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Question I  -(a)   Deflne   Personal   Selling.   Discuss   its   importance   in   modem   marketing
organizations.Howdoespersonalsellingdifferfromadvertisingandsalespromotion?

(b)  Explain the  functions  of a  salesperson  with  suitable  examples  from  business-to-business
___        _            1                  ,,

(10+8=18marks)

Question2-(a)"Personalsellingisbothacareerandaprofession."Explainthisstatementinlight
of sales ethics and trust-building.

(b).Explainvariouswaysasalesrepresentativecanbuildtrustwithapotentialbnyer.Suppolfyour
answer with an example from industry practice.                                    (10+8=18 marks )

Question 3 -Case Study:

Youareasalesexecutiveforacompanysellingeco-friendlywaterpurifiers.Apotentialclientis
hesitant due to cost and performance concerns.

(a)Identifythestageofthesellingprocessyouarecurrentlyin.

(b)Outlinehowyouwouldhandletheclient'sobjectionsusingsuitabletechniques.

(c)Suggestaclosingmethodforthissaleandjustifyyourchoice.



(6+6+6=18Marks)

Question4-(a)ExplaintheAIDAStheoryofselling.Howcanasalespersonapplythismode1
duringapersonalsalespresentation?

®ComparetheRIghiSetofcircumstancesTheoryandtheBuyingFormulaTheory.Whichis
more relevant in a digital sales enviroment?                                                     (10+8=18 Marks)

Question5-(a)Explainthemaintypesofobjectionsencounteredduringasalespresentalion.
Suggestsuitabletechniquesforhandlingobjectionseffectively.

(b)Discusstheimportanceofpost-salefollow-upinmaintainingcustomersatisfaction.Howdoes
effectivepost-salecommunicationfosterlong-termrelationships?(10+8=18Marks)

Question6-Writeshor[notesonanytwoofthefo1lowing

(i)Salesterritoryand.procedureforsettingitTp

(ii)Importanceofsalesknowledge

(iii)Buildingtrustthroughethicalselling
(9*2=18 marks)
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