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l. (a) QOutline five features that define personal selling. e"* Pﬂ:-f" (10 marks)
IR Toqnavin: 1

{b) Zungu, a newly recruited sales person would like to know the indicators for closing a

sale.- Explain to him five such signals. A \“;‘; §¢ 1 (10 marks)
5‘?}@“:&&“‘
J_ . (@) Explain five methods that a sales person could use in_pr(‘specting for customers.
paospect: n avmch Trqi-ctoze - (10 marks)
e - appwlh prsentation 1oy

(b) A sales person requires to prepare himself thoroughly to enhance effectiveness of sales
presentation. Explain five ways in which a sales person can make such preparation.

YRR aboul {  product (10 marks)
1] ﬂ\[}d ‘c
3. (a) Tawi Limited periodically gives its customers cash discount. Explain five demerits of
giving this form of discount. (10 marks)

‘jﬂ). Hassan, a sales person for Hindi Limited was recently disqualified from being a
travelling sales person. Explain five factors that might have contributed to such

vwa"“\ disqualification. Ptvr YTtatteRl o4 *'“‘J cuend RO e Ao law O (10 marks)
al . S NCOL e oney X e wlics oA T Curn e nn
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4. (a) Ropez Limited uses horizontal evaluation to assess sales people’s performance. Explain
five limitations of this evaluation method. (10 marks)
(b) * Organizations derive certain benefits from relationship selling. Outline five such
benefits. Ftedo i, Cushonxane (10 marks)
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/ s (a) Explain five personal traits that a sales person sf}ould possess to enhance success in his
selling duties. fuken  AGPecqun (10 marks)
Tettle)e eauit
Ab) Kamuzu, a sales person in charge of key account is keen on ensuring excellent
management of the account. Explain five benefits that could be derived from effective

o management of such accounts. 7 ‘};),{‘3‘33'}“;*3@ N Cleane> oo (10 marks)
’\\ ~ KCAYe u..ﬁ)\c'le“_
@Qt 6. AA) There are various obigc,tjm),‘sl thz'iat &Lsal?hs 133382’ coul('inigg?u%er in selling. Outline
O . . Ao - b1 .
A five such objections. s _1%1(;&0“ 3 TARPoTP £, (10 marks)
- T 1(‘.”((

(bjg Janet, a sales person for Chip Limited has been expericncing strained relationship with
her key accounts. Explain five selling practices that may account for the strained
relationship. . (10 marks)

7. . (a)e There are a number of,culturz_ii challenges that a travelling sales person could encounter

O in the course of duty. Explain five such challenges. (10 marks)
[ B
5& o (b) Many organizations today are striving to create an image of customer oriented selling
"5 by ensuring sales force training. Outline five characteristics of such customer oriented
by selling. ‘ (10 marks)
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