
Grade 8 

Business Studies 

CH : Marketing 

6) Explain the role of marketing. 

a) Identify customer needs by finding out what kind of products or services 

customers want, the prices they are willing to pay, where and how they want to 

buy these goods or services and what after sales services they might want. 

b) Satisfy customer needs in order to achieve sale of their goods or services. 

Customers want the right product, in the right place and at the right price. 

c) Maintain customer loyalty by customer relationship. Keeping close link with 

customers and finding out if products or services are continuing to meet their 

needs. 

d) Gain information about customers to meet their changing needs and to establish a 

long term relationship with them. 

e) Anticipate changes in customer needs  

 

7) Define market share. 

It is the percentage of total market sales held by one business. 

 

8) What is mass marketing? 

It refers to the very large number of sales of a product. 

Advantages: 

 The sales of this market are large. 

 The firms can benefit from economies of scales. 

 Risk can be minimized as the business sells several different variations of 

products to the mass market. 

 Opportunities for the growth of business due to large potential sales. 

Disadvantages: 

 High level of competition between firms. 

 High cost of advertising. 

 Standardized products or services are produced and so may not meet the specific 

needs of all customers or potential customers, therefore leading to lost sales. 

 

 



9) Define Niche Market. 

It is a small, usually specialized segment of a much larger market. 

Advantages: 

 Small firms are able to sell in niche markets. 

 The needs of consumers are focused on and therefore targeted by the firm in a 

niche market. 

Disadvantages: 

 It is small therefore has limited sales. 

 Often business in niche markets specializes in one product. 

 

10) Define market segment. 

Market segment is an identifiable subgroup of whole market in which consumers have 

similar characteristics or preferences. 

 

11) What are the ways of segmenting the market? 

 By age 

 By location or region 

 By life style 

 By use of product 

 By social or economic group 

 By gender 

 

12) How segmenting a market can help business? 

 Marketing expenditures can be made cost effective 

 Enjoy higher sales and profits for business 

 Identify a market segment which is not having its needs fully met and therefore 

offer opportunities to increase sales. 

 

13) Define marketing mix. 

It is a term used to describe all activities which go into marketing a product or a service. 

 

14) Explain 4 P’s of marketing. 

 Product: 

This applies to the product itself – its design and quality. 

 Price: 

This is the price at which the product is sold. 

 Place:  

This refers to the channel of distribution that is selected to send the products to the 

market. 

 Promotion: 



This is how the product is advertised and promoted. 

 

15) Explain marketing department. 

a) Sales department: Responsible for sale and distribution of products for each region. There 

may also be an export department if the company exports. 

b) Research and development: responsible for finding out customers wants and developing 

new products. They also need to find ways to improve existing products. 

c) Promotion department: in charge of advertising and promotion. It will need a marketing 

budget. 

d) Distribution department: transports the products to the market. 

 

 


