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QUESTION ONE (30 MARKS) (COMPULSORY)
a) Briefly discuss the steps to follow when setting the price. (12 Marks)
b) Describe any FOUR Consumer-Goods Classifications. (8 marks)
c) Segmentation is one of the tools employed in implementing customer driven marketingstrategy.
i) Describe the requirements of effective segmentation

ii) Explain the importance of segmentation (10 Marks)

QUESTION TWO (20 MARKYS)

a) Product distribution plays a critical function in ensuring customers get the product.

Explain the role played by channel members. (10 Marks)
b) Identify EIVE product related factors affecting the choice of distribution channels. (10 Marks)

QUESTION THREE (20 MARKYS)

a) There are common individual characteristics that can influence buyer’s decision.

Describe the personal factors that influence consumer behavior. (12 Marks)
b) Differentiate between ‘relationship marketing’ and ‘transactional marketing’. (8 Marks)

QUESTION FOUR (20 MARKYS)
a) Explain the roles played by members of the buyer decision making unit in consumer buying
behaviour. (10 Marks)

b) A marketing philosophy is a marketing logic which an organisation uses to relate to its market.

Describe any FOUR marketing philosophies. (10 marks)
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