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  1    INTRODUCTION 

 
Dear Student, 
 
You are now well on your way with your studies for the 2018 academic year. I trust you will 
attempt to complete Assignment 02 on your own and then compare your answers to the 
feedback given in Tutorial Letter 202. Merely reading through our feedback on these 
assignments will not help you much in getting to know how to structure an answer in the 
examination. Study the feedback on Assignment 01 given below and make sure you understand 
why you have might have answered some questions incorrectly.  
 
Just a reminder that I am your lecturer for this module, and that my contact details are as 
follows: 
 
Ms Yu-ting Hung-Joubert 
Office:  AJH van der Walt Building 5-55, Muckleneuk Campus, Pretoria 
Tel:  012 429 8303 
E-mail: marketing@unisa.ac.za 
 
I am here to assist you, but please note that you should only contact your lecturers if you have 
academic enquiries (that is enquiries about the content of the module). The Department of 
Marketing and Retail Management can be contacted at telephone number 012 429 8303. 
Administrative enquiries concerning fees, receipt of assignments, examination dates etc should 
be directed to the relevant administrative departments. See Tutorial Letter 101 for more details. 
 

  2    FEEDBACK ON ASSIGNMENT 01 

 
QUESTION 1 
 
The correct answer is option 3. During the maintenance stage the sales manager is possibly 
reassessing the career with possible redirection, maintains high performance levels, faces 
concern about ageing, has reduced competition and helps younger colleagues. Option 1 is 
incorrect because during the exploration stage, the sales manager is trying to find the 
appropriate occupational field, learning skills to do the job well, establishing good professional 
self-concept and seeking peer acceptance. Option 2 is incorrect because during the 
establishment stage, the sales manager has successfully established a career, has greater 
autonomy, uses skills to produce results in order to be promoted and faces competition. Option 
4 is incorrect because during the disengagement stage, the sales manager has completed his 
or her career, establishes identity outside of work, maintains acceptable performance levels, 
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accepts career accomplishments and detaches from the organisation. The correct answer can 
be found on page 5 of the prescribed textbook.  
 
QUESTION 2 
 
The correct answer is option 3 because one of the reasons for developing sales territories is 
to strengthen customer relations. Other examples include achieving the organisation’s sales 
and marketing goals, achieving better market coverage, reducing selling costs, building a more 
efficient sales force, evaluating performance more accurately and coordinating selling with other 
functions. Options 1 and 2 are incorrect because they are reasons for NOT developing sales 
territories. Option 4 is incorrect because the statement is vague – even though one of the 
reasons for developing sales territories is to reduce selling costs, the statement does not clearly 
specify this. The correct answer can be found on page 75 of the prescribed textbook.  
 
QUESTION 3 
 
The correct answer is option 2 because during the step of employee testing, applicants are 
subjected to various forms of testing after the initial screening. These steps include aptitude and 
personality tests and are done to assess whether the candidate can perform job-related tasks. 
Option 1 is incorrect because during the initial screening the organisation eliminates unqualified 
candidates and those who do not fit the criteria and job requirements. Option 3 is incorrect 
because the employee interview is the formal, in-depth discussion with the candidate. Option 4 
is incorrect because the background checks and reference checks are done to verify the 
information that the candidate provided. The correct answer can be found on page 106 of the 
prescribed textbook.  
 
QUESTION 4 
 
The correct answer is option 3 because for the behaviour level, the trainer observes and/or 
surveys trainers and managers approximately three months after the training programme. 
Option 1 is incorrect because for the reaction level, trainees complete forms, surveys, comment 
sheets, and exit interviews evaluating the training experience. Option 2 is incorrect because for 
the learning level, the trainer administers tests before and after the training programme. Option 
4 is incorrect because for the result level the manager measures change in sales, profits and 
costs. The correct answer can be found on page 131 of the prescribed textbook.  
 
QUESTION 5 
 
The correct answer is option 1 because the user survey method ensures that the information 
comes from the user and more detailed analysis can be done. Because of the detailed 
information, it can assist in the planning of the marketing mix of the organisation. Option 2 is 
incorrect because an advantage of the jury of executive opinion is that it can be easily done in a 
very short period of time. Option 3 is incorrect because an advantage of the salesforce survey is 
that it assists in the controlling and directing of sales activities. Option 4 is incorrect because an 
advantage of the market test is that it is   the closest to testing a product under real conditions. 
The correct answer can be found on page 53 of the prescribed textbook. 
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QUESTION 6 
 
The correct answer is option 1 because cold canvassing is a prospecting method that is used 
during step one (prospecting) of the selling process. Option 2 is incorrect because step two is 
the pre-approach step, which is when the salesperson learns as much as possible about the 
prospect. Option 3 is incorrect because step three is the approach step, which is when the 
salesperson introduces him-/herself to the prospect. Option 4 is incorrect because step four is 
the presentation step, which is when the salesperson starts making a sales presentation, that is, 
explains the product or service. The correct answer can be found on page 9 of the prescribed 
textbook.  
 
QUESTION 7 
 
The correct answer is option 3 because the T-account close involves recapping the 
advantages of the merchandise and persuading the prospect to agree. Option 1 is incorrect 
because the alternative close gives the prospect alternatives, which include a choice of buying 
or not buying. Option 2 is incorrect because the assumptive close is based on the assumption 
that the prospect will buy and that only the details need to be worked out. Option 4 is incorrect 
because the standing-room-only close involves the salesperson pointing out to the prospect that 
the product may not be available later if he/she delays the decision to purchase it. The correct 
answer can be found on page 19 of the prescribed textbook. 
 
QUESTION 8 
 
The correct answer is option 1 because organisation as a process is when organisation is 
seen as a dynamic process in which a manager is required to ensure the effective utilisation of 
resources to accomplish various objectives. Option 2 is incorrect because the statement refers 
to organisation as a framework of relationships. Option 3 is incorrect because the statement 
refers to organisation as a group of persons. Option 4 is incorrect because the statement refers 
to organisation as a system. The correct answer can be found on page 30 of the prescribed 
book.  
 
QUESTION 9 
 
The correct answer is option 1 because a structured sales presentation is used in direct 
selling where the same product is sold on every call, and has a number of benefits aimed at 
stimulating the prospect to buy. Option 2 is incorrect because a semi-structured sales 
presentation requires the sales person to find out information about the prospect’s need before 
delivering a structured and personalised sales presentation. Option 3 is incorrect because an 
unstructured sales presentation has three stages which include a probing question, confirming a 
need and then discussing how the offering satisfies that need. Option 4 is incorrect because the 
customised sales presentation requires the sales person to first do an in-depth analysis of the 
prospect’s needs before preparing the sales presentation. Refer to page 12 of the prescribed 
textbook and pages 5–6 of the case study book.  
 
QUESTION 10 
 
The correct answer is option 1 because with geographic specialisation each salesperson is 
assigned to a specific geographic territory – the case study mentioned Pretoria and 
Stellenbosch. Option 2 is incorrect because product specialisation divides sales teams based 
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on the products sold. Option 3 is incorrect because market specialisation divides sales teams 
based on the type of customer, categorised according to industry or channel of distribution. 
Option 4 is incorrect because operating specialisation is not discussed in the prescribed 
materials. Refer to page 39 of the prescribed textbook and page 126 of the case study book.  
 
QUESTION 11 
 
The correct answer is option 3. Print media, namely newspapers, local publications or 
specialist journals are the most common means of advertising as it reaches a larger population 
and communication of the job vacancy is done quickly. The Bundwinis, new franchisees of 
Engen, begin with advertisements in the newspaper to advertise for the various staff members 
they need. Options 1, 2 and 4 are incorrect because the case study does not mention any of 
these concepts. The correct answer can be found on page 102 to 103 in the prescribed 
textbook and on page 73 in the case study book. 
 
QUESTION 12 
 
The correct answer is option 1. Step one is the initial screening which eliminates unqualified 
candidates and those candidates who do not fit the criteria and job requirements. The case 
study indicates that a shortlist is drawn up and the interviews conducted before the 
appointments are made. Option 2 is incorrect because step three is the employment interview. 
Option 3 is incorrect because step five is the medical examination. Option 4 is incorrect 
because step six is the decision made based on the interviews. The correct answer can be 
found on page 106 in the prescribed textbook and on page 73 in the case study book. 
 
QUESTION 13 
 
The correct answer is option 2. Options 1, 3 and 4 are incorrect because the options are 
advantages of an external recruitment source. The correct answer can be found on page 104 to 
105 in the prescribed textbook. 
 
QUESTION 14 
 
The correct answer is option 3. Customised sales presentation methods are also called the 
“problem-solution” presentations. These are presentations suitable in a case where prospects 
prefer that the salesperson prepares a proposal as a solution to their needs. A semi-structured 
presentation is referred to as the “formula” or “five-point” sales presentation. In addition to that, 
it is a structured and personalised sales message. An unstructured sales presentation is also 
known as the “need-fulfilment or -satisfaction”. It is flexible and interactive. A structured sales 
presentation on the other hand is referred to as the “memorised” or “canned” presentation as it 
is used in direct selling where the same product is sold on every call. A simple example of such 
a product would be bread. The correct answer can be found on page 12 to 13 in the prescribed 
textbook. 
 
QUESTION 15 
 
The correct answer is option 4. A horizontal organisation eliminates management levels and 
specialised departmental functions and is used by small and large businesses that strive for 
efficiency and greater customer responsiveness. Options 1, 2 and 3 are incorrect because the 
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case study does not mention any of these concepts. The correct answer can be found on page 
38 in the prescribed textbook and on page 32 in the case study book. 
 

  3    CONCLUDING REMARKS 

 
 
You are once again invited to contact me if you experience any academic problems with your 
studies. 
 
I wish you success with your studies! 
 
Ms Y Hung-Joubert 
Department of Marketing and Retail Management 
Unisa 


