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Question One

a) State four advantages of sales forecasting. (4 Marks)
b) Explain the reasons for establishing sales territories. (21 Marks)

(Total: 25 Marks)

Question Two
Discuss the three main buying situations faced by organizational (industrial) buyers.

(25 Marks)

Question Three

Explain the dimensions applied when conducting qualitative assessments of sales force
performance. '

(25 Marks)

Question Four

How applicable is Maslow’s Hierarchy of needs motivation theory in motivating the 21% century
sales force.

(25 Marks)

Question Five

Using an organization of your choice, discuss the importance of Key Account Management to
both sellers and customers.

(25 Marks)

End of paper
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