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EXIT TEST 5
M-MARKETING
1 Fill in the gaps with the information from the passage you read in the Companion Book. You might want to give precise reference to the pages. 
The advantages of m-marketing
· Customers always carry their smartphones with them, so m-marketing is independent of 
time and (1) l……………….. This peculiar feature is defined as  always-on (2) c………………..
· Marketers can collect (3) d……………….. on their target consumers. This way  the mobile marketer  can  understand and analyse their customers’ behavior and  improve  his company  standards of service.
· A  potential customer who has  his mobile phone on  can receive a (4) m……………….. at the very moment it is sent. Mobile marketing techniques are therefore instant and marketers can have a direct 
(5) I……………….. with their target.

· Interacting  directly with users on their mobile phones allows a personalised interaction which can be best described as a one-to-one (6) c……………….. form of Marketing.
· Users are psychologically attached to their smartphones, so marketers can use this intangible (7) f……………….. to their advantage.
(8) g……-l……………….. is another advantage of m-marketing, marketers can  send m-consumers messages  about nearby buyers and sellers by using the GPS technology.
______/8
 2 Now write a paragraph about the possible disadvantages of m-marketing. Consider the following points:
· screen size 
· privacy
· navigation problems
The following expressions can help you.
This means that …/ Another disadvantage is that …/ On the other hand …/ Finally …/ In conclusion …/ To sum up

Here’s a possible opening:
‘Despite the many  positive aspects of m-marketing, there are still a number of drawbacks. For example…’
………………..………………..………………..………………..………………..………………..………………..………………..…

………………..………………..………………..………………..………………..………………..………………..………………..…

………………..………………..………………..………………..………………..………………..………………..………………..…

………………..………………..………………..………………..………………..………………..………………..………………..…

………………..………………..………………..………………..………………..………………..………………..………………..…
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