Product Information Unit Exam Key
Multiple Choice

1. Market information includes data on:

A. Company records

B. Competitor records

C. Customer buying behavior

D. All of the above
2. Salespeople can handle resistance by…

A. Leaving the room

B. Listening to customers vent
C. Ignoring the objection

D. Sidestepping the objection

3. The government organization in charge of protecting consumers from injuries caused by products is the…

A. Federal Trade Commission

B. Better Business Bureau

C. Consumer Product Safety Commission
D. Freedom of Information Act

4. Which of the following is a way to catch customers’ eyes in a store?

A. Window displays

B. Interior displays

C. Television advertising

D. A and B only
5. All of the following are steps in the market research process except:

A. Obtaining data

B. Recommending solutions

C. Selling the product
D. Defining the problem

6. Recently recalled products include:

A. Target Halloween flashlights

B. McDonald’s “Shrek” drinking glasses

C. A and B
D. None of the above

True and False

1. __T__ Target market research tells businesses about market analysis, sales forecasting, and economic forecasting.
2. __F__ Value and worth mean the same thing.

3. __F__ Point-of-sale materials include television advertisements.
4. __F__ There are no exceptions to the Freedom of Information Act.

5. __T__ A target market is a group of consumers your business is focusing its marketing efforts toward.

6. __T__ Marketing and selling are related, but different, concepts.

Short Answer

1. Explain the differences between relationship, economic, and business buyers.

Answers may vary
2. What are the four types of marketing research?

Attitude research, target market research, media research, and product research
3. List the five parts of Abraham Maslow’s Hierarchy of Human Needs.

Physiological, Security, Social, Self-Esteem, and Self-Actualization
4. Describe three different ways to close a sale.
Trial close: ask for general agreement to help customer imagine the sale
Direct close: ask the customer for his business

Summary close: briefly summarize the major points of your discussion

Choice close: offer customers a small, easy choice

Assumed close: begin planning together

Special Features close: add something extra right when you ask for a sale
5. What are three of the six rights consumers have?

Right to safety, right to be informed, right to choose, right to be heard, right to education, and right to redress
6. What are the four P’s of selling?

Product, place, price, and promotion
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