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Answer ALL questions on the separate sheet provided.          [100 marks] 
 
1. Using the model of the consumer buying behaviour process, describe the stages you 

would go through when purchasing a mobile phone for your own use. Identify external 
factors that could influence this decision-making process. 

   (20 marks) 
   Total: [20 marks] 
     
     
     
2. a) Explain the differences between undifferentiated, differentiated and concentrated 

marketing strategies with suitable examples. 
  (12 marks) 
   
   
   
 b) List and explain the FOUR (4) major bases for segmenting a consumer market.  
  (8 marks) 
   Total: [20 marks] 
     
     
     
3. a) Marketers identify four levels of a product’s anatomy. Define these four levels and 

discuss how a digital camera company might use these different levels to compete 
with their competitors. 

  (12 marks) 
     
     
     
 b) New product development is crucial for an organization to maintain its competitive 

advantage. State the EIGHT (8) stages of the new product development process.  
    (8 marks) 
   Total: [20 marks] 
     
     
     
4. a) List FIVE (5) methods that can be used to collect primary data.                      (5 marks) 
     
     
     
 b) Discuss the advantages and disadvantages of the THREE (3) basic pricing methods 

identified by Jobber and Fahy (2015). Identify other factors that will influence the 
price-setting decision. 

   (15 marks) 
   Total: [20 marks] 
     
     
     
5. a) Define what is distribution channel and briefly describe the characteristics of intensive 

channel distribution. 
    (10 marks) 
     
     
     
 b) Personal selling is one of the promotional tools used in the insurance industry. 

Discuss the advantages of personal selling.      
  (10 marks) 
   Total: [20 marks] 

- END OF QUESTIONS - 


