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Marking Criteria:
 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 
	1. Give short answers to the following questions: (24)
i. What are the various selling theories?
a) Maslow's Hierarchy
b) Buyer Resolution Theory
c) Consumer Decision-Making Process
d) Dominant Buying Motives

ii. What is personal selling? How it is different from sales promotion?
In regard to the difference between sales promotion and personal selling, is that sales promotion uses offers, incentives, and schemes to boost the sales. In contrast, personal selling is where a sales representative displays the product to the potential customers by directly going to them

iii. How can you differentiate between the Buying Formula Theory and Behavioural
Equation Theory?
“Buying Formula” theory of selling is Buyer oriented. The “Behavioral Equation” theory emphasizes the buyer's decision process but also takes the salesperson's influence process into account.

iv. List various stages in the personal selling process.
(1) prospecting,
(2) preapproach,
(3) approach,
(4) presentation,
(5) close, and
(6) follow-up

v. What is the difference between the approach stage and presentation stage of the
personal selling process?
Approach: The salesperson should properly approach the prospects. He should know how to greet the buyer before starting his conversation. The salesperson should be properly dressed which coincides with the temperament of the buyer. The opening line should be positive.

Presentation and demonstration: The sales presentation should be based on AIDA formula. In other words, the presentation should gain attention, ho!d interest, arouse desire and obtain the action of the buyer.

vi. What is the difference between Order Taking and Order Getting?
An Order Taker can be defined as a sales person who collects orders but does not attempt to find new customers or persuade existing customers to increase the size or frequency of their orders.

An Order Getting can be defined as a sales person who increases the firm’s sales revenue by acquiring orders from new customer and more orders from the existing customers.

vii. List the qualities of being a good salesperson
a) Conscientiousness.
b) Respectful.
c) Initiative.
d) They listen.
e) Persistent.
f) Coachable.
g) Positive.
h) Resourceful.

viii. List the tools used in consumer protection.
a) The NHTSA’s Auto Recall Lookup
b) Consumers’ Checkbook’s Surgeon Ratings
c) ProPublica’s Dollars for Doctors
d) The CFPB’s Know Before You Owe
e) USA.gov’s How to Contact Your Elected Officials

2. You are a salesperson working in a pharmaceutical company. Explain the procedure how you approach your customers and get orders. (6)
1. Identify Your Ideal Client

It’s easier to look for customers if you know the type of consumers you seek. Without a composite of your ideal customer, you probably wouldn’t know where to start looking.

2. Discover Where Your Customer Lives

With your targeted customers in mind, “identify those places where they are likely to be found (media, online, offline, mail, etc.), and then create messages for them.

3. Know Your Business Inside and Out

Thoroughly understanding your industry and having a firm knowledge of your product or service is critical to being able to attract interested clients. When you know your product backward and forward, that fact comes through. The people who would be interested in your offerings can see how knowledgeable you are and will seek your assistance.

4. Position Yourself as the Answer

Give potential clients you come into contact with a good reason to try your services, which is your first step to making them loyal customers.

5. Try Direct Response Marketing

Your best bet for reaching out and touching customers is to use tactics to encourage them to complete a specific action, such as opt into your email list or request more information.

6. Build Partnerships

Teaming up with businesses that offer complementary services offers you the opportunity to take advantage of synergy, which can be very effective in building a business.

7. Follow Up

After your efforts to bring in business, always remember to close the loop.
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