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SUALLAR: 
1. Explain the importance of understanding the marketplace and customers and identify the five core marketplace concepts.
2. Identify the key elements of a customer-driven marketing strategy and discuss the marketing management orientations that guide marketing strategy.
3. Describe customer relationship management and identify strategies for creating value for customers and capturing value from customers in return.
4. Describe the major trends and forces that are changing the marketing landscape in this age of relationships.
5. Define marketing and outline the steps in the marketing process.
6. What is marketing myopia and how can it be avoided?
7. What is customer-engagement marketing and how is it related to the surge in digital and social media technologies?
8. What is consumer-generated marketing? Describe examples of both invited and uninvited consumer exchanges.
9. Explain trends impacting marketing and the implications of these trends on how marketers deliver value to customers.
10. Explain company-wide strategic planning and its four steps.
11. Explain marketing’s role in strategic planning and how marketing works with its partners to create and deliver customer value.
12. Describe the elements of a customer-driven marketing strategy and mix and the forces that influence it
13. List the marketing management functions, including the elements of a marketing plan, and describe the importance of measuring and managing return on marketing investment.
14. Define strategic planning and briefly describe the four steps that lead managers and the firm through the strategic planning process. Discuss the role marketing plays in this process.
15. What is a SWOT analysis? How is this analysis useful in developing and implementing marketing strategies?
16. Explain the roles of market segmentation, market targeting, differentiation, and positioning in implementing an effective marketing strategy.
17. Define each of the four Ps. What insights might a firm gain by considering the four Cs rather than the four Ps?
18. How are marketing departments organized? Which organization is best?
19. Explain the four marketing management functions.
20. Describe the environmental forces that affect the company’s ability to serve its customers.
21. Explain how changes in the demographic and economic environments affect marketing decisions.
22. Identify the major trends in the firm’s natural and technological environments.
23. Identify the key changes in the political and cultural environments.
24. Explain how companies can react to the marketing environment.
25. Explain the importance of information in gaining insights about the marketplace and customers. 
26. Identify outline the steps in the marketing research process.
27. What is the one most significant trend in the natural environment, in your opinion, and how is it impacting marketing activities? 
28. List and define four major factors that influence consumer buyer behavior.
29. List and define the major types of buying decision behavior and stages in the buyer decision process. 
30. Describe the adoption and diffusion process for new products.
31. Define the business market and explain how business markets differ from consumer markets.
32. Compare the institutional and government markets and explain how institutional and government buyers make their buying decisions.
33. Define the four major steps in designing a customer-driven marketing strategy: market segmentation, market targeting, differentiation, and positioning.
34. List and define the major bases for segmenting consumer and business markets.
35. How would you define market segmentation? 
36. Explain how companies differentiate and position their products for maximum competitive advantage. 
37. Describe how online purchasing has changed the business-to-business marketing process and discuss the advantages and disadvantages of electronic purchasing.
38. How are online social networks changing the face of marketing? 
39. What is benefit segmentation? Give a good example.
40. How do geographic segmentation and demographic segmentation differ?
41. Define product and the major classifications of products and services.
42. Describe the decisions companies make regarding their individual products and services, product lines, and product mixes.
43. Identify the four characteristics that affect the marketing of a service and the additional marketing considerations that services require.
44. Describe branding strategy—the decisions companies make in building and managing their brands.
45. What is a service? Can services be differentiated as consumer services and industrial services?
46. Most companies produce a product line rather than a single product. Why is this?
47. What is a brand? Describe the brand sponsorship options available to marketers and provide an example of each.
48. Explain how service providers differentiate their services from those of competitors and provide an example of each.
49. Explain how companies find and develop new-product ideas. 
50. List and define the steps in the new-product development process and the major considerations in managing this process.
51. Describe the stages of the product life cycle and how marketing strategies change during the product life cycle.
52. Describe two additional product issues: socially responsible product decisions and international product and services marketing.
53. What decisions must be made once a company decides to go ahead with commercialization for a new product?
54. What is the purpose and the importance of the business-analysis stage in the process of developing a new product?
55. What options are open to a business when their product or service reaches the decline stage? Explain.
56. Why is test marketing so important for marketers? Why is not more often used?
57. In what ways do the growth and maturity stages of the product life cycle differ
58. How are competitors a source of new product ideas?
59. What are the advantages of team-based new product development? 
60. What stage of the product life cycle (PLC) do you believe currently holds Apple’s iPhone? Why?
61. Answer the question “what is price?” and describe the importance of pricing in today’s fast changing environment.
62. Identify the three major pricing strategies and explain the importance of understanding customer-value perceptions, company costs, and competitor strategies when setting prices.
63. Identify and define the important external and internal factors affecting a firm’s pricing decisions.
64. Describe the types of costs marketers must consider when setting prices. Describe the types of cost-based pricing and the methods of implementing each.
65. Define price elasticity and explain why it is important for marketers to understand this concept. 
66. What is “everyday low pricing?” What companies do you believe have been able to use this pricing strategy to great success?
67. Discuss the role that customer value plays in the determination of price.
68. Explain the difference between value-based, good-value, and value-adding pricing strategies.
69. What is target-profit pricing? 
70. Explain the demand curve.
71. Describe the major strategies for pricing imitative and new products.
72. How are companies using online marketing to deliver greater value to consumers? 
73. [bookmark: _GoBack]Explain how companies have responded to the Internet and other powerful new technologies with online marketing strategies.
74. Explain the key issues related to initiating and responding to price changes.
75. Define direct marketing and discuss its benefits to customers and companies.
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