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SECTION A (40 marks)
Answer ALL the questions in this section in the spaces provided after each question,
Explain the meaning of each of the following terms as used in sales und marketing;

(@)  consumer behaviour; (2 marks)

(b} peraonal sefling, (2 ks
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Outline four factors that the management ul‘:gxli‘ organisation may consider when selecting an
mtermediary through whom to distribute products, (4 marks)
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state four reasons that make it necessary for an organisation to have o sales department,
{4 marks}
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Staze four characteristics of the maturity stage in the product life cycle, {4 marks}
State fonr disadvantages of giving free samples during sales promotions, {4 marks)
Explain each of the following elements of the marketin £ mix;
{a) prosuct; ~ {2 marks)
—
{b) place. {2 marks)
Outline four details that salespersons should have about the company they represent.
{4 marks)
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8. State four reasons that make a brand name an important aspect i marketmg. {4 marks)

9, Identify eight demographic variables that the management of an organisation may consider

when segmenting a market. {4 marks)
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10.  Distinguish between gmgmmica%%ﬁ;f dual pricing as applied in organisations; (4 marks)
2.5
{“‘&r

ZRO2I02 4
292302




11, {a)

{bj

{c)

(b)

13. (a)

(bl

(c)

4. (@

()

(el

15, (8)

by

2802/302
2920/302

SECTION B (60 marks)

Answer questions 11 and 14 and any other ONE Jrom this section in the spaces

provided after question 135,

State four reasons thal may make an organisation fuil to meet its siles targets,
(4 marks)

Explain three circumstznces under which personal selling may be appropriate for an
oFganisation, {6 marks}

Outline five benefits that the management of an organisation may derive from selling
produocts through wholesalers. { 10} marks)

Salespersons are sometimes unable (o close sales, Explain five reasons that may
iccount for this imability. ( 10} marks)

Explain five bencfits that an organisation may derive from market segmentation,

{10 marks)
Explain two ways in which a reference gronp may influence a customer's buying
decizion. {4 mirks)

Explain four advantages of Mﬁaﬁ;ﬁ‘ﬁg bakery products through the television,
(B marks)

Explain four societal factors that should be considered when developing a new product,
(8 marks)

Outline four factors that should be considered when choosing a method of product

proamobion., {4 marks)
State four factors in the eaternal environment thit may affect marketing in an

Organisation, {4 marks)
Explain six advantages of personal selling. {12 mirks)

Explain four internal factors that the management of an organisation may consider

when determining the price of a product, (8 marks)
Explain six reasons that make good packaging an important aspect in the baking
industry, {12 marks)
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