[bookmark: _GoBack]Lesson 1 The Marketing Concept and its Applications: 
1. Fundamentally, marketing is about: 
a. Exchanges 
2. An underlying assumption of sales orientation is that: 
a. Customers who have been pushed into the decision to buy a product will like it and if they don’t their dissatisfaction will be temporary. 
3. As a marketer, it is important to understand the needs of consumers because: 
a. That way you can work towards satisfying their needs and you can decide if a market is worth pursuing
4. What are the 4 “Ps” of marketing 
a. Product, price, place, and promotion 
5. What is the most thoroughly analyzed aspect of marketing practices?
a. The competition
6. The focus of production orientation is: 
a. Production and distribution efficiencies 
7. Practitioners of marketing orientation believe that success starts with: 
a. Determining the needs and wants of the target market 
8. The underlying idea of societal marketing is that: 
a. Satisfying customers should be done in ways that maintain or improve the well-being of both customers and society 
b. What’s good for corporations and individuals can also be good for society 
c. Win-lose situations should be replaced with win-win situations
9. According to marketing orientation, success is: 
a. Producing what customers want, need and desire 
10. The type of competitive environment that you will most likely be operating in as an employee, entrepreneur, professional or artist is: 
a. Monopolistic competition  
Lesson 2: Situation Analysis and Self – Assessment 
1. Marketing planning involves: 
a. Analysis, planning, implementation, evaluation, and control  
2. Which of the following is NOT a pitfall of analysis?
a. Stakeholder buy-in
3. Which of the following is NOT included in a situation analysis?
a. Product Strategy 
4. Which of the following would NOT be considered an external influence when conducting a situation analysis? 
a. Company structure 
5. SWOT is an acronym for: 
a. Strengths, weaknesses, opportunities, and threats
6. The number of opportunities open to individuals and organizations: 
a. Is infinite 
7. The fundamental reason for conducting a situation analysis is to: 
a. Acquire a “big picture” understanding of the marketing environment that you will be competing in
8. The three most prominent demographic trends today are: 
a. The aging of the population, increasing multi-culturalism, and decreasing household size and changing family formation. 
9. The fundamental reason why you need to analyze the competitive environment is that: 
a. If you are going to outperform your competitors, you need to know what they are good at as well as how they can be topped. 
10. The goal of competitive or market intelligence is to: 
a. Predict, anticipate, or improve reaction times to changes in the market
Lesson 3: Setting Personal Marketing Goals 
1. Marketing objectives act as: 
a. Short-term destinations along the path to longer-term organizational or personal goals 
2. According to Maslow, the need for status is a: 
a. Self-esteem need
3. Values provide individuals with: 
a. Guidance in terms of what is considered appropriate behaviours and what is not in a given culture 
4. The ABC principle states that goals should be: 
a. Actionable, bounded, and compelling 
5. Which of the following is NOT a characteristic of attainable goals? 
a. Open-ended 
6. Which of the following would NOT be a marketing objective for an entrepreneur? 
a. Promotion to a more senior position within an organization 
7. Which of the following would NOT be a marketing objective for a job-seeker? 
a. Market Share
8. Values and goals: 
a. Provide a sense of direction in your life  
9. Which of the following is NOT a motivational pull? 
a. Values 
10. Motivated individuals tend to be: 
a. Committed, disciplined and not afraid to take initiative. 

Lesson 4 Creating My Marketing Strategy 

1. Of the following elements, which is NOT included in a marketing strategy? 
a. SWOT analysis 
2. Market segmentation is: 
a. The process of dividing a market into distinct groups or segments which share certain characteristics. 
3. Objectives are: 
a. Specific, measurable, and time based 
4. Which of the following statement is/are true about strategy?
a. When in doubt, just check whatever you want to do against strategy
b. Strategy gives you a framework for thinking
5. Concentrated marketing is also known as: 
a. Nice Marketing 
6. Melanie will be targeting her personal training service to businessmen and women working or living within three miles of the downtown core of the city in which she lives. She has defined her target market in terms of: 
a. Geo-demographic
7. A sound, well thought-out marketing strategy: 
a. Can help you react swiftly to adversity and move in a direction that’s right for you
8. Decisions about which market to enter and how to use the marketing mix in each chosen market is known as: 
a. Targeting
9. The Marketing team at BMW is deciding on the best way to position their new model. They can position by: 
a. Competitor 
b. Subjective experience 
c. Price 
d. Attributes 
10. After selecting market segments, the typical next step in a marketing plan is to: 
a. Identify a position that you can own
Lesson 5: Personal Product Strategy I
1. In realizing that empty seats on a flight represent lost opportunities to exchange a product for money, the marketing team at Air Atlantic should be addressing which service characteristic? 
a. Perishability  
2. Of the following, which benefit from the use of marketing concepts?
a. Ideas
b. Services
c. Places
d. Intangibles 
3. According to Philip Kotler, a product is defined as anything that can be offered to a market for: 
a. Attention, use or consumption that may satisfy a need or want
4. The core product is: 
a. The basic benefit or key feature of a product 
5. All Products: 
a. Should satisfy a customer need
6. The following are products: 
a. A recording artist 
b. A political party 
c. A professional athlete 
d. An online dating service 
7. In the delivery of services: 
a. Production and consumption are inseparable 
8. Two weeks after being involved in a car accident, Paolo is sued by the other party in the collision. He realizes he needs a lawyer and starts looking for one in the Yellow Pages. In this example, what type of product is the lawyer. 
a. Unsought 
9. Marketing mixes for speciality products typically include: 
a. An emphasis on personal selling and advertising  
10. A brand’s equity rests primarily with: 
a. The sum of associations and mental images that customers have about it
Lesson 6: Personal Product Strategy II 
1. The primary feature or attribute that defines you as a product is: 
a. Your education 
b. Your experience 
c. Your unique set of attributes including your skills and personality 
d. Your attitude 
2. Studies have shown that potential employers frequently make up their mind about hiring interviewees within less than 5 seconds after having met them. 
3. Your product strategy needs to be: 
a. Revised systematically and periodically 
4. If you enrolled in a thirteen-week course to improve your knowledge of the Spanish Language, this would be an example of what type of product improvement? 
a. Continuous
5. Fostering brand loyalty is important because: 
a. The cost of getting new customers is a multiple of the cost of keeping your current customers
6. Which of the following is NOT a way of building brand loyalty? 
a. Have the lowest prices on the market 
7. Which of the following is NOT a characteristic of loyal customers? 
a. They are sensitive to small changes in the price of your product
8. According to a KPMG Consulting Group study, what percent of large Canadian companies have an established policy on ethics? 
a. 80%
9. According to that same study, of those companies, what percent had consulted their employees in establishing their ethics policies? 
a. 42%
10. The three “Vs” that people use to evaluate each other are: 
a. Visual appearance, verbal and voice 
Lesson 7: Personal Price and Place Strategies
1. AI’s company wants to launch a new software suite that will result in big savings for any fitness club that purchases it. Since there are no direct competitors and he believes that there are potential customers willing to pay a premium price for the product in order to be among the first to use it, the best pricing strategy would be: 
a. Price skimming 
2. The first step in formulating your pricing strategy as a prospective employee is to: 
a. Establishing your worth to employers by determining the salary range for positions that you are interested in. 
3. Research suggests that up to 30% of the meaning transmitted between two people in face-to-face communication is through non-verbal channels. 
4. Which of the following is NOT a characteristic of people who enjoy working on a commission only basis? 
a. They don’t like working long hours 
5. Once you have agreed to the terms of employment with a prospective employer, the next step should be: 
a. Get the offer in writing  
6. Which of the following is NOT a function of marketing channels? 
a. They make product improvements 
7. Anna designs and makes high end gold jewelry for women in very limited quantities. The most appropriate distribution strategy for her would be: 
a. Selective 
b. Exclusive
8. Johann is a criminal defense lawyer and practices flexible pricing. As a result: 
a. His clients pay different fees for the same services
9. Lara has decided that for her catering business, her pricing strategy will be based on volume objectives. Her goals are most likely: 
a. Increased unit sales and market share 
10. The type of risk that employers face when hiring new employees are: 
a. Functional 
b. Financial 
c. Psychological 
d. Time 
Lesson 8: Personal Promotion I 
1. Of the following, which is NOT part of the integrated marketing communications mix? 
a. B2B Marketing 
2. LX computers trains cashiers to ask customers for information when purchasing any product. This includes their postal code, age, the last time they made a purchase, etc. The information is subsequently used to develop custom marketing strategies effectively. This is known as: 
a. Database marketing
3. Of the following tips, which is NOT recommended when networking? 
a. Dominating the conversation so you can inform others of your skills 
4. On a cost-per-thousand-people-reached basis, which is the least expensive integrated marketing communications tool?
a. Advertising
5. Which of the following statements about advertising is false? 
a. It has high credibility and will not be ignored
6. VALS is a system for classifying customers who support what type of segmentation? 
a. Psychographic
7. When beer commercials feature young and sexy models enjoying themselves in a social gathering, what communication objective are they likely trying to achieve? 
a. Creating desire 
8. Michelle received an invitation by mail from her favorite clothing store informing her that they just received their new collection. This is an example of: 
a. Direct Response 
9. Which of the following is NOT a promotion objective? 
a. Make the product more widely available
10. You’re planning to send out your cover letter and resume packages to twenty potential employers. This is an example of: 
a. Direct marketing 
Lesson 9: Personal Promotion II
1. A standard paragraph that describes the company or organization and that appears at the end of a press release is called a: 
a. Boilerplate 
2. When the receiver is not motivated or unable to process the information you are sending: 
a. You should use soft peripheral cues and leave him or her with a positive impression 
3. The ideal number of messages to communicate in an advertisement or commercial is/are: 
a. One
4. To launch her new line of home-baked pastries Talicia will be offering buying and display allowances to restaurants and specialty food stores and will use them with featuring her products. What type of strategy will she be using? 
a. Push
5. Which of the following is NOT strength of direct marketing? 
a. Low cost per message delivered  
6. Peter is preparing the marketing budget for his translation business. To arrive at the budget he has set out the activities that he believes will be necessary to achieve his goals and determined how much these will cost. Which budgeting method is he using? 
a. Objective and task 
7. A fundamental notion of integrated marketing communications is that: 
a. An organization or individual communicates the same basic marketing messages through all of its IMC tools. 
8. Which of the following is NOT an objective of networking? 
a. To get as much information as you can while giving out as little as you  can
9. Products in the decline or maturity stages of their lifecycles tend to benefit most from: 
a. Reminder advertising 
10. The most expensive IMC tool of all is 
a. Personal Selling 
Lesson 10: Resume and Cover Letter 
1. Which of the following is NOT a basic objective for your resume? 
a. To establish the minimum salary that you are expecting. 
2. The first step in preparing your resume is to: 
a. Write your job objective statement 
3. To make your resume scanner-friendly, which of the following should you do when formatting your resume? 
a. Use a simple layout 
4. The second paragraph of your cover letter should
a. Demonstrate your understanding of the job requirements
5. Most employers expect the following in resumes: 
a. Your qualifications 
6. Immediately after an interview you should: 
a. Send a thank-you note to the interviewer
7. If you have a little or no work experience, the most appropriate type of resume for you is: 
a. Functional 
8. Most large organizations prefer which type of resume? 
a. Chronological
9. Your job objective should be expressed as: 
a. A job title or the type of work you wish to do 
10. When writing your cover letter, it’s important to keep the following uppermost in mind: 
a. You are the brand your cover letter is selling and successful selling begins with a focus on the buyter 
b. Your letter will be competing with the letters of many other applicants 
c. Spelling and grammar must be perfect
d. Ask for an interview 

Lesson 11: My Marking Plan
1. Why is an action plan important? 
a. It allows others to see the direction in which you are going 
b. It allows you to see the direction in which you are aiming to go 
c. It allows you to plan effectively for each phase so that you are properly prepared for the unexpected 
d. An action plan provides guidance, motivation, and recourse
2. Which of the following activities do NOT belong in your implementation plan? 
a. Redefining your marketing strategy
3. Which of the following questions are NOT part of the marketing planning process? 
a. When will I gather the information I need to put my plan together? 
4. Which of the following is NOT a main component of a control system? 
a. Understanding the reasons for your successes and failures
5. Which of the following areas would likely be included in the “environment” section of a situations analysis? 
a. Demographics, technological considerations, political considerations
6. Prior to implementing your marketing plan, which of the following questions should you ask yourself? 
a. Are my analyses still valid? 
b. Do I still agree with the conclusion that I came to and documented as a result of my analyses? 
c. Are the goals and objectives that I have set still the ones I want to achieve? 
d. Have there been any changes in my personal situation or that of my chosen field that need to be addressed? 
7. The use of strategic control—one of the types of marketing control—that marketers need to plan for, is best defined as: 
a. Gauging the effectiveness in managing marketing, customer relationships, social responsibilities, and ethics. 
8. The use of annual plan control is to: 
a. Gauge the progress towards achieving the marketing, financial and program objective as outlined in the marketing plan. 
9. What is the purpose of plan control? 
a. It allows you to look back at previous plan control processes for clues about issues that may affect your current progress and performance. 
10. What is a marketing audit? 
a. A detailed, systematic analysis of marketing capabilities and performance 
Lesson 12: Interviewing and Presentation skills
1. Which type of interview technique is used by employers to get you to provide specific examples of how you successfully applied the required skills to do the job? 
a. Behavioral
2. Which one of the following behaviours is NOT part of a stress interview? 
a. Asking you to read a case, study and identify the problem in it, and propose one or more solutions to the problem
3. Content skills include: 
a. Knowledge of particular types of software and scientific equipment 
4. During a behavioral interview, potential employers are looking for: 
a. Content skills 
b. Functional skills 
c. Transferable skills 
d. Adaptive skills 
5. The main purpose of a screening interview is to: 
a. Identify applicants for the next level of interviews
6. An appropriate answer to the question “in what areas can you improve” Would be: 
a. While I’ve been complimented on my presentation skills by colleagues and former employers, I’m still a bit nervous when making major presentations. 
7. An inappropriate question for you to ask during an interview would be: 
a. When will my first salary review take place? 
8. Which of the following should NOT be a criterion that you should use when evaluating a job offer? 
a. How does the job fit with my long-term career goals? 
b. Are there opportunities for career growth? 
c. Am I comfortable with the organization’s structure and employees? 
d. Are the values and philosophies of the organization compatible with mine? 
9. Which of the following is NOT a good way to manage the stress that comes before an interview? 
a. Stay up late the night before researching the potential employer 
10. If you accept a job offer verbally: 
a. Confirm your acceptance in writing 
b. Be positive and enthusiastic when you accept 
c. Advise other organizations that you have been interviewed by that you accepted a job somewhere else 
d. Call or write to thank all of the people who helped you in your job search





