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Desirability, deliverability, and differentiability are related to :
a. Point of Parity b. Point of Differentiation
¢. Point of Association d. Point of Reference

Segmentation in which we study the demographics of a firm is

a. Firmographic b. Transactional

¢. Demographic d. None of the above

The concept of preventing customers from switching to a competitor is known as

a. Customer Retention b. Customer Acquisition

¢. Customer Satisfaction d. Customer Loyalty

A pull strategy in distribution channel is one where

a. Intermediaries convince the b. Manufactures involve in lot of
customers to buy the products. promotional efforts.

¢. Customers demand the products from d. Bothb & ¢
intermediaries.

This promotion type shows one’s product is better than others.

a. Persuasive promotion b. Reminding Promotion

¢. Informative Promotion d. None of the above

Portfolio management is a component of _____strategy.

a. Corporate b. Functional

¢. Operational d. Business

Brand awareness consists of brand recognition and brand .=

a. ldentity b. Growth

¢ Recall d. Presence

Consumers might not consider a hand sanitizer truly a hand sanitizer unless they are
gels designed to apply topically, contain alcohol that kills the germs present on the
skin. The presence is these elements is considered

a. Point of Differentiation b. Product Development

¢. Point of Parity d. None of the above

Facebook’s acquisition of Whatsapp is an example of

a. Adjacent growth b. Horizontal Integration
¢. Vertical Integration d. Retrenchment

Only laggards are the customers during this stage

a. Growth b. Introduction

¢ Maturity d. Decline

During this stage the focus should shift from product awareness to brand preference
which will help to increase the size of the market and sharp increase in sales

a. Maturity Stage b. Growth Stage

¢ Introductory Stage d. Decline Stage
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