Chapter #10

MATCHING
	a.
	transaction based marketing
	h.
	customer relationship management

	b.
	relationship marketing
	i.
	partnership

	c.
	internal marketing
	j.
	cobranding

	d.
	frequency marketing
	k.
	comarketing

	e.
	affinity marketing
	l.
	electronic data interchange

	f.
	database marketing
	m.
	supply chain

	g.
	one-to-one marketing
	n.
	lifetime value of a customer



1.
__________ focuses on short term one time exchanges.

2.
Revenues and intangible benefits that a customer brings to a seller, less the amount the company spent to acquire, market to, and service the customer is called the _____________.

3.
__________ describes the current marketing philosophy of most organizations.

4.
The __________ is the sequence of suppliers that contribute to the creation and delivery of a product.

5.
Managerial actions that help all members of an organization accept their roles in implementing a marketing strategy is called ____________.

6.
A _______ is a computer to computer exchange of various business documents.

7.
Airline frequent flyer programs are examples of __________ programs.

8.
A cooperative arrangement in which two businesses jointly market each other’s products is called __________.

9.
__________ programs are marketing efforts sponsored by organizations that solicits responses from individuals who share common interests and activities.

10.
A cooperative arrangement in which two or more businesses team up to closely link their names on a single program is called _________.

11.
__________ involves the use of software to analyze marketing information identifying patterns and targeting messages toward specific groups of customers.

12.
A(n) _______ is an affiliation of two or more companies that assist each other in the achievement of common goals.

13.
A program that is customized to build long-term relationships with customers, one at a time is called ___________.

14.
___________ involves a combination of strategies and tools that drives relationship programs.
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Chapter #11

MATCHING
	a.
	marketing mix
	g.
	product line

	b.
	good
	h.
	product mix

	c.
	product
	i.
	unsought product

	d.
	convenience product
	j.
	component

	e.
	shopping product
	k.
	raw material

	f.
	specialty product
	l.
	total quality management



1.
________ is a continuous effort to improve products and work processes.

2.
The _____________ is the blending of the four strategy elements to fit the needs and preferences of a target market.

3.
Farm products and natural products are examples of __________s.

4.
A(n) ________ is a tangible product.

5.
___________s are finished products that become part of other products.

6.
Bundle of physical, service, and symbolic attributes is a(n) __________.

7.
A(n) _________ is purchased frequently, immediately, and with minimal effort.

8.
A(n) _________ is marketed to consumers who may not yet recognize the need for it.

9.
A product that a consumer purchases after comparing competing offerings is called a(n) __________.

10.
Assortment of product offerings sold by a firm is called the _________.

11.
A(n) ___________ offers unique characteristics that cause buyers to prize those particular brands.

12.
A(n) ___________ is a series of related products offered by one company.
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