Test Your Marketing IQ



1.	The ideal marketing plan involves researching the market, defining the need, then telling engineering what to do.

	� FORMCHECKBOX �� True	� FORMCHECKBOX �� False	Score:		



2.	Who makes new product decisions?

	� FORMCHECKBOX �� The Guru  	� FORMCHECKBOX �� Engineering	� FORMCHECKBOX �� Engineering and Marketing 								Score:		



3.	Marketing is defined as: (circle one)

	A.  Sales and Promotion

	B.	Identifying Future Markets and Customers

	C.	Interaction Between Engineers and Customers

	D.	Guiding the Adaptation Process of Products to market

	E.	Relationship Building			Score:		



4.	Advertising can create markets for complex products

	� FORMCHECKBOX �� Agree	� FORMCHECKBOX �� Disagree			Score:		



5.	A company’s position can be best defined by a good, crisp slogan.

	� FORMCHECKBOX �� Agree	� FORMCHECKBOX �� Disagree			Score:		



6.	Incremental product improvements and innovation is the prescription for success.

	� FORMCHECKBOX �� Agree	� FORMCHECKBOX �� Disagree			Score:		



7.	A company’s financial position has little or nothing to do with the company’s market position.

	� FORMCHECKBOX �� Agree	� FORMCHECKBOX �� Disagree			Score:		



8.	Which of the following is the most credible (and therefore, the most effective) communication method for establishing a new product?  (circle one)

	A.	Advertising

	B.	Direct Mail

	C.	Sales Calls

	D.	Seminars

	E.	Word of Mouth			Score:		



9.	Being first to market assures a leadership position.

	� FORMCHECKBOX �� Agree	� FORMCHECKBOX �� Disagree			Score:		

	

10.	Niche markets are more difficult to support than general purpose, broad markets.

	� FORMCHECKBOX �� Agree	� FORMCHECKBOX �� Disagree			Score:		



11.	Leadership companies don’t seek niche markets because return on investment and profitability are much lower there than can be achieved in the broad marketplace.

	� FORMCHECKBOX �� Agree	� FORMCHECKBOX �� Disagree			Score:		



12.	A good advertising or marketing communications objective is to increase sales X percent over the previous year’s sales.

	� FORMCHECKBOX �� Agree	� FORMCHECKBOX �� Disagree			Score:		



							Total:		

�Marketing IQ Answers



1.	The ideal marketing plan comes about by having one eye on advances in technology, and one eye on the market.  It takes experienced insight and judgment to assess the capabilities of the technology and the opportunities of the marketplace.

	True (0 pts)	False (5 pts)



2.	The size of the company often dictates who makes product decisions.  As more than one product emerges, it is necessary to have in place a process of checks and balances in order to assure that the market has its say.

	Guru (1 pt)	Engineering (2 pts)	Engineering and Marketing (4 pts)



3.	There are many ways to define marketing, but no doubt the most valuable way of defining marketing is as “relationship building.”  If marketing people build solid relationships, then their knowledge of the customer and communication with the customer is a constant value.  The same holds true with dealer, distributor, media, and engineering relationships.

	A.  Sales and Promotion (0 pts)

	B.	Identifying Future Markets and Customers (0 pts)

	C.	Interaction Between Engineers and Customers (2 pts)

	D.	Guiding the Adaptation Process of Products to market (4 pts)

	E.	Relationship Building (5 pts)



4.	Complex products and most services are best sold by word of mouth and a reference strategy.  Advertising can build awareness, but it can rarely communicate the same level of confidence as delivered by a reference system.

	Agree (0 pts)	Disagree (2 pts)



5.	A great deal of money is wasted in both producing and promoting slogans.  Studies show that few slogans are even remembered or correctly associated with the right company.  A position is something your customers see in you, not something you want to be.

	Agree (0 pts)	Disagree (2 pts)



6.	If you bring out products that the market wants, you are in a position to continually innovate.  Product improvement and innovation is a leading indicator of success.

	Agree (0 pts)	Disagree (2 pts)



7.	A poor financial position sends signals to the market.  Corporate visibility, even for non-public companies, is very high. Poor financial performance raises concerns about the future of the company, the competitiveness of its products, and the quality of its management.

	Agree (0 pts)	Disagree (3 pts)



�8.	Professional services have used word of mouth because trust and confidence are of primary importance.  When the product or service is central to the strategy and performance of the customer, confidence and trust are the two most important assets one can convey, especially in highly competitive markets involving many players and lots of activity.  Those two qualities can be communicated only through an experience-based reference system.

	A.	Advertising (0 pts)

	B.	Direct Mail (0 pts)

	C.	Sales Calls (2 pts)

	D.	Seminars (2 pts)

	E.	Word of Mouth (5 pts)



9.	Pioneers still get arrows in their backs.  Being first to market is an advantage if technology leadership can be maintained for some time, if the company has the resources to develop and support the market, and if it continues to innovate.  But being first to market is no guarantee of success.

	Agree (0 pts)	Disagree (3 pts)



10.	While niche markets are often thought of as safe havens, they are, in fact, more demanding.  Customer needs must be met and supported more precisely and the reference system must be tightly coupled, so your reputation is of prime importance.

	Agree (3 pts)	Disagree (0 pts)



11.	Studies show that companies achieving leadership in niche markets have a higher return on investment and profitability than those going for market share in established, broad markets.

	Agree (0 pts)	Disagree (3 pts)



12.	The purpose of advertising is to achieve awareness.  Unfortunately, awareness is not synonymous with behavior change.  The expectation that advertising or public relations can manipulate the potential buyer is like putting all the emphasis on the component rather than on the system.

	Agree (0 pts)	Disagree (3 pts)





Score: 35 - 40	Marketing Genius

Score: 30 - 35	Marketing Champion

Score: 25 - 30	No Cigar

Score: < 25	Lots of Room to Grow




