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SECTION A (32 marks)

Answer ALL the questions in this section.

1.  State four reasons why sales reduce at the decline stage of a product’s life cycle. (4 marks)
{
2:? Outline four factors Wthh may %gect a firm’s pncn\&g method. (4 marks)
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3  List four stages in the consumer buying process. (4 marks)
¢ 4 Outline three assumptions of the selling concept. W/&"/ AN (3 marks)

5;  List three reasons that make sales and marketing departments important to an organization.

(3 marks)
6.  State three advantages of personal selling to the seller. (3 marks)
7;’ State three forms of media that may be used to advertise products. (3 marks)
8.  List three types of channel levels that may be used to dlstrlbute products 16 (3 marks)
9:  OQutline two causes of difficulties when closing a sale. % / o /6 0 (2 marks)
10, State three reasons why prospecting is necessary to salespeople (3 marks)
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Answer any FOUR questions from this section. :
_ i 357
11 (a) Mr. Malu, a young professional intends to buy a car. Ou;hne four personal factors
: which may influence his buying decision. \)jﬁ;‘:‘;; e : ~- 9 (8 marks)
\%‘*‘”\
(b) Explain six price-adjustment strategies which a ﬁrm may use to cater for different
customers. steernd, chredils (9 marks)
12 (a) Jemu Limited is a new firm manufacturing soft drinks. Explain four reasons why it
should promote its products regularly. (8 marks)
(b) Mr. Johna, a salesman is facing price objections from cg@m&i@ Outline six ways in
which he can deal with the objections. et (9 marks)
, N
- 13: (a) Ms. Raha is a customer care provider at Bet Limited. Explain four ways in which she
can promote customer satisfaction. (8 marks)
(b) Ms. Robi wants to be a career salesgirl. Outline six qualities that she should possess to
L be suitable for the job. R, (9 marks)
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Outline four sources of prospects used by sales people. (8 marks)

" ( Explain six ways in which organizations apply the societal marketing philosophy in
: ) their operations. (9 marks)
~15. 1 (a) Explain four benefits that an organization derives from online marketing. (8 marks) Z
(b , Longonot Limited is a wholesaler in Temu County. Outline six functions that the firm fj_
‘ performs for retailers in the county. Qpeniyv PR (9 marks)— "
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