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UNIVERSITY EXAMINATIONS

END OF SEMESTER AUGUST, 2011 EXAMINATIONS

EXAMINATIONS FOR THE DEGREE OF BACHELOR OF COMMERCE

MAK212X – MARKETING PRINCIPLES
2 Hours

SECTION A:  - COMPULSORY
Question One
(a) In order to enhance the chance of a new product succeeding, the company should follow a systematic new product development process. Explain the major stages in new product development.





(8 Marks) 
(b) The organisation you work for as a Marketing Manager intends to carry out  market segmentation of its business and the Managing Director has asked you for advice on the following:

(i) Explanation of what market segmentation is and highlighting giving examples in each case the four (4) bases on which consumer markets should be segmented.





(10 Marks)

(ii) Explain your understanding of consumer buying decision making process and highlight the steps usually followed in the decision making process by the consumers






(8 marks)
(c) Explain the seven (7) actors in the organisational buying decision making process commonly known as the DMU



(4 Marks)
SECTION B:

Question Two

The marketing of services is considered more challenging than marketing of physical goods due in the majority of cases to its characteristics.

(i) Explain what you understand by a service and highlight the four (4) characteristics of a service
(b) State how each of the characteristic can be a major problem in the marketing activities.









(10 Marks) 
(ii) Using the Ansoff’s model explain how organisations can use the model to enhance organisational growth and sustainability.



(5 Marks)
Question Three:

Marketing experts all over the world have generally agreed that there are a number of clearly identifiable variables that comprise the building blocks of marketing.  These variables are labelled as “marketing mix” elements, one of which is the promotional mix.

(i) Explain the term promotion and clearly highlight the three basic objectives of marketing promotional activities.




(5 Marks)

(ii) Mention and explain any four (4) promotional mixes that an organisation can use and giving examples in each case discuss the advantages and any possible disadvantages of each.






(10 Marks)
Question Four:

The marketing function of satisfying customer’s needs would not be realisable unless the goods the consumers need are made available to them using the right channels.
(i) Explain the meaning of a distribution channel and highlight any four (4) advantages and any five (5) disadvantages of using the wholesaler in the channels of distribution to a manufacturer 




(10 Marks)

(ii) Using a detailed illustration, explain the Marketing Information System (MkIS) 

(5 Marks)
Question Five

(a) Explain your understanding of the term “branding” and explain giving examples in each case any five (5) benefits of branding the consumer and any five (5) benefits to the seller.










(8 marks)
(b) Highlight any seven (7) factors you would need to take into consideration when you are choosing a brand name for the new products you intend to introduce in the market.












(7 marks)
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