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INSTRUCTIONS: Answer question one and any other two questions 
		     
		   		
QUESTION ONE (30 MARKS)
a) Mwirigi is about to go for an interview for the position of marketing manager, but is is not clear to him what the functions of marketing manager are.  Using your understanding of marketing management, advice Mwirigi.						(6 Marks)
b) Discuss the major marketing macro environmental factors.			(10 Marks)
c) Define the term ‘marketing intermediaries’ and highlight any four marketing intermediaries.									(4 Marks)
d) Outline clearly the differences between international and domestic marketing.	(10 Marks)			
QUESTION TWO (20 MARKS)
a) Marketing management is the process that identifies, anticipates and satisfies customer requirements profitably.  Discuss this statement.					(10 Marks)
b) List six challenges faced in international marketing.				(6 Marks)
c) Each business needs to evaluate its internal strengths and weakness.  Winning companies are said to be those that have attained internal capabilities.  What are the components of the internal environment that an organization needs to evaluate for strengths and weakness.											(4 Marks)
  
QUESTION THREE (20 MARKS)
a) Define ‘consumer behaviour’.  Why would marketers be interested in studying consumer behaviour?										(10 Marks)
b) Using illustrations, explain the buying decision process according to Kotler.	(10 Marks)   

QUESTION FOUR (20 MARKS)
a) Describe the importance of scanning the marketing environment.		(10 Marks)
b) Giving a brief description of each step, outline the business strategic planning process.												(10 Marks) 
QUESTION FIVE (20 MARKS)
a) Explain why the consumers are viewed as decision-makers in organizations.	(6 Marks)
b) Assuming you have just completed the sale of a computer system to a large company, explain the post purchase activities you are likely to undertake.			(4 Marks)
c) Discuss how Maslow’s Hierarchy of needs theory can be used by marketers to understand consumer behaviour.								(10 Marks) 
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