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RIARA SCHOOL OF BUSINESS
NURTURING INNOVATORS
MAY –AUGUST  2022 TRIMESTER 
EXAMINATION FOR BACHELOR OF BUSINESS ADMINISTRATION
DAY / EVENING PROGRAMME
RMK 402: SALES MANAGEMENT  
DATE: AUGUST 2022							     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). 
2 Answer Question One and ANY other TWO questions.
3 Questions in all sections should be answered in answer booklet(s). 
4 Marks allocated to each question are shown at the end of the question. 
5 PLEASE start the answer to EACH question on a NEW PAGE. 
6 For the questions, write the number of the question on the answer booklet(s) in the order you answered them. 
7 Write your answers in paragraph form unless stated otherwise. 
8 Keep your phone(s) SWITCHED OFF at the front of the examination room. 

9 Keep ALL bags and caps at the front of the examination room and do not refer to any unauthorized material before or during the course of the examination. 
10 You are only allowed to leave the examination room 30minutes to the end of the Examination. 



QUESTION ONE: COMPULSORY (30 MARKS).

a) Sales man control is an integral part of salesmanship. As such sales control can be exercised through writing of reports. Appraise FIVE contents of reports espoused in Controls Reports & Returns document 								(10 Marks)


b) [bookmark: _GoBack]Compensation to sales personnel differ from one organisation to another but the goals generally point to one direction. Evaluate FIVE core objectives of sales person compensation program								 (10 Marks)


c) Companies should go through a rigorous recruitment and selection process to get the best of its employees. Illustrate the key main stages that are entailed in a sound  sales recruitment and selection process  							  	      		 (10 Marks)

QUESTION TWO 
a) One may argue that pre approach is a critical step in procuring customers. Evaluate FIVE roles played by pre- approach in the process of procuring a customer 	         (10 Marks) 


b) Sales forecasting has become an integral part of sales management. It helps in charting the way forward for budgets and operations of an entity.  Identify FIVE type of sales forecasting available the for sales managers 							            (10 Marks) 


QUESTION THREE
a) There are several structures that marketing firms can adopt. However many organisations agree on having a structure of any sort to ease marketing organisations headache. Assess the rationale of having structured sales activities or a department for a marketing firm? 		(10 Marks)

b) Many organisations spend millions and millions in training programs for their sales personnel. Identify FIVE on-job training methods available to a manager training his sales force  for  maximum productivity 							            (10 Marks)

QUESTION FOUR 
a) The sales management discipline has been herald as an important element in marketing and that marketing firms should embrace it. Summarize any FIVE accruals of Sales management practice to an organisation  									(10 Marks)

b) Sales budgeting is a solemn process in a marketing companies take very keen interest on.  It is used for control but also for planning purposes. Appraise any  FIVE items worth for consideration when preparing a sales budget 				           (10 Marks)
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