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Ngina has been hired as a salesperson by a firm dealing in office equipment.
Outline the essentials of a good sales approach that she should use 1n carrying out
her duties, (10 marks)

A customer is required to carefully scrutinize an invoice issued by a salesperson.
Explain the reasons for such requirement. : (10 marks)

Joha, a newly recruited salesperson in an insurance company, should like to
know the ethical conduct expected of him in carrying out his work. Highlight
such ethical conduct. {10 marks)

Major accounts are defined by certain characteristics. Outline these characteristics.
(10 marks)

Paul recently secured a job as a salesperson in a certain company. Explain to him
the closing signals from a customer that he should monitor in his sales presentation.
(10 marks)

Stella works as a salesperson in a shop selling clothes. Explain the ways in which she
could cflectively stimulate customers” interest to buy more from her. (10 marks)

There are certain indicators that a salesperson could monitor 1o gauge level of
satisfaction of & major account customer. Qutline these indicators. (10 marks)

Many organizations today are increasingly adopting relationship selling. Explain the
reasons for such tendency. (10 marks)

Most supermarkets find it necessary to have attractive displays for the products
they sell. Explain the reasons for such practice. (10 marks)

Explain the ways in which a salesperson in a retail outlet could deal with dissatisfied
CUSIOmers, (10 marks)

Popeto 1.td recently established sales territories for its salespeople. Explain the
reasons for such a move. (12 marks)

For a‘salesperson to be effective in his work he requires certain language skills.
Qutline these skills. {8 marks)

There are certain features that define a travelling salesperson. Outline these features.
(10 marks)

A salesperson is cxpected to posses thorough knowledge of the products that he/she
sells. Highlight the aspects of such product knowledge. (10 marks)



