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1. Please CAREFU%&%ead the instructions given {'Q-lthe question paper.

2. This question paper has information printed én both sides of the paper.

3. This question paper consists of Tt "V"“(?f)f:(\ﬁ}-zctions; Section A and section B.

IITHREE (3) questions ONLY in Settion B.

5. Please write your answers on the answer booklet provided.

6. Answer all questions in English language ONLY.

7. This question paper must not be removed from the examination hall.

THERE ARE 3 PAGES OF QUESTIONS, EXCLUDING THIS PAGE.
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QOQ*
SECTION A (Total: 40 marks). \{ S
o
INSTRUCTION: Answer F /gf\‘iestnons ONLY.

Question 1

List and describe the FIVE (5) rewards of career in personal selling.

C/OQ [10 marks]
f 2
Quest&@% Pf\l‘
A
(o \}
- gieplam FIVE (5) qualities associated with high EI (Emotional Intelligence).
,\,@\ ' : [10 mQrks]
, Q@Q
Question 3 \{‘ 5
Ny
< ¥
Briefly discuss FOUR (4) key relationshi&ﬁoups to a sales person\,,\'
NN [10 marks]
& & ,
Questl oF
uestion 4 \f{b
& v

Q)Q“ What is business buyer behavior and describe the THREE (3) major types of business-to-

Y business buying situations?

ng\ [10 marks]
(JO
Question 5 ~ 'O
PK\L
Briefly describe FIVE (5) soq?ces of prospect.
[10 marks]
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SECTION B (Total: 60 marks). 3

OQ
INSTRUCTION: Answer T ® qur-,;ft(o%ls ONLY.
Please use the answer booklet pr d

LY
Question 1 5|
o O
THe presentation strategy combines elements of the relationship, product, ,Qf{dscustomer

,qj{ strategies. Each of the other three strategies must be developed before@s%\lesperson can

N
K\’D/\l} create an effective presentation strategy. AV
LY
(a) Briefly describe THREE (3) prescriptiog)@{ presentation strategy.
e o C [6 marks]
nj ‘

(b) Elaborate the TWO (2) pa#of sales presentation process. 3
\’ [aﬁ)f%arks]
e
Question 2
o | &
Sales_ﬁ%lt reluctance includes the thoughts, feelings, and behavioral patterns that conspire to
hmcrf what a salesperson is able to accomplish. It is an internal barrier to sales success.
,L?‘\Sales call reluctance can be caused by several fears such as;
\/'\@ 1) Fear of taking risks
2) Fear of group presentations
3) Lack of self-confidence

4) Fear of rejection )

(a) Discuss every each of the&ea’ears by giving examples to them.
\/\@ [10 marks]

(b) Discuss how the salesperson can overcome the anxiety of sales call relu&@gce
= S [10 marks]
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Question 3

As a car sales representative, your customer are facing the following problem (gearbox
failure). Elaborate active listening when attending to the customer’s problem by giving
examples using the THREE (3) practices of active listening skills.

]
O

.S ~N
Quesgqj 4 QOQ
qu\'ére required to present your services to the Mi;@sﬁr? of Health as part of the government
b/r\éject, Elaborate on how you can get the %@gfer attention by following the THREE (3)

[20 marks]

need satisfaction presentation strategy during the meeting. O/\)“
[20 marJst ¢
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