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Chapter 1 Multiple Choice Questions
1. The difference between Emma’s current state and her desired state is known as her:
a) Profit

b) Exchange

c) Need

d) Product
2. Which of the following is not an accurate description of modern marketing?
a) Marketing is used by profit-oriented firms and not-for-profit organisations

b) Marketing involves managing customer relationships profitably

c) Marketing is about creating value for the customers

d) Marketing is simply all about personal selling 
3. When backed up by her purchasing power and willingness to buy,  Hannah’s need becomes:
a) Inferior need

b) Organisational need
c) Demand
d) Physical need
4. The Marks & Spencer plan to work closely with its suppliers to combat climate change and use sustainable raw material is an example of the ________________ concept

a) Product concept

b) Production concept
c) Selling  concept

d) Societal marketing concept
5. The key focus in the selling concept is which of the following?

a) Sustainability

b) Product quality

c) Customer satisfaction and long-term relationship

d) Sales stimulation
6. The societal marketing concept emphasises which of the following?
a) Sales stimulation

b) Product quality

c) Sustainability

d) Product availability and affordability
7. Which of the following is part of the elements or factors in a firm’s typology of value?

a) Customer value

b) Societal value

c) Shareholder value

d) All of the above

8. Keith Blois (1989) suggests that marketing could be explained through five simple questions. Which of the following is not one of them?

a) What does the customer want?

b) How much should my company spend on advertising for the current year?

c) Who are the customers?

d) Why should the customer make a purchase from my company?

9. Abraham Maslow’s theory states that human needs can be arranged in _________order

a) Alphabetical 

b) Hierarchical 

c) Chronological

d) None of the above

10. Which of the following statements about marketing is correct?
a) Marketing is exclusively related to profit-oriented ventures 

b) Marketing of services does not involve exchange of something of value because the offering is intangible in nature 

c) In the knowledge of marketing management orientations, marketing concept and selling concept have the same focus, hence they are used interchangeably 
d) Marketing is about creating and delivering value to the customers 
11. Which of the following is an element or actor in a marketing system?
a) Customers
b) Suppliers
c) Intermediaries 
d) All of the above
12. The product concept holds that an organization should do which of the following?

a) Improve marketing of its best products

b) Focus on the target market and make products that meet those customers’ demands

c) Focus on making continuous product improvements

d) Make promoting products the top priority

13. Which of the following is not an element in the marketing mix?
a) Product
b) Place
c) Perspective 
d) Promotion 

14. ____________concept holds that achieving organizational goals depends on knowing the needs and wants of the target markets and delivering the desired satisfactions better than competitors do.

a) Marketing

b) Brand
c) Production
d) Selling
15. The marketing management orientation which seeks to establish a balance between consumer short-run wants and consumer long-run welfare is ________________

a) Production concept
b) Selling concept
c) Societal marketing concept
d) Product concept
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