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QUESTION ONE (COMPULSORY) (30 MARKS) 

a) Marketing managers in competition with other firms often have to introduce new product 

lines to keep abreast with competitor’s aggression. Describe the stages involved in new 

product development.              (12 marks) 

b) Describe the classification of consumer products and give specific examples in each class 

of consumer products.               (8 Marks) 

c) Segmentation is one of the tools employed in implementing customer driven marketing 

strategy. 

i) Identify the requirements of effective segmentation 

ii) Explain the importance of segmentation           (10 Marks) 

QUESTION TWO (20 MARKS) 

a) M-Kesho is a new service in the Kenyan market. With specific reference to consumer 

promotion tools, advice the firm behind M-Kesho on the best promotional approaches 

that the firm could employ.             (10 Marks) 

b) Briefly discuss the steps to follow, when setting the price.         (10 Marks) 

QUESTION THREE (20 MARKS) 

a) Examine the personal factors that would influence the buying decisions of consumer.  

     (10 Marks) 

b) Enumerate the meaning of product branding, clearly explaining the merits of branding to 

both the seller and the buyer.             (10 Marks) 

QUESTION FOUR (20 MARKS) 

a) Explain the FIVE roles performed by members of distribution channels.       (10 Marks) 

b) Describe the ‘consumer adoption process and briefly explain the stages involved in the 

process.               (10 Marks) 

 


