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INSTRUcnONS 

ANSWER ANY FOUR (4) QUESTIONS 

OUESTIONI 

a. 	 DWcuss five levels of products, giving a practical example in escll case. (15) 
b. 	 Explain five reasons wily marketing is important (10) 

TOTAL: 15 MARKS 

QUESTION 2 

a. 	 Discllss five competition based pricing approaches, giving an example in each case. 
.. (15),--'-'-"--'" .._-_.... ,....... . ,.. - _..,. ...... - . '" _.. ........----.. 


b. 	 Discuss the five issues that are involved in sampling. (10) 

TOTAL: 2SMARKS 

QUESTION 3 

a. 	 Discuss the advantages and disadvantages of using print media in promoting 
products. 15) 

b. 	 The presentation of a retail store helps to improve its atmosphere. Discuss five 
major determinants of a store atmosphere. (10) 

TOTAL: 25 MARKS 

QUESTION4 

a. 	 Discuss the steps involved in the consumer decision making process. (15) 
b. 	 Discuss the metllods used to set the promotion budget. (10) 

TOTAL: 2SMARKS 
QUESTIONS 

a. 	 Define the following terms tltat are used in pricing products: (15) 
1. 	 Cost plus priciDg 
2. 	 Value based priciDg 
3. 	 Market skimming pricing 
4. 	 Market penetration pricing 
S. 	 Optional product pricing 
6. 	 Product bundle pricing 
7. 	 Customer segment pricing 
8. 	 Time pricing 
9. 	 Promotion pricing 



10. Bait pricing 
11. CustolDized pricing 
12. Freight absorption pricing 
13. By-product pricing 
14. Status quo pricing 
15. Going rate pricing 

b. COlDpare and contrast the selling and the lDarketing concept. (10) 

TOTAL: ·25MARKS 


