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Introduction to Business
Lecture notes/study guide

Chapter 12 Distributing and Promoting Products and Services
12.1 The Nature and Functions of Distribution (Place)
· What is the role of distribution?
· [bookmark: _GoBack]It includes what facets?
· Series of marketing entities is known as a _____________________.
· Marketing intermediaries are ________________________________.
· Where are they located in the distribution process?
· Types of marketing intermediaries.
· Agents are ___________________________________.
· What do brokers do?
· Do agents or brokers own or take possession of goods?
· Who are industrial distributors? 
· Industries they service.
· Wholesalers sell what? 
· Historically what is their function?
· Retailers sell goods to who?
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· What is at the end of the distribution channel?
· Who do they include?
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· Nontraditional channels help differentiate what?
· What do they provide?
· Who would benefit from using nontraditional channels?
· Why do distribution channels exist?
· How do they reduce the number of transactions?
· Ways channels make distribution easier.
· Sorting consists of what ?
· Describe sorting out.
· Accumulating brings what together?
· Allocating does what?
· What is allocating at a wholesale level called?
· What does the second channel of distribution do?
· Do channel members also store merchandise?

12.2 Wholesaling
· Wholesalers are channel members that do what?
· Two main types of wholesalers.
· What is a merchant wholesaler? 
· How are they different from agents and brokers?
· Manufacturers’ representatives are also known as _____________________.
· Who do they represent?
· What do they function as?
· Do they take title or possession of the merchandise.
· How are they paid?
· Brokers bring who together?
· Are they like agents? How?

12.3 The Competitive World of Retailing
· Different types of retail operations.
· Two main categories of retailers.
· In-store retailing gets most of their revenue from where?
· Nonstore retailing included who?
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· What does atmosphere refer to in retail?
· Influential factors in creating a store’s atmosphere.
· Employee type refers to.
· What is density?
· How does the type of merchandise carried and how it is displayed add to the atmosphere?
· Importance of fixtures and their density to a retailer’s atmosphere.
· Why would sound make a difference?
· Importance of odors?

12.4 Using Supply Chain Management to Increase Efficiency and Customer Satisfaction.
· Goal of supply chain management.
· Important element of supply chain management.
· Dual role supply chain management plays.
· As a communicator, supply chain management does what?
· The physical flow process engineers what?
· What are supply chain managers responsible for?
· What is the distribution process based upon for services?

12.5 Promotion Strategy
· Promotion, what is it?
· Promotional goals.
· How does a business create awareness?
· Why is it beneficial to get consumers to try products?
· Informative promotion, what does it include?
· How do companies keep loyal customers?
· What does advertising do?
· Increasing the amount and frequency of use, how is this done?
· What tool is used to identify target customers?
· What is the goal for service products?
· Promotional mix is a combination of what?
· Promotional mix elements.
· Traditional advertising involves what?
· Face-to-face presentation to a prospective buyer is ______________________.
· Sales promotion marketing activities.
· What does public relations include?
· Social media’s function in the promotional mix.
· E-commerce uses the company’s website to do what?
· Integrated marketing communications (IMC) involves what?
· What do marketing managers following IMC concepts carefully work out?

12.6 The Huge Impact of Advertising
· What is traditional advertising?
· How may traditional advertising appear?
· Impact of technology and the internet on traditional advertising.
· What beside technology is driving change?
· What are the channels which advertising is carried through called?
· Two factors in making the advertising media choice.
· Cost per contact enables an advertiser to do what?
· How costs are expressed?
· Describe reach.
· What is frequency?
· Medium’s ability to reach a precisely defined target market is its ____________________.

12.7 The Importance of Personal Selling
· Face-to-face sales presentation to a prospective customer is known as _________________.
· Personal selling advantages
· Most important advantage.
· Can the selling process be learned?
· Steps in the selling process.
· What are sales prospects?
· Prospecting is _______________________________________________.
· What form do leads come in?
· Qualifying questions used to separate prospects from nonbuyers.
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· Is it possible to fully automate presentation and demonstrations?
· How is it done?
· What is an unstructured presentation?
· How do salespersons handle objections?
· What does it mean to close the sale?
· What is involved in the following up the sale process?

12.8 Sales Promotion
· What are sales promotions?
· Two markets sales promotions target.
· Why does it make sense to target customers according to their general behavior?
· How is this information used?
· Sales promotion for service products depends on what?
· Two growing areas of sales promotions.
· Where are coupons most used?
· What is product placement?
· Why is it important?
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12.9 Public Relations Helps Build Goodwill
· Describe public relations.
· What is publicity?
· Is publicity good, bad or both?
· What activities does public relations include?
· Purpose of a press release.
· Functions of the public relations department.
· What does creating a buzz mean?
· What is buzz marketing?
· Buzz marketing is also known as ____________________.
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12.10 Trends in Social Media
· What is social media?
· Why is it considered a hugely powerful tool for marketers?
· Blogs provide marketers with what?
· Define blog.
· What does a well-run marketing blog focus on?
· Podcasts are ________________________________________________.
· How have videos become an important promotions channel?

12.11 Trends in E-Commerce
· How is e-commerce related to social media?
· E-commerce refers to what?
· What components can be specifically designed for e-commerce?
· Benefit of shopping online.
· How does search technology and comparison-shopping sites help shoppers?
· What other advantage do online merchants have over brick-and-mortar retailers?
· What ways have companies leveraged the web to drive people into its stores?
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Sales Promotion Examples

Loyal customers: People
‘who buy your product
most or all of the time

Competitor's customers:
People who buy a
‘competitor’s product
most or all of the time

Brand switchers: People
who buy a variety of
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Price buyers: People who
consistently buy the
least expensive brand

Reinforce behavior,
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consumption, change
purchase timing

Break loyalty,
persuade to switch to
your brand

Persuade to buy your
brand more often

Appeal with low
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added value that
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Loyalty marketing programs, such as
frequent-buyer cards and frequent-shopper
clubs

Bonus packs that give loyal consumers an
incentive to stock up or premiums offered in
return for proof of purchase

Sweepstakes, contests, or premiums that
create interest in the product

Sampling to introduce your product’s
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‘Trade deals that help make the product
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products

Coupons, cents-off packages, refunds, or
trade deals that reduce the price of the
brand to match that of the brand that would
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publicity

Corporate
<communications

Public affairs

Lobbying

Placing positive, newsworthy information in the news media to attract
attention to a product, a service, or a person associated with the firm or
institution

Publicizing specific products or services
Creating internal and external messages to promote a positive image of the
firm or institution

Building and maintaining national or local community relations

Influencing legislators and government officials to promote or defeat
legislation and regulation
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Department
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Houses many departments under one roof with
each treated as a separate buying center to achieve

economies of buying, promotion, and control

Examples.

Macy's, Nordstrom,

Bloomingdale’s, Kohl's
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