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MASTER OF BUSINESSADMINISTRATION
P17BAEEP213: Professional Selling and Sales Managem

Time ThreeHours Maximum Marks: 50
COURSE OUTCOME

CO1: Relate conceptual and applied knowledge in the @ir&ales management
CO2: Plan sales process, Practice Selling skills andvstthbical behaviour

CO3: Evaluatethe various facets of sales force control  syste

PART A (1x 20 = 20 Marks)

1. Terri Ann masters sales managers for Rudolph Maturfiag, was wrestling with aK,  CGO;
critical issue related to one of her long time amatjl recently, most talented sales
people, Jason Benjemin. With the company nearlyelss Jason has been one of its
top sales people for 11 of those years at firstri Paan thought it was just “bad luck”
and Jason would be able to turn it around. Now,dver, after four years of seeing
Jason miss sales targets and hearing increasinglaos from customers, Terri Ann
new something was wrong

This was especially critical for Rudolph becaussodacalled on Company’s biggest

clients. Jason had worked his way up in the comendybeen given these accounts.
During his first three years with the accounts,odagenerated substantial new
business from his clients. Management at the cumt®rhad actually gone to the

trouble of calling Terri Ann and complementing Rlpfoon the relationship Jason

had established. The end result was that Jasoneindlgy exceeded his sales quotas
and received healthy bonuses.

In the last few years, however, there was verglittw business coming from Jasons
accounts. At the same time, Terri Ann knew this panies were growing and were
taking business to other competitors. It was nat #ason had lost the accounts; They
were still doing a reasonable business with RouddRather, Terri Ann recognized
there was additional business the company wasettihg for some reasons.

Of even greater concerns was the number of conplaipout Jason that had been
coming into Terri Ann. Jason certainly did not hatlee greatest number of
complaints, but given his history, they were hilghaddition, Jason seemed to be less
motivated. When Terri Ann would call his office émiday noon’s, She would find
that he had already left for the weekend. The “aldson was one of the hardest —
working sales people in the company.
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The problem was coming to a head. Management hady gpush on inside the
company to increase productivity. Terri Ann alsal fs@veral younger sales people
who were eager to move into larger, more demanahigher potential accounts.

Questions

1. You are Terri Ann Masters. What would you do abitagon Benjamin?

2. What would you do with this younger sales peoplewahe looking for new
opportunities inside the company?

3. Offer ideas on why Jason’s performance might hdimpexd after all these
years with the company?

Answer ALL the Questions
PART B (5x6 = 30 Marks)
(Answer not more than 10 lines)
Considering you as a sales man. Explain in detailsteps involved selling arope K4

of the following products

1. Premium car
2. FMCG goods

The sales manager for one of the nation’s largesdyzers of consumer goods hds:
identified eight factors that appear to be posiyivelated to effective performance.
The manger HR, who is concerned about high turncatess among the sales force,
would like to use this information to improve thentpany recruitment and hiring
process. The key factors are
1.Priority setting. 2. Initiative and follow-throbg3. Working efficiency with
others 4. creativity and innovation, 4. Thinkinglgroblem solving 5.
Leadership and communication
a. How would this factors become part of the cong{sarecruiting a hiring process?
b. How would you define these factors and deternfiapplicants for sales positions
possess these factors
The newly joined sales representative was perplekedt his inability to learn abou4
consumer needs. After making several joint calldwim, the district sales manager
agreed he was not receiving informative respongdest@uestions and understanding
was not up to expected level. List few training Inoels for the sales representatives

and suggest the suitable method to improve hiopeagnce.
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5 When designing sales compensation plans, it's itapbrto meet the relationshigks  CGs
selling objectives and at the same time appropyiaesvard the person who has meet
these objectives. How would you design sales cosgdeon plans to match the
following company objectives and sales environm&hiations? List the types of
compensation and suggest the suitable one.
Company has a protect-and-grow revenue objectivesaisales environment
characterized by slow growth, many competitors, f@&wd product introductions. The
firms primary source of differentiation is its edeat sales force.

6 A large corporation notices an irregular decraasthe sales of few representativeKk3 CO3
The district sales manager wishes to redefine trauation criteria and wish to
propose an effective performance evaluation sydi@nthe sales representatives.
Suggest few evaluation techniques which will imgrdhe sales rep performance.
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