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SECTION A (32 marks)
Answer ALL the questions in this section.

1. Give three reasons that make it necessary for a salesperson to make a follow up on every sale
that he makes. (3 marks)

(1) P

(1)

N

2. State three circumstances under which it would be appropriate for a retail store to use window
displays for products. (3 marks)

(i)

(ii)

(it1)

3. One of the responsibilities of a salesperson is to assist the distributors of the company'’'s
products. Outline four activities involved in providing such assistance. (4 marks)

(1)

(1)

()y__ —

(iv)

4. XYZ company intends to launch a trade sales promotion campaign with its distributors. List
four methods of such promotion that the firm could use. (4 marks)

) - -

(i)__.

(iin)

(iv)
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5. One of the components of a sale is price. Give three reasons that make price an important
element of a sale. {3 marks)

(1)
(1)
(ii) P

6. ‘State three ways in which a service provider would reduce the problems arising from the
service quality of inseparability. (3 marks)

)
(i1)
(iii)

7. List three types of selling aids that a salesperson should prepare for use in a sales presentation.
(3 marks)

(i)
(i1)

(i),

8. State three reasons that make it necessary for the special handling given to major accounts by
many firms. (3 marks)

(1)
(i) | -
(iii)

(iv)

0. List three responsibilities of a missionary salesperson. (3 marks)

(i)

(i1)

(1i1)
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10. State three ways in which a salesperson would help to trigger problem recognition by an
organization. (3 marks)

(1)

(i)

(it1)

.  (a)
- (b)
12, (a)
(b)
13.  (a)
(b)
14 (a)
(b)
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SECTION B
Answer any FOUR questions from this section on the spaces provided.

Benda Manufacturers Limited have decided to adopt personal selling as its main form
of promotion. Explain four benefits that may accrue to the firm from this choice.
(8 marks)

Describe six characteristics of an industrial market. (9 marks)

Jemu, a travelling salesperson intends to embark on a sales trip to a certain county,
Explain six preparations that Jemu should make to ensure that the trip is a success.
(9 marks)

Describe four types of point - of - purchase displays that a supermarket may use to
promote products. (8 marks)

Senetya, was employed recently as a salesperson by ABC Company Limited to sell high
valuc computer systems and accessories. Highlight six ways of personal grooming that
would compromise the image of selling as a profession. (9 marks)

WXY Company Limited, a manufacturer of cosmetics has decided to use price
discounts as a way of promoting sales. Explain four advantages of using this method.
(8 marks)

Describe six categories into which a buyer-supplier relationship may be classified.
(9 marks)

Musau, a salesperson intends to use an educational seminar to prospect for customers.
Explain the advantages of using this source of prospects. (8 marks)



I5.  (a) A salesperson should collect adequate information about a product before approaching a
customer. Describe six types of information that the salesperson should obtain.
(9 marks)
(b} In order to be successful, a salesperson shouid be dependable. Explain four ways in
which a salesperson would portray such a quality. (8 marks)
_#
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