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Part 1:   Statistical Information

Table 1:  Distribution of the candidates’ grades for the AM Level Marketing May 2012

GRADE A B C D E F Abs Total
Number 20 64 117 70 40 54 38 403

% of Total 5.0 15.9 29.0 17.4 9.9 13.4 9.4 100.0

General Remarks

The papers were graded according to the marking scheme and in accordance with guidelines provided by
the MATSEC Support Unit.  The overall approach of candidate at tackling the paper was positive with
some high marks obtained.  However, many candidates lost significant marks when answering certain
questions or parts thereof.

Marks attained in this session were relatively good. Some candidates found it hard or failed completely to
apply theory to practical contexts leading to loss of marks. With regards to candidates who did not obtain
a grade A to E, it was clearly evident that they were not adequately prepared to sit for the examination.

Shortcomings

 It is important to answer all the questions and time answers properly.  It was quite evident that certain
candidates spent disproportionate amounts of time on certain questions or sections of questions.
This resulted in loss of valuable time with no extra marks earned.

 Candidates must read the question properly and answer what is asked. There were instances where
candidates focused on the theory related to the question but failed to place this in the practical
context requested. In such instances significant marks were lost.

 There were some very good answers and high marks earned, reflecting the seriousness these
candidates undertook in their studies. On the other hand, some candidates were not adequately
prepared to answer certain questions and made a feeble attempt at doing so or left them out
completely.

 Not attempting to answer all required questions led to a loss of substantial marks.  No marks can be
allocated if a question (or part thereof) is left out. These were minimal in this session.

 Answers to essay questions should have an introduction and a conclusion. In general most
candidates wrote an introduction but failed to end their essays with a conclusion.

 A good number of candidates were answering the questions from the perspective of the customer
rather than from the marketer’s point of view. Candidates have to keep in mind that their answers
should reflect organizational/marketers thinking with respect to the customers.

 Most candidates provided examples to support the theory when requested. It was noted that
candidates gave similar examples to each other showing lack of further reading and research.
Examples given on the local market tend to focus on the few and same organisations. It is important
for candidates to give further examples other than those provided by the textbook to portray their
knowledge and application of the subject.
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 At this level it is expected that candidates get the spelling of such words as convenience, threats,
amount, restaurant, paid, tangible, chosen, separate and questionnaire right. They should also know
the difference between ‘lose’ and ‘loose’, ’choose’ and ‘chose’ and ‘whether’ and ‘weather’ and that ‘in
fact’ and ‘a lot’ are two separate words. There were numerous instances of these words being spelt
incorrectly and overall the grammar left much to be desired. Some candidates could not spell the
names of well-known brands used as examples in the answers. In Marketing the "packaging" is
important and while candidates were not penalised for incorrect spelling and grammatical mistakes
they will be as they progress in their studies.  Overall improvement in this area is definitely required.

Response Analysis

Paper 1

Question 1

Candidates were to outline the various forms of intermediaries and discuss their respective roles in the
distribution chain. Most candidates did answer the question in the right manner. However, candidates
assumed that intermediaries are only used for tangible products, consequently, ignoring intermediaries
engaged in services. Some candidates failed to discuss the respective roles of the intermediaries in the
distribution chain.

Question 2

Most candidates properly distinguished between primary and secondary research. Some candidates
struggled with outlining the marketing research process. Some candidates answer failed to outline
sampling issues, the analysis of data, and the preparation and presentation of research findings. Some
candidates were confused in the difference between quantitative and qualitative research. Sampling
issues which are widely considered to be an integral part of the marketing research process were not
clearly outlined and sometimes just mentioned without further explanation.

Question 3

Overall candidates were able to distinguish between the micro and macro environment, and did well.
However, some candidates ignored the context of the question, that of a cruise liner company.
Consequently, considerable marks were lost.

Question 4

It was surprising how many candidates failed to adequately explain price elasticity of demand. Higher
marks were awarded to those who provided a diagram to elaborate on their definition. Some candidates
did not clearly explain the objectives of pricing. Overall, the internal and external influences were well
explained.

Question 5

Candidates were expected to outline the main reasons why companies decide to enter export markets.
Although suitable examples were used, the majority of students struggled to provide sufficient reasons.
Compared to other questions, answers were particularly brief, demonstrating that candidates were not
very familiar with this topic. At advanced level, candidates are expected to address the topic of the
question in more depth, particularly when one is asked to “discuss and explain” a particular topic. At times
candidates showed lack of understanding between exporting and franchising and were citing examples of
franchising.
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Question 6

Candidates clearly identified the process of new product development although at times some candidates
found it hard to explain each stage in relation to their chosen product. Candidates are expected to
balance their answers with respect to theory and examples.

Question 7

Candidates were stronger in explaining some functions of packaging than others as a marketing tool. In a
good number of scripts the discussion also lacked content and structure. Factors such as storage and
transportation issues were omitted by quite a few candidates.

Question 8

Candidates outlined the personal selling process very well but most candidates failed to properly explain
the relevance of personal selling to business. Moreover, hardly any examples were used in support of the
theory that was explained which required the candidates to “explain the relevance of personal selling to
business”.

Paper 2

Section A

This section was based on a short case study and had 3 compulsory questions. Overall, the answers
were satisfactory, although they could have been much better especially for Question 1.

 Question 1: Overall, answers to this question lacked a structured approach. Candidates focused on
certain elements of the marketing mix while ignoring others completely or mentioned certain aspects
under the wrong element. This led to confusion and loss of marks. Directly linking the elements of the
marketing mix to the relevance of the Starbuck’s brand was practically non-existent.

 Question 2: There were some good marks earned for this question and candidates knew the theory.
However, it was surprising that there was confusion in applying the theory as many candidates stated
that the company follows all three concepts simultaneously or just the marketing concept or even the
product concept as opposed to the societal marketing concept.

 Question 3: Candidates who knew the ‘levels of the product’ did well in this question. However, those
who did not, scored low marks or even got a zero as they tended to ramble on in their answers.

Section B

 Question 1: A popular question but the majority of answers lacked proper structure. Candidates did
well in explaining segmentation, however, did not always mention all the possibilities. Answers about
‘Targeting’ were mixed with many not knowing the theory and failing to mention a specific target
market. ‘Positioning’ was often left out completely. Answers also tended to dwell on segmentation
methods and were cut short when it came to ‘Targeting’ and ‘Positioning’. More balanced answers
would have earned more marks. When it came to applying the theory to the practical situation
requested this proved difficult and overall answers were often incohesive.

 Question 2: The most popular question where candidates did quite well. It was evident candidates
were prepared for this question and knew the theory and explained this well in a practical setting.
Good marks were earned for this question.
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 Question 3: Although there were some good answers for the first part, there were many who just
focused on the 3 Ps of the extended marketing mix and forget about the original 4. This led to loss of
significant marks. Answers to the second part left much to be desired and in general were not
properly structured. Candidates seemed to just write what came to mind and did not give much
consideration to re-positioning the hotel as a ‘Green Hotel’.

 Question 4: High marks were earned for the first part where candidates demonstrated they knew the
components of the marketing communications mix. The second part, which necessitated applying the
theory to a practical situation proved to be much more difficult. Answers were not really structured
and in some instances some obvious communication initiatives were left out completely.

Concluding Remarks

The purpose of this report is to enable lecturers and students to know where improvement is required as
this will contribute to the overall learning process and assist them in their future endeavours.

As students continue their studies at higher levels it is important that they are aware of their shortcomings
so they will not repeat the same mistakes again.  It is just as important for lecturers to know the main
issues that need to be addressed and in which areas to better prepare students.  In this manner, this will
serve as a good learning process to achieve even better results in the future.

Chairperson
Examiners’ Panel 2013


