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4. There are a total of 8 questions and 2 sections in this exam. 
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Section A:  Compulsory Questions ( 3 questions @ 20 marks = 60 marks in total) 
 
You MUST answer ALL three questions in this section  
 
Question 1:  
 
In addition to marketing intelligence information about general consumer and marketplace 
happenings, marketers often need formal studies that provide customer and market insights for 
specific marketing situations and decisions.” (Kotler et. al. 2013, p. 155). 
 

• Define marketing research  
• List and describe the five stages of the marketing research process  
• Use an example to illustrate your answer         

 (2 marks + 14 marks + 4 marks = 20 marks) 

 
 
Question 2:  

 

Many companies depend on the promotion mix to persuasively communicate the customer value 

proposition and to build customer relationships.  

• Explain any TWO of the three main promotion objectives. Provide one example for each 
objective.         

• List and briefly describe any FIVE marketing communication tools in the promotion mix. 
Provide one example of how a company might use each tool.          
                                                                           

(5 marks + 15 marks = 20 marks) 

 
 
 
Question 3: 
 

The changing and uncertain marketing environment deeply affects organisations worldwide.  

• List and describe the six major forces in the marketing environment                               

• Use an example to illustrate how these forces affect the organisation’ ability to serve its 
customers  

                                                                                                                             

(8 marks + 12 marks = 20 marks) 
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Section B:  Answer FOUR of the following five Questions ( 4 questions @10 marks 
= 40 marks in total) 
 
Question 4: 
 
List and briefly describe two new product pricing strategies. Use examples to better illustrate your 
answers 

(2 x 5 marks = 10 marks) 
 
Question 5: 

 
Explain what is meant by the term ‘Product. Discuss the differences between high involvement 
and low-involvement products. Provide examples to clarify your answers. 
 

     (3 marks + 5 marks + 2 marks = 10 marks) 
 
Question 6: 
 
List and briefly describe the four differences between goods and services. 

 
(4 x 2.5 marks = 10 marks) 

Question 7: 
 
List and briefly describe any four situational factors that influence a buyers’ behaviour. Use examples 
to better illustrate your answers 

(4 x 2.5 marks = 10 marks) 
 

 
Question 8: 
 
“Members of the marketing channel move products from producers, importers, aggregators 
among others, to end-consumers.” (Kotler et. al, 2013 p. 393) 
 
List and briefly describe any five of the functions that members of a marketing channel 
perform. 

(5 x 2 marks = 10 marks) 
 


