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All questions are in one page.

Q.1) [5 Marks]

From marketing perspective, discuss
the pros and cons of Egypt football

team airplane, which is mentioned in
this picture

Q.2) [5 Marks]

How to study traffic outdoor advertisements’ impact?

Q.3) [8 Marks]

Answer the seven questions.
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How can marketers purse the corporate social responsibility (CSR) as a vital tool?
Do you consider this concept is applicable for large companies only?

Q.4) [8 Marks]
Fill in the Spaces:

a) The characteristics of modern marketers are...................... Jaos e S SR e v renanes , and

b) For market segmentation, perform your market surgery using a scalpel, not a
c) Public service advertising run advertisements through

d) Skimming is a pricing strategy aims to

Q.5) [8 Marks]

What are the main advantages of brands for marketers?

Q.6) (8 Marks]

Don’t use pencil.
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Create a SWOT analysis for biomedical company, selling ultrasound equipment for MENA region.

Q.7) [8 Marks]

Marketing Plan covers the following sections: 1.Situation Analysis, 2.Target Audience, 3.Goals,
4. Strategies and Tactics, and 5.Budget Breakdown.

Describe these sections (in brief) for a “Rehabilitation Wheelchair” Marketing Plan.

All Best Wishes, Dr. Nabil Shalaby
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All questions are in one page. Answer the seven questions. Don’t use pencil.
Q.1) [5 Marks]
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Answer:

Pros:
e Good Idea for Egypt globally promotion.
e Clear appearance of the Egyptian Flag.
e Mohamed Salah on the spot as one of the top world players.
e Appropriate representation of the sponsors logos.

e Putting players oppositely to the flying direction.

e Using colors needs better design.

e Violating Salah's contracts with "Vodafone", the competitor of "We".
e Lack of Egypt tourism icons: Pyramids, Sphinx, and Pharos slogan.

Q.2) [5 Marks]
How to study traffic outdoor advertisements’ impact?

Answer;

Fix different telephone number extension or promotion code on each advertisement. By analyzing
calls and codes, we can differentiate and assess the impact for all outdoor ads.
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Q.3) [8 Marks]

How can marketers purse the corporate social responsibility (CSR) as a vital tool?
Do you consider this concept is applicable for large companies only?

Answer:

It's a good tool to enhance company’ image at the whole market/country. Sponsorship, grants,
helping specific categories of the society are some examples of what CSR can do.

SMESs can use the same concept to improve their competitiveness and attract more customers and
acquire community respect.

Q.4) [8 Marks]

Fill in the Spaces:

Answer:

a) The characteristics of modern marketers are: having basic business skills, understanding
marketing’s impact, technology savvy, global perspective and information seeker.

b) For market segmentation, perform your market surgery using a scalpel, not a chainsaw.

c) Public service advertising runs advertisements through certain media outlets free-of-charge.

d) Skimming is a pricing strategy aims to get the customers who are willing to pay more to do so.

Q.5) [8 Marks]
What are the main advantages of brands for marketers?

Answer: A strong brand offers many advantages for marketers including:

« Enhances Product Recognition - Brands provide multiple sensory stimuli to enhance
customer recognition. For example, a brand can be visually recognizable from its packaging,
logo, shape, etc. It can also be recognizable via sound, such as hearing the name on a radio
advertisement or talking with someone who mentions the product.

« Helps Build Brand Loyalty - Customers who are frequent and enthusiastic purchasers of a
particular brand are likely to become Brand Loyal. Cultivating brand loyalty among
customers is the ultimate reward for successful marketers since these customers are far
less likely to be enticed to switch to other brands compared to non-loyal customers.

Scanned by CamScanner



Marketing

Course Code: UNR331 - ‘%}.
Level: 300 {? v\.;
Allowed Time: 2 Hours Y N\ N7
May. 24, 2018 ‘.. A
= Second 2017 /2018 & ouna w3
Final Exam [50 Marks] et
Biomedical Engineering Faculty Of Engineering

« Helps With Product Positioning - Well-developed and promoted brands make product
positioning efforts more effective. The result is that upon exposure to a brand (e.g., hearing
it, seeing it) customers conjure up mental images or feelings of the benefits they receive
from using that brand. The reverse is even better. When customers associate benefits with
a particular brand, the brand may have attained a significant competitive advantage. In
these situations the customer who recognizes he needs a solution to a problem.

« Aids in Introduction of New Products - Firms that establish a successful brand can extend
the brand by adding new products under the same “family” brand. Such branding may
allow companies to introduce new products more easily since the brand is already
recognized within the market.

« Builds Brand Equity - Strong brands can lead to financial advantages through the concept
of Brand Equity in which the brand itself becomes valuable. Such gains can be realized
through the out-right sale of a brand or through licensing arrangements.

Q.6) [8 Marks]
Create a SWOT analysis for biomedical company, selling ultrasound equipment for MENA region.

Answer:
Internal environment

Strengths (S) Weaknesses (W)

« Currently struggling to meet deadlines -
Excellent sales staff with strong too much work?

knowledge of existing products « High rental costs

 Good relationship with customers « Market research data may be out of

Good internal communications date
« High traffic location » Cash flow problems
« Successful marketing strategies » Holding too much stock
» Reputation for innovation » Poor record keeping
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External environment
Opportunities (O) Threats (T)
» Similar products on the market are not
as reliable or are more expensive . Competitors have a similar product
« Loyal customers . Competitors have launched a new
« Product could be on the market for advertising campaign
Christmas . Competitor opening shop nearby
« Customer demand - have asked sales « Downturn in economy may mean people
staff for similar product are spending less

Q.7) [8 Marks]

Marketing Plan covers the following sections: 1.Situation Analysis, 2.Target Audience, 3.Goals,
4. Strategies and Tactics, and 5.Budget Breakdown.

Describe these sections (in brief) for a “Rehabilitation Wheelchair” Marketing Plan.

Answer:

Section 1: Situation Analysis

This introductory section contains an overview of your situation as it exists today and will provide a
useful benchmark as you adapt and refine your plan in the coming months. Begin with a short
description of your current product or service offering, the marketing advantages and challenges you
face, and a look at the threats posed by your competitors. Describe any outside forces that will affect
your business in the coming year--this can be anything from diminished traffic levels due to

construction if you're a retailer or a change in law that could affect a new product introduction if
you're an inventor, for example.
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Section 2: Target Audience

All that's needed here is a simple, bulleted description of your target audiences. If you're marketing to
consumers, write a target-audience profile based on demographics, including age, gender and any
other important characteristics. B2B marketers should list your target audiences by category (such as
lawyers, doctors, shopping malls) and include any qualifying criteria for each.

Section 3: Goals

In one page or less, list your company's marketing goals for the coming year. The key is to make your
goals realistic and measurable so that you can easily evaluate your performance. "Increase sales of
peripherals" is an example of an ineffective goal. You'd be in a much better position to gauge your
marketing progress with a goal such as, "Increase sales of peripherals 10 percent in the first quarter, 15
percent in the second quarter, 15 percent in the third quarter and 10 percent in fourth quarter.”

Section 4: Strategies and Tactics

This section will make up the bulk of your plan, and you should take as much space as you need to give
an overview of your marketing strategies and list each of the corresponding tactics you'll employ to
execute them. Your tactics section should include all the actionable steps you plan to take for
advertising, public relations, direct mail, trade shows and special promotions. You can use a paper
calendar to schedule your tactics or use a contact manager or spreadsheet program--what matters
most is that you stick to your schedule and follow through. A plan on paper is only useful if it's put into
action.

Section 5: Budget Breakdown

The final section of your plan includes a brief breakdown of the costs associated with each of your
tactics. So if you plan to exhibit at three trade shows per year, for example, you'll include the costs to
participate in the shows and prepare your booth and marketing materials. If you find the tactics you've
selected are too costly, you can go back and make revisions before you arrive at a final budget.

You can adapt this plan as your business grows and your marketing programs evolve. Soon you'll find
it's a simple tool you can't afford to be without.

All Best Wishes, Dr. Nabil Shalaby
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