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QUESTION 1

CACI Ltd is a service provided located in Mamfe and many of their customers have doubt why the CEO is
constantly carrying out marketing activities to create awareness.

The CEO of this company is interested on his customers to understand the role marketing plays in our society
within the company’s environment and is social responsibility in the society.
@ As a marketer, explain four obvious reasons why the study of marketing is relevan onians

(b) Briefly explain four major social responsibilities issues that he CEO of CACI |
the community.

(c) Examine four micro forces that the CEO of CACI Itd must take into considerati@n wi
order to succeed.

his‘company in
(10 marks)

QUESTION 2

Amco Ltd is a multinational company based in UK, interested to
director is worried regarding some issues arising in the macro g
approaches you to inform him on;

en a branc meroon but the marketing
nent tritm affect business and he

€)) Explain the external environmental factors that ry agss and how. (10 marks)
(b) Advise them on the social responsibiliti‘s towar in Cameroon (5 marks)
(©) Give reasons why environmental scanning shoulehb i (10 marks)
LA N\
STI

In today’s market, competition is wh@,i cupying the attention of most companies. Therefore, in order to
succeed, marketers have resorted to ha | of the ways consumers behave when it comes to buying.
@) Explain the psychologi infltience consumers buying behaviour. (5 marks)
(b) With the aid of a dj iRe the categories of adopters of a new product. (10 marks)
(©) When an organiza competitor analysis, what are the three key considerations?

(10 marks)

QUESTION 4

(5 marks)
es that marketers can use to reposition their products (5 marks)
itive positioning strategies that a marketer will use to win its customers. (5 marks)

QUESTION 5

‘ , corn fufu and katikati”.

The mahRageris aware that the objective of the restaurant is not only to sell the foods, but to create value for the

customer. Consequently the marketer need to price the foods fairly. The manager is therefore face with the

strategic decision of pricing the new foods using skimming or penetration pricing.

@) Explain by giving examples, how the additional 3ps (marketing mix) can be applied by City Food
restaurant to increase sales (5 marks)
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(b) Using the sample on the table below, compare skimming and penetration pricing, which of them do you

advise the manager to implement? Why? (15 marks)
Skimming pricing Penetration pricing

Definition

Objective

Requirements

Example

\
(c) What is value based pricing, how does it differ from cost based pricing (5 marks)
QUESTION 6

Afriwine a newly created company is aware that they are differe

firm is approaching a Business to Consumer market (B-to-C)

company is hesitating between selling its products directly to th

(governments, institutions).

As a marketer, you are asked to:

@) Reproduce and fill the table below for the to understand the difference between
B2B and B2C. (5 marks)

depending on whether the
usiness market (B-to-B). The
users) or to other businesses

Table: Differences between the bt*mess mcons er S

B2 rket B2C market
Market structure
Size of purchase
Buyer behavior \
Buying influences

Decision making

Supplier relationshi

agef of Afriwine has decided to choose the B2B market, describe the
will take part in the buying process and give their roles. (10 Marks)
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