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_INSTRUCTIONS TO CANDIDATES:

. No cell phones are allowed in the examination venue.

. Answer any FOUR (4) questions. «

. Begin each question on a new page.

The number of marks for each question or part question is shown in
brackets [ ]
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QUESTION ONE

Using examples write brief notes on the following terms _

a) Sales management ’ (Smarks)
b) Order getters (5 marks)

c) Order creators (Smarks)
d) Order takers (5 marks)

¢) Impersonal selling (5 marks)

QUESTION TWO
a) Define the term Key Account Management (K.A.M) (5 marks)

b) Using examples, compile the advantages and disadvantages of Key Account Management

(20 marks)
QUESTION THREE
Citing relevant examples, evaluate the applicability of Maslow’s hierarchy of needs theory in
-.sales management - context - : e ' : (25 marks)
QUESTION FOUR
Discuss the roles of selling in the marketing mix (25marks)
QUESTION FIVE

‘Selling and marketing are synonymous.” Evaluate this statement juxtaposing the two in light
of Zimbabwean examples. (25 marks)
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