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-- Warren Keegan, Professor of Marketing, Pace University, New YorkRefreshingly easy to read -- and use -- ""Great
Answers"" is like no other marketing book. challenging and entertaining questions and answers guarantee a swift
improvement in knowledge and skills.

Why did you buy this product? What would get you to buy? What are your needs? You have to get at these
things indirectly. Sometimes the answer to even one of these not-so-obvious questions can have an astonishing
impact on sales. Having the answers to many of them at the same time can often devastate a competitor.
Having the answers to all of them will probably mean that you will dominate your market. If these questions
are asked directly, they elicit defensive answers that often mislead marketers into major blunders. So, these are
the questions you need answered, but not the questions you want to ask directly. You need to infer the answers
by getting people to talk about their experiences, then read between the lines for the emotional and logical
issues that are driving them. There are many techniques to get below the surface to what is really driving
people, but first you need to know what it is that you need to know. Subscribe to my blog feed at the top of the
right column of this page to get the announcement. For more general marketing questions relating to business,
as distinct from the following, that relate to the customers themselves, click here and here. If you knew the
answers to these marketing questions, you would probably be the market leader. What are the rationalizations
that people use to justify using your product? What are the real motivators driving the use of your product?
How can these hidden motivators be harnessed to increase sales? Why have people recently switched to your
product? Why did they reject the competition? Why did they almost reject your product in favor of which
competitor? What are the problematic parts of your marketing that almost caused them not to buy? What are
the excuses and smokescreens that people give to your salespeople, in conventional focus groups, and in
surveys, to justify not using your product? What are the real reasons they have rejected either during the sales
process, or rejected after trial or adoption? How can these real reasons be neutralized even before they come
up? What are the deep, fundamental, non-obvious needs and desires that you can tap into? More importantly,
how can these be used to cement customer loyalty? What are the subconscious turn-offs to your product? How
can these negatives be circumvented at this same subconscious level? What are the turn-offs that are hidden in
your ads, brochures, sales presentations, demos, exhibits, events, and your customer service? What are the
subconscious images of your product that are killing sales? How can they be changed? Multiply the effects of
your persuasion 7. What are the compelling arguments that will get people to change their minds and use your
product? In what sequence do these need to be presented? What are the things that you can do to put your
seemingly similar product into a class by itself? How can you disqualify the competition, reset the rules,
redefine the standards, reorder priorities, change the decision criteria and transform the game? What are the
seemingly petty frustrations about products in the class that can be turned into major advantages? What
product changes are relatively inexpensive and easy for you, but of extremely high value to the customer?
What product augmentations can transform a me-too product into a winner? What are the overlooked niches
that could dramatically increase product sales? Discover your missed opportunities What turns customers and
prospects on? What are the hot buttons, the claims, language, concepts, promises, images, pictures, challenges,
that really get their juices flowing? What excites them about the most mundane products, what arouses their
emotions? What are the most effective things that your competitors are doing that you should be doing or
countering? What are your competitors? What are the customer-empathic words, phrases and concepts that
will immediately get the prospect on your side, and gain you a receptive hearing? What are the questions that
your customers and prospects are avoiding, or afraid to ask? How can you give them the answers that will
satisfy them without raising these questions? What are the unexpressed expectations of your customers, and
how can they be brought more in line with what you will actually deliver? How can negative perceptions of
your product be changed without mammoth advertising campaigns? Capture, harness, tame and domesticate
word of mouth What are the users and rejectors of your product telling other interested prospects? What are
people saying behind your back and what can be done about it? How is this word of mouth affecting adoption
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decisions? When one of your customers convinces someone to use your product, what are the actual words
that are used, the concepts stressed? How can word of mouth be harnessed? Lock in repeat business What are
the specific steps that can be taken to increase customer satisfaction? What are the non-obvious benefits that
people are really looking for? What are the non-obvious things that service, fast response time, and quality
really mean in the real world? How can problems be turned into opportunities? Increase the effects of your
sales force Are your sales people really sold, or just putting on a show of enthusiasm? What are their
unexpressed qualms? What are they most uncomfortable about? What are they not telling management? What
is working best that they are not sharing with their colleagues? What do your prospects think of your sales
people, their approaches, and their materials? What negatives are they too polite to express? These are the
high-payoff questions, not the usual marketing research questions. The answers come from a fundamental
understanding of the psychology of persuasion and decision making, an ability to use special techniques that
uncover subtle indications of the answers, and skill in developing these subtleties into marketing strategy and
tactics. Ordinary marketing research often stops way short because it is separated from product development,
so it is often doomed to failure. Often, it is started after the product is already developed. Research, feedback,
call it what you will, is best done while the product is being developed. If you just collect data after the fact,
you are driving through the rear-view mirror. I believe in turning data into information, and information into
knowledge, and knowledge into the strategy and tactics it takes to structure a marketing campaign into an
effective persuasion system, WHILE the product is being developed. I use focus groups not only to uncover
information, but as laboratories in which to actively develop persuasion. Concentrate instead on developing
the specific strategies and tactics that will make the most impact on your product. As you progress, have a
series of idea generation sessions with your entire marketing team to apply and develop what you have
learned. Advertising, sales people, PR, and direct mail have all drastically changed, because the customer has
changed. There is an important lesson to be learned from the world of online marketing: The changing of even
a word in a headline, a different arrangement of paragraphs, and other simple changes can cause the tripling of
response. Order-of-magnitude changes are not uncommon. I concentrate not only on tapping into the buried
information, but on developing strategies and tactics that will leverage all elements of your marketing.
Imagine what can happen when you really tune into the above deeper issues and dare to ask the difficult,
seemingly unanswerable questions. Imagine what can happen when we take a customer orientation and
develop an approach that is based on the psychology of persuasion and decision making, rather than the
creative hunches of someone at an ad agency. Either list them below or send me an email at grs mnav Need
Help? I love to show people how easy it can be to find seemingly elusive answers to tough questions in
difficult territory.
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Great Answers to Tough Marketing Questions has 14 ratings and 1 review. * Refreshingly easy to read and use, this is a
marketing book like no other.

The following are some of the toughest questions you will face in the course of your job interviews. Some
questions may seem rather simple on the surface, such as "Tell me about yourself. The more open ended the
question, the wider the variation in potential answers. Once you have become practiced in behavioral
interviewing skills , you will find that you can use almost any question as a launching pad for a particular
example or compelling story. Others are classic interview questions, such as "What is your greatest weakness?
In this case, the standard textbook answer for the "greatest weakness" question is to provide a veiled positive
such as: I just work and work and work. Either you are lying or, worse yet, you are telling the truth, in which
case you define working too much as a weakness and really do not want to work much at all. The following
answers are provided to give you a new perspective on how to answer tough interview questions. They are not
there for you to lift from the page and insert verbatim into your next interview. They are provided for you to
use as a guide, giving you the basic structure for formulating your own answers. While the specifics of each
reply may not apply to you, construct your personal answer keeping in mind the perspective of the interviewer.
Answer the questions behaviorally , with specific examples that show clear evidence of your competencies.
Interviewers want to be sold. They are waiting to be sold. Each of the interview question links below gives
further details about the question, why the interviewer is asking the question, the best approach to answering
and example answers for both entry level and experienced candidates. Tell me about yourself. It seems like an
easy interview question. You can talk about whatever you want from birth forward. Use a behavioral example
or two to back it up. Then ask if they would like more details. If they do, keep giving them example after
example of your background and experience. Always point back to a behavioral example when you have the
opportunity. Just tell what makes you the best. Why should I hire you? The easy answer is that you are the
best person for the job. But then you need to back it up with what specifically differentiates you. I realize that
there are likely other candidates who also have the ability to do this job. Yet I bring an additional quality that
makes me the best person for the jobâ€”my passion for excellence. I am passionately committed to producing
truly world class results. Here is an example of how many passion for excellence delivered outstanding
resultsâ€¦" Are you the best person for the job? Show it by your passionate examples. What is your long-range
objective? The key is to focus on your achievable objectives and what you are specifically doing to reach
those objectives. I want to work toward becoming the expert that others rely upon. How has your education
prepared you for your career? This is a broad question and you need to focus on the behavioral examples in
your educational background which specifically align to the required competencies for the career. For
example, I played a lead role in a class project where we gathered and analyzed best practice data from this
industry. Let me tell you more about the resultsâ€¦" Focus on specific behavioral examples supporting the key
competencies for the job. Then ask if they would like to hear more examples. Are you a team player? Almost
everyone says yes to this question. You need to provide behavioral examples to back up your answer. For
example, on a recent projectâ€¦" Emphasize teamwork behavioral examples and focus on your openness to
diversity of backgrounds. Talk about the strength of the team above the individual. And note that this question
may be used as a lead in to questions around how you handle conflict within a team, so be prepared. Have you
ever had a conflict with a boss or professor? How was it resolved? Note that if you say no, most interviewers
will keep drilling deeper to find a potential area of conflict. The key is how you behaviorally reacted to
conflict and what you did to resolve it. Never major ones, but there have been disagreements that needed to be
resolved. For exampleâ€¦" Focus your answer on the behavioral process for resolving the conflict and working
collaboratively. What is your greatest weakness? Most career books tell you to select a strength and then
simply present it as a weakness. First of all, using a strength and presenting it as a weakness is deceiving.
Second, it misses the entire point of the question. You should select a weakness that you have been actively
working to overcome. Talk about a true weakness from the past, then show what you are doing to overcome it.
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If I were to ask your professors or your boss to describe you, what would they say? This is a threat of
reference check TORC question. Do not wait for the interview to know the answer. Ask any prior bosses or
professors in advance. And if they are willing to provide a positive reference, ask them for a letter of
recommendation. Then you can answer the question like this: Actually, I know she would say that, because
those are her very words. May I show you her letter of recommendation? What qualities do you feel a
successful manager should have? Focus on two words: Then tell of how that leadership and vision translated
into your personal delivered results. Here is a sample of how to respond: The person who can set the course
and direction for subordinates, keeping them focused on what is most important for delivering the highest
priority results. The highest calling of a true leader is inspiring others to reach the highest of their abilities. If
you had to live your life over again, what one thing would you change? Focus on a key turning point in your
life or missed opportunity. Yet also tie it forward to what you are doing to still seek to make that change. I had
a great internship this past year and look forward to more experience in the field. I simply wish I would have
focused on my professional development earlier. For example, I learned on my recent internshipâ€¦" then
provide examples. Stay focused on positive direction in your life and back it up with examples. Read moreâ€¦
It is not enough to have solid answers for only a few interview questions. You need to be prepared for the full
spectrum of interview questions which may be asked. Review our list of common interview questions, with
detailed information on why the interviewer is asking the question and samples and examples of awesome
answers to each question, both for entry level and experienced job seekers. In reviewing these interview
answers, please remember that they are only examples. Do not rehearse them verbatim nor adopt these
answers as your own. They are meant to stir your personal creative juices and get you thinking about how to
properly answer the broader range of questions that you will face.
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3: Ten Tough Interview Questions and Ten Great Answers
Great Answers to Tough Marketing Questions by Paul Russell Smith, June , Kogan Page edition, Paperback in English 2nd ed. edition.

Marketing Ideas Here at WordStream, we know how difficult is it to find the right person to fit a position and
a team. The marketing team is hiring for several roles right now , and we were lucky enough to receive
interview training from our lovely recruiter, Michelle Cataldo, and our great HR manager, Hillary Reilly, and
wanted to share our wealth of new-found information. Behavioral Interviewing for Marketing Jobs Though
hard skills can be taught, soft skills are harder to instill in a new employee. Behavioral interviewing is based
on the premise that past performance is indicative of future performance. Watch out for yes-or-no questions!
You want your interviewee to take you on a journeyâ€”ask open-ended questions that require an explanation.
Then, each interviewer can take a subsetâ€”List A, List B, etc. Interview Questions to Assess Background
This is a great way to ease into the marketing interview and start a conversation. Begin with a general
background question that can lead to dialogue. Listen carefully and follow along on their resume; note what
they specifically highlight because this could allude to the most important points of their career. Follow up
with a question that is more specific, such as: Every marketing leader wants to stack the team with passionate
employeesâ€”try to get a feel for what kind of go-getter your candidate is. Did they seek out learning
opportunities and show a clear increase in experience and skill level? Finally, address the elephant in the
room. Watch out for red flags, such as complaining about their manager. Interview Questions about the Role
Before diving into specific questions about qualifications, make sure that you are both on the same page. If the
candidate is a little confused about the role, jump in! Make sure they know what they are applying for, what
your specific needs are, and if they could be a good fit. What made you apply to work here? Some marketers
have specific goals to hit related to traffic or flawless execution, some marketers are simply judged on the
quality of their work. Others have quarterly goals! How does your candidate make sure they are living up to
expectations? What steps do you take to ensure the desired quality is achieved? Can you give me an example
of a time when you overcame one of your limitations and resolved a problem? We have some tips for how to
interview for specific marketing roles. Make sure this marketing candidate is not only a good writerâ€”a
strong voice, attention to detail, knowledge of basic grammar, a portfolio of published piecesâ€”but also a
good marketer. Interview Questions for an Email Marketing Role Email marketers, like most marketing jobs,
are a combination of hard, technical skills and soft skills. This candidate should have management skills,
attention to detail, and analytical skills. They need to be able to change strategies on a dime, identify important
metrics, and be on top of their game when measuring quality vs. Did you meet the goal? Usually, because they
should be clever, charming, and think well on their feet. We love to see a marketing candidate who has seen
success with a more obscure platform Inbound, Reddit and hear how they became an expert there. Describe a
time when you successfully merged the two. Start from the top down: Marketing is a realm that can be a
melding of creativity and business structure. Oftentimes, these qualities clash instead of meshing peacefully.
Make sure your candidate knows how to stay professional, composed, and diplomatic in that situation: What
was your work relationship? Or, in a similar vein: How did you handle the situation? What was the result?
Interview Questions about the Company Culture At WordStream, we recognize leaders on our teams each
month who best demonstrate our core values. Our most-recognized value is Winning Together; this question is
extremely important! Happy employees, happy life: Feel free to dive into a corporate structure, the different
teams, and how everyone works together to meet their goals. Do they value bonuses, or summer Fridays?
Unlimited vacation or seeing their teammates succeed and hit their goals? Marketing teams are tight-knit,
collaborative, and usually small-but-mighty forces for the company. One bad apple could spoil the bunch, as
they say. Does this candidate work best in silence, or in an open workspace? Do they like to communicate on
the phone, over email, or face-to-face? They should be very interested in the kind of office they would be
arriving at every day. Some of our awesome Customer Success Reps! Race or Skin Color.
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Get this from a library! Great answers to tough marketing questions. [P R Smith] -- "Refreshingly easy to read - and use
- Great Answers to Tough Marketing Questions provides a mix of challenging, intriguing and entertaining questions.

5: Great Answers to Tough Marketing Questions by P.R. Smith
Great Answers to Tough Marketing Questions by Paul Russell Smith * Refreshingly easy to read and use, this is a
marketing book like no other. Product Details.

6: p-r-smiths-sostac-planning-model
Ten Tough Interview Questions and Ten Great Answers Mental fear of the unknown is often what produces the physical
symptoms of nervousness. In.

7: Books By PR Smith | PR Smith
Ten Tough Interview Questions and Ten Great Answers The best way to prepare yourself for the interview is to know
the questions that may be coming and practice your answers in advance. The following are some of the toughest
questions you will face in the course of your job interviews.

8: 31 Must-Ask Interview Questions for Marketing Jobs | WordStream
Preparing for a job interview means being ready to answer the basic interview questions that almost every hiring
manager asks - but it also means anticipating more challenging questions. Job interviews always seem to have at least
a few tough questions.

9: Answers to 7 Tough Interview Questions | Right Management
Answering tough interview questions like these will need prep. Before that next job interview for your next great
executive or management role. Put your hiring cap on for a moment. Asking the right prescreening questions makes the
best job candidates surface.
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