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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. 
	Please insert your completed assignment ( in word format)  here:

1. Give short answers to the following questions:

i. What are the various selling theories?

These are based on two theories; the first is AIDA Theory of selling, which is Attention, Interest, Desire, and Action, these are the stages a salesperson sees the client going through. The second is the right set of circumstances theory, where the salesperson creates the appeal in the right situation, to get the desired response.

ii. What is personal selling? How it is different from sales promotion?

Personal selling is classed as individual-to-individual between the seller and buyer. The seller’s job is to convince the potential buyer to make a particular action or point of view, with regular and on-going activity, also the message is aimed more towards the individual. This differs to sales promotion because this is promotional effort that is made apart from personal selling, like indirect and non- personal, uniform message with no uniform, and could have a limited time period. 

iii. How can you differentiate between the Buying Formula Theory and Behavioural Equation Theory?

Buying Formula Theory and Behavioural Equation Theory are both subdivisions of the two main theories discussed earlier. The difference between them is that the Buying Formula Theory is when the salesperson is responsible for aiding the buyer for solutions. Behavioural Equation Theory is when the buyer’s decision process is emphasised.

iv. List various stages in the personal selling process.

Prospecting – This is classed as locating, identifying, and qualifying the target audience.
Pre-approach – This is research done by the salesperson before they approach the client.
Approach – This is what happens when initial contact has been made to the prospect.
Sales Presentation - The salesperson will covey the benefits of the product, and course of action to the prospective buyer.
Handling objections – It’s the salesperson’s job to deal with objections or questions regarding the product, and learn from them and remove any uncertainly the buyer could have.
Closing the sale – This stage is where the salesperson must end the conclusion with an order.
Follow-up – After the sales have taken place the salesperson follows up with the buyer to make sure they are satisfied with their purchase. This is vital to gain loyalty.

v. What is the difference between the approach stage and presentation stage of the personal selling process?

The approach stage is the method or manner in which the salesperson makes first contact with the prospect.  This provides the salesperson with the prospects interests, and whether they will be able to develop an on-going relationship. Whereas, the presentation stage is where the benefits of the product are presented to the buyer and the course of action the buyer can take.

vi. What is the difference between Order Taking and Order Getting?

Order taking is where a person doesn’t deal with the creative side of selling the product or service but there role is to continue the order. Whereas order getting is more hands on, the sales person meets the customer and promotes the product or service to convince the buyer to purchase, to essentially get the sale.

vii. List the qualities of being a good salesperson

Physical Qualities – The salesperson must be in good health, as their role can be quite demanding in terms of travelling, and possibly under difficult circumstances.
Communication Ability – This relates to the communication from the salesperson and buyer, how this is represented. The salesperson should have good language skills, gives a good impression and listening skills.
Mental Qualities – To solve any problems a customer may have, a salesperson should have conceptual skills, analytical ability, and intelligence.
Education and Experience – A salesperson should have the right qualifications that fit the role, and also any experience could be required.
Enthusiasm – An important attribute of a salesperson is to be enthusiastic about the product or service they are selling. This requires them to have a good understanding of the product or service.
Courtesy - Good manners should be paramount for salesperson. This includes listening skills, being courteous and polite, and be able to handle questions and opinions.
Initiative – This is a must have skill for a salesperson, as they have to find new customers, and sell in new ways to existing customers.
Empathy – A sales person should have the skills of being able to listen to the customer, and understand their point of view of the sale.
Dependability – Reliability is very important, and to be able to handle difficult and various problems that may arise.
Integrity and Honesty – A salesperson must be professional when it comes to handling a company’s funds, to be honest and never mislead the company.

viii. List the tools used in consumer protection.

These fall under two categories, which are; 
Consumer promotion – These include two types of premiums, which are; Direct Premium. This is an incentive in the form of a product or service that offered to the consumer.
Trade premium – These are mainly for getting the most from the dealer
Conditional premium – These are aimed at the buyer to perform additional functions, such as: collecting tokens or coupons.

2. You are a salesperson working in a pharmaceutical company. Explain the procedure how you approach your customers and get orders.
I would firstly look at the AIDA stage to find out the stages I think the customer will go through, then I would look at creating the right appeal for the customer.  Once that is in place I would use Personal Selling between the customer and myself. Taking into consideration the Buying Formula and Equation Theory.
I would then use the Approach stage with the customer to discuss the prospects and interests to develop a relationship, then following all the stages that are involved in Personal Selling to essentially being able to get the order.
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