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Short Description
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Description


STRATEGIC MARKETING QUESTIONNAIRE



1. A SEGMENTATION STRATEGY IS EFFECTIVE PROVIDED: a. Segments are stable in time b. Individuals within a given segment share few common characteristics c. Segments are substantial, i.e. large and profitable enough to serve



2. PLEASE CHOOSE THE CORRECT STATEMENT: a. A niche strategy is a concentration strategy b. A growth strategy is mainly about acquiring competitors c. A diversification strategy takes place within an existing industry



3. TO BE USEFUL, MARKET SEGMENTS SHOULD BE: a. Original, profitable, accessible, global and growing b. Based on psychographic variables c. Measurable, substantial, accessible, differentiable and actionable



4. PLEASE CHOOSE THE CORRECT STATEMENTS AMONG THE OPTIONS BELOW: a. b. c. d. e.



Some products never go through a growth phase Some products never go through a maturity phase A declining market can be extremely profitable All of the above None of the above



5. PLEASE CHOOSE THE CORRECT STATEMENT AMONG THE OPTIONS BELOW: a. The PIMS method establishes a link between revenues and market shares b. The BCG matrix can only be used to analyze a company’s existing businesses c. The AD Little model does not take into account the degree of maturity of an industry



6. SMART OBJECTIVES ARE: a. Simple, measurable, actionable, realistic, time-bound b. Suitable, marketable, artistic, realistic, targetable c. Serious, meant-to-be, assiduous, realistic, targetable
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7. WHICH OF THOSE VARIABLES IS NOT A PSYCHOGRAPHIC SEGMENTATION VARIABLE? a. Personality b. Attitude toward product c. Lifestyle



8. WHICH ARE THE THREE KEY PILLARS OF MARKETING STRATEGY? a. R&D, segmentation, positioning b. Segmentation, targeting, positioning c. Segmentation, positioning, distribution



9. WHAT SHOULD BE THE END RESULT OF A SUCCESSFUL POSITIONING STRATEGY? a. The creation of a customer-focused value proposition, a cogent reason why the target market should buy the product b. The selection of the key market segment(s) which a company should target c. The decision to build, hold, harvest or divest a product line or SBU (strategic business unit)



10. WHICH OF THOSE POSITIONING STRATEGIES DO YOU BELIEVE IS THE MOST EFFECTIVE? a. Positioning through R&D b. Positioning through advertising c. The combination of both positioning methods



11. IN WHICH CASE SHOULD A COMPANY CONSIDER REPOSITIONING ITS OFFERING? a. b. c. d. e. f.



Changing segment needs New target segments Price pressure New competitors entry None of the above All of the above



12. WHAT IS THE KEY OBJECTIVE OF A HARVEST STRATEGY? a. To sell or liquidate a business or product line because resources can be better used elsewhere b. To allow strong cash cows to keep on yielding large positive cash flows c. To increase short-term cash flow regardless of long-term effect
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13. WHAT IS THE IDEAL LIFE-CYCLE OF A SBU (STRATEGIC BUSINESS UNIT) BASED ON THE BCG MODEL? a. Introduction => growth => maturity => decline b. Question mark => star => cash cow => dog c. Build => hold => harvest => divest



14. ACCORDING TO YOU, AND BASED ON THE BCG MATRIX PRINCIPLES, WHICH OF THOSE STRATEGIES MAKES MORE SENSE? a. Use the cash generated by cash-cows to turn question marks into stars b. Use the cash generated by stars to turn dogs into question marks c. Use the cash generated by cash-cows to turn dogs into question marks



15. WHAT ARE THE DIFFERENT STAGES TYPICALLY OBSERVED AMONG ADOPTERS OF NEW PRODUCTS? a. Innovators => early adopters => early majority => late majority => laggards b. Product development => market testing => commercialization c. Awareness => interest => evaluation => trial => adoption



16. SWOT ANALYSIS IS A DIAGNOSTIC TOOL OFTEN USED BY MARKETING TEAMS, WHICH HAS PROVEN VERY USEFUL FOR MAKING STRATEGIC DECISIONS. WHAT ELEMENTS IS THIS TOOL BASED ON? a. Sustainability, Will, Objectives, Thoughts b. Strengths, Weaknesses, Opportunities, Threats c. Strengths, Will, Opportunities, Threats



17. WHAT ARE THE TWO KEY PILLARS OF COMPETITIVE ADVANTAGE? a. Cost leadership and product differentiation b. Advertising and distribution c. Segmentation and positioning



18. WHAT ARE THE KEY ADVANTAGES OF BEING THE FIRST COMPANY TO ENTER A NEW MARKET (ALSO CALLED PIONEER ADVANTAGE)? a. b. c. d. e.



Monopolistic profits Distribution support Production experience None of the above All of the above
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