Resources for the TEKLA curriculum at Junior Secondary
Topic 2  Marketing Mix
Strategies and Management – Extension Learning Element

Module E5 Marketing

Section A: Multiple Choice Questions (@1, total 10 marks)
1. The purpose of marketing is to _______ the customer needs with the company’s capability.

A. create

B. develop
C. explore
D. match

Level of difficulty: *

2. Which of the following is not covered in the product strategy?
A. Quality.

B. Price.

C. Brand name.

D. Features.

Level of difficulty: *

3. The purpose of a product strategy is to:
A. offer goods or services at a low price.

B. offer goods or services to make profit.

C. offer goods or services that can satisfy the needs of the customers.

D. develop new products for competition.

Level of difficulty: *

4. The concern that a product is reliable and able to perform its intended function is called:
A. Design.

B. Feature.

C. Quality.
D. Warranty
Level of difficulty: **
5. Which of the following is not covered in the pricing strategy?
A. Credit terms.

B. Discounts.

C. List price.

D. Public relations.
Level of difficulty: *
6. The price strategy which the price is always set at a low level is called:

A. Economy pricing.

B. Price penetration.

C. Price skimming.

D. Premium pricing.

Level of difficulty: **
7. Which of the following is covered in the promotion strategy?
(i) Advertising.

(ii) Discounts modes of sales promotion.

(iii) Personal selling.

(iv) Public relations.

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

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

C. (ii) & (iii) & (iv)

D. All of the above

Level of difficulty: *
8. Which of the following is not covered in the place strategy?
A. Distribution channels.

B. Logistics.

C. Coverage.

D. Payment method.

Level of difficulty: *
9. A distribution channel including manufacturer, wholesaler, retailer and consumer is called:
A. Agency.

B. Direct distribution.

C. Indirect distribution.

D. Step distribution.

Level of difficulty: **
10. The sequence of stages of a product life cycle is:
A. Introduction, growth, maturity and decline.

B. Introduction, maturity, growth and decline.

C. Growth, maturity, decline, termination.

D. Introduction, maturity, decline, termination.

Level of difficulty: *

Section B: Short Questions (20 marks)

	*
	1. 
	Briefly describe the four steps of applying the marketing mix.
	(4 marks)



	
	
	
	

	***
	2. 
	Explain which pricing strategy is appropriate if a company is going to launch a new model of TV set with new and high technology.
	(8 marks)

	
	
	
	

	**
	3. 
	What is the marketing strategy for a smart phone when it is in the maturity stages of a product life cycle?
	(8 marks)




Suggested Solutions
Section A: MCQs

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

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


Section B: Short Questions
	Question 1

There are 4 steps of applying marketing mix:
· The company chooses the product to meet the identified need of the target customers.

· Set the price that is acceptable to both the customer and the company.

· Make the target customers aware of the existence of the product.

· Use the right distribution channel to make the product available.

	(@1, total 4 marks)


	Question 2
Price skimming is appropriate when a company is going to launch a new model of TV set with new and high technology.  The reason is because the new model is less price sensitive at the beginning stage and setting a price can let the company recover the development cost and make profit quickly.


	(8 marks)

	Question 3

· Product features are enhanced in order to differentiate the product from competitors.

· Price may be reduced in response to competition.

· Promotion cost is increased to enhance the product differentiation.

· Placing is more intensive to compete in the market and incentive may be provided to resellers in order to avoid losing sales channel.
	(@2, total 8 marks)
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