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INSTRUCTIONS:  Answer question one and any other two questions   

QUESTION ONE – (30 MARKS) 

a) Marketing is not simply the job of a group of people in the company who are responsible 
for selling the company’s products. Every member of the firm should know how to 
function like a marketer. What then is marketing and what is its importance in recent 
times?          (10 marks) 
 

b) Most companies do not embrace the marketing concepts until driven by circumstances. 
Discuss various developments making them to take marketing concepts to heart.  
          (10 marks) 
 

c) Assuming you are the marketing communications manager of your firm. Explain the five 
major marketing communications tools you would use.   (10 marks) 
 

QUESTION TWO (20 MARKS) 

a) With appropriate examples, explain the differences between organizational and consumer 
markets.         (2 marks) 
 

b) Using a company of your choice, explain five demographic variables that may be used to 
segment the market for its products.      (10 marks) 
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c) Outline reasons that may make it necessary for an organization to develop new products. 

(8 marks) 

QUESTION THREE (20 MARKS 

a) Describe two pricing tools that may be used to promote a product.  (4 marks) 
 

b) Good managers are always trying to reduce physical distribution costs. Explain the role 
of physical distribution in the marketing system.    (8 marks) 
 

c) Marketing managers must be able to identify factors affecting consumer behavior. 
Discuss.         (8 marks) 

QUESTION FOUR (20 MARKS) 

a) Explain the factors that marketing managers should consider when choosing 
intermediaries.         (4 marks) 
 

b) Highlight the reasons that may account for slow growth in sales of a product at its 
introductory stage.        (4 marks) 
 

c) Each time a company is setting prices or its price policy, it has to involve a number of 
stages. Describe these stages.       (12 marks) 
 

 QUESTION FIVE (20 MARKS) 

a) Discuss the factors that marketing managers should consider in making channel choice 
decisions.         (10 marks) 
 

b) In recent times, many consumer organizations have emerged, and several consumer 
legislations have been passed. Explain the factors that have led to the growth of 
consumerism in Kenya today.       (10 marks) 
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