EXAM 3 STUDY GUIDE- MARKETING MANAGEMENT- CLOSE

PRICING

· Skimming

· Investment Pricing

· Penetration Pricing

· Customer Response Pricing

· Brand Awareness and Pricing

· Customer Value

· Pricing Strategy of “adding profit”: advantages/disadvantages

· Pricing’s relationship to service quality

· What is ROQ?

· Common view of pricing

· Concepts related to the psychological aspects of price

· Reference Prices

· Price Points

· Price-Perceived Quality Relationship

· Ceiling Price

· Major factors affecting price

· Second-market discounting

· Periodic Discounting

· Price Discrimination

· Price Sensitivity and Loyal Customers Relationship

· Perceived Value (Strategies to increase/decrease)

· Why maintain online auctions?

     SALES/SALES PROMOTIONS

· Response Selling

· Trade Selling

· Missionary Selling

· Technical Selling

· Drawbacks to coupons from the managerial viewpoint

· Differences in promotions for customers v.s. non-customers 

· Product criteria for promotion strategies

· Organizations are comprised of namely which job type?

· Measure of effectiveness for promotions

· Sales Management’s relationship to sales force performance

· Definition of sales promotion

· Definition of personal selling

· Definition of market segmentation

· Types of sales quotas

· Push activities of promotions

· Sales force satisfies what criteria for a channel?

· Types of sales organizations structures and what they represent

· Resources spent training, motivating, rewarding sales people

     CRM

· Definition of CRM

· Use of technology for CRM

· What is in a CIF?

· Understand loyalty programs and the strategy behind them (i.e., make long-term relationship not short-term transaction!)

· Channels used in direct marketing include?

· Loyalty and price sensitivity- is there a relationship?

· Estimating lifetime value-why this is important

· Value in use concept

· How to calculate customer value (most frequently used method)

· Understand CRM and it’s relationship to service

· Examples of loyalty programs

· Why are loyal customers more profitable? 

     SERVICE MARKETING

· Service marketing is very important-why?

· What is a service?

· What is a good?

· Is there a gray area between these?

· Use of bundling in services

· Types of services

· Service Quality Model

· SERVQUAL

· Is service always consistent?

· Is service a source of competitive advantage?

· What is the measure of service quality? (vs for physical goods)

· Strategies to give “better” service

· Services and U.S. jobs- what is the % of service jobs?

· Are services as a part of the U.S. GDP rising? Why/not?

· How is outsourcing affecting the service economy?

With your experience in writing managerial recs. in the cases you have done for various industries and services, you have learned how to think as a marketing manager.  For the final, begin thinking about the concept of a marketing plan.

I will give information on the marketing plan (final exam) after exam 3.

