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PARTA

ThispartcontainsTHIRTY(30)questions.

AnswerALLintheAnswerSheet.

1. Themostformaldefinitionofmarketingis____________

A meetingneedprofitability.

B the4Ps(Product,Price,Place,Promotion).

C identifyingandmeetinghumanandsocialneeds.

D creating,communicatinganddeliveringvaluetocustomer.

2. Marketingmanagementis______________

A selectingtargetmarkets.

B managingthemarketingprocess.

C developingmarketingstrategiestomovecompanyforward.

D processofdecisionmaking,planning,andcontrollingaspectofcompany.

3. Atransactioninvolves____________

i. atleasttwoparties.

ii. eachpartybeingcapableofcommunicationanddelivery.

iii. eachpartybeingfreetoacceptorrejecttheexchangeoffer.

iv. eachpartbeingbuytheproductandserviceswiththeirneed,wantand

desire.

A i,ii

B i,iii

C ii,iv

D i,ii,iiii

4. WhichofthefollowingisNOTaserviceinthehospitalityindustry?

A Hotels.

B Flights.

C Restaurants.

D GroceryStores.
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5. DiscoverfourPsarecharacterizedas______________

A product,price,promotionandplace.

B product,production,priceandplace.

C product,positioning,placeandprice.

D promotion,place,positioningandprice.

6. Customerexcellence,whichcanbedevelopedthroughastrongbrand,unique

merchandiseorsuperiorcustomerservicewillresultin____________

A supplier.

B company.

C competitor.

D customerloyalty.

7. Firmswhichdistributegoodsarecalled______________

A shops.

B suppliers.

C consumers.

D intermediaries.

8. Thestudypopulation isadistinctgroupofindividuals,whetherthatgroup

comprisesofanationoragroupofpeoplewithacommoncharacteristic

of_____________

A economy.

B sociology.

C demography.

D anthropology.

9. Employeesofthefirm areconsideredas_____________

A theinternalpublics.

B partofplanningprocess.

C partofthemacroenvironment.

D partofthesocio-economicenvironment.



SULIT SHP/DIS2021/DHM3153

SULIT 4

10. Whatisconsumerbehaviour?

A Thewayconsumersbehaveinthemarketplace.

B Theprocessofsearchingforthebestproducttosatisfyaneed.

C Thetypesofbehaviorconsumersgothroughtomakeapurchaseandit

consistsofsixsteps.

D Theprocessconsumersgothroughwhentheymakeapurchaseandthe

factorsthatinfluencetheirdecision.

Diagram 1.0

11. Thediagram aboveshowsadilemmaofproducttaglineforacompany.Which

strategyofmarketingbestdescribesDiagram 1.0?

A Marketmix.

B Markettargeting.

C Marketpositioning.

D Marketingstrategy.

12. Whichofthefollowingfactordeterminestheinfluenceareferencegrouphas

onaconsumerbuyingdecision?

A Thevisibilityoftheproducttoothers.

B Theamountofinformationtheconsumerhas.

C Theamountofbrandrecallthecustomerhas.

D Theamountofpeerpressuretheconsumerfeels.

13. Groupingcustomerswithsimilarneedsiscalled_______________

A selling.

B targeting.

C marketing.

D segmentation.
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14. Geographicsegmentationisabout____________

A dividingmarketsbasedonlocation.

B dividingconsumergroupsbasedonlifestyles.

C dividingconsumergroupsbasedonsocialstatus.

Dunderstandingthebenefittheproducthastooffer.

15. Demographyisastudyof________________

A consumer.

B population.

C humanbehavior.

D geographicareas.

16. Whatisaproduct?

A Tangibleandintangibleitems.

B Anythingthatcanbeofferedtoamarketforattention.

C Writtenororaldescriptionandavisualrepresentation.

D Consistofactivity,benefit,orsatisfactionofferedforsale.

17. Whenanorganizationisabletoachievethedesiredsuccessinthegrowth

stageitwilleventuallymoveto_________stage.

A growth

B decline

C maturity

D introduction

18.

Figure1.0

WhichprocessofnewproductdevelopmentbestdescribesFigure1.0?

A Ideageneration.

B Concepttesting.

C Productscreening.

D Marketintroduction.

PRODUCT LAUNCHING
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19.

Statement1.0

Statement1.0isabout___________________pricing.

A demand

B costbased

C valuebased

D psychological

20.

Statement2.0

Statement2.0isdescribing___________pricing.

A skimming

B customary

C penetration

D competitive

21.

Statement3.0

ThepricingstrategydescribedinStatement3.0is_____________.

A skimming

B customary

C penetration

D competitive

Firm chargesthehighestinitialpricethatcustomerwillpaythelowersitover

time

 Marketing strategy usedbybusinessestoattractcustomerstoanewproduct

orservicebyofferingalower price duringitsinitialoffering.

Acompanysellsgoodsinthemarket..Thevariable cost perunitis$200,andthe

fixed cost perunitis$50.Profitmarkupis50%on cost.
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22. Tya,achefinHyattHotelhassentoutpressreleasestothemajorlocalmedia

andinvitedfoodcriticstodineinthehotelrestaurant.Tyaisengagingin

__________

A advertising.

B publicrelation.

C personalselling.

D salespromotion.

23. Salespromotionsareamarketingstrategywheretheproductispromoted.

Eventhoughcustomersatisfactionhasbecomethetopproprietyfor

businesses,thereistimeswhentheyneedtostimulatedemandandincrease

salesoftheirproductfor___________

A longterm. 

B highterm

Cshortterm.

D medium term. 

24. WhichofthefollowingisNOTareasontousesalespromotion?

A Torewardbehavior.

B Toassistintegration. 

C Toreachnewcustomer. 

D Todevelopbrandimage. 

Figure2.0

25. WhichofthefollowingdeterminesFigure2.0?

A Freemarketing

B Directmarketing.

C Electronicmarketing.

D Relationshipmarketing.



SULIT SHP/DIS2021/DHM3153

SULIT 8

26.

Statement4.0

Thebestmarketingtoapplystrategiesinthestatementabove

is_____________marketing.

A freemarketing.

B directmarketing.

C electronicmarketing.

D relationshipmarketing.

27. Whichoneofthestatementisreferringtodirectmarketing?

A Itislimitedtoadsplacedinbooksandmagazines.

B Itisawaytotellmanypeopleaboutproductsorservices.

C Itinvolvessellingaproductdirectlytoonepersonatatime.

D Itislimitedtooneproductdirectedtoaveryspecificgroupofpeople.

28. Upsellingiscrucialforabusinessbecause______________

A productscreening.

B itisconsideredasareminderadvertisement.

C itincreasestheaverageoftotalamountofanytransaction.

D itmanagesandspreadstheinformationbetweenanindividualand

organization.

29. Thetargetforloyaltyprogram inbusinessisfor_____________

A oldcustomers.

B newcustomers.

C potentialcustomers.

D repeatedcustomers.

i. Customerservice

ii. Loyaltyprograms
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30. WhichofthefollowingstandsforCRM?

A Customerreportmanagement.

B Customerrepeatmanagement.

C Customerresponsibilitymanaging.

D Customerrelationshipmanagement.

[30MARKS]
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PARTB

ThispartcontainsTEN(10)questions.

AnswerALLquestionsintheAnswerSheet.

QUESTION1

Interpretthefollowingmarketingelements:

i. Marketing

ii. Selling

iii. Buyer

iv. Seller

v. Market

(5marks)

QUESTION2

Service inthe hospitalityindustry isthelevelofassistanceprovidedbya hotel staff

tofacilitatethepurchasebythecustomer.

Discoverfive(5)serviceemployeesinhotelindustry.

(5marks)

QUESTION3

Thereisadifferencebetweenproductandservice.

Illustratefive(5)differencesbetweenproductandservice.

(5marks)

QUESTION4

BuyingBehavioristhedecisionprocessesandactsofpeopleinvolvedinbuyingand

usingproducts.

Distinguishfive(5)psychologicalfactorsthataffectpurchasingbehavior.
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(5marks)

QUESTION5

Market segmentation istheprocessofdividingamarketofpotentialcustomersinto

groups,orsegments,basedondifferentcharacteristics.

Indicatefive(5)principlesforsegmentation.

(5marks)

QUESTION6

New productdevelopment is the process ofbringing an original product idea to

market.

Assessfive(5)stagesofproductdevelopmentprocess.

(5marks)

QUESTION7

Whatisprice?

Applyfour(4)casesthatinitiatepricechanges.

(5marks)

QUESTION8

Advertising isamarketingcommunicationthatemploysanopenlysponsored,non-

personalmessagetopromoteorsellaproduct,serviceoridea.

Discoverfive(5)mediumsofadvertisingmedia.
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(5marks)

QUESTION9

Emailmarketing istheactofsendingacommercialmessage,typicallytoagroupof

people,using email.

Discoverfive(5)thebenefitsofemailmarketing.

(5marks)

QUESTION10

Personalselling isalsoknownasface-to-facesellinginwhichonepersonwhoisthe

salesmantriestoconvincethecustomerinbuyingaproduct.

Usefive(5)tasksofsalesrepresentativeswhentheyareperformingpersonalselling.

(5marks)

[50MARKS]
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PARTC

ThispartcontainsTWO(2)questions.

AnswerALLquestionsintheAnswerSheet.

QUESTION1

Personalselling iswhenacompanyusespeopletoselltheirproductswhichdiffers

from acompanyputtingtheirproductsinastoretobesoldtothepublic.Inthis

situation,thesalespeoplearecommission-basedandmayevenearnrewardsfor

sellingacertainamountoftheproduct.Whilethisenticesthesalespeopletosellfor

thecompany,itcanalsocomewithlegalandethicalissues.

Discoverfive(5)ethicalandlegalissuesinpersonalselling.

(10marks)

QUESTION2

E-marketingreferstothosestrategiesandtechniqueswhichutilizesonlinewaysto

reachtargetcustomers.TherearemillionsofInternetusersthataccessdifferent

websitesonadailybasisbyusingavarietyoftoolslikecomputers,laptops,tablets

andsmartorandroidphonedevices,andthenumberofInternetusersareincreasing

veryrapidly.

Presentfive(5)advantagesanddisadvantagesofusingE-marketing.
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(10marks)

[20MARKS]

ENDOFQUESTIONPAPER


