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INSTRUCTIONS TO CANDIDATES

1. Please read the instructions given in the question paper CAREFULLY.
2. This question paper is printed on both sides of the paper.

3. This question paper consist of TWO sections.

4, Answer ALL questions for Section A.

5. Section B consist of four questions. Answer THREE (3) questions only.
6. Please write your answer on the answer booklet provided.

7. Please answer all questions in English only.
8. Please answer MCQ/EMQ questions using OMR sheet. O Tick if applicable

- 9. Refer to the attached Formula/ Appendies. O Tick if applicable
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SECTION A (Total: 40 marks)

Answer ALL questions.

Please use the answer booklet provided.

Question 1

Identify the key decision areas that must be made by corporate strategy, business strategy,
marketing strategy and sales strategy level.

(10 marks)

Question 2

Describe how corporate and business strategy decisions affect the sales function.
(10 marks)

Question 3

Determine the ways that personal selling, advertising, and other tools can be blended into
effective integrated marketing communications strategies.

(10 marks)
Question 4
Identify the key issues in evaluating sales training alternatives.

(10 marks)
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SECTION B (Total: 60 marks)

Answer THREE (3) questions only.

Please use the answer booklet provided.

Question 1

Identify five personal selling approaches that salespeople can use to interact with their
customers.

(20 marks)

Question 2

Explain four areas that managers should consider when evaluating sales training
alternatives.

(20 marks)

Question 3

Classify five procedures for designing territories.

(20 marks)

Question 4

Identify what are sales management responses that company do in making changes in their
sales operations.

(20 marks)

END OF EXAMINATION PAPER
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