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SECTION A(32 mma}{;{f
)

Arswer ALL gquestions in this section.

l.  State two ways in which age influences consumer buying behaviour. (2 marks)
2. Outline two roles of an initiator in the consumer buying process, (2 marks)
3. List four factors that may influence a consumer behaviour when cvaluating alternatives in the
buying decision process. (4 marks)
4. List four ways in which a marketer may induce consumers 1o try new products. (4 marks)
5. Outline four variables that may be used to segment industrial markeis. {4 marks)
. List four publics that may influence industrial buying behaviour. {4 marks)
7. State two examples of approvers in the organisational buying process. {2 marks)
8. List three social factors that may affect consumers buying behaviour. (3 marks)
9.  State four external sources of ideas that may be used in the development of new products.
(4 marks)
10. Outline three reasons why performance review is necessary in organisational buying process.
(3 marks)
SECTION B(68 marks)
Answer any FOUR guestions from this section.
1. (a) Outline six characteristics of early adopters in the consumer adoption process.
(9 marks)
() Explain four ways in which culture may influence consumers' buying behaviour.
(8 marks)
12. (=) Explain six factors that a firm may consider when evaluating a supplier. {9 marks)
(Y Highlight four factors that may delay a consumer’s buying decision. {E marks)
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13. {.h{ Outline six ways in which a marketer may reduce post-purchase dissonance among
Cusiomers. {9 marks)

-,}ﬁ} Highlight four differences between consumer and industnial markets, (8 marks)
14. (a) Explain six characteristics of the new task situation in industrial buying. (9 marks)
()] Outline four external stimuli that may trigger a consumer’s need recognition. (8 marks)

15. (a) Explain six ways in which a marketer may encourage consumners to buy products
regularly. (9 marks)

" Qutline four reasons why a consumer may prefer shopping online. (8 marks)
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