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                                          SEPTEMBER –DECEMBER 2024 TRIMESTER EXAMINATIONS 
DAY PROGRAMME
EXAMINATION FOR BACHELOR OF BUSINESS ADMINISTRATION
[bookmark: _Toc306263693]RMK 402: SALES MANAGEMENT

DATE:	14TH DECEMBER 2024						TIME: 2 HOURS 

GENERAL INSTRUCTIONS:
Students are NOT permitted to write on the examination paper during reading time.
This is a closed book examination. Text book/Reference books/notes are not permitted.
SPECIAL INSTRUCTIONS 
1. Write your REGISTRATION NO. Clearly on the answer booklet(s). 
1. Answer Question One and ANY other TWO questions.
1. Questions in all sections should be answered in answer booklet(s) 
1. PLEASE start the answer to EACH question on a NEW PAGE.
1. For the questions, write the number of the question on the answer booklet(s) in the order you answered.
1. Write on both sides of each leaf and indicate number of each question at the top of each page.
1. Write the answers in a paragraph form unless stated otherwise. 
1. Marks allocated to each question are shown at the end of the question. 
1. All rough work must be done on the answer booklet and crossed through!
1. Use supplementary pages only when you have exhausted those in this book.
1. Fasten the supplementary pages to the inside back cover of this booklet



QUESTION ONE: COMPULSORY (30 MARKS)                  	
a) What is Sales Management, and what does the sales manager handle? 	(4 Marks). 
b) The top leadership of Amigos Solutions has been approaching students from Riara University School of Business in order to get advice from them in regards to the company’s sales managers style of leadership, and as per the students they came up with industry research which frequently discusses the possibility that personality may make a person more inclined to a specific sales management or leadership style. Elaborate the FOUR sales manager styles that the Riara University students presented 
(8 Marks) 
c) You have just been promoted to be the Vice President of Sales at Pioneer Group which is a conglomerate that has its head office in Kenya and several subsidiaries around Africa, being a company dealing with all sorts of products and a major player in most of its product offering the board been doing research around the world in regards to the Personal selling strategies and they have concluded that varies depending on the product you sell as well as the type of customer with which you interact and rather than relying on a single method, one should consider combining strategies for a comprehensive plan. Discuss a list of SEVEN personal selling strategies that you can propose to the board. 							        (14 Marks) 
d) The Sales Manager of Double N Properties has been approached by the Managing Director to advise him on the different types of selling that he has trained the organization’s sales executives to use, state the FOUR types of selling he should mention 									(4 Marks) 

QUESTION TWO
a) Discuss the FIVE steps of the sales process 				         (10 Marks). 
b) Explain the FIVE stages of the recruitment process. 		         (10 Marks) 
QUESTION THREE
a) Discuss the FOUR elements of a salesperson compensation. 		(8 Marks) 
b) [bookmark: _Hlk180400911]Explain the 3P salary system and give examples of its application 		(6 Marks) 
c) Elaborate at least THREE sales organizational structures 			(6 Marks)

QUESTION FOUR
a) Discuss the FIVE basic elements of a budget. 			         (10 Marks) 
b) What factors should you consider when designing sales territories?           (8 Marks) 
c) [bookmark: _GoBack]State the meaning of cost control?                                                               (2 Marks)
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