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IM Marketing 
May 2009 Session 

Examiners’ Report 
 

Part 1: Statistical Information 

The majority of candidates achieved the expected standard at Intermediate level, presenting answers that 
indicated sufficient comprehension of theory often with supporting examples. A small group of candidates 
presented original examples taken from the current international scene.  These scripts were a pleasure to 
read, indicating thorough preparation beyond that expected at this level.  The overall level of this year’s 
scripts was very good, however, there were still very weak scripts evidencing minimal, confused 
knowledge of marketing principles.   

GRADE A B C D E F Abs Total 
Number 28 54 81 42 36 30 8 279 
% of Total 10.04 19.35 29.03 15.05 12.90 10.75 2.87 100 

 

Shortcomings   

Regrettably, most of the examples quoted in scripts were taken from their textbooks and/or class examples, 
consequently becoming repetitive. In order to improve the level of the scripts, candidates must master the 
skill of applying theory to practical and typical marketing scenarios.  Proper reading and understanding of 
the questions was once again lacking in a good number of answers There were a good number of instances 
where candidates failed to address part of the question, lost focus of what was requested, or wrote at length 
about an irrelevant topic. Candidates must learn how to read the question properly, understand what is 
being requested and focus their answers accordingly.  

Another cohort of candidates produced descriptive answers full of theoretical principles but completely 
lacking in the specifics requested by the examiner. Most contained superficial theory not applied to the case 
in hand.  A good number of candidates failed to note and make use of the marks allocated to the questions’ 
constituent parts. These spent a disproportionate time writing at length on an item that only carried one or 
two marks, e.g. in question number one. Then they lacked time to answer properly the longer questions, 
sometimes even one question completely unanswered. Others tried to cope by presenting very short, 
incomplete answers for their last question where a full essay was required.  Very few candidates enhanced 
their answers by including graphical or table presentation to illustrate or summarise the answer. This 
shortcoming resulted in paragraph after paragraph (or pages) of unbroken text where a simple diagram 
would have explained it all.  The overall standard of handwriting was satisfactory and in a good number 
was excellent. But it must be noted that a surprising number of scripts bordered on the illegible, having a 
terrible handwriting style that was very stressful to decipher.      
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Part 2: Comments regarding candidate’s performance 

Question 1 

This compulsory question consistently provided the highest number of marks for the candidates. It generally 
set the tone for the remainder of the paper. Some candidates tried to waffle through and succeeded to invert 
primary and secondary data. Most answers lacked a PLC diagram.  

Question 2 

Candidates reacted to this second compulsory question quite differently from the previous one. Many could not 
distinguish between product line / product mix and between reseller / business markets. Many candidates had 
difficulty in explaining intangible and inseparable. 

Question 3 

This question was very popular with many candidates but few provided the correct answer. Most answers gave 
just the 4Ps theory only, a few argued that the 7Ps suited perfume better, but only a handful detailed the 
specifics of how the Ps could be applied in practice.   

Question 4 

This question was also popular with candidates but with disappointing results. Basic and almost childish 
reasoning predominated. Only a very small number of candidates gave the required detail while providing 
insights beyond the very obvious. Knowledge of the topic was rather superficial. 

Question 5 

This was, again, a preferred question by the candidates, This time, the majority of the scripts reached a good 
standard suggesting that the subject was well understood. The majority of the candidates obtained a good score 
in this question.    

Question 6 

The answers to this question were very disappointing. Most candidates presented an endless list of methods of 
conducting market research. Very few detailed the methods they would select and fewer still gave reasons for 
the specific list they chose. Very few candidates provided a practical answer to a situation tailor-made for their 
age group.  

 Question 7 

This question was the least preferred by the candidates. The answers did not reflect attention to the explicit 
distribution of marks and spoke at length on the first part with scant attention to the second part which carried 
more marks.  

  Question 8 

This question was one of the preferred by candidates. The answers provided reflected a general comprehension 
of the topic. Many answers spoke of relationship marketing as a tool for increasing customer satisfaction and 
loyalty, neglecting the increased customer value perspective.    
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Structure   

There was an evident effort by candidates to present structured answers that were clearly divided into a 
systematic introduction, body and conclusion. In a good number of instances, the introduction was too long-
winded and sometimes led the candidate at a tangent away from what was actually requested. On the other 
hand, there were some excellent scripts, beautifully structured and to the point, which earned well-deserved, 
high marks. These higher-grade candidates reflected 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 possibly due to insufficient time. A few candidates were penalized 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 that presented focused, detailed answers throughout their answers. These 
candidates’ answers reflected their methodical exam preparation.      

Conclusion 

As an overall remark, candidates taking Marketing at Intermediate level were well prepared and covered the 
syllabus comprehensively. The depth of comprehension shown in the scripts reflected the individual’s 
attention, preparation and weight given to the subject. On the other hand, candidates would generally benefit 
from more preparation in understanding the questions correctly and structuring their answers through better use 
of studied topics.  

Chairperson 
Board of Examiners 
July 2009



 


