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INSTRUCTIONS TO CANI
This paper consists of TWO sections; A and B.
Answer ALL quesiians in section A and any THREE guestions from section B in the answer booklet

provided
Maimum marks for each part of a question ave as shown,
Candidates should answer the questions in English.

This paper consists of 3 printed pages.
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- : SECTION A (40 marks)
Anzwer ALL the questions in this section,

Cratline four pmdunf related strateics that a firm may adopt wavert decline in sales during

periods.of ];.:gh inflation. (4 marks)
2. I-Irghhght four objectives of buving as a Junction of marketing, _ 4 mafh]
3 Cuthne four advantages of brand names to the distributor 15 a participant in the mirketing mix;
(4 marks}
1. State four factors that a manufacturer should consider when sclecting a dealer 1o Histribute his
products, (4 marks)
5. Highlight four qualities that an indoor sales person should possess {4 marks}
6. Outline four benefits that-an organization may derive from new product development,
I f {4 marks)
7. State four clements of a promotion mix, (Q\ (4 marks)
8. Stu.'la four perionil factors that may affect meu‘néﬁlnvmw (4 marks}
9 Crithne four méthodsthat may be used to ld@% prospective buyers in the process of selling.
‘w} (4 marks)
| P
10,  State four steps that are followed whe evaluatin g the performance of salespersons inan
organization. {4 marks)
SECTION B (60 murks)
Arnswer any THREE questions from this section.
I1. . (a)  Explain five benefits that an erterprise may derive from adopting costomer ariented
markcting concep. {10 marks)
(b}  Longo Limited sells similar product quantitics to different buvers st different prices.
Outline the advantages pf such varinbie price policy {65 marks)
(e)  Outhne four weakness of relying on advertising g5 2 means of marketing prodiscts.
(4 marks})
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127 {a) Exp'iam five requirements of successful market segmentation mkﬂ‘ ] /
- "! i

(b} Outline fowr measures that the management of an organization may take (o minimise

new product failure, (4 marks)
(c) I",xplnm four orpanisationa] factors that may affect the choice of a distribution channel.
(& marks)
13. - (a)  Highlight four differences between selling and marketing, (8 marks)
L
(b)  Explain four reatons that support the adaptation of the skimming price policy for a
product in its introduction suge. (8 marks)
(e}  Highlight four Lhﬂl]:ﬁgus faced by the traditional retail shnpkv:npl:r m his distribution -,
work. (4 marks)
14, {a) ) Highlight five requirements of 2 good brand name. (5 1|1L1.1§-:51 :

(h) The ete of sales foree umover at Maxmix Limited has risgp in the reeent past. bxplaim
five circumatances under which the sales manager /{nﬁ:.f hé Tatponsible for this situation,

L (1D rrarkes)
<§\

$

(c) Owtline five purposes of ﬂ.]-iuullnb the pnzgvma.lncc of the sales foree in an
ORI, \ ' {5 marks)
\

15 v{a) Explain three reasons that make. i % oasary for p sales person to have a good
knowledge on his company 's u.tL'.- (& marks)

(b) Inrelation to the selling process, cxplain four characteristios of a good prispect.
(B marks)

ic) Explain three benefits that an organization may derive from adopting an on-line
marketing, (& marks)
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