

Sales Management

Apr 2026 Examination

Q1. Assume that you are a sales executive for a cloud-based customer relationship management (CRM) software designed for small retailers. You have scheduled a meeting with Mr Rajiv, the owner of a mid-sized retail store chain, who is hesitant about adopting new technologies due to past implementation challenges. Apply the AIDAS Theory of Selling to explain how you would conduct the sales interaction with him, that is, from the initial contact until ensuring his satisfaction after the purchase. Include an introduction and conclusion in your answer. (10 Marks)
Ans 1.
Introduction 
In today’s competitive retail environment, adopting the right technology is no longer optional; it has become a survival requirement. As a sales executive representing a cloud-based CRM solution for small and mid-sized retailers, meeting a cautious business owner like Mr Rajiv demands both empathy and structured persuasion. His hesitation, shaped by earlier technology failures, reflects a genuine fear of wasted investment and operational disruption. Therefore, the selling approach must move beyond simple product pitching and focus on building 
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Q2. You have recently taken over as the Sales Director of a consumer electronics company. During your first month, you observe that one of your Sales Managers, Ms Kavya, consistently meets sales targets but struggles with team coordination, often takes on too many tasks herself, and rarely sets aside time for planning. Using the qualities of effective sales executives, evaluate Kavya’s overall effectiveness as a sales leader. Provide recommendations on how she can improve to perform at a higher managerial level. Include an introduction and conclusion in your answer. (10 Marks)

Ans 2.

Introduction 
Taking charge as Sales Director brings the responsibility of evaluating not only sales numbers but also leadership behavior that shapes long-term performance. In the present situation, Ms Kavya appears successful on the surface because she consistently achieves sales targets. However, leadership effectiveness in a consumer electronics company goes far beyond individual output. It involves team coordination, strategic planning, delegation, and the ability to develop future-ready sales talent. Her tendency to handle excessive tasks alone and neglect structured planning indicates underlying managerial gaps that may restrict team growth and 

Q3(A). You have recently joined a small regional FMCG company as the Head of Sales. The company has only 15 salespeople working across a limited geographic area, and the current reporting structure is chaotic with overlapping responsibilities. Create an organizational structure based on the Line Sales Organization model that would bring clarity in authority, improve discipline, and streamline reporting. Briefly explain how this structure would help the company function more effectively. Include an introduction and conclusion in your answer. (5 Marks)

Ans 3a.

Introduction 
Joining a small regional FMCG company as Head of Sales requires immediate attention to internal discipline and reporting clarity. With only fifteen salespeople and overlapping responsibilities, confusion in authority can slow decision-making and reduce accountability. A Line Sales Organization structure is well suited to such compact operations because it follows a simple chain of command. By establishing clear authority levels and direct reporting relationships, this structure can stabilize daily operations, improve control

Q3(B). You are consulting for a fast-growing online furniture retailer that wants to improve sales force efficiency by using specialization. The company plans to divide work based on expertise—for example, customer acquisition, product presentation, pricing guidance, and after-sales follow-up. Create a Functional Sales Organization structure suitable for this company and briefly explain how this structure can enhance performance despite the challenges of coordination. Include an introduction and conclusion in your answer. (5 Marks)
Ans 3b.

Introduction 
As an online furniture retailer expands rapidly, sales operations become more complex and demanding. Managing customer inquiries, product information, pricing decisions, and post-sale service through a single generalist team often reduces efficiency. A Functional Sales Organization structure allows the company to divide work based on expertise and specialization. By assigning dedicated teams to specific sales functions, the organization can improve service quality, response speed, and operational focus while maintaining competitive advantage i 









