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(0 a family grouP: 10. When CHOCOCAM’S marke; g,
e ’\:hn-[’.al'l' ;Sbbsg;ﬁcms which level 0 on lifestyle, values, and personamgymseﬁlatlomw
. The gesire I v 9 A Geographic segm PO Iy gy g
R nd a socid “fneed gmentatjop Pragy.
'_\1 ;,:: ;;A:;uilo\"‘s hi‘:mrchy v B Bchavioura{ segmentation llcma
A Self-actualisation C Demographuf segmentation
g Safety D  Psychographic segmentatjop,
C Esteem
D Sovial ' 11 Why oo firms identify target marketsy
2 of the Holistie Marketing Concept IS A To focus maixeting efforts op 2 groy
% er:a:cs;ling all marketing activities an customers L a0
A cakeholders B To {rxinimise distribution cogt
B Internal marketing C Toincrease production capacity
D  Toreduce competition

¢ Prioritizing profit
D  Short-Term goals

e e A S R 12. Identify a market positioning strategy,
on having many buyers and sellers, A Market segmentation A

3. A market situat o 15 ki
IR Yl own as
with o igle ety o nfuencethe prce B Targeting
i C Brand re-positioningg_
] 0 . v . '. J ”
C  Moropolistic competition D  Product differentiation
D  Perfect competition : =
P 13. “People” element in the additional 3Ps refers 1

1dentify an internal environmental factor . ' A Customersof ¢
B Partnesssgesponsible for distribution

A Political environment s A
oviding raw materials

B Economic environment C  Supp @;
C  Organisational culture D REE S reypoiE ble for production

an

K

D  Legal environment 3 : {
mx_arnﬁf an Acquisition stage tactic in the 4A’ss

Consumer attitudes and values are element belonging to A Providing free trials

[

which mazro environmental factor? B Offering loyalty rewards
A Eo.l;_u:u C  Building brand loyalty
B Socic- cultural i D Generating leads
C  Economic ;
D Demozraphic 15. Convenience in the 4C’s refers to
— A Creating brand awareness ‘
£ W : :: e zj..ﬁ:rrn:fk !heq five forces model for@ B Providisg ease of access 1
competition in 2 et? p s
A Pl Koder C  Differentiating a product
D Building customer relationship

B Peier Druckes
C  MGchze! Ponter
D lgor Ansoff

16. Itis atype of plan in marketing showing the present .
situation of a firm, goal to be achieved, budget andthe -

A marketing cozaniparin - i ied withi i
et o o USpdboBmbination of Sufegle,\sdto l:) ¢ applied within a period of one year.
N .m:;; 3 & bas d grvctures is called ar et'mg plan
- ...{:"‘:ﬁ"‘ Aol (B; Operational plan
SENEE N organizatinn Annual plan
([; -‘a‘lk’-‘?’ bged tganization D Market plan
™ 0 "'£~.~1&h0n B

e 17, Which component of a marketing plan best descfz":
rerogdadad] ._-,,;:jz.’ f-ip'“w‘ N ?rfn r;cthods used to achieve the stated objectives @12 -
Cosnmer wnyiy : : |
e :; . A Marketing objective
Dukriin gy Marketing audit

C Marketing strategies
Implementation
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. Itis atool used in portfolio analysis.

& ReOiLEi L 28. B2B marketing is oul to

B SWOT analysis . g “ A Build long term relationships with businesses
| 3 Markting i P B Meet consumers’ necds

iip mC 7

-

i ifa person’s buying behavior is influenced by age and
~ aender, it is Classified under

A Technological factor

- B Psychological factor - - -
C  Socio-cultural factor
- D Demographic factor

21. The ability to pay for a good or service is known as
©.. A Availability
. B Incentive
-~ € Purchasing power
D  Bonuses

: NZE In the consumers buying role, the person who first

;suggest the idea of buying a product is called
* A Decider

B Initiator
C  Influencer
D  User

23, A buying behavior whereby Esther buys goods
 frequently at a low cost and without much involvement
" . in the decision making is known as
A Routine response
B Dissonance reducing
C  Complex buying
D  Normal buying

24. The act of safeguarding consumers from possi cv
. dangers that can occur as production get m e

complex is referred to as
A Consumerism

B Consumer sovereignty
C  Trade unions

D  Consumer protectio

25. What consumer right al’lowi'))éividuals to express their
desires and preferences? :
A Right tosafety
B Ri choose
to be informed

heard

tage of the consumer adoption process does
nsumer seek information about a product?

Interest

Eveluation

Awareness

A
B
C
D Purchase

27. A type of organizational buying decision whereby
CH(’)?;OCAM iaunys cocoa from TELCA COCOA for
the very first lime cen be described as

A Modified rebuy
B Swaight rebuy

C  Newtask buying
D  Complex buying
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C  Increase sales
D Market to a large audience .

29. The buyers in B2B sales are

A Individual customers
B Retail customers

C  Organisations

D  Wholesalers

30. The major disadvantage of road transport is

A Traffic congestion
B Highcost
C  Low speed

D  Rudedrivers 4 )

31. A document required for expartation of goods and a

proof of ownership is 2
Certificate of ori 2

A
B
e
D

A" Alir transport

B Rail transport
C  Road transport
D  Water transport

33. Firms are obliged to act in the best interest of the
society. This is referred as
A Marketing behaviour
B Social responsibility
C Consumers ethics
.D  Consumer protection

34. A set of moral principles guiding consumer's behaviour
is known as

A Consumers responsibility
B Consumers right

C  Consumer protection

D  Consumers ethics

35. Which term best describes a firm’s voluntary efforts to
improve social and environmental conditions?
A Corporate social responsibility
B Consumers social responsibility
C  Environmental protection
D  Firms' obligation

36. The utilization and adaptation of best marketing

practices for the purpose of conducting commerce in
other countries is known as

A Intermational commerce
B International business
C  International marketing
D

International organization
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44, How different might the selling Process o
item be from that of an inexpensive item? 3

37. It acts as a barrier when promoting products in the A Shorter sales preparation 4
international market. B Nifficult to discover customer needs 0
A Culture and disease %

pa I-Sasi.e:' to find potential customers

B Region and purchasing power D More diffi cun to close sales

C  Tariffs and restriction
D  Money and political barriets

R T
45. Which in-store sales technique invu,'es asking
customers questions to best understand ther needs?

38. What role does cultural adaptation play in the

international marketing strategies?. A Product d-emonst.ratlon
A Relevant for product design B Consultative selling
B Affects pricing strategies C  Visual merchandising
C  Helps in understanding local consumer D  Reactive selling
behaviour :
D Has no significant impact 46. An example of 2 ont-store sales is
X A Orline sales
39. Services cannot be stored. This describes which service B Trade shows sales
characteristics, C  Wholesale store
A Inconsistency ) D Retail store sales
B Variability
C  Inseparability 47. Identify a customer service before sd
D Heterogeneity A Welcoming the customer
B Product presentation ; {
40. The process of creating, communicating, delivering and C  Sales pitch i \
exchanging offerings that satisfy the needs/wants of D  Cost leadership, 2
customers is known as '
A Product marketing " 48. A warrantee is a A
B Sellers service : A  Custome % :
C  Retail services

I B  Servite during'sales
D  Service marketing C yce ore sales
D* r\9a er-sales

41. An advantage of a straight commission compensation

planis : 49. When a company produces and promotes products that
A" It offers fixed salary arc ‘environmentally friendly and sustainable, it is
B  Bonuses will be minimise . practicing
C  Income is directly related to productivity <A  Environmental marketing 2
D It increase the number of sales force B Green markeﬁng . |
: C  Traditional marketing | ‘ 5. i 4
42. “Motivating high level selling efforts encourage the D  Societal marketing :
sales success”. Which component is suitable for this l
objective? 50. Define relationship marketing. ' !
A  Commissions A Marketing that focuses on customer
B  Fixed salary satisfaction .
¢ ‘Basus B Marketing that focuses on building trust and
D Benefits loyalty.
C  Marketing that focuses on
43, The emphasis put on each phase ofithe sel ing process g (%n comPany
varies according D  Marketing that is viral
A Laws and customs /
B  Seasons and nidrket eonditions [l e S O —
C  Product andcustomers, i
D Geogra r;:Nncmxc factors A END.
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