

Sales Management

Dec 2025 Examination

Q1. GlobalFoods, an established packaged foods company, is entering a new international market with distinct consumer behaviors and limited historical sales data. The management team must develop a sales forecast to guide production, distribution, and marketing investments. They are evaluating various forecasting methods, including qualitative approaches like jury of executive opinion and quantitative models such as regression analysis. The team must weigh factors such as the availability of reliable data, the need for forecast precision, and the complexity of the new market environment to make an informed methodological choice. How should the management team select the most appropriate sales forecasting method for their new market entry, considering data availability, forecast accuracy, and market complexity? (10 Marks)
Ans 1.
Introduction 
Sales forecasting is a critical activity for companies expanding into new markets, as it provides the foundation for decisions related to production, distribution, and marketing. For GlobalFoods, entering a new international market presents unique challenges because consumer behavior patterns are unfamiliar, and historical sales data is limited. Accurate forecasting is essential to avoid risks such as overproduction, stockouts, or misallocation of resources. While qualitative methods like the jury of executive opinion rely on managerial judgment, quantitative 
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Q2(A). A global consumer electronics company has shifted to a remote sales model, with team members located in different countries and time zones. The sales manager, Maria, is responsible for coordinating efforts, maintaining motivation, and ensuring alignment with company objectives. She must navigate cultural differences, communication barriers, and the lack of face-to-face interaction while driving sales growth in a highly competitive market. Assess the challenges and opportunities faced by a sales manager in a global consumer electronics firm who must lead a remote, cross-functional sales team across multiple time zones. What competencies are most critical for success in this environment, and how should the manager adapt traditional sales management practices to ensure high performance and collaboration? (5 Marks)
Ans 2a.
Introduction 
The rise of remote work has transformed sales management in global companies, especially in industries like consumer electronics where competition is intense. Maria, the sales manager, faces the challenge of leading a team spread across countries and time zones with limited opportunities for in-person engagement. Cultural diversity, communication gaps, and time differences can affect coordination and motivation. Yet, remote models 
Q2 (B) A fast-growing e-commerce startup, previously focused on a single metropolitan area, is expanding its operations nationwide. The management team is considering a geographic-based sales force structure to better address regional customer preferences and logistics. While this approach promises improved local responsiveness, there are concerns about maintaining consistent brand messaging and efficient coordination across regions. The company must evaluate whether this structure will support its growth objectives or introduce new operational risks. Critique the decision of a rapidly growing e-commerce startup to adopt a geographic-based sales force structure as it expands into new national markets. What are the key considerations in ensuring this structure supports both local responsiveness and overall brand consistency, and how would you address potential coordination challenges? (5 Marks)

Ans 2b.

Introduction 
As a fast-growing e-commerce startup expands from one metropolitan area to a nationwide presence, its sales strategy must evolve to handle regional differences in customer preferences and logistics. A geographic-based sales force structure offers the benefit of greater local responsiveness and market adaptation. However, it also brings risks such as inconsistent brand messaging and potential inefficiencies in coordination. To ensure sustainable growth









