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Name: -----------------------------------------------------------------------------

ID #: --------------------------------------------

Section: -----------------

Test Code = 3
INSTRUCTIONS:
1- Fill in the above information. 

2- Write your name, student number, and section number on the top of the score sheet and bubble the student number, the section number (1 (  1:10pm or 2 ( 2:10 pm) 

3- Bubble the score sheet corresponding to the write answer – use a pencil for bubbling.
Material is copyrighted

Come and see me for a hard copy
King Fahd University of Petroleum and Minerals

College of Industrial Management

 Department of Management & Marketing

Sales Management (MKT 320) 

Dr. Obaid Al-Shuridah

Major Exam #1

October 9th, 2006

Semester 061
PART TWO
Name: -----------------------------------------------------------------------------

ID #: --------------------------------------------

Section: -----------------
INSTRUCTIONS:
1- Fill in the above information. 

2- Use an ink pen (blue please!) to write your answers.

3- ONLY use the provided space.

4- Write as clearly as possible (in terms of ideas and handwriting). 
I – Provide definitions for ONLY two of the following:
1- Personal Selling
……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………….……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………

2- Business mission 

……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………….……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………

1- 3- Seasonal index

……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………….……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………

II- Answer ONE of the following:

1- List the factors influencing strategic management (As detailed list as possible)  

  OR
2- List the process (steps) of acquiring new customers ……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………….……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………….…………………………………………………………………………………………………………………………………………………………

III- Use the following sales data:

	Period
	Actual Sales

	1
	12

	2
	13

	3
	15

	4
	17

	5
	14

	6
	16

	7
	18

	8
	?


A- Forecast the sales for period (8) using the following methods: (show all calculations)
1- Naïve method =   ________________________

2- Moving average (using 2 periods) = _______________________________

Calculations (
3- Moving averages (using 3 periods) = _______________________________

Calculations (
4- Unit rate of change = ___________________________________

Calculations (
B- Show how to calculate the percentage of forecasting error (formula)
C- Calculate the seasonal index
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