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INSTRUCTIONS TO CANDIDATES 73

You showld have an answer booklet for this gt;ziﬁ}%mn'm:.

This paper consisis of FIFTEEN questions fm TWO sections: A and B,

Answer ALL the questions fn section A ﬁ@ims THREE guestions from section B in the answer
hooklet provided

Maximum marks for each part of a question arg indicated,

Candidates should answer the questions in English.

This paper consists of 3 printed pages.

Candidates should check the question paper to ascertain that
all the pages are printed as indicated and that no questions are missing.
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SECTION A (40 marks)

Anywer ALL the guestions in thizs section,

1. Highlight four marketing variables that are not under the control of the menagement of an
organization, {4 marks)
2 Expiain two limitations of undifferentiated marketing. {4 marks)
5 B State four rezsons that make marketing an important function in an orgenization. {4 marks)
W i ','F‘r"'"""'tf"i.p?.:-r
4, Distinguish between prestige pricing and odd pricing. (4 marks)
3 Ouitline fowr strategies that the management of an organization may adopt when a product is ot
the decline stage. {4 marks)
. Highlight four psychological factors that may influence consumer buying behaviour.
(4 marks)
¥ Highlight four benefits that a customer may derive from shopping from a supermarket.
{4 marks)
8. Outline foor ways in which marketing information &uy be useful to producers, {4 marks)
O
9. State four services that o retailer may pwmlkttglﬁ COnSumer. (4 murks)
\Q/’ *
10. Explain two methods of sales pmmnrjc”:[@::;& {4 muarks)
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SECTTON B (60 marks)

Answer any THREE guesiions from rhis section.

1. {a}  Explain five types of markets on the basis of place. { 10 marks)
(b} Explain two demographic factors that may influence consumer behaviour.
- {4 miarks)
(e)  Explain three benefits that an organization may derive from identifying potential
CONSUMETS. {6 marks)
12. ~ (a)  Explain four ways in which the political environment may affect business operitions.
(& marks)
(b}  Products may be classified on the basis of markel segments in which they are sold.
Explain four such :lasslﬂr.'.l.l:lﬂm.fbr-«-e A Pt b {4 muarks)
ALET S S i s Geo - dotis
(c)  Explain four methods used by marketers while prospecting for new customers.
(8 marks)
13 f(a}  Zesco Limited developed a new product that has become a brand name, Explain four
benefits that may accrue to Zesco tmmé@h:nnd DA, (B marks)
I.;El.e'tﬂ () Outline four objectives that sales ﬁﬁmmtmn seeks o achieve in an organizanon.
, w‘; (4 marks)
\\
e) Explain four types of m&f}mﬂm that salespersons should have on the products that
they are selling, (8 marks)
4. (a) Explain four roles of a sales manager in an organization. (8 marks)
(b) Cuthine fowr criteria used by sales department to evaluate the performance of
salespersons. (8 marks)
{e) Cutline four functions of distribution agents, (4 marks)
T | L Explain six factors that should be considered when choosing a distribution channel,
Iy (12 marks)
e
1 {t"‘:ﬂ (b)  Explain four methods used by producers in setting prices of their products.
AR =3 (8 marks)
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