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IBM3012 SECTION 011  
FINAL EXAM PART 2: SHORT ANSWER 

December 2, 2020 
Instructor: Dr. Alexander Mitchell 

 
 
 
 
 

Instructions: 
 

• Please type your answers to the questions below in a separate document (preferably DOCX or some 
other common word-processing format). PDF format is fine. 

• Submit your answers through Blackboard. 
• You have until Friday December 4, 2020 at 11:59pm to complete this portion of the final exam. 
• Include your name, BroncoID, and the course/section number on the first page of your submission. 
• Include your name and the course number in the file name of your submission. 
• This portion of the final exam is worth 105 points (out of 175 points for the entire final). 
• If doubt exists as to the interpretation of any question, please include a clear statement about any 

assumptions you make.  
 
 
 
 

Read all questions carefully and GOOD LUCK! 
 
 
 
 
  

CONFIDENTIAL 
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Short Answer (5 questions, 105 points total) 
 
Question 1 (20 points):  
 
You have been asked to create a new social marketing promotional campaign to encourage citizens to 
continue physical distancing during the COVID-19 situation. Specifically, your client is interested in 
targeting a college age audience (18-25 years old) because they believe this target audience is the most 
at risk of contracting the illness and should be more conservative with relaxing their physical distancing. 
Explain how you will use the AIDA model to construct your promotional strategy. Be specific and make 
sure you articulate how specific promotional mix elements will help you achieve your overall objectives. 
 
Note on length: I would anticipate something in the half of a page for this answer to hit the points 
needed. 
 
Question 2 (20 points):  
 
Following up on your excellent work on the COVID-19 project, the quick service restaurant chain Taco 
Bell asks you to step in and create a new video “commercial” that they can post online (i.e. to YouTube) 
that will be assured to generate viral interest. The video should focus on their new outrageous food 
offering: the Canadian Taco, a regular taco wrapped entirely in bacon and served with warm maple 
syrup glaze. Describe in detail the contents of the video you would suggest they create, clearly 
articulating its strategic connections to a valid promotional strategy (think AIDA again) as well as what 
relevant appeal(s) you are using, and some articulation of the target audience. Assume the video will be 
no longer than 2mins (shorter is fine). 
 
Note on length: I would anticipate something in the three-quarters of a page for this answer to hit the 
points needed. 
 
Question 3 (20 points):  
 
You have been hired as a consultant by Taco Bell as they work to create their first immersive retail 
experience separate from their food service locations. This retail environment will be used to provide 
consumers with access to Taco Bell merchandise, such as hoodies, mugs, posters, beach towels, and just 
about any kind of consumer product that will reflect the Taco Bell lifestyle. Using our discussions of 
retailing and retail stores, explain what kind of retail store this would be (be clear about what 
characteristics you are using to make this assessment), as well as 4-5 key presentation features the store 
will need to include in order to achieve its goal of an immersive experience. Be specific in explaining 
your tactical choices here. 
 
Note on length: I would anticipate something about half to three-quarters of a page for this answer to hit 
the points needed. 
 
 



Page 3 of 4 

Question 4 (20 points):  
 
Even before COVID-19, Amazon was a dominant presence in the retail landscape. This has only 
escalated with the changes in consumer behavior with the implementation of quarantines, lock downs, 
and social distancing measures since early 2020. 
 
Consider this passage from a CNBC article on Amazon’s growing dominance and the impact to its 
suppliers: 
 

Toughest negotiator 
Because of its growing market power, Amazon has immense leverage over its suppliers. 
 
One supplier, who declined to be identified due to privacy concerns, said Amazon reviews its 
contract every year and plays hardball tactics to put pricing pressure on its deal. Some of the 
concessions include forcing the supplier to take on more of the freight cost between 
warehouses, or to buy more ads on Amazon, in return for remaining a major wholesale partner. 
 
“It’s just a never-ending ask on every line item,” this person said. “Every year they try to get 
more, so we fight with them every year not to give it up.” 
 
Joe Hansen, co-founder of BuyBox Experts, who helps suppliers on Amazon, calls Amazon the 
“toughest negotiator” in online and retail combined because of the visibility it provides and ability 
to drive more sales for any supplier instantly. That, combined with the collapse of traditional 
brick-and-mortar retailers, is forcing suppliers to play by Amazon’s rules. 
 
“It’s definitely a transitional era for brands because Amazon is sort of peeking over them. 
Brands really have strong incentive to sell on Amazon,” he said. (Amazon did not respond to 
requests for comment.) 
 
The bigger concern is that Amazon — not the suppliers — have a direct relationship with 
consumers because they’re the ones selling the products. That means Amazon owns the 
customer data and knows what sells well on its site — and if needed, it can go make those 
products themselves at a lower cost, supplanting the larger brand almost immediately. For 
example, Amazon-branded batteries now outsell the once top-selling Duracell batteries on 
Amazon, Hansen pointed out. 
 
Amazon’s dominance, and the fact that it can limit companies’ access to data about their own 
customers, is “a major concern and has the potential to hurt almost every brand long term,” 
Hansen said. 
 
Lifetime Brands’ Siegel said he remains a happy Amazon supplier, but did note that not having 
a direct relationship with customers is a challenge. In order to solve this, Lifetime has come up 
with a companywide mandate called the “5-star experience,” a guideline that forces every 
product unit to be mindful of getting positive reviews because they’re critical to sales growth — 
he says, in general, a single “1-star” review can have the same impact as a dozen “5-star” 
reviews in sales. 
 
“These are all things that we have to think about today that we never had to think about before,” 
Siegel said. 

(https://www.cnbc.com/2017/12/21/as-amazons-dominance-grows-suppliers-are-forced-to-play-by-its-rules.html) 
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Could Amazon’s approach to its suppliers and the impact on pricing be construed as a violation of 
government regulations? Using the legality of pricing strategy discussion from our class, as well as our 
discussions on supply chains, explain whether you believe Amazon is in violation of any of the four 
regulatory areas governing pricing decisions. Be clear in your answer what your position is and fully 
explain your reasoning. 
 
Note on length: I would anticipate something about half a page to three-quarters of a page for this 
answer to hit the points needed. 
 
Question 5 (25 points):  
 
Selling new products and services is never easy. You have been hired to sell a line of high-performance 
wireless (i.e. Bluetooth) headphones for consumers who engage in extreme fitness activities (think cross 
fit, endurance marathons, etc.). You are tasked with approaching Dick’s Sporting Goods as a potential 
retailer that will sell your product. Your job is to sell the chain store’s purchaser on why they should 
carry your product. Before your meeting with the purchaser, you and your team decide to walk through a 
practice sales experience to prepare. Using the sales process we covered in class, provide a description 
of how you would approach each phase with the purchaser. This is an imaginary scenario, so you will 
likely need to make assumptions in order to proceed through the steps. Be clear about your assumptions. 
What I am looking for here is how well you articulate the process, what possible issues may arise for 
you or the purchaser, and how you will move to close the deal. 


