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Chapter 01 What Is CB and Why Should I Care? 
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1. What is consumer behavior defined as? 

  a.  The study of marketing strategies used by businesses 

  b.  The set of value-seeking activities that take place as people go about addressing real needs 

  c.  The process of manufacturing products for consumer markets 

  d.  The analysis of economic trends in retail environments 

ANSWER:  b 

RATIONALE:  Consumer behavior encompasses the psychological and behavioral processes 
consumers engage in when seeking to fulfill their needs through value-creating 
activities. 
 
FEEDBACK:  

a. Incorrect. Consumer behavior focuses on consumers' actions and decision-making 
processes, not on the marketing strategies businesses use. 
b. Correct. Consumer behavior is the set of value-seeking activities people engage in 
as they work to satisfy their needs and wants. 
c. Incorrect. Manufacturing involves producing goods, whereas consumer behavior 
examines how consumers choose, use, and evaluate them. 
d. Incorrect. Economic trend analysis studies market conditions, not the behaviors 
and decisions of individual consumers. 
 
 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Remember 

DIFFICULTY LEVEL:       Easy  
 

 

2. How does consumption differ from simply purchasing a product? 

  a.  Consumption only involves buying expensive items. 

  b.  Consumption is the process by which consumers use goods, services, or ideas and transform the experience 
into value. 

  c.  Consumption refers to the marketing activities of businesses. 

  d.  Consumption is limited to physical products only. 

ANSWER:  b 

RATIONALE:  Consumption extends beyond the purchase transaction to include the entire process 
of using and extracting value from products, services, or ideas. 
 
FEEDBACK:  

a. Incorrect. Consumption is not limited to expensive purchases; it refers to how 
consumers use and experience offerings regardless of their cost. 
b. Correct. Consumption is the process by which consumers use goods, services, or 
ideas and transform the experience into value. 
c. Incorrect. Marketing activities are carried out by businesses, whereas 
consumption focuses on consumers' use and experiences. 
d. Incorrect. Consumption includes goods, services, and ideas, not just physical 
products. 
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REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

3. A consumer purchases a Samsung Galaxy Series 7 Smartwatch and uses fitness apps to monitor daily activity, which 
motivates them to exercise more. This scenario best demonstrates which concept? 

  a.  The basic consumption process where use creates value beyond the initial purchase 

  b.  The marketing strategy of product differentiation 

  c.  The economic principle of supply and demand 

  d.  The psychological concept of brand loyalty 

ANSWER:  a 

RATIONALE:  This example illustrates how consumption involves transforming a product into 
value through use, where the smartwatch enables lifestyle changes that create 
additional benefits beyond the device itself. 
 
FEEDBACK:  

a. Correct. This scenario shows that consumption creates value through use, as the 
smartwatch helps motivate healthier habits beyond the initial purchase. 
b. Incorrect. Product differentiation refers to how companies distinguish their 
products from competitors, not how consumers derive value from using them. 
c. Incorrect. Supply and demand explains market pricing and availability, not the 
personal benefits gained through product use. 
d. Incorrect. Brand loyalty involves a consumer's preference for repeatedly choosing 
the same brand, which is not the main concept illustrated in this example. 
 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

4. A consumer finds commuting to work using public transportation increasingly difficult. After considering ways to 

make the trip more convenient, they decide to purchase a bicycle. Which consumer behavior concept is illustrated by this 
scenario? 
 

  a.  The transformation of a general need into a specific desire for addressing that need 

  b.  The influence of advertising on consumer decision-making 

  c.  The economic concept of opportunity cost in purchasing 

  d.  The psychological process of brand preference formation 

ANSWER:  a 

RATIONALE:  A want represents the specific way a consumer chooses to address a recognized 
need, showing how abstract needs become concrete desires for particular solutions. 
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FEEDBACK:  

a. Correct. The scenario shows how consumers move from recognizing an unmet 
need to identifying a specific way to satisfy it. 
b. Incorrect. The example does not indicate that advertising influenced the 
consumer's decision. 
c. Incorrect. Opportunity cost involves evaluating the benefits of alternatives 
forgone, which is not the concept illustrated here. 
d. Incorrect. Brand preference refers to favoring one brand over another, but no 
brand choice is involved in this scenario. 
 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

5. Why does the chapter suggest that consumer behavior creates a chain reaction that affects society beyond the individual 
consumer? 

  a.  Because consumer purchases trigger production, employment, and economic activity that impacts multiple 
industries and people 

  b.  Because consumers always make rational decisions based on economic principles 

  c.  Because marketing campaigns influence all consumers in the same way 

  d.  Because government regulations control all consumer spending patterns 

ANSWER:  a 

RATIONALE:  Consumer decisions create ripple effects throughout the economy, as purchases lead 
to restocking, manufacturing, employment, and further economic activity that 
extends far beyond the original consumer. 
 

FEEDBACK:  

a. Correct. Consumer purchases stimulate production, jobs, and economic activity 
that affect society beyond the individual.  
b. Incorrect. Consumers do not always make purely rational decisions.  
c. Incorrect. Marketing does not influence all consumers in the same way.  
d. Incorrect. Government regulations do not control all consumer spending patterns. 
 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Analyze 

DIFFICULTY LEVEL:       Moderate  
 

 

6. What is consumer orientation in business? 

  a.  A way of doing business that prioritizes consumer value and satisfaction above all other concerns 

  b.  A marketing strategy focused solely on increasing sales volume 

  c.  A business approach that emphasizes cost reduction over quality 

  d.  A management philosophy that focuses on employee satisfaction 
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ANSWER:  a 

RATIONALE:  Consumer orientation represents a business philosophy where all actions and 
decisions are made with consumer value and satisfaction as the primary 
consideration. 
 
FEEDBACK:  

a. Correct. Consumer orientation means prioritizing consumer value and satisfaction 
in all business decisions. 
b. Incorrect. It focuses on meeting consumer needs, not simply increasing sales. 
c. Incorrect. Consumer orientation emphasizes customer value rather than cost 
reduction alone. 
d. Incorrect. Employee satisfaction is important but is not the primary focus of 
consumer orientation. 
 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Remember 

DIFFICULTY LEVEL:       Easy  
 

 

7. Why do DMV offices typically provide poorer customer service compared to restaurants? 

  a.  DMV employees are less trained than restaurant staff. 

  b.  DMV offices operate with little competitive pressure and captive audiences who must return regardless of 
service quality. 

  c.  DMV offices have larger customer volumes than restaurants. 

  d.  Government regulations prevent DMV offices from improving service. 

ANSWER:  b 

RATIONALE:  DMV offices face minimal competitive pressure because consumers have no 
alternative providers and must return for required services, reducing incentives to 
provide excellent customer service. 
 
FEEDBACK:  

a. Incorrect. The chapter does not suggest that DMV employees receive less training 
than restaurant staff. 
b. Correct. DMV offices face little competitive pressure because consumers have 
limited alternatives and must return for required services regardless of service 
quality. 
c. Incorrect. Higher customer volume alone does not explain differences in customer 
service quality. 
d. Incorrect. Government regulations may shape operations, but they do not prevent 
DMV offices from improving customer service. 
 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
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8. A restaurant in New York City with over 1,000 Italian restaurants as competitors decides to create a comfortable 
lounge area for waiting customers. This decision best illustrates which concept? 

  a.  How competitive pressure drives businesses to enhance customer value and experience 

  b.  The importance of government regulation in business operations 

  c.  The role of technology in modern restaurant management 

  d.  The impact of demographic changes on business strategy 

ANSWER:  a 

RATIONALE:  In highly competitive markets, businesses must differentiate themselves by 
providing superior customer experiences to attract and retain customers who have 
many alternatives. 
 
FEEDBACK:  

a. Correct. In a highly competitive market, businesses enhance customer value and 
experiences to attract and retain customers. 
b. Incorrect. The scenario highlights competition-driven service improvements, not 
government regulation. 
c. Incorrect. The decision focuses on improving the customer experience rather than 
using technology. 
d. Incorrect. The example emphasizes responding to competition, not demographic 
changes. 
 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

9. When some states outsource DMV operations to private companies and service improves, what does this demonstrate? 

  a.  Private companies have better technology than government agencies. 

  b.  Competition and the need to satisfy customers drives better service delivery. 

  c.  Government employees are inherently less capable than private employees. 

  d.  Privatization always results in lower costs for consumers. 

ANSWER:  b 

RATIONALE:  Private companies improve DMV service because they must satisfy their 
government customers or risk losing contracts, creating competitive pressure that 
drives better performance. 
 
FEEDBACK:  
a. Incorrect. The improvement is attributed to competitive pressure, not necessarily 
superior technology. 
b. Correct. Competition and the need to satisfy customers encourage organizations 
to provide better service. 
c. Incorrect. Government employees are not inherently less capable than private 
employees. 
d. Incorrect. Privatization does not always lead to lower consumer costs; the 
example focuses on service quality improvements. 
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REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

10. How does relationship marketing benefit both businesses and consumers? 

  a.  It reduces advertising costs while providing consistent service experiences. 

  b.  It focuses on repeat business, making customers less costly to serve while providing ongoing value. 

  c.  It eliminates the need for competitive pricing strategies. 

  d.  It allows businesses to charge premium prices for standard services. 

ANSWER:  b 

RATIONALE:  Relationship marketing creates mutual benefits by reducing customer acquisition 
costs for businesses while providing consistent value and service quality for 
consumers over time. 
 

FEEDBACK:  
a. Incorrect. Although it may reduce some marketing costs, the primary benefit is 
building long-term customer relationships that create mutual value. 
b. Correct. Relationship marketing emphasizes repeat business, reducing customer 
acquisition costs while providing consumers with ongoing value and consistent 
service. 
c. Incorrect. Businesses still need competitive pricing strategies even when 
practicing relationship marketing. 
d. Incorrect. Relationship marketing focuses on building long-term customer value 
and loyalty, not facilitating premium pricing for standard services. 
 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

11. According to resource-advantage theory, why do companies succeed or fail? 

  a.  Companies succeed by acquiring more resources from consumers and using those resources to gain 
advantages in physical and intellectual capital. 

  b.  Companies succeed primarily through government support and regulatory advantages. 

  c.  Companies succeed by focusing exclusively on cost reduction and efficiency. 

  d.  Companies succeed through aggressive marketing campaigns and brand recognition. 

ANSWER:  a 

RATIONALE:  Resource-advantage theory explains that business success depends on effectively 
obtaining consumer resources and converting them into competitive advantages 
through improved capabilities. 
 

FEEDBACK:  
a. Correct. Resource-advantage theory suggests that companies succeed by acquiring 
resources through consumer exchanges and using them to build advantages in 
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physical and intellectual capital. 
b. Incorrect. The theory emphasizes competitive resource use rather than 
government support or regulatory advantages. 
c. Incorrect. Cost reduction and efficiency alone do not explain success under 
resource-advantage theory. 
d. Incorrect. Marketing and brand recognition can contribute to success, but the 
theory focuses on how firms develop and leverage valuable resources and 
capabilities. 
 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Remember 

DIFFICULTY LEVEL:       Easy  
 

 

12. What is the key difference between a product's attributes and what consumers actually purchase? 

  a.  Attributes are physical features, while consumers purchase the valuable benefits those attributes enable. 

  b.  Attributes are more expensive, while consumers prefer cheaper alternatives. 

  c.  Attributes are tangible, while consumers only buy intangible services. 

  d.  Attributes are manufactured, while consumers create their own products. 

ANSWER:  a 

RATIONALE:  Consumers don't pay for physical components but rather for the benefits and value 
that those attributes provide, such as convenience, status, or functionality. 
 

FEEDBACK:  
a. Correct. Product attributes are the features of a product, but consumers ultimately 
purchase the benefits and value those attributes provide. 
b. Incorrect. The distinction is based on benefits versus features, not on differences 
in cost. 
c. Incorrect. Consumers purchase both tangible products and intangible services; the 
key difference is the value derived from attributes. 
d. Incorrect. Consumers do not create their own products; they purchase products for 
the benefits the attributes enable. 
 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

13. A patient pays $6,000 for orthodontic treatment with braces. According to the chapter's perspective, what is the 
patient really buying? 

   a. Metal brackets, wires, adhesive materials, and dental equipment used during treatment 
b. Benefits such as improved oral health, enhanced appearance, greater self-confidence, and a better quality of 
life 
c. Advanced orthodontic technology and the clinical techniques used by the orthodontist 
d. Follow-up appointments and access to customer support throughout the treatment process 
 

ANSWER:  b 
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RATIONALE:  Consumers purchase the valuable benefits and experiences that products provide, 
not the physical components themselves, which explains why they're willing to pay 
premium prices. In this case, the patient is seeking outcomes such as a healthier 
smile, improved appearance, and increased confidence, not simply the materials and 
procedures involved in the treatment. 
 
FEEDBACK:  
a. Incorrect. Patients are not primarily paying for the brackets, wires, and equipment 
used in the treatment process. 
b. Correct. The patient is purchasing the valuable benefits of orthodontic treatment, 
including improved oral health, enhanced appearance, and greater self-confidence. 
c. Incorrect. The technology and techniques enable the service but are not the core 
benefits the patient seeks. 
d. Incorrect. Follow-up care contributes to the overall experience, but it is not the 
primary reason for purchasing orthodontic treatment. 
 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

14. How did consumer behavior influence society's treatment of smoking from the 1970s to today? 

  a.  Government regulations alone changed smoking behavior without consumer input. 

  b.  Changing consumer attitudes toward smoking as non-value-producing led to policy changes and social 
restrictions. 

  c.  Medical research was the only factor that influenced smoking policies. 

  d.  Economic factors made cigarettes too expensive for most consumers. 

ANSWER:  b 

RATIONALE:  Consumer behavior shapes society as changing consumer perceptions of smoking's 
value led to policy changes, demonstrating how consumer attitudes influence social 
norms and regulations. 
 
FEEDBACK:  
a. Incorrect. Government regulations contributed to the decline in smoking, but 
changing consumer attitudes played a critical role in driving those changes. 
b. Correct. As consumers increasingly viewed smoking as harmful and lacking 
value, their changing attitudes influenced social norms, public policies, and 
restrictions on smoking. 
c. Incorrect. Medical research informed public understanding, but broader shifts in 
consumer perceptions and behavior also shaped smoking policies. 
d. Incorrect. Although price can affect consumption, the major change resulted from 
evolving consumer attitudes and societal values rather than affordability alone. 
 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Apply 
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DIFFICULTY LEVEL:       Moderate  
 

 

15. Why is understanding consumer behavior important for policymakers beyond just business applications? 

  a.  Consumer behavior determines the type of society we live in and provides input for effective public policy 
decisions. 

  b.  Policymakers need to understand consumer behavior only for taxation purposes. 

  c.  Consumer behavior research helps policymakers predict election outcomes. 

  d.  Understanding consumer behavior allows policymakers to control market prices. 

ANSWER:  a 

RATIONALE:  Consumer behavior shapes societal customs, manners, and rituals, making it 
essential for policymakers to understand these patterns when creating laws and 
regulations that affect how people live. 
 

  FEEDBACK:  
a. Correct. Consumer behavior influences social norms, customs, and public 
priorities, providing policymakers with valuable insights for developing effective 
laws and policies. 
b. Incorrect. Policymakers use consumer behavior insights for many purposes 
beyond taxation, including health, safety, and consumer protection initiatives. 
c. Incorrect. Although consumer behavior may offer indirect insights, its primary 
policy value is not predicting election outcomes. 
d. Incorrect. Understanding consumer behavior does not give policymakers the 
ability to control market prices; instead, it helps them make informed policy 
decisions. 
 

REFERENCES: 

LEARNING OBJECTIVES:  

 Chapter 1, Section 1-3 
 CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Analyze 

DIFFICULTY LEVEL:       Moderate  
 

 

16. What is interpretive research in consumer behavior? 

  a.  Research that uses statistical analysis to predict consumer purchasing patterns 

  b.  Research that seeks to explain the inner meanings and motivations associated with specific consumption 
experiences 

  c.  Research that focuses on measuring sales data and market trends 

  d.  Research that examines only the economic aspects of consumer decisions 

ANSWER:  b 

RATIONALE:  Interpretive research focuses on understanding the deeper meanings and motivations 
behind consumer behavior rather than just measuring observable outcomes. 
 
FEEDBACK:  
a. Incorrect. Statistical analysis to predict purchasing patterns is more characteristic 
of quantitative research than interpretive research. 
b. Correct. Interpretive research seeks to understand the deeper meanings, 
experiences, and motivations that shape consumer behavior. 
c. Incorrect. Measuring sales data and market trends focuses on observable 
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outcomes rather than the meanings consumers attach to consumption experiences. 
d. Incorrect. Interpretive research examines psychological, social, and cultural 
influences, not just the economic aspects of consumer decisions. 
 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Remember 

DIFFICULTY LEVEL:       Easy  
 

 

17. How do qualitative and quantitative research approaches differ in consumer behavior studies? 

  a.  Qualitative research uses structured questionnaires, while quantitative research uses open interviews. 

  b.  Qualitative research gathers unstructured data requiring interpretation, while quantitative research uses 
numerical measurement and analysis. 

  c.  Qualitative research is always more accurate than quantitative research. 

  d.  Qualitative research focuses only on economic factors, while quantitative research examines psychological 
factors. 

ANSWER:  b 

RATIONALE:  The key distinction lies in data structure and analysis methods, with qualitative 
research requiring researcher interpretation of unstructured responses and 
quantitative research using numerical analysis. 
 
FEEDBACK:  
a. Incorrect. Structured questionnaires are more commonly associated with 
quantitative research, while qualitative research often uses open-ended methods. 
b. Correct. Qualitative research collects unstructured data that require interpretation, 
whereas quantitative research relies on numerical measurement and statistical 
analysis. 
c. Incorrect. Neither approach is inherently more accurate; each is suited to different 
research objectives. 
d. Incorrect. The difference between qualitative and quantitative research lies in 
their methods of data collection and analysis, not in the specific factors they 
examine. 
 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

18. A researcher conducts casual interviews with Uber riders to understand their social experiences during rides. This 
approach best represents which research method? 

  a.  Quantitative survey research using structured questionnaires 

  b.  Phenomenological research studying consumption as a lived experience 

  c.  Statistical analysis of ride-sharing usage patterns 

  d.  Experimental research manipulating variables in controlled settings 

ANSWER:  b 

RATIONALE:  Phenomenological research relies on casual interviews to understand the lived 
experiences of consumers, making it ideal for exploring social and experiential 
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aspects of consumption. 
 
FEEDBACK:  
a. Incorrect. Quantitative survey research typically relies on structured 
questionnaires and numerical data rather than open-ended conversations. 
b. Correct. Phenomenological research uses methods such as casual interviews to 
understand consumers' lived experiences and the meanings they attach to them. 
c. Incorrect. Statistical analysis examines numerical patterns and trends, not the 
subjective experiences of Uber riders. 
d. Incorrect. Experimental research involves manipulating variables in controlled 
environments, which is not reflected in casual interviews exploring rider 
experiences. 
 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

19. Researchers analyze discussion posts in online parenting forums and Facebook groups for new parents to understand 
how members choose infant nutrition products and baby care brands. Which approach are they using? 

   a. Traditional ethnography 
b. Netnography 
c. Quantitative analysis 
d. Phenomenological research 
 

ANSWER:  b 

RATIONALE:  Netnography specifically adapts ethnographic methods to study virtual communities 
and online interactions, making it perfect for analyzing social media behavior 
patterns. 
 
FEEDBACK:  
a. Incorrect. Traditional ethnography typically involves observing consumers in 
physical settings rather than virtual communities. 
b. Correct. Netnography applies ethnographic techniques to study behaviors and 
interactions within online communities. 
c. Incorrect. Quantitative analysis focuses on numerical data rather than 
understanding community interactions and discussions. 
d. Incorrect. Phenomenological research explores individuals' lived experiences 
through direct interaction rather than analyzing online community content. 
 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

20. Why are quantitative research results considered less researcher-dependent than qualitative research results? 

  a.  Quantitative research always uses larger sample sizes than qualitative research. 

  b.  Quantitative research produces numerical data that remains consistent regardless of who analyzes it. 
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  c.  Quantitative research is more expensive and therefore more reliable. 

  d.  Quantitative research only studies observable behaviors rather than attitudes. 

ANSWER:  b 

RATIONALE:  Numerical data provides objective measurements that don't change based on 
researcher interpretation, unlike qualitative data which requires subjective analysis 
and interpretation. 
 
FEEDBACK:  
a. Incorrect. Sample size does not determine whether findings are more or less 
dependent on researcher interpretation. 
b. Correct. Quantitative research produces numerical data that can be analyzed 
consistently, making the results less dependent on who interprets them. 
c. Incorrect. The cost of conducting research does not determine its objectivity or 
reliability. 
d. Incorrect. Quantitative research can examine both observable behaviors and 
attitudes using numerical measures. 
 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

21. What does the term 'big data' represent in consumer behavior research? 

  a.  Large physical storage devices used by companies 

  b.  Massive amounts of data from multiple sources that can potentially predict customer behaviors 

  c.  Complex mathematical formulas used in market research 

  d.  High-resolution images and videos used in advertising 

ANSWER:  b 

RATIONALE:  Big data encompasses the vast quantities of information collected from various 
sources that companies can analyze to understand and predict consumer behavior 
patterns. 
 
FEEDBACK:  
a. Incorrect. Big data refers to large volumes of information, not physical storage 
devices. 
b. Correct. Big data consists of massive amounts of information from multiple 
sources that can be analyzed to understand and predict consumer behaviors. 
c. Incorrect. Big data is not defined by mathematical formulas, although analytical 
techniques may be used to interpret it. 
d. Incorrect. While images and videos can be part of big data, the term refers more 
broadly to extensive datasets collected from diverse sources. 
 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5 - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Remember 

DIFFICULTY LEVEL:       Easy  
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22. How has machine learning changed marketing and consumer behavior interactions? 

  a.  Machine learning has eliminated the need for human marketers entirely. 

  b.  Machine learning automates tasks like email campaigns, social media advertising, and customer service 
through chatbots. 

  c.  Machine learning only affects manufacturing processes, not consumer interactions. 

  d.  Machine learning has made marketing more expensive and less effective. 

ANSWER:  b 

RATIONALE:  Machine learning has revolutionized marketing by automating many consumer-
facing activities, from personalized communications to customer service interactions 
through AI-powered systems. 
 

FEEDBACK:  
a. Incorrect. Machine learning supports marketers by automating tasks, but it has not 
eliminated the need for human decision-making and strategy. 
b. Correct. Machine learning automates activities such as personalized email 
campaigns, social media advertising, and customer service through chatbots, 
enhancing consumer interactions. 
c. Incorrect. Machine learning influences many aspects of consumer interactions and 
marketing, not just manufacturing processes. 
d. Incorrect. Machine learning is generally used to improve efficiency and 
effectiveness rather than make marketing more expensive and less effective. 
 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5 - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

23. An online fitness platform uses members' workout histories, fitness goals, and activity data to generate personalized 
exercise plans and training recommendations for each subscriber. This approach best illustrates which marketing strategy? 
   

  a. Undifferentiated marketing 
b. One-to-one marketing 
c. Differentiated marketing 
d. Niche marketing 
 

ANSWER:  b 

RATIONALE:    
By using individual customer data to create customized workout plans and 
recommendations, the fitness platform provides a unique experience tailored to each 
subscriber's needs and preferences. This is characteristic of one-to-one marketing. 
 
FEEDBACK:  

a. Incorrect. Undifferentiated marketing offers the same product or message to all 
consumers rather than tailoring experiences to individuals. 
b. Correct. One-to-one marketing uses individual consumer data to create 
personalized experiences for each customer. 
c. Incorrect. Differentiated marketing targets broader market segments rather than 
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customizing offerings for each individual consumer. 
d. Incorrect. Niche marketing focuses on a specialized group of consumers rather 
than delivering unique experiences to each customer. 
 

REFERENCES:  Chapter 1, Section 1-3  

LEARNING OBJECTIVES:  CB.HARR.27.1.3 -. Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

24. A consumer uses Airbnb to rent a room instead of buying a vacation home. This behavior exemplifies which trend? 

  a.  The sharing economy where temporary usage replaces traditional ownership 

  b.  The decline of the hospitality industry due to technology 

  c.  The increase in consumer debt and financial instability 

  d.  The shift toward luxury consumption and premium experiences 

ANSWER:  a 

RATIONALE:  Airbnb represents the sharing economy trend where consumers prefer temporary 
access to goods and services rather than permanent ownership, driven by 
convenience and cost considerations. 
 
FEEDBACK:  
a. Correct. Airbnb exemplifies the sharing economy, where consumers choose 
temporary access to accommodations instead of owning a vacation property. 
b. Incorrect. The scenario reflects changing consumption patterns, not the decline of 
the hospitality industry. 
c. Incorrect. There is no indication that debt or financial instability influenced the 
consumer's decision. 
d. Incorrect. The example focuses on access over ownership rather than a preference 
for luxury experiences. 
 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5 - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

25. Why has JD.com invested in JD MALL physical stores despite its success as an e-commerce retailer selling 
everything from groceries to electronics? 

  a.  Physical stores are always more profitable than online sales. 

  b.  Virtual and real shopping experiences provide different types of value, and physical presence can enhance 
overall customer value. 

  c.  Government regulations require online retailers to have physical locations. 

  d.  Physical stores are necessary only for handling customer returns and complaints. 

ANSWER:  b 

RATIONALE:  JD.com recognizes that while online shopping offers convenience, customers also 
value the ability to experience products firsthand, receive expert assistance, and 
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enjoy immediate product interaction. Integrating physical stores with its digital 
platform enhances the overall customer experience. 
 
FEEDBACK:  

a. Incorrect. Physical stores are not automatically more profitable than online 
channels; companies use both to meet different customer needs.  
b. Correct. Online and in-store shopping provide distinct benefits, and combining 
them creates greater customer value.  
c. Incorrect. There is no general requirement for e-commerce companies to operate 
physical stores.  
d. Incorrect. Physical stores serve broader purposes than returns and complaints, 
including product demonstrations, personalized service, and experiential shopping.  
 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5  - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Analyze 

DIFFICULTY LEVEL:       Moderate  
 

 

26. Marriott International operates multiple hotel brands, including The Ritz-Carlton, JW Marriott, Courtyard by Marriott, 
Fairfield Inn, and Moxy Hotels, each designed to appeal to different types of travelers and budgets. This strategy 
represents which approach?  
 

  a.  Undifferentiated marketing  

  b.  Differentiated marketing  

  c.  Niche marketing  

  d.  One-to-one marketing  

ANSWER:  b 

RATIONALE:  Marriott uses a portfolio of distinct hotel brands to meet the needs of different 
customer segments, such as luxury travelers, business travelers, and budget-
conscious guests, illustrating a differentiated marketing strategy. 
 
FEEDBACK:  
a. Incorrect. Undifferentiated marketing offers essentially the same product to the 
entire market rather than tailoring offerings to different segments.  
b. Correct. Differentiated marketing involves targeting multiple segments with 
unique brands or offerings designed to meet their specific needs.  
c. Incorrect. Niche marketing focuses on a single, narrowly defined segment rather 
than several distinct segments.  
d. Incorrect. One-to-one marketing customizes offerings for individual customers, 
not broad market segments. 
 
 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
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27. A consumer spends several weeks comparing health insurance plans, meets with different insurance 
advisors to understand coverage options, and learns how to use the insurer's online portal to file claims and 
track benefits after enrollment. These activities represent which aspect of consumption? 
 
 

  a.  The monetary costs associated with the purchase decision 

  b.  The costs of consumption including time, effort, and opportunity costs 

  c.  The benefits derived from using the product effectively 

  d.  The exchange process between buyer and seller 

ANSWER:  b 

RATIONALE:  The consumer incurs nonmonetary costs such as the time spent researching plans, 
the effort required to understand policy details and claim procedures, and the 
opportunities forgone during the decision-making and usage process. 
 
FEEDBACK:  

a. Incorrect. The scenario focuses on costs beyond the insurance premium, such as 
time and effort.  
b. Correct. Consumption costs include the time, effort, and opportunity costs 
involved in selecting and using a product or service.  
c. Incorrect. The emphasis is on the resources invested in the consumption process 
rather than the benefits received from the insurance plan.  
d. Incorrect. The exchange process refers to purchasing the policy itself, not the 
broader costs associated with evaluating and using it. 
 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

28. A hair salon gives customers appointment cards with their stylist's name and contact information so they can book 
future services with the same stylist. This practice best demonstrates which concept? 
 

  a.  Undifferentiated marketing  

  b.  Relationship marketing  

  c.  Production orientation  

  d.  Niche marketing  

ANSWER:  b 

RATIONALE:  By encouraging customers to return to the same stylist, the salon builds personal 
connections that foster trust, repeat visits, and long-term customer loyalty, which are 
key objectives of relationship marketing. 
 

FEEDBACK:  

a. Incorrect. Undifferentiated marketing treats all customers similarly and does not 
focus on developing individualized relationships. 
b. Correct. Relationship marketing emphasizes creating and maintaining long-term 
customer relationships to encourage loyalty and repeat business. 
c. Incorrect. Production orientation prioritizes efficiency and operational processes 
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rather than customer retention. 
d. Incorrect. Niche marketing targets a specific segment of the market, whereas this 
scenario focuses on strengthening relationships with existing customers. 
 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

29. A bakery specializes exclusively in gluten-free and allergen-free baked goods instead of producing a wide variety of 
traditional bakery products. This approach represents which marketing strategy? 
 

  a.  Differentiated marketing  

  b.  Undifferentiated marketing  

  c.  Niche marketing  

  d.  One-to-one marketing  

ANSWER:  c 

RATIONALE:  By focusing exclusively on consumers with specific dietary requirements, the 
bakery serves a narrowly defined market segment with specialized needs, illustrating 
niche marketing. 
 

FEEDBACK:  

a. Incorrect. Differentiated marketing targets multiple market segments with distinct 
offerings rather than concentrating on a single specialized segment. 
b. Incorrect. Undifferentiated marketing uses the same product or marketing 
approach for the entire market, not a specific group with unique needs. 
c. Correct. Niche marketing involves focusing on a narrowly defined segment and 
tailoring offerings to meet that segment's particular preferences or requirements. 
d. Incorrect. One-to-one marketing creates individualized products or experiences 
for each customer, whereas this bakery offers specialized products to a specific 
segment of consumers. 
 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3  - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

30. A pet supply company from purchase histories noticed that customers who buy pet bowls, collars, and training pads 

within a few days are likely new pet owners. The company sends them promotions for pet food subscriptions, toys, and 

grooming products. This approach represents which research method? 

  a.  Qualitative ethnographic research 

  b.  Quantitative predictive modeling  

  c.  Phenomenological research  

  d.  Interpretive research seeking  

ANSWER:  b 
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RATIONALE:  The pet supply company analyzes customers' purchase histories to identify patterns 
associated with becoming a new pet owner. It then uses these statistical insights to predict 
future needs and send targeted marketing promotions. This is an example of quantitative 
predictive modeling, where numerical consumer data are used to forecast behavior and 
support marketing decisions. 

 
FEEDBACK:  

a. Incorrect. Ethnographic research involves observing consumers in real-world 
settings to understand their behaviors and routines. In this example, the company 
relies on transaction data rather than direct observation. 
b. Correct. The company examines numerical purchase data, identifies patterns that 
signal a likely future need, and uses those predictions to deliver personalized 
marketing offers. 
c. Incorrect. Phenomenological research focuses on understanding consumers' 
personal experiences and perceptions, typically through interviews or other 
qualitative methods, rather than analyzing purchase data. 
d. Incorrect. Interpretive research aims to uncover the meanings and motivations 
behind consumer behavior through qualitative inquiry, not through statistical 
prediction based on behavioral data. 
 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

31. Netflix expanded from a U.S.-based streaming service to serving audiences in more than 190 countries. To appeal to 
consumers worldwide, it invested in local-language content such as Korean dramas, Spanish series, and Indian films while 
adapting its offerings to regional preferences. 
 

  a.  The decline of local businesses in favor of technology companies 

  b.  Internationalization creating global consumer markets and cultural adaptation challenges 

  c.  The sharing economy replacing traditional ownership models 

  d.  Machine learning automating business expansion decisions 

ANSWER:  b 

RATIONALE:  Netflix's expansion illustrates internationalization, where companies operate across 
national borders and must adapt to local cultures, languages, and consumer 
preferences while serving a global market. For example, Netflix produces region-
specific content to meet the tastes of consumers in different countries. This creates 
opportunities to reach larger audiences but also presents challenges related to 
cultural adaptation. 
 
FEEDBACK:  
a. Incorrect. Although Netflix is a technology company, the example focuses on its 
expansion into global markets and adaptation to diverse consumer preferences, not 
the decline of local businesses.  
b. Correct. The example highlights how firms entering multiple countries must 

balance a global presence with sensitivity to local cultures and consumption 

patterns. 

c. Incorrect. The sharing economy involves temporary access to goods and services 
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(e.g., ride-sharing or home-sharing), which is unrelated to Netflix's global 

expansion. 

d. Incorrect. While Netflix uses data analytics in many areas, the example 

emphasizes international growth and cultural adaptation rather than AI-driven 

expansion decisions. 
 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5  - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

32. What distinguishes an exchange from other types of transactions? 

  a.  An exchange involves giving up resources in return for something perceived to be of greater value. 

  b.  An exchange only occurs when money changes hands between parties. 

  c.  An exchange requires government approval and regulatory oversight. 

  d.  An exchange must involve physical products rather than services or ideas. 

ANSWER:  a 

RATIONALE:  Exchange is defined as the decision to give something up in return for something 
perceived to be of greater value, emphasizing the value perception rather than just 
monetary transactions. 
 
FEEDBACK: 

a. Correct. Exchange is defined by the willingness to give up resources in return for 
something perceived to have greater value. The emphasis is on the individual's 
perception of benefits versus costs.  
b. Exchange does not require money to change hands. Resources such as time, 
effort, information, or attention can also be exchanged.  
c. Government approval or regulatory oversight is not a defining characteristic of 
exchange, although some exchanges may be subject to regulations.  
d. Exchange is not limited to physical products; it can also involve services, 
experiences, information, and ideas. 
 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

33. What is the primary difference between market orientation and stakeholder marketing orientation? 

  a.  Market orientation focuses only on customers, while stakeholder orientation recognizes multiple affected 
parties. 

  b.  Market orientation is more profitable, while stakeholder orientation is more ethical. 

  c.  Market orientation uses technology, while stakeholder orientation relies on traditional methods. 

  d.  Market orientation targets consumers, while stakeholder orientation targets businesses. 

ANSWER:  a 
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RATIONALE:  Stakeholder marketing orientation expands beyond customer focus to include 
employees, suppliers, regulators, and communities, recognizing that multiple parties 
are affected by marketing activities. 
 
FEEDBACK: 

a. Correct. Market orientation emphasizes understanding and satisfying customer 
needs, whereas stakeholder marketing orientation broadens the focus to include 
other groups affected by marketing activities, such as employees, suppliers, 
regulators, investors, and communities.  
b. Profitability and ethics are not the defining distinction between the two 
approaches. Both orientations can pursue profitability while considering ethical 
responsibilities.  
c. The difference is not based on the use of technology versus traditional methods. 
Either orientation can employ similar tools and practices.  
d. Market orientation is not limited to consumer markets, and stakeholder orientation 
is not restricted to business markets. The distinction lies in the breadth of parties 
considered in decision-making. 
 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

34. What are the five characteristics that successful innovations typically exhibit? 

  a.  Relative advantage, simplicity, observability, trialability, and consistency with existing values 

  b.  Low cost, high quality, brand recognition, advertising support, and distribution availability 

  c.  Technology integration, social media presence, global reach, customer service, and profitability 

  d.  Market research, competitive analysis, pricing strategy, promotional campaigns, and sales training 

ANSWER:  a 

RATIONALE:  Successful innovations demonstrate these five characteristics that make them more 
likely to be adopted by consumers, focusing on user benefits and ease of adoption. 
 
FEEDBACK: 

a. Correct. Innovations are more likely to be adopted when consumers perceive them 
as offering a clear advantage, being easy to understand and use, aligning with 
existing values and experiences, allowing experimentation on a limited basis, and 
producing results that others can observe.  
b. These factors may contribute to a product's market success, but they are not the 
five characteristics associated with innovation adoption.  
c. Technology use, social media presence, and global reach can support marketing 
efforts, but they are not the recognized attributes that influence consumers' adoption 
of innovations.  
d. These activities are components of the marketing process rather than 
characteristics of successful innovations that encourage adoption. 
 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
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society. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

35. What is the main advantage of quantitative research over qualitative research in consumer behavior studies? 

  a.  Quantitative research is always less expensive to conduct than qualitative research. 

  b.  Quantitative research better enables hypothesis testing and produces generalizable results. 

  c.  Quantitative research provides deeper insights into consumer motivations and meanings. 

  d.  Quantitative research requires smaller sample sizes than qualitative research. 

ANSWER:  b 

RATIONALE:  Quantitative research's structured approach and numerical data make it more 
suitable for testing specific hypotheses and producing results that can be applied to 
broader populations. 
 
FEEDBACK: 

a. Incorrect. Cost is not a consistent advantage of quantitative research. Depending 
on the study design and sample size, quantitative studies can be more or less 
expensive than qualitative approaches. 
b. Correct. Quantitative research uses structured methods and numerical data to test 
hypotheses, identify patterns, and generate findings that can often be generalized to 
larger populations when appropriate sampling methods are used. 
c. Incorrect. Providing rich, in-depth insights into consumer motivations, 
experiences, and meanings is a strength of qualitative research rather than 
quantitative research. 
d. Incorrect. Quantitative research typically relies on larger samples to support 
statistical analysis and generalization, whereas qualitative research often uses 
smaller samples to obtain detailed insights. 
 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

36. How does the internet of things contribute to big data collection in consumer behavior? 

  a.  It provides faster internet connections for online shopping websites. 

  b.  It allows everyday products to automatically record and transmit consumer usage data. 

  c.  It creates social networking platforms for consumers to share opinions. 

  d.  It enables companies to advertise more effectively through digital channels. 

ANSWER:  b 

RATIONALE:  The internet of things enables ordinary products to collect and transmit data about 
consumer behavior patterns, contributing significantly to the big data available for 
analysis. 
 
FEEDBACK: 

a. Incorrect. Faster internet connections may improve the online shopping 
experience, but they do not define how the internet of things contributes to big data 
collection. 
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b. Correct. The internet of things allows connected products and devices to 
automatically collect, record, and transmit data about how consumers use them, 
generating valuable behavioral data for analysis. 
c. Incorrect. Social networking platforms facilitate communication and opinion 
sharing, but they are distinct from the internet of things and its role in collecting 
usage data from connected devices. 
d. Incorrect. Although big data can enhance advertising effectiveness, the internet of 
things contributes specifically by gathering data through interconnected products 
rather than by directly enabling digital advertising. 
 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5 - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

37. A health-conscious consumer chooses a Spade & Co Health Smartwatch over a Samsung Galaxy Series 7 due to 
budget constraints, even though they prefer Samsung. This decision illustrates which concept? 

  a.  How opportunity costs influence consumer choices when resources are limited 

  b.  The importance of brand loyalty in consumer decision-making processes 

  c.  The role of social influence in shaping consumer preferences 

  d.  The impact of advertising on consumer product evaluations 

ANSWER:  a 

RATIONALE:  This scenario demonstrates how consumers must consider opportunity costs when 
making decisions, choosing alternatives that provide acceptable value within their 
resource constraints. 
 
FEEDBACK: 

a. Correct. This scenario illustrates opportunity cost, where consumers must choose 
among alternatives because their resources are limited. Although the consumer 
prefers the Samsung smartwatch, they select the Spade & Co Health Smartwatch 
because it provides acceptable value within their budget, reflecting the trade-offs 
involved in decision-making. 
b. Incorrect. Brand loyalty refers to a consumer's commitment to repeatedly 
purchasing a preferred brand. In this case, the consumer does not purchase their 
preferred brand due to financial constraints, highlighting opportunity costs rather 
than loyalty. 
c. Incorrect. Social influence involves the impact of family, friends, reference 
groups, or society on consumer choices. The scenario focuses on budget limitations 
rather than pressure or influence from others. 
d. Incorrect. Advertising can shape product evaluations and preferences, but the key 
factor driving this decision is the consumer's limited resources and the need to 
choose the most feasible alternative. 
 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Apply 
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DIFFICULTY LEVEL:       Moderate  
 

 

38. European Union officials implemented GDPR regulations requiring companies like Google and Facebook to protect 
consumer privacy. This action demonstrates which principle? 

  a.  How government regulation can protect consumers when market competition is insufficient 

  b.  The superiority of European business practices over American approaches 

  c.  The need for companies to focus more on profitability than consumer protection 

  d.  The importance of technology companies in modern economic systems 

ANSWER:  a 

RATIONALE:  GDPR represents government intervention to protect consumers when competitive 
market forces alone don't adequately safeguard consumer interests, particularly 
regarding privacy rights. 
 
FEEDBACK: 

a. Correct. This example illustrates how governments may intervene to protect 
consumers when market forces alone do not adequately address consumer welfare 
concerns.  
b. Incorrect. The scenario does not compare the overall superiority of European and 
American business practices. It focuses specifically on the role of regulation in 
protecting consumer interests. 
c. Incorrect. The GDPR emphasizes consumer protection and responsible data 
practices rather than prioritizing profitability over consumer welfare. 
d. Incorrect. Although technology companies play an important role in modern 
economies, the central concept illustrated here is government regulation designed to 
protect consumers' privacy rights. 
 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

39. Americans owe approximately $1.2 trillion in credit card debt, with many believing it will take 10 years to pay off. 
This situation demonstrates which aspect of consumer behavior's societal impact? 

  a.  How individual consumer decisions can lead to widespread social and economic consequences 

  b.  The success of credit card companies in modern financial markets 

  c.  The effectiveness of government regulation in consumer financial protection 

  d.  The superiority of cash transactions over electronic payment methods 

ANSWER:  a 

RATIONALE:  High consumer debt levels illustrate how individual consumption decisions 
aggregate to create significant societal challenges affecting financial stress, 
bankruptcy rates, and economic stability. 
 
FEEDBACK: 

a. Correct. This example demonstrates how individual consumer choices, when 
aggregated across millions of people, can produce broader social and economic 
consequences. High levels of consumer debt can contribute to financial stress, 
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increased bankruptcy rates, and concerns about overall economic stability. 
b. Incorrect. The scenario is not primarily about the success of credit card 
companies. Instead, it highlights the societal effects that can arise from widespread 
consumer borrowing and debt accumulation. 
c. Incorrect. The example does not illustrate the effectiveness of government 
regulation. Rather, it emphasizes the broader impact of consumer financial decisions 
on society. 
d. Incorrect. The situation does not compare cash and electronic payment methods 
or suggest that one is inherently superior. The key issue is the consequences of 
substantial consumer debt, regardless of the payment method used. 
 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

40. A researcher asks first-time homeowners to describe what buying their first home means to them and analyzes the 
symbolic meanings in their responses, such as security, independence, achievement, and family stability. This approach 
represents which research orientation? 
 

  a.  Quantitative analysis  

  b.  Interpretive research  

  c.  Experimental research  

  d.  Survey research  

ANSWER:  b 

RATIONALE:  This approach seeks to understand the deeper meanings and symbolic significance 
of consumption experiences, which is the hallmark of interpretive research 
methodology. 
 
FEEDBACK: 

a. Incorrect. Quantitative analysis focuses on numerical data and statistical 
techniques to test hypotheses and identify patterns rather than uncovering subjective 
meanings. 
b. Correct. Interpretive research aims to understand consumers' inner meanings, 
emotions, and motivations by examining how they make sense of their experiences 
and the symbolic value they assign to them. 
c. Incorrect. Experimental research involves manipulating variables under controlled 
conditions to establish cause-and-effect relationships, which is not the objective in 
this scenario. 
d. Incorrect. Survey research generally relies on structured questions and 
standardized response options to collect data from large groups rather than exploring 
rich, personal interpretations of experiences. 
 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
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41. A customer shopping on an airline's website clicks the "Need Help?" button to ask about baggage allowances and 
flight changes. The responses are provided instantly by an automated virtual assistant rather than a human representative. 
This interaction demonstrates which trend? 

  a.  The decline of customer service quality in modern businesses 

  b.  The use of AI-powered chatbots to replace or enhance human customer service 

  c.  The increasing importance of social media in consumer communications 

  d.  The growth of e-commerce over traditional retail shopping 

ANSWER:  b 

RATIONALE:  Automated chat systems represent the widespread adoption of AI-powered chatbots 
that provide customer service interactions, demonstrating how machine learning is 
transforming consumer-business communications. 
 
FEEDBACK: 

a. Incorrect. The use of chatbots does not necessarily indicate declining service 
quality. Many organizations use them to improve response times and provide 24/7 
assistance. 
b. Correct. AI-powered chatbots can answer common questions, guide consumers 
through processes, and either replace or complement human representatives in 
customer service interactions. 
c. Incorrect. Although social media is an important communication channel, the 
scenario specifically involves an automated customer service system rather than 
consumer interactions through social platforms. 
d. Incorrect. While the interaction occurs on a website, the key concept is the use of 
AI-driven customer support rather than the broader shift toward online shopping. 
 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5  - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

42. A consumer purchases a high-end espresso machine to make café-style drinks at home. Although the machine is well-
designed and capable of producing excellent beverages, the consumer does not know how to adjust the settings, grind 
coffee properly, or operate the various functions. As a result, they are unable to fully benefit from the product. This 
situation illustrates which concept? 
  
This scenario demonstrates that value creation depends on both the marketer providing a product that performs effectively 
and the consumer possessing the knowledge and skills needed to use it properly. Even a high-quality product may fail to 
deliver its full value if consumers lack the competence to utilize its features. 

  a.  How successful consumption requires both marketer performance and consumer competence 

  b.  The importance of competitive pricing in consumer purchase decisions 

  c.  The role of brand reputation in influencing consumer satisfaction 

  d.  The impact of social influence on consumer product choices 

ANSWER:  a 

RATIONALE:  This scenario demonstrates that value creation in consumption requires both 
effective products from marketers and the knowledge or skills from consumers to 
use them properly. 
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FEEDBACK: 
a. Correct. Successful consumption occurs when marketers provide products that 
function as intended and consumers have the ability to use them effectively. Both 
parties contribute to the creation of value. 
b. Incorrect. The issue is not related to the product's price or affordability. The 
consumer has already purchased the product; the challenge lies in using it properly. 
c. Incorrect. Brand reputation may influence expectations or purchase decisions, but 
the scenario focuses on the consumer's ability to derive value from the product after 
purchase. 
d. Incorrect. Social influence involves the effect of other people on consumer 
choices. In this case, the central issue is the consumer's lack of knowledge or skills 
rather than external influences on the decision. 
 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

43. Why do touchpoints become more important in competitive markets compared to monopolistic environments? 

  a.  Competitive markets require more advertising to reach consumers effectively. 

  b.  In competitive markets, each customer interaction becomes an opportunity to create value and differentiate 
from competitors. 

  c.  Monopolistic environments have better technology for managing customer relationships. 

  d.  Competitive markets have lower profit margins requiring more customer interactions. 

ANSWER:  b 

RATIONALE:  When consumers have alternatives, businesses must maximize every touchpoint to 
create superior value experiences that encourage customer retention and differentiate 
from competitors. 
 
FEEDBACK: 
a. Incorrect. While advertising can help firms attract consumers, the importance of 
touchpoints stems from the need to create positive experiences throughout the 
customer journey, not simply from increasing promotional efforts. 
b. Correct. In competitive markets, consumers have alternatives, making every 
interaction an opportunity to create value, strengthen relationships, and differentiate 
the business from its competitors. 
c. Incorrect. There is no inherent advantage in customer relationship technology 
within monopolistic environments. The key distinction is that competition gives 
consumers choices, increasing the strategic importance of touchpoints. 
d. Incorrect. Although some competitive markets may have lower profit margins, 
this does not explain why touchpoints matter more. Their importance lies in 
influencing customer satisfaction, loyalty, and retention when consumers can easily 
switch to competing offerings. 
 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 
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KEYWORDS:  Analyze 

DIFFICULTY LEVEL:       Moderate  
 

 
 

44. Why did companies like Kodak, which produced high-quality photographic film and even pioneered digital camera 
technology, struggle and eventually decline despite having superior products? 
 

  a.  They failed to understand that consumers buy benefits, not attributes, and didn't innovate new ways to provide 
calculation benefits. 

  b.  Their products were too expensive for most consumers to afford. 

  c.  They lacked adequate distribution channels to reach their target market. 

  d.  Government regulations made their products illegal to manufacture. 

ANSWER:  a 

RATIONALE:  Kodak focused heavily on the attributes of its traditional film products rather than 
the underlying consumer benefit of preserving and sharing memories. As digital 
photography emerged, consumers embraced new technologies that delivered this 
benefit more conveniently, and Kodak failed to adapt quickly enough to the 
changing market. 
 
FEEDBACK: 

a. Correct. Kodak's decline illustrates that consumers value the benefits a product 
provides rather than the product itself. By remaining focused on film instead of the 
broader need to capture and share memories, Kodak lost relevance as consumer 
preferences evolved. 
b. Incorrect. Kodak's decline was not primarily driven by high prices. The key issue 
was its inability to redefine how it could deliver the benefit consumers sought. 
c. Incorrect. Kodak had well-established distribution networks and global brand 
recognition. Its challenge was adapting to technological change and shifting 
consumer needs. 
d. Incorrect. Government regulations did not cause Kodak's decline. The company's 
difficulties resulted from strategic decisions and a failure to innovate around 
consumer benefits. 
 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Analyze 

DIFFICULTY LEVEL:       Moderate  
 

 

45. Why might a researcher choose ethnographic methods over survey research when studying consumer behavior? 

  a.  Ethnographic methods are always more cost-effective than survey research. 

  b.  Ethnographic methods can reveal symbolic meanings and cultural contexts that surveys might miss. 

  c.  Ethnographic methods produce more statistically reliable results than surveys. 

  d.  Ethnographic methods require less time and effort to complete than surveys. 

ANSWER:  b 

RATIONALE:  Ethnographic research excels at uncovering deeper cultural meanings and symbolic 
relationships between consumers and their possessions that structured surveys 

CB 10th edition Babin Test Bank

https://ravanbooks.com/books/9798214052489-test-bank


Copyright Cengage Learning. Powered by Cognero. Page 28 
 

cannot capture. 
 
FEEDBACK: 

a. Incorrect. Ethnographic research is often more time-consuming and resource-
intensive than survey research, making cost savings an unlikely reason for choosing 
this approach. 
b. Correct. Ethnographic methods allow researchers to observe consumers in their 
natural environments and uncover symbolic meanings, cultural practices, and 
contextual influences that structured surveys may fail to capture. 
c. Incorrect. Ethnographic research prioritizes depth and contextual understanding 
rather than statistical reliability. Survey research is generally better suited for 
producing statistically generalizable results. 
d. Incorrect. Ethnographic studies typically require extensive observation, fieldwork, 
and analysis, often making them more time- and effort-intensive than surveys. 
 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Analyze 

DIFFICULTY LEVEL:       Moderate  
 

 

46. Why might the data collected by smart products be more valuable to some companies than the revenue from selling 
those products? 

  a.  Smart products are typically sold at a loss to gain market share. 

  b.  Consumer data enables predictive analytics and personalized marketing that can generate ongoing revenue 
streams. 

  c.  Manufacturing costs for smart products exceed their selling prices. 

  d.  Government regulations limit the profits companies can make from product sales. 

ANSWER:  b 

RATIONALE:  Consumer data from smart products enables companies to predict behavior, 
personalize offerings, and create ongoing value that can exceed the one-time 
revenue from product sales. 
 
FEEDBACK: 

a. Incorrect. While some companies may use low pricing strategies to expand 
market share, this is not the primary reason why data from smart products can be 
more valuable than product sales revenue. 
b. Correct. Data collected from smart products can help companies predict consumer 
behavior, personalize recommendations, improve products and services, target 
marketing efforts more effectively, and create ongoing revenue opportunities that 
may exceed the value of a one-time sale. 
c. Incorrect. The value of consumer data is not primarily related to manufacturing 
costs exceeding selling prices. The key advantage lies in the strategic insights and 
long-term business opportunities that the data provides. 
d. Incorrect. Government regulations may influence how companies collect and use 
consumer data, but they do not explain why the data itself can generate greater value 
than revenue from selling the product. 
 

REFERENCES:  Chapter 1, Section 1-5 
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LEARNING OBJECTIVES:  CB.HARR.27.1.5  - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Analyze 

DIFFICULTY LEVEL:       Moderate  
 

 

47. Before purchasing a new home security system, a consumer researches whether it will integrate with their existing 
smart speakers, mobile devices, and home automation setup to avoid future installation issues and the need to replace 
other equipment. This behavior demonstrates which aspect of consumption costs? 

  a.  The monetary price paid for the product itself 

  b.  The time and effort required to ensure product compatibility and avoid opportunity costs 

  c.  The social costs of owning a particular brand or product 

  d.  The environmental costs associated with product manufacturing 

ANSWER:  b 

RATIONALE:  This behavior illustrates how consumers invest time and effort to research 
compatibility, representing non-monetary costs that are part of the overall 
consumption process. 
 
FEEDBACK: 

a. Incorrect. The scenario focuses on the consumer's research efforts rather than the 
actual purchase price of the product. 
b. Correct. Consumers frequently invest time and effort before making a purchase to 
ensure that a product fits their needs and existing systems, representing an important 
non-monetary consumption cost. 
c. Incorrect. Social costs involve concerns about how others may perceive a 
purchase or its effects on social relationships, which is not the issue in this scenario. 
d. Incorrect. Environmental costs relate to the ecological impact of producing, using, 
or disposing of a product rather than the consumer's effort to assess compatibility 
before purchase. 
 
 
 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

48. A sports bar in a college town faces competition from dozens of other entertainment venues. How would this 
competitive environment likely affect their customer service approach? 

  a.  They would focus primarily on reducing costs to offer the lowest prices. 

  b.  They would invest in creating superior customer experiences to differentiate from competitors. 

  c.  They would standardize their service to match exactly what competitors offer. 

  d.  They would rely solely on location advantages rather than service quality. 

ANSWER:  b 

RATIONALE:  In highly competitive environments, businesses must create distinctive value 
propositions and superior customer experiences to attract and retain customers who 
have many alternatives. 
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FEEDBACK: 

a. Incorrect. Although competitive businesses often pay attention to costs and 
pricing, competing solely on low prices is unlikely to create lasting differentiation 
when consumers have many alternatives. 
b. Correct. In highly competitive environments, businesses must distinguish 
themselves by delivering superior customer experiences, creating memorable 
interactions, and building customer loyalty to encourage repeat patronage. 
c. Incorrect. Simply matching competitors' service offerings provides little reason 
for consumers to choose one business over another. Differentiation is often essential 
in crowded markets. 
d. Incorrect. While a favorable location can be an advantage, relying on location 
alone is risky when consumers have numerous entertainment options and can easily 
switch to competitors offering better experiences. 
 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

49. Southwest Airlines built its business model around standardized aircraft, quick gate turnarounds, and streamlined 
operations to transport large numbers of passengers efficiently while keeping fares low. This approach represents which 
business orientation? 
 

  a.  Market orientation  

  b.  Production orientation  

  c.  Stakeholder orientation  

  d.  Consumer orientation  

ANSWER:  b 

RATIONALE:  Southwest Airlines emphasizes operational efficiency through standardized 
processes and cost control to deliver affordable air travel to a broad market. This 
reflects a production orientation, where efficiency and economies of scale are 
prioritized. 
 
FEEDBACK: 

a. Incorrect. Market orientation focuses on identifying and responding to varying 
customer needs and preferences rather than primarily emphasizing operational 
efficiency. 
b. Correct. Production orientation prioritizes efficiency, standardization, and cost 
minimization to serve large customer segments effectively. 
c. Incorrect. Stakeholder orientation involves balancing the interests of multiple 
groups affected by business decisions, which is not the primary focus of this 
scenario. 
d. Incorrect. Consumer orientation emphasizes tailoring offerings to maximize 
individual customer satisfaction, whereas this example highlights efficiency and 
standardized service delivery. 
 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
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better outcomes for consumers  

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

50. A researcher examines grocery receipts, pantry contents, and shopping lists from households to identify patterns in 
families' food purchasing and consumption habits. This method represents which research approach? 
 

  a.  Phenomenological research  

  b.  Ethnographic research  

  c.  Quantitative research  

  d.  Netnographic research  

ANSWER:  b 

RATIONALE:  Ethnographic research uses artifacts from consumers' everyday lives to understand 
actual behaviors and identify patterns that may not be evident through self-reports 
alone. 
 
FEEDBACK: 

a. Incorrect. Phenomenological research explores individuals' subjective experiences 
and meanings rather than analyzing physical evidence of behavior. 
b. Correct. Ethnographic research examines artifacts and observations from natural 
settings to uncover patterns in consumer behavior. 
c. Incorrect. Quantitative research focuses on numerical measurement and statistical 
analysis rather than qualitative interpretation of artifacts. 
d. Incorrect. Netnographic research studies consumer behavior in online 
communities, whereas this scenario involves offline consumption artifacts. 
 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

51. Streaming services such as Spotify analyze listening data to identify which playlists, podcasts, and recommendations 
keep users engaged the longest. They then prominently feature this content to increase user retention and subscription 
revenue. How does this demonstrate the impact of data analytics on consumer behavior? 

     
a. Data analytics helps companies understand which products or offerings are most profitable to promote. 
b. Data analytics makes digital content cheaper to produce than traditional media. 
c. Data analytics eliminates the need for traditional marketing research methods. 
d. Data analytics guarantees that promoted content will always be the most popular among consumers. 

ANSWER:  a 

RATIONALE:  By analyzing consumer behavior data, companies can identify which offerings drive 
engagement, retention, and profitability. These insights allow them to optimize 
recommendations, promotions, and placement strategies to influence consumer 
choices and improve business performance. 
 
FEEDBACK: 

a. Correct. Data analytics helps organizations identify patterns in consumer behavior 
and determine which products, services, or offerings generate the greatest value, 
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enabling more effective promotional and merchandising decisions. 
b. Incorrect. Data analytics does not directly reduce production costs. Its value lies 
in improving decision-making based on consumer insights. 
c. Incorrect. Traditional marketing research methods still provide important 
information about consumer attitudes and motivations. Data analytics complements 
rather than replaces these approaches. 
d. Incorrect. Data analytics can increase the likelihood of success by informing 
recommendations and promotions, but it cannot guarantee that a particular offering 
will always outperform alternatives. 
 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5 - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

52. When a family books a vacation, the purchase triggers airline services, hotel operations, restaurant demand, local 
tours, and payment processing activities. This demonstrates which key concept? 
 

  a.  The chain reaction of value-creating activities that consumption initiates throughout the economy 

  b.  The importance of technology in modern consumer decision-making processes 

  c.  The role of brand loyalty in driving repeat purchase behavior 

  d.  The impact of social media on consumer product adoption patterns 

ANSWER:  a 

RATIONALE:  This example illustrates how individual consumer purchases create cascading 
economic effects that generate employment, production, and value creation across 
multiple industries and stakeholders. 
 
FEEDBACK: 

a. Correct. Consumer purchases often set off a chain reaction of activities that 
extend well beyond the initial transaction, creating value throughout the economy. 
b. Incorrect. Although technology may support the booking process, the scenario 
emphasizes the broader economic effects of consumption rather than decision-
making technology. 
c. Incorrect. The example does not involve repeat purchases or commitment to a 
particular brand. 
d. Incorrect. Social media's influence on adoption is not the focus; the key concept is 
the interconnected nature of economic activity generated by consumption. 
 
 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

53. Travelers often experience long lines and limited flexibility at TSA security checkpoints, while private airport lounges 
compete by offering personalized service, enhanced amenities, and efficient customer support to attract members. This 
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demonstrates which principle? 
 

   a. Private companies are always superior to government-provided services. 
b. Organizations with captive audiences and no competition have less incentive to provide excellent service. 
c. Government employees are less qualified than private sector employees. 
d. Transportation services require different management approaches than other industries. 

ANSWER:  b 

RATIONALE:  TSA security checkpoints operate with limited competitive pressure because 
travelers cannot choose alternative providers for airport security. In contrast, private 
airport lounges compete for customers and therefore have stronger incentives to 
enhance the customer experience and service quality. 
 
FEEDBACK: 

a. Incorrect. The scenario does not imply that private organizations are inherently 
superior to government services. The key distinction is the presence or absence of 
competition. 
b. Correct. Organizations with captive audiences often face less pressure to optimize 
service delivery, whereas competition encourages providers to improve customer 
experiences to attract and retain users. 
c. Incorrect. The principle is not about differences in employee qualifications. It 
focuses on how competitive environments influence organizational incentives and 
service standards. 
d. Incorrect. The concept is not unique to transportation-related services. Similar 
patterns can be observed across many industries where consumers have varying 
degrees of choice. 
 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

54. A financial advisor develops a unique investment plan for each client after considering their income, risk tolerance, 
retirement goals, family situation, and time horizon. This approach represents which marketing strategy? 
 

  a.  Differentiated marketing  

  b.  One-to-one marketing  

  c.  Niche marketing  

  d.  Undifferentiated marketing  

ANSWER:  b 

RATIONALE:  This example illustrates one-to-one marketing because the service is customized to 
the specific needs, preferences, and circumstances of each individual client rather 
than being designed for a broader segment. 
 
FEEDBACK: 

a. Incorrect. Differentiated marketing involves developing separate offerings for 
multiple market segments, not creating a unique solution for each individual 
customer. 
b. Correct. One-to-one marketing treats each customer as a segment of one by 
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tailoring products or services to their specific requirements and preferences. 
c. Incorrect. Niche marketing focuses on serving a narrowly defined group of 
customers with similar characteristics rather than customizing offerings for every 
individual. 
d. Incorrect. Undifferentiated marketing provides a standardized offering to the 
entire market, which is the opposite of the highly personalized approach described in 
this scenario. 
 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

55. A traveler uses Turo to rent a car from a local vehicle owner for a weekend trip instead of purchasing a second car for 
occasional use. This behavior exemplifies which global consumer trend? 
 

 a. The decline of the automotive industry due to economic pressures. 
b. Collaborative consumption within the sharing economy as an alternative to ownership. 
c. The increasing importance of social media in transportation decisions. 
d. The growth of online shopping over traditional retail experiences. 

ANSWER:  b 

RATIONALE:  This scenario reflects collaborative consumption, in which consumers gain 
temporary access to products or services without assuming the costs and 
responsibilities of ownership. The sharing economy emphasizes access over 
ownership by enabling individuals to share underutilized assets. 
 
FEEDBACK: 

a. Incorrect. The scenario does not suggest that the automotive industry is declining. 
It highlights a change in how consumers access and use products. 
b. Correct. Collaborative consumption allows consumers to use goods when needed 
without purchasing them outright, making temporary access a viable alternative to 
ownership. 
c. Incorrect. Although social media can influence consumer decisions, the defining 
feature of this scenario is the sharing economy model rather than social interaction. 
d. Incorrect. While the transaction occurs through an online platform, the key 
concept is the shift from ownership to access, not the growth of e-commerce. 
 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5- Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

56. Consumer behavior is defined as the set of value-seeking activities that take place as people go about addressing real 
needs. 

  a.  True 

  b.  False 

ANSWER:  True 
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RATIONALE:  This is the exact definition provided in the chapter for consumer behavior as a field 
of study. 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Remember 

DIFFICULTY LEVEL:       Easy  
 

 

57. Consumption involves more than just purchasing and includes the entire process of using goods, services, or ideas to 
create value. 

  a.  True 

  b.  False 

ANSWER:  True 

RATIONALE:  The chapter emphasizes that consumption extends beyond buying to include the 
complete process of transforming products into value through use. 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

58. A want represents a general need while a need represents a specific desire for addressing that need. 

  a.  True 

  b.  False 

ANSWER:  False 

RATIONALE:  The relationship is reversed: a need is general while a want is the specific desire that 
represents a way to address that recognized need. 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

59. Consumer orientation is a way of doing business that prioritizes consumer value and satisfaction above all other 
concerns. 

  a.  True 

  b.  False 

ANSWER:  True 

RATIONALE:  This is the precise definition of consumer orientation provided in the chapter. 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Remember 

DIFFICULTY LEVEL:       Easy  
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60. DMV offices typically provide better customer service than restaurants because they have more resources and 
training. 

  a.  True 

  b.  False 

ANSWER:  False 

RATIONALE:  DMV offices typically provide poorer service because they face little competitive 
pressure and have captive audiences, not because of resource differences. 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

61. Relationship marketing focuses on acquiring new customers rather than retaining existing ones. 

  a.  True 

  b.  False 

ANSWER:  False  

RATIONALE:  Relationship marketing specifically aims to increase repeat business and focuses on 
retaining existing customers rather than constantly acquiring new ones. 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

62. According to resource-advantage theory, companies succeed by acquiring resources from consumers and using them 
to gain competitive advantages. 

  a.  True 

  b.  False 

ANSWER:  True 

RATIONALE:  This accurately describes the core principle of resource-advantage theory as 
presented in the chapter. 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Remember 

DIFFICULTY LEVEL:       Easy  
 

 

63. Consumers purchase a product's physical attributes rather than the benefits those attributes provide. 

  a.  True 

  b.  False 

ANSWER:  False  

RATIONALE:  The chapter emphasizes that consumers don't pay for physical attributes but rather 
for the valuable benefits that those attributes enable. 
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REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

64. Undifferentiated marketing involves offering the same basic product to all customers with minimal need for consumer 
research. 

  a.  True 

  b.  False 

ANSWER:  True 

RATIONALE:  Undifferentiated marketing treats all consumers the same way, requiring minimal 
consumer orientation and research since all customers receive identical offerings. 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

65. Niche marketing involves serving multiple market segments with different products for each segment. 

  a.  True 

  b.  False 

ANSWER:  False  

RATIONALE:  Niche marketing involves specializing in serving one market segment with unique 
characteristics, while serving multiple segments describes differentiated marketing. 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

66. Interpretive research seeks to explain the inner meanings and motivations associated with specific consumption 
experiences. 

  a.  True 

  b.  False 

ANSWER:  True 

RATIONALE:  This is the exact definition of interpretive research provided in the chapter. 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Remember 

DIFFICULTY LEVEL:       Easy  
 

 

67. Qualitative research typically uses structured questionnaires with multiple-choice responses. 

  a.  True 
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  b.  False 

ANSWER:  False  

RATIONALE:  Qualitative research uses unstructured data gathering where consumers respond in 
their own words, while structured questionnaires are characteristic of quantitative 
research. 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

68. Netnography applies ethnographic tools to study the behavior of online communities and individuals within them. 

  a.  True 

  b.  False 

ANSWER:  True 

RATIONALE:  This is the correct definition of netnography as a branch of ethnography adapted for 
studying virtual communities and online behavior. 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

69. Quantitative research results are considered more researcher-dependent than qualitative research results. 

  a.  True 

  b.  False 

ANSWER:  False  

RATIONALE:  Quantitative research produces numerical data that is less researcher-dependent, 
while qualitative research requires subjective interpretation making it more 
researcher-dependent. 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

70. Big data represents massive amounts of data from multiple sources that can potentially predict customer behaviors. 

  a.  True 

  b.  False 

ANSWER:  True 

RATIONALE:  This is the accurate definition of big data as presented in the chapter. 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5 - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Remember 

DIFFICULTY LEVEL:       Easy  
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71. Machine learning represents the application of artificial intelligence to automate tasks otherwise performed by 
humans. 

  a.  True 

  b.  False 

ANSWER:  True 

RATIONALE:  This is the correct definition of machine learning provided in the chapter. 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5 - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

72. The sharing economy refers to market activity involving permanent ownership rather than temporary usage. 

  a.  True 

  b.  False 

ANSWER:  False  

RATIONALE:  The sharing economy specifically involves temporary usage for hire as a 
replacement for traditional ownership, not permanent ownership. 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5 - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

73. E-commerce accounts for approximately 50% of total U.S. retailing as of 2024. 

  a.  True 

  b.  False 

ANSWER:  False  

RATIONALE:  According to the chapter, e-commerce accounts for approximately 16% of total U.S. 
retailing as of 2024, not 50%. 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5 - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

74. Starbucks opened its first international store in Tokyo, Japan in 1996, demonstrating the trend toward 
internationalization. 

  a.  True 

  b.  False 

ANSWER:  True 

RATIONALE:  The chapter states that Starbucks opened its first store outside the United States in 
Tokyo, Japan, in 1996, illustrating internationalization trends. 

REFERENCES:  Chapter 1, Section 1-5 
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LEARNING OBJECTIVES:  CB.HARR.27.1.5  - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

75. The costs of consumption include only the monetary price paid for a product. 

  a.  True 

  b.  False 

ANSWER:  False  

RATIONALE:  Consumption costs include time, physical effort, opportunity costs, and 
compatibility issues in addition to monetary price. 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

76. Stakeholder marketing orientation recognizes that only buyers and sellers are involved in the marketing process. 

  a.  True 

  b.  False 

ANSWER:  False  

RATIONALE:  Stakeholder marketing orientation recognizes that primary and secondary 
stakeholders including employees, suppliers, regulators, media, and communities are 
all involved in marketing. 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

77. Consumer behavior research is only important for marketing professionals and has no relevance for policymakers or 
individual consumers. 

  a.  True 

  b.  False 

ANSWER:  False  

RATIONALE:  Consumer behavior research is important for marketers, policymakers making 
public policy decisions, and individual consumers making better personal decisions. 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

78. Phenomenology represents the study of consumption as a lived experience using casual interviews with consumers. 

  a.  True 
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  b.  False 

ANSWER:  True 

RATIONALE:  Phenomenology is correctly described as studying consumption as a lived 
experience through casual interviews with consumers from whom researchers have 
gained trust. 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

79. The internet of things refers to everyday products that automatically record data about consumer behavior patterns. 

  a.  True 

  b.  False 

ANSWER:  True 

RATIONALE:  The internet of things involves everyday products using technologies like near-field 
communication to automatically gather and store consumer behavior data. 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5  - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

80. Collaborative consumption occurs when rental transactions are business-to-consumer rather than consumer-to-
consumer. 

  a.  True 

  b.  False 

ANSWER:  False  

RATIONALE:  Collaborative consumption specifically refers to consumer-to-consumer (peer-to-
peer) rental transactions, not business-to-consumer transactions. 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5 - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

81. Define consumer behavior and explain how it differs from simply studying purchasing decisions. 

ANSWER:  Consumer behavior is the set of value-seeking activities that take place as people go about 
addressing real needs. It differs from studying purchasing decisions because it encompasses 
the entire process including need recognition, want formation, search, evaluation, purchase, 
use, and disposal. Consumer behavior focuses on the complete consumption experience and 
value creation, not just the transaction moment. 

RATIONALE:  A complete answer should define consumer behavior as value-seeking activities 
addressing real needs and explain that it extends beyond purchasing to include the 
entire consumption process and value creation experience. 

REFERENCES:  Chapter 1, Section 1-1 
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LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Remember 

DIFFICULTY LEVEL:       Easy  
 

 

82. Explain the relationship between needs and wants in the consumer behavior process. 

ANSWER:  A need represents a general requirement or motivation that consumers experience, such as 
the need to stay connected or feel good about themselves. A want is a specific desire that 
represents a particular way a consumer chooses to address that recognized need. For 
example, a need for social connection might manifest as a want for a smartwatch that 
provides better access to social media and communication. 

RATIONALE:  A strong answer should distinguish between general needs and specific wants, 
explaining how wants represent particular solutions or approaches to addressing 
broader underlying needs. 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

83. Describe the different types of costs consumers experience during the consumption process. 

ANSWER:  Consumers experience multiple types of costs beyond monetary price. These include time 
costs spent researching and shopping, physical effort costs from visiting stores and learning 
to use products, opportunity costs from choosing one alternative over others, and 
compatibility costs when products don't work well with existing systems. These costs come 
at the expense of other activities and represent the total investment consumers make in 
consumption. 

RATIONALE:  A comprehensive answer should identify various cost types including time, effort, 
opportunity, and compatibility costs, explaining how they extend beyond monetary 
considerations. 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

84. What is consumer orientation and how does it relate to market orientation? 

ANSWER:  Consumer orientation is a way of doing business where all actions and decision-making 
prioritize consumer value and satisfaction above other concerns. It is a key component of 
market orientation, which is an organizational culture that embodies the importance of 
creating value for customers among all employees. Market orientation also includes 
monitoring competitors and communicating customer information throughout the 
organization. 

RATIONALE:  A good answer should define consumer orientation as prioritizing consumer value 
and explain its role as a component within the broader concept of market 
orientation. 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
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better outcomes for consumers. 

KEYWORDS:  Remember 

DIFFICULTY LEVEL:       Easy  
 

 

85. Why do businesses in competitive markets typically provide better customer service than those in non-competitive 
environments? 

ANSWER:  Businesses in competitive markets face pressure to attract and retain customers who have 
alternatives. They must create superior value and experiences to differentiate themselves 
from competitors. In contrast, businesses with captive audiences and no competition have 
little incentive to improve service since customers must return regardless of service quality. 
Competition drives innovation and customer focus as businesses fight for market share. 

RATIONALE:  A strong answer should explain how competitive pressure creates incentives for 
better service, while monopolistic situations reduce such incentives due to captive 
audiences. 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

86. Explain the concept of relationship marketing and why it benefits both businesses and consumers. 

ANSWER:  Relationship marketing focuses on increasing repeat business through ongoing customer 
relationships rather than constantly acquiring new customers. It benefits businesses by 
reducing customer acquisition costs since repeat customers are less expensive to serve. It 
benefits consumers by providing consistent service experiences and personalized attention. 
Both parties value the ongoing partnership as long as it continues to create mutual value. 

RATIONALE:  A complete answer should define relationship marketing as focusing on repeat 
business and explain the mutual benefits of reduced costs for businesses and better 
service for consumers. 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

87. What is resource-advantage theory, and how does it explain business success or failure? 

ANSWER:  Resource-advantage theory explains that companies succeed by acquiring more resources 
from consumers in return for value propositions they offer and then using those resources to 
gain advantages in physical and intellectual capital. Companies that effectively obtain 
consumer resources and convert them into competitive capabilities survive and thrive, while 
those that fail to create sufficient value for consumers cannot acquire necessary resources 
and may fail. 

RATIONALE:  A good answer should explain how companies acquire consumer resources, convert 
them to competitive advantages, and how this cycle determines business success or 
failure. 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 
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KEYWORDS:  Remember 

DIFFICULTY LEVEL:       Easy  
 

 

88. Explain the difference between product attributes and what consumers actually purchase. 

ANSWER:  Product attributes are the physical features and components that make up a product, such as 
plastic, circuitry, or materials. However, consumers don't pay for these attributes themselves 
but rather for the valuable benefits those attributes enable. Consumers purchase benefits like 
convenience, status, functionality, or emotional satisfaction. A product is a potentially 
valuable bundle of benefits, not just a collection of physical attributes. 

RATIONALE:  A strong answer should distinguish between physical attributes and valuable 
benefits, explaining that consumers pay for the benefits and value that attributes 
provide rather than the attributes themselves. 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

89. Describe the five characteristics that successful innovations typically exhibit. 

ANSWER:  Successful innovations exhibit: (1) Relative advantage—making things better than before, 
(2) Simplicity—being easier to understand and use than complex alternatives, (3) 
Observability—having visible benefits that others can see, (4) Trialability—allowing 
consumers to test with little risk, and (5) Consistency—being congruent with existing 
consumer values and knowledge. These characteristics increase the likelihood of consumer 
adoption. 

RATIONALE:  A complete answer should list all five characteristics and briefly explain how each 
contributes to innovation success and consumer adoption. 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

90. Define interpretive research and explain its main purpose in consumer behavior studies. 

ANSWER:  Interpretive research seeks to explain the inner meanings and motivations associated with 
specific consumption experiences. Its main purpose is to understand the deeper symbolic 
meanings, cultural contexts, and personal significance that consumers attach to their 
consumption activities. Researchers interpret these meanings through consumer words, 
observations, and social interactions rather than numerical analysis. 

RATIONALE:  A good answer should define interpretive research as seeking inner meanings and 
explain its focus on understanding symbolic and cultural significance of 
consumption experiences. 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Remember 

DIFFICULTY LEVEL:       Easy  
 

 

91. Compare and contrast qualitative and quantitative research approaches in consumer behavior. 
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ANSWER:  Qualitative research gathers unstructured data through methods like interviews and 
observations, requiring researcher interpretation of meanings and motivations. It's more 
researcher-dependent and exploratory. Quantitative research uses structured measurement 
and numerical analysis, producing objective data that's less dependent on researcher 
interpretation. Qualitative research discovers ideas, while quantitative research tests 
hypotheses and produces generalizable results. 

RATIONALE:  A strong answer should contrast data structure, analysis methods, researcher 
dependence, and primary purposes of each approach. 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

92. What is netnography and how does it differ from traditional ethnographic research. 

ANSWER:  Netnography applies ethnographic tools to study the behavior of online communities and 
individuals within them. While traditional ethnography analyzes physical artifacts and in-
person interactions, netnography examines virtual relationships, social media interactions, 
and online community behaviors. Both seek to understand cultural meanings and social 
dynamics, but netnography focuses specifically on digital environments and virtual 
communities. 

RATIONALE:  A complete answer should define netnography as online ethnography and explain 
how it adapts traditional ethnographic methods for studying virtual communities and 
digital interactions. 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

93. Define big data and explain its significance for consumer behavior research. 

ANSWER:  Big data represents the massive amounts of data available to companies from multiple 
sources, including internal customer records, social media interactions, and GPS tracking, 
which can potentially predict customer behaviors. Its significance lies in enabling 
companies to analyze patterns and predict consumer behavior more accurately than ever 
before, leading to better targeting, personalization, and customer understanding. 

RATIONALE:  A good answer should define big data as massive multi-source data and explain its 
predictive capabilities and importance for understanding consumer behavior 
patterns. 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5 - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Remember 

DIFFICULTY LEVEL:       Easy  
 

 

94. Explain how machine learning is changing marketing and consumer interactions. 

ANSWER:  Machine learning automates many marketing tasks that were previously done manually, 
including email campaigns, social media advertising, search engine optimization, and 
customer service through chatbots. It enables personalized experiences, automated 
responses to consumer queries, and more efficient targeting. Companies now rely heavily on 
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AI-driven systems to manage customer touchpoints and optimize marketing effectiveness. 

RATIONALE:  A strong answer should explain automation of marketing tasks and highlight specific 
applications like chatbots, personalization, and automated campaigns. 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5 - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

95. What is the sharing economy and how does it represent a shift in consumer behavior? 

ANSWER:  The sharing economy involves market activity where consumers use temporary rental or 
hire services as replacements for traditional ownership or do-it-yourself tasks. It represents a 
shift toward valuing access over ownership, driven by desires for convenience and cost 
savings. Examples include Airbnb, Uber, and Rent the Runway, where consumers prefer 
temporary usage rather than permanent ownership of assets. 

RATIONALE:  A complete answer should define the sharing economy as temporary usage replacing 
ownership and explain the underlying consumer motivations driving this behavioral 
shift. 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5 - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

96. How does internationalization create both opportunities and challenges for businesses serving global consumers? 

ANSWER:  Internationalization creates opportunities by providing access to vast global markets and 
diverse consumer segments. However, it creates challenges because consumers are not alike 
everywhere companies operate. Businesses must deal with geographical and cultural 
distances, adapting products and services to local preferences while maintaining brand 
consistency. Success requires understanding how different cultures interpret products and 
behaviors differently. 

RATIONALE:  A good answer should identify both market expansion opportunities and cultural 
adaptation challenges that come with serving diverse global consumer markets. 

REFERENCES:  Chapter 1, Section 1-5 

LEARNING OBJECTIVES:  CB.HARR.27.1.5 - Evaluate the significance of trends, including in artificial 
intelligence and machine learning, in shaping CB's dynamism. 

KEYWORDS:  Understand 

DIFFICULTY LEVEL:       Easy  
 

 

97. Using the smartwatch example from the chapter, explain how the basic consumption process creates value for both 
consumers and society. 

ANSWER:  The smartwatch consumption process begins with recognizing a need for better media 
access, leading to a want for a specific device. The consumer researches options, makes a 
purchase decision, and uses the product to gain benefits like convenience and fitness 
monitoring. This creates personal value through improved connectivity and health 
awareness. Societally, the purchase triggers restocking, manufacturing, shipping, and app 
development, creating jobs and economic activity that benefits multiple industries and 
workers. 
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RATIONALE:  A strong answer should trace the consumption process from need to value creation 
and explain both individual benefits and broader economic impacts. 

REFERENCES:  Chapter 1, Section 1-1 

LEARNING OBJECTIVES:  CB.HARR.27.1.1 - Analyze the connection between consumption and consumer 
behavior. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

98. Compare the customer service approaches of Amazon and the IRS, explaining the underlying reasons for the 
differences. 
 

ANSWER:  Amazon operates in a highly competitive marketplace where consumers can easily switch to 
alternative retailers. As a result, it emphasizes convenience, fast delivery, responsive 
customer support, easy returns, and user-friendly experiences to attract and retain 
customers. In contrast, the IRS provides a mandatory public service that taxpayers cannot 
obtain from competing providers. Because individuals are required to interact with the IRS 
regardless of service quality, the organization faces less competitive pressure to differentiate 
through exceptional customer experiences. 

RATIONALE:  A strong answer should explain that competition drives organizations to improve 
service quality, while captive audiences reduce market incentives to differentiate 
through customer service. 

REFERENCES:  Chapter 1, Section 1-2 

LEARNING OBJECTIVES:  CB.HARR.27.1.2 - Summarize the reason why competition for business leads to 
better outcomes for consumers. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

99. Analyze how changing consumer attitudes toward single-use plastics demonstrate consumer behavior's influence on 
society and public policy. 
 

ANSWER:  Consumer attitudes shifted from viewing single-use plastics as convenient to seeing them as 
environmentally harmful. As consumers demanded sustainable alternatives, businesses 
adopted eco-friendly practices and policymakers introduced measures such as plastic bag 
bans and recycling initiatives. This illustrates how changes in consumer behavior can shape 
social norms and influence public policy. 
 

RATIONALE:  A strong answer should show how changing consumer attitudes affect purchasing 
behavior, which influences societal expectations and ultimately leads to policy and 
regulatory changes. 

REFERENCES:  Chapter 1, Section 1-3 

LEARNING OBJECTIVES:  CB.HARR.27.1.3 - Explain the role of consumer behavior in today's business and 
society. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
 

 

100. Explain why Netflix's use of viewing data to recommend content represents quantitative research, and discuss the 
implications of this approach. 
 

ANSWER:  Netflix's approach represents quantitative research because it uses numerical viewing data 
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and statistical analysis to identify patterns in consumer behavior and predict what users are 
likely to watch next. The implications include more personalized recommendations and 
improved user engagement, but also concerns about data privacy and the extent to which 
companies use consumer information to influence choices. 
 

RATIONALE:  A complete answer should explain how structured numerical data are analyzed to 
predict behavior and discuss both the benefits of improved decision-making and the 
ethical considerations associated with collecting and using consumer data. 

REFERENCES:  Chapter 1, Section 1-4 

LEARNING OBJECTIVES:  CB.HARR.27.1.4 - Contrast the basic approaches to studying consumer behavior. 

KEYWORDS:  Apply 

DIFFICULTY LEVEL:       Moderate  
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PURPOSE AND PERSPECTIVE OF THE CHAPTER 

The purpose of this chapter is to introduce consumer behavior as both a field of 

study and a fundamental aspect of human experience that shapes business success, 

societal development, and individual decision-making. This chapter establishes that 

everyone possesses extensive consumer experience, making the subject immediately 

relevant and accessible. The content explores consumer behavior from multiple 

perspectives, examining how consumption creates value through the basic 

consumption process involving needs recognition, exchange, and benefit evaluation. 

Key learning objectives include understanding the connection between consumption 

and consumer behavior, recognizing how competitive markets benefit consumers, and 

evaluating consumer behavior's role in contemporary business and society. The 

chapter contrasts interpretive and quantitative research approaches used to study 

consumer behavior, highlighting contributions from economics, psychology, 

marketing, and anthropology. Additionally, it examines current trends including 

internationalization, technological advances, big data analytics, machine learning 

applications, demographic shifts, and the emerging sharing economy. By 

understanding these concepts, readers will appreciate how consumer behavior 

influences marketing strategy development, shapes cultural norms and public policy, 

and provides insights for making more informed personal consumption decisions in 

an increasingly dynamic marketplace. 

 

 

COMPLETE LIST OF CHAPTER ACTIVITIES AND ASSESSMENTS 

The following table organizes activities and assessments by objective so that you can 

see how all this content relates to objectives and make decisions about which 

content you would like to emphasize in your class based on your objectives. For 

additional guidance, refer to the Teaching Online Guide. 

Chapter 

Objective 

Activity/Assessment Source (i.e., PPT 

slide, Workbook) 

Duration Certification 

Standard 
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KEY TERMS 

- Anthropology: The field of study involving interpretation of relationships between 

consumers and the things they purchase, the products they own, and the activities in 

which they participate 

- Attribute: A part, or tangible feature, of a product that potentially delivers a benefit 

of consumption 

- Benefits: The positive results of consumption experiences 

- Big Data: Term used to represent the massive amounts of data available to 

companies, which can potentially be used to predict customer behaviors 

- Cognitive Psychology: The study of the intricacies of mental reactions involved in 

information processing 

- Collaborative Consumption: The term used for a rental transaction activity that is 

consumer to consumer, rather than business to consumer or business to business 

- Consumer Behavior: Set of value-seeking activities that take place as people go 

about addressing their real needs. 

- Consumer Behavior as a Field of Study: The study of consumers as they go about 

the consumption process; the science studying how consumers seek value in an 

effort to address real needs 

- Consumer Orientation: A way of doing business in which the actions and decision 

making of the institution prioritize consumer value and satisfaction above all other 

concerns 

- Consumption: The process by which consumers use and transform goods, services, 

or ideas into value 

- Costs: The negative results of consumption experiences 

- Differentiated Marketers: Firms that serve multiple market segments, each with a 

unique product offering 

- Economics: The study of production and consumption 

- Ethnography: A qualitative approach to studying consumers that relies on 

interpretation of artifacts to draw conclusions about consumption 

- Exchange: The acting out of the decision to give something up in return for 

something perceived to be of greater value 
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- General Data Protection Regulation (GDPR): A regulation aimed at protecting 

European consumers' privacy, including a "right to be forgotten" requiring erasure of 

personal data 

- Internet of Things: The automatic recording of data from everyday products that 

signal consumers patterns of behavior 

- Interpretive Research: The approach that seeks to explain the inner meanings and 

motivations associated with specific consumption experiences 

- Machine Learning: The application of artificial intelligence to automate tasks 

otherwise performed by humans 

- Market Orientation: An organizational culture that embodies the importance of 

creating value for customers among all employees 

- Marketing: The multitude of value-producing seller activities that facilitate 

exchanges between buyers and sellers, including production, pricing, promotion, 

distribution, and retailing 

- Netnography: A branch of ethnography that studies the behavior of online 

communities and the individuals that belong to them 

- Neuroscience: The study of the central nervous system including brain mechanisms 

associated with emotion 

- Niche Marketing: A strategy where a firm specializes in serving one market segment 

with particularly unique demand characteristics 

- One-to-One Marketing: A type of marketing wherein a different product is offered 

for each individual customer so that each customer is treated as a segment of one 

- Phenomenology: A qualitative approach to studying consumers that relies on 

interpretation of the lived experience associated with some aspect of consumption 

- Predictive Analytics: Application of statistical tools in an effort to discover patterns 

in data that allow prediction of consumer behavior 

- Product: A potentially valuable bundle of benefits 

- Production Orientation: An approach where innovation is geared primarily toward 

making the production process as efficient and economical as possible 

- Psychology: The study of human reactions to their environment 

- Qualitative Research Tools: The means for gathering data in a relatively 

unstructured and non-quantified way, including case analysis, clinical interviews, and 

focus group interviews 
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- Quantitative Research: The approach that addresses questions about consumer 

behavior using numerical measurement and analysis tools 

- Relationship Marketing: The activities based on the belief that the firm's 

performance is enhanced through repeat business 

- Researcher-Dependent: The interpretation is a matter of the researcher's subjective 

opinion until/unless corroborated by other findings. 

- Resource-Advantage Theory: Theory that explains why companies succeed or fail; 

the firm goes about obtaining resources from consumers in return for the value the 

resources create 

- Sharing Economy: Global consumer trend toward rental (temporary usage for hire) 

rather than ownership or rather than doing a task ourselves 

- Social Psychology: The study that focuses on the thoughts, feelings, and behaviors 

that people have as they interact with other people 

- Sociology: The study of groups of people within a society, such as consumption that 

takes place within group settings or is affected by group behavior 

- Stakeholder Marketing: An orientation in which firms recognize that more than just 

the buyer and seller are involved in the marketing process, and a host of primary and 

secondary entities affect, and are affected by, the value creation process 

- Touchpoints: The direct contacts between the firm and a customer 

- Undifferentiated Marketing: A type of marketing wherein the same basic product is 

offered to all customers 

- Want: A specific desire representing a way a consumer may go about addressing a 

recognized need 
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WHAT'S NEW IN THIS CHAPTER 

The following elements are improvements in this chapter from the previous edition: 

• Updated learning objectives 

• Greater emphasis on the consumer – Technology (including AI) interface 

• Updated exhibits and images throughout 

• Revised “Customer Experience” feature box to “Capture Updated Brand Rele-
vance Scores” 
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• Revised “It’s Not Always Smart” feature box to “Capture Updates on 
Smartphone Etiquette” 

• New feature box titled “Value is Dynamic” focusing on Tesla 
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CHAPTER OUTLINE 

Chapter Objectives 

1-1 Analyze the connection between consumption and consumer behavior. 

Key Concept: Consumer behavior is the set of value-seeking activities that take place 

as people address real needs through a process involving psychological events of 

thinking, feeling, and behaving. Consumption represents the process by which 

consumers use goods, services, or ideas and transform the experience into value 

through interaction with marketers. 

• Discussion Question: How does the smartwatch example illustrate that 

consumers don't actually pay for physical attributes but rather for the benefits 

and value those attributes enable? 

• Sample Response: The smartwatch's physical components (batteries, plastic, 

circuitry) are worthless alone, but consumers pay $450 for benefits like 

convenience, connectivity, and status. The value comes from how these 

attributes enable desired outcomes like better job performance or social 

connection. 

• Teaching Tips/Strategies: Use relatable examples like students' own purchases 

to help them distinguish between product attributes and benefits. Address the 

common misconception that price equals value by discussing how the same 

product can have different values for different consumers. 

Key Concept: The basic consumption process involves recognizing needs, forming 

wants, making exchanges, and experiencing costs and benefits that ultimately create 

perceptions of value. This process demonstrates how individual consumer decisions 

create chain reactions that affect businesses, employment, and society as a whole. 

• Discussion Question: Why does the housing market example demonstrate that 

consumer behavior extends far beyond individual purchase decisions to impact 

entire economic systems? 
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• Sample Response: When consumers stop buying houses, it affects architects, 

builders, suppliers, appliance manufacturers, and furniture companies, creating 

unemployment that further reduces consumer spending power. This illustrates 

how consumption decisions ripple through interconnected economic networks. 

• Teaching Tips/Strategies: Help students trace the economic impact of major 

purchases they're familiar with (cars, phones, college tuition) to show 

interconnectedness. Emphasize that CB is not just about individual psychology 

but about economic and social systems. 

 

1-2 Summarize the reason why competition for business leads to better outcomes for 

consumers. 

Key Concept: Organizations operating in competitive markets with dependence on 

repeat business develop consumer orientation, prioritizing customer value and 

satisfaction above other concerns. In contrast, organizations with captive audiences 

and no competitive pressure often provide poor service experiences. 

• Discussion Question: How do the contrasting experiences at a DMV office 

versus a New York City restaurant illustrate the relationship between 

competitive pressure and customer treatment? 

• Sample Response: The DMV has no competition and guaranteed repeat 

customers, leading to long waits and poor service with no consequences. NYC 

restaurants face intense competition and depend on repeat business, 

motivating them to provide excellent service and comfortable environments. 

• Teaching Tips/Strategies: Encourage students to share their own experiences 

with monopolistic versus competitive service providers. Address potential 

misconceptions about government services by discussing examples where 

privatization or competition has improved service quality. 

Key Concept: Market orientation and relationship marketing emerge from competitive 

pressures, where firms recognize that retaining customers is more cost-effective 

than acquiring new ones. This creates multiple touchpoints focused on value creation 

rather than single transactions. 

• Discussion Question: In what ways does relationship marketing change how 

businesses view customer interactions compared to a simple transaction-

based approach? 

• Sample Response: Relationship marketing views each interaction as an 

opportunity to build long-term value rather than just complete a sale. 

Businesses invest in understanding customer needs over time and create 

multiple touchpoints to enhance the overall experience and encourage repeat 

business. 
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• Teaching Tips/Strategies: Use examples of loyalty programs and personalized 

service that students encounter. Help students understand that relationship 

marketing benefits both parties by creating ongoing value exchanges rather 

than one-time transactions. 

1-3 Explain the role of consumer behavior in today's business and society. 

Key Concept: Consumer behavior provides critical input to business strategy by 

helping companies understand what creates value for customers, enabling long-term 

survival through continuous resource acquisition from consumers. Companies that 

fail to understand changing consumer needs often fail to survive, as illustrated by 

historical examples. 

• Discussion Question: What does the failure of companies like slide rule 

manufacturers teach us about the importance of understanding consumer 

needs versus focusing solely on product features? 

• Sample Response: Slide rule companies failed because they focused on making 

better slide rules rather than understanding that consumers needed 

calculation solutions. When calculators provided the same benefit more 

effectively, consumers switched, demonstrating that companies must 

understand underlying consumer needs, not just product attributes. 

• Teaching Tips/Strategies: Use current examples of disrupted industries (taxis 

vs. Uber, hotels vs. Airbnb) to show ongoing relevance. Address student 

assumptions about "big companies lasting forever" by showing how even 

successful companies must continuously adapt to changing consumer needs. 

Key Concept: Consumer behavior shapes society through collective consumption 

decisions that influence culture, public policy, and social norms. Examples like 

changing attitudes toward smoking demonstrate how consumer preferences drive 

societal changes and policy decisions. 

• Discussion Question: How do current consumer technology adoption patterns 

(like smartphone usage) create both opportunities and challenges for society 

that require policy responses? 

• Sample Response: Widespread smartphone adoption has created new social 

behaviors and safety concerns, leading to policies restricting phone use while 

driving and social norms around appropriate usage. Consumer choices about 

technology adoption force society to adapt laws, etiquette, and infrastructure 

to manage both benefits and risks. 

• Teaching Tips/Strategies: Connect to current social issues students care about 

(social media, environmental concerns, privacy). Help students see themselves 

as active participants in shaping society through their consumption choices 

rather than passive recipients of marketing. 
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1-4 Contrast the basic approaches to studying consumer behavior. 

Key Concept: Interpretive research seeks to explain inner meanings and motivations 

through qualitative methods like phenomenology and ethnography, providing 

researcher-dependent insights into consumption experiences. This approach focuses 

on understanding the "why" behind consumer behavior through unstructured data 

collection. 

• Discussion Question: When would interpretive research methods be more 

appropriate than quantitative methods for understanding consumer behavior, 

and what are the trade-offs involved? 

• Sample Response: Interpretive methods work better for exploring complex 

emotional or cultural meanings, like understanding why music creates value or 

how brands become part of identity. The trade-off is that results depend on 

researcher interpretation and may not generalize broadly, unlike quantitative 

findings. 

• Teaching Tips/Strategies: Use concrete examples of research questions that 

require different approaches. Address misconceptions that one method is 

"better" by showing how they serve different purposes and can complement 

each other in comprehensive research programs. 

Key Concept: Quantitative research addresses consumer behavior questions using 

numerical measurement and structured analysis tools, enabling hypothesis testing 

and objective results that are researcher-independent. This approach excels at 

measuring relationships and predicting behaviors across large samples. 

• Discussion Question: How do big data analytics and predictive modeling 

represent an evolution of quantitative consumer research, and what new 

insights do they provide that traditional surveys cannot? 

• Sample Response: Big data allows analysis of actual behavior patterns rather 

than stated preferences, enabling prediction of outcomes like pregnancy based 

on purchase patterns. This provides more objective insights into consumer 

behavior but may miss the emotional and cultural meanings that drive those 

behaviors. 

• Teaching Tips/Strategies: Use familiar examples like Netflix recommendations 

or targeted advertising to show quantitative research in action. Help students 

understand that both approaches contribute valuable but different types of 

knowledge about consumer behavior. 

1-5 Evaluate the significance of trends, including in artificial intelligence and machine 

learning, in shaping CB's dynamism. 

Key Concept: Technological advances including AI, machine learning, and big data 

analytics are transforming how businesses understand and respond to consumers 
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through automated personalization, predictive analytics, and enhanced customer 

touchpoints. These technologies enable more sophisticated analysis of consumer 

patterns and more responsive marketing strategies. 

• Discussion Question: How might the increasing use of AI chatbots and 

automated customer service change the nature of consumer-business 

relationships compared to traditional human interactions? 

• Sample Response: AI chatbots provide 24/7 availability and consistent 

responses but may lack the empathy and problem-solving flexibility of human 

interactions. This could make routine transactions more efficient while 

potentially reducing the personal connection that builds customer loyalty in 

complex situations. 

• Teaching Tips/Strategies: Encourage students to reflect on their own 

experiences with AI-driven services. Address concerns about job displacement 

by discussing how technology changes rather than eliminates the need for 

human skills in understanding consumer behavior. 

Key Concept: The sharing economy and collaborative consumption represent 

fundamental shifts in consumer preferences from ownership to access, driven by 

desires for convenience, cost savings, and social consciousness. These trends reflect 

changing consumer values and create new business models that challenge traditional 

ownership-based approaches. 

• Discussion Question: What factors are driving the shift from ownership to 

sharing in various industries, and how might this trend reshape entire sectors 

of the economy? 

• Sample Response: Consumers increasingly value convenience and flexibility 

over ownership, while also being more cost-conscious and environmentally 

aware. This is transforming industries from transportation (Uber) to fashion 

(Rent the Runway) by creating new value propositions based on access rather 

than possession. 

• Teaching Tips/Strategies: Connect to students' own usage of sharing economy 

services and discuss both benefits and potential drawbacks. Help students 

analyze how these trends reflect broader changes in consumer values and 

lifestyle preferences rather than just technological capabilities. 
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