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INSTITUTE OF BANKERS IN MALAWI

DIPLOMA IN BANKING EXAMINATION

SUBJECT: PRINCIPLES OF MARKETING (IOBM-D205)
Date: Thursday 1st May 2008

Time Allocated: 3 hours (08.00 to 11.00 pm)

INSTRUCTIONS TO CANDIDATES

1
Read the instructions on the cover of the answer book.

2
This paper consists of TWO Sections, A and B.

3
Section A consists of 4 questions, each question carries 15 marks. 


Answer ALL questions.

4
Section B consists of 4 questions, each question carries 20 marks. Answer any TWO questions.

5
DO NOT open this question paper until instructed to do so.

SECTION A:
(60 Marks)
QUESTION 1
Briefly describe five attributes/characteristics of effective market segmentation.









(15 marks)
QUESTION 2
National and international competition in the face of increasing numbers of producers and products against a highly discerning public (market) now means marketing has to be more than just “selling” and more about anticipating demand.
Discuss four of marketing philosophies affecting marketing since the start of the 20th Century stating how banks and financial institutions, generally conservative in their approach to business, have managed or are trying to transform themselves and fall in line with progress.










(15 marks)
QUESTION 3
A Marketing Executive vacancy has arisen in your bank’s/financial house’s underdeveloped “Marketing” Department (more a desk officer and nothing much else).  As a “prequalification”/shortlist means a notice is inviting outline proposals on how to transform the department’s marketing strategy and enhance its profile in the organisation’s quest to bring in new customers whilst retaining existing one.
Required

Using the Five steps Marketing Process Model, discuss with diagrams/sketches your transformation approach?










(15 marks)
QUESTION 4
Increasingly marketing is more a business philosophy, not a pigeonhole activity called “the Marketing Department”.  Marketing philosophy therefore calls for effective coordination of all activities around the needs and wants of consumers.
What coordinating role and tools should a marketing department employ to realise this new vision?  Where possible use examples and/or justification from a bank or financial institution of your choice.









(15 marks)
SECTION B:
(40 Marks)
Answer any TWO questions from this section
QUESTION 5
Fourteen years of multiparty democracy, economic liberation and now renewed economic vibrancy, yet the spread of high street banks and financial outlets remains restricted to Malawi’s four urban centres as was the case under the Dr Banda era.

Using any five of the six major macro environment analysis tools describe reasons for the current status quo highlighting factors in the macro environment that could lead to a new and buoyant banking system in Malawi.










(20 marks)
QUESTION 6
Your Marketing Manager takes you along to the top floor boardroom where the bank’s Chief Executive Officer and other senior officials from the banking and marketing world eagerly await.  After introducing a Revolutionary Banking Product the manager recently witnessed being rolled out during a trip abroad – the room freezes in utter disbelief.  Aware of the problem, quickly write a note to your manager requesting a hastily retreat from the room and outline the four critical Marketing Research Processes that must be conducted beforehand










(20 marks)
QUESTION 7

Your have been assigned to come up with a product combining a Mortgage Scheme Comprehensive Personal Insurance Cover and a Credit Card facility of select customers capable of putting excess funds into their Mortgage Accounts and diligent enough to earn a no claims bonus on their insurance covers.  The credit is designed to enable the customers to move surplus assets between the two main accounts whilst earning the bank revenues through charges on outstanding withdraw (overdraft) balances.
(i) Briefly describe the buyers decision process (BDP)

(ii) Describe how the BDP would assist you in bedding down (applying/developing) this product

(20 marks)
QUESTION 8

Describe a “Product” and the four (4) conceptual element that make up a “Total Product/Service” concept giving specific product examples from the banking/financial environment.











(20 marks)
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