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QUESTION 1 (30 MARKS)

(a) What is sales management (4 marks)
(b) Explain the concept of sales management and sales man ship (6 marks)
(c) Explain the theories of personal selling (10 marks)
(d) Briefly explain the functions of sale organization (10 marks)

QUESTION 2

(a) You are appointed as the new sales manger of a marketing firm in Kitale and you are
requested by the management to come up with a structure of sales organization. What
factors would you consider before you come up with one (10 marks)

(b) Explain the steps you would follow in establishing a sales structure (10 marks)

QUESTION 3 (20 MARKS)

Write short writes on:

(a) The Role of sales Manager (5 marks)
(b) Sales Budget (5 marks)
(c) Requirements of a good sales compensation plane (5 marks)
(d) Limitations of marketing Research (5 marks)

QUESTION 4 (20 MARKS)

(a) What do you understand by recruitment and section of sales force (4 marks)
(b) Explain the process of recruitment and selection as adopted by the modern sales

organizations (16 marks)


