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NOTE: If you answer more than the required number of quesngns,omythe
required number of questions will be marked. All work yo do not want to
be marked must be clearly crossed out. e

INSTRUCTIONS AND INFORMATION

1. SECTION A is COMPULSORY.
2. Answer any THREE questions in SECTEON
3. Read ALL the questions carefully....

4. Number the answers accordi toth

paper.

imbering system used in this question

5. Write neatly and legiiy.
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SECTION A (COMPUSORY)

QUESTION 1

Indicate whether the following statements are TRUE or FALSE. Choose the answer
and write only 'true’ or 'false' next to the question number (1.1-1.10) in the ANSWER

BOOK.

1.1

1.2

1.3
1.4

1.5

1.6

1.7

1.8

1.9
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Demographics, such as age, birth rates and urbanisation, influence the way in
which society organises itself. ~

Laws have been passed that prohibit smoking in public places;;fénd,;,toba:ﬁae}f

companies are forced to display health warnings on all tobacco products. .
Culture satisfies the needs of people within a society.

A reference group always have to be a group of peopjl};

Marketing management should attempt to red’;ce c@gmtwe dassonanoe as far
as possible.

The South African National Consumer |

is a voluntary autonomous body
that represents millions of consumers.

A market schedule identifies iffgg@gt target markets in gquantities and

qualitative terms.

Marketing management make e of specific principles and variables to

segment the total market

A recession occurs ‘u ;g,drfﬂcult economic times when income, production

(10 x 2)

[20]
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QUESTION 2

Various options are given as possible answers to the following questions. Choose the

answer and write only the letter (A-D) next to the question number (2.1-2.5) in the
ANSWER BOOK.

2.1 The product that is sold to satisfy the consumer’s needs.

A Product development
B Product line

C  Productitem

D All of the above

2.2 ... segmentation is market segmentation on the bagis
personality.

A Behaviour

B  Demographic
C  Psychographic
D  Geographic

2.3 The marketing mix consist of the followin

A Place price promotion people:
B Product publicity price people .
C  Place price profit people.
D Product price place prom

2.4 Which ONE of the f@ifowsng isan ";nprc)fitmaking organisation?

Tertiary institu
Church

2.5 n be defined as a homogeneous group that is most likely to

rganisation's product

m/icro market
target market
macro market

(5x2) [10]
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QUESTION 3

Most people think of marketing in terms of managing the demand of physical products.
According to Philip Kotler the scope of marketing is much broader and includes ten
types of entities.

Complete the following sentences by filling in the missing word(s). Write only the
word(s) next to the question number (3.1-3.10) in the ANSWER BOOK.

places; celebrities; goods; events; services; experiences; propemes
information; ideas; organisations

3.1 ... are tangible items such as cars, toys, food.
3.2 . are intangible activities such as the work of hairdress‘ s, taxis Wyers.

3.3 Climbing Kilimanjaro and bridge jumping are marketed asu‘

; «ades Marathon or the

3.4 Marketing promote time-based ...
Soccer World Cup.
3.5 Maijor sports, film and music ... have mévrketing agents to further

their careers.

3.6 ... like Durban is being marketed as a holiday destination.

3.7 ... such as houses and

3.8 Most ... market,nc}f on

‘%**théi’“;?réduct or services, but also their corporate
identity. ,

3.9

Schools, c{)lleg and universities use ... about their courses as marketing

3.10 'Don’t do drugs', are all examples of ... being marketed.

(10x2)  [20]
TOTALSECTIONA: 50
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SECTIONB

Answer any THREE questions in this section.

QUESTION 4

4.1

4.2
4.3

4.4

4.5
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Thandi Mokoena, a successful accountant and a mother of two and Chaka
Zwane, a miner living in a rural area in Mpumalanga are both consumers.
They differ in terms of their income, education and geographical living a;e&s.

Keeping this scenario in mind explain how the following will have a dxfferentﬂ;f'
influence on both these consumers: \

4.1.1 Name ONE product specifically targeting each of these Gnsyumers

4.1.2 What needs would be satisfied for each of therf‘e co é«rs?

4.1.3 How would you make these products a anab
‘ (3x4)

Name FOUR economic considerations m c sumer decision making. (4 x 2)

The activities, values and goals © ference groups directly influence

consumer behaviour.

Briefly explain THREE ways m‘& hich eference groups influence consumers.
(3x2)

Which roles will the mdwiduaivfamxly members play in the purchase of a new
computer? ,

Name and descrﬁi"" > the FIVE role division of family members. (5 x3)

ﬁy descnbe THREE strategies to supplement the market and

ensure that products will sell. (3x3)

(12)
(8)

(6)

(15)

(9)
[50]
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QUESTION 5

5.1 Name SIX individual variables that influence consumer behaviour. (6x2) (12)
5.2 Management can be divided into 6 groups according to the departments they

manage.

Name these SIX types of management and explain the role that they fulfil in
the company. (6x2) (12)

5.3 Name and briefly describe the FIVE phases of the acceptance process
(10)
5.4 According to Tony Proctor, modern marketing managems
principles. This referred to us the STP process.
Briefly explain the STP process. (8)
5.5 Differentiated market segmentation generates higher costs; different from
market aggregation which brings lower costs.
Name FIVE examples of higher cost | bﬁfébught about when using
differentiated market segmentation. (5x2) (10)
[50]
QUESTION 6
6.1 Briefly explain the fﬁéwirzg ta{mﬁﬂsed in marketing research:

6.3

6.4

@x2) (8
;‘;enence dissonance increases because of the fonowmg reasons.

ame FOUR reasons or factors that lead to feelings of cognitive dissonance.
(4 x2) (8)

Name and briefly describe the FOUR reference groups that can influence
consumer behaviour by their actions. (4 x2) (8)

Identify the SIX variables in the macro-external environment that can be of
importance to marketing management. (6 x2) (12)
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6.5 The economic situation in the country and the high unemployment rate
caused more and more people to be prepared to accept the risk, and start
their own enterprises. South-Africa has a free market economic system,
which is characterised by a great number of competitors.
Name FOUR advantages of competition. (4x2) (8)

6.6 Name familiar people who can be used as opinion leaders in the community
to market the following: (Remember that these should be names of people
who are well known in the community, and not names of people wnthm@fy ur
own social circle)

6.6.1 Gucci handbags
6.6.2 Deodorant

6.6.3 Hamburgers

6.6.4 Jogging shoes
(8)

[50]
QUESTION 7
Study the following case study and then rthe QUestions based on it:
When Sipho moved from the Tr.{héke to Cape Town, he developed a small but a
profitable business. He spemaﬁsed i ling and writing letters for illiterate members
of the community. Over the"‘“ past twa: years he has noticed a steady decline in his
business. %
7.1 (3)
7.2 2)
7.3
'to Sipho the FIVE management tasks of marketing. (5 x 3) (15)
7.4 ~Name and shortly discuss the FOUR principles of the traditional marketing
concept. (4 x 4) (16)
7.5 Name FOUR promotion strategies that Sipho can use to make consumers
aware of his business. _ (4 x2) (8)
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7.6 Use any nonprofit organisation known to you.
7.6.1 Name the non-profit organisation you are using.
7.6.2 Who is the organisation’s target market?
7.6.3 What is being marketed?
(3x2) (8)
o [50]

150
200

TOTAL SECTION B:.
GRAND TOTAL:
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