

Sales Management

Sep 2025 Examination

Q1. A leading insurance company has observed that its sales representatives often struggle to close deals when customers raise objections related to price, brand preference, or decision-making hesitancy. The company’s training has focused on product knowledge but not on objection handling. The sales manager wants to introduce a new training module based on the right set of circumstances theory, emphasizing the importance of managing both internal (customer mindset) and external (environmental) factors during objection handling. Apply the right set of circumstances theory to recommend how a sales representative should handle both internal and external factors when overcoming customer objections during the sales process. (10 Marks)
Ans 1.
Introduction 
In the modern competitive market, sales representatives often face challenging objections from customers related to price sensitivity, brand loyalty, or decision-making delays. While product knowledge is crucial, it is not sufficient to secure a sale if the salesperson cannot effectively manage objections during the buying process. The Right Set of Circumstances Theory emphasizes that successful sales closure depends on aligning both internal and external factors influencing a 
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Q2. A consumer electronics company is experiencing rising costs associated with personal selling, especially as its products become more complex and require detailed demonstrations. At the same time, the marketing department is investing heavily in digital campaigns and sales promotions. The sales manager is tasked with developing a strategy that leverages both personal selling and digital tools to maximize reach and effectiveness while controlling costs. Evaluate the challenges and benefits of integrating personal selling with digital marketing and sales promotion in a company facing rising travel costs and increased product complexity. How should the sales manager balance these tools to optimize sales performance? (10 Marks)
Ans 2.
Introduction 
Personal selling is still an important way to show off complicated items and meet the needs of individual customers in today's competitive consumer electronics market. However, rising costs related to travel, training, and in-person sales visits are putting pressure on company budgets. At the same time, digital marketing campaigns and sales promotions are gaining prominence, offering wider reach and cost efficiency. The challenge for sales managers is to strategically integrate 
Q3(A). A multinational corporation is promoting several high-performing salespeople to managerial roles. However, these new managers lack formal training in sales management skills such as analytics, planning, and leadership. The HR department wants a comprehensive training program that prepares them for their new responsibilities and drives team performance. Design a training program for new sales managers that develops the analytical, planning, and leadership skills required for effective sales management. How would you structure the program to ensure practical application and measurable outcomes? (5 Marks)
Ans 3a.
Introduction 

Transitioning from a top-performing salesperson to a successful sales manager requires a different skill set, including the ability to analyze data, create strategic sales plans, and lead a team effectively. Without formal training, new managers may struggle to meet expectations, leading to underperformance at the team level. A structured training program tailored to their new responsibilities can bridge this gap, enhancing their managerial capabilities. This program should focus on developing analytical, planning, and leadership skills to ensure long-term success in 

Q3(B).A consumer electronics firm is expanding into the healthcare sector, where purchasing decisions involve multiple stakeholders and complex approval processes. The sales team lacks experience in this segment and is unsure how to prepare for initial contact with prospects. Management seeks a structured pre-approach strategy to help the team gather critical information and set clear call objectives. Create an innovative pre-approach strategy for a sales team entering a new market segment with complex buying processes. How would you ensure the team gathers relevant decision-maker information and sets effective call objectives? (5 Marks)

Ans 3b.

Introduction 

Entering a new market segment with complex buying processes, such as healthcare, requires a well-prepared sales approach. Unlike consumer electronics, healthcare sales involve multiple decision-makers, regulatory requirements, and long approval cycles. Without a structured pre-approach strategy, sales teams risk unproductive meetings and missed opportunities. A systematic approach to gathering relevant information, identifying stakeholders, and 








