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Statistics 
 
Table 1: MATSEC Intermediate Level Marketing, May 2010 

   Distribution of Grades 
 

Grades A B C D E F Absent TOTAL 
No. of candidates 29 53 84 41 37 25 10 279 

 
Overall Assessment   
 
Most students achieved the expected standard at Intermediate level, presenting answers that 
indicated sufficient comprehension of theory with related examples. Regrettably, most of the 
examples quoted were taken from their textbooks and consequently repetitive. On the other 
hand a significant group of students presented original examples taken from the current 
international scene.  These scripts were a pleasure to correct, indicating thorough preparation 
beyond that expected at this level. At the other end of the spectrum there was a cohort of very 
weak scripts evidencing minimal, confused knowledge of marketing principles.  
 
Proper reading and understanding of the questions was once more lacking in a good number 
of answers. There were a good number of instances where students failed to address part of 
the question, lost focus of what was requested, or wrote at length about an irrelevant topic. 
Candidates must read the question properly, elicit what is being requested and focus their 
answers accordingly. 
 
As a general rule, students will benefit from more training in application of theory to 
everyday marketing scenarios. 
 
 
Response Analysis 
 

� Questions 1 & 2: These compulsory questions consistently provided the highest 
number of marks for the students. The mark obtained in each question usually set the 
tone for the following questions answered by the student. The marks obtained in these 
questions were rarely exceeded in the following chosen questions, in most cases the 
marks obtained were less. Some students found difficulty explaining perishable / 
variable and naming four competitor-oriented strategies. A significant number of 
students explained brand very lightly, failing to provide a good definition. 

 
� Question 3: Most of the students that attempted this question failed to grasp the 

balance of marks and the expected emphasis in the answer. The first part was 
generally not addressed properly, nor in detail. The second part fared better, but again 
the answers were neither deep nor well focused. 

 
� Question 4: One of the students’ favoured questions. Most answers provided a long-

winded introduction, details macro environment, long descriptions of suppliers, 
competitors, etc but few mentioned the PEST/EL forces. Again undue emphasis was 
given to the first part which only carried five marks with focus lacking on the second 
part which carried the bulk of the marks. 

 
 
� Question 5: Many students thought that they knew the answers, but less provided the 

expected technical answer. Very few provided the real characteristics that a salesman 
must possess and provided their own versions. The students fared better in the second 
part with most answers providing the studied stages of the selling process. A few 



scripts gave the marketing research process instead of the selling process. 
 
� Question 6: Most answers got DMU right and provided the expected detail of the 

constituent members. But the second part where students were expected to explain 
how industrial buying behaviour differs from consumer buying behaviour was 
generally a mess. Only one script (from 279) provided the expected answer of two 
columns with the differences clearly spelt out. The rest, in essay form, mostly 
provided long paragraphs of unbroken text were the differences were not clear at all. 

 
� Question 7: This was another question much preferred by the students. Most answers 

had a long-winded introduction where the students got lost and gave a description of 
primary/secondary data instead of the marketing research process. The second part, 
where it was correctly addressed, mostly consisted of the process stages but without 
specific address to public opinion on online shopping.  

 
� Question 8: This question was presumed easy by most students, but the answers 

submitted lacked focus, depth and innovation. Only very few scripts (less than five in 
all) attempted to define and differentiate between customer value and customer 
satisfaction. Most of the answers were also hurried through, probably from running 
out of time. 

 
 
Response Structure   
 
There was an evident effort by candidates to present structured answers that were clearly 
divided into introduction, body and conclusion. In a good number of instances the 
introduction was too long winded and led the student at a tangent away from what was 
actually requested. On the other hand there were some excellent answers, beautifully 
structured and to the point, which earned well-deserved high marks. These higher grade 
candidates showed wider reading beyond their texts, detailed exam preparation in answering 
questions while following a planned structure. It is important that candidates be methodically 
trained throughout their studies to structure their answers while incorporating the requested 
building blocks of marketing knowledge.  
 
 
Length vs Quality  
 
Candidates managed a satisfactory balance between quality and length in their answers. In the 
better grade scripts this standard was maintained in all the set questions while in others this 
ratio deteriorated in the last answers due to insufficient time. A few candidates were penalised 
for attempting to impress the examiner with long, repetitive waffle instead of the requested 
material. On the other hand there was a noticeable group of candidates who presented 
focused, detailed answers throughout all their answers. These students’ answers reflected their 
methodical exam preparation. 
 
 
 
 
Time Management  
 
On the whole, time management was satisfactory and most students succeeded in achieving 
satisfactory answer length for all attempted questions. Yet it has to be pointed out that some 
students wasted time on giving long answers where much less was expected, e.g. questions 
one and two with the resultant lack of adequate time for detailed answers to the following 



questions. Others resorted to bullet form answers where this was not proper. More attention to 
answering the first two questions requiring short precise answers would avoid the 
disproportional allocation of time available. 
 
 
Diagrams  
 
Once again, students failed to enhance their answers by including suitable graphs and/or 
diagrams to illustrate or summarise their answers. This lack results in paragraph after 
paragraph of unbroken text when a graphic representation would have resulted in a much 
improved answer. 
 
 
Concluding Remarks  
 
Candidates taking Marketing at Intermediate level were well prepared and had covered the 
syllabus comprehensively. The depth of comprehension shown in the scripts reflected he 
individual’s attention, preparation and weight given to the subject. On the other hand, 
students would generally benefit from more preparation in understanding the questions 
correctly and structuring their answers through better use of studied topics. 
 
 


