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Section A: ANSWER ALL TEN QUESTIONS
Question 1 
Explore the role of Marketing in a range of organisations (minimum 2 organisations). Use examples to illustrate your answer. (2 Marks) 
The role if Marketing in an organisation is vital as it promotes the organisation and establishes a relationship between customers and the organisation. Primark is a very successful business and I believe this is because of their marketing team. Primark’s marketing team plays a huge role in Primark’s success as the marketing team is involved in creating competitive pricing strategies, advertising and sale promotions. Another super successful organisation is Apple I also believe that apple have a huge success due to the key role that the marketing team play in the organisation. Apple’s marketing team focus on their products and brand name unique value proposition which is their designs, apples designs are known for looking beautiful and they are posted all over social media.

Question 2 
Apply the concept of the Product Life Cycle, tracing the life cycle for a range of products (minimum 2 products). (2 Marks) 
The first product which I will be applying the concept of the product life cycle is the iPhone. The first stage is the introduction stage, the iPhone is first introduced in the market in this stage, with iPhone in this stage the price is kept high so that apple can maintain the exclusivity of ownership as iPhone users wouldn’t prefer everyone owning one so at this stage the price is high and only attracts a premium segment of their customers.

Question 3 
Discuss the key influences/factors affecting the Buying Decision-Making Process for consumers for example Personal Factors, Social Factors and Psychological Factors.  
(2 Marks) 

Question 4 
Describe the purpose and benefits of Marketing Research in an organisation. 
(2 Marks)
 
Question 5 
What benefits are there to an organisation in carrying out a SWOT (Strengths, Weaknesses, Opportunities and Threats) Analysis? (2 Marks) 

Question 6 
Discuss the importance of the “Marketing Mix” to an organisation. (2 Marks) 

Question 7 
Describe how the “Promotion” element of the 4Ps (Marketing Communications) can be used by an organisation for their benefit in the marketplace. (2 Marks) 
 
Question 8 
Discuss the role of Branding as part of the “Product” element of the 4Ps. 
(2 Marks) 

Question 9 
Describe the extra 3Ps of the “Extended Marketing Mix” for marketing services. 
(2 Marks) 

Question 10 
Explain the importance of the Business Environment (Micro-Environment and Macro-Environment) to an organisation. (2 Marks) 









Section B: ANSWER ANY TWO QUESTIONS - (each carry 10 marks) 
Question 1 
a. Differentiate between (i) marketing to businesses in Business-to-Business (B2B) Markets and (ii) marketing to individuals in Business-to-Consumer (B2C) Markets.  
Discuss the key factors which are different between the two markets.  (6 Marks) 
b. Evaluate the effectiveness of Marketing Strategies for a range of products (services/goods) of your choice (minimum 2 products). 
Include the influence of Branding, Pricing Strategy, the elements of the Promotional mix, and the influence of Distribution Channel on supplier and end user. (4 Marks) 
 
 Question 2 
a. Analyse elements of price setting/Pricing Policy. Make reference to a range of pricing techniques and strategies, competitor pricing, organisation conditions, and market conditions. (6 Marks) 
b. Examine the role of Distribution in the Marketing Mix. Refer to types of Distribution Channels, and the selection of appropriate Distribution Channels for a range of products (services/goods) of your choice (minimum 2 products).                (4 Marks) 
 
 
Question 3 
a. Explore the five stages in the Buying Decision-Making Process for consumers.         (6 Marks) 
b. Apply the stages of the Buying Decision-Making Process for consumers to two different purchase situations of your choice. (4 Marks) 
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