LEARNING GUIDE KEY 
Objective A

1.
For a customer to be part of a market, three things are required:
(6 points; 2 points each)


•
An unfulfilled desire


•
Financial ability or resources


•
The willingness to satisfy that desire


2.
A target market is the particular group of customers the business seeks to attract.
(3 points)


3.
A target market is important for a business desiring to satisfy customers’ needs because a 
target market is a group of customers with similar needs or wants.
(3 points)


4.
Target marketing is the identification and selection of markets for a business or for a product.

(3 points)


5.
To conduct target marketing, marketers look at the entire market, identify the categories they see, and select the category (or categories) to fit what they intend to accomplish.


(9 points; 3 points each)


6.
A customer can belong to more than one target market.
(3 points)


7.
Mass marketing is designing products and directing marketing activities to appeal to the whole market.
(3 points)


8.
Segment marketing takes place when marketers divide the market into smaller groups to 
target each group individually.
(3 points)


9.
Market segmentation is the division of a total market into smaller, more specific groups.


(3 points)

10.
A market segment is one of the groups into which the total market is divided.
(3 points)


11.
Match the target-market activity to its corresponding advantage:
(7 points; 1 point each)


__M__
a.
Is cost-effective
M. 
Mass marketing

__S___
b.
Lines up with the marketing concept
S. 
Segment marketing

__M__
c.
Addresses the largest audience available


__S___
d.
Is more precise


__S___
e.
Encourages effective communication


__M__
f.
Provides the most possibilities for success


__S___
g.
Provides a way for smaller firms to compete
LEARNING GUIDE KEY (cont’d)
12.
Match the target-market activity to its corresponding disadvantage:
(6 points; 1 point each)


__M__
a.
The diversity of the audience
M.
Mass marketing

__S__
b.
Needs more resources to pull it off successfully
S.
Segment marketing

__S__
c.
Requires more creativity


__M__
d.
Only a small percentage of the market is likely 
to purchase the product


__S__
e.
The difficulty in producing a complex product


__S__
f.
More expensive to produce


13.
The use of segments is increasing because today’s customers are better educated and more discerning with product purchases. They are not influenced by mass marketing alone. They want to know how the good or service will benefit them directly.
(3 points)

Objective B

14.
Demographic segmentation is dividing a market on the basis of its physical and social 
characteristics.
(3 points)


15.
Marketers typically notice the following demographic characteristics:

(15 points; 3 points each)


•
Gender or sexual orientation
•
Religion
•
Life stage

•
Origin or heritage
•
Socioeconomic status

16.
Geographic segmentation is the division of a market on the basis of where consumers are 
located.
(3 points)


17.
For some products, such as winter coats and suntan lotions, knowing what climate customers live in makes it much simpler for marketers to target the right market. For other products, geographic segmentation helps marketers determine where to concentrate their marketing efforts.
(3 points)


18.
Behavioral segmentation is dividing a market on the basis of consumers’ response to a 
product.
(3 points)


19.
Four types of behavioral segmentation are rate of use, benefits derived, loyalty response, and occasion response.
(12 points; 3 points each) 


20.
Psychographic segmentation is the division of a market on the basis of consumers’ lifestyles and personalities.
(3 points)


21.
Personality is defined by a person’s individual qualities or traits and behavior. It affects the person’s buying behaviors. Therefore, marketers try to match customer personalities with products.
(3 points)

Suggested Criterion Level:
80 points
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