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PART 1: Statistical Review 
 

Table 1 shows the distribution of grades for the May 2018 examination session. 

GRADE A B C D E F ABS TOTAL 

NUMBER 33 61 78 43 33 36 22 306 

% OF TOTAL 10.8 19.9 25.5 14.1 10.8 11.8 7.2 100 

 

PART 2: Comments in relation to candidate’s performance 

Question 1 

The question asked the candidates to distinguish between Product and Service. The candidates 

performed relatively well in this question with an average score of 2.45 out of 4 (Median 2.5, 

SD 1.27). In some cases students’ knowledge seemed limited to the characteristics of a service 

and not to the multitude of other existing differences. 

Question 2 

The question required that the candidates differentiate between Retailers and Wholesalers. Most 

responses clearly identified retailers as selling to the final consumers for personal and non-

business use while wholesalers sell to those buying for resale or business use. Average 2.59/4 

(Median 3, SD 1.29) 

Question 3 

The candidates did very well in this question with most students providing a correct answer with 

clear advantages and disadvantages of performing research through digital questionnaires. The 

average score for this question was 3.16 out of 4 (Median 4, SD 1.04). 

Question 4 

Candidates were expected to differentiate between the production and the product concepts. 

Most of the candidates answered this question correctly with a median of 4 out of 4. 

Unfortunately some candidates did not respond to this question. Average 2.48/4 (Median 4, SD 

1.44) 

Question 5 

The question asked the candidates to explain cost based pricing. Results indicate that the 

candidates found this question the most challenging in this section, with an average 1.90 marks 

scored out of 4 (Median 2, SD 1.25). This was also the least responded question.  

Question 6 

In this question candidates often provided appropriate reasons for why customer loyalty and 

retention are important, such as; generally these perform more than one transaction thus 

resulting in more profits due to gained trust, or that it is cheaper to retain a customer then 

source a new customer. On the other hand some students just defined customer loyalty and 

retention without supporting this with the requested 2 reasons that outline why these are 

important. Average 2.44/4 (Median 2, SD 1.09) 

Question 7 

This question expected a straightforward answer i.e. listing of 4 factors affecting the consumer 

buying behaviour such as Cultural Factors, Social Factors, Personal Factors and Psychological 

Factors. The average score for this question was 2.38 out of 4 (Median 3, SD 1.63). 
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Question 8  

In general, the candidates did fairly well in answering this question with an average score of 

3.58 out of 6 (Median 4, SD 1.76). Candidates were expected to provide 2 examples for 

demographic segmentation (such as age, gender, family size, family life cycle, income, 

occupation, education etc.) and lifestyle segmentation (such as social class, lifestyle, or 

personality characteristics). 

Question 9 

Most candidates answered this question rather satisfactorily. Candidates who performed below 

average were most often not able to define the marketing mix. Average 3.92/6 (Median 4, SD 

1.55) 

Question 10 

Overall the students did well in this question with an average score of 20.27 marks out of 30 

(Median 21, SD 6.61). Most of the weaker answers scored low because the students were not 

able to distinguish properly between the two and/or had very limited knowledge of the possible 

differences. This question was the second most popular in this section with 263 candidates 

attempting the question. 

Question 11 

In section B (and particularly in this question) the examiners note that some answers were 

extremely short with some students not making the necessary link between the marks assigned 

and the level/depth/length expected in the answers. In Question 11 the candidates did well with 

an average mark of 21.07 out of 30 (Median 22, SD 6.70). 241 candidates attempted this 

question. 

Question 12 

This question asked the candidates to explain Direct Marketing, list benefits and discuss five 

marketing techniques in an applied case of an insurance company. Overall performance in 

Question 12 was lower than the other two questions in Section B. It seems that students did not 

have a deep understanding of the topic especially with regards to part 12(d). Some candidates 

seem to struggle with providing an applied case to the textbook learning. Based on the results, 

this was the least popular question in section B with only 52 candidates opting for this question. 

Average 14.09/30 (Median 14, SD 7.99) 
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