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INSTITUTE OF BANKERS IN MALAWI

DIPLOMA IN BANKING EXAMINATION
SUBJECT: PRINCIPLES OF MARKETING (IOBM-D205)

Date: Friday, 7th November 2008

Time Allocated: 3 hours (8:00 to 11:00 am)

INSTRUCTIONS TO CANDIDATES
1
This paper consists of TWO Sections, A and B.

2
Section A consists of 4 questions, each question carries 15 marks.

Answer ALL questions.

3 
Section B consists of 4 questions, each question carries 20 marks. Answer ANY TWO questions.
4
You will be allowed 10 minutes to go through the paper before the start of the examination, when you may write on this paper but not in the answer book.

5
Begin each answer on a new page.
6
DO NOT open this question paper until instructed to do so.

SECTION A 

(60 Marks)
Answer ALL questions from this section. 
QUESTION 1

Service marketing is said to be different from product marketing. Identify and explain any four characteristics that distinguish goods and services. 









   (Total 15 Marks)

QUESTION 2

(a)
Describe Marketing Information Systems and list three benefits in a Marketing-Oriented organization.




     (6 marks)
(b)
Describe Market Research and its relationship to Marketing Information Systems.







     (6 marks)

(c)
Use a diagram to list the six steps in a marketing research procedure (don’t discuss)






    (3 marks)
(Total 15 Marks)

QUESTION 3
“Strategic marketing planning involves finding alternative opportunities and developing profitable marketing strategies” (Stanton, Etzel & Walker)

Briefly describe the two interrelated parts of strategic marketing planning with relevance and application to financial services marketing.
(Total 15 Marks)
QUESTION 4
The banking sector in Malawi is saturated with many banks and their products and services. As Marketing Manager write a report advising Management on four different ways of differentiating your products and services from the competition to gain competitive advantage.









    (Total 15 Marks)
SECTION B

(40 Marks)

Answer ANY TWO questions from this section.
QUESTION 5

Using relevant examples and diagram(s), explain how the marketing mix is adapted at different product life cycle stages. 

             

(Total 20 Marks)
QUESTION 6

Buying behaviour differs from one setting to another depending on a number of factors. With examples, identify and explain the four types of buying decision behaviour.









    (Total 20 Marks)
QUESTION 7
Describe five categories used in adopting new products using examples from the banking industry.









    (Total 20 Marks)

QUESTION 8
Describe to your Marketing Director the six steps involved in developing a new banking/financial product.  Use a diagram where necessary.










    (Total 20 Marks)
END OF THE EXAMINATION PAPER
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