HOMEWORK #3



CHAPTER 4

MATCHING
	a.
	interactive marketing
	g.
	search marketing

	b.
	extranet
	h.
	electronic signature

	c.
	intranet
	i.
	corporate Web site

	d.
	ISP
	j.
	blog

	e.
	Wi-Fi
	k.
	click-through rate

	f.
	Bot
	l.
	conversion rate



1.
The ___________ is the percentage of visitors to a Web site who make a purchase.

2.
___________ is an arrangement by which a marketer pays a fee to have his or her firm’s Web site or ads pop up after a computer user enters a key word or words into a search engine.

3.
A(n) _______ is a Web page that serves as a publicly accessible personal journal.

4.
A(n) ________ is an internal computer network.

5.
A(n) __________ is a search program that checks hundreds of different Web sites.

6.
_____________ is buyer-seller communication in which the customer controls the amount and type of information received from a marketer through channels such as the Internet.

7.
The percentage of people who click on a banner ad is called the _________.

8.
A secure network accessible through a Web site by customers and suppliers in called a(n) ________.

9.
A(n)__________ is designed to build customer goodwill and supplement other sales channels.

10.
Organizations that provide Internet access are _________.

11.
Electronic approval of a document that has the same status as a written signature is called a(n) _________________.
12. ________ is the standard for wireless Internet access.

CHAPTER 5
MATCHING
	a.
	customer behavior
	j.
	attitude

	b.
	consumer behavior
	k.
	learning

	c.
	culture
	l.
	self concept

	d.
	reference group
	m.
	high-involvement decision

	e.
	Asch phenomenon
	n.
	low-involvement decision

	f.
	opinion leader
	o.
	cognitive dissonance

	g.
	need
	p.
	routinized response behavior

	h.
	motive
	q.
	limited problem solving

	i.
	perception
	r.
	extended problem solving



1.
_________ is a situation that involves lengthy external searches and long deliberation.

2.
__________ refers to the mental and physical activities that occur during selection and purchase of a product.

3.
Situation in which the consumer invests some small amount of time and energy is called __________.

4.
___________ is the mental and physical activities of individuals who use purchased products.

5.
___________ is rapid consumer problem solving in which no new information is considered.

6.
A(n) _______ describes the values, beliefs, preferences, and tastes handed down from one generation to the next in a society.

7.
Imbalance between beliefs and attitudes that occurs after an action or decision is taken is called _________.

8.
People or an institution whose opinions are valued and to whom a person looks for guidance is called a(n) __________.

9.
A(n) __________ is one with high levels of potential social or economic consequences.

10.
The __________ describes the tendency of people to conform to majority rule.

11.
A routine purchase that poses little risk is called a(n) ___________.

12.
A(n) _________ is a trendsetter who purchases new products before others in a group and then influences others in their purchases.

13.
A person’s  multifaceted picture of himself or herself is called ________.

14.
A(n) _________ is an imbalance between a consumer’s actual and desired states.

15.
________ is knowledge or skill that is acquired as a result of experience.

16.
Inner state that direct a person toward the goal of satisfying a need is a(n) ______.

17.
________ is the meaning that a person attributes to incoming stimuli.

18.
A person’s enduring favorable or unfavorable evaluation, emotion, or action tendency toward some object or idea is a(n) _________. 

CHAPTER 6

MATCHING
	a.
	commercial market
	h.
	inelastic demand

	b.
	trade industries
	i.
	outsourcing

	c.
	market segmentation
	j.
	value analysis

	d.
	customer-based segmentation
	k.
	vendor analysis

	e.
	End-use segmentation
	l.
	buying center

	f.
	global sourcing
	m.
	reciprocity

	g.
	Joint demand
	n.
	gatekeeper



1.
The person who controls the information that all members of a buying center will review is a(n) ____________.

2.
The ___________ consists of individuals and firms that acquire products used to support the production of other products.

3.
__________ is the practice of buying from suppliers who are also customers.

4.
__________ consist of retailers and wholesalers who purchase products for resale to others.

5.
A(n) ___________ consists of participants in an organizational buying action.

6.
By applying _________ concepts to groups of business customers, marketers can develop a strategy that best suits the needs of particular customers.

7.
Assessment of supplier performance is _________.

8.
__________ means dividing a B2B market into homogeneous groups based on products specifications.

9.
__________ is the systematic study of the components of a purhase to determine the most cost-effective approach.

10.
Dividing a B2B market based on customers will use a product is called ________.

11.
___________ is the use of outside vendors to to produce products that wre formely produced in-house.

12.
___________ mean purchasing products from suppliers worldwide.

13.
If the demand for a product changes very little even if its price changes, then this product is said to exhibit ________.

14.
____________ means that the demand for one product is depends on the demand for another product.
