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1 INTRODUCTION 

 
Dear Student 

 
MNM2611 is a continuous assessment module and therefore does not make use of a final 
summative examination. Instead, for this module, all four of your assignments will contribute 
towards your final result.  
 
This tutorial letter contains important information about your second assignment, which is a 
written assignment.  From the onset it is important that you take this assignment serious and put 
effort into completing it. In order to be successful in this module you will need to work 
continuously throughout the semester and resolve to do the assignments properly. 
 
 
2 ASSIGNMENT INSTRUCTIONS 
 
Read the following instructions for the assignment before answering the questions. 
 

 You are encouraged to consult other sources to complete this assignment. The textbook is 
there to guide you, but you have to consult a minimum of five additional resources 
(excluding your textbook). 

 Use the Harvard referencing technique for your sources and ensure that you include in-text 
references, as well as a bibliography for the various sources that you make use of.  The 
Harvard referencing guide is available on myUnisa under Additional Resources. 

 Provide a cover page, declaration of own work, table of contents, introduction, body, 
conclusion and bibliography. Make sure to use relevant headings and sub-headings in your 
assignment.  

 Do not use bullet points to answer questions. You have to discuss the issues in full 
sentences and paragraphs. 

 You can make your own assumptions about the case studies. Provide practical examples 
(based on the case studies) to demonstrate your understanding.  

 Your assignment should not exceed the page limitation of 14 pages (including cover pages 
and bibliography). 
 

 
3 DUE DATE AND SUBMISSION 
 

A due date is the LAST day you can submit your assignment!  We are not very sympathetic if 
you wait until the last minute and then tell us that something went wrong. We recommend that 
you submit your assignment before the due date.  
 
 

Due date 
Before midnight 

7 September 2018 

 
 
It is requested that you submit your assignment in PDF format on myUnisa.  Make sure that you 
submit and upload the correct document consisting of your assignment, as you will only have 
one chance to submit your assignment. 
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4 PLAGIARISM AND DECLARATION 
 

Under NO circumstances may you copy and paste verbatim (word for word) from any sources 
you refer to. All sources that you consult, including your prescribed textbooks, should be fully 
referenced and you should phrase the discussion in YOUR OWN WORDS. Furthermore, you 
are not allowed to complete this assignment in a group or with fellow students, as this is 
considered to be plagiarism. You also need to insert a declaration of own work in your 
assignment (and sign the declaration). 
 

 
Example of declaration to be inserted in your assignment 

 
I declare that this assignment is my own work and that I have correctly acknowledged the work 
of others. 
 

_________________  ____________________  _____________________ 
          Student number   Date     Signature 
 
 

 
 
5 ASSIGNMENT 02 
 
Assignment 2 consists of two questions, which are stipulated below. 
 

 
QUESTION 1 

 
Read the Metrofile Holdings Limited case study in your case study book and answer the 
following question. As can be seen in the case study, Metrofile made use of a direct 
communication campaign to communicate with potential clients. You have been appointed as 
the marketing director for Metrofile. Discuss the TEN (10) steps in the direct marketing 
campaign (according to your prescribed book), and apply each step to the case study.                                            
                                                                                                                                                  (20)                                                
 
QUESTION 2 
 
Read the Dial-a-Surprize case study in your case study book and answer the following 
question. As the case study indicates, Dial-a-Surprize targets corporate clients with a range of 
corporate gifting products, including socially responsible gifting solutions. You have been 
appointed as the marketing director for Dial-a-Surprize and you need to inform your sales staff 
regarding the personal selling process, and how to make companies aware of and sell the 
socially responsible gifting solutions that Dial-a-Surprize offers. Discuss the EIGHT (8) steps in 
the personal selling process (according to your prescribed book), and apply each step to the 
case study.                                                                                                                                (16) 

[36] 
 
Note:  You are encouraged to consult the Metrofile and Dial-a-Surprize websites for additional 
information. You can also make assumptions about the case studies in order to demonstrate 
your understanding.   
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6 MARKING RUBRIC FOR ASSIGNMENT 02 
 
 
Content and 
mark allocation 

0 – 49% 50 – 74% 75 – 100% 

The 10 steps in 
the direct 
marketing (DM) 
campaign 

20 marks 

(1 mark for 
theory and 1 
mark for 
application) 

Pages 303–311 
in textbook (TB) 

Case study: 
Metrofile 

 

 The 10 steps of the DM 
campaign were 
discussed inadequately 
in a theoretical manner.   

 The student did not 
provide sufficient (or 
enough) theory and/or 
application. 

 The student copied 
theory directly from the 
textbook or internet. 

 No application relating 
to the case study was 
provided. 

 The student did not 
illustrate understanding 
of the direct marketing 
campaign process. 

 

 The 10 steps of the DM 
campaign were discussed 
adequately in a theoretical 
manner, but not in great 
detail.   

 The theory was discussed 
correctly, but the application 
relating to the case study was 
not always correct. 

 Some of the steps were 
linked to the case study, 
although not always in the 
correct manner. 

 The student illustrated  
understanding of the DM 
process, but struggled to link 
the application to the theory 
correctly. 

 The 10 steps of the 
DM campaign were 
discussed in detail in 
the student’s own 
words, and from 
relevant sources. 

 All steps were 
discussed correctly. 

 All steps were linked 
to the case study 
correctly. 

 The student clearly 
illustrated 
understanding of the 
DM campaign. 

The 8 steps in 
the personal 
selling (PS) 
process 

 

16 marks 

(1 mark for  
theory and 1 
mark for 
application) 

Pages 232–247 
in TB 

Case study: Dial-
a-Surprize 

 The 8 steps of the PS 
process were discussed 
inadequately in a 
theoretical manner.   

 The student did not 
provide sufficient (or 
enough) theory and/or 
application. 

 The student copied 
theory directly from the 
textbook or internet. 

 No application relating 
to the case study was 
provided. 

 The student did not 
illustrate understanding 
of the PS process. 

 

 The 8 steps of the PS 
process were discussed 
adequately in a theoretical 
manner, but not in great 
detail.   

 The theory was discussed 
correctly, but the application 
relating to the case study was 
not always correct. 

 Some of the steps were 
linked to the case study, 
although not always in the 
correct manner. 

 The student illustrated   
understanding of the PS 
process, but struggled to link 
the application to the theory 
correctly. 

 The 8 steps of the PS 
process were  
discussed in detail in 
the student’s own 
words, and from 
relevant sources. 

 All steps were 
discussed correctly. 

 All steps were linked 
to the case study 
correctly. 

 The student clearly 
illustrated   
understanding of the 
PS process. 

Technical 
aspects  

(no deduction 
but students 
should take note 
of them) 

 A minimum of 5 additional sources were used and referenced properly. 

 The Harvard referencing technique was used, with in-text references and a 
bibliography. 

 A cover page, declaration of own work, table of contents, introduction, body, headings 
and sub-headings, conclusion and bibliography were included. Paragraph format was 
used. 

 Assignment page limit of 14 pages (including cover page and bibliography) was 
adhered to.  
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7 CONCLUSION 
 

Do not hesitate to contact me if you encounter any problems.  
 
Kind regards 
 
Mrs AA Meyer 
Department of Marketing and Retail Management 
UNISA 
 
 
 
 

© 
UNISA 2018 

 
 
 

 
 
 
 
 
 
 
 
 
 
 


