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IntroductionIntroduction

Preparing for a certification exam can feel overwhelming, but with the right tools, it becomes
an opportunity to build confidence, sharpen your skills, and move one step closer to your
goals. At Examzify, we believe that effective exam preparation isn’t just about
memorization, it’s about understanding the material, identifying knowledge gaps, and
building the test-taking strategies that lead to success.

This guide was designed to help you do exactly that.

Whether you’re preparing for a licensing exam, professional certification, or entry-level
qualification, this book offers structured practice to reinforce key concepts. You’ll find a
wide range of multiple-choice questions, each followed by clear explanations to help you
understand not just the right answer, but why it’s correct.

The content in this guide is based on real-world exam objectives and aligned with the types
of questions and topics commonly found on official tests. It’s ideal for learners who want to:

• Practice answering questions under realistic conditions,
• Improve accuracy and speed,
• Review explanations to strengthen weak areas, and
• Approach the exam with greater confidence.

We recommend using this book not as a stand-alone study tool, but alongside other
resources like flashcards, textbooks, or hands-on training. For best results, we recommend
working through each question, reflecting on the explanation provided, and revisiting the
topics that challenge you most.

Remember: successful test preparation isn’t about getting every question right the first
time, it’s about learning from your mistakes and improving over time. Stay focused, trust the
process, and know that every page you turn brings you closer to success.

Let’s begin.
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How to Use This GuideHow to Use This Guide

This guide is designed to help you study more effectively and approach your exam with
confidence. Whether you're reviewing for the first time or doing a final refresh, here’s how to
get the most out of your Examzify study guide:

1. Start with a Diagnostic Review

Skim through the questions to get a sense of what you know and what you need to focus on.
Your goal is to identify knowledge gaps early.

2. Study in Short, Focused Sessions

Break your study time into manageable blocks (e.g. 30 – 45 minutes). Review a handful of
questions, reflect on the explanations.

3. Learn from the Explanations

After answering a question, always read the explanation, even if you got it right. It reinforces
key points, corrects misunderstandings, and teaches subtle distinctions between similar
answers.

4. Track Your Progress

Use bookmarks or notes (if reading digitally) to mark difficult questions. Revisit these
regularly and track improvements over time.

5. Simulate the Real Exam

Once you're comfortable, try taking a full set of questions without pausing. Set a timer and
simulate test-day conditions to build confidence and time management skills.

6. Repeat and Review

Don’t just study once, repetition builds retention. Re-attempt questions after a few days and
revisit explanations to reinforce learning. Pair this guide with other Examzify tools like
flashcards, and digital practice tests to strengthen your preparation across formats.

There’s no single right way to study, but consistent, thoughtful effort always wins. Use this
guide flexibly, adapt the tips above to fit your pace and learning style. You've got this!
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Questions
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1. Companies mitigate the risk of employees sharing trade secrets by often
requiring employees to sign which type of document?
A. Non-disclosure agreement (NDA)
B. Confidentiality agreement
C. Employee handbook
D. Trade secret contacts

2. CAC is calculated as total marketing and sales costs divided by the number
of new customers. Which option represents this formula?
A. Marketing expenses + Sales expenses / the number of new customers for the

period
B. Marketing expenses / the number of existing customers
C. Sales expenses x the number of new customers for the period
D. Marketing expenses - Sales expenses / the number of new customers for the

period

3. Linda's company acquired 6,000 new customers last year. They spent
$40,000 in marketing costs and $20,000 in sales costs. What is Linda's
customer acquisition cost (CAC)?
A. $100
B. $10
C. $75
D. $20

4. Which option best describes psychographic segmentation?
A. Demographic
B. Income
C. Loyalty
D. Psychographic

5. Sarah works at an auto shop. She performs car repairs and maintenance
while abiding by the safety guidelines outlined at the shop. She is paid an
hourly wage. Which best describes the role Sarah plays in the auto shop?
A. Employee
B. CFO
C. COO
D. Stakeholder

Sample study guide, visit https://gmetrixmarketing.examzify.com
for the full version with hundreds of practice questions 6

SAMPLE



6. Which stage is described as 'Identify how a product or service solves
customers' problems'?
A. Traction stage
B. Prototype stage
C. Monetization
D. Idea stage

7. Product/market fit occurs when a business continues to grow due to
customer demand.
A. Product/market fit means the business continues to grow due to customer

demand.
B. Product/market fit is achieved when the product is free to customers.
C. Product/market fit guarantees instant profitability.
D. Product/market fit has nothing to do with customer demand.

8. Which term describes an investor who owns shares but does not engage in
daily management?
A. Stockholder
B. Stakeholder
C. Partner
D. Employee

9. Which statement about indirect distribution is true?
A. They bypass intermediaries.
B. They sell exclusively online.
C. They use middlemen to sell to end customers.
D. They require no logistics.

10. Which two types of compensation would be appropriate for lawn care
employees with variable hours?
A. Salary and Commission
B. Salary and Hourly
C. Hourly and Piece work
D. Equity and Commission

Sample study guide, visit https://gmetrixmarketing.examzify.com
for the full version with hundreds of practice questions 7

SAMPLE



Answers
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1. A
2. A
3. B
4. D
5. A
6. B
7. A
8. A
9. C
10. B
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Explanations
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1. Companies mitigate the risk of employees sharing trade secrets by often
requiring employees to sign which type of document?
A. Non-disclosure agreement (NDA)
B. Confidentiality agreement
C. Employee handbook
D. Trade secret contacts

The main idea is to bind employees legally to keep sensitive information secret. A non-disclosure agreement
establishes that promise, clearly defining what information is confidential, how it must be protected, who may
access it, and for how long the obligation lasts. It also spells out the consequences of disclosure, which gives
the company a strong legal remedy and a clear deterrent against sharing trade secrets. While a confidentiality
agreement can serve a similar purpose, the term most commonly used to protect trade secrets in practice is the
NDA. An employee handbook may outline confidentiality in general, but it doesn’t create a dedicated, enforceable
secrecy obligation on its own. A trade secret contacts document isn’t a recognized tool for this purpose.

2. CAC is calculated as total marketing and sales costs divided by the number
of new customers. Which option represents this formula?
A. Marketing expenses + Sales expenses / the number of new customers for the

period
B. Marketing expenses / the number of existing customers
C. Sales expenses x the number of new customers for the period
D. Marketing expenses - Sales expenses / the number of new customers for the

period
CAC represents the cost to acquire a new customer, so you combine all the marketing and sales spending and
spread it across the number of new customers gained. The correct approach is to add marketing expenses and
sales expenses, then divide by the number of new customers for the period. The other options don’t match this
idea: they either use the wrong operation (multiplication or subtraction) or the wrong denominator (existing
customers instead of new ones).

3. Linda's company acquired 6,000 new customers last year. They spent
$40,000 in marketing costs and $20,000 in sales costs. What is Linda's
customer acquisition cost (CAC)?
A. $100
B. $10
C. $75
D. $20

CAC is the average cost to acquire a customer, found by dividing total marketing and sales costs by the number
of new customers. Here, total spend is $40,000 + $20,000 = $60,000, and 6,000 new customers were gained. So
CAC = $60,000 ÷ 6,000 = $10 per customer. The value that shows $10 per customer is the correct one. This
measure helps evaluate how efficiently marketing and sales dollars convert into new customers.
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4. Which option best describes psychographic segmentation?
A. Demographic
B. Income
C. Loyalty
D. Psychographic

Psychographic segmentation groups people by psychological attributes—values, attitudes, interests,
opinions—and by lifestyle, focusing on what motivates them and how they live. This makes it the best descriptor
because it targets the internal factors that drive preferences and buying behavior, not just external traits. The
other options point to different dimensions: demographic looks at basic characteristics like age and gender,
income reflects purchasing power, and loyalty describes a behavioral pattern tied to repeat purchases rather
than inner motivations. For example, messaging that speaks to eco-conscious, outdoor-oriented values uses
psychographic segmentation to align with those motivations and lifestyle.

5. Sarah works at an auto shop. She performs car repairs and maintenance
while abiding by the safety guidelines outlined at the shop. She is paid an
hourly wage. Which best describes the role Sarah plays in the auto shop?
A. Employee
B. CFO
C. COO
D. Stakeholder

Being an employee means working for a company, following its rules, and receiving regular pay for your labor.
Sarah repairs cars, adheres to the shop’s safety guidelines, and is paid an hourly wage by the shop. Those traits
line up with being an employee because they show a direct working relationship with the company and
compensation for that work. A chief financial officer or chief operating officer is about high-level management
and strategic operations, not hands-on repairs. A stakeholder is someone with an interest in the business, such
as an owner or investor, and isn’t defined by performing the shop’s daily work or earning an hourly wage. So the
description that fits best is employee.

6. Which stage is described as 'Identify how a product or service solves
customers' problems'?
A. Traction stage
B. Prototype stage
C. Monetization
D. Idea stage

Focusing on how a product or service solves customers' problems lives in the prototype stage. At this point, the
goal is to turn an idea into something tangible—a prototype or MVP—that clearly demonstrates the solution and
how it addresses real pains the customer experiences. This is where you move from imagining a fix to showing
and testing how the product actually alleviates the problem, validating the value proposition with a concrete,
testable version.  The idea stage is about identifying the problem and brainstorming potential solutions, but it’s
more about thinking than showing how the solution works in practice. Traction is about gaining market adoption
and demonstrating demand after the solution has been validated. Monetization focuses on revenue strategies,
not on illustrating the problem–solution fit.
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7. Product/market fit occurs when a business continues to grow due to
customer demand.
A. Product/market fit means the business continues to grow due to customer

demand.
B. Product/market fit is achieved when the product is free to customers.
C. Product/market fit guarantees instant profitability.
D. Product/market fit has nothing to do with customer demand.

Product/market fit is about building something that truly meets a real customer need, so demand from
customers drives ongoing growth. That idea is captured here: when customer demand keeps the business
growing, you’ve achieved PMF. It’s not about making the product free—PMF isn’t defined by pricing, but by
whether the product delivers enough value that customers keep buying or using it. Even with strong PMF,
profitability isn’t guaranteed instantly, since growth can happen before profits materialize. And PMF is
fundamentally tied to customer demand, so saying it isn’t related to demand would contradict what PMF
measures.

8. Which term describes an investor who owns shares but does not engage in
daily management?
A. Stockholder
B. Stakeholder
C. Partner
D. Employee

Owning shares means you have an ownership stake in a company, but you typically don’t run its day-to-day
operations. The term for someone who holds stock but doesn’t manage daily activities is stockholder (also
called shareholder). A stakeholder is broader and includes anyone affected by the company, not just owners. A
partner implies a formal business relationship with shared ownership and management, while an employee is
someone who works for the company. So, the investor described is a stockholder.

9. Which statement about indirect distribution is true?
A. They bypass intermediaries.
B. They sell exclusively online.
C. They use middlemen to sell to end customers.
D. They require no logistics.

Indirect distribution relies on intermediaries to move products from the producer to end customers. In this setup,
a producer doesn’t sell directly to the consumer; middlemen such as distributors, wholesalers, and retailers
handle sales, storage, and transportation, helping products reach broader markets efficiently. That’s why using
middlemen to sell to end customers is the true statement. The other ideas don’t fit: bypassing intermediaries
describes direct distribution; selling exclusively online isn’t a defining trait of indirect channels; and logistics are
still a key part of moving goods through channel partners.
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10. Which two types of compensation would be appropriate for lawn care
employees with variable hours?
A. Salary and Commission
B. Salary and Hourly
C. Hourly and Piece work
D. Equity and Commission

When hours vary, pay should balance stability with pay for time actually worked. A base salary gives a
predictable, steady income, which helps crews plan and stay motivated. Adding hourly pay ensures employees
are compensated for the extra time they put in when jobs take longer or workloads spike, such as during busy
seasons or after bad weather. This combination is flexible enough to handle fluctuating schedules while still
rewarding the time spent on lawn care tasks.  The other options don’t align as well with variable hours.
Commission focuses on sales results rather than time and can be unstable for service work. Piece work rewards
output per unit, which can be hard to measure consistently for lawn care and also doesn’t guarantee a steady
base. Equity plus commission isn’t practical for frontline staff and still doesn’t address fluctuating hours
directly.
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Next StepsNext Steps

Congratulations on reaching the final section of this guide. You've taken a meaningful step
toward passing your certification exam and advancing your career.

As you continue preparing, remember that consistent practice, review, and self-reflection
are key to success. Make time to revisit difficult topics, simulate exam conditions, and track
your progress along the way.

If you need help, have suggestions, or want to share feedback, we’d love to hear from you.
Reach out to our team at hello@examzify.com.

Or visit your dedicated course page for more study tools and resources:

https://gmetrixmarketing.examzify.com

We wish you the very best on your exam journey. You've got this!
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