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INSTRUCTIONS AND INFORMATION
1. SECTION A is COMPULSORY.

2. Answer only THREE questions from S

1e numbering system used in this question

ch question and at least ONE between sub-
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SECTION A

QUESTION 1

1.1. Various options are provided as possible answers to the following questions.
Choose the correct answer and write only the letter (A—C) next to the question
number (1.1.1-1.1.20) in your ANSWER BOOK.

1.1.1 The roles of personal selling in the economy are .

A full employment.
B municipality rate.
C working conditions.

1.1.2 The success of personal selling in ma eti rmined by the
following factors:

A Coping with risk factor
B Psychological objections
C Work summary

1.1.3 The marketing mix consists of four P's.
Which ONE llowing words are represented in this
marketing.

ask of the salespersonis to ...

. control.
B “make regular contact and visits.
help management with strategic planning.

What important knowledge does the salesperson need in order to
sell products/services successfully?

A Competitors
B Enthusiasm
C Jury of executive technique

1.1.6 The physical image of the salesperson includes the following:

A Credit applications
B Appearance
C Fear
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1.1.7 Personal selling is an attempt by a salesperson to sell a product to
... with the purpose of pleasing the customer.

A managers
B hawkers
C prospective buyer(s)

1.1.8 State ONE way in which sales volume quotas can be expressed:

A Product range
B Experience
C Point system

1.1.9 Factors that will influence the choice of a

A Used with contests
B Administration

= What type of information is needed when a salesperson is planning
a sales presentation?

A Prospects lists
B Activity quotas
C Personal information

1.1.13 The ... is one of the sales close techniques.
A endless chain technique

B assumptive close
C users expectations
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1.1.14

1.1.15

1.1.16

1.1.17

Copyright reserved

The following is the most commonly used method and is very
subjective because of individual opinion:

A Time series
B Jury of executive opinion
C Delphi technique

Two ways of handling objections:

A Prejudice and fear
B Physical objections and ignorance
C Physical and psychological objection

Company records falls under the:

A Company leads
B Publications
C Telephone

The following is the source ¢ proach information:

A Time
B Database

A Do not give up
B Thanks for business
C Adjustments to orders

Uses of telesales is very important to ...
A deal with gatekeepers.

B increase potential.
C time allocation.

(20 x 2)

(40)
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1.2 Indicate whether the following statements are TRUE or FALSE. Choose the

answer and write only ‘true' or 'false' next to the question number
(1.2.1-1.2.10) in the ANSWER BOOK.

1.2.1

1.2.2

1.2.3

1.2.4

1.2.5

1.2.6

1.2.7

1.2.8

1.2.9
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Sales will increase if market share is enlarged.

Telesales make it possible to service the accounts at relatively
lower costs. E

Gatekeepers control the flow of information to releva
the buying centre.

SABS is an example of a quality mark on

Indecision is a physical objection made

customer during a
sales presentation.

Buying team is always appoi

Customers' complaints are lesperson's responsibility.

alesperson to convert the objection into an
sible.

(10x 1)

TOTAL SECTION A:

(10)
[50]

50
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SECTION B

QUESTION 2

2.1 Name SIX forecasting methods the company can use to project its estimated
sales targets. (6x1)

2.2 Name FIVE steps to follow when the company has to design sales territories

2.3

2.4 Why is it important for salespersons to participate in the

2.5 Explain THREE factors influencing probable‘

QUESTION 3

3.1 Name TEN personality traits required for e“s@eéﬁérson. (10x2)

3.2 Give FOUR reasons why knowledge is im ortant in successful selling. (4 x 2)

3.3 recommended as codes of ethics for

(7x2)
3.4 r's expectations. (4x2)

(5x2)

var d interest. (4 X 2)

& IVE psychological objections clients could make when a salesperson
ants to close the deal of the product/service. (5x2)

4.4 Briefly explain SIX meanings of objections encountered by a salesperson

during his/her sales presentation. (6x2)
4.5 Give FOUR reasons why follow-up is necessary. (4x2)
4.6 Explain the term users. (2x1)
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(8)

(10)

(12)
(8)

(2)
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QUESTION 5

5.1 What are TEN techniques that a salesperson can use to overcome
objections? (10x 1) (10)

5.2 List FIVE procedures for setting sales volume quotas. (5x2) (10)

5.3 A salesperson needs company knowledge in order to sell the produet/servxce

effectively and successfully.

Name SEVEN such factors.

(14)

5.4 Name THREE basic tasks a salesperson must perfor
(6)
5.5 Name FIVE sales territory closing techniques (10)
[50]

TOTAL SECTION B: 150

GRAND TOTAL : 200
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