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Instructions:

· Answer question ONE and any other FOUR questions.

· Do not write anything on the question paper.

Question 1:

a) A service is an intangible act or performance that one party offers to another. Help identify the shortcomings of the traditional 4Ps model in addressing the complexities of modern service marketing that resulted in the extended Ps for services (8 Mks).

b) Primary data collection involves gathering firsthand information directly from original sources. Provide a summary of the methods used by marketers to gather primary data (12 Mks). 

Question 2. 

Promotion is not just about advertising, but about creating meaningful customer relationships and delivering a consistent message across various communication channels. Provide a highlight on the marketing communication elements and the key features of each element (10 Mks). 
Question 3. 

A product can be defined as anything that can be offered to the market for attention, acquisition, rental, use or consumption that might satisfy a need or a want. Consumer Products are products bought by consumers for final consumption. Using local examples help your team classify these products on the basis of how regularly and the way consumers go about buying them (10 Mks).

Question 4. 

The economic environment refers to all internal and external factors, which directly or indirectly influence the organization decisions related to marketing activities. Differente between the economic environment factors that affect marketing (10 Mks).

Question 5. 

A channel of distribution is the route through which products move from the point of production to the point of consumption. Marketing channels are sets of interdependent organizations participating in the process of making a product or service available for use or consumption. Channels of all types play an important role in the success of a company and affects all other marketing decisions. Clarify why marketing channels are important to marketers (10 Mks) 

Question 6. 

Relationship marketing is a strategy designed to foster long-term engagement and loyalty between a business and its customers. By prioritizing customer engagement, personalization, exception service, and trust, business enhances customer loyalty, increases lifetime value and gain a competitive edge. Present to your management the (i) key component of relationship marketing (ii) benefit of relationship marketing and (iii). Challenges of relationship marketing (10 Mks) 

