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1. Discuss how the following factors affect the choice of structure for managing 

the sales force: 

a. size of the company                                                                           (8) 

b. nature of the products                                                                        (8) 

c. nature and density of the market                                                        (9) 

 

2. Discuss the advantages and disadvantages of using an inside sales force versus 

outsourcing the sales role.                                                                               (25) 

 

3. Examine the advantages and disadvantages of paying the sales force on salary 

only basis.                                                                                                       (25) 

 

4. a. Explain the factors that influence the sales territory designs.                 (12)  

    b. Explain why sales people participate in the setting of quotas for their sale 

territories.                                                                                                        (13) 

 

5. Discuss the following closing techniques as applied in Sales Management: 

 

a. The assumptive close                                                                        (6) 

b. The direct approach technique                                                         (6) 

c. The physical action technique                                                         (6) 

d. The standing room only technique                                                 (7) 

 

6. Discuss the concept of Key Account Management as applied in Sales 

Management.                                                                                         (25) 
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