[bookmark: _GoBack]Please analysis question for  chapter 11, 12, and 13 for one assignment.


Chapter 11

1. Select an everyday product (personal fitness Training, CD’s, dog food, cellphones, or shoes, for example). Show how different versions of your product are aimed toward different market segments. Explain how the marketing mix differs for each segment.


2. Use the five-step model of rational decision making to describe the process of selecting a college. Does this model reflect the way that you made a decision about attending college? Why or why not?


Chapter 12 

1. Describe the four stages of the product life cycle and the marketing mix that is used in each. Provide at least one example of a product in each stage other than those provided in the text.


2. Some companies have very narrow product mixes, producing just one or two products, while others have many different products. What are the advantages of each approach?


Chapter 13 

1. Give examples of two products that typify the products sold to shoppers through each from of nonstore retailing. Explain why different products are best suited to each from of nonstore retailing.


2. Describe each major type of product line and bargain retailer and identify at least one example of each type
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