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SECTION A : MULTIPLE CHOICE QUESTIONS (20 MARKS)
ANSWER ALL QUESTIONS

I P An understanding of consumer behaviour includes all of the following variables except:
A. amount purchased
B. consumers' values
C. economic situations

D. consumers' perceptions

2. Consumer behaviour theory provides the manager with:
A. more problems than it solves
B. concrete solutions to most marketing problems
C. the proper questions to ask in most market decision situations

D. solutions to problems

3. When making a purchase decision, a consumer can follow the sequence:

A. outlet selection first, brand selection second
B. outlet and brand selection simultaneously
C. brand (or item) selection first, outlet selection second

D. all of the given answers

4. Learning is:
A. any change in the content or organization of long-term memory
B. the ability to recall a stimulus object
C. the ability to relate to stimulus objects

D. the link between stimuli and information processing

5: Maslow's need hierarchy involves all the motives below except:

A. belongingness
B. physiological
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C. self-actualisation

D. all of the given answers are part of Maslow's hierarchy

6. sometime referred as habitual decision making, in effect involves no
decision per se.

A. Limited decision making

B. Nominal decision making

C. Retailer decision making

D. Marketers’ decision making.

7 Which of the following is NOT an appeal characteristic?
A. Comparative ads
B. Humorous appeal
C. Fear appeal

D. Celerity sources.

8. A/An is the way one thinks, feels and acts toward some aspect of his or her
environment.

A. cognitive l

B. utilitarian

C. attitudes

D. expressive

9. The way an individual wants to feel or be at the present time.
A. Emotion state
B. Actual state
C. Active state
D. Desired state

10.  Few firms develop marketing campaign that focus on this group.
A. Middle age single II
B. Single parent I
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11.

12.

14.

15.

C. Empty nest I
D. Delayed full nest I

Opinion leaders occur during

A. High involvement of product/purchase.
B. Low involvement of product/purchase.
C. Direct flow

D. Multi step flow.

Group that are characterized by frequent interpersonal contacts is referred to
A. Primary group

B. Secondary group

C. membership
D.

reference group.

Below are the firm outcomes on consumer decisions EXCEPT
A. product position

B. customer satisfaction

C. need satisfaction

D. profitability

Which of the following is an INCORRECT pair?
A. External influences — culture

B. External influences — family

C. Internal influences — perception

D. Internal influences — social status

Attention is determined by 3 factors which are:
I. stimulus
II. individual
III situation

IV vision
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16.

17.

18.

20.

A. LIl and III
B. LIIand IV
C. II, T and IV
D. I, I and IV

Words whether a brand name or corporate slogan will create a/an
A. reinforcement

B. repetition

C. imagery

D. importance

Beliefs about a product are influence by capabilities of a company EXCEPT
A. price

B. country of origin

C. storeitis sold

D. internet

Medical insurance is an example of
A. Social need

B. Physiological need

C. Safety need
D

. Esteem need

Brand loyalty can arise through a number of processes which does NOT include
A. Brand Identification

B. Brand Comfort

C. Brand Delight
D

. Brand Image

Which of the following is not an external influence in consumer decision making
A. Culture
B. Family
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C. Social status
D. Personality

SECTION B - TRUE/FALSE (10 marks)
CIRCLE THE CORRECT ANSWERS.

1. Organization buying establishes the need for purchase products and services and identify,
evaluate and choose among alternative brands and suppliers. TRUE / FALSE

2. Word of mouth is a very critical influence in decision making process TRUE / FALSE

3. Coupons and free samples can be used to move the brand into the target market.
TRUE / FALSE
4. Feelings or emotional reactions to an object represent the behavioural component
of an attitude. TRUE / FALSE

5. Adults who are very busy and love to spend time for shopping and dining out refers to Empty
Nest L . TRUE / FALSE

6. Normative decision making occurs when individuals have internalized group’s values and
norms. TRUE / FALSE

7. Retailers use advertising to communicate their attributes, particularly sales prices to
consumers. TRUE / FALSE

8. Shoppers with limited physical or emotional energy will search for less information than
others. TRUE / FALSE

9. All humans acquire a similar set of motives through genetic endowment and social
interactions. TRUE / FALSE
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10. Situational influences are all factors that depend on the knowledge and attributes of a person
that have an effect on current behavior. TRUE / FALSE

SECTION C - STRUCTURED QUESTIONS (70 marks)
ANSWER QUESTION 1 IS COMPULSORY and CHOOSE ANY 2 QUESTIONS.

1. a) Explain the 3 types of consumer decision making. (10 marks)
b) By using a mind map illustrate the marketing strategy and Problem Recognition
Process. (10 marks)
¢) Why do marketers need to analyze the market components namely the consumers, the
company itself and also its competitors. (10 marks)

2. a) Provide 3 general characteristics of Learning.
b) Explain the Product Positioning Strategy using Brand Image.

3. a) Give 3 characteristics of Opinion Leaders. (10 marks)

b) As a marketer, how would you strategize your marketing efforts

using these Opinion Leaders. (10 marks)

4. a) Illustrate the influence of household consumption on marketing strategy. (10 marks)

b) Discuss the 3 ways how parents socialize their children. (10 marks)

5. a) Provide 3 attributes affecting retail outlet selection. (10 marks)

b) What is the process involved in selecting a retail outlet. (10 marks)
END OF EXAM PAPER



