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1. Sales contests do not provide any incremental benefit to commission only 

compensation. Assess this view.                                                           (25) 

 

2. Examine in detail any 5 methods of forecasting.                             (25) 

 

3. Discuss the strengths and weaknesses of any 3 quantitative forecasting 

techniques.                                                                                        (25) 

 

4. Examine any specific compensation plans that organizations might use to solve 

the following problems: 

(a) Sales people are not taking time to develop new accounts                 (12) 

(b) Sales people are emphasizing easy to sell parts of multiple product lines and 

ignoring more profitable lines.                                                          (13) 

 

5. (a) Explain why it is important to forecast sales.                                            (12) 

    (b) Discuss the effects of making too low or too high forecasts on different 

functional areas of the firm.                                                                  (13) 

 

6. Closing can occur at any time in the sales process. Discuss citing relevant 

examples.                                                                                                (25) 
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