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JANUARY– APRIL 2026 TRIMESTER
EXAMINATION FOR BACHELOR OF BUSINESS ADMINISTRATION

DAY PROGRAMME

RBMK 7421:SALES MANAGEMENT

DATE:	APRIL 2026						TIME: 2 HOURS 
INSTRUCTIONS								
i) Answer question one and any other two
ii) Marks allocated to each question are shown at the end of the question
iii) Arrange your work neatly and indicate the questions answered in the
       Examination booklet 

QUESTION ONE: COMPULSORY (30 MARKS)
a)  You are the sales manager for XYZ Company. Using the concepts discussed in class, evaluate FIVE reasons why prospecting is important in sales management, stating how a salesperson determines whether a lead is a good prospect 	                                                 (10 Marks)			                                                                                                                                  
                                    
b) Assess FIVE reasons why firms organize their sales activities into a specific structure? 
                                                                                                                                      (10 Marks)

 d) Amanda is the Regional Sales Manager for Oceansans Industrial, a supplier of industrial products for manufacturers of computer peripherals located in the Nairobi high-rise area. Although Amanda’s region has consistently met its total sales and profitability goals over the past three years, she is concerned about the increasing turnover rate. In her first year as sales manager, turnover was 15%; in the second year, 18%; and in the third year, 22%.
Some salespeople retired, others found better-paying jobs, and two were dismissed for poor performance. Amanda intends to review the recruitment and selection process and make recommendations to upper management. Explain FIVE reasons Amanda must investigate the reasons for turnover                                                                                                  (10 Marks)     
                                                                                                  

	
QUESTION TWO
a) “Sales Training is an important method to improve the performance of Sales People.” Elaborate on this statement, giving FIVE methods of Sales Training a sales manager can adopt.  
                                                                                                                                        (8 Marks)                                          
b)  If you were to hold a sales contest and offer a trip as an award, with valid reasons, Describe FIVE reasons you would pick the location for your generation, particularly stating what they would find motivating about that location. 
	                                                                                                                          (10Marks)
   QUESTION THREE 
a) Using examples from the industry you are familiar with, critically appraise the statement, “The work of salespeople is purely to sell the company's products or services?                     (16Marks)
           
b) Regardless of the model of selling an organization has, there is a basic structure to a sales call. Examine EIGHT steps to the selling process, capturing the key points necessary for each stage   
[bookmark: _GoBack]                                                                                                                                       (4Marks)                                                                                                                                         
                                                                                                                                                                                                                 
QUESTION FOUR                                                                                                       
a) Explain FIVE reasons why sales forecasting is important.	                             (10 Marks)                                                                                                                              
 b) Describe FIVE roles of a sales budget in modern organizations? 	                 (10 Marks)  
                                                                                                                                                                                                                                         
	
*****END****
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