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SECTION A (32 marks)

Answer ALL the questions in this section.

38 State three reasons why organisational buying requires more extensive negotiation.
(3 marks)
2. List three roles of buyers in the organizational buying process. (3 marks)
3. State three types of conflicts that may occur within a buying centre. (3 marks)
4, List four primary groups that may influence a person’s buying behaviour. (4 marks)
3. State three ways in which reference groups may influence the members’ buying behaviour.
(3 marks)
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6. List four details about a product that a consumer may need before buying it oS 5‘;"» (4 marks)
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7 List three reasons why marketers should monitor post purchase behaviour of customers.
(3 marks)
8. State three advantages of selling products through super markets. (3 marks)
g. List three ways in which packing products in different sfiEes can increasi the rate of adoption.
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10.  List three individual factors that may influence industrial buyer behaviour. (3 marks)
of Pag
0 Gl hare
sl Peia '.J:\L.JL.,J_T-
% ?ef‘_ ‘alvﬁ‘ri-.s.\.\ ;
; <‘}t.' u e
= A4
SECTION B (68 marks)
Answer any FOUR questions from this section.
11.  (a) Outline six reasons why organizational buyers buy directly form manufacturers.
" (® marks)
(b) Explain four ways in which occupation and economic circumstances influence a
person’s buying behaviour. (& marks)
12. (a) Outline six strategies that consumers adopt to minimize perceived risks when buying a
product. (9 marks)
(b)  Explain four problems that an organization may face if it sells products to uninformed
customers. (8 marks)
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Outline six product attributes that may influence its rate of adoption positively.

(9 marks)
Describe four types of impulse purchases that a marketer should be aware of.

(8 marks)
Outline LS\D(K facto!rs that may mﬂu{;cnce w%‘xere a consumer buys a product. (9 marks)
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Explain four disadvantages of selling products to government departments.

(8 marks)
Outline six problems that an organization may face if it buys products from an
unsuitable supplier. (9 marks)

Describe four instances when a marketer may offer guarantees when selling a product.
(8 marks)
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