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Introduction to Business
Lecture notes/study guide

Chapter 11 Creating Products and Pricing Strategies to Meet Customer’s Needs
11.1 The Marketing Concept
· Marketing is the process of what?
· Concept that is the basis of all marketing strategy, what is it called?
· Define marketing.
· Marketing is about creating what?
· Define exchange.
· Marketing concept is based on what?
· How does the marketing concept use marketing data?
· What does the marketing concept involve?
· Important key to understanding the marketing concept.
· Customer value is the ratio of what?
· Why is creating customer value important?
· Define customer satisfaction.
· Relationship marketing, what is its focus?
· Why is building relationships beneficial?

11.2 Creating a Marketing Strategy
· What is a marketing strategy?
· Five components of the marketing strategy?
· Another name for the fives tools.
· What is a product?
· Can products be goods?
· Are they considered tangible or intangible?
· Something given in exchange for a product.
· Price can be ____________ or _______________.
· Place includes what tasks?
· Promotion, what is it a method of?
· What components does it include?
· What is promotion often mistaken for?
· Purpose of people in the marketing mix. 
· Why are they crucial? 
· What is environmental scanning?
· Goal of environmental scanning?
· Six categories of environmental data.
· What do cultural/social factors include?
· Demographic forces include what factors?
· What factors make up economic forces?
· Technology forces include advances in __________ and ____________.
· Competitive forces include what?
· What is the target market?
· Benefit of identifying the target market.
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· What is competitive advantage?
· Competitive advantage is also known as?
· Four types of competitive advantage.
· Organizations that have a cost competitive advantage can do what?
· What may cause them to fail or lose their advantage?
· Which cost competitive advantage is considered more durable?
· What makes differential competitive advantage beneficial?
· Service differentiation is more important for what type of product?
· What does it require?
· Who niche does competitive advantage target and effectively serve?
· What type of companies is niche competitive advantage the only viable option?

11.3 Developing a Marketing Mix
· Marketing mix is created after what?
· What is it based upon?
· Marketing mix strategy?
· What does the statement “only as good as its weakest part”, refer to?
· Product strategy, what does it involve?
· What is the pricing strategy based on? 
· How does it impact a product's success?
· Place (distribution) strategy creates what?
· One aspect of distribution strategy is deciding what?
· What else does place strategy for services include?
· What do some people feel is the most exciting part of the marketing mix?
· Promotion strategy covers what?
· What are these elements called?
· What role does public relations play in the promotion strategy?
· Why is social media considered a major element in the promotion mix?
· Why is it important for not-for-profit groups to analyze the marketing environment?
· What do they focus on? 

11.4 Buyer Behavior
· If an organization wants to be successful what must they consider?
· What is buyer behavior?
· Why is it important for marketers to understand customers' buying decisions?
· What are these decision-making processes affected by?
· Steps to consumer decision making.
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· Customer decision-making influences.
· Define culture.
· How does culture influence decision-making?
· What are reference groups?
· Their influence on decision-making of consumers?
· Personal characteristics that influence decision making.
· Are individual characteristics generally stable?
· Why is it important to know this?
· What is personality thought of?
· What does it combine?
· Psychological factors are what?
· What can affect psychological factors that do not affect the other influences?
· [bookmark: _GoBack]B2B, what does this represent?
· Are business-to-business buyer behaviors and business markets different than consumer markets?
· How so?
· Business purchase decision-making process.
· Difference between business and consumer decision-making processes.
· Purchase volume, who orders larger quantities?
· Who has the most customers?
· How does location differ between the two?
· Distribution differences.

11.5 Market Segmentation
· What is market segmentation?
· Five basic forms of consumer and business market segmentation.
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· Demographic segmentation uses what categories?
· Why is it the most common?
· Is it always the best approach, why or why not?
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· Geographic segmentation is done by ____________________________________.
· Why do companies segment this way?
· What is market density?
· Market segmentation by personality and lifestyle is known as ________________.
· Benefit segmentation is based on what?
· Amount of product purchased is __________________________.
· What other segmentations do business markets use?
· What is marketing research?
· How does the results of this analysis benefit them?
· Types of data marketing research uses.
· Primary data is obtained how?
· What is secondary data? 
· Three basic research methods.
· How is survey research gathered?
· Is there direct interaction in observations research?
· Research obtained using research involves what?
· What is the objective of experiments?

11.6 What is a Product?
· What is a product?
· Are attributes tangible or intangible? 
· What are tangible attributes?
· Intangible attributes are _________________________________________.
· How do people make decisions about which product to buy?
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· How are consumer products classified?
· Product categories
· Products bought by the end user are called _______________________.
· What are consumer nondurables?
· How long do consumer durables last?
· Another way to classify consumer products.
· Four major categories of consumer products.
· What are unsought products?
· Describe convenience products.
· How do shopping products differ from convenience products?
· What type of product will consumers refuse to accept substitutions?
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· Classifying business products.
· Large, expensive items with a long life span are known as __________________.
· Describe expense items.
· Additional categories for classifying industrial products.
· What are installations?
· What type of impact do accessories have on an organization?
· When are component parts and materials built into the product?
· Raw materials definition.
· Are supplies part of the final product?
· What are services?

11.7 Creating Products That Deliver Value
· Creating new products.
· What is a line extension?
· How are new products developed?
· Product development process.
· How are new-product goals set?
· Process for to develop new-product ideas?
· What is a focus group?
· Brainstorming process.
· Why do new ideas and concepts need to be screened?
· Which concept includes creating a prototype?
· Why do organizations need to test-market the new product?
· How do organizations introduce a product?
· Describe a rollout.
· Role of the product manager.

11.8 The Product Life Cycle
· What is the product life cycle?
· Stages of the product life cycle?
· Introductory stage features what?
· What happens during the growth stage?
· When in the growth stage do you see prices begin to fall and profits peak?
· Stage where sales continue to mount, but at a decreasing rate.
· Decline stage is when _______ and _________ fall. 
· What is the rate of decline governed by?
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· How is the product life cycle used in planning?
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11.9 Pricing Strategies and Future Trends
· How do organizations determine the right price to charge?
· What is perceived value?
· How is the pricing objective determined?
· What happens if the price is too high?
· Prices too low result in?
· What is price skimming?
· Four advantages of price skimming.
· Penetration pricing requires more than skimming.
· Two advantages of penetration pricing.
· Define leader pricing.
· Product prices below cost is referred to as a _______________.
· Why is pricing of services more complex than pricing of products that are goods?
· Bundling means _______________________________________________.
· What is the idea behind bundling?
· Odd-even pricing is also known as ________________________________.
· Why is it used?
· When is prestige pricing used?
· Is prestige pricing used in the service industry?

11.10 Trends in Developing Products and Pricing
· Two trends occuring in products and pricing.
· Internet impact on pricing, what has it allowed buyers to do?
· What does it enable sellers to gather?
· What are online price-comparison engines?
· What is one-to-one marketing creating?
· What is the key to creating one-to-one marketing?
· Define marketing database.
· Why is database marketing sometimes called micromarketing?
· What is big data?
· How is it used?
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Age Segmentation for Fritos, Doritos, and Tostitos
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