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JOMO KENYATTA UNIVERSITY OF AGRICULTURE AND TECHNOLOGY
UNIVERSITY EXAMINATIONS 2017/2018

THIRD YEAR FIRST SEMESTER EXAMINATION FOR THE DEGREE OF BACHELOR OF COMMERCE (MARKETING)

HBM 2302: SALES MANAGEMENT
DATE:  OCTOBER, 2018		                    	                                      TIME: 2   HOURS   

INSTRUCTIONS: 	ANSWER QUESTION ONE (COMPULSORY) AND ANY OTHER TWO QUESTIONS

QUESTION ONE: 30 MARKS

a.	State three characteristics of sale people.				(3 marks)

b.	Explain the concept of modern salesmanship.			(5 marks)

c.	State four objectives of personal selling.				(4 marks)

d.	Explain three sources of recruitment of sales personnel.	(6 marks)

e.	Differentiate between selection and recruitment of sales people.
											(4 marks)

f.	Explain four factors influencing compensation of a sales person. 
(8 marks)

QUESTION TWO: 20 MARKS

a.	Describe the selling process.						(10 marks)

b.	Discuss different situations where the role of personal selling is vital.	
(10 marks)

QUESTION THREE: 20 MARKS

a.	Describe the recruitment process of the sales people.		(10 marks)

b.	Explain five ways of improving sales - force productivity.	(10 marks)

QUESTION FOUR: 20 MARKS

a.	“A well-organized and developed sales-force is the envy of your competitors”.  Comment and discuss, with examples.		(10 marks)

b.	Explain the types of compensation of  a sales personnel.	(10 marks)
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