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INSTRUCTIONS

e ANSWER ANY FIVE QUESTIONS.

QUESTION ONE

A sales person responsibility for a sales territory requires thorough planning. Explain what such
planning should entail. (20 Marks)
QUESTION TWO

James recently got a job as a sales manager for popote limited. Explain to him on the closing
signals from customers that he should monitor in the course of his sales presentation. (20 Marks)

QUESTION THREE

The sales manager of ndagani limited periodically undertakes training of organization’s sales
people. Explain five reasons for such training. (20 Marks)
QUESTION FOUR

Jacob recently got a Job as a sales person in a car bazaar. Explain the measures that he could take
to ensure effective demonstration of cars in the bazaar. (20 Marks)
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QUESTION FIVE

Describe the procedure that a sales manager should follow when designing an incentive
programme for the sales force. (20 Marks)
QUESTION SIX

Successful sales managers posses certain personal characteristics. Discuss five such
characteristics. (20 Marks)
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