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Explain five characteristics of effective sales planning. M (10 marks)

utlix‘lﬁ.ﬁvee/ reasons why an organisation may carryout a sales environment analysis.
n

enp (10 marks)
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Anderson, a salesman, is planning a sa‘l&all before contacting hi

~Explain five reasons for planning the call.- (10 marks)

A

E;(plain four sales force structures that may be adopted by a marketing firm.
T (8 marks)

Mr. Yumbi, a sales manager, is a preparing a sales budget for the department.

Descnbc the first six steps that he should follow in the preparation. (12 marks)
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Explain five strategies tha Tr}it g’; gesperson may adopt when negotiating to achieve
a mutually beneficial agreement with a customer (10 marks)
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Explain the chat may | be used to measure sales force performance (10 marks)

Outline five external factors that ma ect the sahes of a firm. (10 marks)
Jasmine Limited is a new multi= al ﬁrm in Kenya xplain ﬁve ways in which it
can build its credibility. 59?5. frust uﬁ){g:"" gl (10 marks)
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eltex Limited does, sales forccasnngng;mﬁually Explain the Wrcise
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to the firm. @‘é‘%ﬂ‘gﬂ (e{our =S (10 marks)
Explain five roles that Information Communication Technology plays in lhe retail
sector. “.cﬂ\xc@@ (10 marks)
&
Outline five sources of sales leads that m .‘y be avmlaﬁ&ﬁi asalesperson (10 marks)
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Explain the 1mp0rtance of Fe llow-up in the selling processmg. (10 marks)
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