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SECTION A (This section is compulsory)
Question one
Sales Force Management (SFM) is the soul of the company. It is a sub-system of marketing management. It is Sales Management that translates the marketing plan into marketing performance. Establishing a world recognized brand does not only require marketing and advertising efforts, but it also requires the sales representatives (sales force) along with all other promotional activities. In respect to the above statement, as a student who has just completed a course in Sales Force Management; 
1. Define sales force management 								(02 marks)
1. Mention any Five (5) qualities of a successful sales representative			(05 marks)
1. Outline any Four Responsibilities for Sales manager 					(04 marks)
1. List Four (4) Effects of High sales force turnover in organisations 			(04marks)
1. Differentiate between a job description and a job specification 				(04 marks)
1. Mention any five (5) significance of job analysis 					(05 marks)
1. Give Three (3) Advantages 3 disadvantages of internal sources of recruitment 		(06 marks)
1. List Six (6) factors that motivate employees at the work place 				(06 marks)
1. Distinguish between formal and informal organisation structure 			(04 marks)

SECTION B (Attempt any 3 questions from this section)
Question Two
You have been appointed a leader of the salesforce for Rose Form Company limited. In your tenure as a sales force leader;
a) Explain five qualities of a good leader that you will observe in this position 		(10 marks)
b) Discuss five skills that will be required for you to execute your tasks effectively 	(10 marks)

Question Three
Sales force management as a sub-system of marketing management plays a pivotal role in maximizing sales revenue in a business organization. With your knowledge of sales-force management;
a) Explain the activities involved in sales-force management			 	(10 marks)
b) Discuss the qualities of a successful sales manager 					(10 marks)

Question Four
In organizations, the manager’s role is to get things done through employees; and for employees to be more productive and creative, they must be motivated. In reference to this statement:
a) Explain five techniques of motivating sales force in any business entity of your choice (10 marks)
b) Explain five benefits resulting from motivating sales force in the stated business entity (10 marks)           

Question Five
Understanding the salesforce recruitment process is key in salesforce management. As a knowledgeable person in salesforce management; 
a) Explain the sources of recruitment for salesforce representatives                               	(10 marks).
b) Describe the recruitment process for the salesforce                                                    	(10 marks).

Question Six
Businesses typically depend upon the performance of their salespeople to generate the revenue needed to survive. However, in most cases, the salesforce personnel are recruited but stay in the company for a short period of time and the exit the company before completing the contractual period of time. As a trained person in salesforce management;
a) Explain the causes of high salesforce turn over in any business organization of your choice 
   	(10 marks).
b) Suggest the appropriate strategies for reducing salesforce turnover in the stated business organization                                                                                                              
(10 marks)
Question Seven
You are in the process of conducting a tam building exercise in your company. In reference to this;
a) Explain five types of teams available for your choice                                             	(10 marks)
b) Explain five stages in the team development process that you will follow              	(10 marks)
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MARKING GUID

Question One
You have been appointed a leader of the salesforce for Rose Form Company limited. In your tenure as a sales force leader;
c) Explain five qualities of a good leader that you will observe in this position (10 marks)
· Imagination,
· Integrity, 
· Analytical mind, 
· Enthusiasm, 
· Understanding others, 
· Willingness to risk, and 
· Willingness to work hard.  
· Ability to spot opportunities,
· Ability to meet unpleasant situations and to adapt himself quickly to change.
· Good personality. 
· Emotional stability. 
· Sound education and professional competence. 
· Initiatives and creative thinking. 
· Sense of purpose and responsibility. 
· Ability to guide and teach. 
· Good understanding and sound judgment. 
· Communicating skill. 
· Sociable. 
· Objective and flexible approach. 
· Honesty and integrity of character. 
· Self-confidence, diligence and industry. 
· Courage to accept responsibility 
Any 5x2 = 10 marks

d) Discuss five skills that will be required for you to execute your tasks effectively 
· Analytical skills
· Action skill
· Technical skills
· Human skills
· Conceptual skills
· Decision making skills
· Interpersonal skills
· Communication skills
· Team building skills
· Critical thinking skills
· Creativity skills

Any 5x2 = 10 marks
Question Two
Sales force management as a sub-system of marketing management plays a pivotal role in maximizing sales revenue in a business organization. With your knowledge of sales-force management;
c) Explain the activities involved in sales-force management			 
· Setting Sales Objectives
· Organizing the Sales Force
· Recruiting and Selecting the Sales Force
· Motivating the Sales Force
· Evaluating and controlling the Sales Force
· Managing Sales Agents
Any 5x2 = 10 marks



d) Discuss the qualities of a successful sales manager 				
· Desire to be a manager
· Ability to lead and motivate others
· Good organizing and planning skills
· Capabilities of control and administration
· Full understanding of the implications of finance
· Skills to recruit, train, motivate, and develop those who will form part of the team
· Acceptance of the fact that the computer is here to stay!
Any 5x2 = 10 marks

Question Three
In organizations, the manager’s role is to get things done through employees; and for employees to be more productive and creative, they must be motivated. In reference to this statement:
c) Explain five techniques of motivating sales force in any business entity of your choice 
	· Interesting work 

	· Appreciation of work 

	· High Salaries 

	· Job security 

	· Good wages 

	· Prospects of Promotion/growth 

	· Good working conditions 

	· Personal loyalty 

	· Tactful discipline 

	· Sympathetic help with problems 

	· Loans for staff development

	· More Mgt Development seminars

	















d) Explain five benefits resulting from motivating sales force in the stated business entity       
Any 5x2 = 10 marks
· Puts human resources into action 
· Improves level of efficiency/performance of employees
· Leads to achievement of organizational goals 
· Builds friendly relationship
· Leads to stability of work force
· Build team work
· Helps to Change Negative or Indifferent Attitudes of Employees
· Helps to Reduce Absenteeism in the Organization
· Reduction in Resistance to Change
· Build team work
Any 5x2 = 10 marks

Question Four
Understanding the salesforce recruitment process is key in salesforce management. As a knowledgeable person in salesforce management; 
(a) Explain the sources of recruitment for salesforce representatives                       
· Present employees/Promotions
· Employee referrals
· Previous Applicants
· Transfers
· Former Employees
· Advertisements
· Higher institutions of learning
· Employment agencies
· E-recruitment
· Employment exchange
· Outsourcing/consultancies
· Walk-ins and write-ins
· Contractors
· Acquisition and mergers
· Professional associations
· Raiding or poaching 
Any 5x2 = 10 marks

(b) Describe the recruitment process for the salesforce                                              
Any 5x2 = 10 marks




Question Five
Businesses typically depend upon the performance of their salespeople to generate the revenue needed to survive. However, in most cases, the salesforce is recruited and stay in the company for a short period of time and the exit the company before completing the contractual period of time. As a trained person in salesforce management;
c) Explain the causes of high salesforce turn over in any business organization of your choice 
   
· The nature of the industry
· Poor Selection
· Management Challenges
· Inadequate Compensation
· Lack of Challenge
· The integration of new salespeople
· A sales culture that promotes success
· The experience of the sales person
· The caliber of the candidate
Any 5x2 = 10 marks


d) Suggest the appropriate strategies for reducing salesforce turnover in the stated business organization                                                                                                              
· Through proper employee selection
· Ensuring proper employee management 
· Providing adequate compensation
· Challenging salesforce
· Proper sensitization 
· Training salesforce
· Motivating sales force.
Any 5x2 = 10 marks

Question Six
You are in the process of conducting a tam building exercise in your company. In reference to this;
c) Explain five types of teams available for your choice                                             
· Informal teams 
· Traditional teams 
· Problem solving teams 
· Leadership teams 
· Self-directed teams them. 
· Virtual teams: 
Any 5x2 = 10 marks

d) Explain five stages in the team development process that you will follow              
· Forming
· Storming
· Norming
· Performing
· Adjourning
Any 5x2 = 10 marks




Question Seven
Choose four concepts below and write short notes on each:
(a) Maslow’s Hierarchy of Needs                                                                                   
Abraham Maslow (1908-1970) developed a theory of motivation based on a hierarchy of five universal human needs. This is probably the most popular theory of management although the theory does have its critics. Abraham Maslow believed that motivation arises from need.  One is motivated to satisfy unmet needs.  Satisfied needs no longer motivate. 
Maslow placed needs on a hierarchy of importance or needs arranged in a hierarchical order: 
· Physiological needs: Basic survival needs including the need to drink, eat, and be sheltered from heat and cold. 
· Safety needs: The need to feel secure at work and at home. 
· Social needs: the need to feel loved, accepted, and part of the group. 
· Esteem needs: The need for recognition and acknowledgment from others, as well as self-respect and a sense of status. 
· Self-actualization needs: The need to develop to your fullest potential. 

[bookmark: _Hlk201138574](5 marks)
(b) Control techniques                                                                                                     
· Direct supervision and observation
· Financial statements 
· Financial Ratio Analysis 
· Budgeting techniques 
· Personal observations
· Systems and the Procedures
· Management by the Objectives
(5 marks)

(c) Salesforce Management                                                                                            
Sales force Management is concerned with the task of selection, orientation training, supervision, motivation compensation and evaluation of the sales force of the company. It is also often referred to as management of the personnel selling the business products as part of a company’s marketing function.  According to American Marketing Association, sales force management is “the process of planning, recruiting, selecting, equipping, assigning, supervising, paying and motivating, directing and controlling the persons involved in the process of selling business products.
(5 marks)

(d) Job description and job specification						     (05 marks)
Job description is a document which states an overview of the duties, responsibilities and functions of a specific job in an organization. It includes basic job-related data that is useful to advertise a specific job and attract a pool of talent. It includes information such as job title, job location, reporting to and of employees, job summary, nature and objectives of a job, tasks, salary considerations and duties to be performed, working conditions, machines, tools and equipment to be used by a prospective worker and hazards involved in it. (2.5 marks)
While
A job specification is a written statement of educational qualifications, specific qualities, level of experience, physical, emotional, technical and communication skills required to perform a job, responsibilities involved in a job and other unusual sensory demands. It also includes general health, mental health, intelligence, aptitude, memory, judgment, leadership skills, emotional ability, adaptability, flexibility, values and ethics, manners and creativity, etc. (2.5 marks)
(e) Sales-Force Turnover						                             
Salesforce turn-over refers to the case or scenario where the salesforce are recruited and stay in the company for a short period of time and the exit the company before completing the contractual period of time. Businesses typically depend upon the performance of their salespeople to generate the revenue needed to survive. High sales-force turnover creates additional expenses for the business in the form of replacement costs, and constantly losing top performers interrupts the flow of the revenue stream. Turnover in sales can result from to a number of factors. (05 marks
Any 4x5 = 20 marks
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