السؤال الأول في الاختبار الشهري الثاني 10 اسئلة من الأسئلة التالية:

1) ________ is defined as a social and managerial process by which individuals and organizations obtain what they need and want through creating and exchanging value with others. 

A) Selling 

B) Advertising 

C) Bartering

D) Marketing 

E) Negotiating
2) Which of the following is simple definition of marketing?

A) demand management

B) the production concept

C)  managing profitable customer relationships

D) making a sale 

E) making a profit 

3) ________ are human needs as shaped by individual personality and culture. 

A) Deprivations

B) Wants

C) Demands

D) Values

E) Exchanges

4) wants+ buying power = ________. 

A) social needs

B) demands

C) physical needs

D) self-esteem needs

E) exchanges

5) Which of the following is an example of a type of market offering?

A) persons

B) ideas

C) information

D) experiences

E) all of the above

6) ________ occurs when sellers pay more attention to the specific product they offer than to the benefits and experiences produced by the products.  

A) Selling myopia

B) Marketing management

C) Value proposition

D) Marketing myopia 

E) The product concept
7) In addition to attracting new customers and creating transactions, the goal of marketing is to ________ customers and grow the company's business.

A) encourage

B) entertain

C) retain 

D) recognize

E) educate

8) ________ is the set of actual and potential buyers of a product. 

A) A market

B) An audience

C) A group

D) A segment

E) An exchange

9) Selecting which segments of a population of customers to serve is called ________. 

A) market segmentation 

B) positioning 

C) customization 

D) target marketing 

E) choosing a value proposition

10) The ________ concept holds that achieving organizational goals depends on knowing the needs and wants of target markets and delivering the desired satisfaction better than competitors do. 

A) product

B) production

C) selling 

D) equity

E) marketing

11) The set of marketing tools a firm uses to implement its marketing strategy is called the ________. 

A) promotion mix 

B) product mix 

C) marketing mix 

D) TQM

E) marketing effort 

12) Which of the following is determined by a customer's personal evaluation of the benefits and costs of a market offering relative to those of competing offers?

A) customer-perceived value

B) customer satisfaction

C) customer-perceived performance

D) customer relationship management

E) market segmentation
13) Which of the following provides an answer to these questions: What is our business? Who are our customers? What do our customers value? What should our business be? 

A) objectives and goals

B) mission statement

C) business portfolio 

D) marketing and functional strategies 

E) operational strategies

14) ________ can be a company division, a product line within a division, or sometimes a single product or brand. 

A) A market 

B) The BCG

C) An SBU 

D) A PLC

E) A value delivery network

15) The BCG growth-share matrix classifies four types of SBUs. They are ________, ________, ________, and ________.

A) product; price; promotion; placement 

B) sales; market share; price; promotion

C) stars; cash cows; question marks; dogs

D) planning; organizing; leading; controlling

E) market penetration; market development; product development; diversification

16) Which of the following is NOT a step in the marketing control process? 

A) setting goals

B) measuring performance 

C) taking corrective action 

D) defining the mission

E) evaluating actual performance

17) ________ is the place a product occupies in the consumer's mind relative to competitors' products.

A) Product placement 

B) Product position 
C) Market segmentation 

D) Market targeting

19) The natural resources that are needed as inputs by marketers or that are affected by marketing activities are referred to as the ________.

A) raw material market

B) natural environment

C) endangered environment

D) green movement
19) The ________ environment consists of factors that affect consumer purchasing power and spending patterns.

A) cultural

B) political

C) technological

D) economic

E) natural
20) A company's marketing environment includes various ________ that are made up of groups that have an actual or potential interest in, or impact on, an organization's ability to achieve its objectives.

A) teams

B) audiences

C) markets

D) publics

E) intermediaries
21) Which of the following terms is used to describe the factors and forces outside marketing that affect marketing management's ability to build and maintain successful relationships with target customers?

A) the marketing environment

B) strategic planning

C) target markets

D) the marketing mix

E) none of the above
22) You are directed to study the actors close to the company that affect its ability to serve its customers–departments within the company, suppliers, marketing intermediaries, customer markets, competitors, and publics. What are you studying?

A) the macroenvironment

B) the microenvironment

C) the marketing environment

D) the green movement

E) the global environment
23) Each culture contains smaller ________, or groups of people with shared value systems based on common life experiences and situations.

A) alternative evaluations

B) cognitive dissonances

C) subcultures

D) social classes

E) occupations
24) ________ is(are) the most basic cause(s) of a person's wants and behavior.

A) Culture

B) Brand personality

C) Cognitive dissonance

D) Social factors
25) Which of the following is NOT a type of factor in a company's macroenvironment?

A) demographic

B) economic

C) technological

D) competitor

E) political
26) The art and science of choosing target markets and building profitable relationships with them is called ________. 

A) marketing management

B) positioning

C) segmentation

D) selling 

E) societal marketing
27) Building and maintaining profitable value-laden relationships with customers of a company is called ________. 

A) customer lifetime value

B) customer perceived value 

C) customer relationship management 

D) database marketing 

E) societal marketing
28) Facebook.com and YouTube are examples of ________.

A) buzz marketing 

B) opinion leaders

C) social networks

D) virtual worlds

E) early adopters
