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Explain five factor that may determine the training needs of salespeople.

(10 marks)
Tona Limited has adopted key account salesforce structure to organise its zales
personnel. Outtine five advantages of adopting this type of a structure. {10 marks
Exgplain five measures that a firm may take w ensure successful implementation of its
sales strategies. {10 marks’
Outline five challenges that a marketing firm may face due to high turnover of its
zalesforce. (10 marks
Describe five non-financial rewards that a marketing firm may use to motivate its
salesforce. { 10 marks
Outline five responsibilities of a sales and marketing manager. {10 marks

Cutline the steps that may be followed when calculating the number of salespeople
needed in an organization. (12 marks

Explain four reasons why a marketing firm should controf its salesforce. (& marks
Outline five reasons why a firm should appraise its salesforce regularly. (10 marks

Wonder limitcd has rca]isqd"ﬁm it has recruited unsuitable salespeople. Explain five

ways in which this ms,?;ﬂifzct the firm’s operations negatively. (10 marks
Describe six sources of information that may be used to evaluate salesforce

performance. (12 momrk:
Describe four uses of sales forecasting in a marketing firm. (8 mari:

Explain five benefits that may accrue to a firm when its sales and marketing
departments work closely together. (10 mark

Explain five reasons why sales targets arc important to a firm’s salesforce. (10 mark
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