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SECTION A (32 marks)
Answer ALL the questions in this section.

List three ways in which a firm may promote society’s well-being by adopting societal

marketing concept. (3 marks)
2. List three factors that may make a consumer to be highly involved in the purchase process.
' (3 marks)
3. List three circumstances under which slow penetration strategy is used in launching a new
product. (3 marks)
4. State four reasons why marketing is important to an organisation. (4 marks)
5. List four factors that may determine the type of product promotion method to be used by a
firm. (4 marks)
6. State three benefits that a marketing firm may derive from giving customers discounts.
' (3 marks)
il List three types of distribution channels which a firm may use to reach customers. (3 marks)
8. State three aspects which a customer may negotiate for when buying a product. (3 marks)
9. List three guidelines to effective prospecting. (3 marks)
10.  State three reasons why salespersons should be confident when performing their duties.
(3 marks)
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SECTION B (68 marks)
Answer any FOUR questions from this section.
Describe four pillars on which the marketing concept is based. (8 marks)

Outline six reasons why a customer may have a negative attitude towards a product.
(9 marks)

Outline four benefits that a firm may derive from using cost-based pricing method.
(8 marks)

Highlight six objectives of the selling function. (9 marks)

Explain four measures which a manufacturing firm may take to minimise customers’

complaints. (8 marks)
Outline six advantages of product demonstration. (9 marks)
Explain four challenges that salespeople may face when prospecting. (8 marks)

Outline six factors which may influence the cheice of distribution channels used by a

firm. (9 marks)
Highlight six causes of sales decline of a firm’s products. (9 marks)
Explain four reasons for advertising products on digital media. (8 marks)
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