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1. Keri is a student who wants to create a business that makes fashionable customized basketball jerseys to sell to other high school students. She is targeting high school athletes, specifically basketball players and fans. Which of the following promotional strategies would be the most cost-efficient and effective way to building awareness in her target market?

A. Advertisements in television 
B. Facebook Page 
C. Flyers in the city
D. Give star athletes jerseys to wear a game
2. Keri works on her marketing plan. For each statement below, determine whether it is benefit or feature of the product. Label each statement with a B (benefit) or F (feature).  Each letter may be multiple times or not at all.
A. Show their team spirit
B. Comfortable
C. Many Sizes-XS-XXXL
D. Express Individuality
3. Keri develops her marketing mix for her 5 P’s of marketing below. What is the error in her marketing mix?

Price: $10 per jersey, competitive but affordable

People: Students and teachers at the school
Product: Custom basketball jerseys that include monograms; buy one, get one free offer
Place:  High School USA
Promotion: flyers, samples, Facebook page

        A. Price should not be included in her marketing mix

        B. People should only include people in Keri’s business

        C. Place should be where she buys supplies

        D. Promotions should include the buy one, get one free offer
4. JD wants to start an after-school dog walking business, Pawer Walk. JD loves dogs and thinks this is a great business opportunity. He gathers some information to create his sales forecast:
· 200 houses have at least one dog

· In a typical week, JD has 4 hours afterschool

· He can only walk one dog at a time
· He only walks dogs Monday-Friday

· Each walk takes one hour
Using this information, he projects he will walk 140 dogs in an average month. Is this a feasible forecast?
A. Yes


B. No


C. Not enough information
5. JD starts Pawer Walk and finds a lot of people want his service! He wants to increase sales to existing customers for repeat sales.  What can he offer to encourage repeat customers?


A. He should be patient and wait it takes time to develop loyal customers.

B. He should create a customer loyalty card, five walks and the sixth is 50% off.
C. He should create a Facebook Page for Pawer Walk and ask his customers     with dogs to join so they have a dog group. 

D. He should offer discounts for referrals.
6. JD is asking potential customers to contact him directly if they have any questions.

Which type of distribution channel is he using?
A. Personal selling
B. Direct retail

C. Assisted marketing
D. Direct marketing
7. Robert wants to sell gloves with hand warmers sewn into the palms at his school called Super Warmerz. He plans to start his business in September. What factor will affect his sales most?
A. Market Share

B. Capacity

C. Seasonality

D. Time to Market
8. Sam’s business, Bead Works is designed to teach young women how to make simple earrings, necklaces and bracelets at home. So far Sam has done a great job promoting her business. Although she has a lot of interest and buzz around her business, Sam isn’t getting people to buy her service.  What can Sam do to get people to purchase a Bead Works classes?
A. Sam should continue to promote her business as she has, sooner or later someone will pay for her classes.

B. Sam should not charge for her classes and build a client-base. Once she has people in her classes she should start to charge for her classes.

C. Sam should make potential customers sign up for her email list and email them until they join a class.

D.  Sam could offer an introductory special rate for the first two classes.

9.  Sam’s best friends are young women who love to make jewelry. In fact, they suggested she start Bead Works. What is the best way her friends can help promote her business?

A. Attend her classes


B. Help her teach her classes


C. Write a positive post on the Bead Works Facebook page

D. Sell her jewelry
10. Below Sam lists the steps a customer would take to purchase her Bead Works classes. Help Sam put the steps in order by labeling them 1-4, where “1” is the first step and “4” is the last. 
a) Customer select the # of classes they want 

b) Customer pays using PayPal or credit card

c) Customer visits the Bead Works website

d) Customer receives a copy of a receipt to bring the first class

11. Sharon is a student in an entrepreneurship class. She wants to work on her business plan but cannot think of any business ideas. Where should she start?

A. She should analyze business opportunities using SWOT analysis.

B. She should ask her teacher for successful business ideas.

C. She should consider a problem and brainstorm solutions.

D. None of the above.

12. Sharon decides to write her business plan for a pie company, Sweetie Pies. She will make and sell individual, organic pies to people for events like weddings, birthdays and baby showers. What is the best business type for this business?

A. Manufacturer

B. Service

C. Wholesaler

D. Retailer

13. Which statement best describes opportunity recognition?

A. People who excel at opportunity recognition are non-creative type people.

B. People who are clever and look at the same situation as others but envision something different

C. People who excel at opportunity recognition do not think outside the box.

D. Opportunity recognition is not an important part of a new enterprise..

14. Which of the following is a competitive advantage of your company?

A. Location

B. Pricing

C. Customer service

D. All the above

15. Sharon wants to start her business quickly with the least amount of startup. What is her best business ownership option?

A. Partnership

B. Sole Proprietorship

C. She doesn’t need consider legal structures yet.

D. LLC

16. Sharon’s mom works at a Food Bank and this cause is very important to her. She wants to be able to give back with Sweetie Pies but is concerned because she doesn’t know how much money she can give. What can she do now to support her local Food Bank?

A. Nothing, she doesn’t have money to support the cause.

B. Sharon can volunteer at the local Food Bank and donate some of her pies.

C. Sharon should donate 5% of her profits even if it is not much.

D. Sharon should find out what matters to her customers and donate to those charities instead of the Food Bank.

17. Help Sharon select the best mission statement for Sweetie Pies from the below options.

A. Sweetie Pies, Satisfy your sweet tooth and your soul!

B. Sweetie Pies is a sole proprietorship that makes all kinds of tasty pies.

C. Sweetie Pies is a good opportunity because there are no pie companies in the area that make pies. The pies are made with fresh fruits and organic materials.

D. Sweetie Pies truly believes fresh fruit and organic ingredients should enhance the quality of life for everyone in the community.

18. Regina, a classmate, decides to create a business at school called Knit 4 U. She creates custom scarves and plans to sell them at school to students and teachers. She identified her target market. What is her next step to determine her market size?

a. Survey the target market

b. No additional steps

c. Divide the target market into subgroups

d. None of the above.

19. Regina lists her market segment information but needs your help to classify them under the correct category. Place the correct letter for each category with each piece of information. Demographics (D), Geographic (G), Psychographic (P), Buying Patterns (B). Each category may be used multiple times or not at all.


1. _______ NFTE School
2. _______ Enjoy Crafts
3.  _______Conservative spenders
4.  _______ Female
5.  _______ Ages 11-50

6.  _______ Purchase using cash


7.  _______ NFTE City, USA

8.  _______ Fashionable

20. Regina needs your help. While doing her competitive analysis her teacher asks her to include indirect competitors. She doesn’t understand why that’s important or what indirect competition is. How would you explain it to her?

A. Indirect competition isn’t something to worry about because they sell different products.

B. Indirect competition is only important to understand if things change and it becomes direct competition.

C. Indirect competition is important to understand, since the same product fulfills a different customer need.

D. None of these explanations are correct.
21. Below is a competitive matrix with Knit 4 U and two direct local competitors. Based on the matrix, which of the following is Knit 4 U’s most sustainable, competitive advantage? In other words, what competitive advantage will allow her business to be successful for a long period of time?

	 FACTORS
	KNIT 4 U
	Knitty City
	Knit Witz

	Average Price
	$ 10
	$ 25
	$ 15

	Quality of Product/Service
	Very good - uses high quality scraps
	High quality and service
	Inconsistent – quality varies

	Location
	Entrepreneurship High School
	Anywhere, USA
	Anywhere, USA

	Reputation/Brand
	New to the market
	Well-known for workmanship
	New to the market

	Customer Service
	High - consultation and customization
	High - return policies and customer service
	Medium -customization

	Unique Factors
	Knowledge of target market’s need for durable scarves. 
	Knowledge of and caters to a high income clientele
	N/A


A. Based on the matrix, Knit 4 U doesn’t have a sustainable competitive advantage.

B. Based on the matrix, location is the most sustainable competitive advantage because her competitors are outside her school.

C. Based on the matrix, Knit 4 U’s most sustainable competitive advantage is her unique knowledge of her target market’s need for durability in their scarves. 

D. Based on the matrix, price is Knit 4 U’s most sustainable competitive advantage because she has the lowest prices and customers will like that.

22. Regina surveys 500 target market members. She finds that 30% are willing to buy her product.

If her total target market is 1000 how large is her potential market size?

A. Not enough information is provided to answer this question.

B. 30 

C. 1,000

D. 300

23.   Based on her target market survey, Regina finds that 75% of her customers will not spend more than $10 on pre-made scarves. Identify which of the following could be her best pricing strategy in order to sell the most scarves?

A. Regina should price all her scarves at $10.

B. Regina should price her scarves at two levels for pre-made and custom, with custom scarves priced more than $10.

C. Regina should focus on a smaller group and price at a littler higher to potentially make more money per scarf.

D. Regina should price her scarves at $5 each so that her customers will buy more than one scarf.

24.  Which short-term business goal illustrates the best step in Regina’s plan to increase the profitability and quality of her business?

A. In the first year, buy discount yarn

B. In the first year, create new patterns.

C. In the first year, provide free scarves to popular students.

D. In the first year, hire 3 friends

Competition vs. Monopoly


For each answer either C for competition and M for monopoly:

25. _______ Keeps prices down and quality high.

26. _______ Is bad for the consumer, who must pay higher prices.

27. _______ Discourages change and new business.

28. _______ Gives consumers more choices.

29. _______ Lower prices.

30. _______ Lower quality.

31. _______ Keeps prices high.

32. _______ Quality of products can be low or average.

33. _______ Encourages new ventures.

If everything else stays the same…

34.
          Law of demand (finish the statement)



As the price goes up, …

35.

Law of supply (finish the statement)
An increase in price results in
Fill in the blanks:

36. In a command economy the ____________________ sets prices.
37. As prices go up, the quantity demand by consumers goes ____________.

38. As prices go up, the quantity businesses are willing to supply _____________.
39. The point where supply and demand lines cross is called the _________________.
40. As competition increases, prices go ______________.
41. As competition increases, quality ________________.

42. The opposite of competition is __________________.

43. At a lower price consumers want to buy ___________ of the product.

Answer each question completely with supporting statement:

44. What would you expect to happen to the demand for gasoline if everyone began to use electric cars? 

45. How would you expect the use of electric cars to affect the availability of gasoline and its prices? 

SWOT Analysis: starting a DJ business:

46.-49. For each statement tell what each would be for the SWOT (strength, weakness, opportunity, or threat).You can only use each once.

_____ People planning parties don’t know us and already know the established DJs.

_____ We need money to continue building our music library and keep current.

_____ My potential partner knows another DJ who says he can sub for him.

_____ Together, my potential partner and I have the necessary equipment and music resources.

50. What is a target market?

51. There are several factors that determine a target market. Explain these two:

A. Geographic

B. Demographic

52. What is a mission statement?

53. What is a 30 second pitch?

54. What is the concept of AIDA?
55. Why is this concept important when delivering a 30 second pitches?

56. What should happen at the end of the pitch?

57. What is liability?
58. What is the difference between unlimited and limited liability?
59. What is intellectual property?
60. How do you protect your intellectual property? Hints…C, TM, P
61.-63. Using this formula:

 Sales – Cost of Merchandise Sold= Gross Profit – Expenses – Taxes =Net Profit and the following information calculate the Net Profit. 

Sold 45 basketballs at $45 each

Your cost for each basketball was $12

Expenses $88

Taxes $100
64.-69. Determine the cost of goods sold for one square:
Rice Krispies Treat (this recipe makes 12 three inch square Rice Krispies Treats.)

5oz marshmallows


1.99 for 10 oz. bag

cost____________

6 cups of Rice Krispies

$0.18 per cup

cost ___________

3 table spoons of margarine
$0.03 per table spoon
cost ___________

Cost of goods sold _________________

Cost of one three-inch square Rice Krispie Treat ___________
What would you sell the three-inch piece for? _____________

70. Use the following formula to find out the break even units:


Monthly expense /CM = BEU
If you monthly expenses were $340.00 and your contribution margin was 8.50 what is the breakeven units needed per month?
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