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Instructions to the Candidates 

1. Time allowed is two (2) hours 
2. Answer any five(5) questions 
3. Answers should be entirely in the English language 

 

Subject Subject Code 
Marketing   (OMM 2 / 704) 

 

 
Question No. 1 (20 Marks) 
 
(a) What are the steps involved in personal selling? Briefly discuss these steps.        (12 Marks) 
 
(b) Differentiate between Marketing and Sales. Explain the differences.        (08 Marks) 
                                (Total 20 Marks) 
 
 
 
Question No. 2 (20 Marks) 
 
(a) Briefly explain each element of the marketing mix (4 P’s) and provide examples to 

illustrate these elements.              (12 Marks) 
 
(b) Explain how sponsorships can be used to build a strong brand.         (08 Marks) 

         (Total 20 Marks) 
 
 
 
Question No. 3 (20 Marks) 
 
(a) Write short notes on the following. 

− Relationship Marketing. 
− Advertising. 
− Marketing Audit. 
− Product Life Cycle.                   (03 Marks × 4 = 12 Marks) 

 
(b) Discuss how excellent customer service can build customer loyalty.        (08 Marks) 

         (Total 20 Marks) 
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Question No. 4 (20 Marks) 
 
(a) What distribution methods can a financial services organization utilize? Provide examples 

to illustrate your answer.               (12 Marks) 
 
(b) What are the pricing methods available to marketers? Explain your answer.       (08 Marks) 

         (Total 20 Marks) 
 
 
 
Question No. 5 (20 Marks) 
 
(a) How should consumer markets (B2C) be segmented? Provide examples.            (12 Marks) 
 
(b) Why are sales promotions often used by marketers? What are the benefits of sales 

promotions?               (08 Marks) 
         (Total 20 Marks) 

 
 
 
Question No. 6 (20 Marks) 
 
(a) What is brand positioning? Identify the methods in positioning brands.        (12 Marks) 
 
(b) How important is the understanding of consumer buying behaviour in marketing? 

Discuss your answer.              (08 Marks) 
                   (Total 20 Marks) 
 
 
 
 
Question No. 7 (20 Marks) 
 
(a) Discuss why, in the present global financial meltdown, customers are more price conscious. 

What are the dangers in marketing products, on price?          (12 Marks) 
 
(b) What is “internal marketing” Briefly explain.           (08 Marks) 

           (Total 20 Marks) 
End of Question Paper 

 
 


