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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.
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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- "Standardized Model" as a type of selling models
……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………….……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………

2- "Generalist Structure" as one of the sales force organization structures  
……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………….……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………

3- Job Qualifications

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

II- Answer only ONE of the following:

1- Growing relationships evolve through five general stages; List these stages (Hint! ( Stages in the buyer- seller relationship)  
 OR
2- List the sources from where sales managers can find candidates .……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………….……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………….………………………………………………………………………………………………………………

III- Answer only ONE of the following questions as detailed as you can:
1- The decision to use sales agent is not easy. 

a. Define sales agents.

b. Explain some of the factors that the management should consider when deciding to use Sales Agents.

OR

2- There are some returns that organizations hope to realize from their sales training programs. 

Explain four (4) of these expected returns (Hint! ( benefits).

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