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INSTRUCTIONS
1. This paper contains five questions.
2. Answer any four questions.

3. Start each question on a new page.



Question 1

Critically discuss the evolution of B2B marketing and highlight any four differences from

traditional B2C marketing. [25 marks]
Question 2

Outline the B2B buying process and demonstrate how each stage is relevant to an organization of
your choice. [25 marks]
Question 3

Analyze any four roles of relationship marketing in B2B markets, supporting your discussion
with practical examples. [25 marks]
Question 4

Examine the five key factors affecting organizational buying behavior and outline the marketing
strategies required to increase market share. [25 marks]
Question 5

Explain the concept of value proposition in B2B marketing and illustrate your answer with
practical examples. [25 marks]
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