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AM MARKETING 
May 2006 Session 

Examiners’ Report 
 
Statistics  
 
Table 1: Distribution of grades for AM Level Marketing – May 2006 session 

Grade A B C D E F Abs Total 
N 21 68 156 45 41 31 47 409 

% 5.1 16.6 38.2 11.0 10.0 7.6 11.5 100.0 
 
Paper I  
 
Contents  
 
In general, the answers presented, both by way of theoretical content and practical examples, were of good 
standard. More encouraging is the significant number of students who put forward and applied original 
practical examples to the context in question or even exemplified their answers by referring to local or 
international brands, promotional campaigns etc. The range of practical examples presented was very 
varied and at times reflected a conscious effort on the part of students to take ‘stock’ of the marketing 
efforts of various product brands and apply these to theory. On a very positive note some students also 
reflected a very good understanding of the topics in this section and applied an integrated approach to 
studying and learning by answering correctly in a comprehensive manner and by cross-relating different, 
relevant areas to the set question.  
 
Some students conversely reflected a lack of proper preparation and failed to: (i) present the required detail 
or to answer the question fully; (ii) demonstrate a good level of understanding of some of the topics and 
concepts; and (iii) relate theory to the set context. 
 
Presentation of the required detail 
 
Question 5 relating to the contents of a marketing plan, Question 7 relating to packaging and, more so, 
Question 8 relating to the essential steps in target marketing were only fully answered by a few students. In 
question 5, the vast majority of students disregarded completely the implementation aspects as set forth in 
the question. Answers to product packaging predominately focused on the ‘promotional’ aspects only, 
while the answers to Question 8 either ignored or failed to explain correctly the ‘market positioning’ stage. 
 
Understanding of topics and concepts 
 
A number of students also reflected a lack of understanding of the basic marketing aspects and principles 
and confused the ‘Marketing Mix’ in question 1 with the ‘Promotions Mix’. In Question 3, the ‘marketing 
programme’ for a service product was likewise confused with the ‘Promotions Mix’.     
 
Some students also failed to  read the question properly or disregarded important key words or phrases in 
the set questions, e.g., (i) ‘marketing programme for a service product’ in Question 3 ; (ii) ‘suggest ways on 
how a company can effectively implement each phase’ in Question 5; and (iii) ‘essential steps’ in Question 
8. A number of other students also failed to understand the question and more so the underlying theoretical 
concepts.  
 
In Question 3 in particular, relating to service products, a number of students failed to apply the question to 
a service example. Some students thus made reference only to the 4P’s. A number of other students also 
extended the marketing mix to 7P’s for a physical product, with the mix elements often confused, e.g., no 
reference in ‘P’ – people was made to the service provider. ‘P’ – Physical evidence was at times 
misinterpreted with the appearance of the physical product or how the service, e.g. a ‘haircut’, looks and 
‘P’ – Process as being related to the sales process rather than the service delivery process.  
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In Question 4, a number of students confused the ‘core’ and ‘actual’ product levels. On a more positive 
note, a good number of students reflected  good preparation  in applying the answer to the context and 
furthermore in defining the product received by the customer and relate the answer to more than one 
approach, i.e. product levels and type of product – ‘shopping good’, ‘speciality product’, etc.  
 
On a separate note, some students in Question 2 failed to distinguish correctly between quantitative and 
qualitative research or to classify correctly the various research methods under primary or secondary 
research accordingly. 
 
Relating theory to set context 
 
Although most students attempted to apply the theory to the context as set in the question, a number of 
students failed to this correctly.  One may note in this regard Question 3 and to a lesser extent Question 4.  
 
Paper II 
 
Case Study Questions  
 
Overall, students fared well in the case study questions. The best scripts were those which: (a) answered the 
questions ‘to the point’ and did not ‘waffle’ through; (b) managed to provide the ‘right’ detail requested in 
relation to the amount of marks allotted to the question/s; and (c) gave ‘applied’ examples/arguments where 
requested.  
 
The failing scripts [in the case study] were largely those which ignored the amount of marks allocated to 
each and every question, i.e., the detail and length of answer and applied examples/arguments, etc. required 
in this section were directly related to the amount of marks allocated to each question.  
 
Overall Comments  
 
Structure  
 
On the whole, the answers presented were well planned, structured, focused, and comprising an 
introduction, applied examples and a conclusion. Encouraging also is the number of applied examples put 
forward by a significant number of students. Few students presented ‘all you know’ type of answers. 
Students who presented answers which simply treated the subject topic and failed to plan out and answer 
the question specifically as required were penalised. 
 
Length  
 
Question length on the whole was of good standard with good grade students presenting detailed and 
comprehensive answers throughout the paper. This very often reflected a very good level of self-
preparation, reading and understanding of the topics covered. Poor-grade students, on the other hand, often 
failed to present comprehensive or complete answers due to lack of preparation.  
 
Time Management 
 
On the whole, time management was good and students succeeded to maintain a good balance viz. answer 
length for all the attempted questions and structure throughout both papers, except for the Case Study 
questions.    
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Conclusion 
 
As an overall comment, the Examination Board observed that generally, students require more preparation 
by:  
(a) reading/ understanding well the question and the underlying concepts, before attempting to answer the 
question;  
(b) learning how to tackle topics and areas studied from different angles or as applied in different or even 
unfamiliar scenarios;  
(c) cross-relating different subject areas, as opposed to studying topics and chapters in isolation; 
(d) presenting the required detail and covering all areas as required by the question; and 
(e) understanding more the concepts and terms, and presenting these correctly or more precisely. 
 
The better scripts were those which illustrated the students’ competence in these five areas.  
 
 
The Chairperson 
Board of Examiners 
July 2006 


