
TOPIC 4: REFER TO CHAPTER 10 NOTES 

THE MARKETING FUNCTION (DISTRIBUTION & PRICING POLICIES) 
 

QUESTION 4  

4.1 Define the meaning of price.        (2) 

4.2 Explain the importance of pricing.       (6) 

4.3 Read the scenario below and answer the questions that follow: 

KHENSANI TRADING ENTERPRISE (KTE) 

Khensani Trading Enterprise uses different pricing techniques to attract many 

consumers and to increase their market share. Khensani, the owner of the business 

shared the following pricing techniques with other businesses: 

 She sets high prices for innovative and prestigious products 

 Her prices are based on what she believes consumers are prepared to pay. 

 She used prices such as R699 instead of R700. 

 She offers sales and gives special offers 

 New products are sold at lower prices  

 She sets prices lower than the items cost price 

 She sets prices based on what competitors are charging customers 

 

4.3.1 Identify the pricing techniques that are used by KTE in the scenario above. 

Motivate your answer by quoting from the scenario.   (21) 

Use the table below as a guide to answer QUESTION 4.3.1  

PRICING TECHNIQE  MOTIVATION  

1  

2  

3  

4  

5  

6  

7  

 



4.3.2 Explain to Khensani other TWO pricing techniques she can use to attract more 

customers.         (6) 

 

4.3.3 Forms of market are one of the factors that influence pricing. Discuss other 

FOUR factors that influence pricing.     (12) 

4.4 Identify a form of market that is represented by EACH statement below: 

4.4.1 Only a few suppliers control the prices of products. 

4.4.2 Each supplier has his/her own brand of a particular product. 

4.4.3 Only one supplier controls prices and products. 

4.4.4 There are many buyers and sellers in market.           (8) 

4.5 Elaborate on the meaning of distribution and the channel of distribution.         (8) 

4.6 Define the meaning of intermediaries and give THREE example of intermediaries.       (5) 

4.7 Explain the role of intermediaries in the distribution process.          (8)  

4.8 Read the scenario below and answer the questions that follow: 

SAKINA MANUFACTURERS (SM) 

Sakina Manufactures is a large business that produces winter clothes for both males 

and females. Sakina sells goods to the consumer using retailers. She has decided to 

sell directly to consumers.  

 
4.8.1 Identify TWO channels of distribution used by SM. Motivate your answer by 

quoting from the scenario above.            (6) 
 

Use the table below as a guide to answer QUESTION 4.8.1  

CHANNEL OF DISTRIBUTION MOTIVATION 

1.  

2.  

 
4.8.2 Explain to SM other THREE channels of distribution they can use to distribute 

their products to consumers.       (9) 
4.8.3 Explain the reason why Sakina uses the channel of distribution that enables her to sell 

directly to consumers.       (8) 

4.8.4 Advise Sakina on the reasons why she should consider using the other method 

of the channel of distribution.       

 (8) 



4.9 Essay question  

 

Write an essay on the product and distribution policies in which you include the following 

aspects:  

 

 Elaborate on the meaning of pricing and distribution 

 Explain FOUR pricing techniques businesses can use to attract customers 

 Discuss the role of intermediaries in the distribution process 

 Advice businesses on the differences between the direct and indirect channel of 

distribution          (40) 

 

Pricing of products plays an important role in the business world. Businesses should 

take into consideration the different pricing techniques that can be used to attract 

customers. Businesses agree that intermediaries play an important role in the 

channel of distribution.  


