
Quiz 3 ( on Chapter 5 - Bygrave, W. & Zacharakis , A. (2011). Entrepreneurship, New York: Wiley) 
Entrepreneurship (Dana T. Redford, Nova SBE)  
 

 

1. Guerrilla marketing consists of activities that are non-traditional, grassroots, and 

captivating, which gain consumers' attention and build awareness of the company. 
(1/20) 
Choose: True or False 

 

 

2. Brand equity is always a positive influence for your company. (1/20) 

Choose: True or False 

  

 

3. Entrepreneurs market to which of the following audiences? (2/20) 

A. Investors 

B. Business partners 

C. Customers 

D. Employees 

E. All of the above 
 

 

 

4. Positioning describes a company's offering relative to the product attributes that are 

most important to whom? (2/20) 

A. Investors 

B. Shareholders 

C. Competitors 

D. Customers 

E. Marketers 
 

 

 

5. A positioning statement has which of the following: (2/20) 

A. Target group and need 

B. Brand and concept 

C. Point of difference 

D. All of the above 

E. None of the above 
 

 

 

 

 



6. Why must a company continue new product development even after launching a 

successful product into the market? (2/20) 

A. To gain an advertising advantage 

B. Competition 

C. To keep the firm profitable 

D. To ensure maturity in the market 

E. Both B & C 
 

 

 

7. The attractiveness of a market segment is related to its size, growth rate, and 

___.(2/20) 

A. cost 

B. price 

C. competitive advantage 

D. potential profit 

E. none of the above 
 

 

8. ______ are key marketing dimensions that set the strategic framework. (2/20) 

A. Segmentation, targeting, and positioning 

B. Price, Promotion and Product 

C. Global Brand Awareness 

D. Price setting 

E. None of the above 
 

 

Short questions (please do not exceed the lines) 

9. What are the “4 P's” of marketing, and which activities define them? (3/20) 

    The “4 P's” of marketing are: product, price, place, and promotion. 

•     The process of acquiring and retaining customers is at the core of marketing. Entrepreneurs must 

create the offer (design the product and set the price), take the offer to the market (place and distribution), 

and, at the same time, tell the market about the offer (promotion). 

 

10. Why is the marketing done by entrepreneurs different from marketing done by 

established companies? (3/20 

Entrepreneurial marketing is different from marketing done by established companies for a number of 

reasons: 

•     First, entrepreneurial companies typically have limited resources – both financial limitations and time 

constraints. 

•     Entrepreneurs have little or no market share and a confined geographic market. As a result, they enjoy 

few economies of scale. 

•     Not only is market information limited, but decision-making can be muddled by strong, personal 

biases and beliefs. Early-stage companies often stumble in their marketing because of a product focus that 

is excessively narrow. 



•     Entrepreneurs market to multiple audiences: investors, customers, employees, and business partners. 

Because none of these bonds is well established for early stage companies, entrepreneurs must be both 

customer-oriented and relationship-oriented. 


