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Question 1
(a) Explain the various determinants of organizational buyer behaviour. (15 Marks)
(b) As a sales expert explain the roles of a new sales manager to a tele-communication
company like Econet Wireless (10 Marks).
(Total 25 marks)

Question 2
Many sales experts have argued for and against personal selling. As a newly employed

salesperson to Telecom Mobile network, what are your views on this assertion? (25 marks)

Question 3
(a) You have been instructed to advise ZEGU management on the importance of carrying
out a sales promotion campaign to increase student enrollment. Examine the possible
objectives of carrying out such a campaign. (15 marks)
(b) Explain the elements of the selling process. (10 marks)
(Total 25 marks

Question 4
(a) Justify with examples why a business organization needs to carry out various sales
forecasting strategies. (15 marks)

(b) Explain the characteristics of modern selling. (10 marks)

Question 5
Discuss the various challenges the sales people encounter in the execution of their duties.

(25 marks)
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