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MACHAKOS TOWN CAMPUS

DIPLOMA IN SALES AND MARKETING 
MODULE III 

END OF TERM EXAMINATIONS: JAN-APRIL 2017
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TIME ALLOWED: 2HOURS 

INSTRUCTIONS
a. Answer ANY FIVE questions. 

b. Any examination Irregularity will lead to Disqualification.
c. Indicate your Admission No. in each Answer Sheet used.

d. Cell phones ARE NOT allowed in the examination room.

e. Any examination IRREGULARITY will lead to DISQUALIFICATION.
f. Ensure you have both school ID and Examination card in the examination room.

g. All reference materials are prohibited in the examination room.


QUESTION1
a) Explain the disadvantages of setting sales Quotas( 10 marks)

b) Outline the main sources of information about prospects for a salesman(10 marks)
QUESTION2

a) Highlight five sources of prospecting (10 marks)

b) Discuss five factors which are taken into consideration while identifying the qualifying prospects (10 marks)

QUESTION3

a) Highlight five ways of controlling salesmen (10 marks)

b) Outline the various stages of the selling process (10 marks)

QUESTION4

a) Explain the roles of a sales manager in any organization (10 marks)

b) Highlight the essential qualities of a sales manager (10 marks)
QUESTION5

a) Explain the benefits of setting sales quotas (10 marks)

b) Explain the requirements of good sales forecasting system (10 marks)                           
QUESTION6

a) Explain the uses of sales plans (10 marks)

b) Describe five techniques of sales forecasting (10 marks)

QUESTION7   

a) Explain five importance of controlling salesmen (10 marks)
b) Outline five factors which determine the size of sales territories (10 marks) 
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