Resources for the TEKLA curriculum at Junior Secondary
Topic 3  Buying Behaviour
Strategies and Management – Extension Learning Element

Module E5 Marketing

Section A: Multiple Choice Questions (@1, total 10 marks)
1. The decision processes and acts of people regarding the purchase of products is called:

A. Buying behaviour.

B. Distribution channel.

C. Marketing strategy.

D. Product life cycle.

Level of difficulty: *

2. What is the buying behaviour that consumers spend very little time searching for information and making decision because the product is frequently purchased and cheap?
A. Routine response.

B. Limited decision making.

C. Extensive decision making.

D. Impulse buying.

Level of difficulty: **
3. The buying behaviour that consumer has no planning before buying is called:

A. Routine response.

B. Limited decision making.

C. Extensive decision making.

D. Impulse buying.

Level of difficulty: **
4. Which of the following searching methods does not fit for a consumer who wants to buy a new car to replace the one which is obsoleted?

A. Word of mouth.

B. Promotion leaflet.

C. Observation.

D. Memory.

Level of difficulty: *

5. Which of the following are the criteria for evaluating alternatives available for purchase?
(i) Quality.
(ii) Promotion.

(iii) Price.

(iv) After-sale service.

A. (i) & (ii) & (iii)

B. (i) & (ii) & (iv)

C. (i) & (iii) & (iv)

D. All of the above

Level of difficulty: *
6. What will you consider if you want to buy a computer for your own use?
(i) Durability.

(ii) Price.

(iii) Functions.

A. (i) & (ii)

B. (ii) & (iii)

C. (i) & (iii)

D. All of the above

Level of difficulty: *

7. The following are the customers who buy goods for resale except:

A. Retailer.

B. Business customer.

C. Consumer.

D. Wholesaler.

Level of difficulty: **
8. The first step of the business buying process is:
A. identifying a need.

B. creating a want.

C. evaluating a product.

D. search a supplier.

Level of difficulty: *
9. A kind of shopping method which allows consumers to buy goods or services directly from the seller through the internet is called:

A. Bulk shopping.

B. Group shopping.

C. Online shopping.

D. Retail shopping.
Level of difficulty: **
10. Group buying is also called:

A. Bulk buying.

B. Collective buying.

C. Directive buying.

D. e-shopping.

Level of difficulty: *

Section B: Short Questions (20 marks)

	***
	1. 
	Discuss five factors which may affect a consumer’s decision on buying a new car.
	(10 marks)



	
	
	
	

	**
	2. 
	Why is it necessary to have post-purchase evaluation?
	(4 marks)

	
	
	
	

	*
	3. 
	Describe the operation of group buying.
	(6 marks)


Suggested Solutions
Section A: MCQs

	1. A
	2. A
	3. D
	4. C
	5. D

	6. B
	7. C
	8. A
	9. C
	10. B


Section B: Short Questions.
	Question 1

The factors may include:

1. Age: young people may have more desires to buy sports car than elderly.

2. Income: customers with higher income may want to have a luxury car more.

3. Family status: parents may want a family car instead of a sports car.

4. Sex: men may have more desires to buy a sports car than women.

5. Social class: customers in upper social class may have stronger desire to buy luxury cars than those in the middle or lower social classes.
	(@2 for any valid points, 
max 10 marks)



	Question 2
A good post-purchase evaluation can help a consumer to learn from mistakes and repeat successes.

In other words, it is necessary for the seller to reassure purchasers’ decision, as it is for them to retain existing customers and attract new customers.
	(@2, total 4 marks)


	Question 3

A group buying website may be partnered with a product or service supplier to offer a deal to Web buyers. 

Seller offers products and services at significantly reduced prices on the condition that a set number of buyers (a group) agree to buy.

In most cases, the buyer needs to print out the voucher with which he can claim the product or service at the offered discount in a specified period. 


	(@2, total 6 marks)
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