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Part 1: Statistical Information

Table 1 shows the distribution of grades for the May 2016 session of the examination.

GRADE A B C D E F abs TOTAL
NUMBER 23 47 65 36 22 30 18 241

% OF TOTAL 9.5 19.5 27.0 14.9 9.1 12.4 7.5 100

Part 2: Comments regarding candidate’s performance

Question 1

Almost all candidates answered all three parts correctly. A small proportion of candidates were not
familiar with the term ‘selling concept’ and confused the term with production concept. Another
minority could not offer a correct distinction between the micro- and macro- environment and could
not relate to macro-environment as that set of larger social forces that affect the microenvironment.
The average mark stands at 13.2/20 (median = 14/20).

Question 2

Most candidates answered all three parts satisfactorily, with the average mark standing 14.6/20
(median = 16/20). A proportion of candidates could not relate to all intermediaries in in a distribution
chain, often failing to mention franchisees, agents and brokers.
.
Question 3

Most candidates answered the first part of this question correctly, but failed to offer complete answers
to the second part.  Very often, candidates did not offer sufficient description and related examples of
segmentation approaches, and in some cases failed to relate to all major approaches of consumer
segmentation altogether. The average mark stands at 11.6/20 (median = 13/20).

Question 4

Many candidates avoided answering this question (only 72 candidates attempted this question).
Overall, answers were relatively poor (average mark stands at 8.1/20, median = 8.5), with most
answers remaining relatively incomplete, suggested either the candidates did not prepare for this area
(societal marketing) or attempting this question only with poor time management.  The better answers
suffered from a relative lack of application to the case/example.

Question 5

Most candidates answered this question (181 candidates) and generally offered a satisfactory answer
to both parts of the task.  Candidates generally offered a complete answer relating to the stages of
the product life cycle.  However, some candidates could not relate effectively to pricing and
advertising strategies at each stage of the life cycle, often offering shallow answers devoid of any
application or examples.  The average mark stands at 13.6/20 (median = 14).
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Question 6

90 candidates attempted this question, generally offering less than satisfactory answers (average
mark stands at 8.2/20, median = 8/20). Candidates generally offered a satisfactory definition of sales
promotion but could only relate to one or two of the major sales promotion tools available to the case
mentioned in the question.  Most answers lacked application, and a number of answers were left
incomplete suggesting poor time management or preparation.

Question 7

Again, this was a question that most candidates seemingly avoided (only 82 candidates attempted
this task).  Overall, answers were satisfactory (average mark stands at 11.8/20, median = 13/20) as
candidates could relate effectively to competitor-oriented pricing policies.  The weaker answers were
either incomplete, failing to address open bidding or negotiated pricing approaches as valid options,
or not offering sufficient examples and application of theory.

Question 8

With 106 candidates attempting this question, most answers failed to offer a satisfactory account on a
research process (average mark stands at 8.6/20, median = 8).  Most answers related to specifically
fielding the questionnaire through different approaches (like online or telephone or mail surveys), but
failed to address the need for a research process to have the objectives defined, planned (with an
approach selected from a number of options) and executed.  The weaker scripts were often
incomplete suggesting poor time management or lack of preparation altogether.
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