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Part 1: Statistical Information

Table 1 shows the distribution of grades for the May 2017 session of the examination.

GRADE A B C D E F abs TOTAL
NUMBER 35 55 68 47 21 33 17 276

% OF TOTAL 12.7 19.9 24.6 17.0 7.6 12.0 6.2 100

Part 2: Comments regarding candidate’s performance

Question 1

A good proportion of candidates did not present a comprehensive description for the role of marketing
in society and this has lowered the average mark for this first question. The average mark stands at
1.8/4 (median = 2/4).

In particular most marks were lost for not relating to any key elements such as segmenting and/or
promoting products or services. A small proportion of candidates attempted to provide a complex
answer for this first relatively simple question.

Question 2

Most candidates answered both parts satisfactorily with the average mark standing 2.6/4 (median =
3/4). A small proportion of candidates could not present a clear differentiation between the two market
research approaches.

Question 3

Most candidates answered the first part of this question correctly. On the other hand, the marks lost in
this question were primarily in the second part of the question i.e. customer loyalty. In the latter cases,
some candidates failed to clearly describe customer retention as a commitment from the organization
to keep existing customers (or similar).

The average mark stands at 2.8/4 (median = 3/4).

Question 4

Overall, answers to this question were very good (average mark stands at 2.8/4, median = 3). Year on
year, candidate tend to be well prepared on market segmentation. A few candidates did not mention a
comprehensive (three) sets of benefits in consumer markets such as helping in market targeting,
differentiation, positioning and/or focus on adoption strategy.
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Question 5

Answers to this question were overall satisfactory though a small proportion of the candidates wrongly
associated market skimming with segmentation. The average mark stands at 1.6/3 (median = 2).

Question 6

Candidates generally offered a satisfactory explanation of the term franchising with some marks lost
in some cases due to either missing listing three sectors where this is prominent or listing something
other than sectors.

The average mark for question 6 stands at 2.6/5 with a median of 3/5.

Question 7

The candidates did relatively well in this question on differentiation between goods and services
(average mark stands at 2.5/4, median = 3/4). Some candidates presented all key differences namely,
intangibility, inseparability, variability and perishability while others presented only two. In the latter
case the candidates could still gain full marks as long as the answer was detailed enough to sustain
the 4 marks assigned for this question. The weaker answers were either incomplete or not offering a
clear differentiation between the two.

Question 8

Most candidates answered this question correctly however there were a substantial number of
candidates who failed to offer a satisfactory advantages and disadvantages of direct marketing. In
these cases, the examiners note that the candidates had not grasped the concept well and in most
cases, they seem to have attempted to guess the right answer.

(average mark stands at 2.4/4, median = 2).

Question 9

Although most candidates did well in this question, the examiners note that weaker candidates found
this question most challenging and failed to differentiate between consumer markets and government
markets such as the scale of orders and the exchange process (e.g. through bids, etc…).

(average mark stands at 2.2/4, median = 2/4).

Question 10

Candidates seem to be very well prepared in this topic with most candidates providing correct
advantages and disadvantages for the use of focus groups within marketing. The answer to this
question was straightforward and any marks lost were due to missing to provide the requested 4
examples or presenting wrong reasons. The median for this question was 3 marks out of 4 (one mark
for each) with an average mark of 2.6.
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Question 11

This was the most popular question in section B. Most candidates answered this question out of the 2
that they were required to answer (210 out of 259 answered this question – 81%). On the other hand,
this question had the lowest average mark (average mark stands at 18.6/30, median = 20/30).

Most candidates presented a good diagram in part a however some did not elaborate on the
description of the product life cycle as requested. The examiners note that unfortunately is it pretty
common that marks are lost because the candidates do not read the question correctly and instead
rush into presenting an answer and/or in some cases forgetting/ignoring one or more parts of the
question while answering another part of the question.

Most of the candidates who did not do well in this question. They lost most marks in part c. In most of
these cases, the answer to part c did not provide pertinent examples on how marketing strategies
change during the Product’s Life Cycle and/or which justify the 15 marks assigned to this section.

Question 12

(average mark stands at 19.4/30, median = 20/30).

Many candidates avoided answering this question (only 142 candidates out of 259 candidates
attempted this question – 55%). The majority of the candidates who answered this question did well
in the first part and described most of the elements of the marketing mix for services well, together
with examples, including, Product, Price, Place, Promotion etc.… Part b proved to be more
challenging with some candidates struggling when presented with question that require basic critical
thinking in contrast with answering questions that simply require memorable answers.

The examiners highlight that overall critical thinking is what often differentiates the top grade
candidates. Additionally, the weaker scripts were often incomplete suggesting poor time management
or lack of preparation.

Question 13
61% of the candidates opted in answering this question (n=159)

The candidates did best in this question within Section B (average mark stands at 21.3/30, median =
22/30).

In most cases the candidates were able to easily identify 5 types of advertising media and
contextualize these for the newly opened branded clothes outlet around its launch. As for the
examples in Part B, again, most candidates provided appropriated examples. In most cases
candidates who lost marks in this question was primarily because they missed presenting what was
requested e.g. not presenting an example for each case.
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