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 This paper consists of Sections A and B. 
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SECTION A (Compulsory) 30 Marks 

QUESTION 1  

 

a) Explain the following terms: 

i) Marketing  

ii) Marketer 

iii) Negative demand 

iv) Markets 

v) Irregular demand              (10 marks) 

 

b) Outline the FIVE marketing philosophies under which organizations design and carry out their 

marketing strategies.              (10 marks) 

 

c) State and briefly explain FIVE uncontrollable environmental factors that an organization must 

critically examine before making investment decisions.          (10 marks) 

 

SECTION B (Answer any TWO questions) 40 Marks 

QUESTION 2 

 

a) Define marketing information systems and explain its role in tourism and hospitality business in 

todays world.                  (6 marks) 

 

b) Explain controllable factors that an hospitality organization should consider as important in carrying 

out its business decisions.              (10 marks) 

 

c) Give FOUR variables considered in demographic factors of market segmentation.        (4 marks) 

 

QUESTION 3 

 

Give and clearly elaborate FOUR reasons why an organization should carry out environmental 

scanning.                           (20 marks) 

    

QUESTION 4 

 

Define the term marketing research and elaborate FIVE steps in its execution.        (20 marks) 

 

QUESTION 5 

 

Explain in details the FIVE stage model of consumer buying process.            (20 marks) 

 


