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IR {a) Explain five roles of sales management in an organization, (10 marks)
o) Kabesh recently got a job as a sales manager of Monjo Ltd. Explain five dutics
f.hgéja{z will bf expected to perform, {10 marks}
g FALGS €A :
2. (D Organizations undertake sales forecasting for a number of reasens. Quthme five
such reasons. ' (10 marks)
L{Ze.™ LQ‘j 1::-»(&{1@17
(b} Kanzu Ltd. fills the positions of middle level managers internally. Explain five
benchits ol such sourcing for manpower. (10 marks)
3. (2) Zabedi Company 1.td. intends to source lor sales people from external sources.
, Explain five external sources that the organization could turn 1o, (10 marks}
{b} The sales manager o Monik Ltd. periodically undertakes training of the organization’s
sales people. Txplain five reasons for such traimng. ( 1) marks)
4. (a) Konga [.td. remuncrates its sales people on straight commission. Explaimn five
benefits of this form of remuneration, . : (10 marks)
- W ks Rope gngeclen
- b\{‘lo‘ -}
(b) Kajo Ltd. organizes its sales people on geographical basis. Explain five benchits
of adopting such an erganizational structure. (10 marks)
5. (1) qué]‘hcrc are certain considerations that should guide the sales manager in setting
9}“’ sales quotas. ()ullllu, five such considerations. — %9-( WB( e s poihy (10 marks)
' naw O e ! :
g f&fcs’mﬂ‘x‘(‘ T'(O G\,\\Hk’. Peﬁfmrm‘t.i’ FSalet PP e (ot We Ll fong GEAVNE
() The sales manager of Hamza Lid. is in the process of determining the size of sales
territorries. Fxplain five factors that he could consider in the determination of the
erritory size. Pfi"::\&iﬁwﬁm 2etivrehony (10 marks)
6. (a) Many organizations {ind il necessary Lo evaluate sales people. Explain five reasons
for such evaluation. i {10 marks)
(b) Successiul sales managers possess certain personal characteristics. Outline five such
. characteristics. (10 marks)
7. @y Highlight the importance of sales budget to an organization. (10 marks)
{b) Fxplain five benefits of strategic sales planning i an organization. (10 marks}
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