Subject: KEY 100 TERMS FOR MARKETING

 

Hello Everyone,
 

There are many important terms that you should know.  I have tried to limit my list to the top 100 or so terms used in marketing.  Almost all will be on the exam.  I know there are a large number of terms but make sure that you know what they mean and you should do well.  There are more terms for you to know (see terms in red in the beginning of each chapter in my online notes). You are responsible for all the terms, not just the 100 or so listed here.
 

Marketing concept
marketing mix -- 4 Ps
marketing myopia
marketing strategy
target market
demarketing
general demarketing, selective demarketing
social marketing
relationship marketing
convenience goods, shopping goods, specialty goods
environmental marketing
price discrimination (Robinson-Patman Act)
FTC
FDA
CPSC
psychographics --AIO
perception
classical conditioning
stimulus generalization
contiguity (association)
instrumental conditioning
reinforcement
perceived risk --social risk, psychological risk, etc.
innovator, laggard
New Product Adoption Model (adoption process)
opinion leader, buzz marketing
reference group
social class --UU, UL, etc.
compatibility, complexity, trialability, etc.
demographics
family life cycle
niche marketing
ethnic marketing
market segmentation
benefit segmentation
mission statement
marketing plan
market penetration
market development, product development
cash cow, stars, dogs,..
sales forecasting
marketing information system
symptom vs. problem in marketing research
problem of low rate of response 
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idea generation
concept test
product test
test market
simulated test market
segmented pricing
break-even point
inelastic and elastic
line extension and brand extension
peak-user pricing
segmentation pricing
vertical marketing system--contractual, administered, corporate
logistics (physical distribution)
total cost approach to physical distribution
multiple distribution -- using several channels of distribution
direct marketing
e-commerce
measurable response
sales promotion and trade promotion
advertising specialty
publicity
CPM
full-service wholesaler
rack jobber
manufacturer's agent
scrambled merchandising
wheel of retailing theory
AIDA
selectivity
product positioning
selling formula approach, need satisfaction approach, prepared sales presentation
order getter and order taker
support salespeople
prospecting
backward invention
exporting, licensing, joint venture, contract management, etc.
Corporate social responsibility, business ethics
 

