Media selection

	
	
	Communication design

	
	
	Copy testing


Question 11 
Becoming part of a personally relevant moment in consumers' lives through ________ can broaden and deepen a company or brand's relationship with the target market.
	
	
	advertisements

	
	
	events and experiences

	
	
	sales promotions

	
	
	public relations

	
	
	direct marketing efforts


Question 12 
The "Got Milk" campaign was intended to boost sagging milk consumption among Californians in the 1990s. The campaign ads highlighted the inconvenience of running out of milk when intended to be used with certain foods, such as cookies or muffins, advising consumers to stock up on milk to avoid such inconveniences. The "Got Milk?" campaign is an example of ________ advertising.
	
	
	informational

	
	
	reminder

	
	
	institutional

	
	
	comparative

	
	
	reinforcement


Question 13 
________ sales force consists of manufacturers' reps, sales agents, and brokers who earn a commission based on sales.
	
	
	Virtual

	
	
	Domestic

	
	
	Contingent

	
	
	Contractual

	
	
	Decentralized


Question 14 
Broomer threatens to withdraw all its other products from the retailers' stores if they are unwilling to push products from the "Inducer" line. This is an example of ________ power.
	
	
	reward

	
	
	coercive

	
	
	legitimate

	
	
	expert

	
	
	referent


Question 15 
A franchise organization is an example of a(n) ________ vertical marketing system.
	
	
	corporate

	
	
	administered

	
	
	contractual

	
	
	regulatory

	
	
	controlled


Question 16 
Which of the following activities is a reverse-flow channel of marketing?
	
	
	raw materials movement

	
	
	product recycling

	
	
	materials ordering

	
	
	finished goods storage

	
	
	customer order placement


Question 17 
Which of the following is an example of a zero-level channel?
	
	
	A company takes online orders from customers and ships the products to them.

	
	
	An organization uses a combination of direct salespeople and sales agencies to increase sales.

	
	
	A company sells its products through wholesalers and retailers.

	
	
	A company sells its products through chains of supermarkets and other large sellers.

	
	
	A large company forms alliances with smaller companies to increase sales coverage.


Question 18 
Tums claims to have the most acid-reducing components of any antacid. In what way is the brand's category membership being conveyed?
	
	
	comparing to exemplars

	
	
	relying on the product descriptor

	
	
	announcing category benefits

	
	
	focusing on reliability

	
	
	persuasion based on believability


Question 19 
Narrative branding is based on deep metaphors that connect to people's memories, associations, and stories.
True 
False 
Question 20 
Which of the following terms is most closely associated with the statement: "attributes or benefits consumers strongly associate with a brand, positively evaluate, and believe that they could not find to the same extent with a competitive brand"?
	
	
	points-of-inflection

	
	
	points-of-difference

	
	
	points-of-parity

	
	
	points-of-value

	
	
	points-of-presence


Question 21 
BMW's "The ultimate driving machine," American Express' "Don't leave home without it," New York Times' "All the news that's fit to print," and AT&T's "Reach out and touch someone" are all examples of brand ________.
	
	
	slogan

	
	
	personality

	
	
	mission

	
	
	architecture

	
	
	vision


Question 22 
A firm that is plagued with overcapacity, intense competition, or changing consumer desires would do better if it pursues ________ as its major objective.
	
	
	market skimming

	
	
	product-quality leadership

	
	
	survival

	
	
	profit maximization

	
	
	market penetration


Question 23 
When a company requires customers to pay today's price and all or part of any inflation increase that takes place before delivery, it is known as ________.
	
	
	special-customer pricing

	
	
	an escalator clause

	
	
	delayed quotation pricing

	
	
	unbundling

	
	
	time pricing


Question 24 
When museums charge a lower admission fee to students and senior citizens, this form of price discrimination is known as ________ pricing.
	
	
	location

	
	
	channel

	
	
	customer-segment

	
	
	special-customer

	
	
	loss-leader



Question 25 
Which of the following is NOT one of the possible consumer reference prices?
	
	
	typical price

	
	
	actual future price

	
	
	last price paid

	
	
	expected future price

	
	
	upper-bound price



Question 26 
The management of Raleigh Bicycles observes that the company's selling costs are affected by the increased number of visits that salespeople make to meet dealers. The company decides to reduce its personal selling costs by making sales calls to dealers via telephone. This marketing strategy used by Raleigh is an example of ________.
	
	
	inbound telemarketing

	
	
	search marketing

	
	
	internal marketing

	
	
	outbound telemarketing

	
	
	paid-search marketing


Question 27 
________ sales force consists of manufacturers' reps, sales agents, and brokers who earn a commission based on sales.
	
	
	Virtual

	
	
	Domestic

	
	
	Contingent

	
	
	Contractual

	
	
	Decentralized


Question 28 
Alduro Chemicals, a manufacturer of detergents, delivers chemicals used for commercial washing to various hoteliers in the United States. Most of the company's revenue comes from routine orders from its existing customers. The company uses unskilled salespeople to collect requirements from its customers. These unskilled customers are known as ________.
	
	
	demand creators

	
	
	deliverers

	
	
	missionaries

	
	
	order takers

	
	
	solution vendors


· 
Question 29 
Which of the following is an example of a company that serves a niche market?
	
	
	a large apparel manufacturing company that produces a wide range of products for different segments

	
	
	a software company that creates standardized supply chain applications for manufacturers

	
	
	a manufacturer who creates tools such as bolts, latches, door handles etc. for left-handed individuals

	
	
	a large multinational manufacturer of consumer products, FMCG products, and consumer electronics

	
	
	a company that manufactures denim pants for men and women of all ages


Question 30 
Which of the following is most likely to use database marketing?
	
	
	an airline

	
	
	a candy bar manufacturer

	
	
	a fast-food chain

	
	
	a toothpaste manufacturer

	
	
	a hairstylist
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