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QUESTION ONE 

Explain the following marketing terms and give a practical example for each case: 

(a) Brand positioning 5 Marks 

(b) Branding 5 Marks 

(c) Diversification 5 Marks 

(d) Down-sizing 5 Marks 

(e) Market penetration 5 Marks 

QUESTION TWO 25 Marks 

Explain FIVE (5) approaches that an organisation can use to position its marketing offerings. 

QUESTION THREE 25 Marks 

Today’s consumer has become increasingly demanding. They not only want high quality 

products, but they also expect high quality customer service. Even manufactured products 

such as cars, mobile phones and computers cannot gain a strategic competitive advantage 

through the physical products alone. Delivering superior value to the customer is an ongoing 

concern of product managers. This not only includes the actual physical product but customer 

service as well. Products that do not offer good quality customer service that meets the 

expectations of consumers are difficult to sustain in a competitive market. As a result of this 

many managers are striving to close all the gaps that often lead to customer dissatisfaction 

and the loss of competitive advantage. 

By using the SERVQUAL model (service quality gap model-diagram) discuss the service gaps 

that lead to customer dissatisfaction. In your discussion outline strategies that can be used to 

close these gaps. 

QUESTION FOUR 25 Marks 

As a marketing consultant, you have been hired to analyse the current business portfolios of 

company X, using the Boston Consulting Group Matrix (BCG) approach. In your report to the 

management of company X discuss how the BCG model can be used to analyse business 

portfolios as well as the problems of using this approach. 

END OF QUESTION PAPER


