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Q1. A national insurance company has noticed that its sales conversion rates vary significantly across different regions. The sales manager observes that some salespeople are more successful when interacting with prospects who share similar backgrounds, while others struggle to connect with diverse clients. The company wants to enhance its sales process by leveraging the concept of buyer-seller dyads, ensuring that sales personnel are matched with prospects in a way that maximizes rapport and trust. The sales manager must develop a strategy to implement this approach across the sales force. Based on the scenario, how should the sales manager apply the concept of buyer-seller dyads to improve the effectiveness of the sales team’s interactions with prospects from diverse backgrounds? (10 Marks)
Ans 1.
Introduction 
In the competitive and trust-sensitive insurance sector, successful sales depend heavily on the quality of interpersonal relationships between salespeople and clients. A national insurance company has observed significant regional differences in sales conversion rates, with salespeople performing better when interacting with prospects who share similar cultural, linguistic, or socio-economic backgrounds. This insight points to the relevance of the buyer-seller dyad concept, which emphasizes the dynamic, interpersonal exchange between the salesperson and the buyer. By strategically aligning sales personnel with prospects in ways that foster rapport, empathy, and cultural resonance, the company can build stronger relationships, improve client engagement, and increase conversion rates. A 
term sales success.
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Q2. A leading FMCG manufacturer is introducing a new product and wants to encourage intermediaries to participate in cooperative advertising and other promotional activities. Some intermediaries are hesitant, fearing unequal treatment or excessive risk. The sales executive must design a program that addresses these concerns while ensuring the manufacturer’s promotional objectives are met. Evaluate the role of sales executives in managing the relationship between manufacturers and intermediaries, particularly in the context of sharing promotional risks. What strategies should be adopted to ensure equitable treatment and effective collaboration? (10 Marks)
Ans 2.
Introduction 
In the fast-paced FMCG sector, effective collaboration between manufacturers and intermediaries such as wholesalers, distributors, and retailers is critical to launching and sustaining new products. A leading FMCG company introducing a new product must rely on these intermediaries not only for distribution but also for local-level promotional support such as cooperative advertising and point-of-sale campaigns. However, intermediaries may hesitate to invest in promotions due to concerns over unfair cost-sharing, inconsistent support, or limited returns. In this context, the sales executive plays a crucial role in bridging the trust gap, aligning goals, and building a cooperative promotional strategy. Their ability to manage relationships, communicate transparently, 
Q3 (A). A company using selective distribution has received complaints from some dealers about perceived favoritism and inconsistent support from the sales team. The sales executive is tasked with developing a plan to guarantee that all intermediaries receive fair treatment, proper training, and equal access to promotional resources. Create a comprehensive plan for a sales executive to ensure fair and impartial treatment of all intermediaries in a selective distribution network. How would your plan address training, supervision, and equitable support for each outlet? (5 Marks) 
Ans 3a.
Introduction 
Selective distribution allows companies to work with a limited number of dealers to maintain brand control and service quality. However, favoritism or inconsistent support can damage trust and reduce the effectiveness of the network. Complaints from dealers about bias and lack of resources indicate a gap in equitable engagement. To resolve this, the sales executive must implement a structured plan that ensures all intermediaries receive uniform training, consistent communication, and equal access to promotional tools—

3(B) A mid-sized technology firm has recently launched a new product but is facing significant sales resistance from potential clients. Many prospects voice objections, some sincere and others insincere, making it difficult for the sales team to close deals. The sales manager recognizes that the team lacks the skills to quickly and accurately assess customer motivations and handle objections effectively. Design a comprehensive training program for new sales personnel in a company that is struggling with high sales resistance from prospects. How would your program equip salespeople to accurately appraise customer motivations and overcome both real and imagined objections during the sales process? (5 Marks)

Ans 3b.
Introduction 
Sales resistance, especially during new product introductions, is a common hurdle for growing technology firms. When objections—whether real or imagined—are not handled properly, it leads to lost opportunities and reduced morale. In the current scenario, the sales team lacks the tools to assess customer intent and respond confidently. A comprehensive training program is essential to equip new sales personnel with the skills needed to identify buyer motivations, differentiate between sincere and insincere objections, and use 








