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SECTION A (32 marks)
Answer ALL the questions in this section.

Many people have a negative attitude about selling as a profession. Outline three such

attitudes. (3 marks)
2. State four different ways that a firm may display its goods in a store. (4 marks)
3. State three physical qualities that a successful sales person should possess. (3 marks)
4. Outline three disadvantages of selling to major accounts only. (4 marks)
5. List three characteristics that make services different from goods. (3 marks)
6. State three advantages of remunerating travelling sales people using straight commission

method. (3 marks)
7. Outline three functions of a sales person. (3 marks)
8. Ms. Fanaka is very excited because she has just “closed” a sale, List three reasons why this

activity was important to her. (3 marks)
9. List three types of sales report forms that may be used by sales people. (3 marks)
10, List three ways through which interet may enhance selling. (3 marks)
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SECTION B (68 marks)
Answer any FOUR questions from this section.

Njema Limited is preparing to enter an international market. Explain six challenges that
the firm may face. (9 marks)

Ms. Jume, a sales manager, is preparing a presentation on roles of selling for newly
recruited sales persons. Explain four key roles that she should include in her

presentation. (8 marks)
Explain six reasons why it is important for a firm to train its sales force. (9 marks)
Mali Mali Limited, a shoe manufacturing firm, has found it necessary to establish an
‘overseas manufacturing subsidiary. Explain the reasons for this move. (8 marks)
‘Twende Limited, a dealer in kitchen ware, is planning to hold a demonstration of its
products. Explain the importance of this activity. (9 marks)
James, a salesman uses Short Message Services (SMS) to sell his company’s products.
Outline four disadvantages of using this method. (8 marks)
Explain six features of a travelling salesperson. (9 marks)
Shirika Limited is in the process of cstablishing major accounts. Explain four factors
that the firm should consider when selecting the accounts. (8 marks)
Rehema is a saleslady in a boutique. Explain six types of customers that a salesperson
‘may encounter. (9 marks)
Outline four mental qualities of a good salesperson. (8 marks)
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