Quick Guidelines for Marketing Component Exam in Entrepreneurship MBA 622
You may identify, define, and/or explain any number of terms we’ve covered (samples).

Creative Destruction (Schumpeter)

Going to Gemba (Japanese, and Glen Mazur)
Segmentation (and Person x Situation Segmentation)

The Value Relationship

Customer Product Preference Space

Strategic, Tactical, and Value Elements (Kartajaya) – by element and components
Product Life Cycle

Diffusion of Innovation and Adapter Categories
OODA Decision Loop

Making a snowmobile

Planning perspectives – Evolutionary, Entrepreneurial, and Ideological

ALL of the ‘P’s’ – not discussed completely (posted)

The Kartajaya sequence of marketing eras

The demand function

Quality Functional Deployment

The FIT Planning Matrix (Dickson)

Environmental Report

Tactical, Operational, and Strategic levels of thinking

etc.

You will be asked to write two essays in response to three questions offered – examples

Why do we write a business plan? What should it have in it and why?

How does QFD relate to the quality of a product? Give examples in some detail.

Explain the planning process using the FIT matrix.

Discuss Kartajaya’s concept of STV.

Discuss the creative destruction of the marketplace. 

If Cyrus McCormick didn’t really invent the reaper, what did he do?

Discuss the idea that if nothing is wrong is anything right and relate to Taguchi and Kano

Discuss ‘crossing the chasm’ using (a) product(s) you are familiar with

Discuss the Information/Knowledge Model of the Firm

Discuss E=kMC2
Discuss due diligence and how it relates to success and failure

With some specificity and depth, what is marketing?

How does “soft” marketing relate to “hard” financial cash budgeting?

Explain L&W’s comment that “the marketing plan is an operational document” and discuss

   whether this resolves the tension between McCarthy’s ‘strategic’ 4P’s and Kartajaya’s view

How do the L&W text and DeThomas text proposed marketing plans differ?

What is a market analysis? A sales forecast?

Discuss segmentation as a concept, and the criteria that establish a basis for segmentation.

From L&W Ch 5, what are the various ways to describe and discuss a ‘customer.’ 

Who is a competitor and what is the best way to compare your firm to its competitors?

Keeping in mind Mick Kolassa’s contribution to the class, how does price relate to the PLC?

Discuss the design of a product for a segment based upon our topics discussed in class. 

What are, and what are the relationship among, the Demand Function, the Consumer Product

    Preference Space, and Person x Situation Segmentation?

