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This paper consists of 15 (FIFTEEN) questions in TW() sections: A and B.
Answer ALL the questions in Section A and any FOUR questions from Section B in the answer booklet

provided.
Candidates should answer the questions in English.

This paper consists of 3 printed pages.
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SECTION A (32 marks)

Answer ALL the questions in this section.

l. List four characteristics of the introduction stage of the product life cycle, (<} marks)
X, State three consumer oriented pricing methods which marketers may use to sell products,
(3 marks)

3. List three types of utilities that are provided by distribution channels 1o consumers,

(3 marks)
4, State three sources of information from which buyers may obtain product information,

(3 marks)
ron List three ways in which marketers may know that customers are dissatisfied. (3 marks)
LB List four reasons why mlcspmp]gs_ma}r find 1t difficult to close a sale. (4 marks)
= List two requirements that may make a prospect cl_igil;:i: to buy 4 product. {2 marks)
o List ﬂl!"E:E challenges faced by salespeople, (3 marks)
Sk List four types of advertisements that may be used to promote products. {4 marks)

10, List three ways in which a firm &p’ﬁvﬁés:h_ﬂ product coneepl. (3 marks)
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SECTION B (68 marks)

Answer any FOUR guestions from this section,

Dhutline six reasons why products should be labelled,
Outline four types of services provided by a customer care department.
Explain six roles performed by imtermedianies in the distribution process.

Outline four external forces that may influence consumer behaviour.

" Qutlinesix advantages of using cold canvassing method to obtain prospects,

Explain four reasons why firms adopt the marketing concept.
Outline six factors that may influence a firm's pricing decisions.
Cutline four advantages of using personal selling.

Quiline six causes of objections during the s#lling process

Qutline four decisions that marketersanake when developing a sales promotion
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