HOMEWORK #8  
(Optional ~  EXTRA  CREDITS ~ counts as one free HW)


Chapter 14

MATCHING
	a.
	stockkeeping unit
	g.
	agent

	b.
	markup
	h.
	general merchandise retailer

	c.
	markdown
	i.
	category killer

	d.
	retail convergence
	j.
	rack jobber

	e.
	scrambled merchandising
	k.
	merchant wholesaler

	f.
	broker
	l.
	commission merchant



1.
Offering within a product line is called a(n) ___________.

2.
An auction house is an example of a(n) ___________.

3.
The ________ is the amount a retailer adds to the cost of a product.

4.
A(n) __________ takes title to the goods it handles.

5.
Amount by which a retailer reduces the original selling price is called the _______.

6.
A(n) __________ is a wholesaler who markets specialized lines of merchandise to retailers.

7.
___________ describes a situation in which similar merchandise is available from multiple retailers.

8.
Best Buy is an example of a(n) ______________.

9.
____________ is a retailing practice of combining dissimilar product line.

10.
A department store is an example of a(n) ___________.

11.
A(n) _________ is a wholesaling intermediary who does not take title to or possession of goods.

12.
A(n) ________ typically exerts full authority over pricing decisions and promotional outlays.
Chapter 15

MATCHING
	a.
	promotion
	g.
	public relations

	b.
	AIDA concept
	h.
	guerilla marketing

	c.
	personal selling
	i.
	sponsorship

	d.
	nonpersonal selling
	j.
	ambush marketing

	e.
	advertising
	k.
	pulling strategy

	f.
	sales promotion
	l.
	pushing strategy



1.
A(n) __________ consists of efforts by the seller directed to members of the marketing channel rather than final users.

2.
A(n) __________ consists of efforts designed to stimualte final user demand when then exerts pressure on the distribution channel.

3.
_________ consists of communication links between buyers and sellers.

4.
Steps through which an individual reaches a purchase decision is called the ________.

5.
A firm trying to link itself with a major international event, even though it isn’t an event sponsor, is called _________.

6.
___________ is a relationship in which an organizatoin provides funds or in-kind resources to an event or activity in exchange for a direct association with that event or activity.

7.
___________ is the interpersonal influence process involving a seller’s presentation conducted on a person-to-person basis with the buyer.

8.
Promotion that is not conducted face to face with a buyer is called ________.

9.
__________ consists of innovative and low-cost marketing techniques designed to get consumers’ attention in unusual ways.

10.
Firm’s communications with its various publics is called _________.

11.
__________ is any paid nonpersonal communication through various media.

12.
Displays, trade shoes, coupons, and samples are all examples of ________.
