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INSTRUCTIONS TO CANDIDATES:
1. No cell phones are allowed in the examination venue.
Answer any FOUR (4) questions.

Begin each question on a new page.
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Each question carries 25 marks.
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Question 1

Discuss the role of a company’s salespeople in creating value for customers and building

customer relationships. (25 marks)
Question 2

Identify and explain 6 major sales force management steps. (25 marks)
Question 3

Discuss the personal selling process, distinguish between transaction oriented marketing and

relationship marketing,. (25 marks)

Question 4

Discuss the role of personal selling in the promotional mix. In what circumstances is it more

eftective than advertising? (25 marks)

Question 5

Briefly describe the activities involved in sales force management. (25 marks)
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