2
Module 1 Pre-Test/Post-Test Key




2

ANSWER KEY: Pre- and Post- Test for Day 21:
Price Your Products and Services
Name:  ______________________________

Date: _____________
   1.

When prices are set at different levels for different types of customers, charging more to customers who will pay more and charging less to attract customers who would not otherwise purchase the product or service, this price- setting strategy is called _____.

a. bundled pricing 

b.  differentiated pricing

c.  cost-plus pricing
  2.

Market or competitive pricing is a price-setting strategy where your prices for products or services are ____________ the market.

a. competitive
 in

b.  higher than



c.  lower than
  3.

The minimum affordable price covers _____________.

a.  variable costs

b.  fixed costs

c. both variable and fixed costs


   4.

A break-even price covers ________________.

a.  variable costs

b.  fixed costs

c. both variable and fixed costs
5.
The price floor is based on your _____________. 

a. fixed costs


b.  profit goal


c.  break-even price
6.
The ____________ is the highest price you can charge while staying competitive in the market.

a. market price

b. price ceiling


c.  break-even price
7.
The percentage of sales price that remains as profit after paying all expenses is called

_____________.

a. profit margin

b. profitability


c. additional profit

8.
The two key determinants of the market price are _____________.


a. variable and fixed costs
b. products and services
c.  supply and demand
