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SECTION A (32 marks)

Arnswer ALL ihe questions in this seciion,

1. State four types of product resellers in a market. {4 marks)
2, List three characteristics of lagpards in the new product adoption process. (3 marks)
3. State three social factors that may influence a consumer’s buving decisions. (3 marks)

4. Highlight three ways in which personality may hinder a consumer’s purchase behaviour,

(3 marks)
8. State three ways of reducing dissonance among consumers. (3 marks}
&, List three reasons that may slow the adoption rate of an innovation. (3 marks)
8 List four situational factors that may influénce consumer buyving. {4 marks)
8. State three circumstances under which a firm may opt to change its suppliers. {3 marks)
9. List three gatckeepers that a buyver may interact with in the buying process. {3 marks)
10, List three experiential sources of hlfunnatiqq_.ﬁ’bnul a product. {3 marks)

SECTION B (68 marks)

Answer any FOUR questions from this section

11. (a)  Explain six personal factors that may influence a consumer’s purchase behaviour,

{9 marks)

(k)  Explain four ways in which a firm may reduce perceived risks of buyers when
purchasing industrial products. {8 marks)
12, (&)  Outline six reasons why marketers study consumer behaviour. {9 marks)

(b}  Explain four psychological factors that may influence a consumer’s buying decisions.

{8 marks)
13, {a) Outline six characteristics of opinion leaders that may be helpful to marketers in
product promaotion. (¥ marks)
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Fxplain feur decisions that an industrial goods seller makes at the order routine specification

stage of the business buying process. (B marks)
Messo Limited is implementing strategies aimed at changing consumer's negative aftitudes
towards its products. Outline six such strategies. (9 marks)
Explain four featires of consumer markets., (% marks)
Ms. Mboka, 15 considering buying a photocopier. Outline six considerations that she will
make before the purchase. (9 marks)
Desenbe four roles played by children in the consumer buying process. {8 marks)
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