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Introductory Message 

For the facilitator: 

Welcome to the Entrepreneurship 11/12 Self-Learning Module (SLM) on People, 

Packaging, and Positioning! 

This module was collaboratively designed, developed and reviewed by educators 

both from public and private institutions to assist you, the teacher or facilitator in 

helping the learners meet the standards set by the K to 12 Curriculum while 

overcoming their personal, social, and economic constraints in schooling.  

This learning resource hopes to engage the learners into guided and independent 

learning activities at their own pace and time. Furthermore, this also aims to help 

learners acquire the needed 21st century skills while taking into consideration 

their needs and circumstances. 

In addition to the material in the main text, you will also see this box in the body of 

the module: 

 

 

 

 

 

 

As a facilitator you are expected to orient the learners on how to use this module. 

You also need to keep track of the learners' progress while allowing them to 

manage their own learning. Furthermore, you are expected to encourage and assist 

the learners as they do the tasks included in the module.    

 

 

 

 

 

 

 

 

 

 

 

Notes to the Teacher 

This contains helpful tips or strategies 

that will help you in guiding the learners. 
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For the learner: 

Welcome to the Entrepreneurship 11/12 Self-Learning Module (SLM) on People, 

Packaging, and Positioning! 

The hand is one of the most symbolized part of the human body. It is often used to 

depict skill, action and purpose. Through our hands we may learn, create and 

accomplish. Hence, the hand in this learning resource signifies that you as a 

learner is capable and empowered to successfully achieve the relevant 

competencies and skills at your own pace and time. Your academic success lies in 

your own hands! 

This module was designed to provide you with fun and meaningful opportunities 

for guided and independent learning at your own pace and time. You will be 

enabled to process the contents of the learning resource while being an active 

learner. 

This module has the following parts and corresponding icons: 

 
What I Need to Know  

 

This will give you an idea of the skills or 

competencies you are expected to learn in 

the module.  

 
What I Know  

 

This part includes an activity that aims to 

check what you already know about the 

lesson to take. If you get all the answers 

correct (100%), you may decide to skip this 

module.  

 
What’s In 

 

This is a brief drill or review to help you link 

the current lesson with the previous one. 

 
What’s New 

 

In this portion, the new lesson will be 

introduced to you in various ways such as a 

story, a song, a poem, a problem opener, an 

activity or a situation. 

 
What is It 

 

This section provides a brief discussion of 

the lesson. This aims to help you discover 

and understand new concepts and skills. 

 
What’s More 

 

This comprises activities for independent 

practice to solidify your understanding and 

skills of the topic. You may check the 

answers to the exercises using the Answer 

Key at the end of the module. 

 
What I Have Learned 

 

This includes questions or blank 

sentence/paragraph to be filled in to process 

what you learned from the lesson. 

 
What I Can Do 

 

This section provides an activity which will 

help you transfer your new knowledge or 
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skill into real life situations or concerns. 

 
Assessment 

 

This is a task which aims to evaluate your 

level of mastery in achieving the learning 

competency.  

 
Additional Activities 

 

In this portion, another activity will be given 

to you to enrich your knowledge or skill of 

the lesson learned. This also tends retention 

of learned concepts. 

 
Answer Key 

 

This contains answers to all activities in the 

module. 

 

At the end of this module you will also find: 

 

The following are some reminders in using this module: 

1. Use the module with care. Do not put unnecessary mark/s on any part of 

the module. Use a separate sheet of paper in answering the exercises. 

2. Don’t forget to answer What I Know before moving on to the other activities 

included in the module. 

3. Read the instruction carefully before doing each task. 

4. Observe honesty and integrity in doing the tasks and checking your 

answers.  

5. Finish the task at hand before proceeding to the next. 

6. Return this module to your teacher/facilitator once you are through with it. 

If you encounter any difficulty in answering the tasks in this module, do not 

hesitate to consult your teacher or facilitator. Always bear in mind that you are 

not alone. 

We hope that through this material, you will experience meaningful learning 

and gain deep understanding of the relevant competencies. You can do it! 

 

 

References This is a list of all sources used in 

developing this module. 
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What I Need to Know 

This module was designed and written with you in mind. It is here to help 

you master on describing the Marketing Mix (7Ps) in relation to the business 

opportunity vis-à-vis: – Product, Price, Place, Promotion, People, Packaging, 

and Positioning. The scope of this module permits it to be used in many different 

learning situations. The language used recognizes the diverse vocabulary level of 

students. The lessons are arranged to follow the standard sequence of the course. 

But the order in which you read them can be changed to correspond with the 

textbook you are now using. 

In this module, you will describe People, Packaging, and Positioning as 

essential part of Marketing Mix.  

Learning Code: TLE_ICTAN11/12EM-Ia-1 

The module is divided into three lessons, namely: 

 Lesson 1 – People 

 Lesson 2 – Packaging 

 Lesson 3 – Positioning 

After going through this module, you are expected to: 

1. discuss the importance of people, packaging, and positioning in the 

marketing mix, 
2. value its importance in the marketing mix; and 

3. develop a strategies for each in the marketing mix. 
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What I Know 

 

Directions:  Choose the correct answer by encircling the letter of your choice on 

the following questions.  

1. Which of the following is NOT one of the 7 P's of the marketing mix? 

a. Place  

b. Profit   

c. Product  

d. Promotion 

 

2. Carlos bought a new laptop using a store's credit card, and the store 

offered to reduce the laptop's price by $50 if he paid the entire bill within 

6 months. This is an example of a _____ discount. 

a. cash  

b. loyal    

c. rebate   

d. quantity 

 
3. When Honda developed a marketing strategy to change the image of their 

cars from luxurious but stodgy to cool and high tech, which of these is 

the term for what they did to their product? 

a. Repositioning 

b. Brand extension 

c. Product line extension 

d. Addition to the product line 

 
4. What is included in promotional strategies? 

a. Advertising, marketing, and sales 

b. Personal selling, advertising, pricing, and distribution 

c. Personal selling, advertising, sales promotion, and public relations 

d. Advertising, social media networking, pricing, and promotional ads 

 
5. Which of the following is a trend that has increased competition between 

companies for market share and sales? 

a. Pricing drops    

b. New government laws 

c. Slowing of population growth 

d. Better logistical implementation  
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6. Evaluate what are the three criteria that businesses use to make a 

purchase decision. 

a. Quality, service and price 

b. Sales force, quality and selection 

c. Price, Ordering ability and selection 

d. Quality, customer service and selection 

 

7. Analyze what customer satisfaction is. 

a. When customers feel they are getting a lot of value 

b. When a customer sells an item online for a lower price than they 

bought it for 

c. When a customer purchases an item but is not happy about their 

purchase 

d. It is the end result of an effective marketing orientation and occurs 

when the good or service has met the customer's needs and 

expectation 

 
8. What question should a business mission statement answer? 

a. Why a company sells the products to the consumer 

b. How a company goes to market and increases its revenue 

c. Why a company is in business and what they are trying to accomplish 

d. How a company plans to market specific products to the domestic 

market 

 

9. Your company offers the best cars on the market at relatively affordable 

prices. You currently have no competitors regarding the features your 

cars have. Why is this an example of product differentiation? 

a. Because the quality of your products is very high 

b. Because you are advertising the car as relatively affordable 

c. Because you are advertising the unique features of the product 

d. Because any kind of new product by a company is an example of 

product differentiation 

 

10. Which of the following is a strategy when a company pursues the 

development of a new product for a current market? 

a. Sales Development   

b. Market Development 

c. Product Development  

d. Product Diversification 

 
11. In the world of public relations, goodwill refers to _____. 

a. offering medical benefits for employees and their families 

b. the funds your company pays to send out cards around the holidays 

c. creating a positive feeling associated with the company or its products 

d. the retainer money a company pays for legal representation or other 

services they may need 
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12. Which is not an element of promotion. 

a. Pricing Strategy 

b. Personal Selling 

c. Public Relations  

d. Direct Marketing   

 

13. _________________ is the unique product benefit that the competition 

cannot be claim. 

a. Unique selling product 

b. Unique sales preposition 

c. Unique selling preposition 

d. Unique strategy promotion 

 

14. _________________ refers to the system that assists the organization in 

delivering the service. 

a. Price  

b. Process 

c. Promotion           

d. Physical environment 

 
15. Which is the form of the element of promotion mix among? 

a. Advertising 

b. Personal selling 

c. Sales promotion 

a. All of the above 
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Lesson 

1 People 

 

Good day students! In our previous lesson, we discussed the first 4Ps of the 

7Ps of Marketing Mix. There we discussed different strategies about our product, 
price, place, and promotion.  

 
Today, we will discuss the remaining three (3) Ps of Marketing Mix – the 

People, Packaging, and Positioning.  
 

In this lesson, we will discover how people plays an important role in 

developing a successful formula for the marketing mix. 

 

 

What’s In 

 

 In our previous lesson, we tackled promotion as the 4th P of Marketing Mix. Give 
at least one (1) example of promotional activity and discuss how it was done. Write 
your answer on the space provided. 

 
 Advertising

 __________________________________________________________ 
  
 __________________________________________________________ 

 
 Personal selling

 __________________________________________________________ 
  
 __________________________________________________________ 
 

 Sales promotion
 __________________________________________________________ 
  
 __________________________________________________________ 
 

 Exhibition
 __________________________________________________________ 
  
 __________________________________________________________ 
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 Sponsorship
 __________________________________________________________ 
  
 __________________________________________________________ 

 

 Public relation
 __________________________________________________________ 

       

________________________________________________________________   

 

 

  

 

Notes to the Teacher  

Teacher facilitates an activity that enables learners to use 

previously taught lesson. 
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What’s New 

 

Activity 1:  Picture Analysis  

Directions: Based on the pictures presented, write your analysis in the space 

provided.  

 

 

 

 

 

 

 

 

 

 

 

 

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

__________________________________________________________________________. 

 

Source: clipart.email 

Source: thehigherlearning.com 

Source: clipartstation.com 

Source: clipartmax.com 

Source: clipart-library.com 
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Picture Analysis 

 
1. What is the picture all about? 

________________________________________________________________________
________________________________________________________________________

________________________________________________________________________
________________________________________________________________________ 

2. What message does the picture want to convey? 

________________________________________________________________________
________________________________________________________________________

________________________________________________________________________
________________________________________________________________________ 

3. How important people is in the organization? 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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What is It 

 

PEOPLE 

 People are the most important element of any service or experience.  

 Services tend to be produced and consumed at the same moment, and  

 Aspects of the customer experience are altered to meet the 'individual 

needs' of the person consuming it.  

 Most of us can think of a situation where the personal service offered by 

individuals has made or tainted a tour, vacation or restaurant meal. 

Buying Preferences 

 Remember, people buy from people that they like, so the attitude, skills 

and appearance of all staff need to be first class.  

 Some ways in which people add value to an experience, as part of the 

marketing mix –  

• training,  

• personal selling and  

• customer service 

Training 

 All customer facing personnel need to be trained and developed to 

maintain a high quality of personal service. 

 Training should begin as soon as the individual starts working for an 

organization  

 During Induction it exposes the new employee to the organization's 

culture for the first time,  

 Briefing them on day-to-day policies and procedures.  

 In practice most training is either 'on-the-job' or 'off the- job. ‘ 

 
o On-the-job training involves training whilst the job is being 

performed e.g. training of administrative staff.  

o Off-the-job training sees learning taking place at a college, 

training center or conference facility. 

Personal Selling 

There are different kinds of salesperson.  

1. There is the product delivery salesperson, e.g. fast food, or mail. 

2. There is the order taker, and these may be either 'internal' or 

'external'.  
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• The internal sales person would take an order by telephone, 

e-mail or over a counter.  

• The external sales person would be working in the field. 

• In both cases little selling is done.  

3. The missionary promotes faith, building goodwill with customers with 

the longer-term aim of generating orders. 

4. The fourth type is the technical salesperson, e.g. a technical sales 

engineer.  

• Their in-depth knowledge supports them as they advise 

customers on the best purchase for their needs.  

5. Finally, there are creative sellers.  

• Creative sellers work to persuade buyers to give them an order.  

• This is tough selling, and tends to offer the biggest incentives 

• The skill is identifying the needs of a customer and persuading 

them that they need to satisfy their previously unidentified 

need by giving an order. 

Customer Services 

 Customer services provide expertise  

• e.g. on the selection of financial services, technical support  

• e.g. offering advice on IT and software and co-ordinate the 

customer interface  

• e.g. controlling service engineers, or communicating with a 

salesman 

 The disposition and attitude of such people is vitally important to a 

company  

 The processes they use and their training are paramount 
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What’s More 

 

Activity 2: Script Making for Customer Service  
 

Directions: Make a script showing a scenario of excellent customer service. Include 
in your script the preparation made for the employee/s to become effective in 

dealing with the customer e.g. training and the like. Write the script on the space 
provided below. (Filipino or English) 

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________
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___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

__________________________________________________________________. 

Rubrics: 

 
  Understanding of the Topic  - 20pts 

  Coherence of Ideas   - 15pts   
Content     - 15 pts 
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Lesson 

2 Packaging 

 

Good day students! In our previous lesson, we had learned the role of people 

as an integral component in developing our Marketing Mix. 

In today’s lesson, we will discuss how Packaging of our product will also help 

into the success of our Marketing Mix. 

 

 

 

What’s New 

 

Activity 3:  You Got a Package! 

Directions: Identify the following packaging whether it is a SHIPPING 

PACKAGE, SECONDARY or PRIMARY PACKAGING. Write your answer 

beside the picture. 

 

1.        6.  

 

 

 

2.        7.  

  

 

 

3.        8.  

 

 

 

Source: cheskafreight.com.ph 

Source: foodanddrinktechnology.com 

Source: pharmapackagingsolutions.com 

Source: preparedfoods.com 
Source: beveragedaily.com 

Source: headandshoulders.ph 
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4.  

 

       9.  

 

 

5.  

 

       10.  

 

 

You Got a Package! 

 

1. How do you find the activity? 

________________________________________________________________________

________________________________________________________________________
________________________________________________________________________ 

 
2. What have you observed on the different pictures presented? 

________________________________________________________________________

________________________________________________________________________
________________________________________________________________________ 

 
3. What do you think is the importance of having a good packaging for our 

product? 

________________________________________________________________________
________________________________________________________________________

________________________________________________________________________ 
 

4. How does a good packaging help in the promotion of our product? 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

  

Source: theguardian.com 

Source: hughesent.com 
Source: packaginginnovation.com 

Source: pharmapackagingsolutions.com 
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What is It 

 

PACKAGING 

 An activity of designing & producing the container for a product. 

 Packaging is one of most important parts of marketing. 

 As clothing is for humans, packaging is for products. 

Functions of Packaging 

1. Protection & preservation 

2. Product information 

3. Promotion of corporate identity 

4. Forms part of sales promotion 

5. Adds to the appeals of the product 

 

Types of Packaging 

1. Shipping Packaging - e.g. the corrugated box that contains a hundred 

cardboard boxes which contains bulk of product. 

2. Secondary packaging - the cardboard box that contains the product. 

3. Primary Packaging - Final product inside. 

Objectives of Packaging 

1. Identify the brand 

2. Convey descriptive and persuasive information 

3. Facilitate product transportation and protection 

4. Assist at-home storage 

5. Aid product consumption 

Packaging as a Marketing Tool 

1. Self-service - describe products features, create consumer confidence and 

making favorable overall impression 

2. Consumer affluence - Consumer are willing to pay little more for 

convenience, appearance and prestige of better packaging. 

3. Company and brand image - company logo defines the company. 

4. Innovation opportunity - unique or innovative packaging can bring big 

benefits to consumer and profits to produces 

Main Attributes of Packaging 

1. Communication 

2. Use convenience  

3. Market & brand appeal  

4. Safety 

5. Protection & preservation 
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Effective Packaging 

1. Creative & Unique 
2. Appropriate colors, fonts, easy to read labels. 

3. Use of images. 
4. Appropriate language, with necessary legal information. 

5. Easy to access and doesn’t look tampered 
6. Simple 

Distinctive Packaging 

1. Coca cola in glass bottles 

2. Cadbury’s dark blue wrapper 

3. Orange pack of Tide 
4. Close-up Stand up pack 

Advantages 

1. Helps to promote product 

2. Differentiates product from rivals 
3. Key part of the brand image 

4. Aids identification & recognition 

5. Shape, color & size relate to customer motivation 
6. Key factor in consumer decision making 

7. Medium for advertising & sales promotion message. 

Disadvantages 

1. Over packaging creates waste - Desirability of using materials which can 
be recycled 

2. Deceptive Packaging like  
a. Oversized packaging with slack packaging 

b. Copying of packaging style & logo of rivals 

c. Misleading labels 

Companies that spend most on Packaging 

1. Coca Cola   4. Proctor & Gamble 
2. General Mills  5. Snapdeal 

3. Pepsi   6. Tetra Pak 

Conclusion 

1. Adds to increased sales within & outside the country 
2. Fetches higher unit values for consumer goods 

3. Prevents loss & damage cost 

4. Improves reputation of product & organization. 
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What’s More 

 

Activity 4: Packaging Development 
 

 Directions: Develop a package of your proposed product. Include in the 
packaging the description or information of the product you are proposing to 

sell. Explore and be creative!  
 

 The sample of the packaging will be presented through an online presence 

while your product description will be written on the space provided below.  
 

_______________________________________________________________________________
_______________________________________________________________________________

_______________________________________________________________________________
_______________________________________________________________________________

_______________________________________________________________________________

_______________________________________________________________________________
_______________________________________________________________________________

_______________________________________________________________________________
_______________________________________________________________________________

_______________________________________________________________________________
_______________________________________________________________________________

_______________________________________________________________________________
____________________________________ 

  

 Rubrics: 
 

  Required Elements     - 15pts 
  Creativity     - 10pts 

  Neatness and Attractiveness  - 10pts 
  Understanding of Content   - 10pts 

 Overall Effectiveness and Completion -   5pts 
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Lesson 

3 Positioning 

 

Good day students! In our previous lesson, we had learned how packaging 

contribute in the development of successful marketing strategies. 

In today’s lesson, we will discuss Positioning as an essential part of 

Marketing Mix. We will also discover how to position our products or services for 

competitive advancement.  

 

 

What’s New 

 

Activity 5:  What’s my Position? 

Directions: Determine the positioning used by every product/service whether it is 

VALUE or UNIQUE SELLING PROPOSITIONING. Write your answer beside the 

picture.  

 

1.  

 

 

 

 

 

 

 

 

2.  

 

 

 

 

Source: slideshare.net 

Source: slideshare.net 
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3.  

 

 

 

 

 

 

 

4.  

 

 

 

 

 

 

5.  

 

 

 

 

 

 

 

6.  

 

 

 
 

 

 
 

Source: slideshare.net 

Source: slideshare.net 

Source: slideshare.net 

Source: slideshare.net 
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What’s my Position? 

 
1. How was the activity? 

________________________________________________________________________
________________________________________________________________________

________________________________________________________________________ 
 

2. Why is product positioning important? 

________________________________________________________________________
________________________________________________________________________

________________________________________________________________________ 
 

3. How can you say that the product uses value or unique selling 

propositioning? 

________________________________________________________________________

________________________________________________________________________
________________________________________________________________________ 

 

4. How does positioning help in the promotion of products and services? 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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What is It 

 

POSITIONING 

Product’s Position - the way the product is defined by consumers on 

important attributes - the place the product occupies in consumers’ minds 
relative to competing products. 

Marketers must: Plan positions to give their products the greatest 

advantage in selected target markets 

Positioning Strategies 

1. Positioning by specific product attributes 
2. Positioning by benefits 

3. Positioning for user category 
4. Positioning for usage occasion 

5. Positioning against another competitors 
6. Positioning against another product class 

Steps to Choosing and Implementing a Positioning Strategy 

Step 1: Identifying Possible Competitive Advantages: Competitive 
Differentiation. 

Step 2: Selecting the Right Competitive Advantage: Unique Selling 
Proposition (USP). 

Step 3: Communicating and Delivering the Chosen Position. 

Product Differentiation 

1. Physical attributes 
2. Service differentiation  

3. Personnel differentiation  

4. Location 
5. Image differentiation 

Which Differences to Promote 

1. Important to customers 

2. Distinctive 
3. Superior 

4. Communicable to customers 

5. Preemptive  
6. Affordable  

7. Profitable 
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What’s More 

 

Activity 6:  Product Propositioning 
 

Directions: Develop a positioning of your proposed product. In your positioning, 
highlight what’s within your product that makes it competitive over your 

competitors. Used the template below for your answer.  
 

 

Product Unique Selling 

Propositioning (USP) 

Value Propositioning 

(VP) 

 
 

 
 

 

 
 

 
 

 
 

 
 

 

 
 

 
 

 
 

 
 

 

 
 

 
 

 
 

 

  

 

 
 Rubrics: 

 
  Understanding of the Topic  - 20pts 

  Coherence of Ideas   - 15pts   
 Content     - 15 pts 
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What I Have Learned 

 

Now, let’s try this.  

Directions: Pick the best answer in the box to complete the statement. Write your 

answer on the space provided. 

 

 

 

 

 

 

 

 

 

 

 

 

 

1. __________________ involves training whilst the job is being performed. 

2. __________________ is the most important element of any service or 

experience.  

3. __________________ is an activity of designing & producing the container for a 

product.  

4. __________________ is the cardboard box that contains the product.  

5. __________________ is the way the product is defined by consumers on 

important attributes - the place the product occupies in consumers’ minds 

relative to competing products.  

6. __________________, ___________________, ________________ Types of Packaging  

7. ____________________, __________________, __________________ Some ways in 

which people add value to an experience, as part of the marketing mix.  

8. ____________________, __________________, __________________, 

____________________, __________________, __________________ Positioning 

Strategies  

9. ____________________, __________________, __________________ Steps to 

Choosing and Implementing a Positioning Strategy 

 

People  Packaging  Positioning  On-the-Job Training 

 

 Shipping Packaging Training Product Attributes   Personal Selling 

 

Secondary Packaging  Customer Service   Benefits  

 

User Category     Unique Selling Propositioning 

 

Communicating and Delivering the Chosen Position  Primary Packaging 

 

 Usage Occasion  Against Competitors Against Product Class 
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What I Can Do 

 

Activity 7:  Writing of Strategies for People, Packaging, and Positioning 
 

Directions: Following the template below, make a strategy intended for People, 
Packaging, and Positioning to complete the section of Marketing Mix in your 

Business Plan. Add more sheets if needed. 

 

Marketing Mix Strategies 

PEOPLE 
 

 
 

 

 
 

 
 

 
 

 
 

 

 
 

 
 

 

 

PACKAGING 
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POSITIONING 

 
 

 
 

 
 

 

 
 

 
 

 
 

 

 
 

 
 

 

 

  Rubrics: 
 

   Understanding of the Topic  - 20pts 

   Coherence of Ideas   - 15pts   
   Content     - 15 pts 

                     Total Points                                 - 50 points 
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Assessment 

 

Good job!  
 

Now, let try this. 
 

Directions: Write C if the statement is CORRECT and W if it is otherwise. Write 
your answer on the space provided.  

 

STATEMENT CORRECT OR 

WRONG 

1. People is the most important element of any 
service or experience. 

 

2. People buy from people that they like, so the 

attitude, skills and appearance of all staff need 
to be first class. 

 

3. As money is for humans, packaging is for 

products. 

 

4. Communication, use convenience, physical 

appeal, safety, and protection & preservation 
are the main attributes of packaging. 

 

5. Product’s Position is the way the product is 

defined by consumers on important attributes. 

 

6. Plan positions to give their products the 
greatest advantage in selected target markets 

is of frivolity of every marketers. 

 

7. The disposition and attitude of people in the 

organization is vitally important to a company.  

 

8. Focusing on benefits of the product is a good 
product positioning. 

 

9. Product can be differentiated through the 

location. 

 

10.  Facilitate product transportation and 
protection is one of the attributes of packaging. 

 

11.  Shape, color & size relate to customer 

motivation is one of the disadvantages of 

packaging. 

 

12.  Affordability is one of the areas to promote 
differences for our product. 

 

13.  The organization needs to communicate 

and deliver the chosen position to customer to 
complete the steps to choosing and 

implementing a positioning strategy.  

 

14.  Training should begin for the staff upon 

recruitment. 

 

15.  All customer facing personnel need to be 
trained and developed to maintain a high 

quality of personal service. 
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Additional Activities 

 

Great! Now, that you have completed the strategies for your Marketing Mix, 

the next thing to do is to incorporate and finalize the preparation of your Business 

Plan. 
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Answer Key 

   

  

PRE-TEST 

1.b 
2.a 

3.a 
4.c 

5.c 
6.a 

7.d 
8.c 

9.c 

10.c 
11.c 

12.a 
13.b 

14.b 
15.d 

APPLICATION 

1.On-the-job training 
2.People 

3.Packaging 
4.Secondary Packaging 

5.Positioning 
6.Shipping Packaging, Secondary, 

Primary Packaging 
7.Training, Personal Selling, 

Customer Service 

8.Product Attributes, Benefits, 
User Category, Usage Occasion, 

Against Competitors, Against 
Product Class 

9.Competitive Differentiation, 
Unique Selling Proposition, 

Communicating and Delivering 

the Chosen Position 

ASSESSMENT 
1.c 

2.c 
3.w 

4.w 

5.c 
6.w 

7.c 
8.c 

9.c 
10.w 

11.w 
12.c 

13.c 

14.w 
15.c 
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