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The objectives of this book are: 
• To show ways to build your business with direct marketing 
• To explain a direct marketing campaign 
• To show how to use direct response marketing 
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Disclaimer: This assessment was written to test the reader on the content of the book. The publisher 
and author shall have neither liability nor responsibility to any person with respect to any loss or 
damage caused or alleged to be caused directly or indirectly by the assessment contained herein. 
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Assessment Questions for 
Direct Marketing Techniques, First Edition 
 
 
 
Select the best response. 

1. Direct marketing is: 
A. A measurable and tested marketing method 
B. Directed at a group of people 
C. Directed at anyone 
D. A and B 
E. A and C 

2. Direct marketing can: 
A. Target more potential customers than a retail marketplace 
B. Help a small company compete with a larger one 
C. Give a professional image relatively inexpensively 
D. Ensure your business success 
E. A, B, and C 

3. Usually, direct marketing gives you more control than display marketing. 
A. True 
B. False  

4. The average response to any mailing is: 
A. 1-2% 
B. 3-5% 
C. 5-10% 
D. Above 10% 

5. A direct mail objective: 
A. Should be determined after you begin your campaign 
B. Could be: To increase sales 
C. Could be: To increase sales by 4% by June 1st 
D. Can be non-specific 
E. A and C 
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6. It is more important to develop tactics (how an ad will look, etc.) than to determine 
strategies. 

A. True 
B. False 

7. If your direct marketing does not produce its expected response, you should have in 
reserve a: 

A. Ball park estimate 
B. Contingency plan 
C. Timetable 
D. Specific objective 

8. If you rent a mailing list of 5,000 names, which is the usual minimum, you: 
A. Must send them all out at once 
B. Can send them out over time 

9. To attract attention, the outer envelope of a direct mailing could: 
A. Use a live stamp 
B. Include a teaser line 
C. Use color and graphics 
D. Be elegant 
E. All of the above 

10. Third Class Mail includes: 
A. Direct mail 
B. Periodicals 
C. Business mail 
D. A and B 
E. A and C 

11. A good call to action in your direct mail letter could be: 
A. Receive a free gift if you mail by May 27th. 
B. You will be completely satisfied. 
C. Our business ranks number one in California. 
D. You’ll be glad you ordered from us. 
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12. In your direct mailing, a brochure: 
A. Should always be used 
B. Should include ordering information 
C. Does not have to have captions for photos 

13. You should include a source code on your mailing so that from your respondents you 
can identify: 

A. Your target market 
B. The company that sent you the name 
C. Your customer’s profile 

14. Select the best direct mail headline: 
A. You will be the winner if you choose our shoes. 
B. Prize tulips at U.S. shows come only from Holland. 
C. We’re recognized as the best in many companies. 
D. You’ll like the efficiency of our telephone staff. 

15. In a catalog, a good idea is to feature your lead products on the: 
A. Left-hand inside page 
B. Right-hand inside page 

16. First-time direct marketers are advised to start by sending out: 
A. A catalog 
B. A direct mail package 
C. A direct mail ad 

17. Effective body copy should: 
A. Be short 
B. Avoid pictures 
C. Follow the lead of the headline 
D. A and C 

18. Even if you have an 800 type number, you should include a return address in your 
direct mail ad. 

A. True 
B. False 



Direct Marketing Techniques, First Edition   5 

Assessment 156052474Xas  03/09/00 

19. A premium is an offer category that: 
A. Works best when it is related to the product offered 
B. Should pay for itself 
C. Can be found at incentive trade shows 
D. All of the above 
E. B and C 

20. Your direct marketing offer should be unique, not available anywhere else. 
A. True 
B. False 

21. Free trial offers: 
A. Are usually kept by the consumer except for clothing  
B. Are like saying money-back-guarantee 
C. Should include a warranty for a complex item 
D. All of the above 
E. A and B 

22. Marketing to the right mailing list is this percentage of your success: 
A. 10% 
B. 30% 
C. 40% 
D. 60% 
E. 80%  

23. To buy a potential customer name list, you should: 
A. Use a list broker 
B. Consult the Standard Rate and Data Service List Directory 
C. Avoid list brokers 
D. A and B 
E. B and C 

24. A computer service bureau: 
A. Prepares and maintains your lists 
B. Validates address information 
C. Sorts mail into categories 
D. All of the above 
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25. To use direct mail marketing, you should: 
A. Do your math for your program 
B. Know your customers 
C. Prospect for your biggest potential 
D. Look for promotion partners 
E. All of the above 
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Answer Key for 
Direct Marketing Techniques, First Edition 
 
 
 
 
Recommended response (Corresponding workbook page) 
 
 
1. D (3) 
2. E (4) 
3. A (6) 
4. A (11) 
5. C (15) 

6. B (19) 
7. B (23) 
8. B (29) 
9. E (31) 
10. A (33) 

11. A (37) 
12. B (41) 
13. B (45) 
14. B (52) 
15. B (47) 

16. C (51) 
17. C (55) 
18. A (56) 
19. D (69) 
20. A (67) 

21. D (73) 
22. C (77) 
23. D (80) 
24. D (85) 
25. E (103) 
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