LEARNING GUIDE KEY 
Objective A

1.
When marketers plan where to go and how to get there, they are attempting to achieve 
satisfying connections between producers and customers.
(3 points)


2.
A goal is an objective you plan to fulfill.
(2 points)


3.
A strategy is a plan of action for achieving your goals and objectives. 
(2 points)


4.
Tactics are specific actions used to carry out strategies.
(2 points)


5.
A goal needs to be specific so that it can be evaluated for success or failure.
(3 points)


6.
To ensure that their tactics line up with their strategies, marketers pay close attention to 
every detail, evaluating each tactic for its usefulness to the strategy.
(3 points)


7.
There can be several—or even many—appropriate strategies.
(3 points)


8.
A firm’s strategy is important because it shows how its goal will be reached.
(3 points)


9.
To determine which strategy is best, marketers consider the following factors:

(9 points; 3 points each)


a.
How the marketing concept applies to their situation


b.
When they want to reach their goal


c.
Which resources are on hand


10.
After selecting the best strategy, marketers set aside or obtain the funds to make it happen.


(3 points)


11.
Because business situations change, marketers’ strategies are adjusted to flex with the change.
(3 points)


12.
Conditions that may cause marketers to adjust their strategies include the following:

(15 points; 3 points each)


a.
Hearing about a new product with better features


b.
Figuring out that the price is slightly high for customers


c.
Suspending a social media campaign when it doesn’t play out as planned

d.
Learning of new government regulations that impact the business


e.
Watching the economy improve or worsen

Objective B


13.
The same strategy does not work in every situation because marketing in today’s world is complex. What works for one circumstance won’t necessarily work for another. 
(4 points)


14.
To fit their purposes, marketers adjust, or even combine, their strategies.
(3 points)
LEARNING GUIDE KEY (cont’d)

15.
The marketing mix is a combination of the four elements of marketing—product, price, place, and promotion. It is a unique blend of items that are valuable individually.
(3 points)


16.
Match the marketing mix element with the appropriate sentence or phrase. 

(33 points; 3 points each)

A.
Product
B.
Price
C.
Place
D.
Promotion


B

1.
Finding a good balance between value and satisfaction for the 
customer


C

2.
Getting a selected product in the right place at the right time


B

3.
The amount of money a business asks in exchange for its products


D

4.
The various types of communication that marketers use to inform, persuade, or remind customers of their products

B

5.
Customer feels that the benefits received outweigh the costs.


A

6.
What goods, services, or ideas a business will offer its customers 


C

7.
Creating convenience for the customer


D

8.
Telling the customer about the products


A

9.
Finding out what customers need and meeting that need 


C

10.
Customer can buy the product when and where s/he wants. 


A

11.
Customer sees the best solution.


17.
The marketing mix works as a unit so that the mix elements are interrelated. A change to one element affects the others and the group as a whole.
(3 points)


18.
Before customizing the marketing mix, marketers must remember to select a strategy.


(3 points)
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